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n

Learn 7 key strategies that you can do 

today to sell more, sell better and sell 

faster.

n

Develop a plan of action! 

Objectives: 
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Secret # 1

Plan for Success!

n

Plan for success! “ If you fail to plan

--

you 

plan to fail” 

n

Have a vision!   What would a perfect day in your 

business look like? What does success mean to 

you? 

n

What’s working? What 3 things can you do more 

of? 

n

What 3 things do you need to do less of?   

n

What 3 things do you need to start doing now?  
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Secret # 2 

Target Specific Industries & 

Clients

n

Who would you most like to work with?

n

Who can give you large orders and repeat 

business? Who has the ability to spend the 

most money with you? 

n

Where do you have contacts and previous 

experience? 

n

What industries are growing?

n

Who are the top buyers of promotional 

items? 
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Secret # 3 

Know Your Competitive Advantage! 

n

What makes you or your company unique? 

n

Why should your clients buy from you? 

n

What do you do best? 

n

Faster service

n

Quality Guarantees

n

Graphic Design

n

Industry Longevity 

What is your competitive advantage?  
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Secret # 4 Ask The Right 

Questions 

n

Pre

-

qualify customers with great questions.  

Do they have a budget, do they have a need, 

how are decisions made?

n

Diagnose the problem before you offer a 

solution! What does the client want to 

achieve? What are their goals?  Where do 

promotional items fit in? At the very least 

you need to know…

p

urpose of promotion, 

target audience, budget, message, deadline 

use date. 

n

Develop your own best questions!  
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Secret # 5 Sell More To Existing 

Accounts

n

These are the easiest sales.  Add 

complementary products, gift packaging, 

multiple imprint locations. Seek to up

-

sell 

every order!

n

Sell more to other departments within the 

same company.

n

Become a valuable resource for all your 

current client’s marketing needs.  

n

What other opportunities do you have within 

your accounts?

Who can they introduce you 

to? 
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Secret # 6 Grow Your Sales Through 

Networking, Referrals and Alliances!

n

The best way to grow your sales is through 

networking referrals and alliances! Join a 

minimum of two organizations:

One chamber 

and one professional organization. 

n

Target your networking

. Ask your clients… 

What organizations  do they belong to? What 

magazines, web sites, newspapers do they 

read?

n

Be active, join committees, speak, write. 

Seek to help others. 
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Build a Referral Network

n

Do an outstanding job for your current 

clients. They will refer business. Ask at 

the right time.     

n

Build your own referral network: 

n

Printers, graphic designers, trade show display 

companies.  

n

Who targets the same people you do but is not a 

direct competitor?

*Identify centers of influence!

People who know 

people in your target market! Build relationships! 
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Secret # 7 

Know What They Want! 

n

What really matters to your clients?

n

Prompt delivery

n

Accurate order fulfillment

n

Product availability

n

Imprint and graphic quality

n

Timely response and follow

-

up! 

If you don’t know ask! Take the time to interview 

your best clients! 

When you meet their needs, 

your  sales will increase! 
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Your Marketing Plan of Action! 

n

What 3 strategies are you willing to try? 

n

What actions steps are you willing to take?  

n

When will you start? When will you finish? 

n

Have a structure of support! 

n

Who will you be accountable to…mentor, 

coach, success team, business buddy etc.
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Thank You! 

n

Rosalie Marcus, professional business coach, is 

creator of 

How To More Money In Promotional 

Products Sales: The Ultimate Profit

-

Boosting

Program:

Available today at the 

PPA Bookstore and Show! 

n

Reach her at 215

-

572

-

6766 or 

Rosalie@promobizcoach.com

n

www.promobizcoach.com

n

For information on how you

can help you increase 

your sales, grow your profits and attract all the 

business you want… contact her at 

Rosalie@PromoBizCoach.com

or 
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Keep The Momentum Going!  

n

Want to Make 2005 Your Best Year Yet?

n

Join A Virtual  Business Success Team Now! 

n

Focus, gain confidence, feel energized

n

Sell more with less effort

n

Have a supportive network of like minded people

n

Get more and better clients

All you need is a telephone and the Internet to participate! 

Interested: Contact Rosalie Marcus, Professional Coach 

For The Promotional Products Industry. 

Rosalie@promobizcoach.com

just put “Success Team” in 

the subject line and I’ll send you information.  

215

-

572

-

6766 

www.promobizcoach.com
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Secret # 2 Target Specific Industries & Clients 



		Who would you most like to work with?

		Who can give you large orders and repeat business? Who has the ability to spend the most money with you? 

		Where do you have contacts and previous experience? 

		What industries are growing?

		Who are the top buyers of promotional items? 
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Objectives: 

		Learn 7 key strategies that you can do today to sell more, sell better and sell faster.



		Develop a plan of action! 
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7 Insider Sales Secrets! 



Rosalie Marcus
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Secret # 1

 Plan for Success!

		Plan for success! “ If you fail to plan-- you plan to fail” 

		Have a vision!   What would a perfect day in your business look like? What does success mean to you? 

		What’s working? What 3 things can you do more of? 

		What 3 things do you need to do less of?   

		What 3 things do you need to start doing now?  
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Secret # 6 Grow Your Sales Through Networking, Referrals and Alliances! 

		The best way to grow your sales is through networking referrals and alliances! Join a minimum of two organizations: One chamber and one professional organization. 

		Target your networking. Ask your clients… What organizations  do they belong to? What magazines, web sites, newspapers do they read?

		Be active, join committees, speak, write. Seek to help others. 
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Secret # 4 Ask The Right Questions 

		Pre-qualify customers with great questions.  Do they have a budget, do they have a need, how are decisions made? 

		Diagnose the problem before you offer a solution! What does the client want to achieve? What are their goals?  Where do promotional items fit in? At the very least you need to know… purpose of promotion, target audience, budget, message, deadline use date. 

		Develop your own best questions!  
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Secret # 3 

Know Your Competitive Advantage! 

		What makes you or your company unique? 

		Why should your clients buy from you? 

		What do you do best? 

		Faster service

		Quality Guarantees

		Graphic Design

		Industry Longevity 



What is your competitive advantage?  
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Secret # 5 Sell More To Existing Accounts

		These are the easiest sales.  Add complementary products, gift packaging, multiple imprint locations. Seek to up-sell every order!

		Sell more to other departments within the same company.

		Become a valuable resource for all your current client’s marketing needs.  

		What other opportunities do you have within your accounts? Who can they introduce you to? 
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Secret # 7 

Know What They Want! 

		What really matters to your clients?

		 Prompt delivery

		 Accurate order fulfillment

		Product availability

		Imprint and graphic quality

		Timely response and follow-up! 



If you don’t know ask! Take the time to interview your best clients! When you meet their needs, your  sales will increase! 
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Build a Referral Network

		Do an outstanding job for your current clients. They will refer business. Ask at the right time.     

		Build your own referral network: 

		 Printers, graphic designers, trade show display companies.  

		Who targets the same people you do but is not a direct competitor?



*Identify centers of influence! People who know people in your target market! Build relationships! 



copyright 2005,  Rosalie Marcus, www.promobizcoach.com
























_1163845227.ppt


Thank You! 



		Rosalie Marcus, professional business coach, is creator of How To More Money In Promotional Products Sales: The Ultimate Profit- Boosting Program: Available today at the PPA Bookstore and Show! 

		Reach her at 215-572-6766 or Rosalie@promobizcoach.com

		www.promobizcoach.com























		For information on how you can help you increase your sales, grow your profits and attract all the business you want… contact her at Rosalie@PromoBizCoach.com or 
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Your Marketing Plan of Action! 



		What 3 strategies are you willing to try? 

		What actions steps are you willing to take?  

		When will you start? When will you finish? 

		Have a structure of support! 

		Who will you be accountable to…mentor, coach, success team, business buddy etc.  
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Keep The Momentum Going!  

		Want to Make 2005 Your Best Year Yet?

		Join A Virtual  Business Success Team Now! 

		Focus, gain confidence, feel energized

		Sell more with less effort

		Have a supportive network of like minded people

		Get more and better clients



All you need is a telephone and the Internet to participate! 

Interested: Contact Rosalie Marcus, Professional Coach For The Promotional Products Industry. 

Rosalie@promobizcoach.com just put “Success Team” in the subject line and I’ll send you information.  

215-572-6766 www.promobizcoach.com
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