Providing Solutions + Exceeding Expectations + Maintaining Strong Companies

In tough economic times, it's likely you will look at cost cutting
measures that have an immediate impact on the bottom line.

We have all seen organizations cut top sales people only to replace
them with less-experienced, less-costly sales people. While this
initial bottom-line impact may look good, the long term effects can
be devastating.

In my opinion, one of the most blatant examples of how this theory
doesn't work is to look no further than your neighborhood Home
Depot.

When Home Depot began, a big part of its value proposition was
the experience and knowledge of the in-store staff. Former
plumbers, carpenters and electricians were hired. With this type of
expertise available, the do-it-yourselfers felt confident tackling
projects. And they knew they could come back for help when they
needed it.

Fast forward to today. Go in to any Home Depot Store and attempt
to find the following: 1.) a salesperson, 2.) a sales person who has
specific knowledge about a product or specialty or 3.) a
salesperson who asks you if he can assist you. While you may see
this as an exaggeration, it's far more fact than fiction.

In an effort to cut costs, Home Depot hired inexperienced and part-
time people. While this initially looked great on the bottom line, it
ultimately undermined what Home Depot stood for...knowledgeable
sales people and dependable customer service.

The overall result was long check-out lines, out-of-stock items and
a general lack of faith in Home Depot's ability to deliver on its
original commitment to its customers. The result was unhappy
customers looking for the nearest competitor in hopes of finding the
help they needed...and deserved.

Understanding the value of keeping experienced sales people and
proven customer service, will bring long-term value to your bottom
line, and avoid a shori-term “fix” that will have enormous negative
impact on your organization down the road. Saving pennies in the
short-term to lose millions in the long-term is not a wise business
practice. While cutting costs may make sense, it's important o
protect your brand and value proposition.
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Brian Gilbert has been an award-winning recruiter for over
22 years in the corporate travel management and card
industries. During his tenure as a top recruiter Brian has
mastered MRINetwork's 24 Step  Streamlined
Methodology. He has done over one hundred searches
for industry leaders such as American Express, Orbitz,
Travelocity, and Carlson-Wagonlits. He works with travel
management companies, commercial card providers, and
travel technology firms both nationally and regionally.
Brian finds and secures top talent for diverse positions
within the travel industry. These positions include sales,
operations, technology, and account management
executives.

Brian focuses on providing qualified impact players to the
top three percent of companies within the travel industry.
He puts all candidates through an intense evaluation
process which entails qualification assessments,
reference checks, and behavioral analysis.

Let him demonstrate for you what he has done for them.

Meet This Month's Impact Player

=  (Candidate has over 15 years in corporate travel
management based in the southwest.

= Extensive experience with large market in the
western region with primary focus in California.

=  Averaged over $25 million year in new business.

= Well connected in the marketplace with extensive
contact list.
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