
 

AtlasCorp: Don’t just compete – dominate!

Tuesday 6 December, 2016

Sales and marketing firm, AtlasCorp has reviewed the reasons it is important to dominate in your sector
as opposed to just competing.

Sales specialists AtlasCorp has hosted a series of important workshops for their contractors which have
outlined the difference between merely competing in an industry as opposed to thriving and dominating.
AtlasCorp feels that it is vital to aim to dominate in everything and shares how it is important to be
ambitious and have a strong desire to be the best at everything. “Being a competitor means that you are
producing results, however dominating means that you are producing the best results and this should be
every individual’s goal,” outlines Managing Director of AtlasCorp, Matt Stewart. 

About AtlasCorp: http://www.atlascorp.co.uk/about-us/

AtlasCorp feels strongly about developing strong techniques and upskilling in order to be the dominant
force within the industry and therefore offers a unique business development opportunity whereby they
help their contractors to develop new skills. By continuously mastering new techniques the firm is able to
produce the best results possible for their clients and therefore has become a dominant force in the sales
and marketing industry. 

AtlasCorp shares how they want this to be the same for every individual as well as the company as a
whole. Mr Stewart of AtlasCorp stated, “We want every individual to want to be the best. We host a
winner’s circle every week and the most successful individuals are invited to attend. It should be
everyone’s goal to be a dominant force in our organisation and to make it into that winner’s circle.”

“You can only progress when you become the best,” adds Mr Stewart. Which is why AtlasCorp ensures
they are always improving and dominating within their industry. The firm hosts regular workshops to
ensure that their contractors are always up to date with the latest strategies. Additionally, the firm
regularly meets with their clients to gain a wide understanding of product changes and reflects this to
consumers. The firm’s personalised marketing strategies also allow for more customised interactions
which are proven to be desirable to the consumer.  

AtlasCorp is an outsourced sales and marketing firm based in Sheffield. The firm specialises in a
personalised form of marketing which allows them to connect with consumers on a face-to-face basis, on
behalf of their clients’ brands. This one-to-one interaction with consumers helps to drive long-lasting and
personal business relationships between brand and consumer. In turn, this often leads to increased
customer acquisition, brand awareness and brand loyalty for their clients. 
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