® Territory Management

o Sales Force Effectiveness J—[ Sales Force Management

Understand and Solve Needs
of Ultimate User =

® The Art of Questioning

Long Term Goals

You Must Achieve "Win-Win"

Role Of The Advisor

Helps Instead of "Closes"

Roundtables/Focus Groups
Inside Sales Rep Stronger Part  ~

{ Consultative Selling

o Customer Delight

Strategic
Sourcing ¥

The Wedge Edge

Evaluating Vertical Integration

Program Development
Safety 7 9 P

Distribution

Always Be Recruiting... =7
OGrowth Is Critical For 2 Reasons

OTeamwork =» — Recruiting & Team Building

Employee Incentives for Recruits

Adults Learn Through
Enjoyable Experiences

Don't Set A Fire Under People... 7

Maslow's Hierarchy 7
WIFM
Who's Job Is it Anyway? 7

Training & Motivation
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2 Organizational Clarity .~ o

At Least One Major
2 Innovation A Year

Organizational Vision & Values

Operate with a "Theme" &

One Page Operating Plan

Managing People

2 Three Key Roles of Top Leader &

Manager Must "Make The Rounds"

Thematic vs. Hands-On Leadership

Leadership Skill Development

Verbal & Written
Communication

Verbal

=

Actions Speak Louder Than Words

Leadership
More Can Be Done Through

Praise and Recognition 7
Leader's Can't Motivate Anyone...

g

5 Clear Expectations
5 Staging
5 Active Listening

Written

Group Presentations

Performance Improvement }

"Hear"
5 Time Of Day Communication

Measurement, Scoreboards,
and Accountability

3 Good To Great
—®

Execution
———0

Problem Solving Formula ®

Lean Manufacturing

Benchmarking Trips

Essay 7




