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While sorting old papers, I came across an intdresting project
at GE. As you lead SAYF it micht be the direction af a new and
vital thrust for it.

We often found VA/E,used as a sales tool aot orders GF wanted.

To communicate this added tool for the salesmans kit, we set upn

a svecific program and kept exact g tg whict we could communicate
to other sales leots, Sales manag a Qaﬁ@ed and never could get,
motor business from cne large potential customer, so we crese it,
Results are self explanatory.

In spite of these planned and proven results, it didnt fly in oF,
‘ainly for two reasons. 1. Sales managers, who hacd become lecaders

in their areas by years of trainina and exparience,viewed it as a
competitor and reacted antagonistically by showing accounts they

had built up by other mezns to communicate,"theres not-in~ special
abcut this". Prcbably fear of embasrassment was an inportant factor.
2. Some high Sales Tent officials issued word that,"anvone attending
a VA seminar, would be fired".

Billions are spent on advertising and other means to aet sales.
It is probable trat tre use of our techniques to get sales is also
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