
 

A PROFESSIONAL SELLING SYSTEM 

 

 
2 DAYS / 9 am to 5:00 pm each day 

SALES PROSALES PROSALES PRO    

WHO SHOULD ATTEND:  New and experienced sales professionals and their marketing and  

customer service and support staff. 
 
YOUR INVESTMENT:  $1,295 per person (includes all materials) 

TRANSFORM SALES GOALS INTO REALITIES WITH THE POWERFUL 

WORLD CLASS SALES TRAINING SYSTEMñSALES PRO. 

 
Contact us at  239-599-8408 

Jim@c4oe.com Joanne@c4oe.com 
 

Customized In-House Training is Available 

2 - Day SALES PRO  

PUBLIC SEMINARS  

FORT MYERS, FLORIDA  

August 10 & 11, 2010 

October 5 & 6, 2010 

December 7 & 8, 2010 

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.  
 
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 Ȱ3ÔÏÐ 3ÅÌÌÉÎÇ ÁÎÄ 3ÔÁÒÔ (ÅÌÐÉÎÇ Ȣ 

When you sell you do something to  

people and when you help you do  

ÓÏÍÅÔÈÉÎÇ ÆÏÒ ÐÅÏÐÌÅȦȱ recited Alan 

Cimberg many years ago.  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. 

Professional Selling Skills  Xerox Selling System  

3630 Sabal Springs Blvd., North Fort Myers, Florida  33917           Jim@c4oe.com           Joanne@c4oe.com   

239-599-8408        www.energyseekers.com     www.professionalsellingsystem.com     www.createsalesleaders.com 

SALES PRO 
 

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

¶ Create lasting synergistic  

        partnerships with your clients 
 

¶ 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  
 

¶ 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 
 
 

 



 

SALES PROSALES PROSALES PRO   

Never in the history of sales training have participants had the opportunity 
to participate in an interactive learning experience that brings together the 
newest learning technologies in a condensed two day classroom program 
which includes the opportunity to participate in weekly follow ups 
designed for 3 to 5 minute reviews of skills that you will apply every week 
ÏÒ Ô×Ï ÏÎ ÙÏÕÒ ÁÃÔÕÁÌ ÓÁÌÅÓ ÃÁÌÌÓȦ  ,ÏÎÇ ÁÆÔÅÒ ÔÈÅ Ȱcotton candyȱ ÅÆÆÅÃÔ ÏÆ 
other sales trainings have worn off, you and your sales staff will still be 
applying new found skills that dramatically increase the shareholder value 
of your company.   
 
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. 
 
In preparation for the class, you will identify your current sales 
opportunities, plan the probes that will tell you more about your decision 
ÍÁËÅÒÓȭ ÂÕÓÉÎÅÓÓ ÏÐÅÒÁÔÉÏÎȟ ÇÏÁÌÓȟ ÐÒÏÄÕÃÔÓȾÓÅÒÖÉÃÅȟ ÃÕÓÔÏÍÅÒÓ ÁÎÄ ÔÈÅÉÒ 
ÃÏÍÐÅÔÉÔÉÏÎȢ  &ÒÏÍ ÔÈÉÓ ÙÏÕ ×ÉÌÌ ÃÒÅÁÔÅ Á ÌÉÓÔ ÏÆ ȰÁÄÄ-ÏÎÓȱ ÔÈÁÔ ÙÏÕ ÃÁÎ ÏÆÆÅÒȢ 
 
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: 
 
¶ Financier/Budgeter 

¶ Influencer/Screener 

¶ Influencer/User 

¶ Sponsor/Mentor 

¶ 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. 

Professional Selling Skills  Xerox Selling System  




