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Welcome to the 1st annual Selling Power Sales Excellence Awards, presented by Selling Power magazine in
conjunction with the Stevie® Awards.

Selling Power is the leading publication read by over 162,000 sales management decision makers in the U.S.
and 67 countries worldwide. The editorial objective is to deliver practical, how-to information to help sales managers
create a more effective sales force to drive up sales and profits. Learn more at www.sellingpower.com.

The Stevie Awards are recognized as “ the business world’s own Oscar® Awards.” Beginning with The
American Business Awards in 2002, The International Business Awards in 2003, The Stevie Awards for Women 
in Business in 2004, and now the Selling Power Sales Excellence Awards, our mission is to raise the profile of
exemplary companies and individuals among the press, the business community, and the general public. Learn
more at www.stevieawards.com.

This year’s competition attracted more than 300 entries from organizations in Brazil, Canada, India, Malaysia,
Peru, the United Kingdom, and the United States. All nominations that received an average score of 7.0 out of a
possible 10 in the preliminary round of judging became Finalists, were eligible to be considered for a Stevie Award,
and are acknowledged in this program.

Every company that earned Finalist recognition is a winner. Becoming a Finalist means that objective business
professionals concurred that your accomplishments are deserving of widespread recognition, and you are to be
congratulated for that.

Thank you for participating in The 2006 Selling Power Sales Excellence Awards, and for joining us this evening.
Best wishes for continued success!

Gerhard Gschwandtner Michael Gallagher
Founder and Publisher President
Selling Power The Stevie Awards
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Check the programs in which you’re interested

The “business Oscars,” open to all companies
operating in the U.S.A. — public and private,
large and small, non-profit and for-profit.
Call for entries: January
Entry deadline: March 31
Awards gala: June in New York

All organizations worldwide may submit entries
to the International Stevies.
Call for entries: January
Entry deadline: March 31
Awards gala: September in Munich, Germany

Honoring women entrepreneurs, executives,
and the companies they run worldwide.
Call for entries: May
Entry deadline: September 30
Awards gala: Fall in Toronto, Canada

Recognizing sales and customer service profes-
sionals worldwide for their achievements.
Call for entries: September
Entry deadline: November 1
Awards gala: December in Las Vegas

Fax to +1 703-991-2397 or mail to:

The Stevie Awards, 11885 Grand Commons Ave., #210, Fairfax, Virginia 22030, U.S.A.

Name: __________________________________________________ Title: _________________________________

Organization:_____________________________________________________________________________________

Email Address: ___________________________________________ Telephone:_____________________________

■■ Please send me the Stevie Awards monthly email newsletter.

■■ Please send me information about sponsorship opportunities.

Join the Mailing List for the 
2007 Stevie® Awards
Entry kits will be emailed to you when 
Calls for Entries are issued www.stevieawards.com

✔
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The Board of Distinguished Judges & Advisors
The participation and counsel of our judges and advisors — all of whom are leaders in the sales community — have 

established The Selling Power Sales Excellence Awards as the preeminent sales awards show. They and their staffs performed
the final judging to determine the Stevie Award winners.

Richard Barkey, CEO, Imparta Ltd.

David Berman, VP-Worldwide Sales & Services, WebEx Communications, Inc.

Jimmy Beyer, National Sales Manager, Sony Electronics Inc.

James Brodo, Senior VP-Marketing, Richardson

John Burchett, CRM Product Manager, Microsoft

David Hamm, Director of Global Marketing, Factiva, a Dow Jones and Reuters Company

William P. Hicks III, Divisional VP, John Hancock Financial Services

Razi Imam, President & CEO, Landslide Corporation

Thor Johnson, Senior VP-Marketing, Eloqua Corporation

Kevin G. Kirby, Senior Director of Sales, Hard Rock International

Michael Lewis, Director of Operations — Sales Solutions, Right Now Technologies

Terry Markwart, Director & Associated General Manager, Canon U.S.A. Inc.

Diego Mazzone, Director of Sales, Paladin Labs

Janine Popick, CEO, VerticalResponse

Gary Rader, Executive VP-Business Development, Fusion Sales Partners

John Roberts, Chairman & CEO, SugarCRM Inc.

Jeffrey B. Seeley, CEO, Carew International Inc.

Nancy Serrato, Director of Corporate Sales, Blackhawk Network

Paula Shannon, Senior VP & Chief Sales Officer, Lionbridge

Howard Stevens, CEO, The HR Chally Group

Jonathan Tany, VP of Sales Solutions, Right Now Technologies

Julie Thomas, President & CEO, ValueVision Associates

David Thompson, CEO & Co-founder, Genius.com

Virginia Lee Williams, VP-Global Sales Operations, Broadcast Communications Division, Harris Corporation
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2006 Preliminary Judges
The following professionals participated in preliminary judging in October-November 2006. Their average scores determined

the Finalists. We thank them for their participation, time, and insights.

Tawfique Abdullah, Chairman, Damas Jewellery, Dubai, United Arab Emirates

Lea-Ann Berst, President, Sleddogg Marketing, Raleigh, NC

Peter Blanchard, Regional Director of Business Development, Amedisys, Okmulgee, OK

Sam Bruni, Director of Customer Experience, Backcountry.com, West Valley City, UT

Christopher Capra, Director, Lotus Public Relations Inc., New York, NY

Peter Chiarelli, Sales Manager, Cablevision, Woodbury, NY

Charles Cohon, President, Prime Devices Corp., Morton Grove, IL

Duc Haba, Chief Software Architect, GreenTomato Software LLC, Milpitas, CA

Shelley Hall, President, Catalytic Management, Stow, MA

Cristina Haltiwanger, Managing Director, RedF, Charlotte, NC

Irina Haydon, Regional Director, HPS, Monroe Township, NJ

David Johnston, President, Sales Resource Group Inc., Oakville, Ontario, Canada

Susan Kenney, VP/e-Channel Sales, Harris N.A., Buffalo Grove, IL

Sabine Kostevc, Head of Global Internet Coordination, Roche, Basel, Switzerland

Lee Levitt, Director, IDC, Framingham, MA

Scott MacGregor, VP-Sales & Marketing, Flo-Tech, Middletown, CT

Anil Machado, Operations Manager, Damas Jewellery, Dubai, United Arab Emirates

Robert Madonna, Principal and EVP Sales & Marketing, McCoy Enterprises, West Chester, PA

Ivan Montalvo, Director-Sales & Distribution, NII Holdings / Nextel International, Reston, VA

Doug Nyberg, Director, Sales Force Productivity, CertainTeed Corporation, Valley Forge, PA

Mark O’Toole, Senior VP, The Castle Group, Inc., Boston, MA

Donald Pillai, International Marketing Executive, Bumbo (Pty) Ltd, Pretoria, South Africa

Steve Rajan, President, Premasai World Peace Foundation, New York, NY

Lori Richardson, Chief Sales Effectiveness Officer/President, Score More Sales, Seattle, WA

Dr. Prashant Salwan, Indian Institute of Management, Indore, India

Tanisha Souza, CEO, Tardus Financial, Honolulu, HI

Dave Stein, CEO, ES Research Group, West Tisbury, MA

Tricia Tanner, HR Manager, RoVic, Inc., Manchester, CT

Glenn Wohl, eAwareness Manager, AT&T, Bridgewater, NJ

Kwek Ping Yong, CEO, Inventis Investment Holdings (China) Ltd, Shanghai, China





9

2006 Selling Power Sales Excellence Awards Finalists
BEST ORGANIZATION ACHIEVEMENT CATEGORIES

sponsored by 

Presented by John Wood, VP-Business Development,
HR Chally

CRM Implementation & User Adoption Program of the Year
AstraZeneca, LP, Wilmington, DE
Payment Processing Inc., San Francisco, CA
Sterling PCU, Dayton, OH

Hiring and Recruiting Program of the Year
Marriott Vacation Club International, Orlando, FL

Demand Generation Program of the Year
ATX Communications, King of Prussia, PA
Bulldog Solutions, Austin, TX
Direct Alliance Corporation, Tempe, AZ
DriveCam, Inc., San Diego, CA
Merchant Warehouse, Boston, MA
MicroTek, Downers Grove, IL

Sales Lead Management System of the Year
Factiva, Princeton, NJ

Sales Process of the Year
Corporate Express, Broomfield, CO
Dunn Paper, Port Huron, MI
MILA, Inc., Mountlake Terrace, WA
Thrive Networks, Concord, MA

Sales Training Program of the Year
Anscot Barclaz Corporation Sdn Bhd, Kuala Lumpur, Malaysia
Basho Strategies, Inc., Burlington, MA
ClinPhone plc, Nottingham, England
Direct Alliance Corporation, Tempe, AZ
eChannel Services, Harris Bank, Buffalo Grove, IL
Insight North America, Tempe, AZ
Kimball Hill Homes, Houston, TX
PAETEC Communications, Rochester, NY
Sales Autopsy, Inc., Barrington, IL
Sigma-Aldrich Corp, St. Louis, MO
Thevirtualsalescoach.com, Skyland, NC
Wells Fargo & Company, San Francisco, CA

Sales Incentive Program of the Year
Sun Times News Group, Chicago, IL

Sales Meeting of the Year
Corporate Express, Broomfield, CO
Trane, Piscataway, NJ
Watlow Electric Mfg. Co., St. Louis, MO

Sales Recognition Program of the Year
Direct Alliance Corporation, Tempe, AZ

Presentation of the 2006 HR Chally Award for 
Excellence in University Based Professional Sales Education
to The University Sales Center Alliance

BEST TEAM PERFORMANCE CATEGORIES

sponsored by

Presented by Peter Groop, President and CEO,
Fusion Sales Partners

Global Sales Team of the Year
Global Account Team, Factiva, Princeton, NJ
Global Sales Team, Marriott International, Washington, DC
Global Sales Team, Microchip Technology, Chandler, AZ
Global Sales Team, Omniture, Orem, UT

National Sales Team of the Year
National Sales Team, Advertising.com, Baltimore, MD
National Sales Team, CertainTeed Siding Products Group, 

Valley Forge, PA
Sales Team, CoStar Group, Inc., Bethesda, MD
National Sales Team, Infinity Info Systems, Inc., New York, NY
National Sales Team, Las Vegas Meetings by 

Harrah’s Entertainment, Las Vegas, NV
National Sales Team, Mimeo.com, New York, NY
Nextel Peru Sales Team, NII Holdings
Chicago Sales Center Team, Sundance Vacations, 

Wilkes Barre, PA
Sales Team, Thrive Networks, Concord, MA

National Accounts Sales Team of the Year
Sales Team, Careerbuilder.com, Chicago, IL
National Account Sales Team, Celanese, Dallas, TX
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2006 Selling Power Sales Excellence Awards Finalists — Continued

BEST TEAM PERFORMANCE CATEGORIES — Continued

Government Sales Team of the Year
Federal Sector Team, Trane, Piscataway, NJ
Federal Government Sales Team, United States Postal Service, 

San Francisco, CA

Telesales Team of the Year
American Home Insurance Agency, Inc., Denver, CO
Direct Alliance Corporation, Tempe, AZ
e-Channel Sales, Harris N.A., Chicago, IL
Marriott Vacation Club International, Orlando, FL

Online Sales Team of the Year
eSales & Service Organization, AT&T Business Direct, 

San Antonio, TX
Online Sales Team, Verio, Centennial, CO

Sales Support Team of the Year
CCFC Outstanding Performance Team, ALOM, Fremont, CA
eSales & Service Organization, AT&T Business Direct, 

San Antonio, TX
TopGun Sales Support Team, GreenTomato Software LLC, 

Milpitas, CA

Customer Service Team of the Year
eSales & Service Organization, AT&T Business Direct, 

San Antonio, TX
Customer Service Team, GeoLearning, Inc., West Des Moines, IA
Customer Service Team, MicroTek, Downers Grove, IL
Customer Service Team, Signature HomeStyles, 

Glendale Heights, IL
Customer Service Team, Verio Inc., Centennial, CO

Presentation of the 2006 Selling Power Award for Sales
Innovation to GE Healthcare

Presentation of the 2006 Selling Power Lifetime Achievement
Award for Excellence in Sales Training to Linda Richardson,
Founder and Executive Chairman of the Board of Richardson

BEST TEAM ACHIEVEMENTS CATEGORIES

sponsored by

Presented by Matt Toll, Director of Segment Marketing, Factiva

Highest Sales Growth Rate
Airlink Mobile, Hiawatha,IA
Buena Vista Custom Homes, Lake Oswego, OR
CareerBuilder.com, Chicago, IL
Las Vegas Meetings by Harrah’s Entertainment, Las Vegas, NV
Telogis Inc., Costa Mesa, CA
United Scrap Metal, Inc., Cicero, IL

Highest Market Share Growth
Metasoft Systems Inc., Vancouver, BC, Canada
SAP America, Palo Alto, CA

Highest Customer Satisfaction Growth
The Sant Corporation, Cincinnati, OH

Highest Customer Retention Ratio
ATX Communications, King of Prussia, PA

Presentation of the 2006 Selling Power Award for 
Lifetime Sales Leadership to Bill McDermott,
President and CEO, SAP Americas

BEST RUN SALES ORGANIZATION CATEGORIES

sponsored by

Presented by Pat Bakey, Senior VP-CRM, SAP America

Automotive Sales Organization of the Year
The Reynolds and Reynolds Company, Dayton, OH

Banking Sales Organization of the Year
Harris N.A., Chicago, IL
Wells Fargo & Company San Francisco, CA

Chemical Sales Organization of the Year
Celanese, Dallas, TX
Sigma-Aldrich Corp., St. Louis, MO
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2006 Selling Power Sales Excellence Awards Finalists — Continued

BEST RUN SALES ORGANIZATION CATEGORIES —
Continued

Construction Equipment Sales Organization of the Year
Trane, Piscataway, NJ

Consulting Sales Organization of the Year
Anscot Barclaz Corporation Sdn Bhd, Kuala Lumpur, Malaysia
The Brooks Group, Greensboro, NC

Energy Sales Organization of the Year
Trane, Piscataway, NJ

Financial Services Sales Organiztion of the Year
Heartland Payment Systems, Princeton, NJ
MILA, Inc., Mountlake Terrace, WA

Hardware Sales Organization of the Year
Direct Alliance Corporation, Tempe, AZ

Insurance Sales Organization of the Year
American Home Insurance Agency, Inc. Denver, CO
Family Heritage Life Insurance Company of America, 

Broadview Heights, OH
HealthMarkets Agency Marketing Group, Hurst, TX

Manufacturing Sales Organization of the Year
ALOM, Fremont CA
CertainTeed Corporation, Valley Forge, PA
Dunn Paper, Port Huron, MI
Naqia Corporation Sdn Bhd., Kuala Lumpur, Malaysia
Pacific Writing Instruments, San Mateo, CA
United Scrap Metal, Inc. Cicero, IL
Watlow Electric Mfg. Co., St. Louis, MO

Media Sales Organization of the Year
Sun Times News Group, Chicago, IL

Medical Products Sales Organization of the Year
Fusion Sales Partners, Baltimore, MD

Pharmaceutical Sales Organization of the Year
AstraZeneca, LP, Wilmington, DE
Endo Pharmaceuticals, Chadds Ford, PA

Real Estate Sales Organization of the Year
CoStar Group, Bethesda, MD

Service Sales Organization of the Year
American Hospice, Jacksonville, FL
CoStar Group, Bethesda, MD
Marriott International, Washington, DC
Point-Euro Malaysia Sdn Bhd, Kuala Lumpur, Malaysia
PostcardMania, Clearwater, FL
Trane, Piscataway, NJ
United States Postal Service, Washington, DC

Software Sales Organization of the Year
i-flex solutions inc., Mumbai, India & New York, NY
Maximizer Software, Vancouver, BC, Canada
TeleVox Software, Inc., Mobile, AL
ZoomInfo, Waltham, MA

Telecommunications Sales Organization of the Year
Airlink Mobile, Hiawatha,IA
ATX Communications, King of Prussia, PA
PAETEC Communications, Rochester, NY

Timeshare Sales Organization of the Year
Marriott Vacation Club International, Orlando, FL
Sundance Vacations, Wilkes Barre, PA

Transportation Sales Organization of the Year
Total Quality Logistics, Inc., Cincinnati, OH

Presentation of the Selling Power Excellence Award for
Pioneering Sales Workstyle Management to 
Landslide Technologies, Inc.












