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Salesforce.com

Tools and Resources

Sales presentationsBDM Sales GuideSimplifi ed brand messaging

Drip e-mail campaignReferral programEventsDirect mail

Client employee 
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(bill stuffer for PERKS)

200 calls

Newsletter Keep Clients First
Program

1000 prospects per territory

Collateral

Proposal kit HR consultant guides

12 IA’s 6 RFP’s 1 client


