How to Use This Template

Thanks for downloading HubSpot’s Sales Training Template! 

This tool was built for you to outline necessary training steps and information for members of your sales team. Included are sections common in most sales training plans, as well as prompts for you to fill out your company’s tactics and information. 

Simply erase the italicized instructions and examples in each section and replace them with what makes sense for your business.

Once complete, this plan can be used to help onboard BDRs, sales reps, field reps, territory account executives, sales associates, and everyone else involved in the hands-on sales process.

Keep in mind, this template is designed to be completely customized by your company. If you feel there are sections included that you would rather omit, or if you think a section is missing, you are encouraged to make those changes as you see fit for your business and new employees. 

Click here to get started with HubSpot Sales Software for free.


[Name] Onboarding Plan


· Department/Role/Region: Sales Manager – Hawkins, Indiana
· Manager/Reporting To: Jim Hopper
· Department Head: Martin Brenner
· Coach/Mentor: Steve Harrington

Welcome!

Reinforce your excitement for this new hire to join your company. Remind the new hire that this is not a complete list of their role expectations, nor is it a contract or employee handbook. Instead, it is a collection of the fundamental tasks and resources to help the new hire ramp up, onboard, and succeed in their role long term. 

Training

Provide the details for the new hire’s training, including: 

· Timeline for training and schedules for specific sessions.
· Details on what each session/priority will entail.
· Expectations from training, such as a final project, presentation, or pitch. 

Tech Set Up 

Explain what technologies will be made available to the new hire to help in his or her role. If setup is required (i.e. connecting to the printer), provide instructions or name the individual/team who can provide instructions for setup.

· Computer information.
· Phone information. 
· Monitor information.
· Printer information. 											

Software and Operating Systems
Also, identify and link to the software required for the role. Provide setup instructions or resources, if necessary. 

· CRM Software
· Sales Enablement Software
· Customer Communication Software
· Company Wiki
· Video/Virtual Meeting Software

Internal Communications

Should this new hire be on any email aliases/distribution lists? Are there any channels for them to join on slack? Is there a calendar or place where they should record vacation and time off? Outline those here.

Email Aliases to Join
· Example 1
· Example 2
· Example 3

Slack Channels to Join
· Example 1
· Example 2
· Example 3

Calendars to Add
· Example 1
· Example 2
· Example 3

Benefits

Most of this will be covered by HR during orientation, but if there is anything additional to be completed in the first 100 days, outline that here. 

People to Meet

Who are the people this new hire should connect with soon after starting? Provide the person’s name, role, and talking points to help make the 1:1 productive for both parties. 

· Mike Wheeler. Territory Account Executive, Hawkins, Indiana. Mike will be your partner in the Hawkins area. In the meeting, ask him about his closing tactics for the area and if he could connect you to his happiest clients to learn more from their success.
· Dustin Henderson: Director of Sales, Indiana. While you won’t report directly to Dustin, he has an impressive lay of the land for the state. Ask him how he goes about goal-setting for his territory and what he most wants to see out of sales reps out in the field. 
· Joyce Byers: HR Business Partner, Sales & Marketing. Joyce will be your liaison for any HR or business inquiries. Talk with her about how to best keep the line of communication open and what the best ways are to discuss any HR issues that may arise.
· Billy Hargrove: Product Manager. Ask Billy what’s on the horizon for the next six months and what features his team is most excited about. 
· Jane Ives: Sales Engineer. Connect with Jane to learn more about the sales engineering connections you should be making in your first month or two. 

100 Day High-Level Goals

At a high level, what do you want this new hire to be able to do by the end of his or her first 100 days? 

At the end of your first 100 days, you should be able to:
1. Meet or exceed quota on a monthly basis. 
2. Identify and partner with 1-2 existing customers to be an advocate or referrer for new business.
3. Understand how to source, connect with, demo the product for, negotiate with, and close new contacts into deals. 
4. Build a territory plan. 

Month 1: Date - Date. 

Month #1 should be about getting started on the right foot. Goals in terms of driving revenue for the business should be small, if not saved for a later time. New hires should emerge from this month with knowledge of the product, pricing, competition, and existing collateral. If there is any quota in the first month, consider time and prior experience before setting it, and try to keep it reasonable. 

Below, outline the goal(s) for month #1, what deliverables (if any) are expected, how success will be measured, and any resources that will help the new hire get his or her work done.

Goal: Be able to concisely and effectively communicate the value of our product.
Deliverable / Measurement of Success: Pass the company “Pitch Competition,” which you will present in front of our Board of Advisors. 

Resources: Link to Pitch Deck Instructions

Goal: Connect with 100 opportunities.
Deliverable / Measurement of Success: 100 phone calls. 

Resources: BDR Team

Month 2: Date - Date.

Month #2’s focus should be on putting month #1’s learnings into action. Expectations should be reasonable, depending on the new hire’s level of experience. It’s also a chance to expand company/product knowledge through conversations with customers and partners. 

Goal: Reach out to ## of new contacts, converting 50% into the next stage of the buyer’s journey.
Deliverable / Measurement of Success: ## New Opportunities

Resources: Your fellow TAE, Mike, can help you make connections. 


Goal: Speak to two existing customers in your territory and learn their pain points and favorite parts of the product.
Deliverable / Measurement of Success: ## New Opportunities

Resources: The customer marketing and account management teams 

Month 3: Date - Date

The third month should see salespeople springing into action. Goals should start to get more aggressive, as the rep should be reasonably armed for success at this point. 

Goal #1: Reach out to ## of new contacts, converting 50% into the next stage of the buyer’s journey.
Deliverable / Measurement of Success: ## New Opportunities

Resources: Your fellow TAE, Mike, can help you make connections. 

Goal #2: Close one deal.
Deliverable / Measurement of Success: See above.

Resources: Your fellow TAE, Mike, can help you with paperwork and negotiations. 


Feedback and Reviews

Outline your cadence for feedback and managerial reviews. Also, identify what should be prepared before these reviews, if anything. This would also be the section to explain how managerial 1:1s will take place.

Weekly 1:1s: Day of Week/Time
30-Day Check-In: Date
50-Day Check-In: Date
100-Day Review: Date. Please come prepared with your performance metrics to date, and fill out the self-evaluation survey.

[Company Name] Sales Strategy and Methodology 

Every company does sales at least a little differently than every other. Explain your process for quota setting, competition, go-to-market, and prospecting. If you have an existing sales plan, link it here. If not, build a sales plan using this template.

Required/Suggested Reading

If there is any documentation or any resources new hires should or must read, outline them here. These can be anything regarding company culture, role expectations, organizational leadership, or whatever is deemed mandatory. You could also style this as an FAQ section. 

· Article on team outings.
· Article on expensing.
· Article on time off policy.
· Article on our relationship with marketing.
· Article on sales in your area.
· Video introduction from our CEO.
· Company M-SPOT.

Resources for Your Success

Identify the people, places, and things that exist within the company. These can be mentors and leaders, after-work groups, sales hacks and tips, and more. 

· Our #sales-emergency Slack channel. 
· Your mentor, Steve, and your manager, me!
· Your product trainers, Max & Lucas.
· Our sales best practices video series. 
· Recordings of successful and failed sales calls. 
· Article on how to conduct a demo.







[image: https://lh5.googleusercontent.com/fAecfw1ms3LASCcUtS_D2MCmdoiR76nWMCYxVBQ7C4SAuBnEEBozc2AhMRvj9achkGXgPuumRLwupZRW3Y3Wd1uzoRCzswJPzju8YGvFts7IrIcslb0maL27gURUTl_gPPdBizAj]

Set your sales team up for instant success.

HubSpot’s free CRM and integrated sales software are a dream come true for companies looking to equip their sales teams with the software that makes their jobs easier and their work more effective.

HubSpot helps you build a contact database, connect with new leads, close deals faster, and manage your pipeline with its integrated CRM and sales software. Track and send emails, manage client meetings, effortlessly access documentation, and build out helpful contact reports. 
Want to learn more? Click here to get started with HubSpot for free.
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Welcome 
to 


florida!
On behalf of the AFCP and FMA 


Boards of Directors and staffs, it is 
my privilege to invite you to the 2020 
Joint Conference and Trade Show 
in sunny Orlando, Florida. This 


Celebrat ing 70  Years


April 23-24, 2020


Westgate Lakes Resort & Spa


Orlando, Florida


ORLA
ND


O


 


•


 


FL
ORIDA


annual event brings together the best and the brightest in the free 
publications industry and it has the potential to be one of the most 
valuable and rewarding benefits of membership.


AFCP is celebrating 70 years and the success of our organization 
is only possible with the success of our members. Whether you 
come home with one new revenue-generating idea that puts more 
money in the bank, or a best-practices idea that saves the ultimate 
currency of time, the end result is the same: coming to conference 
is worth it.


This year we are trimming everything down to two days, wrapping 
it up on Friday evening. This enables us to focus on the elements that 
make this event the best in our industry. This only takes out half of a 
day (the Saturday morning many people skip), and it will allow you 
to shorten your time out of the office and maybe tack on a weekend in 
the theme park capital of the world.


For a conference or a vacation (or both), the Westgate Lakes 
Resort & Spa in Orlando is right where you want to be. There is no 
other place in the U.S. where you can be within a 10-minute (free) 
shuttle ride to so many theme parks and attractions. The rates are 
affordable at only $89 a night for a room that is almost 500 square 
feet and includes a kitchenette.


The 2020 Conference Trade Show is the largest of its kind for our 
industry. A variety of vendors will offer products and services that 
span a myriad of issues that are integral to our business. They are 
there to educate and help solve problems and create opportunities 
that are specific to the free publication industry.


There are educational and networking opportunities galore at 
conference and those who take advantage can reap the rewards. 
From the roundtables to the TLI classes to a night on the beach on 
our own private island on the hotel property, this entire conference 


is designed from the ground-up with our members in mind.
Here are some of the highlights:
	 •	 Holly Hoffman - Keynote Speaker and  “Survivor” Finalist 
	 •	 “Idea Exchange” - a Survivor-Style Contest  
	 •	 Hands-on Management Certificate Program  
	 •	 The Leadership Institute (TLI) Courses  
	 •	 Networking with some of the most successful
		  people in community publishing.  
	 •	 The largest tradeshow in our industry.  
	 •	 Best of the Best Awards 2020  
	 •	 Island Beach Party - Dinner and entertainment on
		  Thursday night.  
	 •	 Located in “The City Beautiful” Orlando, a visitor’s paradise.


On behalf of the Conference Committee, I would like to personally 
invite you to join us in Orlando. This invitation includes my assurance 


that we will do everything within our power 
to make this conference an enjoyable 
and profitable experience so you get a 
worthwhile return on your investment. 
There’s always fun to be had, and more 
importantly, so much to learn from one 
another. Make the commitment now to 
come to conference and help you and your 
team survive and thrive in 2020.


- Greg Bruns, Conference Chair


Topical Roundtable Discussion Sessions
“POT LUCK” ROUNDTABLE:
Bring a question to share!
Open mic session to get fired up for 
conference. Your chance to make sure 
your “need to know” item gets discussed.


BEST PRACTICE ROUNDTABLES:
Content – Build revenue with your print 
product and readership. Develop that 
content cost effectively.  


Selling Print – Understand the powerful 
benefits print products can deliver for 
today’s advertisers in a digitally focused 
environment. 


Sales Management – Compensation, 
incentives, training and hiring. What’s 
working to drive sales and fill openings with 
qualified professionals. 


Sales Professionals – Tips, tactics 
and tendencies that will improve your 
effectiveness. This is for the “feet on the 
street” salesperson to take advantage of 
their peer network!


Self Promotion and Readership – Tips to 
build your image and your audience. 


Circulation – Driving receivership up while 
driving costs down! Discussions of voluntary 
subscriptions, demographic zoning and 
requester subscriptions.


REVENUE ROUNDTABLES:
Print and Digital Packages – Blended 
programs to build revenues. Who’s making 
it work and how can other publications 
take advantage of these best practices.


Unique Revenue Opportunities – Events 
and other options that utilize existing 
resources and assets. Building additional 
revenue streams that complement your 
current products.


Niche and Special Section Alternatives – 
What’s working for members and what 
does it take to jump in! Find a new revenue 
source or breathe fresh life into an old one.







“Never Give Up – The Survivor Way”
By Holly Hoffman, CSP


Nobody can go back and start a new beginning, but anyone can 
start today and make a new ending.  – Marie Robinson


Holly Hoffman was the last remaining member of the Espada 
Tribe and the last woman standing on Season 21 of the CBS hit 
reality show “Survivor Nicaragua.” Through that experience, 
and others throughout her life, Holly was inspired to share her 
message of survival.


The author of “Your Winner Within” and “Write Yourself a 
Note,” Holly acknowledges that life is made up of challenges, 
and we are oftentimes faced with situations that seem 
insurmountable. But within each of us is an ability to focus our 
thoughts, emotions, and energy to succeed—if only we have the 
knowledge, tools, and discipline to do so. 


A native of South Dakota, Holly’s writing and speaking not 
only offer encouragement and optimism but a roadmap for self-
discovery and spiritual enlightenment. Readers and audience 
members alike walk away inspired to light the fire of successful 
living within themselves.


Today, Holly is a member of the National Speaker Association 
and a recipient of the Certified Speaking Professional designation, 
and travels across the country and internationally, speaking to a 
wide variety of corporations, associations, universities, schools 
and women’s organizations.  Holly inspires her audiences to 
take opportunities and focus on faith, attitude, determination, 
confidence, desire and perseverance.


Challenges may allow us to step out of our comfort zone and 
push ourselves above and beyond our own self-limitations. It is 
how we choose to overcome challenges that make us who we 
are in life. It is our strength in times of difficulty that prove our 
character and self worth. 


Holly says, “As I share my experience of being on a reality show,  


I encourage you to think about 
how you decide to survive on a 
daily basis. Also, I will encourage 
you to think about six words to 
develop your survival skills. With 
my six simple words, you can take 
on any challenge with which you 
are faced.


“Adversity is not so much contending with problems as it is 
learning more about who you really are and what is inside of you.”


Join us and explore your true survival skills.


CONCEPTS COVERED:
1.	 Opportunities taken often let you see beyond your 


expectations.
2.  Unforeseen opportunities often come from risk-taking.
3.	 We learn from risk, and those lessons may lead us on an 


important new path.
4.  Embracing opportunities helps you overcome a fear of failure.
5.  Your attitude is determined by you.
6.	 Determination keeps you on your path of achieving goals.
7.	 When you believe in yourself, you are more likely to take 


action.
8.  Relationships are based on honesty. 
9.  Patience, persistence, and perseverance are keys to success.
10. It’s not always about winning, it’s the lesson learned along the way.


IDEA Exchange takes another new turn!


If you have ever watched the 
excitement of the Survivor television 
series, you are going to love 
watching our contestants battle it out 
presenting their money making ideas! 
The stakes are high for the presenters 
who will compete to become the 
“sole survivor” in this annual attendee 
favorite and newest version of the 
3-Minute Idea Exchange.


Contestants will present their 
publishing idea to the audience on 
hand in an effort to sway them for their 
votes as the best idea presented. Once 
the ideas have all been presented, 
the audience will do a live phone 


vote to determine who will be voted 
off the island, leaving 3 finalists in the 
survivor challenge. The audience will 
then vote again to determine which 
finalist idea will get the $500 first place 
“sole survivor” designation, as well as 
the $250 second place and $100 third 
place prizes. 


The fun and entertainment of this 
event are sure to be a conference 
highlight! But the true opportunity will 
be the value of the ideas presented 
as a resource for attendees. This will 
give them the perfect opportunity 
to take home a revenue generating 
idea or an operational improvement 


that will have the potential to cover 
far more than the cost of attending. 
This event is one you absolutely must 
experience!


Entry forms for potential presentation 
ideas must be completed and 
submitted by February 14, 2020 in 
order to be considered as there are a 
limited number of presentation spots 
available. Don’t delay – forms are 
available on the AFCP web page at 
www.afcp.org.
ENTEr now to cash in on your idea!





Sponsored by







NEW classes additional classes
TLI 149 – Life Lessons: A Guide to Personal and 
Professional Success
We’ve all heard about the brilliant friend who, when it 
comes to simple practical applications in life, they’re 
lost. Learn the 10 simple life lessons that will build stronger 
relationships leading to happiness and success. 
(Rob Zarrilli)
 


TLI 150 – Eliminating Fear in the Sales Process
It’s a familiar scenario that plays out in sales every day. 
Our emotions get the best of us and fear is at the top 
of the list. Find out how to identify and manage this key 
emotion and use it to your advantage in sales and in life. 
(Rob Zarrilli)


TLI 151 – Power Questions
Questions are designed to gather information, however, 
what if they could do more? Learn how to use questions 
to direct a sales call, change a client’s mind and get them 
to see your product and service in a whole new light.
(Jim Busch)


TLI 215 – Time and Territory Management II
Our most precious resource in business and in life is TIME. 
Learn how to manage it effectively and be efficient. This 
new look at Time Management will give you a practical, 
applicable method to organize and prioritize your territory, 
putting you back in control. (Jim Busch)


TLI 216 – Re-invent Your Product and Your Sales Skills
Our image in the print sales industry has taken an enormous 
hit. Learn the many ways you can make immediate 
changes to your product and sales presentation that will 
change the perception, making a dramatic difference in 
your overall performance. 
(Elaine Buckley)


TLI 218 – Prospecting in Today’s Busy World
The Start will stop you....if you’re not prepared. Learn how 
to prospect in today’s challenging, competitive world. 
This class will teach you traditional and non-traditional 
methods to get past the gate keeper, set appointments 
and receive a green light to proceed with the most 
difficult prospects. (Elaine Buckley)


TLI 122 – Building Strong Relationships to 
Retain Even Your Most Demanding Customers 
It costs five times as much effort to find a new customer 
as it does to keep one. Learn the keys to mastering  
business relationships even with your most difficult  
customers. (Elaine Buckley)


TLI 147 – The Compound Effect
Want to impact your life in a positive way? This class will 
teach you how the simple, almost insignificant choices you 
make every day can lead to a radical self-fulfilling change. 
(Rob Zarrilli)


TLI 190 – Advertising Sales Professionals Open Forum
Do you have questions about selling advertising? Here is 
your chance to join in this Q & A session with members of 
the TLI faculty. This roundtable discussion is your chance 
to “pick the brains” of experienced sales trainers and get 
the answers you need to become a more effective sales 
person. 
(Charlie Delatorre)


TLI 241 – High Impact Sales Presentations
This session details simple techniques to “frame” your sales 
presentation so that your customers will understand your 
publication’s value proposition and be motivated to take 
action. (Jim Busch)


TLI 243 – 19 Ways to Increase Sales Revenue
In this class you will learn 19 easy to understand concepts 
and ideas to build trust and develop long-lasting meaningful 
relationships. These out-of-the-box sales tips you can apply 
immediately will have an immediate impact on your success 
the minute you return to the field. (Charlie Delatorre)


TLI 246 – 7 Habits of Highly Effective People – Ever wonder 
why some people are successful while others are not? It’s 
simple: great habits. There is truly a right way and a wrong 
way to approach everything in life. This great reminder of 
Stephen Covey’s 7 Habits will be a powerful guide to take 
with you on life’s journey. (Charlie Delatorre)







This is training for today’s leaders — people like you who are 
pulled in a million different directions, expected to get more 
done with fewer resources, and forced to cope with budget 
cuts, corporate crises, reduction of employee benefits, hiring 
and wage freezes and much more. These tougher times call 
for creativity and innovation in leadership, and that’s why this 
revolutionary new course was developed.


In one day of lightning-paced, high-energy training, you’ll 
learn techniques for turbo-charging your leadership skills 
and getting your employees on track for super performance 
and a lot more productivity. You’ll learn how to support an 
environment of creativity, innovation and passion, regardless 
of what type of company you work for. You’ll learn once  


and for all what people need from their leaders, and even 
more importantly, you’ll learn exactly how to give it to them.


You’ll discover new ideas for motivating your high achievers 
to continue performing at the top of their game, while  
giving your less-than-stellar performers the encouragement 
they need to really shine. You’ll explore ways to tap into 
your own personal leadership strengths, minimize your  
weaknesses and develop a unique leadership style 
that is highly effective, yet reflects your core beliefs  
and personality.


Fun, fast, and highly effective, this training will stimulate your 
thinking, recharge your batteries and spark your outside-the-
lines creativity as you inspire your employees to excellence.


This is not your ordinary leadership course!


You’ll learn how to:
	Coach and mentor your people by 
	 encouraging growth and improvement


	Motivate others to consistently perform  
	 at their personal best


	Inspire others through your own enthusiasm and energy


	Devise new approaches for solving those same old 		
	 problems and dilemmas


	Transform negative thinking into positive action


	Set priorities, delegate when necessary and ask for help 	
	 when you need it


	Explore ideas for reducing stress and burnout on the job 	
	 — for yourself and your staff


Enroll today - 
limited seating!


Offered as part of the 
TLI Management Certificate Series


Immediately prior to the 
AFCP Annual Conference and Trade Show


Wednesday, April 22, 2020
Noon - 6:30 PM


$90 registration fee covers all training materials







		


Wednesday – 4/22/20		
	 11 am – 7 pm	R egistration Open 


	 12 - 6:30 pm	 Management Certificate Program: 
		  (6 Hour session + break)


  	 1 – 5 pm	 Trade Show / General Assembly Set-up


  	 3 – 5 pm	 FMA Board Meeting


  	 6:30 – 7:15 pm	R ising Star Orientation Meeting


Thursday Schedule – 4/23/20
	   7:30 am	R egistration Open 


  	 7:45 – 8:45 am	 Breakfast in Trade Show Area


  	 8:45 – 9:30 am	 Opening Ceremonies  
		  (to include Rising Stars)  


  	 9:30 – 11 am	 Opening Keynote


	11 am – 12:15 pm	 Coffee and Vendor Interaction 
		  Session in Trade Show Area


11 am – 12:30 pm	R ising Stars Session


	 12:15 – 1:15 pm 	R ecognition Lunch in Trade Show Area


  	 1:15 – 2:30 pm	 Idea Exchange - Survivor Style


	 2:30 – 3:50 pm	 Breakout Sessions  
		TLI   Classes (2 to choose from)
		  Publisher Roundtables
		T  rade Show Open


  	 3:50 – 4:20 pm	 Break and Vendor Interaction 
		  in Trade Show Area 


	 4:20 – 5:35 pm	 Breakout Sessions 
		TLI   Classes (2 to choose from)
		  Publisher Roundtables (2 to choose from)
		T  rade Show Open


  	 6:15 – 7 pm	R ed Carpet Reception & Hors d’oeuvres  


  	 7 – 7:30 pm	 Best of the Best Presentation


	 	 Evening Activity • Experience Orlando!


Principal Sponsor


Celebrat ing 70  Years


April 23-24, 2020
Westgate Lakes Resort & Spa


Orlando, Florida


ORL
AN


DO


• FLORIDA


2020 AFCP
Conference 
Schedule


Friday Schedule – 4/24/20			 
  	 7:30 am	R egistration Open 


  	 7:45 – 8:45 am	 Breakfast in Trade Show Area


  	 7:45 – 8:45 am	 SMC Breakfast Meeting


  	 8:45 – 9:15 am	 AFCP Annual Meeting & Elections


  9:15 – 10:30 am		 Breakout Sessions
		  TLI Classes (2 to choose from)
		  Revenue Roundtables
 		T  rade Show Open


	 10:30 – 11 am	 Break in Trade Show Area


	11 am – 12:15 pm	 Breakout Sessions


 		  TLI Classes (2 to choose from)
		  Publisher Roundtables (2 to choose from)
		T  rade Show Open


	 12:15 – 1:15 pm	 Lunch			 


  	 1:15 – 2:30 pm	 Breakout Sessions


 		  TLI Classes
		  Publisher Roundtables (3 to choose from)
		T  rade Show Open


	  2:30 – 3:30 pm	 Trade Show Closing Reception


  	 3 – 5 pm	 AAE Exam


  	 3:30 pm	 Silent Auction Officially Closes


  	 3:30 – 4:45 pm	 Breakout SessionS	 		
		  Publisher Roundtables
		T  rade Show Open


  	 4:50 – 5:30 pm	 Closing Presentations 


 	  6 – 10 pm	 Dinner / Reception and Island Party 







All Work & No Play -
Not a Chance!


ATTENDEE TYPE ATTENDEE FEE GUEST FEE
WESTGATE LAKES RESORT & SPA                         


STUDIO VILLA


Non-Network 
Participants and                 


Publishing 
Professionals


$599 per person $249 per person 
(meals only - no sessions)


NANI or FMA  
Ad Network 
Participants


$199 per person            
Up to 2/28/20                            


----                               
$299 per person            


After 2/28/20


$249 per person 
(meals only - no sessions)


$89.00 / night = Studio Villa  (493 sq. ft.)                          
$12.99 / night = Resort Fee                                   
-------------------                                           
$101.99 / night                                                               


.                                                                            
Includes: Wi-Fi Internet Access, Complimentary Valet 
Parking, Local Calls, Fitness Center, In-Room Safes, 
Sports Courts Access, Putt Putt Golf, Bike rentals and 
Sports Equipment Rentals


Thursday Evening:
Thursday evening we invite you to join us on the red carpet for 


a cocktail and hors d’oeuvres reception that will lead into the Best 
of the Best Awards Ceremony. Here you can connect and network 
with fellow attendees and catch up with old friends before the show. 
Then we join together in the excitement of recognizing the Best of 
the Best in our industry! 


Friday Evening:
On Friday we take you to the tropics with an island themed evening 


featuring dinner and cocktails followed by the ever-famous Club 
AFCP! Unwind and let loose with live music, dancing, activities and 
drinks for a one-of-a-kind experience you won’t find anywhere else! 


Explore Orlando:
We have partnered with Visit Orlando to offer our attendees 


a special website where you can find anything from discounted 
theme park tickets, to many local restaurant deals as well as deals 
on several other local activities and attractions. Visit afcp.org and 
click on the Visit Orlando Microsite link to visit the page and take 
advantage of all of these great exclusive deals!   


ROOM RESERVATION 
PROCEDURE


NEW THIS YEAR:
• You must contact the resort to book your hotel 
reservations directly. 


• If you are planning to take advantage of the 
reduced room rates offered to AFCP & FMA attendees 
you MUST follow the instructions below:


Reservations & Deposit Policy
Contact the Westgate Lakes Call Center for Bookings


• Reservations must be made by phone at 1-877-502-
7058. You must use Group Code S/O 64-613 prior to 
the cutoff date to receive the group rates and to 
guarantee availability. Reservations must be received 
by the Resort no later than 3/20/20.  


• All group guest reservations booked under the 
Room Block require a minimum deposit equal to one 
(1) night’s room & tax to be charged to a major credit 
card when you make your reservation with the hotel.   


• If you have questions, please contact the AFCP 
office at 877-203-2327.







The Trade Show is a very important part of our  annual 
conference. Being able to connect with a broad array of the 
suppliers of goods and services to our publishing industry 
is a valuable component of the annual conference. The 
opportunity to take advantage of the “one stop shop” aspect 
of our trade show is the most effi  cient and cost eff ective way to 
establish direct access to some of the most valuable resources 
in our industry. Keeping pace with the constantly changing 
aspects of technology, software, resources and product 
innovations can be critical to the success of today’s businesses.


These are a few of the companies who have already taken 
advantage of early commitment opportunities, and we 
will continue to add participants right up until conference 
opening. We appreciate their commitment to our association 
and our industry.
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