
CREATING A SUSTAINABLE, MEASURABLE PROCESS MODEL FOR 
NEW BUSINESS DEVELOPMENT, MARKETING AND SALES SUPPORT

Tuesday, June 7 & Thursday, June 9, 2016
1:00 pm DST (60 minute presentation)

• What is the current situation, within packaging sales environments, as it pertains to 
new opportunity and new account development?

• What are the negative ramifications of lacking process and structure in these areas?
• What is the importance of modeling a process and creating a “division of labor” model?
• What are the criteria for variable solutions based upon your existing structural/sales 

growth needs?

• Presidents, CEOs and Business Owners • Groups Presidents, Vice-Presidents 
• VP of Sales, VP of Business Development     • Director of Sales, Sales Management
• Executives who are in charge of Sales Growth, P & L responsibilities

• How do you create a process model that meets the criteria (show how/what is done, 
integration of process model with existing sales/marketing team efforts and staff)?

• How do you quantify return on investment and link that back to sales revenue growth   
plans?

• Internal versus outsourced...what is the right choice?

iWebinar
Learning 
Series

AICC presents a 2-part iWebinar that focuses on Packaging Manufacturing environments such as custom-
folding cartons, corrugated converters and box manufacturers, retail packaging and point-of-purchase displays,
contract packaging (assembly, kitting and fulfillment) CPG plastic packaging and automotive/industrial molded
pulp applications. 

What You Can Expect to Learn
PART ONE: Tuesday, June 7, 2016  

PART TWO: Thursday, June 9, 2016  

Who Should Attend?

MANUFACTURING

THE SALE
MANUFACTURING

THE SALE



Name______________________________________________________________________________________________

Title____________________________________________________________________________________________________

Company__________________________________________________________________________________________________

Street Address______________________________________________________________________________________________

City____________________________________________________State_______________________ZIP_____________________

Business Phone #  (__________) - __________________ Email_________________________________________________

� Credit Card � Check (Made Payable to AICC. Send to: AICC, P.O.Box 25708, Alexandria, VA 22313 

Type of Credit Card________________________________  Name on Card____________________________________________________________ 

Card  # Exp.Date Amount to Charge______________________                  

Signature ____________________________________________________________________________________________________________

� YES, I would like to attend this iWebinar..........................$325.00      (non-AICC Members)................$500.00

TOTAL ...............................$_____________________

16040709MS

REGISTER TODAY! For more information and meeting registration please contact:
Taryn Pyle  tpyle@aiccbox.org

AICC • 113 S. West Street • Alexandria, VA 22314
Phone (703) 535-1391  • Toll Free (877) 836-2422

Fax (703) 836-2795  •  www.aiccbox.org

THE INDEPENDENT PACKAGING ASSOCIATION

REGISTRATION: Manufacturing the Sale

Tuesday, June 7, 2016 & Thursday, June 9, 2016  1:00 p.m. DST (60 minutes)

� I cannot attend the iWebinar, but 
I would like to purchase a DVD of
MANUFACTURING THE SALE.......................................................$325.00     (non AICC Members).................$500.00

Your Instructor:
Todd M. Zielinski is a Partner and the Managing Director/CEO at Athena SWC, LLC, Amherst NY. As one of the 
co-founders of Athena, Todd is responsible for the marketing, sales and management of Athena’s outsourced marketing
and sales support offering and consulting services. Todd was instrumental in the development of Athena’s outsourced
business model, and has successfully implemented Athena’s RAMP marketing methodology in various business-to-
business, business-to-healthcare, complex sales environments. Since Athena’s inception in 2007, Todd has successfully
increased year-to-year revenue growth on average of 40% for the outsourced sales and marketing services division. 
He has more than 15+ years of hands-on sales, lead generation and lead management, tactical marketing process
methods, return on investment models and management experience in the packaging industry.


