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Dear meeting planner,  

The movie, The Wizard of Oz , provides us with an interesting comparison.  

Dorothy said, óToto, I've a feeling we're not in Kansas anymoreô. Todayôs  

marketplace and todayôs small business owner is probably having a similar  

feeling. Their marketplace has changed; their customer base has changed, as has 

the way their customer wants to do business.  

Many of these small businesses are struggling to find ways to adapt. They face 

challenges of knowing how to properly target their business for this ónewô  

customer. They have issues with being able to advertise their products and  

services in ways that their customer will see and hear their message. They need to 

know how to educate their staff and they need assistance with understanding the 

financial components of managing their business in this new economy.  

New businesses cannot simply open the doors as was done for many years, and 

expect customers to immediately be attracted. Business is not going to be done 

the old way anymore.  Both new and existing businesses are finding that the  

different dynamics of business can be daunting.  

The responsibility for helping these business owners to resolve these issues  

belongs to many; those that need these business owners to attend trade shows 

and conferences and those that provide products and services to these  

businesses. Simply said, if we are expecting these business owners to pay dues or 

pay in a timely manner for what they purchase from us, we have to step up our 

efforts to ensure the continuance and viability of them.  

The challenge is there and I work to help those businesses successfully respond. I 

help them to adapt; some need to prepare and some need to repair. I have made 

the Profits Plus website into a complete toolbox for their usage. I continue to offer 

at no charge, the many tools I have created by inviting businesses to  

listen again to messages I have given, participate in free conference calls, and use 

what is needed to increase their profits plus build their business for the 

future.  

I wear the red shoes when I address a group as a reminder that I think 

Dorothyôs analysis is correct; Iôve got a feeling weôre not in the same 

business anymore.  

Thank you for allowing us to partner with you,  

 

Welcome to Our Catalog of Winning Presentations  
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At each trade show, there are new vendors wanting to maximize their exposure 

to dealers. Likewise, there are often vendors who have added a new product or 

product line and are in need of that same exposure.  

As the organization producing a trade show, you have an opportunity and an 

obligation to assist in getting these products introduced to their customers.  

Often, after one of Tom Shayôs presentations, attendees want to visit with Tom 

to ask questions that are specific to their businesses or obtain a signed copy of 

one of his books.  

By having Tom speak at your event, you can capitalize on these needs and  

opportunities. As an extension of his commitment to small businesses, Tom 

suggests this format:  

-  Offer sponsorship to a vendor using a ñTom Shay is sponsored at our event 

byéò tag line with your pre-show material. When introducing Tom, mention the 

vendor and that Tom will be appearing in the vendorôs booth after his  

presentation.  

-  Allow the vendor to place a small display of merchandise in the front of the 

room while Tom is presenting and suggest that Tom select, at random, an  

attendee to win the merchandise display.  

-  Explain to the attendees that they can visit the vendorôs booth to sign up for a 

30 -minute one -on-one visit with Tom and that this service is provided to them 

with the compliments of that vendor. Utilizing this format, the buyer will be  

visiting the vendor twice: first to sign up for a time and a second time for the 

actual visit.  

-  Tomôs books will be made available to the vendor at the publisherôs price. 

Most vendors use them one of two ways. The first is to give a free copy of a 

book with every qualifying order. The second is to offer the books to merchants 

at a reduced price.  

This unique promotion will assist you in making your show successful by:  

1. Having a show that is unique  

2. Providing a service to vendors  

3. Giving the businesses attending your show an extra incentive and  

opportunity to take home information to make their businesses more profitable  
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¶ AQUA 

¶ Auto Trim & Restyling News  

¶ Billiard Retailer  

¶ Boat & Motor Dealer  

¶ Boating Industry  

¶ Canadian Bookseller  

¶ Christian Retailing  

¶ College Store  

¶ Construction Distribution  

¶ Country Business  

¶ Drugstore Canada  

¶ Floristô Review 

¶ ForeWord  

¶ Franchising  

¶ Garden Center Merchandising &  

   Management  

¶ Gift and Tableware  

¶ Gift Basket Review  

¶ Golf Product News  

¶ Groom and Board  

¶ Hardware & Home Centre  

¶ Hardware Age  

¶ Health & Fitness Business  

¶ Main Street Now  

¶ Marketplace  

¶ Model Retailer  

¶ Music, Inc.  

¶ National Dipper  

¶ National Home Center News  

¶ Nursery Retailer  

¶ Office Dealer  

¶ Outdoor Retailer  

¶ Party & Paper Retailer  

¶ Pet Age  

¶ Pool & Spa News  

¶ Power Equipment Trade  

¶ Pro Shop Operator  

¶ Recognition Review  

¶ Rental Product News  

¶ Retail Focus  

¶ SHOT Business  

¶ Southwest Building Materials  

¶ Specialty Retailer  

¶ Sport Truck & SUV Accessory  

¶ Tack n Togs Merchandising  

¶ Trucking Times  

¶ WAVES 

¶ Western & English Today  

¶ Window Fashions  

¶ Womenôs Wear Daily 

Audiences appreciate a speaker whom they recognize. In addition to authoring 

books, Tom Shay has written for more than 70 magazines and trade  

publications. Here are some of these fine periodicals:  

Recognize These Publications?  
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ñI do not believe my job is complete until attendees are increasing their 

profits. I personally write and mail a note to all attendees to remind 

them of the goals they set.ò  Tom Shay  

Most people attending a seminar will see several ideas they can utilize in their  

businesses. Unfortunately, as they return to their offices, these ideas get set aside, 

and if not acted upon within 72 hours, will usually be lost. However, if you will write 

down three of the best ideas you got today, I will send you this post card in two 

weeks. When you place this post card on your desk, you will renew the 72 -hour ac-

tivation time period.  

When I get back to my business, I want to:  

1. __________________________________________________________  

2. __________________________________________________________  

3. __________________________________________________________  

At every presentation, Tom invites all attendees to set goals for when they  

return to their  business and to write their goals on a provided postcard. Two 

weeks later, Tom will send the postcard to the attendee with a follow -up note  

reminding them of the individual goals they made. A example of the postcard is 

below.  

Here is a sample of some of the feedback we have received:  

ñYour sessions included just the right mix of the two elements that Iôve found 

essential in making up great presentations: information that makes you think 

and the motivation to take action and make something happen. You know 

youôve hit the mark when you leave the audience wanting moreé they donôt 

want the session to end.ò Al Brown, North America Retail Dealers Association  

ñTomôs breadth of knowledge in small business management is only surpassed 

by his devotion to small businesses and passion to help everyone find success. 

I would recommend training and mentoring from Tom to any small business 

and/or association that is searching for methods to find ways to become more 

successful and productive.ò Anthony Molloy, City of Henderson, Nevada  
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For many of the organizations we work with, Tom provides multiple  

presentations during an engagement. To help you in selecting these topics, we 

have organized the presentations into seven categories. As you look through 

the ñtopicsò segment of our catalog, you will notice that the topics are arranged 

not only by category, but are also color coded.  

 Tom Shay , CSP      www.profitsplus.org      facebook.com/ftomshay  

 727 -823 -7205                            TomShay@profitsplus.org     twitter.com/ftomshay  
7 

 Business Strategy presentations: In todayôs competitive world 

of business, just opening the doors and hoping for customers is 

not a working strategy. This series helps businesses recognize and 

utilize the necessary components of being successful.  

 Financial Management presentations: One of the most lacking 

aspects of business management is the understanding and  

utilization of financial information. Many of these presentations 

utilize free interactive tools from the Profits+Plus website.  

 Main Street District presentations: District Staff and  

volunteers face many challenges in working with the businesses 

that are a part of their program. We have created 3 presentations 

that specifically address these opportunities and challenges.  

 Marketing Skills presentations: In this series, we are helping 

businesses step into new territories as they present their message 

to existing and potential customers. From the traditional to the 

trendy, these presentations cover all forms of promotion.  

 Sales Skills presentations: Selling is a science taken to the level 

of an art form. There is no such thing as a ñnatural-bornò  

salesperson. The best salespeople are developed. These  

presentations provide the education needed to learn these skills.  

 Staff Education presentations:  It is amazing how businesses 

spend so many dollars on advertising and so few on helping their 

staff to become better salespeople. These presentations assist 

businesses so they learn how and what to teach their staff.  

 Vendor presentations:  Wholesalers, manufactures and related 

companies are crucial to the success of a small business. The  

vendor presentations are created to strengthen the relationship 

between vendor and small business by helping attendees  

understand the opportunities and challenges of a business.  

Presentation Categories  
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Small Businesses Donõt Die  

They Just Commit Suicide!  
Reports from the United States Census Bureau show that as companies 

have downsized and individuals decide they want to own their own  
businesses, there are more and more new small businesses being started. 

Yet 95 percent will not be in business to celebrate their fifth  
anniversaries, and only half of those will celebrate their 10th  
anniversaries. Businesses with many years of experience are not  

immune to this problem. Unfortunately, the majority of businesses 
that fail do so as a result of not only their inactions but also their  

incorrect actions . What are the 10 fatal mistakes they make? Equally 
important, what can they do to reverse a problem or to make sure a 

problem does not occur.  

This keynote or seminar is ideal for owners, managers, and all the  
industries that love and need small businesses for their very own existence. 

Learn why ñSmall Businesses Donôt Die; They Just Commit Suicide!ò 

ñBuild it, and they will comeò may be a great saying from a 

movie, but it is not a working theory for a business. Today, 
many welcome business from their customers yet fail to  

understand how and why these same customers decide to do business with 

them.  

This seminar presents solid tried -and -proven ideas that business owners and  

managers can examine and utilize as they develop customers who ñalways do 

business here first!ò 

During this seminar Tom presents ideas for:  
-  Identifying what type of store you should be  
-  Recognizing the five types of customers and knowing which type you want  

-  Developing the customer service techniques that customers crave  
-  Providing the five qualities every customer wants  

-  Fulfilling the customerôs equation of value 

Your Customer Doesnõt  

Live Here Anymore!  
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Characteristics of a  

Successful Business  
We have all seen these individuals - the owners and managers of 

small businesses who are doing all the right things, yet there 
are many more who would make a stronger effort to duplicate these efforts if 

they just knew what they were.  

This presentation is provided in two formats: keynote or seminar. During the 
presentation, Tom Shay highlights the 10 key ingredients for those who have 

already achieved and those who are working to duplicate the characteristics of 

a successful business.  

W hat it Takes to be a 5 -Star Business  
This complete package includes definitions of each of the points, a 

self -evaluation with goal setting and deadlines, and suggested 
reading for the business person who wants to study more in 

depth.  

Attendees will be walking out of this seminar with a game plan 
in hand and a firm commitment to join the ranks of 5 -star  

businesses.  

M aking the Most of a Tradeshow!  
People spend hundreds and thousands of dollars to attend a 

tradeshow, and too many times they hit the sales floor without  
any plan. Too often the orders they had planned to write go  

unwritten, the questions they wanted to ask go unasked, and the 
new lines they wanted to consider go unseen because of a lack  

of planning.  

If you want to assist dealers in getting better organized and maximizing their 
time at a tradeshow, you will want to expose them to this presentation. Tom 

Shay has been attending tradeshows for over 40 years and has a list of positive 

ideas to share with your tradeshow attendees.  
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