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I strongly believe that, generally speaking,

manufacturers tend to be inward looking when it

comes to sales people and forget that the largest

contributors to their business are those at the sharp

end, selling to the end-user come rain or shine.

Therefore Exponent took the decision, with the full

support of Steve Harrop and his team, to open up

our sponsorship to OFDA (Office Friendly Dealer

Association) members. | am pleased to say that as a

sponsor of the USP Sales Person of the Year Award, Exponent is nominating
one of the foot soldiers of the office supplies industry. | would like to take the
opportunity to say a personal thank you to both Gilly and Stuart of OFDA for their
hard work and efforts over the period of Exponent's sponsorship.

NOMINEE VITAL STATS

Name: Tom Green.

Position: Sales & Marketing.
Company: Belmont Stationery Ltd.
In the job: Six years, six months.

Responsibility: Responsibility for retaining and developing existing business.

SPONSOR: EXPONENT
NOMINATION: Tom Green

Best achievement: Marrying my wife Jacqueline.

His best tip: Never give up and always have a sense of humor.
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