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What does it take to be successful in printing sales?



The Printing Sales DNA Project

Thank you for participating in the Printing Sales DNA Project. As promised, here is your complimentary
copy of the basic findings. A more detailed analysis will be available for sale in approximately 3 weeks
(see Special Offer below.)

You may remember that you were asked to rate each factor on a scale of 1-20. That was to increase your
range in differentiating between the various “success factors.” For reporting purposes, we have reverted
to a scale of 1-10, with two decimal places — a simple “divide-by-two” calculation.

As you’ll see, most of the ratings are very close, indicating that “all of these things are important.” In fact,
most of the responses rated multiple factors at 20, indicating that they are critically important. The number
of 20’s, though, was balanced by lower scores for each of the success factors, indicating a pretty wide
perspective on what’s important and what’s not. In other words, the average ratings are close, but to get
there involved a significant range of disagreement.

The more detailed analysis will shed light on that range of disagreement, breaking out the data by job
responsibilities (owner vs. employee), type of printing company, age and experience range. It will also
include comparisons to a group of known high performers, and my own “expert opinion” on what it takes
to be successful in printing sales.

This detailed report will sell for $99, but as a survey participant, it is offered to you at a special rate of $59.
You can pre-order the report at: http://davefellman.com/DNA_Participant_Offer.html. Release date: 4/7/15

See the next page for another view of this data, including definitions of each of the “success factors.”
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If you want to sell more printing,
you should probably read the book!

Special Offer for Printing Sales DNA Project Participants

http://davefellman.com/DNA_Participant_Offer.html.




