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**This is a much-needed book.™
—Harry E. Hough, President, American Purchasing Society

“Firms in SBA's management assistance programs should be required to
read this book.”” —Jaseph V. Casemento, U.S. Small Business Administration

The culmination of a three-yeuar study involving surveys of Fortune 500
purchasing agents, reviews of effective corporate-sponsored small business
procurement programs, and analysis of the marketing techniques of successful
small-business vendors, Selling to Giants is a blueprint for success that any firm
can use to develop profitable, long-term business relationships within the giants
of the corporate world.

A consultant since 1975, Davidson has helped hundreds of small businesses
and is one of the most widely published business authors writing today. He s 4
five-time recipient of the Washingron, D.C., small business **Media Advocate of
the Year" award, presented by the LS. Small Business Administration
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