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SalesMaking Sales:
How to Jump Start 
Your Selling Career
“Nothing succeeds like success” and right now – for you – that means 
making sales.  You need to taste success and understand how great it feels 
to land a few. That’s why Making Sales: How to Jump Start Your Selling Career
focuses exclusively on the sales process itself.

This is a hands on workshop.  You will constantly practice and polish the
techniques you are learning.  At the end of the workshop, you will make a
final sales presentation that will be videotaped.  The video is yours to keep 
as a tool you can refer to over and over again.

• Understand and apply a proven 
selling process

• Open doors and get in front of prospects

• Ask the right questions to appeal to logic 
and emotion

• Sell into buyers’ motives

• Present compelling solutions

• Know when to use various trial closes

• Gain commitments

• Overcome objections

• Ask for the order – and get it

Learn How To

Who Should Attend

New sales people, candidates for sales
positions and sales managers looking to
reinforce the training back on the job.

How to Inspire,Motivate
and Lead Sales Professionals
Two sales managers – both equally skilled at hiring, training, creating comp
plans, aligning territories, and forecasting.  Yet one gets mediocre results
while the other breaks records and wins awards every year.  What’s the
difference?  It’s simple.  One is just a manager while the other is a leader.
The leader knows that the two critical things a sales force needs to win are
confidence and enthusiasm.  The leader knows how to inspire and motivate
sales people to stretch beyond the comfort zone to book more business.
Now you can learn to lead your sales team to breakthrough results at How to
Inspire, Motivate and Lead Sales Professionals.  Based on the astoundingly
effective leadership and motivational principles developed by Dale Carnegie,
this dynamic two-day program will show you how to pump up your team and
keep them pumped. 

• Build trust with your sales people

• Turn high-maintenance sales people into
high performing ones

• Deliver inspirational talks

• Coach top performers to sell even more

• Influence “tough” team members to your
point of view

• Run sales meetings that pump up 
the team

• Give reluctant cold-callers the confidence
to pick up the phone

• Gain a bigger “share of mind” with
independent reps

Learn How To

Who Should Attend

Sales managers who are ready to make
the transition from managing the
mechanics of the position to leading
sales people to award-winning
performance.


