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Discover how fto

penetrate
corporafte market — and begin profiting from the
nation’s most lucrative buyers!

the huge

How to Become a Key Supplier to Large Corporations
BY JEFFREY P. DAVIDSON

f you're an entrepreneur intent on building a
business, it's time you face up to the fact
that securing profitable, long-term contracts
with major corporations is a sure way (0
increase revenues and help grow your company.
Yet how can you. as a small business owner,
get a foot in the door at Boeing, Coca-Cola,

Exxon, [BM or Upjohn. and suc-
cessfully market your products or
services?

It's not as difficult as you
might think, as you'll learn in
Selling 1o the Giants, which has
detailed, step-by-step information
on how to find a profitable miche
by attaining favored supplier sta-
tus with the nation’s most lucra-
tive buyers.

This book is based on a three-
year study involving surveys of

Fortune 500 purchasing agents, reviews of effec-
live corporate-sponsored small business procure-
ment programs and an analysis of the marketing
techniques of today’s most successful small

business vendors.

Selling to the Giants explains how to:
B scarch out corporations predisposed to
doing business with small vendors

calls

“Only one percent of
all small businesses

B identify the key people who grant
suppliers access 10 Fortune 504 companies
W understand the hierarchy of a corporate
purchasing department

B make eftective presentations and sales

B handle on-site inspection visits from cor-

porate representatives
B develop a quality control pro-
gram that is sensitive (o customer
needs
B avoid the mistake of under-
bidding in order to secure a
contract
B come to the negotiating table
armed with counterproposals
B use trade shows (o prospect
for blue-chip chients.

In addition, the book has tips
on how to improve your financigl

image with large corporations and how to
become active in business associations that can
help increase vour visibility.

Complete with a listing of addresses of more

than 200 corporate purchasing contacts for major

U.S. firms, this book is a blueprint for success
that all small business owners ¢an use 10 win
over Fortune 500 companies as customers.

Publisher’s price §27.95  70-8067 Club price $22.95

FORTUN

BOC
CLUB

K

OpERATED BY Book-0F-THE-MONTH-CLUB. INC., Cavr HiLL, Peansyrvanaa 1701 2-0001

NOTE: A shippinsg ard handling change is sdided o each shipment
In Canadn, poblishers” 25 well s memben” prices are generally hagher than the U5, pross {ssed throughout the Newslmer

Camadian GST is estr. Cansdian members should pey i Cansdien fords



