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CONTENTS Systems News Member,

Great Victory for the Giants Last Night! Already our first

Steelcase 4

Haworth 5 month is gone as we have pioneered into 2008 with great
Herman Miller 6 success. We have added updated info and new material to our
Knoll 7 pages as well.

Other Systems ) We hope that the great value found in a Systems News
Seating 9 membership is helping you gain valuable sales and that you are
Filing 10 using it to the fullest potential. We are working on a new online
Parts / Ergonomics 11 wholesale only portal so watch for the Launch Information.

Wanted 12

Services 13 It is important to see Systems News as both a Retail and

Wholesale marketing tool.

e Remember to Update Your Ads on the Systems News

Website to maximize your exposure.

Systems News, LLC Send your Ads for the Weekly Newsletter to us at

P.O.Box 4583 info@systemsnews.com
Chesterfield MO 63008583
Ph: 636536-9694

Fax: 6362165744 we have maximized youdre value.
iInfo@systemsnews.com
WWW.Systemsnews.com

www.snfacilityservices.com

Check out Systems News oh Google and Yahoo to see how

Make it a great week,

Your Systems News Team

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 Wondt 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.

WWW.systemsnews.com
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Will You Pass the Flinch Test?

If you remember back to last week, we were talking about the test
of folding before your client in pricing. We listed some examples,

but here are the secrets to sales people who don't flinch:

1. They set expectations upfrontEarly in the buying process, they set the
HI[SHFWDWLRQ WKDW WKH\ DUH QRW WKH ORZ Sl
FRPSDQ\ LV UDUHO\ WKH ORZ ELG GRHV WKDW F

WRIJHWKHU RQ WKLV SURMHFW"" I WKH\ VD\ QR
WKH SURFHVV I WKH\ vD\ \HV DW OHDVW \RX K
DFFRXQW WKDW \RX ZRQfW ZLQ ,I \RX DUH JRLQ

7KH\ GRQITWIRPODRRMKVXUSULVHG E\ \RXU UHDFW
$V , PHQWLRQHG DW WKH RXWVHW ZH DUH UDUF

3. They seek to understand3: KHQ \RX VD\ WKDW \RX DUH VK
price, which part is surprising? This is the subject of another article of mine
ZKLFK DGGUHVVHYV WKH LPSRUWDQFH RI XQGHUV
of price.

4. They reinforce their position.36 LQFH ZH DUH UDUHO\ WKH C
provider, what do you think our 1000 clients see that leads them to pay a

little more to have us?

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

"True wisdom is less resuming than folly. The wise man doubts
often, and changes his mind; the fool is obstinate and doubts
QRW KH NQRZV DOO WKLQJV EXW KLV RZQ

3 Akhenaton (Egyptian Pharaoh 1354 B.C.)

Have an powerful week.



