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Plan every call and spend more time with your ideal clients.

Discover clients’ needs, desires and challenges in a consultative 
way.

Differentiate your offering and present added-value 
solutions linked to your clients’ needs.

Anticipate and remove any barriers to the sale using 
our call advance process.

Close more sales faster while ensuring outstanding 
implementation service and a steady flow of 
referrals.

The world of selling has changed 
dramatically in the last few years.  
The best organizations have 
responded to this by helping their 
salespeople develop skills that 
position them for success in our 
competitive and commoditized 
world.

The top sales performers in most 
organizations are usually responsible 
for most of the sales results. 
Organizations need to develop 
these top performers and help 
their other people to become top 
performers.

Improve the  effectiveness of 
your entire sales organization by 
working with your sales leaders 
and sales team members.

Identification of your sales 
strengths and areas to improve, 
including:

Sales skill gaps.

Selling value over price.

Selling solutions rather than products 
or services.

How to differentiate and stand 
out from the crowd.

Develop sales strategies for territories 
and key accounts.

Adapting your entire sales approach 
to your clients’ buying style and 
decision-making model.

Moving from selling to consulting 
and closing more and better sales.

Increasing each sales professional’s  
selling time by eliminating non-productive 
activities.

Help sales professionals to spend more 
quality time with better customers.

Grow Profitable Sales
We work with your salespeople to improve their selling 
skills, behaviors and attitudes in order to improve 
overall sales performance.
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Our Sales Model
We help your sales professionals to improve effectiveness 
at each step of the sales call using our 5-Step Sales  
Effectiveness Model.

Preparation

Listening & Asking

Removing Barriers

Conclusion & Follow-up

Presenting Solutions

Sales Preferences Matter
We identify people’s  selling style using our DYNAMIX® 
profile.  Sales managers use this profile as a coaching tool 
to help their people to improve their performance.

“Sell more with less resources to clients 
that want more value.”
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