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Idon’t really remember a time in my life when I had
negative thoughts. I am sure there must have been

some occasions, but not being able to remember
suggests they have been rare. I am genuinely
uncomfortable in the company of negative people… I
have nothing in common with them!

A quotation that my mother often used was this:
“Experience informs us that the first offence of weak
minds is to recriminate.”- Samuel Taylor Coleridge

And indeed, I have discovered that negative people
typically suffer from what I call the three “C’s” and are
usually found to be: criticizing, condemning or
complaining.

So let me share some tips to help you overcome
negativity and to recognize it in others.

Try to develop and build your own understanding of
what is really negative, but do remember that
constructive criticism is not negative.

Check your conversation with others - are you being
negative?  Check your thoughts and thinking process.
Remember that if you are thinking negatively, the only
person you will harm is yourself. Remove those
thoughts as you would a spam email from your inbox.
Discard them. You have the capacity to do that and your
mind will respond - if you are strong enough, and if you
work hard enough at it.

Build a “bullet-proof” screen around you, so that
negative comments or behavior from other people will

not penetrate - you can do this by instantly recognizing
negative criticism or conversation.

From time to time, check the company you are
keeping. If you have been mixing in the wrong
environment, talk to people who are positive. Go out and
mix with people you know have positive, constructive
ideas. Mix with people who are doing better than you.

Remember, the negative is always stronger than
the positive. Yes, it really is! For example, imagine a
barrel of 240 really healthy apples. You open the barrel,
and you place one rotten apple, right in the middle.
When you come back in two weeks time, you would
think that at odds of 240 to 1, the healthy apples would
have converted the bad one? Far from it, you will
discover many more rotten apples. And that is exactly
what happens within a company; within an office; within
a sales team…

“The most evil, dangerous and cancerous complaint
that humanity inflicts upon itself is to be negative” - Anon

Jonathan Farrington
CEO
Top Sales World

PS: Do get across to Top Sales World as often as
you can – there are new resources being added
every day, from the world’s leading sales experts,
and it is all FREE.

Editorial
The Most Deadly Disease Mankind Has Inflicted Upon Itself?
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JF: Why did you decide to
write Nonstop Sales Boom
now?

CF: Over the last few years, I've
seen an increasing trend that is
impacting most businesses I
work with. Time and time again,
prospects and clients will say to
me, "We don't need you or any
consulting help. We're having our
best month or best quarter ever."
Of course I'm happy for their
success, but all too often, a
quarter or two later, we speak
again and they say "Now we're
having our worst quarter ever,
can you help us?" They are
struggling but they didn't see it
coming and couldn't prevent it.

I saw it impacting individual
sales reps and sales leaders who
were often making the wrong
decision to try to ensure this
quarter's numbers at the sacrifice
of next.

What surprised me most was
that number of businesses that
assume this is just assumed this
was the way it is – a normal part
of operations.

JF: Why are boom and bust
cycles so prevalent?

CF: Everyone loves that adage:
"80% of the revenue from 20% of
the sales reps" but think about how
dangerous that is. 

The best organizations know
that they must and hire right and
fire fast. Inconsistent sales
performance ultimately points to
poor sales leadership. Even if you
hit the target at the end of the year,
but your sales performance
fluctuates wildly from quarter to
quarter, that type of sales whiplash
won't be tolerated.

JF: What can businesses due to
prevent this sales bust?

CF: Sellers need to look at their job
as more than just moving leads to
close. They need to look at the
entire client lifecycle. In Nonstop
Sales Boom, there are 4 states of
engagement in Sales Radar™:
� Attraction; everything you're
doing to attract net new prospects
or buyers into your community.
� Participation; all those things
you're doing to qualify the buyer to
get them to buy from you and on-
boarded quickly. The faster they
can get clients participating fully in
implementation and usage of the
product, the more opportunities

they have to grow.
� Growth; what you are doing to
enhance value to you and your
client. It's not just about selling
them more product, but more
services, expanding the
relationship to include more
decision-makers.
� Leverage; when your clients
are advocating on your behalf and
becoming that secret sales force,
through testimonials and
references that are feeding back
into the process as net new clients.

In the book, I introduce Sales
Radar™ to help sellers visualize
and implement this way of looking
the client lifecycle.

JF: What is one practical thing
sales leaders can do right now?

CF: It all starts with metrics. You
can't execute on a sales plan or
Sales Radar™ without the metrics.
Yes, there's always a way to
improve the performance of your
metrics - people say "It's not about
the quantity of calls, it's about the
quality." But on the other hand, if
you make too few great calls,
you're still not hitting your number,
because there are some realities
wrapped up in the numbers. The
data is critical. 

Top Sales leaders focus on the
leading performance indicators that
get you to a sale: how many

This week, Jonathan Farrington interviews Colleen Francis,
Founder and President, Engage Selling.

NonStop Sales Boom:
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The JF Interview

contacts do we need? How many
leads do we need etc, and the
conversion ratios of each stage of
their pipeline. Poor Sales leaders
only focus on the lagging indicator
of success – the sale. If you only
focus on lagging indicators, you
forget that you need to make calls
and fill the pipeline. 

JF: How do you think the sales
landscape looks like in the next
5 years and what can sales
organizations do to change?

CF: Buyers are gaining power at an
alarming pace. They have access
to more information, more reviews,
more products than ever before.
Over the next 5 years we're going
to see customers taking more and
more power, and demanding a

more unbalanced relationship in
their favor. I see that organizations
are going to have to let go of the
linear sales process or sales funnel
that they enforce, and they have to
embrace this notion that our jobs
are to facilitate a buying process.
There's just far too much choice
out there for buyers to not want to
take control. We can't force buyers
into the sales process anymore. 

JF: Where can I find out more
about the four phases, Sales
Radar and creating a Nonstop
Sales Boom?

CF: I've made sure that Nonstop

Sales Boom not only details these
important concepts but also
provides the practical steps to
putting into action, whether you are
a seller or a sales leader.               �

This is an abridged version –
please click here for the full
audio interview.

You can read more at:
www.SalesBoomBook.com. 
And of course, I'd love to hear
your feedback and questions –
send them to:
colleenfrancis@engageselling.com
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Continuing on, then, what does
that take? As I also pointed

out, it certainly isn’t easy. I know of
what I speak—I had to put myself
through serious personal changes
to shake off my difficult childhood
and bring myself to where I am
today.

Here are some steps with which
I think everyone could agree, and
where each one of us could start.

#1: Treat Others With Respect
To some of us it comes naturally,
and to others it doesn’t: to treat
others with dignity and respect.

Listen to what they have to say,
and make an effort to really care
about them.

In making a conscious effort to
do this, you’ll discover some
remarkable things:

1. When people are treated with
respect, they often respond in kind
and return the favor. They’ll be
much more willing to help you get
what you need and to work with
you, and be more of a friend to you.
2. In practicing this on a day-to-
day basis, you’ll become aware of
characteristics in people that you
didn’t see before—that there are a
lot more “good people” out there
than you might have previously
thought. Such characteristics only
come into view when you look for
them—and much of the time when
you look for them, they are there.
3. You’ll find yourself a lot more
popular, and with a greater
reputation. People always talk
about other people—but when they
talk about you it will likely be a lot
more good than bad.

#2: But… It Begins With
Yourself
It will be found, though, that
anyone truly having trouble
respecting others most likely has a
problem respecting themselves.

Many people are not happy with
their lives. They’re not happy with
what they do, what they’ve
accomplished. The end result is
they don’t really like themselves—

In the first part of this article I quoted the amazing
Michael Jackson’s 1988 hit song Man in the Mirror, and
pointed out how true this is today: that for real change to
come about in our world, it has to begin with each and
every one of us.

“Man in the Mirror” Part 2 
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Nikolaus Kimla

and if you don’t like yourself, it’s a
major task to like others; some
would say an impossible task.

Such people would do well to
reassess their lives, what they do
and what they have done. They
might have to look long and hard—
since they’ve so conditioned
themselves against it—but they will
find things they’ve done and things
they are doing of which they can be
proud. From there, a person can
make changes in their lives,
perhaps, of things of which they
aren’t proud or that they hate
doing.

Once you begin actually
respecting yourself, it becomes
easier to respect and accept
others. In fact you will find it will be
easier to judge and understand
others, too, because you’re not
coming from a place of self-
loathing. You can see (where
perhaps you couldn’t before) when
someone else is not so happy with
themselves and grasp that “this
isn’t a happy person. “Where
before you might have reacted in
anger or frustration to something
they do, you’re more prone to let it
pass and perhaps help them get
along better.

On a broader basis, you’ll find

that you don’t react so often from a
place of emotion. Emotion can
cloud judgment, so your evaluation
of life situations will be more
capable and intelligent.

#3: Patience
How quickly can all of this be
done? Can you simply decide to
respect yourself when you go to
sleep one night, and wake up the
next morning totally changed? Feel
free to try it—but prepare yourself
to be disappointed. The next day
those old feelings creep back in.
Your old patterns reassert
themselves. At the end of the day
you find that have pretty much the
same regard for yourself and
others that you started with.

We live in a society conditioned
to instant gratification. We want it
all, and we want it now. The
Industrial Revolution and all the
technical innovations that have
occurred since that time have
enabled this attitude, which has
now unfortunately pervaded every
corner of our lives.

Prior to the industrial revolution,
people knew how long it could take
to create a truly high-quality
product. An extreme example is the
Milan Cathedral (Duomo di Milano)
in Milan, Italy. Building of the
cathedral began in 1386. Nearly 6
centuries later, in 1965, it was
finally completed. The original
designers of the cathedral—and
many others who forwarded its
progress—didn’t even live to see it
finished. People stand before the

cathedral today in total awe of the
incredible detail and artistry that
were so evidently invested in it.

You obviously don’t have 6
centuries in which to turn your life
around. But there’s no getting
around the fact that creation of a
truly quality product takes time,
despite our society dictates to the
contrary. More importantly it takes
patience; if the builders of the Milan
Cathedral at any time had decided
to become totally impatient (as they
most certainly would today) it would
never have been built and the world
would have been denied this
breath-taking work of architectural
artistry.

Likewise you must have
patience with yourself. In learning
to respect yourself, and then
others, you are undoing patterns
that are likely well engrained. You
have to practice patience with
yourself, and others. It takes
consistence and endurance to pull
it off. And once again, I know of
what I speak: it’s something I have
to practice every day. But in doing
so I have turned my life completely
around.

So to sum it all up, we live on a
troubled planet. The best possible
place to begin repairing it is right at
home—first with ourselves, and
then others in our lives. We all
want to eliminate war and
criminality from our world. Start
with “the man in the mirror”—and
go from there.                                 �
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Dan McDade

Ask the sales reps you know
which they’d rather have, more

leads or better leads, and the
answer is the same. They’ll tell you
they’d rather have two sales-
qualified leads than 100 raw
unfiltered ones. 

Alas, sales has grown used to
receiving a continuing stream of
untrustworthy leads. So many leads
that aren’t filtered, aren’t qualified
and aren’t nurtured come their way
they’ve learned to not pay them
much attention. In fact, on average,
90% of leads don’t even get
followed up.

Early on in these sales reps’
tenure they likely worked every one
but soon realized that trying to find
the handful of good leads buried in
the rubbish wasn’t worth their time.
So the leads marketing spent so
much effort (and dollars) to
generate go to waste.

This reality—sales doesn’t
follow up on marketing’s leads—is

universal. Sales thinks marketing
isn’t giving them what they need,
and marketing thinks sales is
ungrateful. So why don’t more
organizations insert a formal lead
filtration, qualification and nurturing
process that keeps both marketing
and sales productively driving
revenue for the benefit of the
enterprise as a whole? 

It takes C-level leadership to
make this happen. Without it,
marketing stays siloed, sales stays
siloed. Marketing counts the
number of leads generated and
sales counts the number of deals
closed. Both play the blame game.
And no one takes responsibility for
what’s supposed to happen in the
middle. 

Corporate leadership must
initiate objectives structured for the

mutual benefit of the company,
rather than for each discipline. Yes,
marketing should be good at
generating lots of leads and sales
should close the ones ready to buy.
But a leader over both marketing
and sales needs to require that all
leads be kept alive. There needs to
be clear responsibility and
incentives to:

� Determine the definition of a
lead that both marketing and sales
can agree upon.
� Analyze the short- and long-term
potential of each and every lead. 
� Continue contact that reveals
additional intelligence and keeps
your company top-of-mind.
� Conduct research that helps the
sales reps when the time is ripe. 

Either marketing can do it, or sales
can, or an outsourced firm can take
on the responsibility. What matters
most is that 1) the filtration,
qualification and nurturing process
is mandated, and 2) The process
needs to be done by specialized
professionals, not by those charged
with marketing automation or those
with a quota to meet. 

Only 2% to 6% of buyers are
ready when initially contacted, but
that doesn’t mean they’re not
worthwhile prospects. Protect your
investment and work your leads
until they’re ready to ensure the
productivity and cooperation of both
marketing and sales.                         �
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Additional competencies can be
added, or sometimes deleted,

depending on your company’s
needs.

1. Developing a leadership
mindset. An untrained sales
manager’s perspective is that of an
“über salesperson.” They pursue
deals. They jump in and take over
because they know they can do a
better job than most sales reps. An

effective sales manager
understands how leading a sales
team requires a completely different
mindset from selling. They are more
focused on developing their team. 
2. Managing their time and
priorities. Most sales managers tell
us they would like to do more
coaching but they just can’t find the
time. That happens when they
become buried in work that feels
urgent but is not really important.

These managers do not know how
to identify their true priorities or how
to manage their time so they can
work on the all-important priority of
developing people. 
3. Effective coaching. Sales
managers often say they already do
coaching, but what they really mean
is that they do performance reviews
once or twice a year where they call
a salesperson into their office and
discuss past achievements and
numbers. The best sales managers
also incorporate (a) developmental
coaching, where they help
salespeople improve their skills and
motivation, and (b) deal coaching,
where they help salespeople
prepare for specific meetings with
customers and prospects at
different points in the sales process.
Focusing on developmental and
deal coaching allows sales
managers to develop salespeople
who can sell value solutions, not just
products or services. To become
good at these coaching skills, sales
managers must understand their
company’s sales process, know
how to help reps demonstrate value
to the company’s customers, put
themselves in a position to observe
reps, be able to diagnose sales
performance problems, know how
to evaluate sales rep skills and
attitudes, and have strategies for
solving common problems. 
4. Increasing motivation and
engagement. New salespeople
often have problems linking their
personal and professional goals to
their work. Experienced
salespeople can lose interest in the
job if it is not challenging.
Salespeople who want to rise in the
organization can become

Holistic Sales Manager
Competencies 
Unlike other sales manager training programs that focus
primarily on sales coaching, we have always understood
that sales managers must develop a wide range of
competencies in order to be successful. 



Kevin Davis

discouraged if not given the
opportunity for job growth. One
sales rep with a bad attitude can
ruin the atmosphere of a whole
team. Being able to deal with these
and many other motivation and
engagement issues is a critical
competency for effective sales
managers.
5. Planning & pipeline
management. Managers who lack
experience or training often have a
hard time looking beyond today’s
problems. They either fail to develop
plans or don’t understand what they
need to do every day to implement
their plans. They will often pay
attention to deals only when the rep
is nearing the “close” step, which is
too late for them to help the rep sell
value. Successful sales managers
have plans that address both sales

goals and development of their
salespeople. They link their
pipeline and CRM systems to their
company’s sales process so they
can provide more timely, effective
coaching and help sales reps move
deals forward past each milestone. 
6. Hiring & Onboarding: Every
experienced sales manager has
hired someone who later turned
out to not be a good fit for the job.
Or perhaps they were once hired
for a job but never given any
guidance or training on how to be
successful in that sales position.
Learning how to evaluate
candidates helps sales managers
make sure they are bringing people

onboard who are a good fit for the
job and the team. To improve their
teams, however, sales managers
also need to think through the
kinds of support that new hires
need to learn all the skills required
to succeed in the position.

To ensure a consistent
structured approach to sales
team management:

To support sales managers’
application of these competencies,
participants in our program receive
17 Application Tools which can be
customized to your company’s
unique needs.                                    �

Kevin Davis is the Founder & President of TopLine
Leadership Inc. Find out more by visiting here.

5 Sales Coaching Essentials
Skills and tools to accelerate team success

DOWNLOAD YOUR FREE COPY HERE
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OMG is working on a major sales
effectiveness study that looks not only at
traditional sales effectiveness, but also
inside, inbound and social selling
effectiveness.  The study must be inclusive
and not just for huge companies and that's
why we need your help.  

We would be so appreciative if you
would take just 5 minutes from your
busy day to provide your anonymous
input.  No names, no emails, no follow-
up.  Although it's an easy survey to take,
it's crucial that we produce this
important, unbiased study.  Won't you
please help us?

Take Survey Here

https://www.surveymonkey.com/s/NMBFP69


That is table-stakes. Suitability of
your solution is a must, but

whether or not someone makes the
decision to buy from you in the end
comes down to something else—
does the prospect feel confident
about the decision?

Whether they realize it or not,
your buyer has two questions
swirling around in his or her mind at
decision time and they are the only
two questions that really matter:
1. Will I look back and feel it was
worth doing?
2. Will others in the organization
feel I made the right decision?

If only your prospect were able
to talk with a previous buyer it
would help to answer those two
questions and go a long way toward
increasing the prospect’s
confidence-level.  After all, they
were once in your prospect’s
shoes. They’re in a great position to
help allay the prospect’s concerns
since they had those same
concerns at one point.  

Research firms like
SiriusDecisions, have shown that
peer references are the most
trusted source of information in the
latter part of a decision process.

If you want to enable your sales
team to close the deals in their

forecast, you’ll want to give them
access to customer reference tools.
RO|Innovation is a great tool for
this. It’s a sales enablement
weapon that makes it possible for
prospective buyers to hear live
testimonials and feedback from a
third party source.

It also makes it possible for
salespeople to find and make
introductions to the best references
for each situation without burning-
out the very references you rely
upon. 

Salespeople shouldn’t have to

run-around begging and borrowing
reference-able materials and
clients from within the
organization. These resources
should be made pro-actively
available so salespeople have
access when and as often as they
need them. This is a critical
element of sales enablement.
Employing the voice of the
customer should become a regular
part of the sales process. 

If you want to truly enable your
salespeople, empower them with
people and materials that help
prospects with the big questions—
will it be worth doing, and will
others agree—and you’ll have
much greater success closing
forecasted deals.                            �

Closing Deals: The Only Two
Questions That Matter 
Want to know a big secret? Having the right product or
service features to meet your prospects need/s is not
what the purchase decision will be based on. 

Nancy Nardin
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Colleen Stanley

This salesperson is confusing
being busy with being

productive.  As a result, he is on an
endless sales-gerbil wheel leading
to no sales.  

Here are a couple of tips from
top sales producers that are busy
AND productive.  

#1:  Time Management   
Great salespeople are excellent at
planning and managing their time.
When they come into the office on
Monday morning, they know who
they are going to contact, why they
are going to contact them and when

they are going to contact.  
They use a basic time

management tool called calendar
blocking.  If you look at their
calendars for the month, these top
performers have blocked out
specific times for prospecting,
account management, running
appointments and follow-up.  They
are planning their work and working
the plan.  

On the other hand, the busy and
non-productive salesperson starts
getting ready to get ready on
Monday morning.  By the time he
has organized his week, the
competitor has contacted all of his
best prospects!  

#2:  Track and measure.
Productive salespeople score high
in the emotional intelligence skill of
reality testing.  They closely track
and measure their efforts and
results.  Their ideal client is
identified and pursued.   Non-
productive salespeople are busy
pursuing---anything that fogs a
mirror!   

The productive salesperson has
clearly identified selling steps and
stages and HONORS those steps.
For example, if the prospect isn’t
willing to allow access to other
decision makers, this salesperson
disqualifies the prospect early in the
sales process. The non-productive
salesperson doesn’t really have a
defined sales process so they are
busy---pursuing prospects that are
never going to buy.  

Are you busy or productive?     �

Are You Confusing Being Busy
With Being Productive? 
You’ve all seen this salesperson.  He looks busy,
complains there isn’t enough time to get everything done
and has no sales results to show for his efforts.  What’s
not working? 

Download a free chapter of
Colleen’s book HERE
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Colleen Stanley  is the Founder & President of
SalesLeadership Inc. Find out more by visiting here.

http://www.salesleadershipdevelopment.com/files/book/Sales-Success.html
www.salesleadershipdevelopment.com
http://www.linkedin.com/cws/share?url=http://bit.ly/1xv9Jw2
https://plusone.google.com/_/+1/confirm?hl=en&url=http://bit.ly/1xv9Jw2
http://twitter.com/home/?status=This+week's+top+sales+magazine+is+out+via+@topsalesworld+http://bit.ly/1xv9Jw2
https://www.facebook.com/sharer/sharer.php?u=http://bit.ly/1xv9Jw2
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October 1st 
“Implementing a Corporate 
Social Selling Strategy” 
presented by Barb Giamanco, 
Jamie Shanks & Kurt Shaver
Time: 12:00 Noon Eastern.

TOP SALES ACADEMY SESSION 01
2014 - 2015

RegisterSponsored by

October 8th
“Secrets to Becoming a
Master at Sales Coaching” 
presented by Dave Kurlan
Time: 12:00 Noon Eastern.

TOP SALES ACADEMY SESSION 02
2014 - 2015

RegisterSponsored by

http://topsalesworld.com/topsalesacademy/registration/
http://topsalesworld.com/topsalesacademy/registration/
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You know how CNN overuses
the “BREAKING NEWS” thing

ad nauseum? Remember how ten
days after that Malaysia Airlines
flight went missing they’d lead in
with the dramatic music and the
breaking news logo to tell us that
the plane still hadn’t been found?
That’s pretty much where I am with
the non-stop hype about Social
Selling.

As much of an honor and as
beneficial as it’s been being named
a Forbes/KiteDesk Top Social
Sales Influencer, and as cool as it
sounds in my bio to say I’ve been
dubbed “one of the top 30 social

salespeople in the world,” it’s
enough already with the social
selling mania.

Don’t get me wrong. I am
honored to be included in such
great company and thankful for the
recognition of what I’m contributing
to the sales community at large.
And social selling can be a powerful
and helpful tool. But too many
supposed gurus in the social selling
arena are clearly spending way too
much time reading their own press
clippings. And they’ve taken their
preaching way too far, pontificating
to anyone that will listen ...

If you took a vacation this summer,
how did you spend it? Did you

actually unplug from work and
enjoy yourself? If you’re like most
Americans, while you were playing
with your kids or laughing with your
spouse, there was a little voice in
your head whispering, “Check your
email.”

According to job-finding site
Glassdoor, the average U.S.
employee only takes half of his or
her eligible paid time off. And when
employees do take personal time or
go on vacation, 61 percent admit to
doing some work while off the
clock.

That’s a problem for sales
teams, not only because reps are
wasting their hard-earned time off,
but because they’re losing out on
the productivity gains that come
from decompressing. Studies show
that employees who take vacation
time—real vacation time—
experience an 82-percent increase
in job performance and have a
lower turnover rate than their
overworked counterparts.

Unplug or Come Undone
Even during a normal workweek,
it’s important to disconnect from ...

Read More Here�

Read More Here�

This Week’s Top Sales Article
Are You Tired of the Social Selling Hype and Being
Told Everything has Changed? by Mike Weinberg

This Week’s Top Sales Blog Post
Are You Stuck in a Revolving Door?
by Joanne Black

Top Sales World Magazine  September 23rd Edition 2014 17

http://topsalesworld.com/sales-library/articles/are-you-tired-of-the-social-selling-hype-and-being-told-everything-has-changed/
http://www.nomorecoldcalling.com/are-you-stuck-in-a-revolving-door/
http://www.linkedin.com/cws/share?url=http://bit.ly/1xv9Jw2
https://plusone.google.com/_/+1/confirm?hl=en&url=http://bit.ly/1xv9Jw2
http://twitter.com/home/?status=This+week's+top+sales+magazine+is+out+via+@topsalesworld+http://bit.ly/1xv9Jw2
https://www.facebook.com/sharer/sharer.php?u=http://bit.ly/1xv9Jw2


September 23rd Edition 2014  Top Sales World Magazine  18

If you would like to learn more about the benefits of becoming a TSW
sponsor and our existing Partner Program, please find details here.

Click on our Sponsors to find out what they can do for you.

Our Principal Sponsor is

A very special thank you to our
Top Sales Sponsors for their continuing

support and loyalty

http://bit.ly/a1tCYb
http://bit.ly/KEJk9c
http://www.knowledgetree.com/
http://360leads.com/
http://www.seismic.com/
http://www.achieveglobal.co.uk/
http://www.avention.com/
http://bit.ly/w0TvDt
http://www.wittyparrot.com/
https://www.clearslide.com/
http://www.toplineleadership.com/
http://bit.ly/WGgUVv
http://www.revegy.com/
http://bit.ly/Sq6WU6
http://www.mhiglobal.com/
http://topsalesworld.com/advertise/

