
Participants will learn and practice: 

 Ways to leverage their personal sales approach to add value 

and increase sales 

 Six strategic questions that open the door to an understanding 

of customer needs—and differentiated solution recommenda-

tions 

 How to manage customer concerns:  objections, service issues 

and demands 

 Ways to overcome price objections 

 Ways to strengthen partnerships with outside sales 

 Best times to expand account opportunities 

 How to use account potential to direct time management  

 When to use email—and when to pick up the phone 

A networking lunch will enable inside sales representatives to 

connect with fellow participants. 

Take-aways include: 

 Workbook 

 Reference cards  

 Account planning tools 

 Action plan for applying what’s learned on the job 

“I used to think that ‘if you’ve been to one sales training, you’ve 

been to them all.’   But this was tailored to our industry and that 

made it so great.”   

“I will use what I learned in this program on a daily basis.  

Maureen was excellent!”  
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