For Immediate Release

For more information: 
Catherine Usher, Member Services Director

262/784-4774 or 800/352-2981


Sales Pro STAFDA Training Handbook Distributed
Elm Grove, WI – The Specialty Tools & Fasteners Distributors Association (STAFDA) and industry sales expert Tom Reilly have unveiled a new outside sales training manual, Sales Pro. It is intended to build on the success of STAFDA’s inside sales manual, Counter Pro, released last year. Sales Pro reads specific to the construction/industrial channel. 

Sales Pro is a book and training manual based on the construction/industrial channel’s best sales practices with a focus on STAFDA’s top sales performers. Like Counter Pro, Sales Pro is a 172-page, self-paced, self-directed sales manual with exercises after most chapters. The manual is designed for sales managers and salespeople – both inside and outside – at any career level. 
In his research, Reilly surveyed and called hundreds of STAFDA salespeople, sales managers, and end users to determine best practices of high-performance outside salespeople. Sales Pro, when used in conjunction with Counter Pro, provides a one-two punch for educating both inside and outside sales personnel. 
Sales managers can use Sales Pro in five ways: 
· As part of an “on-boarding” process to get new salespeople up-to-speed more quickly

· For weekly or monthly sales meetings as an ongoing training tool

· As part of regular coaching sessions with sales staff 
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· Use the motivational profiles to assist in recruiting and selection efforts

· Use the book’s benchmarks to examine sales force work habits 

Reilly will also be conducting a series of one-day Sales Pro workshops for all STAFDA member categories during the first quarter of 2007 in Chicago, Atlanta, Baltimore, Dallas, Seattle, and Las Vegas. (You must be a STAFDA member to attend.) His background includes training over 100,000 salespeople during his 25 year career, serving as a faculty instructor at the University of Industrial Distribution, writing several previous sales books, including Value Added Selling, and writing a monthly column for Industrial Distribution magazine. 
All STAFDA members received one free copy of the handbook in November with additional copies available at a nominal cost. Copies are available only to STAFDA members. 
For more information, contact Catherine Usher, Member Services Director at 262/784-4774 or 800/352-2981 or e-mail cusher@stafda.org.
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