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www.THE-COACH.com



is proud to present on November 17, 2006: 

  Sales Training for Experienced Service Professionals™ 
Service to Sales (UPselling/Cross-selling) - Doing It Right!
The Workshop and TeleClass Process

       By Paul M. Litwack – the Capability Improvement Coach®
     selected to ‘the Top 100 Corporate Coaches in the World’


Introduction:

As an experienced service professional, you deliver solid sales-related information about products and services. Do your sales figures reflect that? If not, then this world-class Capability Improvement Process® program is for you. The focus of this highly participative program is on relationship selling and positive phrasing techniques to significantly improve customer response. 
Participants explore the art of asking the right questions in a non-threatening manner with the skill of listening for the cues that uncover the prospect’s hidden needs. Specific and practical techniques will be learned and confirmed to apply for results on your very next customer contact!

Some of the proven tools and strategies include:
· Explore and evaluate your own current personal and professional skill
· Determine approach(es) for up selling/cross-selling that work for you 
· Debunk the myths surrounding ‘service’ vs ‘selling’
· Structure your customer contacts to ensure consistent high quality 
· Increase customer satisfaction by helping them invest more than before! 
· Meet ever-increasing organizational and customer demands 
Who Should Attend

Sales Training for Experienced Service Professionals™ will benefit Directors, Managers, Supervisors, Team Leaders, and leaders seeking to enhance performance results in their organization.

Each participant will receive a workbook and a certificate of participation.
Help CoachPaul customize this workshop: visit www.the-coach.com/icsa.htm

Here is a sample of what you will learn and apply:
1) Cross-selling and UPselling in a Hypercompetitive Market 

· How to balance "Operational," "Tactical" and "Strategic" selling skills.

· Position your organization and your strategic, unique selling message 
   introducing the four "core values" that influence customers' buying behaviors. 

· Become a sales “leader”  - much more than a sales “lead doer”
2) Fundamental Selling Skills

· Identify the 5 steps of the Least Resistance Sales™ formula

· Quantify the customer response: "objection" (positive) or "stall" (negative)
· Adapt your relationship selling skills - personality awareness/comfort zones

· Balance a long term client relationship with selling and growing your account

· Apply the 5 steps of the strategic sales negotiations process. 

· Apply your organization’s unique strategic positioning message. 

· Evaluate your own selling skill to increase competitive selling advantage
· Ask for a decision to get better results - meet and melt buyer resistance 
· Deliver effective sales presentations in person, on the phone and online

3) New Business Prospecting 

· Valid reasons experienced sales professionals don't do more prospecting. 

· Set the stage for positive interactions – rapport building and voice tone

· Prospect for new business within existing customers – the UPsell
· How to develop a successful tactical prospecting plan. 

· How to shift between a "hierarchical" UPsell to a "matrix" cross-sell focus. 

· Sell within your customer's political buying environment.

4) Motivating Factors 
· How to identify the players with greatest selling capability

· How to keep high achievers challenged and contributing to the team effort

· How to offer guidance to your top performers

· What incentives you can offer when you don’t have budget or approval

· How to include mentoring activities to keep sales performance high

More good stuff …
OPTION: Sales Management Component
· Evaluate your team’s sales leadership abilities
· Manage a winning sales team using proven management templates 
· How to manage the selling process to increase your competitive advantage.

· Managing and improving the information flows of your sales team

· Identify key sales metrics to increase the sales of all your sales staff 

· Identify the reasons for low performers – and what to do about them 

· Boost the effectiveness of your past and current sales training 

· 20 proven sales management strategies practiced by leading call centers 

· Creating and supporting a positive “sales culture” 

· Design your ongoing sales improvement strategy 
· Create a sales team member’s performance improvements tracking system 

OPTION: Train-the-Trainer - Licensing for your own trainers

Coach Paul can help your trainers learn how to present this Sales Training for Experienced Service Professionals™ program with world-class training delivery techniques. Once certified, they will be able to present our courses as many times as you like during the one year license. At your request, Coach Paul can audit your training too – even co-facilitate

Help CoachPaul customize this workshop: visit www.the-coach.com/icsa.htm
Details
Sales Training for Experienced Service Professionals™ 
Service to Sales (UPselling/Cross-selling) - Doing It Right!
Date: 
November 17, 2006
Time: 
9:00 AM – 4:00 PM (8:30 am – 9:00 am, registration)
Location: 
RBC Mississauga



RBC Building 6880 Financial Drive – Tower 2



Mississauga Ontario L5N 7Y5

Cost: 

Reply by: 
Friday November 10, 2006
Contact:
Paul Litwack – (905) 764-8525   paul@the-coach.com 
- - - - - - - - - - - - - - -

Refreshments: 
Coffee and muffins will be provided at 8:30 am
Lunch:

Participants will have one hour for lunch 
Restaurants are available on site 
Attire:


Business casual
Directions: 401 East or West bound, exit at Mississauga Road North.  Turn Right at Derry (first traffic light); turn right at Financial Drive (first traffic light).  The towers are on your right hand side, each tower has a parking lot, you may park in either one.  Enter the building by the main front desk.  From the main lobby go left, at the end left again, the centre is directly in front.  If you need help ask at the security desk. 
      
       Help CoachPaul customize this workshop: visit www.the-coach.com/icsa.htm
"Coach Paul is knowledgeable, humorous and very skilled. Bring him back to train our trainers! "  �                       Director, Group Sales Marriott Hotels








What participants, significant organizations and associations say about Paul Litwack and his Capability Improvement Process®:





“Paul is truly inspiring! I come away with a head full of wonderful new ways to improve my self while coaching others - achieving the extra mile … one inch at a time!                                 Team Lead, Gowlings (international law firm)





Paul took a potentially dry topic (or so I thought!) and made it fascinating and fun."                                                                           Manager, Boston Scientific  





"Coach Paul has done his research very well. I believe he now knows us better than we do!"  President, Ontario Real Estate Association Executive Officers Council.





“Great course - Paul would be a great business coach for any organization”


Operations Manager, Galleria Mall, London





“Paul shared his world-class coaching material using relevant real-life examples”  


Director, Toyota Canada





“A great day! Very useful, enjoyable and thought-provoking!”


Executive VP, William J. Sutton & Co.





"Paul was really upbeat - never a moment to be distracted, his program was packed with useful, relevant material."     Group Sales Director, Glidden Corp.





Special $50 discount coupon


� HYPERLINK "http://www.the-coach.com/coupon.htm" ��www.the-coach.com/coupon.htm� or call (905)764-8525





Attend at ICSA rate (save $50): now only $299.00�


         with discount coupon: �HYPERLINK "http://www.the-coach.com/coupon.htm"��http://www.the-coach.com/coupon.htm�
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