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"The Channel Advantage' deals with one topic, and deals with it comprehensively and rigorously: how to
construct a sales channel system that will yield world-class sales performance and durable competitive
advantage. This book helps readers move decisively away from the notion of channel strategy as a sideline to
the core business. Building a channel advantage is the core business today, and this is an essential text and
reference for all serious marketing and sales professionals and students.

Channel innovation is separating market winners from market losers, and not just in leading-edge technol ogy
industries. In a business world where industry players are selling practically the same products at essentially
the same prices at about the same cogt, the only real source of sustainable competitive advantage is the sales
channel: how you sell, not what you sell. Selling becomes a question of how to connect products with
customers viathe best mix of sales channels: the sales force, value-added partners, distributors, retail stores,
telemarketing, and the Internet.

In short, how companies sell has become as important as what they sell. 'The Channel Advantage' explains
how leading companies devel op strategies that integrate e-commerce, telemarketing, sales forces, and
distributors to achieve superior sales performance and sustainable competitive advantage.

Timothy R. Furey is chairman, CEO and co-founder of Oxford Associates, a privately held consulting firm
specializing in sales and market strategy, e-commerce channel integration and market research, based in
Bethesda, Maryland. Oxford has achieved an annual growth of more than forty percent since its creation in
1991 and was named one of America's 500 fastest growing private companies by Inc. Magazine in 1997.

Furey, a pioneer in the use of hybrid sales and marketing strategies for blue chip companies, works
extensively with senior management |eadership teams to develop and implement go-to-market growth
strategies. His clientsinclude IBM, American Express, Marriott, Xerox, Fidelity Investments, Bristol-Myers
Squibb, and Johnson & Johnson. Under his leadership, Oxford Associates has devel oped |eading-edge
strategies, business processes and systems for deploying and integrating multi-channel sales and marketing
systems. They work to align products with the right customers via an appropriate mix of the Internet,
telesales, distributors, value-added partners, and traditional sales force channels.

Mr. Furey is the co-author of THE CHANNEL ADVANTAGE (Butterworth-Heinemann, August 31, 1999),
which is endorsed by the CEOs of America Online, Lotus Development, Ocean Spray, and Xerox. Mr. Furey
also serves on the Board of Directors of Alpha Industries (Nasdag:AHAA), aleading semiconductor
manufacturer for wireless telephone applications.

Previously, Mr. Furey worked with Boston Consulting Group, Strategic Planning Associates, Kaiser
Associates and the Marketing Science Institute. He earned a BA in Economics, cum laude, from Harvard
University and an MBA from the Harvard Business School.

Lawrence G. Friedman is an internationally recognized channel strategy consultant whose clients have
included companies such as Lotus, AT& T, Canon, Compag Digital Equipment, Microsoft and Bell Atlantic.
He also held executive level positions at Andersen Consulting and Huthwaite, Inc., the sales research firm
that developed the SPIN Selling Model.



In 1996, Friedman, with Neil Rackham and Richard Ruff, co-authored the best-seller, GETTING
PARTNERING RIGHT (McGraw-Hill). He is on the review board of the Journal of Selling and Major
Account Management, which published his article, Multiple Channel Sales Strategy, in the April, 1999 issue.

Hisfirm, The Sales Strategy Institute, works with clients to identify and evaluate new go-to-market
opportunities and conducts in-depth channel strategy workshops and seminars. Mr. Friedman is afrequent

guest speaker and lecturer on sales and channel strategy throughout the United States, Europe and Asia.

Mr. Friedman earned an MA from the University of Chicago.

¥ Download The Channel Advantage ...pdf

B Read Online The Channel Advantage ...pdf



http://sapek.club/go/read.php?id=0750640987
http://sapek.club/go/read.php?id=0750640987
http://sapek.club/go/read.php?id=0750640987
http://sapek.club/go/read.php?id=0750640987
http://sapek.club/go/read.php?id=0750640987
http://sapek.club/go/read.php?id=0750640987
http://sapek.club/go/read.php?id=0750640987
http://sapek.club/go/read.php?id=0750640987

Download and Read Free Online The Channd Advantage Tim Furey, Lawrence Friedman

From reader reviews:
Donald Kelley:

What do you think of book? It isjust for students because they are still students or that for all peoplein the
world, what best subject for that? Merely you can be answered for that concern above. Every person has
diverse personality and hobby for every single other. Don't to be pushed someone or something that they
don't would like do that. Y ou must know how great along with important the book The Channel Advantage.
All type of book are you able to see on many solutions. Y ou can look for the internet methods or other social
media.

Maria lves;

What do you with regards to book? It is not important along? Or just adding material when you require
something to explain what yours problem? How about your free time? Or are you busy man or woman? If
you don't have spare time to perform others business, it is make you feel bored faster. And you have spare
time? What did you do? Every person has many questions above. They should answer that question simply
because just their can do that will. It said that about e-book. Book is familiar in each person. Yes, itis
correct. Because start from on jardin de infancia until university need this The Channel Advantage to read.

Myra Hackett:

Many people spending their time period by playing outside using friends, fun activity having family or just
watching TV the entire day. Y ou can have new activity to invest your whole day by reading through a book.
Ugh, do you think reading a book will surely hard because you have to bring the book everywhere? It fine
you can have the e-book, taking everywhere you want in your Cell phone. Like The Channel Advantage
which is getting the e-book version. So , try out this book? Let's notice.

Ann Ginsberg:

Some peopl e said that they feel fed up when they reading a guide. They are directly felt it when they get a
half elements of the book. Y ou can choose the particular book The Channel Advantage to make your current
reading isinteresting. Y our personal skill of reading ability is developing when you like reading. Try to
choose basic book to make you enjoy to learn it and mingle the idea about book and examining especialy. It
isto beinitial opinion for you to like to open abook and go through it. Beside that the publication The
Channel Advantage can to be your brand-new friend when you're really feel aone and confuse using what
must you're doing of that time.
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