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3. Checked the SEC files for Knowles financials. We go back

to www.sec.gov and check for a report by Knowles, and
find out that in fact, they were a public company and pull
their 10-K from December 31 2004, where we see that
sales were $185M, with operating margins of 18.4%. We
also pull the latest report we can, the 10-Q of June 30,
2005, where we see sales were up about 10% year over
for the six month period, with margins at just over 19%.

. From the 10-K we also get a gold mine of key information,
including their competitor (Sonion Microtronic), their
strategies, and the opportunities in the hearing aid
market. We do an analysis on their competition focusing
on productivity measures like sales per employee, gross
margins, and asset TO.

. Teamed with gross margins of less than 10%, and the
fact that Knowles had negative net worth leads us to
believe that this is a tough market to compete in. Capital
is important. We also do the fundamental football analysis
of Cash2cash Cycle so that we can use some of these
information points to clarify results when we are with their
executives.

“Gentlemen, the decision is obvious.”

YOUR SALES
TEAM:

YOUR

COMPETITON

During the meeting, rather than

ask basic questions, your line of
questioning goes towards clarification.
Now, which line of questioning
differentiates you as a professional?

“In 2004 your revenues were $185M,
but it looks like 2005 was set to grow
to approximately $200M. Are your
revenues still on track, maybe in the
$250-$260 million range? What profit
strategies are you pursuing to keep
your gross margins stronger than your
competition’s?”

“What are your sales revenues? What
are your challenges? Do you like to
fish? | like to fish...”

Think Like a CEO
Named GOLD MEDAL WINNER in 2008
Axiom Business Book Awards!

We are all on a trip to become the most effective sales people that we can be.
Image that we’re on this trip (with our kids, of course) and let’s ask ourselves -
over and over and over again - “Are we there yet?”

go to WWW.thinklikeaceo.com
AND START OUTSELLING YOUR COMPETITION




