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In his twenty years in sales and marketing communications, Thomas M. Firchow has continuously increased both the sales volume and customer base of the companies he represents. His specialty is communications, with in-depth experience in Internet, film & video, broadcast, publishing, and telecommunications.





Most recently, as Vice President of Arts Tribe, Inc., Tom has successfully marketed the companies Visitor Information System by generating cover article-trade publication exposure. Promoted from Sr. Project Director to Vice President in his first six months on board, he has been instrumental in the strategic vision and marketing direction, while managing operations and continuing to provide executive leadership and project management oversight.





Prior to Arts Tribe, Tom had generated immediate new sales as Sr. Account Executive for PECOAdelphia Communications. Firchow exceed expectations in his first six months on board and was consistently above quota for sales of Local, Long Distance, and Internet access services for his telecommunications clients.





Firchow introduced telecommunications to his background as Universal Account Executive with industry leader AT&T. Tom consulted with his corporate clients on a full range of telecommunications business solutions, including Voice, Internet, Wireless, and Data communications. He twice received the Sales Vice Presidents Recognition Award for outstanding sales performance and was ranked in the Top Five in his branch for 1998 and 1999.





Prior to AT&T, Tom delivered interactive marketing communications as Account Executive with multimedia leader Frontier Media Group, Inc. He quickly acclimated to deliver sales of Internet web services, interactive kiosk applications, CD-ROMs & diskettes, plus strategic consulting for Fortune 1000 companies.





Firchow's ability to develop relationships and service clients made an immediate impact for PRIME Productions. In his first year for PRIME, as Vice President and Director of Sales, Tom exceeded projected sales goals by 24%. In addition to providing the film & video production expertise his clients were seeking, Tom also used his experience in communications to design and direct strategic marketing and direct mail campaigns for PRIME. His efforts helped expanded PRIME Productions' customer base, and have also led to the successful launch of PRIME's sister company, PRIME to GO, a national video equipment rental company.





Tom's responsibilities at PRIME were a natural progression from his position as Vice President of Sales with Videosmith, Incorporated of Philadelphia. He was recruited at a time when the company's sales were in decline as their entire sales force had migrated away. His positive attitude, knowledge and perseverance -- as well as training and managing a new sales team -- provided the impetus for a marked turnaround. Eighteen months after Firchow arrived, Videosmith celebrated its highest annual sales volume in over nine years.





Prior to making this dramatic impact at Videosmith, Tom was in charge of expanding the customer base for Center City Film & Video, Philadelphia's largest full-service television production facility. Signing on as an Account Executive, Tom developed and implemented a telemarketing and direct mail campaign that produced a 27% increase in customer base in its first six months. His consistency in producing rising sales was shown by his results: increasing customer base at a rate of 30% per year for three straight years.





Tom began his sales career in 1982, after graduation from Villanova University. He started as District Sales Manager for the Gittelman Company, a publishers representative firm serving the eastern United States. For Gittelman, Tom managed the Mid-Atlantic region, increasing sales volume and developing new advertisers through successful telemarketing, direct mail and direct sales campaigns.





Through his years in the communications industry, Firchow has developed an extensive list of clients. He has also made it a point to establish a network of contacts by serving his field. By example, Tom was Membership Director for the Philadelphia ITVA (International Television Association) for three years, where, as has become his trademark, he steadily increased volume; this time as measured by membership.





