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Don’t miss this information-

packed conference!

LEARN how to put yourself in a position to  

close every day and to make every lead count.

DISCOVER new marketing methods and tactics.

MEET and mingle with the industry’s brightest  

sales and marketing minds.

Register today

rcconference.com
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Attend The Replacement Contractor Executive  

Conference & learn how to

energize your sales effort

pump up your marketing to get the attention  

of your current and future customers

network with the industry’s sharpest  

marketers and sales pros
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Registration Fees
Early bird Registration . . . .  .  .  . $895
(before january 5, 2009)

Regular Registration. . . . . . . . .         $995
(after January 5, 2009)

accommodations 
Hotel accommodations have been reserved at  

the Ft. Lauderdale Grande Hotel & Yacht Club at  

a discounted group rate of $269 per night. To  

make hotel reservations, please call 954.463.4000. 

Attendees should reference the Replacement  

Contractor Executive Conference to receive the 

discounted rate.

Attendees are responsible for their own hotel and 

travel accommodations. Book early as space is  

limited. This special rate is only available until  

January 16, 2009 or when our room block sells out, 

whichever occurs first. You must be a registered  

attendee of the Conference to reserve a room in  

the conference room block.

questions 
rcconference@hanleywood.com

registration cancellation policy
A cancellation must be made in writing and submitted to 
Hanley Wood via mail, fax, or email. Cancellation requests  
received at least 31 days prior to the first day of the confer-
ence will receive a full refund minus a $75 handling fee.  
Cancellation requests received on or within 30-22 days  
of the first day of the conference will be subject to a loss  
of 50% of the entire registration fee. Cancellation requests 
received within 3 weeks of the first day of the conference  
will be subject to a loss of 100% of the total registration fee. 
One night’s room deposit and tax is required to reserve a 
room. Attendees who cancel their stay are responsible for 
one night’s lodging. A confirmation of your registration  
will be sent via email within two weeks of registering.  
Name changes are permitted at any time.

Pre-conference registration ends February 10, 2009 at  
5:00 pm EST. If you wish to register after this date, you  
must do so on-site.

attendance policy
Attendance at this event is reserved exclusively for replace-
ment industry professionals and other building profession-
als as well as manufacturers who have paid a fee as official 
sponsors of this event. Hanley Wood, LLC reserves the right 
to review, accept and/or reject all registrations.

Press attendance is allowed only with the written permission 
of Hanley Wood editors. Press must register through Hanley 
Wood in Washington, DC.
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Monday, February 16, 2009
2:00 – 7:00 pm
Registration

5:00 – 7:00 pm
Welcome Reception

Tuesday, February 17, 2009
7:00 am – 3:00 pm
Registration

7:00 – 8:00 am
Continental Breakfast

8:00 – 9:15 am
Skill Set And Mind Set
Bryan Flanagan, President, Flanagan Training Group
The economy may be uncertain, but the salesperson 
shouldn’t be. How do you overcome resistance to  
buy or spend in a time of economic uncertainty?  
It’s important to determine what homeowners value 
and whether or not your company can provide that  
in return. Bryan Flanagan will show you how to  
combine belief and skill into a winning combination 
that closes deal after deal.

9:30 – 10:45 am
High Tech Training
Rodney Webb, President, Rodney Webb, LLC
Salespeople and athletes perform better when they 
practice under pressure. Video can be a great way  
to introduce pressure into role-play training. Webb 
came to understand the value of reviewing game tapes 
as a pro basketball player and has applied this skill to 
home improvement sales management. He’ll show how 
to use video and his own style of role-play training to 
produce advances in your company close rate.

11:00 am – 12:00 pm
Street Fighter Marketing
Marc Slutsky, Chief Operating Officer,  
Street Fighter Marketing
Learn how to be a street fighter in the local marketing 
wars. Slutsky will show you how to develop a simple, 
consistent message to pre-empt your competition,  
develop offers that make the most sense, motivate  
employees and fellow business owners to promote 
your company and get customers to refer you.

12:00 – 1:00 pm
Lunch

1:15 – 2:15 pm
A Modern Sales & Marketing Plan
Brian Smith, Senior Account Executive,  
Dave Yoho Associates
Marketing costs can sink your company and successful 
marketing—generating the leads you need at a  
cost you budget for—requires constant adjustments  
in strategy and tactics. Smith will show you how to 
create a modern sales and marketing plan that lowers 
your marketing cost and increases the efficiency of 
your sales force and individual salespeople.

2:30 – 4:00 pm
Discussion Breakouts
Join speakers Bryan Flanagan, Rodney Webb, Marc 
Slutsky and Brian Smith, along with fellow attendees  
in a series of discussion groups. These wide-open  
sessions will give you a chance to troubleshoot  
problems specific to your own business and get  
face-to-face input from the industry’s experts.

6:00 – 8:30 pm
Cocktail Reception/Networking Buffet

Wednesday, February 18, 2009
7:00 am – 12:00 pm
Registration

7:00 – 8:00 am
Continental Breakfast

8:00 – 9:15 am
Not For Creative Types
Jeff Tobe, President, Coloring Outside The Lines
To be competitive in the high pressure environment  
of home improvement marketing and selling, especially 
in a slow economy, you must be creative and innova-
tive. In this session, you’ll be challenged to step outside 
your comfort zone and look at your company through 
the customer’s eyes, as well as re-define the challenges 
you face every day.

9:30 – 10:45 am
Panel Discussion: Try It, You’ll Sell It
Todd Schultz, President, Weather Tight Corp
David Goodman, Vice President, Windowizards 
Ken Moeslein, President, Legacy Remodeling
A new product puts you in the perfect position  
to re-connect with past customers and earn their  
business again. Three home improvement contractors 
talk about how they were able to successfully  
integrate new products into their menu of home  
improvement offerings.

10:45 am – 12:00 pm
Get On Page One
Martin Gould, Principal, Focalize Marketing
You spent money revamping your company’s Web  
site, but no one seems to be coming. Gould will explain 
Pay Per Click vs. Search Engine Optimization and show 
you how to optimize your company’s site so that you 
turn up near the top of Page One when prospects are 
looking for your product or service.

Conference Program
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Consumers’ attitudes about products and how to buy  

them are changing every day. Is your company changing?  

A slower economy is the best time to re-position for  

new growth and additional market share. Do it by  

combining new sales and marketing ideas with a  

focus on fundamentals.

Program Features
•	Sessions designed to bring you fresh ideas about  
	 getting your business up to speed on the latest  
	 sales & marketing tactics.

•	Panel discussion of working contractors who  
	 will talk about their experience with integrating 
	 new products into their menu of home  
	 improvement offerings.

•	Time to meet and network with the industry’s  
	 leading replacement contractors—share your  
	 ideas, while also learning from your peers.
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