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New Look,  
Same Great Link

Yes, you’re looking at the next 
generation of The Link. We’ve 
gone digital this issue, and added 
new flavor and fun to familiar 
sections like RockStars. We’d love 
your feedback. Have comments, 
suggestions, or ideas for future 
articles? Please email the editor at 
cbeck@marketstar.com. 

Check Out  
The Link Online

We capture more company stories 
on the internal blog, found in 
MarketStar Central. Can’t wait for 
our next semi-annual publication? 
Stay up to date with MarketStar 
happenings on The Link Online. 
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Greetings, 
As you know, October marked the 
start of MarketStar’s 25th anniversary 
year. I had the pleasure of celebrating 
that milestone with many of you at 
the corporate event for Utah-based 
employees at Boondock’s — it was 
an exciting celebration! I found it 
especially rewarding to see all the 
families coming together to have some 
fun. I recognize the sacrifice and 
support our families make to allow us 
to do what we do. I would personally 
like to thank all our employees and 
their families for making Marketstar a 
leader in the marketplace.

As we close out 2012, we can reflect 
on some amazing wins and some 
disappointing losses. You can truly 
judge an organization by how its 
people face and respond to adversity, 
and this year we have had our share. 
Early in 2012 we were on track to 
exceed our revenue goals beyond 
our own lofty expectations. However, 
spring brought the disappointment 
of a few key clients scaling back 
their programs dramatically, forcing 
the organization to make visible and 
challenging cutbacks. I’m proud 
that our people chose to see an 
opportunity; to improve and make our 
organization a leaner, more focused 
company.

While we lost a significant amount of 
business, we’ve made an impressive 
rebound through the second half of 
2012. Thanks to our people, insights 
and technology, MarketStar competes 
in the marketplace with products, 
services and solutions that continue 
to resonate with our clients. We are 
continuing to evolve our capabilities to 
meet industry needs.  

Our tenacity, innovation, and drive 
allowed us to make up for some of the 
economic challenges. You might recall 
at the beginning of the year we asked 
each person on every team to strive to 
make the greatest IMPACT. I think we 
achieved this goal in 2012. You truly 
are our greatest asset.

Recently when I attended a client 
launch kick-off/training, I was both 
humbled and impressed with the 
energy and passion our employees 
exhibited. This is one of the most 
critical qualities that sets us apart 
from the competition. As I shared with 
the group that day, “...it takes each of 
us to make a difference for all of us.”  

The enthusiasm, focus and pride that  

you demonstrate makes a tremendous 
difference.

As we move into 2013, we’re excited 
to celebrate both our heritage and our 
future. I challenge you to continue to 
contribute your ideas, your passion, 
and elevate your dedication to 
MarketStar and our clients. During the 
upcoming Employee Event in February, 
you will hear us reflect on highlights 
from our past, and our vision for the 
future. It’s an exciting time to be 
part of MarketStar. Thank you for all 
you do each and every day to make 
IMPACT and to make our organization 
a success.

All the best, 
Dave Treadway, CEO



What cult American television comedy 
debuted in 1988? 

A) The Simpsons     
B) Mystery Science Theater 3000     
C) Dark Shadows      
D) Futurama 

What was the name of U2’s album 
released in 1988?  
A) The Joshua Tree 
B) The Unforgettable Fire’s 
C) Rattle and Hum 
D) They did not release an album in 1988 

What three teams won  
championships in 1988? 

A) Broncos, Yankees, Bulls 
B) Packers, Yankees, Lakers 
C) Giants, Giants, Bulls 
D) Redskins, Dodgers, Lakers 

What beverage craze  
was first sold in 1988?  
A) Red Bull 
B) Snapple 
C) Crystal Pepsi   
D) Starbucks

By Adam Gunn, Marketing Director

We’ve reached a point where many of 
you weren’t even born the year Alan Hall 
founded the company that would grow 
up to become MarketStar. 

For Alan Hall, the founder of MarketStar, 
1988 brought a turning point in his 
career. He was leading an organization 
charged with selling a software product 
that struggled with sales. He realized 
promoting the product to potential 
buyers was his biggest challenge. “We 
needed a company to sell our products 
through resellers and educating retailers 
and gain brand affinity,” recalls Hall. 
“I saw a ‘market opportunity’ in that 
experience, and the rest is history.”

Fast forward 25 years and MarketStar 
now represents more brands, in more 
countries, and in more languages than 
ever before. As technology has changed 
the way buyers communicate and 
interact with brands, our advocacy and 
sales methodologies have evolved to add 
more value to our clients. 

While we can’t predict what the market 
will be like in another 25 years, what we 
can do today is celebrate our rich sales 
heritage, the cultural foundation laid by 
the Hall family, and the best practices 
we’ve refined and perfected in driving 
measurable results for our amazing 
clients. Let’s commit ourselves to making 
each interaction we have on behalf of our 
company another layer in our rich legacy. 

Where were  
you in 1988? 

1988 Quiz  
 First four respondents with correct answers will receive a $25 gift card 
 email to Adam Gunn - agunn@marketstar.com.

Sneak peek: Look for this balloon release scene in the 25th Anniversary film  
debut at the Employee Event in February 2013.  Photo by Chris Ripplinger.
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The Best 
Brands Turn to 
MarketStar

Due in part to MarketStar’s stellar 
performance for many of Walmart’s 
wireless brands, MarketStar was 
asked to provide better training and 
customer sales support in the wireless 
department of approximately 30 
locations in UT and MA. The initial 
pilot program has been extended due to 
MarketStar’s outstanding performance 
compared to competing providers.

MarketStar has added or grown 22 
accounts in the last six months, 61% 
growth over new accounts last year 
for the same period. Some key new 
accounts include: Polycom, Walmart, 
Square, AdRoll, Google, Comstor, 
Motorola Solutions, Frontier, and 
Acronis. 

By Dave Forsberg, Executive Vice 
President of Business Development

MarketStar is engaged in lead 
nurturing, traditional list calling efforts 
and has deployed our Demand Capture 
solution through MarketPro. In the 
first seven weeks, MarketStar was able 
to more than double the total AGCO 
opportunity pipeline.

MarketStar is providing a direct sales 
team that is qualifying and offering free 
trials of AdRoll’s digital retargeted ads. 
They reach out to small businesses with 
highly visited national websites, using 
the free trial as a way to convert the 
company to full-time users of AdRoll 
solutions.

MarketStar is helping Google 
reinvent the go-to-market strategy for 
Chromebook, which is rolling out just 
in time for the holidays. Our reps are 
in Best Buy stores advocating and 
educating consumers about the product 
as well as to Best Buy employees. 
MarketStar is also expanding its Google 
footprint with support of the AdWords 
program.

The electronic payment service 
has turned to MarketStar to lead in 
their outreach to small businesses 
nationwide. The MarketStar team 
is pushing the Square credit card 
payment systems in small businesses 
who traditionally have not utilized 
electronic payment systems before. 
Targeted businesses have between 4-10 
employees.

MarketStar created a lead development 
and direct sales team using SalesAmp. 
After only 30 days, higher-than-average 
conversion rates resulted in a full-time 
dedicated program that targets the USA, 
Canada, and LATAM regions.



To celebrate MarketStar’s 25th 

Anniversary, the marketing team 

is hosting two video challenges. 

Either show us your MarketStar day 

in “I am Impact” (two minutes or 

less) or in the “We Are MarketStar” 

challenge (record yourself saying 

impact lines on the road or at your 

desk). We’re looking for people in 

exciting cities and places. Grab 

your phone and record a quick 10 

seconds for your chance to take part.  

The deadline for  
submissions is   
11:59 p.m. on  
Nov. 16, 2012. 
 Don’t miss your chance to win big!

Questions, or to request contest rules 
contact cbeck@marketstar.com 

To upload a video file from your PC
www.marketstar.com/videos 

Video files under 20MB can be 
emailed to agunn@marketstar.com
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Get Recognized for Your Impact!

Who Have You 
Recognized 
Recently?
By Scott Lucas,  
Vice President of Operations

OrangeNation is the collective 
strength and soul of MarketStar 
and represents who we are and 
what we stand for. Passion is one 
of our core cultural elements, 
demonstrated by individuals with 
high enthusiasm and those who 
elevate the overall strength of the 
team. Their energy is contagious 
and inspires others to perform 
at a higher level. Look for those 
individuals on your team and 
across the organization who 
demonstrate these characteristics 
and help you and your peers work 
towards becoming an Orange 
Ambassador.

Join more than 500 of your 
MarketStar peers and  
participate in Orange Nation.  

Log on now at 
https://orangenation.marketstar.com



Home @ Connect # Discover Me Search

TweetsMarketStar

2,441 1,139 1,170

@MarketStar

TWEETS

Compose new Tweet...

Are you on Twitter? Make sure to follow @MarketStar

Sending thoughts and prayers to our friends, colleagues, and clients 
affected by Hurricane #Sandy

We have 584 members in our MarketStar Corp. group on LinkedIn. 
Join us: http://linkd.in?PjpRzH

Have you read the latest on our company blog? Check out the   
#Zombie post and infographic here. http://www.marketstar.com/blog/
direct-channel/the-zombie-lead/#.UJGiLo7_RUQ

We love to hear your #mstarimpact! Use the hashtag to share the 
impact you make.

Your thumbs up means a lot. Please ‘Like’ MarketStar on Facebook: 
http://www.facebook.com/MarketStar

Thanks to all our employees for making  #mstarimpact!

Expand

Expand

Expand

Expand

Expand

Expand

Expand

Browse categories . Find friends

FOLLOWING FOLLOWERS

Who to follow . Refresh  . View all

Trends . Change

#mstarimpact

Hurricane Sandy

#davetreadway

Orange Nation

Presidential Election

#brandadvocacy
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@MstarMeagan 
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MarketStar  @MarketStar

MarketStar  @MarketStar

MarketStar  @MarketStar

MarketStar  @MarketStar

MarketStar  @MarketStar

MarketStar  @MarketStar
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MarketStar is on Facebook, Twitter, LinkedIn, Google+, and you’re invited to share your #mstarimpact. Our corporate blog, 
Changing the Channel, shares insights on marketing, sales, technology, data, and more — you’re invited to see the latest 
zombie blog post. 

You make impact every day. Let’s hear about it!

http://www.marketstar.com/blog/direct-channel/the-zombie-lead/#.UJGiLo7_RUQ
http://www.facebook.com/MarketStar
http://linkd.in?PjpRzH
https://twitter.com/MstarMeagan
https://twitter.com/RKOlson
https://twitter.com/scottericwilson
https://twitter.com/search?q=%40MarketStar&src=typd
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MarketStar Jobs    Find Friends     Home

Local Business
2475 Washington Blvd., Ogden, UT.

(800) 877-8259

MarketStar Jobs posted

1,143 likes · 40 talking about this · 169 were here

12 hours ago

Search

Lisa  
Williams

LikesPhotos
About

Search Jobs Blog

Jennifer 
Williams

Paul 
Siddoway

Sandra 
Bateman

Paul Siddoway mentioned:

Jennifer Williams mentioned:

Social Media Pros/Friends

Recent Posts by Others on MarketStar Social Media     See All

Recent Posts by Others on MarketStar Social Media     See All

Post Photo / Video

Liked Message

20

Write something...

Every MarketStar employee has access to MarketStar’s website and 
MarketStar Central, which is one way to keep up on open positions. 
Another is by following “MarketStar Jobs” on Facebook and Twitter 
or joining the MarketStar Jobs group on LinkedIn where you can 
connect with our recruiters. Not only do they post jobs you can 
share with your friends, our recruiters provide resume and interview 
tips (also available on the recruiting department’s blog on the 
MarketStar website) you can share with your friends to help them 
get a job.

And of course, if one of your friends applies to MarketStar and they 
put your name down as someone who referred them, you can earn 
a $50 bonus when they get hired as a part-time employee or $100 if 
they are full-time.

A while ago, I logged on to LinkedIn and noticed 
something I had not before. I talked to one of our 
recruiters about it, wrote a blog post about it and 
posted it on the recruiting department’s blog. Check it 
out at bit.ly/jobs_blog

I just posted some tips on preparing for a job 
interview. You can read them here on our Forum page 
or over on our blog at bit.ly/jobs_blog

MarketStar 
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http://www.marketstar.com/careers/blog/#.UJPrzo7_RUR
http://www.marketstar.com/careers/blog/#.UJPrzo7_RUR
https://www.facebook.com/Marketstarjobs?fref=ts
https://www.facebook.com/Marketstarjobs?fref=ts
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Innovation. It’s engrained in who we 
are as a company and who we are as 
individuals. By definition, it’s a new 
way of doing things, a new idea  — and 
without it, everything fades — our 
economy, our spirits, our livelihoods. 
It’s cutting out the infectious recession 
in our economy. Innovation is unique 
to other ideas of progress; it’s 
something anyone can do at any time.

Whether it’s a Silicon Valley start-up 
spark, a desk jockey’s sales insight, 

or a better way to take out the trash, 
innovation is what keeps us moving 
forward. Some of our innovation 
superstars are recognized, but many 
go unseen. For every one we do see, 
there are hundreds of ideas that ebb 
and flow through our company’s veins 
and never get their proper recognition. 

Well, now is your moment. It’s our 
moment. We move forward because 
someone is pushing us there. Are 
you that person? Take a moment 

and realize a time when you pushed 
something forward, accepted a hard 
change, or found a creative solution 
for your job and appreciate how it’s 
helped move us onward and upward 
together. Congratulations to our Q1 
and Q2 RockStars – your innovations 
add to the company everyday!

By Anne Shaneen, Marketing Content 
Specialist

Onward and  
Upward



Q1&Q2 
2012    
WINNERS
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Although already booked with 30-45 projects per quarter, Stacy Hock embraced accountability 
to improve an HTC portal program. “I know she’s stayed up past midnight when we had to turn a 
promotion off, and I’ve seen her respond to issues on her day off just to keep everything going,” 
said CIO Julie Simmons. Hock guided strategies that increased portal revenues by +$75K in Q1 
and Q2. “It’s a lot of fun trying new things,” said Hock. “I love working for MarketStar.”

STACY HOCK PartnerDynamics  |  Project Manager

RIM Operations Manager Mont Parrish executed the setup and delivery of 7,000 PlayBooks across 
North America — in a matter of weeks. “Mont was able to bring the RIM team, Flex, temps, and other 
MarketStar teams together to get everything done. Many times he’d be up until 3 or 4am hashing out 
technical issues, then back in the office at 8am,” said Aaron Christensen. His crews worked around 
the clock and effectively used an assembly line system to crank out 650 PlayBooks an hour. 

MONT PARRISH RIM  |  Operations Manager

Chase Jensen reigns as the No. 1 rep selling Google Offers. “During Q1 Chase never failed to 
exceed his quota to Google. As a matter of fact, he has never failed to reach the quota since 
he started last year,” said his manager, Jared Stephens. “He consistently and without fail over-
achieved and produced the wins Google needed. Passionately competitive, Jensen achieved 170% 
of quota in January, 300% in February, and at least 160% in March.” Chase now works with 
partners on the Polycom team. 

CHASE JENSEN Polycom  | ITAM

Renee Burrell simplified various sources of information for the Google team and created one easy-to-
use dashboard. Her innovation resulted in closing quality deals, shortening the sales cycle, and making 
the reps’ pipelines easier to manage. The new tool made such an impact, when Google Inc. saw the 
report they requested to have it implemented throughout their organization as well. “My favorite part of 
my job is helping the client succeed in their space. I like to bring value,” said Burrell.

RENEE BURRELL Business Intelligence  |  Business Intelligence Analyst

With contagious energy, Openshaw motivates 80+ field reps to reach sales goals. His ground-
breaking training at regional meetings spurred a ‘behavioral change’ by the client and contributed 
to achieving Whirlpool’s best quarter in Q1 since 2006. “Everyone values his expertise,” said 
manager Randy Gardner. “Because of Troy’s focus on the relationship with the client, MarketStar 
has seen a growth of 14 new reps over the last two quarters.”  

TROY OPENSHAW Whirlpool  |  Account Executive
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If making partners happy equals achievement, consider Mariam Logon a gold medalist. “Mariam 
makes sure she never hangs up the phone before the problem is resolved,” said Brian King. “She’s 
passionate about her job every single day, with a big smile on her face and the friendliest attitude 
with her peers and partners.” As a bilingual advisor for American and French-speaking Canadian 
partners, Mariam spends her days finding strategies for partner needs. “I make sure I complete 
what I start and I’m very dedicated to making sure partners are satisfied,” said Mariam. “I always 
try to give a little more than what’s expected.”

MIRIAM LOGON CISCO  |   INSIDE SALES – PARTNER ADVISOR

Unsatisfied with the status quo, Jon Harris took on the self-appointed project of innovating a 
tool to improve the sales process for HP. “Jon put everything together in one place, making it 
considerably easier to see if the partner had internal HP coverage, or MarketStar coverage,” 
said colleague Jonathan Maughan. “Jon is dedicated enough to go above and beyond, and think 
of ways we can not only improve morale, but also improve relationships with HP.” After Harris 
trained the whole organization to properly identify, verify, and create an opportunity, opportunities 
skyrocketed across the team — from 50 to nearly 200 per month. 

JOHN HARRIS HP  |   Portal & Pricing Team Lead

When something goes wrong with an HP deal registration, JoDee Johnson masterfully makes sure it 
gets fixed. “JoDee is the Michael Jordan of the team, and her dedication to her role makes our team, 
MarketStar, and HP better in every aspect of our business,” said Daniel Wilson. “Her support is 
essential for our success.” JoDee says being given accountability for her projects allows her to reach 
her potential. “I love MarketStar. It has seriously changed my life. It’s the best job I’ve ever had.” 

JODEE JOHNSON HP  |   ESSN DEAL ESCALATION MANAGER

Need to recruit thousands of employees in a matter of weeks? Not a prob when you have Curtis 
Boyer on your side. “I love overcoming challenges. I’m a very competitive person — we’ve had 
monstrous HR challenges, and we tend to succeed.” He innovated an existing applicant tracking 
system, making it more efficient for mass recruiting. Also, in Curtis’ tenure as The Eleven Agency’s 
social media manager for the past two years, the T11A Facebook page has had an increase of five 
times as many followers. (Go ‘Like’ it!)

CURTIS BOYER t11a  |  DIRECTOR OF FLEX RECRUITING

RockStar Winners    |   11



Rocky Watt created innovative tools that allowed multiple coverage scenarios for LG. He went 
through the rigorous RFP process, collaborating with LG teams in Korea and San Diego. Rocky’s 
many late nights and travel time paid off when he presented to the Presidents of LG USA and 
LG Global, resulting in a $7 million team expansion. “As we’ve met with additional contacts at 
LG, they have been impressed with the caliber and knowledge Rocky has had,” said Darren Jex. 
Rocky’s suggestion for success at MarketStar? “Be passionate and take initiative to do something. 
If it has merit, your idea can go to the top.”

ROCKY WATT LG  |  OPERATIONS MANAGER

An example of client focus, Greg Swenson makes daily communication with his HTC client 
contact a priority. He suggests, “Look at ways to create additional revenue for MarketStar and 
make proposals to your clients.” Greg proposed the promoter model for the U.S. – something that 
had never been tested. A carrier in Texas allowed the MarketStar HTC team to spend eight hours 
a day working with them. From that pilot program, HTC is considering the promoter model as 
opportunity for growth across the entire nation. 

GREG SWENSON HTC  |  ACCOUNT EXECUTIVE

When Travis Covington was on the Google team, he exceeded quota every time. He was passionate 
about making the close. “With Google, it was all on you. If you were successful, it was because you 
closed it.” As Sales Coach, Travis led a team of nine Google reps, and encouraged them to spend 
at least one hour a day finding new leads. Their self-prospecting paid off when they won the “Team 
of the Month” award. Travis now works with partners on the Polycom team.

TRAVIS COVINGTON POLYCOM  |   INSIDE TERRITORY ACCOUNT MANAGER

Michele Anderson believes in being a proactive problem solver, looking at what other people run 
away from, analyzing it and fixing it. She sure practices what she preaches. “Michele has gone 
above and beyond the call of duty ensuring MarketStar is compliant in the many states we file 
payroll tax returns,” said Jim Maynard. “She has taken the time to set up on-line tax accounts for 
MarketStar, improving our efficiency in paying and filing our tax obligations in a timely manner.” 
Her efforts ultimately saved the company from $224,227 in unnecessary late fees.  

MICHELE ANDERSON ACCOUNTING  |  STAFF ACCOUNTANT

RockStar Winners    |   12



ACCOUNTING
Dax Jones 
Ryan Knight 

AX
Christopher Jones 

BI 
Alexa Hurd 
Andrew Jensen  
Chris Weed  
Joe Bennett  
Joe Sako   
Phil Rogers  
Philip White  
Sam Talbot  

BD
Brenda McQueary  

CISCO 
Aaron Harris    
David Kil      
Devin Lindar    
John Bowker     
Julie Foley     
Kristi Martin    
Michael Arvidson    
Paul Lewis    
Rick Pearson    
Steve McLaughlin    
Usha Frazer    

 

FINANCE 
Hunter Smith Finance 

FLEX 
Bob Moore  

GOOGLE
Amanda Weldon  
Janelle Rees  
Kevin Ellis  
Travis Covington  

HP 
Alyssa Summers  
Ashlii Madsen  
Ben Timms  
Brian Perry  
Bryce Callaway  
Craig Kingsford  
Chris Edwards  
Dave Haskin  
David Stensrud  
Dustin Dance  
Jeannie Rees  
Jen Simpson   
John Trimming   
Julio Silva   
Keiko Itami  
Kasi French  
Nate Harris  
Rob Nelson  
Spencer Winegar  
Tysha Almond  
Wendy Gibbs  
Whitney Galbraith  

HRD 
Kris Goldman   

IT
John Siddoway   
Lance Jeffries  

LG
Mike Vasilic  
Veronica Unzueta   

LOGITECH
Ashley Kobe   
Daniel Meaders   

MA 
Michael Peterson  

MARKET RESEARCH
Gina Pinckney   

MSE
Brian Adams  
Melinda McClamant  

OPS
Brandy Carlson  
Jessica Jessop  

RECRUITING 
Diana Bloomquist  
Emily Wilson  
Jena Wilson  
Jennifer Williams 
Julieanne Huff  
Kim Kaleikini   
Lisa Williams  
Monica Chavez  
Sandra Bateman  
Shani Kopecki   
Sheri Cox  
Tiffany Hendrickson  
Vickie Jacobson  

RIM 
Chris Hofer  

RICOH 
Nate Carter  

SONY
Armando Flores  
Bob Muggleworth   
Brandy Carlson  
Brent Wilson  
Ed “Mickey” Renger  
Gil Web  
Glen Weinfeld 
Rich Charcha  
Rob Shelley  
Vito DeSimone  
Yuji Hamada  
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Don’t see your name? If we 
missed recognizing you, let 
us know and we’ll be sure 
to get you in the next issue. 
Email Crystalee at cbeck@
marketstar.com.

The Spot Rewards program 
is designed to recognize 
employees “on the spot” for  
every day Orange behavior. 
Congratulations to our 
employees who were 
recognized in Q1 & Q2!

SPOT  
REWARDS



DIGITAL SOLUTIONS

With employees making impact around 

the globe, MarketStar never runs out of 

news to share. Here are highlights since 

the last issue of The Link. Do you have 

news to share? Send an email to  

cbeck@marketstar.com.

Get to Know 
MarketPro 
By Phil Mickey 

Part of MarketStar’s continuing focus 
is further enabling our clients with 
innovative methodologies and cutting 
edge technologies. No initiative 
exemplifies this movement more than 
the MarketPro team, now entering 
their second year as a fully operational 
client solution.

The MarketPro team executes 
marketing automation for new and 
existing clients. The team utilizes a 
methodology that combines marketing 
automation technologies with persuasive 
communication techniques to 
strengthen relationships, qualify leads 
and accelerate sales. The team currently 
operates motions with seven clients, 
including Schneider Electric, Whirlpool, 
Amazon Web Services, Sony Mobile, 
Motorola Solutions, HP, and AGCO. 

efficient starting point for our traditional 
inside sales teams. Volume 
calling has been the focus, but there 
has been little clear direction on who 
to call. With lead nurturing, teams can 
prioritize leads and know who to call first. 
The more content consumed through 
nurturing provides a higher quality of 
first-contact. Reps are able to have a 
more knowledgeable and more informed 
discussion based on what the lead has 
consumed. No more guessing what the 
customer is interested in  they have it 
right in front of them.

“The team works incredibly hard to drive 
positive results for their clients and 
they are very dedicated to intelligently 
leading our clients,” says Julie Simmons, 
MarketStar CIO and leader of the 
group. “Client feedback has been very 
complimentary of their efforts and the 
results they are able to drive.”

“What we do for clients is give 
transparency into the movement of 
their prospects,” says Catina Martinez, 
Marketing Account Executive for the 
team. “They never really could see 
where leads were in the sales cycle, and 
now we know who is moving and who is 
not. Nurturing leads allows us to tweak 
messaging and create content that will 
move them along more aggressively.”

The first program to utilize the team 
was Schneider Electric, starting with 
just 700 leads in 2011. “When we 
launched the lead nurturing program, 
Schneider Electric wasn’t sure what 
to expect since it was a dead list,” 
says Martinez. ”We were able to build 
a nurturing stream strategy that was 
extremely personalized and created 
some great results.” Now our team 
nurtures 250,000 leads.

The introduction of marketing 
automation has brought about a more 

MarketStar News    |   14



MarketStar News    |  15 

MarketStar  
Introduces 
Digital  
Solutions 
Portfolio 
 
Submitted by Crystalee Beck as seen 
in Omnicom’s Jazz Notes

MarketStar is pleased to introduce its 
Digital Solutions portfolio, offering 
competitive services for clients to be 
better, faster, and smarter in the market. 
The Digital Solutions services cover four 
areas: Marketing Automation, Sales Force 
Automation, Infrastructure and Data 
Services, and Reporting and Analytics.

With a 25-year history as trusted 
outsourced sales and marketing partner 
and more than a decade of offering 
cutting-edge data tools, this portfolio 
brings strategic sales to heightened 
levels. 

“We’re a multi-channel sales company 
that optimizes technology and data to 
improve our client’s sales efficiency, 
versus a traditional development or 
technology agency that attempts to adapt 
their solutions to a sales application,” 
explains Dave Forsberg, MarketStar 
Executive Vice President of Sales & 
Marketing.

“Our people, technology, and insights 
make us unique,” adds Nate Mills, 
Director of Digital and Emerging Solutions. 
“Many agencies can provide data services, 
but there are few who can do it with 
the scale of people that are required to 
manage a turn-key solution.”

Evolving to meet market needs 
Digital Solutions make a complex data 
environment more efficient, responding 
to market needs and an ever-evolving 
consumer cycle.

“We provide meaningful data management 
products and solutions to take data 
and provide meaningful insight,” said 
Forsberg.

Take selling to small businesses, for 
example. With ranging needs and different 
stages, varying from garage-based start-
up to medium-sized operation, how do 
you effectively engage with such varying 
needs?

“Data through applications help you 
automate your communication with 
customers and partners,” answers Mills. 
“Our main value prop is to help clients 
succeed in the complexity.”

From market analysts who provide 
meaningful data insight to digital 
communities, portals, social media 
plug-ins and lead nurturing for retail and 
enterprise environments, Digital Solutions 
cost-effectively covers a wide range of 
business needs.

“We’re consistently lowering the cost per 
interaction and contact with leads for our 
clients,” said Forsberg. “With an enabling 
platform, we prioritize time and messaging 
for sales reps.”

DIGITAL SOLUTIONS RETAIL

MarketStar Recognized in Top 100 U.S.  
Promotional Agencies by Chief Marketer
We’re pleased to announce MarketStar Corporation was recognized as third for Retail 
Marketing in the 2012 PROMO 100 agency rankings compiled by Chief Marketer 
magazine. MarketStar was also recognized as No. 5 for In-Store Retail and ninth 
overall in the list of top 100 promotional agencies nationwide.

Sales  
Tracking  
Methodology
Submitted by Troy Openshaw  
& Steve Drake 

The Whirlpool team uses a customized 
sales tracker to show sales growth over a 
smaller period of time — less than year-
to-date and quarter-to-date numbers. 
This is extremely important because 
territories that are underperforming may 
get discouraged if they don’t see tvhe 
needle moving as much as they’d like 
to see so the sales tracker shows the 
growth they are making over time and 
gives them encouragement for making 
progress. Since using this tool, our 
teams have shown massive growth in 
these timeframes, and we use it as a 
coaching tool as well as a tool to praise 
our folks who are making progress. 



“I spoke to our contact at the Bell event and he asked ‘how are you keeping all of your 

reps?’ I have worked with MarketStar to create a retention strategy that we believe 

is working very well. MarketStar is doing a fabulous job of keeping these top reps 

motivated. Anniversary rewards and other programs have kept the team motivated 

and ensured their loyalty to RIM.”  - Rebecca Shaw, RIM Client
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Store Level  
Contests  
Drive Impact 
 
Submitted by Teresa Park  
Account Executive  

The Novatel Wireless team often 
creates store level and district level 
sales contests using gift cards. Our 
territory representative in Atlanta, 
Sedric Walker, had the idea to ask 
the retail sales associates to text 
him throughout the month when 
they make a sale, and let him know 
how they are doing with the com-
petition. This tripled the number of 
texts that Sedric typically receives 
from RSAs. He is now able to pe-
riodically send those RSAs a quick 
sales tip and keep the Novatel Wire-
less MiFi products top of mind for 
RSAs after the contest has ended.  

themselves…and they are. Whirlpool 
just announced record earnings in early 
2012 which is a feat in itself in our 
economy. They are also announcing 
numerous exciting launches of new 
products in 2012 including a new 
package suite of appliances called the 
“Ice Collection” as well as a new line of 
ranges that have revolutionized the idea 
of self-cleaning called “Aqualift Self 
Clean Technology.” 

Whirlpool also recently won their point in 
foreign manufacturing dumping (selling 
their products under the fair market value 
to increase market share) which could 
impose taxes on those manufacturers. 
This would also help Whirlpool in that 
Whirlpool wouldn’t be subject to the 
taxes, making their prices more appealing 
to customers.

Submitted by Maggie Woodul 
Divisional Team Manager

There has been some very exciting 
news happening on the Whirlpool 
team. In the last 12 weeks we have 
increased our sales by more than 
3.5%, and we have made incremental 
strides throughout the entire year! 
Our teams have made this possible by 
concentrating on specific, measurable 
plans, and learning how to make more 
educated, sales oriented visits into 
our accounts. 

We have also gained even more 
trust from our client. We have hired 
over 25 new people, added more 
territories, and even added two new 
managers representing newly aligned 
regions as well.   

None of this would be possible 
unless Whirlpool was doing well 

RETAIL

Impact in Action = Omar Laza

On the left is our MarketStar  
territory representative, Kalen Smith,  

presenting gift cards to the winners of the  
Lake Worth, TX contest.

Banner Year for Team Whirlpool 

“Overheard”

“Omar worked harder than anyone I’ve dealt with in many years. This exceptionally  

gifted employee…is an asset to your company. I can’t say enough good about him.”

Walmart Mobile Retail Customer



FlexTeam helping 
Google Redefine Retail

Retail 
IMPACT 
by the Numbers
JANUARY - SEPTEMBER 2012

RETAIL

By Clare McGlashan

MarketStar’s FlexTeam was honored to be 
awarded with a Google retail pilot program 
commencing in June of this year. The 
challenge was laid out by our tenacious 
client and expectations were high. The 
team and the fearless leadership crew 
accepted the challenge.

As a result, expansion discussions quickly 
ensued. For holidays we will have a 
team of more than 1,100 specialists 
supporting greater than 550 retail locations 
nationwide. To support these expansion 
efforts:

•   Jodie Nicotera and our FT recruiting 
team did an amazing job finding us 
excellent managers to support the 
program.

•    Our formidable managers and support 
teams, led by Sean Minard, have 
invested tirelessly in ensuring no stone 
is left unturned as we all have our eyes 
set on the prize. They’ve been tenacious 
across many facets of the program from 
hiring to coaching, operational logistic 
management to training and content 
development, all the while having high 
touch and great transparency with our 
client.

•   Our Flex Recruiting Team, (spear-headed 
by Curtis Boyer and D’Mitri Rideout) 

has stepped up and delivered a fabulous 
pipeline of strongly qualified specialist 
candidates, every day they are knocking it 
out of the park!

•   In conjunction with Dana Twyman from 
T11A and her tenacious Training Events 
& Logistics expert team, we’ve already 
hosted two stellar week-long trainings 
for our new Managers and half of the 
expansion team, and we will host a further 
mammoth training event for close to 600 
attendees in the coming weeks, the events 
thus far have shown incredible production 
value.

•   Our team of trainers led by Training 
Manager Dan Adams, and many of 
our awesome managers have delivered 
the seemingly impossible and created 
abundant content to educate and inspire 
our specialist team.

We are excited by the encroaching holiday 
season and all the opportunities it entails to 
represent this great brand and many others.  
We’ve loved watching the evolution of this 
team in such a short space of time and know 
we will be set for a great selling season. A 
huge shout out to our original pilot team 
for help making this possible!  It has been 
our pleasure to deliver and launch Google’s 
first compelling program in retail supporting 
the Chromebook with our highly talented, 
Googley, specialist team.

20,497
REPORTING HOURS

317,827
STORE VISITS 

647,025
SALES ASSOCIATES 
INTRACTIONS

109,799
TRAININGS

31,478
SPECIAL EVENTS
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face-to-face every day, while others 
travel, covering an assigned geography. 
They conduct trainings, floor days, and 
contests to motivate Cisco resellers.

With the goal of gaining mindshare and 
wallet share, the Road Warrior program 
has made a noticeable impact in its 
first year, increasing business on an 
average of 29% over the previous year. 
Cisco has been impressed with the ROI 
provided by Road Warriors. They’ve 
grown the team by 15 people just in 
the last month.

Sean Salter, the Road Warrior 
Manager, manages our Road Warriors 
and has been doing a great job making 
that program a success. 

Growing the Team in Canada 

MarketStar took over the Cisco Canada 
program in August. We now have 35 
people in Canada, just with the Cisco 

program. We’re starting to see a lot of 
success now bringing on new clients 
in Canada. With its own health care 
program and other locally provided 
benefits, we have the infrastructure in 
place for our clients.

When Cisco was not pleased with 
the direction of the previous vendor, 
MarketStar replaced the competitor. 
The Cisco team has recently added 
a Virtual Sales Account Manager, 
Virtual Partner Account Managers and 
Road Warriors, all calling on SBM 
accounts and partners. We have a lot 
of great employees in Canada who are 
dedicated and intelligent. I’m very 
impressed with the caliber of people 
we have on that team. We’re excited to 
have them as part of the program.

Eight teams in total competed for 
the No. 1 prize of a free lunch and 
a week of casual dress. The teams 
were divided by the regional teams on 
Juniper’s accounts and the backpacks 
were donated to A Precious Child’s  
“Fill-a-Backpack” campaign.

Katie Dowd, who sat on the winning 
ASR team, said their backpack 
held somewhere around 200 school 
supply items. Dowd talked about the 
competitiveness of the team during the 
event as well as the canned food drive 
last December.

The teams got so competitive in 
December people actually waited 
till the final day of counting to see 
if they needed to add more to their 
contribution in order to win. “Casual 
days,” Dowd mentioned, “are serious 
business on the Juniper team.” 

 

“One team member,” said Dowd, “was 
so enthusiastic, he even took the three 
or four $20 gift cards he received as a 
bonus to buy extra cans.” 

“We have an office that’s not only 
driven competitively, but morally,” said 
Dowd. 

Growing into 
2013 
Submitted by Paul Stout  
Vice President and General Manager
MarketStar Cisco Program

 Road Warriors Make Impact

In the past few months, the Road 
Warrior program has doubled in 
size, with 60 Road Warriors covering 
the Americas. These on-the-road 
employees meet with Cisco partners 
and Direct Marketing Resellers 
(DMRs) in more than a dozen 
countries. Some meet with partners 

Team Juniper’s 
“Fill-a-Back-
pack” Battle 
Submitted by Teresa Park  
Account Executive   
 
In time for back to school season, 
our Juniper team joined efforts with a 
local charity to fill backpacks with the 
supplies kids needed for school. The 
office of around 70 split into teams 
to see who could fill backpacks with 
the most school supplies for their 
surrounding communities. 

DIRECT

PARTNER
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MarketStar  
Impacts 
Launch of  
Omnicom’s 
New Data  
Center 
We invite you to join us in 
congratulating Omnicom’s Diversified 
Agency Services (DAS) and their 
recent world-class IT data center 
consolidation project. This transition 
represents a major progressive 
milestone that will enhance our 
offering to clients.

Two former MarketStar employees 
infused Science and Art to the 
transition, making data center 
IMPACT. Former IT Director, Casey 
Whiteley, was recruited as Senior 
Director of Operations for this massive 
IT project. Neil Aschliman was an 
IT Support Specialist on the Cisco 
account before moving to DAS/CDS.

MarketStar at 
DMA 2012 in 
Las Vegas 
Not everything that happens in Vegas 
stays in Vegas.

Every year, the Direct Marketing 
Association (DMA) hosts one of the 
largest marketing conferences in the 
world. This October, nearly 10,000 
marketing professionals from around the 
globe converged at Las Vegas to learn 
about the latest trends in marketing 
directly to businesses and consumers. 
Of course, MarketStar was there to 
educate attendees on our progressive 
lead management offering, MarketPro.

Our message of filling the void between 
marketing and sales teams resonated 
with the attendees. MarketStar takes 
leads created through the hard work of 
marketing teams and manages them on 
their behalf to deliver a larger number of 
quality leads to sales. This benefits both 
sides. Leads created by marketing are 
actually progressing towards a sales-
ready stage, increasing the contribution 
of marketing to the bottom line. Sales 
benefits by receiving a larger quantity 
of leads that are actually sales-ready 
while gaining better insights into each 
prospect’s history, making follow up 
conversations more relevant.

Standing out among many other 
exhibitors at a show like DMA is difficult 
but our over-sized lead management 
maze game table drew in many curious 
marketers. Our tagline, “Managing your 
leads is not a game,” explained our 
serious expertise in lead management. 

 

TECHNOLOGY

Julie Simmons Honored by Utah Business Magazine
Congratulations to our CIO, Julie Simmons who was honored by Utah Business magazine as one 
of this year’s “30 Women to Watch.” We’re proud of all Simmons does to contribute including 
leading technology strategy for MarketStar, launching education events and programs for the 
Women Tech Council, and inspiring girls to be the next generation of business women.

What is DMA? 

MARKETING

The Direct Marketing Association is the world’s largest trade 
association dedicated to advancing and protecting responsible 
data-driven marketing.  Founded in 1917, DMA represents 
thousands of companies and nonprofit organizations that use and 
support data-driven marketing practices and techniques.

The record time  
on our  

Lead Managment  
Labyrinth is  

7.58 
seconds!

You can try to beat it for a limited  
time in the 6th floor  

lobby at MarketStar HQ Learn more at www.the-dma.org



Passion is powerful. 

It fuels any emotion – love, hate, anger, 
happiness. It’s the coal in the furnace 
keeping us moving forward. When our 
passion is fueled by the wrong substance, 
we get off track and cause delays in our 
progress. But when we fuel our passion with 
the right propellant, we can really go places. 
What’s fueling your passion?

Passion


