VP/Director Corporate Training
VP/Director Talent Management
Director, Corporate University
Director E-learning

Director Sales Training

EXACTLY who YOU
want to TALK T

Mentor Tech Group Inc. is a leading provider of lead generation, market intelligence
and training services — specializing in companies marketing to corporate fraining
departments.

E-learning and Training Decision Makers at
America’s TOP 6000 Companies!

Guaranteed to be Precisely Targeted and Highly Accurate!
All information built from scratch by telephone interview!
We call and re-verify information every four months!

Fortune 1000 Companies —

Large Companies -
2nd half of the “Fortune 2000”

($675MM — Mulibillion $$) Vertical Markets
Middle Market Companies Email-only Programs
(S200MM — S673H0M) SMART Subscription Updates

Small Companies
(Under $200MM)

Canadian Companies —

(651) 457-8600

www.MentorTechGroup.com

Empowering Enterprises Today - To Build the Sales Pipelines of Tomorrow

Chief Learning Officer (CLO)
VIP/Director Education

Director IT/Technical Training
VP/Director Organization Development
VP/Director of Human Resources

“Mentor Tech Group is a pleasure to work with. Their list
is the best of the best. When we distribute this list to our
outside and inside sales forces, they say it is the best
and most qualified list to cold call from. Although it is
a little more expensive, this list is worth the investment.
We use this list over and over— for example, we put
together email campaigns every quarter and the open
and vnique click through rates are the best we've
seen with any list. We love that MTG provides quarterly
build lists so we can have confidence knowing that we are
contacting the most current additions.”

Caroline Guy
Marketing Manager
Thomson NETg

“Before signing up with Mentor Tech, we tested their list
to see if they had ‘good names’ for companies we knew.
We've since used their lists for our direct marketing and
outreach. It's clear that they do have the right contacts
with the right responsibilities. Mentor Tech Group’s list is
our most productive source of leads.”

Sean Essex
Director of Marketing
TRACOM Group — a Reed Business Company

“The MTG database is great! Over many years, | had
always been reluctant to pay for a database based on
comments by friends and colleagues that had done it.
There were (and probably still are) a lot of bad ones out
there. However, my experience with MTG's database is
that it is excellent and can be very targeted if you pick
the appropriate job codes. | found the contacts o be very
accurate and, in those rare times the contact had changed,
it was corrected af the next update. I'm very impressed
and would highly recommend the database.”

Tony Barile
President
Pinnacle Performance Strategies
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MTG has truly created “firstof-its-kind” Market Intelligence for TRAINING VENDORS — that targets corporate fraining,
e-learning, and talent management leaders — PLUS — others like VP /Director of HR, Sales, Marketing, IT, and Corporate

Age of list.

As a company whose core competency is prospect
hunting in training departments, we have used many,
many lists. It's not unusual to make a call from a list
and have them say, “that person has been gone for
two years!” People in these jobs move around a lot.
You need current information —for mailing, for calling
and for emailing! We have made the decision to be
aggressive in keeping this information up to date and
accurate. We complete major updates by calling and
re-verifying information every four months. When

we do email validations, we aren’t finished until we
have 100% accuracy. These essential updates are an
on-going effort.

Source of list.

Many lists are merely combinations of other lists. You
personally are probably on several lists right now —
including your lust 3-4 jobs titles. Did somebody fill out
a questionnaire last year and ended up on this list?

Did they subscribe to a magazine two years ago and
end up on this list? Many list companies can’t even tell
you exactly where the information came from. MTG's
database was built from scratch by having personal
conversations with each company. We did not use any
other lists.

Quality of contacts.
Are these “soldiers” or “Generals?” We understand

that you want to falk with at least Director-level people.

MTG's Prospect Development Specialists have had to
find prospects by “digging” for the decision-makers in
training departments all along. And titles vary widely
from company to company. This is an extremely
important expertise to have in building information like
this. Buying lists of people that might be “involved” in
training can be frustrating.

Accuracy of information.

As far as purchased lists go, it is considered EXCELLENT
to have a 20% error rate. And it is not uncommon to
have 35% - 40% ++ eror rates. We know —we have
called them. We consider this abysmal. Again, due to
the recent nature of this list compilation, in addition to
our own validation processes, the information on this
database is highly accurate.

Who owns the list?

Most list companies rent their lists for a one—time or
limited use. MTG's database is for unlimited use within
your company for one year— with programs available
to obtain updated information in perpetuity.

Communications! Here are some very important objective criteria to evaluate when comparing any of Mentor Tech Group’s
Market Infelligence databases to other “lists.”

Does the producer of the list have expertise
selling to the corporate training market?
They should, but the answer is probably no. MTG
clients include many companies that sell to corporate
training departments! Organizations like: Disney
Institute, Ken Blanchard Companies, Harvard Business
School Publishing, Dartmouth Tuck Executive Education,
Webex, Adobe Systems, American Management
Association (AMA), eComell, American Bankers
Association (ABA), Duke Corporate Education, Bersin

& Associates, and The MASIE Center. So the question
becomes: “Who is better equipped to provide
you with corporate training decision maker
information?”

One way or the other, companies will spend money
to find decision-makers to talk to. But when sub-par
information is acquired, the company ends up spending
MORE money. Why? Because they are:

« Wasting the company’s calling, mailing and possibly
other resources,

* Dealing with “soldiers” instead of “Generals” —
simply not as fruitful,

« Decreasing productivity and lowering job satisfaction
of those involved

This results in. .. FEWER PROSPECTS.

Mentor Tech Group, Inc.

www.mentortechgroup.com
Telephone (651) 457-8600

Empowering Enterprises Today - To Build the Sales Pipelines of Tomorrow
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