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Channel University, an operating group of the Rathsburg Organization, is
pleased to announce its Ninth Semester Course Syllabus, Sales Masters
[l1: Tools & Techniques. This leading-edge, field sales skills course will
be taught by a cross section of Rathsburg Employees along with Kevin
Fitzpatrick, a proven professional in the art of technical salesmanship.
The three day long course, which will be held at the Detroit Campus of
Channel University, is a collaboration of the Rathsburg Management
Team along with the adjunct assi
standing clients, Bourns. Bourns and Rathsburg, who have been Trading
Partners for over thirty-five years, are both transitioning their respective
companies to third generation ownership and management.

Channel University is part of the continuing education curriculum offered
to the employees of Rathsburg. Being best-in-class requires hiring the top
available personnel and giving them the tools they need to perform their
jobs well. Training of the best, by the best, is one way of reaching our
goal of improving the business community where we make our living.

TEAM BUILDING EVENT
We will be hosting an afternoon and evening
of social Team Building together to further
develop mutually trusting and supportive
relationships between all of the employees in
our Enterprise. Our goal for this off-site
event is to teach our Team Members to share
a common objective, nurture admiration for
each another, and use
skills to accomplish our collective goals.
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TEAMWORK : Our Future Success depends on our Efficiency, Knowledge,
Effort and Teamwork. Greg Rathsburg is the owner of Rathsburg and has
been involved in managing the company for over 30 years.

THE RQ DIFFERENTIATOR : Defining those important techniques
that separate Rathsburg from other Representatives. Rachel Rathsburg
has spent her entire career at Rathsburg. She is responsible for the New
England territory.

THE EFFECTIVE SALES TECHNIQUE : Finding the right technical and
economic buyers at our customers . . . the keys to prospecting, scheduling,
and closing orders. Brad Burkemper has been in the electronics industry for
over twenty years, the last three at Rathsburg. He is responsible for the
Heartland Territory.

THE PROFITABLE SALES CALL : Selling deep into the Line Card to
earn a greater return on our investment. David Long, has been in the
electronics industry for thirty years, the last four at Rathsburg. He is
responsible for customers in the lowa and Minnesota territories.

INCREASING OUR SHARE: Hi ghl i ghti ng met h
dol |l arsé6 and creating ways to ¢
share. Becky Szalwinski,who has been in the electronics industry for over
twenty-five years, the last ten at Rathsburg. She is responsible for the
Indiana / Kentucky territory.

THE POWERFUL RESOURCE: Using the Inside Sales Staff effectively
and appropriately to promote sales growth. Melanie Coughlin has been in
| the electronics industry for fifteen years, the last five at Rathsburg. She is
responsible for customers in the Ohio and Western Pennsylvania territories.
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COLLABORATVIE LEARNING: Roundtable discussions conducted
on each of the topics presented in Sales Masters Il course work.
Amy Rathsburg has spent her entire career at Rathsburg. She is respon-
sible for the Michigan territory.

3
DELIGHTING OUR PRINCIPALS: Techniques to provide best in class
service to our Principals and their unique personalities. Emily Otte has
been in the electronics industry for 30 years, the last 9 years at Rathsburg.
She is responsible for the Minnesota territory and she also manages the
Inside Sales and Product Management Teams.

| provide timely and accurate activity reports to our clients. Bobby

= Rathsburg, has spent his entire career at Rathsburg. He is responsible for
. the Chicagoland territory.
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FINDING THE CHEESE: How, when and what is required to track your j; vk
sales successes and turn them into commission dollars. Renee Graff, has A __J
been in the sales industry for over twenty years, the last twelve at Rathsburg. e < ==
She is responsible for Contracts and Commissions at Corporate. -

PAY ME THE MONEY: Updates on benefits programs and compensation
plans . Laura Alberson has been in the finance industry for over ten years,
the last six at Rathsburg. She is responsible for Human Resources and Fi-

nance at Corporate.

Guest Lecturer

WILSON LEARNING: Kevin Fitzpatrick will teach the Counselor Sales
course for the Rathsburg Sales Team. Kevin has been in the electronics
industry for twenty years, working for such august companies as ST Micro,
Spansion and Murata prior to joining Bourns, where he is the Technical
Sales Manager for the Midwest Region. Kevin holds a BSEET degree from
Purdue University; he and his wife, Nicki, have two sons, Spencer and
Nathan. Kevin enjoys heavy metal music and is a huge Van Halen fan.
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Course Schedule

Schedule-- Tuesday, July 262011

Time

12:30 PM

1:15 PM

1:45 PM

2:30 PM

3:30 PM

4:00 PM

4:30 PM

Topic

Our Future Success depends on our
Efficiency, Knowledge, Effort and
Teamwork

The RQ Differentiator . . . Defining
the important techniques that
separate Rathsburg from other Reps

The Effective Sales Technique . . .
Finding the right technical and eco-
nomic buyers at our customers . . .
the keys to prospecting, scheduling,
and closing orders

The Profitable Sales Technique . . ..

Selling deep into the Line Card

The Hidden Resource . . . Using
Distribution to multiplex our
customer engagements

The Powerful Resource . . . Using
the Inside Sales staff effectively to
promote sales growth

Collaborative Learning . . . Round
table discussions

Presenter

Greg Rathsburg

Rachel Rathsburg

Brad Burkemper

David Long

Becky Szalwinski

Melanie Coughlin

Amy Rathsburg
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Schedule-- Wednesday, July 272011

Time Topic

7:30 a.m. Getting paid for our efforts . . .
Financial Questions & Answers

8:00 AM  Delighting our Principals . . . Tech-
niques to successfully serve our
clients and their unigue requirements

845AM Succeeding with
why and how of reporting require-
ments and guidelines for achieving
success in different systems

9:45 AM  Finding the Cheese . . . Who, when
and what is required to track your
sales efforts and turn them into
commission dollars

10:30 AM The Hidden Cheese . . . How to find
and get paid for the unclaimed
commissionable sales

11:15 AM Collaborative Learning . . . Round
table discussions

1:00 PM  Diploma Ceremony

1:30 PM  Team Building Event / Rathsburg
Olympics

Presenter

Laura Alberson

Emily Otte

Gobidy Rathsburg

Renee Graff

Becky Szalwinski

Amy Rathsburg

ALL
ALL
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Schedule-- Thursday, July 28,2011
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WILSON LEARNING

The Counselor SalespersontE
a foundational consultative sales training course that builds
the skills and professionalism to sell, create, and maintain
lasting sales relationships in competitive markets.

The sales skills course introduces sales effectiveness as a
definable and manageable consultative process in which there is
a win/win interaction between the buyer and the seller.

Time Topic Presenter

9:00 AM  Wilson Learning . . . Counselor Kevin Fitzpatrick
Sales Training Course

5:00 PM Diploma Ceremony ALL










