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ROOKIES

on the

Rise

Age is but a number. The sentiment rings true for these
35-and-under go-getters. They have worked hard to create
their success - and these young dynamos are here to stay.

oung. Successful. Empowered. By charting their own course in business, young
salespeople often find themselves in their dream job at an early age. The reps
profiled here are smart, savvy and willing to shake up the status quo. We chose
them based on their steady growth, hard work, positive attitudes and pure dedication.

Here’s how they did it.

BY JENNIFER VISHNEVSKY

Mike Welker

Coach/Adaptor/Believer in Love at First Sight

Age: 27

Title: Account Executive, Touchstone Merchandise
Group (asi/345631)

Hobbies: I'm coaching soccer at my alma mater
high school in Cincinnati.

Who do you look up to? My parents. My dad
came from nothing and now he’s a vice president
of sales, and he always made time to hang out with
us and attend our sports games. The VP of sales at
Touchstone has also taught me how to be a true sales-
marn.

Where will you be in 15 years? I would love
to stay in this industry. It allows you to work with
anyone, from a local Girl Scout troop to a Fortune 50
company.

His Story: It didn’t lead him to sales, but Mike
‘Welker’s high school job was one of his most reward-
ing. While he was cleaning the pool at a water park in
Cincinnati, he spotted a girl doing her swim test. “I
saw her and knew that was who I was going to marry,”
he says. Married for two years now, he isn’t planning
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to go back to the
water park, having
always wanted to dive
into sales. “My dad
is a vice president of
sales here in Cincin-
nati,” he says.

It all started at
Ohio  State  Uni-
versity, where he

majored in market-
ing. In his senior year,
he was hired to work for Newell Rubbermaid and
sold blinds to Lowe’s, Home Depot and JC Penney.
After a promotion, he worked for an office products
division of the company. “I worked with them for a
year and fell in love with the industry. It allowed me
to use my marketing brain and instincts to help my
clients at the time,” he says.

But when the pharma code was enacted, Newell
Rubbermaid used a “last one in, first one out” policy,
and Welker was given about three months to find a
new job. At 25, he decided to try the distributor side.
“I knew the big players in the area and that Touch-

stone was the right place for me,” he says, but there
were no openings in sales. That didn’t deter him.

He asked the sales manager if he could work for
free for three months. “I wanted to prove I was a hard
worker and I could bring in business; I just needed
a shot,” he says. Three months later, he was on staff.
He secured a contract on day 88 with a major food
brand his cousin worked for. “That has turned into
a $500,000-per-year drop-ship client with additional
sales of $250,000 for their online store,” he says. He
has done everything from gifts with purchase, online
stores and mail-in prizes.

“I have 30 contacts there that have really given me
all of their business. It’s all about networking, asking
for referrals and asking for leads. When I finally real-
ized thac I can bring value to these people, it wasn’t,
‘Hey, give me names so I can get a sale.” It was, ‘Give
me a name because I feel like I can help them, ”
Welker says. As a result of his tenacity, he will be well
over $1 million in sales this year. “My program busi-
ness will be near $300,000 by year-end, and my drop-
ship sales will be near $1.5 million. T have a firm plan
in place, and I feel I will be a $2 million salesperson
for Touchstone by 2013,” he says.



Jason McSweeney
Designer/Dad/Cool Cucumber
Age: 32
Title: President, dream
INK (asi/183364)
Hobbies: Bicycling,
reading, sports and adven-
turing around Chicago.
Who do you look up
to? My father started his
own successful remodel-
ing company the year I was born, he’s nice
to a fault and he taught me the importance
of keeping your word in business.
Where will you be in 15 years? [ope-
fully, I'll get some support staff in here. I
see us offering everything through digital
means.
His Story: McSweeney has always been
an artsy person, focusing on drawing, writ-
ing and reading as a kid. “I had my first son
when I'was 16, so I joined the workforce and
ended up with a poster printer,” he says. In
printing, he dealt with every department, so
he learned more about working with each
client from concept to completion.

After 13 years of experience with a large
retail printer, wholesale chains and ad agen-
cies, McSweeney branched out on his own.

“I started dream INK nearly four years ago
to offer better service and streamlined pur-
chasing,” he says. “I saw a real lack of promo-
tional products in the printing industries.”

Even though McSweeney hadn’t been work-
ing on the sales side, he brought over 20-30 cli-
ents from his old jobs.

Now; his clients include engineers, investiga-
tors, insurance agents, doctors and fitness folk,
along with local print shops who utilize him for
his expertise in design and promotional prod-
uct procurement. “I don't do a lot of cold call-
ing. I'm not an aggressive sales guy. We're not
making 100 calls and getting one business card
order out of it,” he says.

McSweeney’s clients recognize that his
style is unique. “One of my clients got bron-
chitis a few weeks ago. Her company had
a few trade shows it was preparing for, and
we had an order that was in limbo when she
landed in the hospital. I made an exccutive
decision and we got everything to her on the
day she returned. We got a great e-mail from
her saying that’s why she loved working with
us,” he says.

In his first year, McSweeney sold about
$80,000. This year, he’s projected for
$150,000.

Laurie 0’Shea

New Mom/Liaison/Blog Enthusiast
Age: 27
Title: Sales Department Manager, Motiva-
tors Inc. (asi/277780)
Hobbies: I don’t have that much of a life
now that I have an 8-month-old daughter.
But I like reading, working out and cooking,
Wheo do you look up to? I look up
to our CEO here, Ken Laffer. He started
knocking on doors and now he has a fancy
office with a lot of employees. Also, Rachel
Levin has taken the sales department to a
place that has a lot of positive energy. I also
look up to my husband. He is the manager
of IT at Motivators; we met at the company:.
Where will you be in 15 years? I hope
to be in a very similar place because I'm so
happy right now. I have a great job and a
great family.
Her Story: With four promotions in five
years, O'Shea is definitely doing something
right. After graduating from college with a
degree in communications, she heard about
an opportunity to be a receptionist at Moti-
vators, Inc. “The company started growing
very quickly, so I was promoted into the
sales department, There were only a few of
us, but before we knew it, we were a huge
online company,” she says.

“I didn’t come into sales 100% cold, since

I had learned a lot in
the beginning. But, it
took me six months
to  be completely
comfortable with the
industry,” she says. -
Luckily, her experi- g
ence from the ground ’
up proved to be
invaluable. “Once we expanded, I could help
problem-solve and make sure that every-
body was on task. I stepped up and helped
streamline order processing,” she says. Since
she was already acting as a supervisor on the
sales floor, she was promoted to supervisor.
“Last year was my biggest year. T billed over
$1 million. The government has been really
huge for me lately, as well as education and
health care,” she says.

One of her favorite recent projects was an
order for Nordstrom. “They requested cus-
tom tape measures, which were black tape and
silver text, that said ‘Nordstrom fits America.’
We ordered thousands and they went nation-
wide for all of the stores,” she says.

O’Shea now manages both the inbound
and outbound sales teams. She is the liaison
between departments to implement new
ideas. “We just hired three new people, so
T've been training them. I make sure that
everyone is constantly blogging, which is
huge for us,” she says.
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‘Brande Brown

Age: 35
Title: National Account Manager, Goldner Associates (asi/209800)
Hobbies: | am an avid cupcake baker. | also ride a Harley.

Who do you look up to?
| look up to successful
businesswomen who can
handle being a good mom
and a work life,

Where will you be in
15 years? | would like to
teach other young people
coming up in the industry.
This is @ great industry - |
can't stress that enough.
Her Story: At age 23,
Brown got her start as a
sales rep in the gift and
home décor business. “I
was working with retailers
who were selling stuffed
animals,” she says. One of
her accounts started ask-
ing about custom plush items. With an
associate's degree in digital design and
prepress graphics, she already had a
great knowledge base. “One question
led to another, and | started doing research on custom products
for my customers since they were asking me for things other
than stuffed animals,” she says.

Eight years ago, Brown decided to start her own company
with a friend and brought in about $200,000 each year in sales.
She came across Goldner Associates in 2007 and now works
with SeaWorld, Disney and Alere, a medical company. “Holiday
Inn Club Vacations is my biggest account. | have spent the last
two years building a uniform program for them. That has been
a beast, but we have developed an online ordering system for
them,” she says.

Last year, Brown booked about $350,000 in sales. This year,
she's projected for $500,000. However, it's not all about the
work. "As @ mom, it's the most fantastic life | could ask for. | work
really hard on certain days of the
week, but then the reward
is | can go see my son in
a school function on a
Tuesday at 10 in the
morning,” she says.

One of her mem-
orable projects
was for National
Swimsuit Day
with SeaWorld.
“| worked with a
major retailer to
come up with give-
away items that could
be used at the retail
level,” she says.

While she works
with about 25 clients,
SeaWorld is one of her favor-
ites. That may have something
to do with her childhood
dream of being a dolphin
trainer.

continued on page 92
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