WORLD CLASS SALES TRAINING

SALES PRO"

WHO SHOULD ATTEND: Everyone in your organization; new and experienced sales professionals
and their managers, marketing and customer service and support staff.

YOUR INVESTMENT: $1,395 per person (includes all materials)

TRANSFORM SALES GOALS INTO REALITIES WITH THE POWERFUL
WORLD CLASS SALES TRAINING SYSTEM—SALES PRO®

The selling world today dictates ever
more speed in the creation of a conversion
to cash cycle in the distribution of the
products and services that companies sell.
Ever more change. Ever more risk. Ever
more stress. In a selling world of nonstop
acceleration, a world that veers ever more
closely to chaos, prospects are searching
for ways in which to maintain or in some
cases regain control. The relationship that
we have with clients is no longer one of
pushing for the sale. We must remember
that our goal is to develop and maintain
long-term relationships, closing the gap
post sales calls.

While the deal today is crucial, Sales Pros
must be considerate of the next offer, next
opportunity, and the resulting,
recommendation letter and the referral
they receive. The words of the client
explain their needs or their challenges.
These are essential for future product and
service development. Sales, marketing,
and product development professionals
must understand the client “Stop Selling
and Start Helping . When you sell you do
something to people and when you help you
do something for people!” recited Alan
Cimberg many years ago.
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The axiom remains just as relevant today.
A challenge for the sales association today
is to be of as much assistance after the sale
as before the sale. This includes the lost
sale selling that needs commitment to
learn how to work with the organization
in the future.

SALES PRO®

From prospecting to the follow up of your
sale, this program with help you learn to:

® (reate lasting synergistic
partnerships with your clients.

e Evaluate and determine specific
purchasing criteria.

®  Match benefits to needs where you
have first helped the client discover
desire.

® Handle customer objections and
concerns with masterful skill.

e Develop logical, easy, and natural
next steps for you and the customer.

® Achieve optimum performance and
consistent results.

® Increase the shareholder value for
your client and your company.

® Learn follow up and contact
management techniques.
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Sales Pro

World Class Sales Training
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2-DAY SALES PRO®
PUBLIC SESSIONS
Fort Myers, Florida

February 15 & 16,2012
2-Full Days - Fort Myers, Florida

April 18 & 19,2012
2-Full Days - Fort Myers, Florida

June 13 & 14,2012
2-Full Days - Fort Myers, Florida

August 15 & 16,2012
2-Full Days - Fort Myers, Florida

October 17 & 18,2012
2-Full Days - Fort Myers, Florida

December 12 & 13,2012
2-Full Days - Fort Myers, Florida

Customized In-House
Training is Also Available
Call for Special Rates

Contact us at 239-599-8408
Jim@c4oe.com

Joanne@c4oe.com
Fax 866-459-5444

Joanne@c4oe.com



SALES PRO® WORLD CLASS SALES TRAINING

In preparation for the class, you will identify your current sales
opportunities, plan the probes that will tell you more about
your decision makers’ business operation, goals, products/
service, customers and their competition. From this you will
create a list of “add-ons” that you can offer.

The concept of lifetime value of the customer will allow you to
examine what a customer really means to you.

Personality styles will be identified and you will learn a strategy
for dealing with each client in the best fashion.

Buyers play the roles of:

e Financier/Budgeter
e Influencer/Screener
o Influencer/User
e Sponsor/Mentor

e Key Decision Maker

You will learn how to determine who fills each role and specific
points that should be made to each!

You will examine the end result of why your client / prospect
would consider your product offering and how it will serve
them.

Research has shown that you need 2.3 needs in the order of
importance for your client / prospect to move forward with
you. Our value profiling tool will assist you and the client to
determine the most important issues to focus on.

Dealing with change is one of the most important and un-taught
concepts in sales. The sales person moves onto their next sale
once a client purchases. Sales Pros continue to help the
customer through the ensuing chaos of change until the new
system is an established practice.

All of this with the guarantee that if your sales person needs
reinforcement they may return as often as required without
charge for a refresher. Or, if they leave you, our firm will place
the new person hired in a public session class for up to one year
with only the cost of a new student guide ! No other training
company in the world does this! Even students from our
Professional Selling Skills classes are invited to attend this brand
new class for a limited time basis without any charge other than
the new book.

Sales Pro® Guarantee

As A SALES PRO® Graduate, You Will Have the Ability
to Repeat SALES PRO® at No Additional Fee:

You are free to attend any future SALES PRO® public
session held by C40E in part or full without additional
fees as many times as you wish on a space available basis.
You must bring your SALES PRO® materials from the
prior class or purchase new materials. In the case of a
book version update, you may be required to purchase a
new book.

If A SALES PRO® Graduate Leaves Your Company
Within 1-Year of Completing SALES PRO®:

Your company will have the ability to enroll a
“replacement salesperson” in any public session
SALES PRO® held by C40E on a space available basis
with no additional fees, other than a new SALES PRO®
book and materials.

Should You Leave Your Present Company, As A
SALES PRO® Graduate:

You are free to attend any future SALES PRO® public
session held by C4OE in part or full without additional
fees on a space available basis. You must have your new
employer’s HR department sign off on your attendance.
You must bring your SALES PRO® materials from the
prior class or purchase new materials. In the case of a
book version update, you may be required to purchase a
new book. Our clients tell us that education attracts
excellent employees and having this guarantee in place
helps assure education plays a part. Please do not forget
to let your new employer know about this valuable
training benefit that you enjoy.

Sales Pro® is delivered as a 2-day classroom
program. Salespeople develop the face-to-face
selling skills needed to promote an open
exchange of information and reach mutually
beneficial sales agreements.

The Sales Pro® Professional Selling System

Will equip you to conduct a sales call in a way that leads to:
¢ Mutually beneficial decisions with customers

¢ Long-term customer relationships

239-599-8408
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REGISTRATION FOR THE SALES PRO® PROFESSIONAL SELLING SYSTEM

Center for Organizational Energy

2-Day Sales Pro $1,395—Held in Fort Myers, Florida
Email joanne@c4oe.com or call 239-599-8408 for additional information

Choose the sales training date:

April 18 & 19, 2012 June 13 & 14, 2012

Fort Myers Fort Myers

August 15 & 16, 2012 October 17 & 18, 2012 December 12 & 13, 2012
Fort Myers Fort Myers Fort Myers

Names of Altendees

E#‘I Name Title Email Address
5#2 Name Title Email Address
5#3 Name Title Email Address

.Compcmy Information (Please Print)

Organization Phone #

Address City State Zip
EApproving Supervisor Title

Email address Fax #

EMefhod of Payment — FULL PAYMENT IS DUE PRIOR TO THE SEMINAR—$1,395 Per Participant

Check payable to Center for Organizational Energy ($1395 Per Participant)

Bill my organization—ATTENTION:

MasterCard Visa Discover AMEX ($1395 Per Participant)

Charge to

ECard # Exp. Date CVV2 Value
(CVV2 Value is the 3-digit number printed at the end of the credit card number on the signature panel on the back of the credit card)

ENROLLMENT INFORMATION:
ENROLLMENT: You may enroll by mail, telephone or email.

PAYMENT: Full payment is due prior to seminar. You may pay by cash, check, Visa, MasterCard, Discover & AMEX.
YOUR INVESTMENT: $1,395 for two full days of training. All training materials are included.
GROUP DISCOUNTS AND IN-HOUSE PROGRAMS: Please call us at 239-599-8408 for pricing.

You may register: BY PHONE 239-599-8408 BY FAX 866-459-5444 BY EMAIL Joanne@c4oe.com
OR BY MAIL  Center for Organizational Energy 3630 Sabal Springs Blvd., North Fort Myers, FL 33917



SALES PRO® WORLD CLASS SALES TRAINING

Sales Pro

World Class Sales Training

“Jim's enthusiasm and professionalism hel ped de-veadhedpftemiyyearsodf e s s i
s a | eEim Parkinson

I was lucky enough to be one of Jim's students. His knowledge and ability to assimilate it far exceeds expectations. The content of the
sales training taught is based on relationship building and is truly the essence of what sales should really be about. Jim can articulate
that and is a living example of his teachings.” Caroline Perrone Darcy

"Jim's work and character can best be summed up by one word: passionate. Jim is passionate about what he does and who is is in the
best possible sense of the word. | recommend him without hesitation." Bill Cole

fl participated in the Sales Skills workshop hosted by Jim and was thoroughly pleased. | have several years of sales experience found
the class to be a great refresher with real-world applications and innovative ideas. | would recommend Jim to any company looking to
give their sales teamHKelyOoenGwover t i ve advantage.

Our SALES PRO® Professional Selling System offers:

® your salespeople the reinforcement and support critical to increasing skill use and on-the-job effectiveness

® your organization a reliable method for evaluating and continuously improving your training efforts
With SALES PRO® your salespeople will succeed by helping your customers succeed. They’ll acquire the skills and
competencies that will set them—and your organization—apart from the competition.

Discover how to close more sales, influence decisions and exceed customers’ needs!

Jim Ullery is a seasoned sales and customer service professional who has won many sales awards.
"In 2006, 2007, 2008 & 2009 Jim Ullery earned the status of AchieveGlobal's top national business
partner within AchieveGlobal's network of college, university and consulting distribution partners.
Jim is a certified Professional Selling Skills® (PSS) trainer and has facilitated the program for

over 20 years.

Center for Organizational Energy now offers the SALES PRO® Professional Selling System.

We also offer the COMPASS Leadership & Management Program (monthly sessions in a unique

combination of live and interactive instruction that emphasizes involvement, participation and

team work and represents a complete departure from traditional training methodology), Needs

Assessments, Customer Service training, Professional Selling System Negotiation, Coaching &

Prospecting, Sales Coaching, Cracker Jack® Credit and Collections. Jim is also available for retreats
and keynote addresses. His work has been acknowledged in INC. Magazine and Successful Meetings
and his employer at the time was named as one of the “Top 5 Training Organizations in the Country.”

Customized In-House Training is Available @

aceﬂte’_h’_ 3630 Sabal Springs Blvd., North Fort Myers, Florida 33917 Jim@c4oe.com Joanne@c4oe.com
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http://www.linkedin.com/profile?viewProfile=&key=19513158&authToken=PUVi&authType=name&goback=%2Econ%2Evpf_3335848_1_gTOO_name_*1_Jim_Ullery
http://www.linkedin.com/profile?viewProfile=&key=52154082&authToken=_ylh&authType=name&goback=%2Econ%2Evpf_3335848_1_gTOO_name_*1_Jim_Ullery

