Search And You Shall

very tool ever invented was a result of

someone somewhere thinking: “there’s got

to be a better way.” agencyfinder.com
is no different.

We've been there. We know how hard it can
be to devote adequate resources to new business
development in a fast-paced advertising
industry.

That's why we created
the Internet’s first and
only on-line and
off-line consulting
service for client
and agency
matchmaking,
representing over
4,000 interna-
tional offices,
including more
than 95% of the
top-ranked
Agencies and PR
firms in North America
— both industry leaders
and rising stars.

Now in our fifth year, we're
a proud and successful e-commerce
business. Sure, we know the Internet, but our staff
also consists of people who worked new business at
agencies, managed marketing and advertising on the
client side, and taught Agencies and PR firms the
how-tos of new business development.

We set the standards back in 1997 and continue
to do so. From the largest and most successful multi-
nationals to the small, nimble-footed boutiques, we
represent and deliver great new clients to them all.

agencyfinder.com is a tool your agency
shouldn’t be without.

w agencyfinder.com

I see Ajax Advertising
is trolling for new
clients again.

4327 Cox Road

Glen Allen, VA 23060

Toll-Free: 1-877-Xfinder (877-934-6337)
VOX: 804-346-812

Fax: 804-346-1940
www.agencyfinder.com

e-mail: bpi@agencyfinder.com

Find

An Exclusive Club, Not a Lottery:

ike the finest exclusive clubs, your paid

membership entitles you to many annual

benefits. Unlike the Lottery, this isn't a
"pay-to-play.” When you register, choose Directors

Club, our premier pre-paid level. Or choose Iridium,
where at your request, fee payments
are deferred until you choose your
first competition.

Or, select RefNet, the
popular pre-paid Referral
Network for small to

mid-sized shops

looking for exclusive
referrals. In each
case, fees cover 12
months and renewal
is at your option.

Make a Great
Executive
Decision:

ou're cordially invited to
register and join the
agencyfinder.com club.
If you already know us, but haven't yet registered,
now’s a good time to put this powerful new business
tool to work for your agency. Just visit our Web site
@ www.agencyfinder.com, and enter at

I am an agency.

If you need more
compelling reasons,
please continue.




Words from the Field: Glenn Sagon, President, Sagon-Phior,
North Hollywood, CA
ere’s a sampling of what successful users
have to say about agencyfinder.com: We joined agencyfinder in May 1998. The concept
sounded like a great idea whose time had finally
come. So far we've landed a great client that more
Michael Royse, President, Royse Wagner Inc., than paid for our renewals at Directors Club.
Champaign, IL
Scott Shipman, Marketing Manager,
agencyfinder actually gets the prospect Owens Corning, Toledo, OH
ready to do business by making a
well-informed choice. The — . For our search, we needed
leads are well beyond Wﬂég"&i | to act quickly and in
qualified and the RefNet =i —

program lets the

confidence. Not only

did agencyfinder
agency have some guide us to
protection when great qualified
the account size agencies, they

is smaller. | love also provided

working with valuable

these guys! They “real-people”

earn the money. consulting.
We were

delighted with
their profession-

Leila Bryner,
Strategic
Marketing Manager, alism, counsel and
Thomas Register, on-going service.

New York, NY

OK, this month it’s John and Bryan Jay Yolles, EVP,
] ] ) (click, click... click) . .

Selecting an agency is an important Doner Advertising,
assignment. We had a long list of critical Southfield, MI
criteria, but equally important was conducting
a private, non-publicized review. With today's agencyfinder brought us one of our best clients.
technologies, there's no reason for a public Our Iridium conversion @ $5,500 was well spent
announcement and the scramble that generally when we landed that $40 million account. They
follows. agencyfinder gave us privacy, a handful don’t send us on wild goose chases; instead they
of qualified agencies and the best of all worlds. deliver quality opportunities. We've been a renewing
It's a great service! member since 1998.

agencyfinder.com
Search And You Shall Find




Not Just Another Quick Fix:

ost agency executives struggle trying
to manage too many new business
elixirs. Do these sound familiar?

e The new business committee

e The new business pro

¢ The hired gun

e The president does it

e The part-timers do it

¢ The team system

e The rubber-chicken mailer

e The Internet and rented ‘hot lists”

e The one-size-fits-all seminar

This laundry list of new business tactics often
produces disappointing results. Why? Because they
can be time consuming and expensive, making a
consistent new business development strategy
difficult to sustain.

agencyfinder.com ensures
that a pool of serious, highly

targeted prospects is
consistently viewing your
agency with a minimum
of effort on your part.
Like all great tools,

we're low mainte-

nance and high

performance.
Don‘t drop or

cancel any of your
existing effective
outreach programs,
but do add
agencyfinder.com
to your quiver of successful

new business components.
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I’'m pleased you accepted our
all-expense-paid trip to learn
more about Ajax Advertising.

The Business Model Basics:

ur business model is unique in the
industry. We're an impartial extension of

the new business sales efforts of each

registered agency, so it only makes sense that the

service is sponsored, or paid for, by those agencies.
New business will always be an investment, but

your investment in agencyfinder.com is small
when compared to the cumulative expense of
traditional processes. Because agencies cover their
portion, agencyfinder.com is absolutely free to
any client or consultant who searches. But take note

— that produces a model that's different; a model
that’s unique; a model that’s fair.

Our income is derived solely from agencies; we
sell to no one else. If we were to charge clients or
consultants, that would create a conflict of interest.
That's why we are and always have been 100%
compliant with the AAAA policy on consultant
searches.

How Clients Find You:

lients register and
search 24/7. They

._._.--_ ——— define their ideal

d._.-ﬂ L )
| J agency using the same

450+ attributes you use
to define your agency
when you register.

I‘l They narrow their

search to 35 or

fewer shops. Only

g "x\ then can they read

and score your seven
narrative essays and
client case histories.

That's how they select
their candidates and build

their invitational list.



The difference comes at this point — we're not an The Sooner You Register, The
on-line look-up directory. We're unique because we Sooner You'll See New Business:

provide a critical professional consulting component,

and until we assist a client directly by phone, they can't nless you take charge, new business will
learn who you are. Why? Because anonymity keeps the always be an up and down, feast or
playing field level. Every agency gets an equal chance. famine proposition. When you don’t have

enough, you go full throttle. When you get a little,
We're There For You From The Start: the new work forces you to slow or shut down,
so you suffer later.

ithout our guidance, agencyfinder.com lets
the client’s first you level off by bringing you
search is really consistent, qualified cost-

just a dry run. So it is effective new business

inconsiderate, opportunities that
misleading and a require @ minimum
waste of time to level of involve-
have them contact ment. Either you
any agency at this approve and
stage. But that’s proceed, or you
decline. Now
doesn’t that

sound easier?

exactly what does
happen when

they use an on-line
directory. See that your
A successful agency joins other
agency review shouldn’t top-ranked Agencies

begin by evaluating and PR firms in North

agency samples either. Since We’d Get a Better Fit America - both industry
clients have learned that Using the Internet! leaders and rising stars. Come
“creatives” move from shop to shop, aboard @ agencyfinder.com!

they also know that great clients generally
contribute to great agency work — as well as the Sincerely,
opposite. That's why we've designed things so you

only show them your work when the time is right. CWS/ é 777@%5/5

. Charles G. Meyst
How You Get Invited: Chairman & CEO

nvited agencies get duplicate fax and e-mail PS. — If you have questions, call toll-free

document packages from agencyfinder.com, @ 1-877-XEINDER.
identifying the client contact, assignment,

budget, and selection attributes. There are no blind Note: Full details of membership, fees, terms

searches. You weigh the opportunity, conduct your & conditions are found at our Web site

phone interview — and then tell us what you plan to do. www.agencyfinder.com.




FISHING FOR NEW BUSINESS

ot far from our executive headquarters in Glen Allen, Virginia, there are two “fish'n holes.” Each after-
noon in the warmer months, we typically see one hundred or more Directors of Fishing Development
gathered around the first hole, casting expensive lures in and out — but to no avail. Most folks around
these parts know that pond is toxic, with fewer than two or three fish remaining.
Just as often, around the second hole (the agencyfinder pond), we normally see ten or more Directors of Fishing

Development performing the same ritual. Their lures are bedecked with the makings of a great meal, for our pond is

crystal clear and teeming with fine fish of many species.
However, at the agencyfinder pond, we charge a flat fee F.h} o 9
C/a
l{..
A |

of $1 per day to fish. Why? Because we stock it and b
we incur costs to keep it clean. b

One particular afternoon, a fisher-

person sauntered over from the toxic pond
and said, “l don't mind paying to fish in your
pond — as long as you guarantee I'll catch some
fish.” I answered, “that's why there's a fish
market. But you'll pay 30 times more, and
at that, you get only one.”

When I'm finished for the day,
| always holler over to the gang at
the toxic pond — “Come on over
here and fish!"” They always look up,

smile, and shout back —

ro— ' _ . «©  "Thanks, but we don't pay to fish!”

Potential Agency Fishing Investment:

Prospect database software $250 Presentation materials $1,500

Prospect list (1000) & prospect CD's $2,500 Salary, Director of Business Development ~ $50,000-$100,000
Prospect list data entry $1,675 Salary, New business coordinator $20,000-$60,000
Personal Computer & printer $4,200 New business travel & lodging $22,500

Laptop presentation computer $3,500 Subcontract & freelance talent $25,000
Hands-free telephone headset $100 New Business seminars $8,000
Long-distance & local telephone $3,300 Agencyfinder certification $2,500

Agency brochures $4,000

Agency dimensional mailers & postage ~ $30,000 First-year totals: (without salaries) $109,525

Overnight messenger service $500 (with salaries) $179,525-$269,525

"A‘ agencyfinder.com

Search And You Shall Find
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We believe, like you do, that smart business people take measured risks. When your firm joined the
agencyfinder club, you were among a group of risk takers and pioneers. We've come a long way since
our launch on May 5, 1997 and we wouldn’t be here without your entrepreneurial spirit—for that we
want to say thanks. Even if you joined recently, you still took a chance on us, and we appreciate it.

Now in our fifth year, we're poised for growth, and that means good things for our veteran members.
Even though you probably already understand how agencyfinder works, I've enclosed our new invita-
tional mailer as a reference guide. It's just one component of our fall campaign. There’s also a drastically
redesigned, easier-to-navigate Web site, an extensive postcard campaign to qualified clients, new corporate
materials, and media publicity. We abide by the adage “advertise in down times.”

Over the past five years we've proven our value to agencies and prospects alike. When we opened
shop in 1997, agencies were beyond the slow, hard times of the 90s. But those who diligently practiced
new business development knew it was getting increasingly difficult to connect with prospects. Voicemail
was everywhere, and even the cleverest callers couldn’t get through or get callbacks.

Seeing the need for a better new business development process, Business Partnering International, Ltd.
rose to the challenge. As new business consultants, we'd taught agencies and public relations folks nation-
wide, even in Europe, every aspect of new business development. We had business friends and graduates
everywhere. Drawing upon our knowledge and ties to the industry, we set about developing an easier,
more effective and civilized way to connect qualified agencies with serious prospects.

Today agencyfinder.com is still one of a kind. Not a Yellow-Page copycat, not an agency-to-agency
espionage tool, not all-things-to-all-users, and certainly not safe harbor for failing shops. It's the antithesis
of pursuit. It's an impartial and excepted advertising outreach process on behalf of our Certified Agencies
that invites qualified advertisers and consultants to search and find these great agencies, public relations
and marketing firms — throughout the world.

Having raised the bar for client and agency matchmaking, we've also increased expectations. Please help
us meet the needs of your agency and its prospective clients by keeping your data fresh, reading our Flash
Reports, calling when you have questions, and being responsive and fair with the clients that invite you.

We're glad you've been part of this groundbreaking venture and we look forward to reaching many
milestones together.

Sincerely,

Chardes . Peyst
Charles G. Meyst
Chairman & CEO



