
  
  

Systems News Member,  

Be  sure to check out our Ads throughout the newsletter as we 

have added updated info and new material to our pages.  And 

don't forget that if you want anything posted, contact us via 

email!   

 We hope that you have found great value in your systems 

news membership and are using it to the fullest potential. 
 

It is important to see Systems News as both a Retail and 

Wholesale marketing tool 
 

Remember to Update Your Ads on the Systems News to 

maximize your membership. 

Send Us your Ads for the Newsletter to 

info@systemsnews.com 

 

 

Make it a great week, 

 

 

Your Systems News Team 
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If you would like to be listed for a  

particular service in your area, please 

contact info@systemsnews.com  
for details. 

Check out our NEW  

Systems News  Facility Services site.   

Systems News, LLC 

P.O. Box 4583 

Chesterfield, MO 63006-4583 

Phone: 636-536-9694 

Fax: 636-216-5744 

info@systemsnews.com 

CONTACT  
SYSTEMS NEWS 

What We Do  
For our members: we provide the best resource to advertise their  
company and used & new office furniture inventories by keeping top 
search engine ratings and sending relevant weekly newsletters.  
 
For the consumer: we make it easy to have free and open contact with 
our Systems News members so they can easily source new, used and 
remanufactured office furniture and facility services on a national basis. 

What We Wonôt Do 

 

We never sell leads back to our members, nor do we accept any 
commissions on transactions.  All potential clients can access our 
members directly with no intervention or fee from Systems News.  
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contact info@systemsnews.com  
for details. 

Check out our NEW  

Systems News  Facility Services site.   
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Sales Corner 

Thought for the Week 
 

"�&�H�O�H�E�U�D�W�H���Z�K�D�W���\�R�X�¶�Y�H���D�F�F�R�P�S�O�L�V�K�H�G�����E�X�W���U�D�L�V�H���W�K�H���E�D�U���D���O�L�W�W�O�H��
higher each time you succeed.�  ́

�² Mia Hamm (American Soccer Player, Olympic gold medalist) 
 

 

 

Have a powerful week. 

 

 

If you have a good sales article or piece of advice, and would like to share it, please email us at info@systemsnews.com 

Out with the Old, in with the New? 

 

According to Harvard Business Review, it is 6 to 7 times 

more expensive to gain a new customer that to sell to a 

current one.  Losing customers can be very costly! 
  

Things You might want to ask yourself when considering 

your customers: 
  

1.   What are we doing to maintain our clients? 

 

2.   What is the general opinion among our previous or 

current  clients about our business? 

 

3.   Depending on your industry, how much emphasis is 

put on new customers versus cultivating the ones 

already there? 

 

4.   What can be done to make sure you dont lose your 

customers for repeat business? 
 

 

 


