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“Keep the great ideas coming. You have done a great job for our company over
the last year and I can't say enough good about you and your company. Thanks
for all you do.”
Jim Currow, Vice President Newspapers, Morris Communications
(706) 823-3379 x828, currj@morris.com
“Blinder's sales team training was exactly the message I wanted them to hear. Blinder’s methods made them feel excited. More importantly it worked! We now have over $25,000 a month of new, sustainable online revenue on the books, sold by the newspaper ad reps!”  
Bruce Faulmann, VP of Advertising and Sales, Tampa (FL) Tribune:
(813) 259-7705, bfaulmann@tampatrib.com
“Your expertise and continuous focus helped make Career Connection a success. Right from the start your commitment to all of this was very much evident and ensured the end result.”
Carmen Pulis, Classified Sales Mgr., Toronto Sun

(416) 947-2400, carmen.pulis@tor.sunpub.com
“Not only did we bring in the money, but we effectively took a competitor out of the market. We have successfully taken back the real estate market and have claimed it for The Morning Sun after not having it for 10 years! Thanks to you, and thanks for helping to make it affordable for those of us in the little markets.”
Stephen Wade, Publisher, The Pittsburg (KS) Morning Sun
(620) 231-2600 x212, wade@morningsun.net
“Your presentation was terrific and very well received by everyone present!”
Steve Sullivan, VP Newspaper Operations, The E.W. Scripps Co.

(513) 977-3000, sullivan@scripps.com 

“I would say that no one in this industry has a better grasp on how to leverage media off one another to create a greater whole ... clearly now is the time to learn to bring advertisers packages of mixed audience. Mike can show you how.”
Michael Romaner, Vice President, Morris Digital Works
(706) 724-0851, mrr@morriscomm.com 

“He came to town, won over our sales people, impressed our advertisers ... and left a trail of money behind him!”
Dana Clowater, Ad Mgr., Fredericton (New Brunswick) Daily Gleaner

(506) 459-4313, dclowate@dailygleaner.com
“We expanded the quality of our medical directory, increased revenues over the previous

year, and enhanced our ability to sell print and on-line.  In addition, we

learned valuable on line sales strategies that we are using today.”
Derek Moffatt, Advertising Director, San Angelo (TX) Standard-Times
(915) 659-8223, djMoffatt@texaswest.com
“Media General couldn't be more happy with the results of the Blinder program. We now have traditional ad reps more comfortable with taking the Web to their advertisers. We plan to deploy Blinder and his team in more Media General markets.” 
Phil Harris, VP Interactive Sales, Media General 

804 649 6702 pharris@mediageneral.com
“Blinder cut through the ‘geekdom’ and presented ways to sell on-line that both the ad reps and their customers could understand.”

Pam Mitchell, Executive Director, Louisiana Press Association
(225) 344-9309, pam@lapress.com
“Mike’s sales team training was one of the best I ever attended. Not only was the message ‘on target’ in helping the traditional ad reps to realize the value of online selling; It was exciting, uplifting, motivational and downright fun!”

Lani Renneau, Advertising Director, Rockford (IL) Register Star 
(815) 987-1320, lrenneau@rrstar.com  
“Having Mike Blinder participate on a program is certain to bring value to your attendees. He is knowledgeable, articulate, well organized and motivational. Your attendees will come away with practical applications for success in their businesses.”

Marsha A. Stoltman, L.L.C., President, The Stoltman Group
(609) 588-8703, marsha@thestoltmangroup.com
“I loved your energy, enthusiasm, passion, sense of humor.  The online material that you covered thought provoking and amazing. I can’t wait to present to our sales team and implement the principles.”
Liz Baldini, Advertising Director, New Orleans CityBusiness
(985) 285-0324,liz.baldini@nopg.com 

“Our account reps have been wandering through the maze of the world wide web for a couple years. In only 60 days, they were selling like professionals using the guidebook Mike Blinder served up. With chapters on customer service, marketing communications, and sales motivation, he offers real-world solutions for the bottom line, yours and the customers.” 

Robb Krecklow, Publisher, Grand Island (NE) Independent
(308) 381-9410, rkrecklow@theindependent.com
“What Mike’s program did was ‘teach us how to fish’ resulting in our salespeople feeling empowered to present Web and newspaper products together. He got down in the ‘trenches,’ going out on calls, showing them how to do it. In just a week we had over $20,000 of NEW MONEY on the books!”
George Coleman, Ad Director, Kingsport (TN) Times News
(423) 392-1393, gcoleman@timesnews.net 

“If it’s a new idea on a way to make money on the net just ask Mike. ... more than likely Mike Blinder and Associates are all ready doing it and can help you do it as well!”  Rocky Stultz, Sales Manager, canadaeast.com (New Brunswick)
(506) 383-2587, rocky.stultz@timestranscript.com
“Before his arrival the sales reps were lukewarm on the program ... now all we here from them is ‘when is he coming back?’!” 

Ed Feldman, Director of Advertising, South of Boston Media Group

(617) 786-7175, efeldman@ledger.com
“[They] were great to work with.  We kept them out on sales calls the whole week they were here.  We worked hard together, had fun while we worked and generated plus business.  We are looking forward to working with them to help us launch an Entertainment weekly tab in April.”
Joanne Gosselin, Advertising Director, Amarillo (TX) Globe-News

(806) 345-3223, jgosselin@amarillonet.com
“Mike Blinder knows his stuff! He presents it with extraordinary enthusiasm and passion. If you can’t get fired up after spending time with him, well, you just can’t get fired up! He’s knowledgeable, dependable and a true asset to any newspaper sales training program.”
Patty Slusher, Inland Press Federation

(847) 795-0380, slusher@inlandpress.org 

“Your presentation was high-powered and high-relevance for a media and marketing audience looking for new answers and new revenue. Very outside the box, and very much on target.”
Earl J. Wilkinson, Executive Director, International Newspaper Marketing Association (INMA)

(214) 373-9111, wilkinson@inma.org 

“Having Mike Blinder participate on a program is certain to bring value to your attendees. He is knowledgeable, articulate, well-organized and motivational. Your attendees will come away with practical applications for success in their businesses.”
Marsha A. Stoltman, L.L.C., President, The Stoltman Group

(609) 588-8703, marsha@thestoltmangroup.com 

“[We have] a new tool for the traditional reps to sell, that is easy to sell. They’re back to selling the advertising, not the technology. Mike helps them to see that.”
Conan Gallaty, New Media Director, Augusta (GA) Chronicle

(706) 823-8385, cgallaty@augustachronicle.com
“Ten Mike Blinders on our staff would eliminate any further discussion about economic slowdown.”
Brad Roghaar, Director of Sales, Ogden (UT) Standard Examiner

(801) 625-4310, broghaar@standard.net 
“Mike listened to what we felt we needed, led a think tank session to set goals and objectives, helped us put packages and rating structures in place, then came back to Savannah and helped us close over $100,000 in new revenue!”
Don Bailey, Ad Director, Savannah (GA) Morning News

(706) 828-2991, dbailey@augustachronicle.com
“Mike’s methods work. Period. No ifs, or buts. If you want to make more money ... listen to Mike. We have, and we’re very glad for it.”  

Michael Romaner, Vice President, Morris Digital Works

(706) 724-0851, mrr@morriscomm.com
“This was by far one of the most exciting and successful programs we have launched, The program allowed us to get those smaller advertisers back on board with the newspaper and get our sales staff back on board with approaching our local businesses with multimedia programs.” 
Michael Assink, VP of Sales and Marketing,  21st Century Newspapers, Detroit 
(734) 246-0828, massink@heritage.com
“What made Mike’s program so successful was the sales staff’s buy into Mike and his ‘man on the street’ mentality. The sales staff felt that Mike was able to relate to them and their customer needs. ...without Mike’s outside influence I am sure the program would not have been as successful.”
Don Bailey, General Manager, Augusta (GA) Chronicle

(706) 828-2991, dbailey@augustachronicle.com
“If I could channel the emotion of the salespeople from Mike’s meeting, I would hit my budget by the first hour of the first day of each period.” 

Rick Smith, Publisher, Fredericton (New Brunswick) Daily Gleaner

(506) 452-6671, rsmith@dailygleaner.com 

“By focusing on underlying customer needs ... he cuts through complexity to focus on core marketing issues. This makes him useful as a planner, both to his customers and to his colleagues.” 

Jim Shaffer, CEO, Clickshare Services Corp. 

(207) 781-8446, jshaffer@maine.rr.com
“Our attendees found Mike’s session on ‘Packaging for Profit’ to be insightful and very informative. Mike is an excellent speaker who received consistently high ratings from our attendees.”

Melinda Condon, Director of Meetings and Conventions, PA Newspaper Association

(717) 703-3070, melindac@pa-news.org
“Mike Blinder has an excellent understanding of newspaper applications on the Internet and delivers sound market strategies with data and examples to back him up. Our Ohio Newspaper Association members attending his session at our annual convention came away with valuable insights and told us so in their reactions.”

Frank Deaner, Executive Director, Ohio Newspaper Association

(614) 486-6677, fdeaner@ohionews.org
“Your session was one of the highlights of the entire convention, if not THE highlight. There was so much positive feedback that I was slightly overwhelmed by it all. Our only regret was that the room was not larger to accommodate the overflow.” 

Bryan Cantley, Exec. Director, Canadian Newspaper Assoc.

(416) 923-3567 x230, bcantley@fox.nstn.ca 
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