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{ Knows everyone and
‘ remembers their name

Never forgets a company’'s
buying score

Master of Sales Prevention
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Hasn't changed way of doing | Reachable only by
business in 20 years

email or text message

Drink of choice: martini,
Leather briefcase (contents: shaken, two olives

Cross pen, breath mints, and Laptop bag (contents: iPad, Fiji water,
plenty of business cards)

and three years of sales reports on a
thumb drive)
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See what business behavior data and insights
can do for you. Download the eBook:
Business Behavior Insights: Where to Turn When
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Whatever your style may be, Cortera gusiness BeaViSt 55
business behavior data and insights can dramatically reduce risk ]

while helping you become a champion of sales. Not only can you more
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4 Traditional Credit Data Isn't Enough now at
accurately assess and predict the financial health of a company, but you MCW“‘“ -
can also identify ripe upsell opportunities within your client portfolio as well [l

as net new sales opps for your sales team.
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