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Bosworth & Kenney Selling Helps the Halcom Group Boost Revenue by
19% With the CustomerCentric Selling® Methodology

Atlanta , GA, Jun 05 (MARKET WIRE) -- Bosworth & Kenney Selling, a CustomerCentric Selling®
Platinum Business Partner led by Steve Bosworth and Mike Kenney, today announced that the Halcom
Group, market leader for electronic-banking solutions and services in Central and Southeast Europe,
has declared revenues in 2008 19% higher than in 2007. Active in nine markets, from Germany over
most of the Balkans states down to Qatar and Iran, Halcom's services and solutions help 69 banks and
financial institutions serve their customers in a better and more efficient way. Halcom credits its
revenue growth in 2008 as a result of strong sales figures for existing products and growth in sales of

new solutions, thanks to the proven effectiveness of CustomerCentric Selling®.

With only 100 employees, Halcom manages to excel in a variety of national markets and different
business fields. Dr. Mirko Music, a member of Halcom's Board of Directors, explains, "Our salespeople
face numerous business cultures and customers from different industries on a daily basis. Their ability
to deeply understand customer needs on one hand and to manage the selling process on the other is
the winning combination. We started reengineering our internal sales process in 2006 by training
selected individuals from sales, marketing, development and finance departments and teaching them to
use one sales language, one set of tools and one sales methodology. At that time Bosworth & Kenney
Selling delivered their first training in Slovenia, representing the market entry of the CustomerCentric
Selling® methodology in Southeast Europe. Their excellent contribution was embraced by all the
training participants as well as the management, so this year the third generation of our new hires was
trained in Croatia. Altogether, more than one half of all Halcom employees have now been trained in

CustomerCentric Selling®.

Dr. Music continues, "Halcom's implementation of the CustomerCentric Selling® methodology was a
gradual yet persistent process. Several tools were localized and methodology in some parts simplified

to account for different business environments in numerous national markets."

CustomerCentric Selling® helped our management gain a better insight and control over an increasing
number of business opportunities and a growing number of existing customers. In addition, our
planning process is now managed in a better way. After the last CustomerCentric Selling® training,

our salespeople started to meet weekly on internal workshops in order to exchange ideas, discuss their
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business opportunities and help each other manage them more efficiently. This novel approach is
completely based on their own initiative!" Persistent growth and success of Halcom's business

significantly affects its market value, with shares that have gained more than 10% in last 12 months.

Steve Bosworth of Bosworth & Kenney Selling states, "We're very proud of the extraordinary success
Halcom has seen since their implementation. Their remarkable results are proof that the
CustomerCentric Selling® methodology really does work if adopted and embraced across the entire

organization."

About Bosworth & Kenney Selling

Bosworth & Kenney Selling is a global sales performance development firm dedicated to helping
organizations develop, improve, and implement the sales and marketing processes and selling skills
that deliver strategic and tactical results. For over two decades, we have helped companies achieve

high performance, first through Solution Selling® and now through CustomerCentric Selling®.

In addition to the Halcom Group, global clients include Dassault Systemes, Honeywell/Handheld
Products and PricewaterhouseCoopers. Trust our team to offer the discipline, skills and processes that
can enhance your internal efforts and propel your team from good to great. For more information,

please see: http://www.bosworth-kenneyselling.com or call +1.760.436.2444.

About CustomerCentric Selling®

CustomerCentric Selling® (CCS) is a proven methodology for predictably improving revenue growth
and sales performance. Founded in 2002, CCS helps clients worldwide to implement repeatable,
auditable and scalable sales processes that, when combined with Sales Ready Messaging®, guides
marketing and sales to have meaningful conversations with customers and prospects. This results in
winning high-value deals, retaining and growing client relationships and improving the predictability and

accuracy of sales forecasts. To learn more call Bosworth-Kenney Selling.
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