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A consultant exists to fit every need

No matter what the problem or challenge being faced by a business, there i another
business devoted 1o swolving 1. Whether 3 busingss owner neods to help new hires

learn how 1o present themaclves 1o the pubhic, noods specialired training for 3 sales
force, or noeds help selling the busingss, o consubiant is available to anxist

Many of today™s college gradustes have ample book knowledge, but they have not
acquired the skill to present thermelves effectively 1o the public. Wendi Kane owner of
Metamorphonis Image Consulting in Marinsville, Bridgewater Township, trains poople
1o make the best first impression possibile

“Even among image consuliants, whal Metamorphosis does is a bit different,” Kanc
s, =1 deal with medium 1o large suee corporations and focus on body language and
commemamcation skills, incloding how 1o \!’\"AL. an well as how o dress.”™

A graduate of Comell University with a major in basiness fashion and a mimof ih
communications, Kane alw is centified thwough the London Image Institute. She helps
sales tearms keamn effective peosentation skalls and docs seminars fof women in
leadership, among other types of training. Additional information can be obtained by
calling 7325609656 o viulng wwa morphyourmage com.

Addrewsing business needs from a 1otally different perspective is TOPS in
Emerpency Response Ing, in Wesatfickd, TOPS wains people to handle emergencics,
such as chemical and odl spills, as well as how 1o respond (o natural and man-made
cmergencics. The stafl at TOPS provides safety training and caviroamental bealth
services and will help prepare plans for emergency response. TOPS can be reached 2
Q-2 25244 o by visiting www. Lpacring Coimn.

“The complexity of all of the new and dilferent types of hazards that businesses have
to deal with, including everything from traditional fires and chemical spills, to
pandermics and terroram, make our services mone nocessary today than ever before,
The need for every busineis 1o conssder sile security issees 15 critical foday,™ said
Philip Solomon, TOPS vice president

For large companies that nood assitance with receiving supplics and delivering
products in the most eflicient way possible, there is New Directions Consuliing in

Cranford. New Directions owner Manlyn Gettinger has a background in purchasing and
inventory for large firms. She now uses that experience to belp other companics with
purchasing, inventory control and supply management.

“For anyonc who receives of ships supplics of any kind, we can help them remove
the waste from the system and save them money,” said Gettinger, who can be reached at
D08 7090656 or www consultwithnewdirechons. com.

Small companics that wani to grow larger by acquiring the nght property or ownern
who want 1o s¢ll a company can tum 1o Fidelity Business Partners in Basking Ridge,
owned by Fran and Bill Storer. A business brokerage and coasulting practice, the firm
specializes in helping owners determing the value of their company and discroctly
finding the right buyer for it. They also help business owners scquine other companics
when they want to expand. The Storers can be reachad at 9089530844 or
www fidelitybp.com

“We provide a range of services 1o actively market a company, mcluding linding the
right financing and cresting the entire structure for the transaction,” Fran Storer said
"W do not take on very many companics, because we commit to actively working with
¢ach firm for several months.™

Obser coenpanacs want To grow by acquinig new clients and that is where Bombadil
LLC in Maninsville can help, Andy Gole helps clients redesagn thoir sales process to
increase their chent base. Gode, who can be reached at 200 2153447 or
www bombadilllc com, has taaght at Farlogh Diclimson University and sntten two
books on effective sales presentation

For a lov of companics, the chemts they have, love them, but they do mot know how
to get new clients. 11 they want make to changes so they can acquire new cleenits. | can
heelp them,™ Gole xasd

Bombadil LL

Bombadil specializes in breakthrough selling

Andy Gole, presadent of Bognbadil LLC, a sales and bosiness consulting furm based
Martinaville, NJ said he brfngs & unique approach o the wles proces; the method s 1o
oreate ans] manage cuslomer wrpency., built on 3 matenal difference

“Material dhifference v a differonce powerful esough 1o cause a
prospect 1o make a change. Add urgency and sales soar a5 moch as
20 percent of more,” said Gole. "Unfortunately, oo many sabes
people work on prospect interest, whth nypacally gpocs nowhere. You
can rocognie thin when prospocts doa’t take or return phone call,
don’t anvate vou 10 bid om busaness or don™t give you Teedback on
your proposals.”

Gole's urgency philosophy can be summsd up a0 po dpendy
means mo wale

Acconding 1o Ann Haley, operations vice prosident at Thawmas
Travel Service, Gole™s <laimas have proved tnes for her company
hased in Dovlestonn, PA, 1 3 Bombadi client

Thomas Travel Semvace,

When we set our initial goal of & 25 percent increase m sales, | thought it was pée in
the sky,” she snd "Bt in only two months, we are already up 20 percent.”

Geolde's approach may be unorthodox

“Arc you funoes 8 being blackmadled by your sales force™ Do they lack moxie™ Do
they fry the cuntomer’s nervoen syitem™ asked Gole. "It s surpriving how many
busines owners o CEOs feel this is tree. The business owners o’ wasd 80 disturh
the potential customer-salesperson “relationship™, vet those relatioaships sren’t
bringing m new business

“It s abwo one of the reasoms sales people don’t have any moxie,” be sdded. “They
wamt ho sell in familiar termsory and lack the pemption o enter uncharted termtory. Mont
salowpeople are afraid o sk for commtiment, w ibe sales provess dogsn’t go
anywhere, Or they aik the prospect for oo msch, frymng her mervoes systoms. Sales
people need to sk Ffor the mavinmem commitment they are entithed to, a1 each stage of

the sales process

Refernng to Gobe's methodology, Bemamin Hirsch, president of Regal Kachens, in
Rrooklyn, NY, another Bombadil client, sabd, “Gole comtantly rocommended
non-conventional and wmetimes counder-intuitive strategics. But of worked
and | am glad | listened. Because of his advace we will hkely imcrease sales by
20 peroent 0 30 percent.”

Gole teaches 3 process that leads o closure. Instead of focusing on a ane-
call close, where appropriate, he focuses on commatting the peonpect 1o a
kegimumate scarch

Steve Pinado, CEO of M5, a billing and collecting company in enkmbown
PA, commented, =1 gave Andy a skeptic’s two minstes on the phone. He wis
successfiol in peaking my interest in wrpency and in his methods of Closing o
sale that worked. | wanted him 10 teach my sales force how 10 do this.”

In his 23-year caroer Gobe has made moce than 1,000 wlbes calls, taught sales strategy
for cight years al Fairleigh Dickinson University’s Rothman Inatimuae for Engreprencunal
Studics and started two sucoesaful businesses. Dunmg this time, be rescarched. tested
and refined his techniques until his consulting method reached close to a 100 peroent
SHCCOYs

Core customens inchode firms that have reached a revenwse platcau and peed help wath
Cusliimer acquitition a1 well as those that are growing and want to benchmark best
practices, Gole's client It includes masufacturers, professional firma, financial
imtiuhons, healthcare facailities, Wlling and collecting firma, & kuchen renovator, &
travel agency.

Giole is currenaly working with the Gateway Chamber of Commerce 10 help mcrease
the Chamnber's closing rato for new members
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