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ONE MINUTE TIP
Boosting Sales By Calling Your Inactive Accounts

Everyone is seeking strategies on how to boost their sales during down times
or slow times. One simple way to do itis to call your inactive customers. READ MORE

Emplovers

Site of the Day!
Selling Powier's Sales
site of the Day has
been hand selected
5 a valuable

NEW Subsc:

e to our FREE

ewsletters today

rceﬁ;réchlf’ezgﬁcj;; } Sales Management Off on the Right Foot When new reps come on board, a quic ﬂ?ﬁwﬁw
and arm yoursel ko office tour and @ list of prospects fsn' enough, Manager... READ MORE
Ll »CRM Stop Annoying Your Customers It's tough to buid good customer relationships it
you're constantly annaying your cust . READ MORE Weekly Quiz
Mincentives Do Moro With Less (More Or Less)it's about as predictable as mudsinging Win Prizes!

Test your sales skills
with our Weskly Quiz

Take the Quiz

M in a presidential campaign or a Boston... READ MORE

5Y% Make a leap

FMeetings Everyone Available? Let's Meet Now! Do you struggie to get your team together
in one: place for a mesting? Sure you do.. READ MORE

PPresentations Presenting on Your Home Court How many fimes have you sat in
your car on the way to give a presentation at a client... READ MORE
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We have 165,993 customers...
and we'd like to introduce them to you.

Reserve your next ad in the upcoming OCTOBER issue, and you will be glad you did. Selling Power magazine
has an attention getting cover story designed to help you generate new business from the largest companies.

o g Rates (PDF) - Produst (PDF)
I Editorial Calendar (PDF) - 2003 Reader Survey & Market Study (PDF)
Click here to download the latest Acrobat Reader
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Here is a quick preview of the editorial highlights:
Request Information Click thumbnails ::!ra pmv\e?n (PDF format) Enel
Contact Us

THE SELLING POWER 500

Every year. the Selling Power research team identifies the largest sales forces in America

and ranks them aceording to the number of salespeaple they employ. These companies buy
for over 15 million salespeople and these are the best prospects for your product and services!

Demographics: Average household income: $174,192, median age: 45 years

SPECIAL EDITORIAL FEATUR
SALES TRAINING

& Power is launching a new, special sales training insert that focu
1t s designed to help sales managers plan, organize and run an effective sales training session

on closing the sale

on the subject of elosing more siiles.

Demographics: The average sales training budget per Subscriber Company is $354,000.

ONLINE CONFERENC!
This article reviews how the major online conferencing solution providers added a host of useful
functions that dramatically improve meeting productivity. A side bar compares conferencing cost

dservices of

SellingPower | SALES LEADERSHIP CONFERENCE  Reaucst an Inviation | Ghicsee, IL-Wes.Octebe 11,2005

“If you want to go from a VP of sales to a CEO, just
practice in the job you have now...Thinking like a
CEO is the first step in ulti.mately becoming a CEO.”

FEATURED SPEAKER
Bill McDermott, President and CED, SAP America, Inc
Speakers Age n Sponsors Contact Us

Accommodations Request an Invite

The Sales Leadership Conference series is reserved for sales leaders from companies with $30 million
in annual revenues and a minimum of 25 salespeople employed. REQUEST AN INVITATION

FEATURED SPEAKERS CONFERENCE TOPICS

Bill McDermott, President and CEO, SAP America, Inc
Patrick Sweeney, Senior VP of Marketing, Caliper

Gerhard Gschwandter, Founder and CEQ, Selling Power, Inc.
Mike Bosworth, Founding Partner, CustomerCentric Systems
Jim Dickle, Partner, CS0 Insights

lan Gllyeat, Serior Vice President, Direct Alliance Corporation

People - Learn how to select, build and retain a successful sales team

Process - Find efficiency leaks, boost effectiveness and close more sales

L Leam how top sales leaders fully engage their
Technology - Discover how to select and implement technology

Sales and Marketing Alignment - Create a winning organization

WHAT PAST PARTICIPANTS SAY:

“We were so inspired and
motivated to rethink our
business and we decided

to rebuild our sales process.”

Diego Mazzone, VP of Sales
Paladin Laboratories.

“The talent you gathered was
outstanding and they offered
applications and insights that
we may apply to all business.”

Bill Magee, VP of Commercial Sales
‘Shaw Industries.

LOCATION REQUEST AN INVITATION
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MENTAL GROWTH

The Garden Analogy

By Gerhard Gschwandtner

"There is nothing

maore exciting than
Do you like home-grown vegetables? Like fresh siring beans or carrots?
Or a ripe, home-grown tomato? Remember their taste and color? The smell

an idea that has

of the garden... Growing happy in life is a similar process. Happiness grows grown from a fleeti
in our garden of ideas. Take a look at your garden today. What ideas have
you planted? What seeds have you brought home from the store? Take a

look at your stock of ideas. Are they fresh? READ MORE

thought to a concrel

tangible reality."

MOTIVATIONAL TO DO LIST
Happiness Pays

By Steve Simms

| fomy  SALES IDEAS |

Please Wait
Years ago when | began
my selling career, one
customer used to keep
me cooling my heels in
the lobby for 45 to 60
minutes before every callj
READ MORE

"Remember a dead fish
can float downstream,
but it takes a live one
to swim upstream.”

W.C. Fields

Here is the key to lifelong happiness: Persuade yourself that you are happy.
Brainwash yourself info the belief thal you are happy. Talk yourself inta it
If you have ever tried o convince yourself that you are happy, you know
it can be difficult. But it is worth it. Now here's another thought on happiness:
If you have te work, you might as well enjoy it. Why be unhappy for 40 hours
per week? Here are eight ways to enjoy your work: READ MORE
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Why sign up for the website?

By becoming a registered user, you'll have access
to the Selling Power 500, our exclusive ranking of
the 500 largest sales forces in America. These
500 companies purchase incentives, CRM
solutions, sales training, presentation products,
fleet cars and other sales management tools

for 14 million salespeople! You'll also have

access to our annual Sales Manager's Sourcebook:
a comprehensive listing of businesses that offer
tools sales managers need for success!

Why sign up for Selling Power's
Sales Management Newsletter?

e zm,,mnu: ;:aylc;u g Nlllj.“ Customer Success Profiles: suow more
"The e-mail delivery of ideas
and stories is especially effective
for me, as it is sometimes
difficult to find the time to
read a hard-copy magazine.”
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Take steps to
success with
Selling Power!

Powe Receive 3 FREE trial issues
. by filling out the form below.

Special Subscription Offer

Now you can receive three FREE copies
of Selling Power magazine - a $15 value
with our compliments by filling out the
form below. There Is no catch. When
you see the powerful information this
magazine contains, we know you'll invest
in a one-year subscription which is

only $27 for ten power-packed issues.
(A savings of $23.00 off our cover price.

—
=

1. Knowledge
Product knowledge
Industry knowledge
Financial knowledge
Business acumen

. Skills
Rapport building
Presentation skills
Handling Objections
Clasing & Follow up

FREE BONUS!

Solin;Power Subscribe to Selling Pow

now and you'll get the
annual Sales Manager's
Source Book FREE.

. Motivation
Attitude
Persistence
Paositive thinking

This issue contains the best resources
Adversity

for training, motivating and leading a
sales team to higher sales and profits.

SUBSCRIBER FORM HERE




