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THE BIG PICTURE

The Environment

C. (Personnel Trends)
1. D.P. cost decline
2. T.V. values expectations
3. Baby bust (x) Achiever demands

B. (Buying Trend) D.  Sales force
Consumers demand               (All demand a:  )       value erosion
  Great service       Product pushers

Customer Profit Creators

      Achieves:

A. (Economy)

Glut Economy

Consolidating Customers
  Pressured to buy best deal;
1. First Price
2. Then TPC

a. reduce suppliers
b. create systems

* Topics I-V are all stand-alone presentations by MCG
I. Hiring, Training, Motivating and Keeping the Best Employees
II. Achieving Perfect Service.
III. Selling & Achieving Win-Win, Integrated Sole Supply Systems
IV. Relationship Marketing: Selling in the Next Five Years.

Great People    (I)
Great Working
   Environment

1. Service Excellence
(II)
2. Extra services
   (to support & induce)

Purchasing Systems
Marriages           (III)

Consultative
Selling Skills   (IV)

Channeling needs of both
suppliers & customers

Profits credibility, can-do spirit to:
Change as fast as environment     (V)


