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• The economic downturn in the last 16 months has had a significant 
affect on APICS members and their organizations. The recession has 
caused a decline in APICS revenues at the corporate and channel 
partner level since the third quarter of 2008.  

• Q1 APICS corporate sales:
– Membership down about 6%
– Courseware participant guide sales down about 30% 
– Certification revenues down 7% (CPIM and CSCP combined)

• Most APICS channel partners (chapters, IAs, AEPs) are also 
experiencing a decline in sales.

• Channel partners and instructors have been asking APICS corporate 
for direct support in stimulating sales.

Background



• A variety of partner support options were considered. Each 
new initiative needed to meet the following criteria

– Drive sales
– Mutually beneficial
– Easy to understand and communicate
– Implementable
– Equitable to the partner
– Sustainable (does not damage brand, reputation, or 

revenue)
– Measurable

Criteria



• Consideration was given to the feasibility of discounting courseware 
and financing individual sales. These options were weighed against the 
criteria and it was determined that it would not be advisable to offer 
discounting or financing. 

• Discounting
– Financial analysis showed the number of new sales* that could reasonably 

be expected by offering a discount would not compensate for the loss of 
revenue from the sales that would be received without a discount.

– Discounting opens the possibility for complaints from individuals and 
especially corporations who have recently bought at full price.

– Discounting potentially devalues the product.

• Financing
– In order to motivate an individual to buy on terms, the payment would need 

to be $100 - $150 a month. The impact of this on administrative costs and 
cash flow would be prohibitive.

* New sales are from individuals who would not otherwise have bought this year

Considerations



Stimulus Program Details



• Discount for Bulk Purchase of Exam Vouchers
– A small number of partners are currently packaging exam vouchers

with courseware and instruction sales. To encourage this, APICS will 
begin to offer discounts on the bulk purchase of exam vouchers. 

– Tier Structure

Applies to member and nonmember vouchers.

o 5 – 15 = 10% discount
o 16 – 25 = 15% discount

o 26+ = 20% discount

– Partners can use the discount to drive sales of classes and benefit from 
revenue sharing. 

– There is a 48 hour turnaround time for orders. Vouchers expire one 
year from date of purchase. Effective now through 9/30/09.

– Drives more candidates to complete the exam. 

– Easier to sell to employers—only one check.

Certification



• Revenue Share on Corporate Leads
– APICS will provide a financial incentive to partners generating 

corporate leads that drive sales for other partners. 
– Financial Incentive: 5% of the corporate sale (averages between 

$30K-$60k).
– The incentive applies to the sale of products or services outside 

the partner’s service area.
– Corporate opportunities can include any combination of 

membership, education and certification programs.

Corporate Services



• Revenue Sharing for Job Postings to Career Center
– About 70% of partners have Web site job postings. The highest 

average number of listings on any site is six. Most partner Web sites 
average one job listing. Fewer than ten partners currently charge for 
listings.

– APICS will offer a revenue share to partners for new job postings 
generated through the partner. Partners will be issued a special
discount code to provide to contacts at local companies. The company 
will be offered a discount associated with the code to encourage its 
use.

– 30% discount to companies who use the partner discount code

– 20% of actual listing fee rebated to partners
– The average job posting fee is $278. At this price, the company would 

receive a discount of $83.40 and the partner rebate would be $55.60 
(after deducting the hosting service fee of 2.5%).

– This is effective immediately. 

Career Center



• Online Lead Generation
– Through an online advertising campaign, local APICS courses 

will be marketed to prospects.
– District Managers, International Associates and field staff will

work together to build a Web page featuring upcoming classes 
in each district and region.  

– Through customized online tile ads, local prospects will be 
driven to these local pages

– Partners benefit from new leads without the additional work and 
expense of developing a new local advertising campaign.

Marketing



• Online Lead Generation � APICS CPIM
– APICS marketing staff will build an online demo for the CPIM 

program. There will be a data capture form to complete before 
accessing the demo. 

– The demo will include a new self-assessment tool based on 
operations management competency models helping 
candidates identify their own strengths and weaknesses. 

– Leads from the form will be distributed to local chapters. 
– Revenue will be generated from increases in local chapter 

classes registrations. 

Marketing



• Quarterly Marketing Webinars
– APICS marketing will hold a quarterly Webinar series to update 

partner marketing staff on marketing initiatives, review the 
marketing plan for the upcoming quarter, and answer questions.

– The first of the series will be Thursday, May 28 at 1:00 p.m. CT.
– A preliminary agenda will include

– Q3/Q4 Marketing Plan
– Operations Management Now Marketing Tool Kit Launch
– Idea Sharing: National Operations Management 

Development and Networking Night

Marketing



Sales Training

• Sales Training Webinar Series
– Tactical information about the sales process including

• Prospecting
• Needs assessment
• Closing
• Pipeline management

– Begins third quarter 2009



Questions and Answers

Thank You. 


