
Presents…

Tim Smith’s

How To Make Money
In A Down Economy

Sales Seminar in 3 Convenient
Locations around the State

	 Appleton	 Tuesday, April 15th

	 Madison	 Wednesday, April 16th

	 Eau Claire	 Friday, April 18th

Schedule:	� 9:00 AM – Continental Breakfast (included)
	 9:30 AM – Morning Session
	 Noon – Lunch (included)
	 1:00 PM – Afternoon Session
	 4:00 PM - Departure

Tuesday April 15th

Appleton  Holiday Inn Select
150 Nicolet Road
920-735-9955

Wednesday April 16th

Madison Sheraton Madison Hotel
706 John Nolen Drive

608-251-2300

Friday April 18th

Eau Claire Plaza Hotel
1202 W. Clairemont Ave.

715-834-3181

Cost: (Value - $250)
FREE to Member Publications

WCP Mission Statement:
“As a resource for its members, WCP better enables 

them to be successful now and in the future”

Phone: 800-727-8745  |  Fax: 920-922-0861  |  wcp@wisad.com

Seminar Registration
Registration Deadline – April 1, 2008

April 15, 2008 – Appleton
April 16, 2008 – Madison

April 18, 2008 – Eau Claire

Please register the following:

Name Location

Paper Name: _ ______________________________________________________

Contact Person:___________________________________________________

Phone:_________________________________________________________________

Fax:_____________________________________________________________________

Email:__________________________________________________________________

Seminar and group meals are provided at  

no cost to Member publications

Fax Registration Form to:
920-922-0861
Registration Deadline – April 1, 2008
A confirmation will be faxed or emailed to you within 5 business days.

Dates and Locations:
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How to Make  
Money in a  
Down Economy

Tim Smith Consulting

Tim Smith Consulting is 
a management training 
corporation located in 

Allentown, Pennsylvania.  Our corporate mission 
statement is “to provide our customers with 
quality classroom instructor led business 
skills training”.

We are very results oriented in our approach 
and can show our customers specific benefits.  
Our approach has been proven over and over so 
that we can ensure the success of our customers 
in reaching their specific goals.  At Tim Smith 
Consulting, our philosophy and our approach 
is simple: practical proven techniques and 
customer satisfaction.

Tim has worked in the newspaper and print 
industry for over five years.  He started out in 

Remember the months 
after September 11, 2001, 
when sales slowed to a 
trickle and those sure full 
page ads weren't so sure 

anymore? Those were tough times, 
and while 2008 is unlikely to be quite 
as challenging, it's fast shaping up to 
be a difficult sales year. The markets 
are down, there are rumblings that a 
recession may be looming, and many 
companies have already reduced 

their advertising. So what can you do to make 
money in this environment?   If you want to make 
more money during this turbulent period, then 
this sales workshop is for you.

 Learning objectives for the day:   - Remember who 
loves you – the 80/20 rule - Increase your value to 
your customers – what makes you different - How 
to re-direct your attitude and stay positive – it 
is what you think it is - Follow-up and Follow-
through – out service the competition - How to 
reconnect with your customers, do you know your 
customers goals - We are all in this together. 

2324 Washington Street  Allentown, PA 18104 
Phone 610-435-0661  Fax 240-536-7207 

timsmith@fast.net

Circulation and was promoted to a supervisory 
role in the Production Department due to his 
work ethic and his results.  He has also worked 
on the sales side of the business again being 
promoted to Sales Manager due to his results, 
especially in revenue, repeat business and his 
ability in new business development.

Tim has delivered tailored training programs 
on management skills, customer service and 
sales training to the newspaper industry for over 
seven years.  He has done keynote speeches, 
conventions, individual newspapers and one 
on one coaching with managers, production, 
display, editorial and sales people.  He has 
helped several organizations put together 

their customer service model and increase sales 
through more consistent prospecting methods and 
up-selling with their salespeople.

Tim Smith Consulting clients include:

•  Iowa Newspaper Association
•  C & G Newspapers
•  Northern Circulation Managers Association
•  Community Papers of Michigan
•  Independent Free Papers of America
•  Harlan News 
•  Kapp Advertising
•  Community Papers of Florida
•  Midwest Free Papers Association
•  The Tampa Flyer 

Tim Smith Consulting
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