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We are excited to announce that on September 1, 2009, we moved to our new offices,
located in the Mt. Arlington Corporate Center, the first in a new generation of Class A
buildings. The Corporate center is strategically located in close proximity to routes 80, 10,
46, 206 and the Mt. Arlington Train Station.
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gladly add you to our Times are tough and companies are cutting back. People everywhere are tightening their
belts and many decision-makers are holding off on major purchases. However, your
company has not reduced your sales targets. Selling in a down economy requires a different
approach than during a good economy. Let's discuss some ways that you can actively
compete and keep your sales afloat during these trying times.
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(continued) September 2009

Dono6t believe everything Justbecaduse the madia saysthat themmecdnonay.
is sliding downward does not mean that your sales will be affected directly. Remember that every
economy is different and that your company may have increased sales when others are down. It is
important for you to keep focused on your main objective. Try to surround yourself with people that
have a positive attitude and outlook for the economy.

Qualify your prospect list. When looking for new clients try to work on leads that are good and will
most likely turn into a sale. Try not to waste time cold calling just anyone as this will take time and not
produce much in the way of sales. Try to determine who your ideal customer is and target businesses

or organizations that more closely match this descri
look at your existing clients in order to get a better idea. What clients generate higher revenue with
higher profit margins for your company? Why do t he)

answers to these questions you may be able to ask some of your existing clients for feedback on your
services.

Enhance your marketing strategy. Use a combination of email, telephone, targeted letters, trigger
events, and networking to connect with key decision -makers for prospective clients. This takes planning
and time which means you cannot effectively prospect too many at once. Once again, this reinforces
the importance of narrowing your prospect list rather than using a shotgun approach.

Focus your presentations. Anytime you meet with a new prospect or an existing client, make sure
that your presentation is directly focused on
talking about your company. Get right into telling them exactly how their business will benefit from
using your product or service. If your product will save them money, tell them. If what you sell will
improve productivity or reduce errors, show your prospect just how that will be done. The Decision -
makers of companies never stop making purchases as they need to keep their companies running too;
however, they do expect more for their money in times like these. Hopefully you already have a great
relationship with all of your existing clients. Now is the time to strengthen those relationships by trying
to find new ways in which you can help them solve problems or save money. This does not necessarily
mean selling more of your products, but maintaining your product sales. You may be able to connect
them with other professionals or experts in different fields.

their

Become more visible. Do not stop contacting your clients or stop your advertising. Your current
customers may forget about you and you may lose them to the competition. Now is the time to
increase any networking activities that you participate in, be sure that you network at the appropriate
events. You can also increase your visibility by writing articles for industry trade magazines, speaking

@t industry conferences, and volunteering at your
you due to the increased efforts and activities and it may just give them a reason to buy from you

versus a competitor.

a ¢

Tune -up your sales skills. As Business Coaches, one of the areas we always recommend reviewing

is your sales techniques and skills. Try to come up with new approaches to winning new clients, work

on changing your sales pitch in order to accommodat
need to look at changes in your customers buying habits. Try to understand that they are facing some

of the same issues that you are facing in this economy. Focus on what your customers need currently

and in the near future.
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Delegation and The 4-Stage Apprenticeship Model

Once a business owner/manager/etc has decided that certain tasks and responsibilities should
be delegated to others within the organization, quite often the next step is to learn how to
effectively transition the new person into the role of handling those tasks. One very effective way
to make the transition is to use the “4-stage apprenticeship model” outlined below.

Stage 1 Stage 2 Stage 3 Stage 4
i Mast er oDothetask Do the task Help with task Observe
AApprent iQbsedve Help with task Do the task Do the task

In stage 1, the Master performs the task or executes the action while the apprentice observes.
The observation by the apprentice should include taking notes, asking questions, and using
critical thinking skills to understand why a task or job is done in a certain way. There should be
dialogue between Master and Apprentice throughout the stages.

In stage 2, the Master still performs the task or executes the action, but this time the apprentice
takes a more active role in helping, or doing some of the minor parts of the task if the task can
be broken up in such a way as to allow this. Again, there should be note taking, questions, and
critical thinking during this stage.

In stage 3, the Apprentice takes on the lead role of performing the task or executing the action
while the Master becomes the less dominant participant and acts in a support role. In this stage
the Master might offer assistance and perform some of the minor parts of the task if possible. In
this stage, however, the questioning is reversed and the Master is asking the Apprentice to
explain why the task is important, why it is done in this way instead of some other way, and so
on in order to gauge the apprentice’s level of understanding of the task or action.

In stage 4, the Apprentice performs the task or executes the action while the Master observes.
The observation by the master may include taking notes and asking final clarifying questions to
ensure that the apprentice has internalized the task and taken ownership of it. At this point the
final and permanent assignment can be made from Master to Apprentice of this task.
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FINTEL Business Intelligence

as FINTEL ProAdvisors in the use of FINTEL, an extremely powerful

business intelligence solution that is well respected across the

globe. This impressive tool was originally developed in conjunction with
the Ewing Marrion Kaufman Foundation, which is often referred to as the world's largest
Foundation devoted to entrepreneurship.

fiN_Tél Titan Business Development Group, LLC is trained and licensed

Use of this robust business intelligence solution helps our clients
make insightful, superior decisions based on the largest and most reliable financial
benchmarking database of privately held companies available. We support your decision
making processes with timely, relevant, easy to retrieve and readily presentable financial
information and benchmarks.

The Fintel dataset is unique, offering strategic financial insights . It covers more than
900,000 mostly privately held companies that do not publicly disclose their financial
information from over 2,500 different industry groups as classified by either SIC (Standard
Industry  Classification) or NAICS (North American Industry Classification
System). Benchmarks present the most important Key Performance Indicators derived
from the dataset that are critical to understanding and evaluating the state of, and the
prospects for, any business based on its financial situation.

Tools and reports can be used to present industry analysis statistics or to display side-by-
side comparisons of an individual company and industry benchmarks of an entire industry
of similarly sized entities. Our recommendations are offered to support decision making
and are based on years of expert experiences that have found insightful patterns and
promising solutions which apply to firms of similar financial health across almost all
industries.

Reports include Ratio benchmarking, Return on Asset "
Investment, Net Balance Position, Sustainable Growth Rate,
Loan Risk and Pricing analysis and more. Titan Business

modeling (what-if scenarios) within Fintel to quickly show you -
the effects of different strategic scenarios, helping to guide your
business decisions in a distinctly measurable way. Contact us
today to learn more about applying this powerful tool to your
business.
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