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The Most Dangerous Letters In Sales Are

Steve Waterhouse

understand that the probability of winning may be a price shopper but the CEO is a
ShOW the CEO hOW business from responding to an RPF whergurvival shopper. Show the CEO how you

yOU can save '[he COIM- you have no relationship with the client is socan save the company and they will find the
close to zero as to not be worth discussingmoney to pay you.

pany and they will find Unfortunately, everyone has won one or two

and believes that they are the exceptionCompetition:

IR E——

Direktoriams, pardavéjams, marketingo vadovams, pardavimg vadovams, &monig savininkams, personalo specialistams, visiems susidoméjusiems praktiniu marketingu if parda
;

the MONeY tO PaY YOU.  Stctes aone by the whiathouse Group antiuesothe competion and howentenched [he Three Deadliest Mistakeés Jisg pardavéjai
5 4 and | others show otherwise. they already are in this deal. Who wrote the t = t
espond, and you lose... : i o i ;
Once you believe in the low probability of RFP? Did the competition write it? Who are| pa Virtina

One of my clients emailed me an RFP . ™~ \ they using now? Who have they used in the
(request for proposal) that they receivedVinningthese RFP's, youarereadyforthe ot whose names are in the guest log at the
yesterday. It came from a company who haoSOIUt'On' main desk? Google them and see if they show
never done business with them and who theyt. Refuse to look at an RFP as animmediateip as a client of your competition. Many
had never even called on. They know my rule need to begin preparing a proposal. It's not. Itompanies post case studies on their web site.
RFP means one of two things. It's either ,Reaffact, in most cases, you would be better offThat's great stuffifyou can getit. i

Fools Participate* or ,Request For Probing“. making another cold call than responding toP
' rocess:
Real Fools are the ones that read théheRFPsterms. i

document and believe every word. It says2. Redefine the RFP as a Request For ProbdVhatis the intended buying process? HOWd(:D
Il questions must be in writing* and That means, the prospect has sent up a signfiley intend to compare vendors and what ™)
,Contact with the company must be throughflare that identifies a source of potential Criteria have they established. How did they,

the purchasing office*. If you play this game, business. Treatitlike any other hotlead. doitlasttime or how did they choose vendors

B f inlei . . . . for another product or service. Often saleé
ou are falling into the trap of thinking that A i
y g p g 3. Assuming that the business outlined 'mh%eople who sell other pl’OdUCtS to your;

this makes a level playing field for all i i i
bidd paying RFP IS business you Wantor_thgt itcould lea rospect will be willing to fill you in. It's |
laaers. to business you want, start digging.

Sales Managers Make TR

Salespeople are no couple of weeks, throw some product and: Amonés reklama

. ] ; company information at him and then expectf akcentuoja viena
different than kldS, JUSt him to dazzle your prospects and customers. jgskirtinuma, tadiau
; If the salesperson is lucky, you also let him: pardavéjai, susitikee
b|gger_ ride along with a senior salesperson and g, klientais, ja pa-
observe first hand how to make a sales call: mirsta ir bando par-
Then, the new recruit is cast off to make it! quoti naudodamiesi

salespeople, it can be for many reasonsi@PPenonhisown. visai kitais argu-

Often it's because the sales manager is tod@his is a recipe for failure. Instead, you | mentais, dapniausiai
nice. He may confuse wanting to get alongshould determine what a successfull —nuolaida.

and building a team with getting results. You salesperson needs to know in your company k3 daryti? Kaip ,sustyguoti* pardavéjus ir
can actually do both simultaneously if you and be prepared to give your people the: kitas &monés marketingo dalis?
know how to avoid some of the common proper training. This includes training on !
pitfalls that sales managers make. your products or services, your industry and
Mistake#1 — Not firing soon enough. Sales Markets, internal operations, customer Nepagailéti pardavéjs mokymus org
managers are often willing to give their service and sales. nizuojaneiai d&monei sumokéti kelia

i employees too many opportunities in hopesTraining is an investment that pays dividends: tikstaneiais daugiau, taéiau papradyti up)tai

When a company has underperforming

worth asking.

Wrong! Start digging for what? If you understand consultative selling, andi
First of all. | hate level playing fields. | like contacts: most of you should, you get the point. You|
the ones that are sloped down hill, in the - . can't solve a customer's problem by
direction | am running. Unless you are up CONtacts within the company who will talk o ecenting a solution to the problem theyl

i I8eitis labai paprasta.
against a government contract where publidith You- Gall the CEO or have your CEO pajjeq in Any more than a doctor should!

» %

laws dictate the rules, there is almost noCall their C'?% Call departrpfent zesds O\vrite you a prescription to cure an ailment:
reason for a company to ,level the playing mﬁan_agerﬁ Ok hgpsrtm(;e?ts ? ected by yofufhatyou self-diagnosed.
field“ or for you to accept one. In fact, this oftening. Look nigh and low for as many o Refuse the urge to respond to RFP's untilyoLEJ
type of ,level playing field* works against the buying influences as you can find. Ideally,

both companies. The buying company losed

that they will turn around a poor performer. when done properly. A well-trained i d‘?r_“es'_o e _pagrlndln_lam pirkimo
While this can happen, the odds are stackeavorkforce is a productive workforce. Make | MOWVUl (i3skirtinumui) suprasti.
against it. In fact, most sales managers hiresure that your training is structured to!: Po to, mokymg metu, praktinés upduotys
quickly and fire slowly. The results can have maximize retention and application. Most: turétg bati parengtos taip, kad jos padétg

et to the economic buyer and others whdMoWw the lay of the land. When you change,

because they only get answers to thavill be involved in this decision. )l/?c;liqruaepsgroggpf::?rrgbzea;/za'cl)llsZﬁ:teiCi[f):\f\?etrq devastating effects on your company,programs focus on providing a “big fat | pardavéjams parduoti, naudojantis bdtent
) , i inee” whi i diuo, o ne kitu argumentu.
questions they thought to ask and the sellefnformation: proposals and make more saes, employees and customers. content dump on the trainee” which does nog g .

In a recent study, managers were asked hovpcilitate long-termvalue. Bet, kita vertus, gal JOis@ amonés
long it took before they knew if a new In fact, research indicates that if someone is idskirtinumas, jos filosofija visai neskatin
employee would work out. The answer was aexposed to information once, they will retain | didesnig pardavimg? Galb(t reikia keisti ne
week. While this was often a gut reaction, it only 2% of it after 16 days. With the proper i pardavéjg pagrindinius pardavimo motyvus,
was usually dead-on accurate. Yet it took, onuse of repetition, discussion and application,f 0amonés?
average, 10 years to get rid of the employeethe retention rate can be increased to 65% or 5| amonés idskirtinumu tiki tik amonés
While this study was not specific to higher. While ittakes longer to train properly, | yadovai?
salespeople, the implication is the same. In @he results speak for themselves. If you need o
very short period of time after hiring a assistance from experts, get it. Providing Yertasusimastyti.
salesperson, you should know if you have amanualsis nottraining.

keeper. Mistake#3— Failure to set clear expectations:

The longer you keep a poor-fit employee, thewith consequences. It all boils down to' L_in_as Di_monis
bigger the issues. You will do no one any accountability. As a sales manager, you need Www.pozicionavimas. |t

loses because they can only respond to thlef . b h hatindi
limited information provided. Second, it's \nformation aboutthe company thatindicates

rarely level. Unless the company startedOW Your solutions might help their business. steve Waterhousis Principal and Founder of
yesterday, they have a rapport with anothe§earch their web site for press releases and Waterhouse Group
' . i . i .waterhousegroup.com), a sales consulting
vendor. That vendor probably helped wnteamdes_ In the example | cited above, g (www.water :
the REP P y help determined that the prospect had just and training company that helps companies
: undergone a major cost-cutting layoff to save dramatically increase their sales. He can be
Doyou callthat level? the company. While some might say that this HEEIE 120 SL LS THLEAIRI o

So what's the solution? First, you mustindicates a price shopper, | say no. The buyer info@waterhousegroup.com.

Atsakymo kartais verta paiedkoti ,frontp
linijoje“—tarp pardavéjga.

The three deadliest mistakesxpected. They also need to understand thgou are going to do. Of course that includeéf
sales managers make consequences if they do not meet theproviding rewards, as well as consequences.

expectations. Consequences must be clear aiithen, and only then, can you expect your
[Atkelta i6 1 ps]. implemented consistently. You can't be like thepeople to perform at an optimal leval.

Salespeople are no different than kids, jusPoor parent who constantly threatens but never _ _
bigger. They need to fully understand what isdelivers. Instead, you have to do what you say © Dancing Elephants Achievement Group 2005

favors, especially the employee, by lettingto hold your salespeople accountable. Period.

him limp along. In fact, you will damage |t yoy have kids, you should easily
your credibility as a manager and risk 10sing ynderstand this concept. Your kids seek
your good employees if you put your head in iy cture and boundaries, and as their parent,
the sand and hope things get better on theif,,, need to provide if for them. Children
own. need to understand what is expected of them
Mistake#2 — Poor or no training. Most and the consequences that will be imposed i
companies and sales managegrs do atheydo notlivequpto the expectations?Being SalesandMa.rketing.lt
abysmal job at traini_ng salc_es_,people. Thetoo Ieni_ent is actually detri_menta_l to raisin_g Redaktonius Linas Bimonis

most popular on-the-job training is some well-adjusted and responsible children while| g gare Miglé Plytninkaits, Linas Bimonis

version of the “sink or swim” approach. This being too harsh can have other negative Leidéjas Bimonis marketing
Puslapis internete www.salesandmarketing.lt
Radykite mums info@salesandmarketing.lt

Prenumerata | Pardavimg padidinimo plano suk(rima

Norite gautiSalesandmarketing.lidkart, kai§ Jeigu JOs turite bent kelis pardavéjus, jei JOsg verslo potencialas yra didelis, b:et
i tik pasirodo naujas numeris? Apsilankykite neidnaudotas —upsisakykite nemokama pardavimg padidinimo plana.

www.salesandmarketing.It svetainéje iri | Upeikite & www.simonismarketing.It ir uppildykite nemokamo pardavimg didinimo
upsiprenumeruokite elektroniniu padtu. plano forma.

Daugiau informacijos —www.simonismarketing.lt

is when you hire a salesperson, spend a fewepercussions. The right balance of fairnes

hours with him here and there over the firstand toughness is required to be agood paren
Autorinés straipsnig teisés priklauso jg autoriams.

. e
Tai nieko nekainuojal Publikuota pagal licenzija arba atskira leidima.

[Nukelta & 4 ps'.]
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Jon Spoelstra

|6|e|5k|te 6|ek tlek pl_ pardavéjai palieka naujus klientus kapkukkomandg parduo-

. . guléti. dame rémimo sutar-
nige, kad pritrauk-  pabandykite issiaiskint. Pagaivokite, kokialis- Nors buvome
treéioje mapiausioje

] o i .- pardavéjams dapniausiai mokami pinigaines buvome laiko-
Dis ,pasiraitok rankoves ir surask naujggipg priemokos up atlikta darba, kuris yrap, pirmais pagal tai

klientg daltina* popidris gali priversti kai kankaip susiizes su pardavimo augimu: . X -
kuriuos direktorius pasijusti nejaukiai. Taip b dp __.]. K .p ir Kiti d gb . k'|'ek"_turlme I’Sdljo
gali bati tiems direktoriams, kurie pakilo - Pardavéjai, kaip ir kiti darbuotojai rémeje. Mes buvo-

pareigose iki virdtnés kitais, ne pardavimg apaprastai galvoja, kad updirba per mabai; me antri .p?gal tal,

éqek televizijg mus Jon Spoelstra
remia. Taéiau mes buvome paslépti Ramiojo
. _vandenyno diaurés vakaruose. Nors tai puiki
: ojai, 9ali yieta gyventi, ji néra Amerikos kapitalizmo |
daugiau pinige arcengras. Jungtinig Valstijg piniasklaidos

tuméte naujg klienta. pardavejopadetis: pagal dyda rinkoje,

marketingo keliais. Pardavimai jiems gali - pardavéjai dapniausiai nejauéia, kad juo
bati neddomds. Papinojau direktorius, kurievertintg aukdéiausi vadovai.

bendraudami su pardaveéjais jautésipargavsjas, kitaip, nei kiti darbuoto
nesmagiau, nei pardavéjai su jais. Jeigu taigyo darbe updirbti
xzas'zfvrotgkeséigr:gg&g;;é:%;ﬂ;j?E?esntg’_s'tam?u“ didesnze pagarba. Pardavéjas 9&listinas, tokios kaip Nivjorkas, Eikaga ir Los!

Ao |.traukt| naujo kllentq. Par'dz';lvejas,.kurls ta'AndpeIas galéjo mise nepastebéti.

paiedka atlieka, updirbs daugiau pinige. Jei pavyks . . o oL
binoma, neDirektorius turi idmokti padéti pritraukti naujg klients, net godpiausia 129! mes adejome reklamos skelbima g
pavaldiniams, kai jie stengiasi surasti naujgadministracija parodys, kad kapkiek vertina“€rslo l€idina, kuris buvo skaitomas visoje
klienta Direktorius, kilees i6 finansg, galitapardavéja. valstybéje. Tai mums kainavo apie 3 000
nevadovauti diam darbui, tadiau direktorius_ . . . dolerig. Verslo leidiniuose randate o_Iau%:
turéte asitraukti 4 3a darba tiek, kiek ir ad, k&pigi, kodél jie to nedaro? reklamos skelbimg id 4vairig laikradeéig ir TV
dirbau ,Nets". Bis direktorius galétg lankytis Pritraukti naujg klientg — sunkus darbas.
pardavimg susirinkimuose, kartu suAtmetimo tikimybé kur kas didesné. Jie turi
pardavéjais paskambinti viena kita kartabendrauti su nepapastamais pmonémis. N
stebéti ,pardavimg treniruotes”. Tai pardavéjas galétg updirbti daugiau pinigg i
neupimtg daug laiko. Laikui bé&gant, sulaukti pripapinimo, lengviau yra vilkinti i
direktorius mokytgsi id pardavéjg arnauje klientg pritraukima. Lengva yra Tai buvo visa puslapa upimantis reklamos
marketingo darbuotojg. Kadangi direktoriuspapraseiausiai palikti puodela kriaukléje.  skelbimas. 18 pirmo pvilgsnio, niekada!
blte asitraukees a darbo su naujg Klieng,|siumate atsakyti, kad tam yra SI(irtasnepagalvotuméte, kad tai pro_fesionalioé,
paiedka procesa, jis tapta pagrindinevaranéi&ardavimg vadovas — akvépti ir rnotyVuotisporto I_<_0mandos_ reklama. JOAkIﬂ velksm(?
kompanijos jéga. pardavimo skyriaus personala iedkoti nauj otoEIrafu'\f;I. Netgi nebuvo .mku:ﬁ’(. pl)(rgké§i
L - « klients. Klystate. Tai kompanijos direk- PENKI0. V€S norejome pasiexli kiekviena
Ojelgudlrektonussako,,ne ?, , toriaus dar%aas, ypatingai tgs IiompanijosSka'tytoj"’l_"’lrJ'S..bumSport.O aistruolis, ar ne,
Tarkime, kad amonés direktorius yrayisiekia atsitiesti Mes nusprendéme pasiekti skaitytojus;
gamybininkas ar finansininkas ir nepuls, . .  panaudodami tiesioginio atsiliepimo}
padéti pritraukti naujg klients. Tuomet K@ pardavéjai pinos, kad kompanijosreklama. Masg antradté skambéjo taip;
raktai nuo ranéos* turi priklausyti direktoriui rGpi nauji klientai, pamatysite, LJeigu galétuméte pasirinkti tik viena |

apie savo rinkas. Gana nuobodus dalyka$,

t, manau, kad toks yra laikradéig ir‘:
elevizijg darbas. Mlsg skelbimas buvo
truputé kitoks. :

svarbiausiam marketingo asmeniui. visikaip_idsivystys nauje klientg pritraukimo pyklet, kura pasirinktumete?* Paantraétéjie
raktai. kultQra. Tai nebus daroma vien dél pinige. Taip o ragoma: vienas atnedts 300 000, kitas

) ] ) ) » . vyks délvadovo pripapinimo. O jis, bldamas; 3 miliiong dolerig.
Jeigu direktorius negali padéti marketinge girektoriumi, id tiesa pripapinsite pardavéjus, )
tai, velniaigriebta, tas direktorius turi suteikti | rie dapnai pritrauks nauje klients. Artai patrauké jisg démesa?
visioka ir neabejotind parama marketingo Mes manome. kad ieiqu dirbtuméte reklamoé
vadovui. Jeigu ta parama yra tik pusétinaldleiskite diek tiek pinigg, kad ' Je1g

tada kompanija negalés veiksmingai pritai-pritrauktuméte naujg klientg srit_yje, tikra_i patraL_J_ktﬁ ' ._J_eigu skgity_tur_né_tei
kyti marketingo principa. ) T ] ) toliau (kaip galétuméte atsispirti ir i

o o ~ Jeigu kompanija idsiugdo nauje klientaneskaityti) mes papasakotume keleta puikig
Jeigu jisg kompanija turi toka direktorig, taikultdra, svarbu idleisti truputa pinig@galykg apie Portlando ,Trail Blazers*. Jis!

nukopijuokite 8a skyrig ir nepiniomis beprotidkoms idéjoms, kad pritrauktuméteaip pat suprastuméte, kad asmenidkai jOs
pakidkite jo kopija po direktoriaus durimis. dar daugiau naujg klientg. Nesidlau idleistinegautuméte tg 300 000 ir 13 milijong!
Laukite, kas bus. Galblt tam direktoriui didelig pinige. Tai neprotinga. Kalbu apie qolerig. Pie skaitiai vaizdavo pardavimg

tereikéjo tik kumatelé&jimo alklne. diek tiek pinigga. padidgjimus, kuriuos patyré dvi kompanijos,i
Sutelkiant démesa & naujus klientus Dio nedidelio kiekio pinige idleidimas bldamos,Blazers"réméjomis.
asitarnautg dviems tikslams: 1 iq0i i ;

Tikriausiai esate pastebéjee, kad bet kokiam R L _ Skelbimo pabaigoje mes pasmlgme jumg
didesniame versle, kur personalas turi JUs, i8 tiesg, galétuméte pritrauktipasirinktidunemokamus bukletus: .
virtuvee, niekas nenori jos valyti. Nedvar( apkiek nauje klients; 1. ,Sporto marketingo avertinimas". Diame:
puodeliai ir indai liecka kriaukléje. Senas 2. Tai leidpia pabrépti jisg pardavéjamspuklete iddéstyti duomenys, kaip padaryti
maistas apipelyja daldytuve. Kodél? Manotekaip toli jis pasirengaes nueiti, kadtaip, kad sporto rémimas atnedtg daugiau
kad kiekvienas idsiplaus bent savo puodeloritrauktuméte nauje klientg. naudos réméjui. Tikriausiai pasinaudojee di0
Pasvajokite. bukleto duomenimis, suprastuméte, kad

Leiskite pateikti jums keleta pavyzdpig. “ rami s
Tai pasireidkia ir dirbant su pardavéjais, kurie P : pavyzdp »Blazers® rémimas atnedtg daug naudoslusg

iedko naujg klients. Lygiai, kaip nepaima/@l dirbau Portlando ,Trail Blazers®, produktui.
puodelio i3 kriauklés ir jo neidsiplauna, 9lvojau, kad mes geriausiai id visg NBA

[Nukelta & 3 pst.]

o __

Nemokamai upsiprenumeruoti galite up&jee & www.salesandmarketing.lt

|

stoeig, pateikianéig demografinae statistika

B e .

SalesandMarketing.lt 3

bodis direktoriui, kilusiam id finansgrPasiekéme 8a tiksla. Jeigu upsisakéte viemiugiau kaip 800 000 dolerig 8 naujo
[Atkelta id 2 ps] nemokamg bukletg, mes updirbome daklientg! To mes nesitikéjome!

vienatadka. Jeigu nebdtume pritraukee nauje klientd,

2. ,Sporto marketingo atvejg studijos”. . antrasis tikslas: kad nauiji klientai mums mums vis tiek bata buvee gerai. Mes batume
biame buklete idnagrinéti tikri kompanij@, paskambintg. idleidae 3 000 dolerig ,pamidusig pinigz*. Be

kurios turéjo naudos i sporto rémimo, to, mes galéjome panaudoti dio skelbimg

PR - .. Pirma tiksla sunku pamatuoti. Manome, kad
atvejai. Kiekvienas nagrin€jamas atvejis, o P inima i 4 in ‘
) grin™ 'S eklamos skelbimai mums padéjo pateiktiP€rspausdinima kaip dala pasidlymo
naujiems klientams. !

pinoma, buvo ,Blazers* réméjas. Dar vienas ; N ) !
sutapimas? save kaip komanda, su kuria kokia nors ‘

) ) ) . kompanija turéte sudaryti rémimo sutartaJeigu batume gavee 30 000 dolerig id naujz
Beje, diuos dU‘_bUk|e“.JS mes jau turéjoMeors ir kaip toli nuo misg ta kompanija bitg, klients, bltume surengee pergalés vakaré(é.
parengee ankseiau kaip dala pasitlymo bghyyzdpiui—siaurés vakaruose. Bet 800 000 dolerig! Net nepinojome, kaip!

kokiems galimiems klientams. . o ) ] N N
g Papildoma tiksla buvo lengviau pamatuotl_atévaestltoklap|n|gﬂsurma.

Biuo skelbimu mes noréjome pasiekti vienavies i5 tiess nemanéme, kad skelbimi:

tikslair, jei pasiseks, dar ir antraja: pritrauksime naujg klientg. Tai buvo tiesiog Tal — idtrauka idon Spoelstra knygos,Ledai
pateikti Portlando ,Trail Blazers* kaip bldas idleisti truputa pinige, kad papa eSk'makTr?(')*;iagﬁal"sa;i‘r‘]‘g:if“’du"ta'

papangia komanda, turineia labai daugsakotume reklamos pasauliui, kaip MUM: e\ inag 4 lietuvig kalba — leidykla ,Smaltija‘.

dalininka. Jeigu perskaitéte skelbima, meguikiai sekasi. Taeiau mes updirbome

Home Depot’s
Parking
Lot Advertising

John Moore 3
During brainstorm/ideation sessions, any
thoughts that are off-topic, off-base, or need 3
future follow-up get written down in a 3
proverbial parking lot. Well, some marketing 3
ideas are best left on parking lots in !
conference rooms — not in parking lots of i
retail shopping centers. Case in point ... a i
Home Depot parking lotin Austin, Tls«

John Moore(from Brand Autopsy)

The Power of Yes

Marte CIiff

|'['S a Very good plan Howca_n you dothat? Oqe way is by_asking ifYou will never sell steak to vegetari_ans, SO
they'd like to fulfill a universal desire. For focus on what the steak eaters believe and

fo start your promotional instance, most people would say yes if youdon'tworry about the vegetarians! |

i ; asked ,Would you like to double your gome writersworry about stating the obvious
messages Wlth queStlonSincome?” (If you know some who would say _ but do it anyway.yYou don't negd to go into |

and statements that "o 'dliketomeetthem!) detail, but when you make statements that
You can also make a statement you're surgour readers agree with, you are setting them

cause your readers to Sdly they'll agree with. If you're writing to raise on the path of agreement. You're starting &
Y “ funds for disadvantaged children you couldseries of ,yes" answers that can more easily
” es. say ,Every child needs a chance to reach higead to that final , Yes* when they fill out the !
Have you ever considered how much peopl@r her full potential in life“. Your readers will - order form or write a check for that donation. |
are like freight trains? Sometimes it's hard tonod in agreement. Before you begin your next letter, e-mail, or

get us started moving, but once we're goingjf you're selling a health product you could persuasive argument with your spouse!
itshardtostopus aswell. ask if they'd like to live a long life free from friend, or child, consider how you can start:
That's why it's a very good plan to start yourdisease. Who would say no? If you're writingthe ,yes-ball* rolling. It works just as well in
promotional messages with questions andor alternative health you could say that we'repersonal relationships as in print, so next
statements that cause your readers to sall at great risk from the chemicals in our time you need to move someone to your point:
,Yes*. Once your prospects are on a roll with food, medications, and the environment. Theof view, start the discussion with a series of;
,yes* answers or thoughts of agreement, itpeople who believe strongly in natural agreementss |
becomes much easier for them to say ,yes* tsolutions  will agree with you whole- 3
your offer orto your request for donations.  heartedly. Marte Cliff is a Freelance Copywriter with a

Try to give them 2, or 3, or even 4 reasons toAnd that brings me to another point. Don'ttry ﬁﬁiﬂ:ﬁtﬂrg;ngr:gr:g?irﬁtvﬁtt?nsaflgrs};?ef
say yes, or to nod in agreement, at thdo appeal to everyone. Focus on your targe estate, as well gs for avarientyc?fother 3
beginning of your promotion. And then do it audience. Don't worry about the others ’ businesses. |
again every time you see the opportunity.  because they aren't buyers / donors anywa,.
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