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We Make Sales Success Simple

Getting a Raise Before You Start
Excerpt from Buy Me, I'm Worth It, by Brian Geery and Sally Sweeney

Always Learn the Next Step of the Interview Process

By now you know the importance of always learning the next step of an employer’s
selection process when you are interviewing. In “Chapter Seven: Interviewing for Success,” you
learned to ask, early in the interview process, “Could you explain your selection process?”

Your goal was to learn how employers planned to identify and select their ideal
candidate. All potential employers will have a different process. Some simply will hold only one
interview and, if they like you, make you an offer. Other potential employers will have you
interview with seven people and respond to various written assessments before you even get
narrowed down to the short list. Once you understand their process, always try to gain a
commitment for taking you to their next step. If the next step is an interview with Bill Stypes, ask
when you may schedule your meeting with Bill Stypes. If the next step is having candidates
write a brief business plan, ask if and when they would like your business plan.

By understanding the employers’ selection process, you eliminate a lot of guesswork and
the waiting game. So many job seekers spend their evenings waiting, wondering and worrying if
they will get a call back from the employer. When you understand their selection process, you do
not have to wait, wonder, or worry. You will feel more in control. In sales we call this strategy,
closing for the next step. You continually strive to gain commitment from the buyer to agree to
take the next step of the buying process.

Whenever you are about to leave an interview or are about to end a telephone
conversation, remember to inquire about to the next step in the process! If you get an unclear
answer like, “Well, I need to interview some other candidates before I know what our next step
is going to be,” it is wise to strive for some clarification. You may want to ask, “In what ways do
you see my qualifications matching your position?” And, “What concerns might you have
regarding my candidacy?” Questions like this are fair and reasonable and most employers will
appreciate your questions.

Enthusiasm is Contagious

I once had a sales manager who told me, “Brian, after you leave a meeting with
prospective customers, you have to imagine them looking at each other and saying, “Whatever
that kid has, I want some of it!” My sales manager told me enthusiasm is contagious so get out
there and be enthusiastic about what you are selling. The same holds true when you are selling
yourself in your job search.

When I graduated high school, I got a job as a carpenter’s helper. I had very limited
experience other than hammering my thumb and cutting my finger with a saw a few times. Joe
Ferrara at Custom Concepts in Long Island, New York, hired me. My first week on the job, I was
driving home with Joe in the work van. I asked Joe, “How come you hired me?” I knew that Joe
had considered quite a few other candidates that, in my mind, were more qualified for the
position. I’ll never forget Joe’s response. But first, let me ask you to picture the situation. Joe
was 6’3" and over 300 pounds. He had an a.m. country music station turned up so loud the tinny
speakers were cracking. His cigarette ashes were about to drop on to his shirt. He ‘tawked like
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dis’. Joe turned to me, thought for a very long moment — so long that I was scared he was
questioning himself why he had hired me! Finally, he said, ‘Becawse you wanted da job da
most.”

I'll never forget that day. I wanted the job the most, so I got the offer! Eagerness and
strong desire have been the deciding factors for many employers. Here is why. When hiring
managers first assess their candidate pool, they are being objective. Facts speak for themselves.
It is easy to narrow down a stack of resumes to those that appear qualified based on the facts. As
their selection process proceeds, the hiring manager’s decision process changes from fact based
to feel based; he is no longer being objective, he is being subjective. He has already found a
number of people that appear to be able to do the job. Now the decision begins to be based upon
whom he likes the most and how he feels about the candidate. The good news for you is that you
have control over this feel based decision. If you are enthusiastic and want the job the most, the
feeling will be contagious.

Years ago, as a sales manager in the Boston office of a computer systems company, I had
to hire a salesperson. After several months of interviews, I narrowed down my choice to two
candidates, Kristy Marx and another candidate whose name I have since forgotten. I believed
both candidates could do the job. I asked my branch manager, Steve, to interview the candidates,
figuring he could help me decide. When I asked Steve his opinion after he interviewed them, he
said, ‘I don’t know. I like them both. You decide.” So much for help!

So, I asked both candidates back for another interview. I figured I could learn more and
the decision would be easier. I interviewed the nameless candidate, and then I interviewed
Kiristy. It was getting towards the end of the interview and I was feeling frustrated because I was
still unsure which candidate I liked the most; I would have hired both of them if I could.

Finally, Kristy leaned forward in her chair with a bright enthusiastic smile on her face,
and said, “What reason can you think of not to hire me?” There was silence while Kristy sat
there smiling and I thought for a moment. My decision had just been made.

I said, ‘None.”

Then Kiristy said, still bubbling with enthusiasm, ‘So, when can I start?”

‘Monday,” was my answer.

Kristy’s enthusiasm pushed my decision over the edge. Time and time again, I have
witnessed those candidates who want ‘da job da most’ g et the offer!

Always Appear Wanted

Imagine you and your significant other decide to try a new restaurant. You see an ad in
the paper for a place you've never heard about before. Feeling adventurous, you drive to the
restaurant at 7:00 p.m. Friday evening. When you pull into the parking lot you see only six cars
in the lot. Are you likely to think you have found a great new place to eat? Of course not! In fact,
there is a likelihood you will decide not to be adventurous and drive to one of your favorite
places to eat dinner. On the other hand, if the lot is fairly full and you are told you have to wait
thirty minutes for a table, you will have the impression this must be a great place to eat. This is
why savvy restaurant marketers always ask their employees to park in front during traditionally
slow nights. Their restaurant always appears busy, so customers assume it must be a good place.
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When you are seeking employment, you want to create that same in demand image. Employers
want to hire people who are wanted.

Imagine job seeker, Jim Naples, in a conversation with hiring manager, Susan
Williamson.

Susan asks, ‘How long have you been looking for a job?”

Jim says, ‘It has been seven months now.”

‘How has it been going?”

‘Not so good, I have hardly had any interviews.”

At this moment, Susan is probably thinking, No one wants to hire this guy; he must not be very
good. Now let’s pick up the same conversation and give Jim a different answer...

Susan asks, ‘How has it been going?”

Jim replies, ‘It is very exciting! I've been meeting with so many people. There really are
a lot of opportunities out there. But I've really been looking forward to this meeting, Susan. I
have learned a lot about your company and, from what I know so far, I believe my talents are a
great fit here.”

At this moment, Susan is probably thinking, This guy must be good since it sounds like a
lot of people are interested in him. Just like you prefer to dine at a restaurant others prefer to
dine at, employers prefer candidates who are wanted by other employers.

It is important to note, Jim never lied. He has been meeting a lot of people and there are a
lot of opportunities out there. He did not say he has been getting a bunch of offers; he hasn't. If
you have received many offers, do not hesitate to tell people. If you have not had many offers,
you can still project the image of a positive, proactive job seeker who is very busy. People’s
perception of you will be there are many cars parked in your lot!

What to do After an Interview

After an interview, you can do what most of your competitors will do and end up just like
them, offer-less. You can send a boring letter that arrives days after an interview and reiterate
information the employer already knows, just like most candidates. Or, you can distinguish
yourself from the competition and drop off a hand written thank you note the next morning. You
could even write the note in the lobby when you leave the interview and ask the receptionist to
put it on the hiring manager’s desk. Then, you can follow through with new information via an
email.

What new information should you send? Go back to your results produced list that you
created in ‘Chapter Two: Speak So Hiring Managers Will Listen.” It is a guarantee that you will
find relevant accomplishments that were not discussed in the interview. You may want to use
your story telling anecdotes from chapter two and send something fun to read. How about
sending something of interest that is not job related? During the break-the-ice section of your
interview you had to have learned something that was of interest to them personally. Send a book
about golf, a review of a new play, an article about boating, or a picture of his/her favorite city...
it is time to get creative! You need to distinguish yourself by working on the subjective, feel
based decision process.

Try leaving a voice mail at 7:30am, ‘Mr. Smith, I've got a busy day with my job search,
but I just wanted to let you know how enthused I am about this opportunity! I am so confident I
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can accomplish what is needed. I'll send you an email later outlining some ideas I had in the
middle of the night. Thanks again and I am looking forward to the next step of this process!”

Another idea is to write the position requirements from the recruitment ad in a column on
the left side of the page titled, Your Requirements. Next to each requirement, write your related
accomplishments (results produced) in a column titled, My Qualifications. Hiring managers
need to be sold and you are the only person who is going to sell them!

Why Negotiate Your Offer

I have never had a job seeker apply the negotiation principles presented in this chapter
without getting an increase to the original offer. Stu Reidel applied these strategies hoping to
increase his annual base salary by $3,000. The employer met with Stu and said, “We have given
your request a lot of consideration. I hope our revised offer will be enough to get you on board.”
He slid a piece of paper across the desk. Stu turned it over and did a quick scan. The employer
offered $7,000 more to his annual base than the original offer!

Using these principles, I have witnessed job seekers negotiate the following:

e Two weeks extra vacation
Better titles
More stock options
Larger bonuses
Semi annual reviews instead of annual reviews
Eligibility for 10% increase at review time instead of 4%

Delayed start dates
Company cars
Four day work weeks
Flexible hours
Child care
Relocation expenses
Temporary housing
Severance plans (yes, before they started!)
Dental or expanded medical benefits
Sign on bonuses
Higher commission percentages
The list of possible benefits and fringes you can negotiate with your job offer is unlimited.
One job seeker even negotiated to have their 33-foot boat shipped from Boston to San Francisco
on a tractor-trailer at an expense of $15,000!
Unfortunately, many job seekers get an offer and just about scream, ‘1'll take it!”

When job seekers do this, they give up the opportunity to make more money per minute
than they will ever make in their jobs. These principles literally can be applied in only several
minutes of conversation. The best part about negotiating job offers is you have nothing to lose
and everything to gain. I have never had a job seeker begin negotiation of an offer and then had
the employer rescind the offer. It just does not happen. (You will learn why later.) The worst that
can possibly happen is you decide to accept the offer as it is; you still get the job and a paycheck!
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What to do When You Get an Offer

Your hard work has paid off. You have received a job offer! Congratulations.
Whatever you do, do not say, ‘Tl take it!” As tempting as this may be, as low as your bank
account might get, as good as it feels to finally be wanted by an employer after all this work and
mental exhaustion ...do not say you will take the offer.
Now you are in control. Now you call the shots. Now you have power. Now you are the
employer’s number one choice. He wants you.

It is time to do the following:
1. Evaluate the offer
2. Negotiate the offer

How to Respond to a Verbal Offer

Once the hiring manager and the decision making team has decided you are the number
one choice, typically you will receive a verbal offer from the hiring manager, the human resource
representative, or the recruiter. Respond with enthusiasm. Let them know you sincerely
appreciate the offer and are eager to review the offer letter. Tell them you will be able to provide
a final answer shortly. It is only fair you take a day or so to carefully review the offer. You may
need to discuss it with your spouse, significant other, or career advisor. It is important you let the
excitement of the moment settle and have a chance to carefully evaluate the offer.

The Importance of an Offer Letter

It will be easier to evaluate an offer if you have it in writing. It is appropriate to ask the
hiring manager to provide you with one. An offer in writing is an important element of managing
each other’s expectations. What you think you heard is not always what is actually meant. After
you have begun the job is not a good time to find out your employer’s job expectations and your
expectations are different! When the offer is in writing the terms and benefit package will be
clear for both parties.

How to Evaluate an Offer

In “Chapter Three: Deciding What You Should Do Ne xt,” you identified your ideal job.
It has most likely been three months or more since you did this. Now you have an offer in your
hands. It is time to match up the offer with your definition of an ideal job. Pick a quiet time when
you can be thoughtful and reflective and a location where you will have no distractions. Take a
walk in the park, lock yourself in the den, or sit in the backyard; do whatever you need to do to
be able to think. Reread what you have written about your ideal job. Reread your offer letter
(even though you have probably already read it so much it is memorized!). Think.
Ask yourself the following questions:
How well does this offer match the definition of my ideal job?
What do I truly like about this job?
What is not perfect about this job?
What information might I still need to gain?
If T had $100,000 in the bank, would I still be as excited to accept this offer?
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Do I like the people with whom I will be working? Why? Why not? Does this matter?
After six months, what it the likelihood I will still like this job?

What are my concerns?

How do I feel? What is my gut instinct?

Your evaluation process often leads to identifying additional questions you will need to ask
your new employer. Think about the principles discussed in ‘Chapter Seven : Interviewing for
Success.” Now that you have an offer you can ask a lot more what can the company do for me
questions. You may need to schedule another meeting with the hiring manager so you get more
information. Usually, if you are struggling with a decision, you need more information. Stop
trying to make a decision and start getting additional information.

This decision making process will significantly impact the success of your career. Too many
wrong decisions and you may find yourself bouncing from job to job, a situation most people do
not enjoy.

After thoughtful reflection, examining the facts and your feelings, you still may not be
feeling decisive or you may feel your decision is crystal clear. Regardless, your next step is to
seek opinions of others.

Seeking Council on Your Offer Evaluation

By now you have identified some terrific people who have helped you in your job search.
Go back to at least one person and ask for his/her opinion. You need an objective outsider’s
input. Sometimes he will have a key insight; other times he will validate your thoughts. Because
he is not a family member and does not have to live with you every day, his perspective will be
different than that of your spouse, son, father, daughter, boyfriend, etc.

Significant Other’s Involvement in Your Offer Evaluation

Armed with your insights from your self-reflection and an objective outsider’s input, sit
down with your significant other and review what you have learned. You are in this together,
even though your partner does not go to the office with you everyday. He/she lives with the
impact your job has on your home life. This decision involves two people. If you feel you are
‘selling’ your significant other on the opportunity, it may not be an appropriate opportunity for
you. The last thing you need is an unsupportive person at home when you begin your new job.
Listen carefully to what your partner has to say. Repeat what you think you hear. Think. Meet
again later. Draw a mutual conclusion. Your new job will most likely not be a success if your
partner does not want you to accept it.

What if You Have no Money Left?

Some job seekers will feel the temptation to accept the offer regardless of answers to
these questions. This offer may be the only one you have received after months of job searching
and your bank account may be too low to continue your search. No need to vacillate; take the
offer. If you are out of money and out of financial resources, you need a paycheck. It is OK to
start your new not-so-ideal job. However, you must maintain momentum in your job search.

Depending on the relationship you have established with the interviewing team, your
knowledge of what needs to be accomplished and your understanding of how your new employer
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operates, you may negotiate a consulting assignment or temporary position. Consider discussing
your situation with the hiring manager. Explain that you will accomplish what they need
accomplished. Explain why this is not the ideal position for you. Present a plan where you will
get the job done while you continue your job search. You may negotiate a three or six month
employment contract, a four-day work week, or a flexible schedule so you can go on interviews.

If you negotiate this arrangement, you must adhere to your commitments. Integrity and
honesty are the foundation of a successful career. Carefully consider what would happen if you
accepted a three-month position and received an offer for your ideal position two weeks later.
You need to manage expectations and relationships before reaching a final agreement for a
temporary position.

Why You Have Negotiation Power once the Offer has been Made

I reiterate throughout Buy Me, I'm Worth It that the goal of your job search is to get an
offer. Worry about whether or not you will accept the offer once the offer has been made.

To understand the importance of securing an offer before you worry too much about
evaluating and negotiating, consider the following scenario. Trish Baldwin, hiring manger, gives
a candidate an offer letter on a Friday afternoon. That evening, while having dinner out with her
husband, Bill, they have the following conversation.

Bill asks, ‘How was your day?”

Trish, bright smile across her face, responds, ‘1 am so excited! You know how long I've
been trying to find the right person to fill Jim Fischer’s position since he transferred to the west
coast?”

Rolling his eyes and shaking his head, Bill says, ‘Honey, you’ve been working overtime
since last Christmas trying to do the work of two people since Jim left. Of course I know how
long you've been trying to find the right person.” He thinks for a split second, and, leaning
across the table, bursting with enthusiasm, says, ‘Tell me you hired someone! I'm ordering us a
fine bottle of wine.”

‘Not yet, not yet...you'll jinx it!” Trish almost yells, ‘1 gave this guy, Tom Downey, an
offer letter today. He is so perfect. I probably shouldn’ say this, but I thought Jim was good.
Bill, this guy blows him away!” Trish glances around as if Jim Fischer might be at the table
behind them.

‘Is he going to accept your offer?” Bill asks anxiously.

Trish crosses her fingers on both of her hands and says, ‘I'm pretty sure, but I don’t
know for certain. This guy is good and I know he has had other offers. He really seems to want
to work for us, but he wanted to talk to his wife and think things over until next Tuesday.” Trish
sighs, ‘Bill, I want this guy on board so much. If he says ‘no’, it will be like starting the search
all over. Ahrrg, I can’t wait until Tuesday!”

It is important to understand what employers go through after they make an offer.
Typically, employers like Trish have been diligently interviewing. They have been striving to
find the right candidate for the position. While they are busy reviewing resumes, talking to
recruiters, placing recruitment ads, and scheduling interviews, they are not able to give their
other responsibilities the time they deserve. Recruiting usually tends to be a small portion of the
work they have to do each week. Adding a job search to the rest of their workload can be very
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time consuming, creating the constant feeling that there is just not enough time in the week to get
everything done. That is why once a candidate is found who is right for the position, the
employer really wants the candidate to accept the offer and start as soon as possible. It is also
why it is so frustrating if the candidate decides not to accept an offer. In most instances, the
hiring manager does not want the ‘second choice’ candidate.

Here is an analogy that will help you see why it is so important to become the number
one choice and get an offer before you begin negotiation. Picture yourself shopping for a new
car. You visit a dealer Saturday morning. You identify a car you want; however, you decide you
would be more comfortable shopping around a bit to validate your decision. You visit several
other dealers and return to the original dealer later in the day. The salesperson, Stephen, greets
you, ‘Hi Tom, glad to see you again!”

‘Stephen, I've made a decision. I want the car I wa s looking at earlier.”

Stephen replies with a sigh, “Tom, I hate to tell you this, but someone else bought that car an
hour ago.” Not wanting to lose a sale, Stephen says, “You know, we have another car very
similar. It does not have the moon roof or leather package and it is a slightly different color, but
I'm sure you will like it.”

How will you feel? You had a number one choice. Now it is gone. Most likely you will keep
searching to find the car you wanted; you will not settle for a number two choice. Once the
employer has decided you are the number one choice, he does not want a number two choice. He
wants you, number one, and he is willing to be flexible in the negotiations to hire you.

How Budgets Work

Picture the employer as he decides how much compensation to offer you. Typically, he
has a budget. Within the budget is a range for salary. For example, a vice president of sales
position may have budgeted from $45,000 to $50,000 as a base salary for a new salesperson. The
employer decides he wants to make you, the new salesperson, an offer. He knows you are good;
he really wants you to join his team; however, he wants to get the best talent at the lowest cost.
He decides to offer you a salary of $43,500. You get the offer letter emailed to you. You call the
vice president of sales and say, ‘T'll take it!” What goes through the vice president’s mind? One,
he is glad you accepted the offer. You are the number one choice; he does not want to keep
looking to find another number one choice. Two, he thinks, Would he have accepted an offer for
$41,000? 1t is a nagging question. Could I have gotten this employee for less money?

Another car analogy demonstrates the employer’s position regarding his salary offer. You
are looking at a used car. The seller is asking $10,000. Thinking you are a sharp negotiator, you
offer $8,000. The seller says, ‘T'll take it!” What goes through your mind? Darn, I should have
offered $7,000. Consider the same scenario, but this time you offer $8,000. The seller replies, ‘1
would not accept anything under $9,500.” You go back and forth a bit and you end up
purchasing the car for $9,200. But now you feel you really got a deal; the seller was not going to
accept anything under $9,500 and you got if for less.

In the second scenario, you actually paid more for the car, but you felt better about the
deal. Keep this in mind when you are negotiating your job offer; employers will pay you more
than they planned and feel great about doing it!
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How to Ask for More Compensation

Once you have carefully reviewed your offer letter, it is time to respond. Ideally, try to
schedule a face-to-face meeting. It is not critical if time or geography prevents it, but negotiating
in person can help your cause. This is why the President flies around the world in Air Force One!

Review your results-produced statements from ‘Chapter Two: Speaking So Hiring
Managers Will Listen.” Determine which results are most relevant to your new position and
brush up on your related story telling. Begin your conversation by showing your enthusiasm for
the position and summarizing your understanding of the reasons the company wants to hire you.
Explain with confidence why you are qualified to achieve the objectives of your new position.
Now, transition to negotiation by saying something like, ‘T've carefully reviewed my personal
budget and I have assessed your offer against other similar positions in the marketplace. I would,
however, need to make more than you are offering. What might we be able to do?”” Notice, the
use of the word we; this conversation should be positioned as two smart people working towards
a solution to a problem, not as an employee asking an employer for more money.

You may simply be quiet and see how he/she responds or you may have specific requests.
For example, assuming the offer is for a salary of $45,000, you may say, ‘If we could make the
offer closer to $55,000, I would be in a position to accept it.” You may ask for anything! Review
the list at the beginning of this chapter and review the definition of your ideal job from ‘Chapter
Three: Deciding What You Should Do Next.” Bonuses, raises earlier than usual, overrides,
vacations, titles, expenses are all your negotiation options. The list of possibilities is seemingly
limitless.

Stepping Out of Your Comfort Zone

Many job seekers find it hard to ask for more than they are offered. You have a choice.
You can step outside your comfort zone and ask for more and in minutes you will make more
money that you have ever made before. Or, you can accept the offer as it is and live with it until
you are eligible for a raise and have the hiring manager always wonder if he should have offered
you less. Remember, you have nothing to lose and everything to gain.

The Worst Thing That Can Happen

The worst thing that can happen when you negotiate your job offer is the employer will
not budge and you accept the job as it is. You still get the paycheck. Plus, the employer feels
relieved; he knows you would prefer more compensation, but you still accepted the offer. Whew,
he does not have to keep interviewing! I have never heard of a circumstance in which the
employer rescinded an offer because the job seeker asked for more money. You are the number
one choice. He wants to hire you. He is hoping you will say yes to the offer. He does not want to
hire a second choice candidate.

Always Ask for More Than You Want
If you do not ask for more, you will not get more. So, you might as well ask. In fact, you
should always ask for more than you really want. Asking gives the hiring manager the ability to
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give you some of what you requested, but not all. You enable the hiring manager to feel good
about his negotiation skills; he thinks, I still hired great talent and I didn’t have to give away the
store. Books on negotiation often refer to this strategy as asking for a Red Herring. You do not
want or need a Red Herring, so if you do not get it you do not care. Your Red Herring can be left
on the table.

Managing Expectations When You Start

Welcome to your new job! It is time to manage expectations. During the first few days on
board be sure to ask your hiring manager, “Why did you hire me?” Listen carefully. Ask for
more information, “Was there anything that clearly pushed me over the edge when you
compared me to other candidates?” This in formation helps you understand and manage
expectations. Plus, it is a great ego boost that is often needed after months of job searching!

Have a discussion with your new boss about priorities. Ask what needs to be
accomplished first, second, and third. Discuss target dates for completion of tasks. Ask how
success will be measured. Make sure you are comfortable with the challenges. If you feel
unrealistic expectations are being set, raise the issue now. By managing expectations, you will
ensure your new job is a terrific career opportunity!

Quota, Inc. 750 North Tamiami Trail, Suite 1216, Sarasota, FL. 34236
Phone: 941.362.4326 — Fax: 702.974.7766 — Web Site: www.quotainc.com — Contact: info@quotainc.com
© Copyright 2007, Quota, Inc. All rights reserved
10 of 11



ZE@UOTA

We Make Sales Success Simple

About the Authors

Sally Sweeney
Sally Sweeney, Managing Partner of Quota, Inc., knows what it takes for a job seeker to stand out from the rest.

For over 15 years Sally has been a professional recruiter. She is in the business of helping companies
attract and retain top employees. Sally spends every day discussing hiring decisions with managers; she
is a first hand witness to their decision making process. Sally has interviewed thousands of candidates
and talked with hundreds of managers after they interview candidates. Buy Me, I'm Worth It is filled with
Sally’s unique insights as to why candidates get job offers or why they do not.

Sally began her career selling technology and rapidly advanced to a top revenue producer. Sally has
earned innumerable top sales performer awards, continuous President's club trips and achieved yearly
performances well above quota.

Leveraging her experience selling technology, Sally transitioned her career to the profession of recruiting.
Sally’s boutique technology sales recruiting firm, Quota, Inc., serves elite technology companies
interested in hiring the best of the best sales professionals.

Brian Geery
Brian Geery knows what it takes to teach people to sell; he has been doing it for over 20 years.

As coauthor of Buy Me, I’'m Worth It, Brian has contributed strategies from his blockbuster course, the
Eight Steps to Employment. The course has helped hundreds of job seekers apply sales and marketing
principles to their job search and enabled them to secure offers and negotiate a raise before they start.

Brian’s strategies for sales success have appeared in numerous publications, including the Wall Street
Journal Career Guide and regular appearances in Sales and Marketing Management Magazine. Brian
has appeared on radio and television and he has been a featured speaker at business conferences
throughout the country including Inc. World, The International Quality and Productivity Conference and
MIT.

As Senior Partner at Quota, Inc., a sales consulting and recruiting firm, Brian is responsible for helping
clients structure and develop their sales organizations. He has worked with over 100 companies,
partnering with senior management to identify and build on sales strengths and prioritize and remove
issues negatively impacting sales. The result is always the same, sales increase — often dramatically.

Brian is former Founder and President of the Sales and Marketing Toastmasters Association and former
Vice President of the Sales and Marketing Executives Association.

Quota, Inc. 750 North Tamiami Trail, Suite 1216, Sarasota, FL. 34236
Phone: 941.362.4326 — Fax: 702.974.7766 — Web Site: www.quotainc.com — Contact: info@quotainc.com
© Copyright 2007, Quota, Inc. All rights reserved
11 0of 11



