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EAS LeadGen’s guide to help you find
out if your company is relevant enough to
compete.

The competition may be stiff, but knowing the relevance of your company in

the marketplace will help you conquer the competition and win new business.
Defining what makes your company relevant is essential to sales success. To start
this process, keep in mind these five questions that will help you determine your
company’s relevance.

Are you authentic? We all can’t be the creator of the iPod, but your company may
offer a product or service that is original and cannot be purchased someplace else.
sales@easleadgen.com Identify what your core product is and decide if there is another like it.
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Why are you better? What makes you better than your competition? Is it price,
service, quality...? If your services cost more than your
competitors, what are you offering to differentiate
[ . — your service from theirs?

f ln . Why choose you? If you are confident you are _ 9
) ‘ better than the competition, why should a prospect L
choose you over the competition. EAS LeadGen,
an executive business-to-business appointment
setting firm, has many competitors. There are
many reasons companies should use LeadGen;
LeadGen provides quality leads from professionals
that represent your organization as a seamless
extension. They create lead generation programs
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Are you evolving? Is your company evolving to meet the needs of the market?
McDonald’s has evolved with the market. They were authentic as a hamburger chain,
but with the introduction of Starbucks, McDonald’s evolved and introduced McCafe
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