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118%

CROSSING THE FINISH LINE
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CONVERSATIONS 
THAT WIN

HUNT IT 
DOWN

GET 
STRATEGIC

CONTENT

Intros that get prospecting leaning in

Overcoming a brush off

What customers REALLY care about

Engaging prospects in conversation

Asking questions to uncover needs

Uncovering what the prospect values

Using customer value to close more deals

Double your messages that get returned

Leveraging gatekeepers for more 

information

Capturing more decision maker contacts

Qualifying leads to create a smart plan of 

attack

Asking for referrals

Creating a call and account plan

Overcoming your top 3 objections

Demo practice & feedback

Strategic exploring to advance and create 

a need

Educating customers with value

Keeping the sales process moving forward

Strategic inside sales day management

Pipeline management

OUTCOMES

Massive increases in productive talk 

time

More leads accepted

Higher average deal size

Higher close rate

OUTCOMES

Greater lead ROI

Improved productivity / rep

Higher account penetration

Higher lead : opportunity conversion

OUTCOMES

Bigger initial & add-on deals

Increased pipeline velocity 

Improved forecast accuracy

More revenue

WHATɄS COVERED?

The reps that went through your training are my highest paid reps in the 
company; I've created a career path just for these guys. 

¢ƘŜȅΩǊŜ ƭƛƪŜ Ƴȅsealteam six. They just get it.

- Michael Poe, SVP Operations & Global Optimization, Service Source



WHAT DOES 
A WORKSHOP 
LOOK LIKE?

WORKSHOPS INCLUDE:

3 days of Rep training + 1 day of Manager 

training and floor coaching

FOR BEST RESULTS:

Separate levels by 2-3 months.

WHAT SHOULD I EXPECT?

Super high energy

Fun competitive environment

Crazy customized content

Sales results that actually stick

YOUR TRAINING IS DIFFERENT

BECAUSE I CAN GO RIGHT BACK TO 

MY DESK AND IMMEDIATELY USE IT 

AND SEE THE RESULTS.

-- Rebekah K., Acquisition Rep

ASSESS

CUSTOMIZE

BEFORE

LEARN

GET ON THE PHONES!

COACH

MANAGER TRAINING

DURING TRAINING

CERTIFY

SUPPORT

AFTER



SILVER PLATTER ANYONE?



WHY EVEN HAVE
CAKE IF YOUɄRE NOT

GONNA EAT IT?

CALL COACHING GUIDE 

TOUCHPLAN

CAAS (COACHING AS A SERVICE)

MESSAGING / CAMPAIGN SOS

PIPELINE CONSULTING

LICENSING / TRAIN THE TRAINER


