Strategic Motivational Selling 
Creating a Winning Sales Approach
    Salespeople who manage their own motivation and learn to “connect” 
    with their prospect’s inner motivation are able to increase their sales.  

“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
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D.K. Neely and Associates

 Location/Date 

 TBA – A two day seminar process
  Registration at 8:00 am, Seminar 8:30pm to 4:30pm
Registration
. $725 + HST per person, includes workshop materials,
  style/motivation analysis
. Deadline for registration is TBA
. Limited Seating

What You Will Learn tc "What You Will Learn " \l 3
. Dealing with Natural Resistance to New Ideas

. 6 Key Steps to Persuade Others

. 4 Behavioural Styles – Your sales approach
      .  6 Fundamental Attitudes – Your Inner Motivation

. Adjusting your Sales Approach to each prospect
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
 A.   Introduction – Identification of sales opportunities

 B.   Dealing with Natural Resistance

· The Paradigm Curve 

· Strategies for Dealing with Resistance
C.  Understanding Yourself

· 4 Behavioural Styles  - DISC Analysis

· Behaviours and Motivators™ – Sales Version
D. Emotional Intelligence – Staying Motivated

· 5 EI Competencies

· The Law of Attraction – Focus on increased sales
E. Sales Skill Index™ - Natural Tendencies in Selling
F. Six Key Steps to Persuade Others (PAIDAY)

1. Prepare and adjust to People

-     Client/Prospect’s Motivation Profile

· The Natural Decision Process – Sales STAR

2. Catch Attention – W.I.I.F.M.?

3. Arouse Interest

· Qualifying with the Sales STAR

· 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

G. A Committed Action Plan to improve your Sales.


Unique Workshop Features. 

Personal self-awareness tools (Retail value $250)
· Behaviours and Motivators™  - Sales Version
· Sales Skills Index ™ 
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.

Based on your training, we have closed 4 recent orders worth $5.0 million dollars. Two of these accounts were competitor strong holds, where we had a very small chance of success. My RSM’s were able to find the “HOT” buttons of these clients and they focused on them until the results were achieved.  – Casey D. -  Yaskawa  Motoman
















