SalesLeadership, Inc.

Are You Positioned to Take

Advantage of the Recovery?

We all know it's a recession, which has impacted doing business as usual. This
selling environment doesn’t allow for average or mediocre salespeople and
sales teams. There are more companies competing for fewer projects. Sales
pipelines are experiencing a drought.

Here’s the good news: Prospects are still spending money; however, are very
SaleslLeadership discerning about who they do business with. Do you know what it takes to

INCORPORATED win?
Building Leaders. Redefining Sales. )

Workshop Objectives:

¢ Understand how lack of soft skills might be costing you deals; i.e. delayed
gratification, empathy, interpersonal skills and self regard.

e Eliminate outdated techniques and selling tools. Today's
buyer can smell a fake a mile away.

Create a sales process that decreases free consulting, chase mode and
price shopping.

.t Get positioned to take advantage of the recovery. Your competitors are

Sales Tea hunkering down. Get visible while everyone else is hiding.

WINS Sales Book
Awards Silver

Medall SalesLeadership works with individuals and companies who

want to | earn how to sel/l Mo r ¢
the newspaper, pundits and economists say.

Growing Great
Sales Teams Dates: July 8 OR September 9
Time: 8:30 am —10:30 am

Investment: $69
Included in the Investment:
Book: “Growing Great Sales Teams: Lessons from the Cornfield” by Colleen

Lessons from the Cornfield

Stanley

LOCATION: REGISTRATION:

SalesLeadership Training Center  Call Katie at 3037081128 or Email

355 Union Blvd. Suite 300 Katie@SalesLeadershipDevelopment.com
Lakewood, CO 80228



http://www.salesleadershipdevelopment.com/
http://salesleadershipdevelopment.com/xcart/product.php?productid=16148&cat=248&page=1
http://salesleadershipdevelopment.com/xcart/product.php?productid=16148&cat=248&page=1

