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SMALL COMPANY YET GREAT IDEAS.

GREAT IDEAS EMPOWERED BY DESIGN
TECHNOLOGY.

DESIGN TECHNOLOGY IN THE HANDS OF
INNOVATIVE PROFESSIONALS.

INNOVATIVE PROFESSIONALS WITH
IMPECCABLE CODE OF ETHICS.

IMPECCABLE CODE OF ETHICS CHALLENGING
COMMITMENTS.

CHALLENGING COMMITMENTS YET
AFFORDABLE.
-THAT’S M
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IT ALL GOES AROUND BUILDING RELATIONSHIPS. WE FIRMLY B ys-
BELIEVE THAT GOOD FOUNDATIONS JUST LIKE OUR PROJECTS

STARTS WITH GOOD STRONG BUSINESS PARTNERSHIPS.

COMMUNICATION, EXPLANATION, KNOWLEDGE, AND A &/
FOLLOW THRU. o

Social Media

KNOWING

MANAGES M'S GROWING ENTERPRISE BUSINESS
NATIONWIDE. HE LEADS A TEAM RESPONSIBLE FOR SALES,
MARKETING, PRODUCT DEVELOPMENT AND CUSTOMER
SUPPORT. HE IS ACCUSTOMED TO WORKING ON VERY
LARGE PROJECTS IN THE MILLIONS. PRIOR TO JOINING M,
MATT WAS SENIOR SALES OF MARKETING AND BUSINESS
DEVELOPMENT AT REYNOLDS & REYNOLDS, A PROVIDER
WEB DEVELOPMENT OF MULTIMEDIA SEARCH AND
CONTENT MANAGEMENT. HE MANAGED ACCOUNTS IN
THE 100 MILLIONS. HE MET AND EXCEEDED HIS GOALS
AND BECAME 300’s CLUB THE FIRST YEAR AND
PRESIDENTS CLUB THE 2ND YEAR GROSSING OVER 400
MILLION.

HE CAME TO M FROM THE PRODUCT MARKETING
COMPANY ATOMIC DESIGN AND CONSULTING WHERE HE
MANAGED ONLINE MARKETING FOR MAJOR ACCOUNTS.

“AND THERE IS NO SUCH THING AS A NO SALE CALL. A SALE IS MADE ON EVERY CALL YOU MAKE.
EITHER YOU SELL THE CLIENT SOME STOCK OR HE SELLS YOU A REASON HE CAN'T. EITHER WAY A
SALE IS MADE, THE ONLY QUESTION IS WHO IS GONNA CLOSE? YOU OR HIM?”

-BEN YOUNGER




