   Creating a Winning Sales Strategy 
     Salespeople who focus their efforts and learn to “connect”  with 
     their prospect’s inner motivation are able to increase their sales. 
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“Of all the decisions a Manager makes, none are as important as the decisions about people. THEY determine the performance capacity of the organization." - Peter F. Drucker
                                        Presented by Dave Neely

                                                                 D.K. Neely and Associates

Location/Date 

Three evening sessions, Oct 19, 26, Nov 2 a week apart

Playtrium Family Centre, 541 Days Road,  Kingston ON

Registration/Pizza at 5:30pm, Seminar 6:00 – 9:00 pm

Registration
. $345 + HST per person, includes workshop materials,
  style/motivation analysis
. Deadline for registration is 10 days prior

. Limited seating to maximize learning
NOTE: In-house sessions in your facilities available

   . $275 per participant, plus HST (6-8 people min)

What You Will Learn tc "What You Will Learn " \l 3
. 4 Behavioural Styles – Your sales approach
     . Adjusting your Sales Approach to each prospect

      .  Elements of Strong Relationships

      .  5 Emotional Intelligence Competencies

Who Should Attend
. Sales People, Sales Managers

. Service People with Sales Opportunities 

Your Workshop Leader
Dave Neely is a Kingston-based training consultant.  He was a Sales Trainer for IBM Canada in the PC Dealer Division. He has presented seminars for the Canadian Professional Sales Association (CPSA).  Dave’s passion and enthusiasm ensure that you leave this workshop energized and ready to apply the new concepts.

How to Register / More Information




 

. Phone (613) 546-6532 Fax to (613) 531-8945


. Email: dneely10@cogeco.ca 

             . Web-site www.neely-training.com 
Workshop Content – 3 Evenings
Part One – Wednesday, October 19
 A.   Introduction – Identification of sales opportunities

 B.   Understanding Yourself

- 4 Behavioural Styles  - DISC Analysis

Part Two – Wednesday, October 26
 C.  The Relationship Cycle – Building stronger connections 
        to Customers and prospects
       - Application to sales opportunities

 D.   Emotional Intelligence Competencies

       - Staying positive in tough times                                               
Part Three – Wednesday, November 2
E. Six Key Steps to Persuade Others (PAIDAY)

1. Prepare and adjust to People

-     Client/Prospect’s Motivation Profile

2. Catch Attention – W.I.I.F.M.?

3. Arouse Interest

· Qualifying the prospect
· The Preliminary Close 

· Presenting the Benefits – F/B/R

4. Stimulate Desire - Dealing with Objections

5. Motive Action – 3 Effective Closing Techniques

6. Ensure You Follow Up – Within 30 Days

F. Committed Action Plan to improve your Sales.


Unique Workshop Features. 

Personal self-awareness tools (Retail value $150)
· Behaviours and Motivators™  - Sales Version

Comments from Participants
I learned more in the first hour or so than in most of the previous sales seminars that I have attended. – Andre B.

Sara Lee Canada

 - This was entertaining, fun and enlightening
-  Very helpful to better understand our own strengths 

-  Highly interactive, outside the box, entertaining and captivating – High Energy

- Well Done – Chris – GM 















