
  

 With the colder weather, snow, and Christmas Holiday 

right around the bend, we are soon looking at the end of a great 

year!  The question is: How can you end 2007 with the greatest 

success? Hopfully you have been using Systems News to the 

fullest and experiencing great results from our service. 

 Systems News can help you build your reputation and 

success  as a web marketing tool.  Through top search engine 

results, your potential customers will visually recognize your 

name and website from our Systems News Web Search. 
 

***It is important to start seeing Systems News as both Retail 

and Wholesale! 
 

Remember to Update Your Ads on our Website and Newsletter to 

maximize your membership. 

Remember: We get over 3500 unique hits per day!!! 

 

Make it a great week, 
 
 

Your Systems News Team 
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If you would like to be listed for a  

particular service in your area, please 

contact info@systemsnews.com  
for details. 

Check out our NEW  

Systems News  Facility Services site.   

Systems News, LLC 

636 Trade Center Blvd., Suite B 

Chesterfield, MO 63005 

Phone: 636-536-9694 

Fax: 636-536-1215 

info@systemsnews.com 

CONTACT  
SYSTEMS NEWS 

What We Do  
For our members: we provide the best resource to advertise their  
company and used & new office furniture inventories by keeping top 
search engine ratings and sending relevant weekly newsletters.  
 
For the consumer: we make it easy to have free and open contact with 

our Systems News members so they can easily source new, used and 
remanufactured office furniture and facility services on a national basis. 

What We Wonôt Do 

 

We never sell leads back to our members, nor do we accept any 
commissions on transactions.  All potential clients can access our 
members directly with no intervention or fee from Systems News.  
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contact info@systemsnews.com  
for details. 
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Sales Corner 

Thought for the Week 
 

"Lord, Grant that I may always desire more than I can 

�D�F�F�R�P�S�O�L�V�K���´ 
 

�² Michaelangelo (Italian Painter, Poet and Engineer) 1475�² 1564 
 

 

 

 

Have an powerful week. 

No Pain No Gain? 

Urgency Is Proportional to Pain 

 
Problems are like Health: The more a 

problem hurts now, the more the need 

for a solution now.  And the more it 

�K�X�U�W�V�����W�K�H���P�R�U�H���W�K�H�\�¶�O�O���E�H���S�U�H�S�D�U�H�G���W�R��
pay for a speedy solution. 

Its Got to Hurt Enough!  

 
The operation of resolving the pain is 

itself a painful process, so if the pain is 

below this threshold, the patient will 

prefer to continue to suffer than accept 

any treatment.  Research has shown that 

most people will seek a solution when 

they have three problems.  About 1/4 

seek solutions earlier, and another 1/4 

seek solutions later. 

Do Your Customers have enough ñpainò to seek you out? 


