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It takes planning. . . continued

None of the afore mentioned desires of a
company are impossible to meet. YOU
CAN BE THEIR SOLUTION.

Before hastily beginning a corporate
program, clearly define what your facility
is capable of offering and decide what rate
the corporate market can reasonably
afford. Select an individual or team who
will represent you professionally in the
corporate environment. Select billing
options that suit both your needs and the
companies you intend to pursue. Lastly,
have your presentation and program
options in place before attending your
first meeting.

For more information and assistance
contact us at info@baserev.com.

B.A.S.E. staff will be attending the 2011
Gold’s Gym Convention in
Las Vegas, NV.

Contact us today at info@baserev.com

Corporate Corner

Keep your corporate reps on their toes!
With the mobility of their position, the
sunny days and warm temperatures
can be too much for some to resist.

If you've seen a drastic increase in
your reps scheduled meetings that
take them away from your facility
during business hours, it may be too
good to be true.

Schedule a weekly meeting for your
rep to update you on their sales and
meetings and if you're truly ambitious,
call them at the last minute and ask to
attend the meeting with them!

Being involved with your reps and
holding them accountable for their
whereabouts will ensure that you are
getting the work out of them that
you've paid for.

Follow us at www.baserev.com for updated blog posts.

Contact Us:
E-mail: info@baserev.com

Website: www.baserev.com




