
  
  

Systems News Member,  

Already our first month is gone as we have pioneered into 2008 

with great success. We have added updated info and new 

material to our pages as well. Don't forget that if you want 

anything posted, contact us info@systemsnews.com  

 We hope that the great value found in a systems news 

membership is helping you gain valuable sales and that you 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 Wonõt 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.  

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.   

 
If you would like to be listed for a  

particular service in your area, 
please contact 

info@systemsnews.com   

Check out our NEW  
Systems News  Facility Services  site.   
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Sales Corner 

Thought for the Week  
 

"Never measure the height of a mountain until you have reached 

�W�K�H���W�R�S�������7�K�H�Q���\�R�X���Z�L�O�O���V�H�H���K�R�Z���O�R�Z���L�W���Z�D�V�µ 

�³ Dag Hammarskjold (Swedish Statesman 1905�³ 1961) 
 
 
 
 

Have an powerful week.  

 

 

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

Will You Pass the Flinch Test?  

Part One 

 

When the Time comes to submit your pricing, often 
times many hours are spend formulating some glorious 
proposal.  Despite any efforts, however, most clients will 
flip right to the pricing page and say something like 
�´�J�R�V�K�����,���G�L�G�Q�
�W���W�K�L�Q�N���L�W���Z�R�X�O�G���E�H���W�K�L�V���H�[�S�H�Q�V�L�Y�H���µ 
 
The Key to passing the Flinch Test is to respond with 
confidence in your price.  One would hope that you have 
integrity so why present something you don't believe in?  
 
Some responses that cause you to fail include:  

What Price Were You Looking For? 

�,�·�O�O���$�V�N���P�\���0�D�Q�D�J�H�U���L�I���Z�H���F�D�Q���G�R���%�H�W�W�H�U�« 

How about if I take 10% off? 

There is a little test that professional buyers give to every sales 
person. It is a test to see if they are confident in the price they 

presented. They call it the flinch test. Will you pass the test?  


