


Connie Chilla:
Salesperson of the Year

“Congratulations to Connie on a
superior performance in a terrific
year!” — Gary Fisher

1975's Salesperson of the Year was recently announced, and
the person named was Connie Chilla of Media’s Midwest
region.

Connie's sales orders and quotas were consistently large
throughout the year, according to Gary Fisher. ““Connie led
the nation on a full-year basis with an outstanding 222 percent
quota performance. This achievement resulted from the con-
secutive months of quota attainment, with eight of these over
200 percent and three over 300 percent! This kind of con-
sistent excellence precludes any single account, effect of big
month, or big order,”” sums Fisher.

Chilla's Regional Manager, Marty Dasher, has high praise for
the Salesperson of the Year. '"Connie is a prime example of a
‘home grown’ salesperson. That is, she had no sales experience
prior to joining Memorex in March, 1974, Her sales expertise
has come solely through the Media sales organization."

In describing Connie’s working modus operandi, Dasher says,
“She has dynamite drive, hard-work dedication and an over-
whelming enthusiasm. This enthusiasm is one of her keys to
success. On a sales call, her vitality translates to customers,
who in turn get as excited as Connie about her Media pro-
ducts.”

This excitement about Media sales and products was also
reiterated by Connie, ‘| owe alot to hard work and persever-
ance. And | also received alot of help from my friends.”

Connie points out that “help from my friends’ came from her
regional co-workers and from the credit, billing, ordering and
Media marketing personnel in Santa Clara. “Plus, help on sales
systems via Marty Dasher and District Manager, Jim
Mooreland, also significantly contributed to my success,” she
praises.

And what about Salesperson of the Year in ‘767 Connie
optimistically says, "I'll give it my best shot.”

Goal Setting
by Gary Fisher

A new year brings with it a fresh set of
challenges and objectives. We tend to
dwell on those passed on to us, and
ignore a less obvious but equally vital
area . .. that of personal goals.

This can begin by putting those objec-
tives given to you on a daily basis. A
$40,000 monthly quota requires
$2,000 worth of business a day. Planning and measuring your-
self on this basis guarantees that you'll know each and every
day what kind of day you‘ve had. It also insures that you'll
know where you stand as the month progresses, and won't fall
into that familiar trap of waking up to find that you are in the
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last week of the month and need $25,000 worth of orders and
shipments! Ours is a day-to-day business in other respects, and
we should plan, prioritize and measure ourselves on that basis.

Another aspect of personal goal setting is that it extends above
and beyond those passed on to you. Above in degree because
that’'s how over-achievers get to be over-achievers. Beyond in
kind because you'll set goals other than those passed on to
you. These can be financial, professional growth, career path,
or strictly non-business.

This activity forces a discipline in that the goals immediately
beg for a road map or plan as to the “‘how to"” and timetable
for achievement. The individual with crisp goals is directed,
but the person who knows how and when he will get there is
in control.

The last but most important aspect of this technique is com-
mitment. And the most significant commitments are those
that we make to ourselves!

Roll Call of
The Great Ones

Ann Kane in November ‘75

“The only thing that | have to say is ‘Fantastic,” '" says Ann
Kane, Midwest region sales representative, upon her selection
as Professional of the Month, November 1975. Ann was
recently named for the honor by Gary Fisher after she led the
nation in November with a 370 percent quota performance.
She did it by selling alot of tape and disc products — in near
equal proportions. She built up to the high quota with 151,
145 and 176 percent quotas prior to November.

Ann, who thus far stands at 171 percent for '75, says that she
did it by working very hard for four years. When asked what it
is that she does to keep her quota so high, she replied, "Ask
for the order on every call. That way, even if the prospect
doesn’t order, at least | feel better when | leave.”

Ann also suggests that every salesperson read Robert Ringer's
book, “Winning Through Intimidation.” It's a real ringer!

1975 Professionals

November Ann Kane
October Allan Gaudet
September Dennis Pickrell
August (No Selection)
July Jeff Moser
June Bob Murphy
May ) Tom Walker
April ' Bob Schlosser
March Connie Chilla
February Dave O'Connor
January Jay Benedict






