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Agenda 

 What is Marketing? 

 

 What is Sales? 

 

 Marketing Techniques 

 

 Ideas from the Floor 

 

 

 



What is Marketing? 

 Webster’s Dictionary: 

 

“The aggregate of functions involved in 

moving goods from producer to consumer”      

       or 
 

“To expose for sale in a market” 

 



What is Sales? 

 Webster’s Dictionary: 

 

“To persuade or influence to a course of 

action or to acceptance of something” 



Marketing 

 

 We APICSans (spelling?) have talked 

about marketing a lot over the past 10-15 

years  

We will review some ideas 

 

 Then we will talk about your ideas 

 



Marketing- - - Testimonials 



Marketing - - - Tools 

 Elevator Pitch 

30 seconds to 1 minute pitch 

Benefits that your Chapter and APICS offer 

 Use words like: good, money, easy, new, proven, 

guaranteed, results, safe, save, best & 

complimentary 

 

 Chapter Brochure 

Summary of the Chapter/APICS 

 



Marketing - - - Advertisements 

 

 Point out that almost 

all job advertisements 

for Supply Chain 

Professionals in the 

newspaper, Dice, 

Monster ask for 

CPIM, CSCP or 

“APICS” credentials 



Marketing - - - 

Mailing/Emailing 
 

 Newsletters---worth the investment 

 Education Catalogues 

 Email Newsletters/Education Catalogues 

 Email reminders of meetings 

 Text reminders of meetings, education deadlines 

 Linked In, Twitter, Constant Contact 

 Websites 











Marketing - - - Tools 

 Mail Lists 
Various sources to buy lists 

May develop own listing 

From Manufacturer’s directories 

From contacts 

From Dinner Meetings 

 Get an invitation to tell them about APICS 
benefits 
 I once made a 1 hour presentation to Senior 

management and we taught classes for 7 years! 



Marketing - - - Tours 

 Market your chapter at tours 

Make sure you have brochures and 

information available 

A testimonial about APICS at the tour by an 

executive of the host company is GREAT! 

“The company previously had ad-hoc and experience-based operations systems. These 

were based on intuition, but not on best operating practices. Resistance was large and 

insurmountable prior to educating a majority of the staff on the APICS’ body of knowledge 

and securing their support and assistance with the principles following establishment of 

management’s vision and direction.” 
K. Michael Hoganson, Swisslog Senior Vice President 



Marketing - - - 

PDM’s/Students 

 PDM’s 

Have brochures and registration bulletins on 

tables and or in the back of the room 

Make sure your BOD’s are Marketing your 

chapter and programs 

 Students 

Market to Professors and speak in classes 

Market to Career Development on campus and 

have panel discussions on careers 



Marketing - - - Branding 

 Always Use your Brand! 
 

 Always Use your Brand! 
 

 Always Use your Brand! 
 

 In accordance with the APICS Style Manual 



When does Marketing become 

Sales? 



Use Marketing To Sell 

Recent Comments from CPIM Class Evaluations 

 
  “The CPIM courses are the Best courses I have Ever taken.” 

 

“The CPIM modules have been Better than any college courses I have Ever 

attended.”  

  

“I have recommended this class to Many people as the one of the Best classes 

I have taken.” 

 



Contacts 

Normally it takes 7-10 contacts with 
a prospective customer to get a 
sale.   

 

Marketing can  be 3-4 of these 
contacts, Sales is the balance 



Ways To Make Impressions 

 

 10 ways to get APICS in front of your customers 
 Thank you notes for orders, referrals, continued business 

 Short note about a positive meeting 

 Article from magazine or newspaper 

 Something about their competition 

 Relevant joke, cartoon, etc. 

 Product announcement 

 An APICS newsletter 

 Notice of seminar that might be of interest 

 Special sale of offer 

 A reminder of a pending order 

 

 This should be an ongoing nurturing effort 



All this is Great but what about 

today’s Economy Challenge? 
Attitude 

When the economy is down you have to be 
“up” 

 

Must realize that now is the time to win more 
market share 

 

You don’t want to survive……….you want to 
thrive! 



Today’s Economic Challenge 

Costs… 

 In tough times, it always seems                           
like sales and marketing is a quick                  
target for cost cutting 

This is not the time to cut 

This is the time to invest more! 
 Investment might be in reduced costs or increased 

services 

Win the customers that others are not even 
looking for in these times…expand your 
market share 



Today’s Economic Challenge 

Loyalty… 

 

 This is more important in tough times 

 Loyal customers tell others about you 
 Now or in the future 

 Loyal customers buy from you 
 Now or in the future 

 Customer satisfaction is worthless 

 Customer Loyalty is priceless 
 Must create loyalty! 



Today’s Economic Challenge 

Reputation Makes Marketing Easier! 

 

 What are you known for? 

 What are you known as? 

 Ask why they buy from you? 

 You need to have best service 

 You need to have best reputation 



Have a Long Term View 

 

 Don’t be afraid to invest in the future 

 Don’t be afraid to offer help in time of need 

 Don’t be afraid to market discounts 

 We are not for profit, and not for loss….but 

 Don’t be afraid of “Free”   

 Free can be part of Marketing 

 Earn trust and respect for future sales 

 Invest….invest…invest 



Best Practices Discussion 

 

1. 

2. 

3. 

4. 

5. 

6. 

7. 

8. 

9. 

10. 

 



References 

 

 

The Sales Bible: Jeffrey Gitomer 

Selling to VITO: Anthony Parinello 

Execute to WIN! : Robert Riefstahl 

Everyone is a Customer: Shuman/Twombly and 

Rottenberg 

Sales Rules of Roger Harris: rharris@msstech.com 



Thank You ....Thank 

you very much 
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