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A lot can happen in a year. Will your business be stronger
365 days from now? Or will the activities you do over
the next year leave you in a weaker position?

You get to decide.

We want to help. 

Your Best Sales Year Ever is a new program designed to build
your business. You engage in 26 skill-building, business-
building, strategy-developing, sales-focused sessions under
the guidance of a sales and marketing expert with over
20 years of global business development expertise. The 
sessions are bi-weekly ςand focus on those activities that
have proven successful in promoting sales growth. 
Confidently, you will face the next year knowing that you
have a handle on your business and the support of 
knowledgeable experts alongside you.  Are you ready for
Your Best Sales Year Ever?   If so, register today. 
Space in Kelowna is limited to the first 20 participants.
Look through the following pages for an overview and
outline of this unique program.
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Introduction to Your Best Sales Year Ever!...........................................
How to Find the Right Customers for Your .ǳǎƛƴŜǎǎΧΧΧΧΧΧΧΧΧΧ
Introducing Your .ǳǎƛƴŜǎǎΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΦΦ
The Power of Features and .ŜƴŜŦƛǘǎΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧ
Creating Killer Sales /ƻƭƭŀǘŜǊŀƭΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΦ
Building and Leveraging Your bŜǘǿƻǊƪΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΦ
Power Prospecting ΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΦ
Using LinkedIn to Develop {ŀƭŜǎΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΦ
¸ƻǳ 5ƻƴΩǘ IŀǾŜ ǘƻ Řƻ ƛǘ !ƭƻƴŜ ΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧ
Using Video in Your {ŀƭŜǎΧΧΧΧΧΧΧΧΧΧΧΧΦΧΧΦΧΧΧΧΧΧΧΧΧΧΦ
Search Engine hǇǘƛƳƛȊŀǘƛƻƴΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΦΦ
Using Google Adwords to Generate tǊƻǎǇŜŎǘǎΧΧΧΧΧΧΧΧΧΧΧΧΧ
Building Your Business with a .ƭƻƎΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΦΦ
Webinars: Present to the World, Without Leaving the hŦŦƛŎŜΧΧΧΧΦΦ
Generating Engagement with CŀŎŜōƻƻƪΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΦΦ
Spreading the Word with ¢ǿƛǘǘŜǊΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΦΦ
Telephone tǊƻǎǇŜŎǘƛƴƎΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΧΦ
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Our first session is all about expectations; what you can expect
from us and what we expect from you.  In session 1, we lay out 
Our process for how we are going to help you have the best sales 
year ever.  Notice we use ǘƘŜ ǘŜǊƳ άƘŜƭǇέ - because getting the most 
out of our program will require you to take the information and 
integrate it into your business.  Our process is designed to align 
marketing and sales activity into a focused lead-generation strategy to 
develop more sales in less time.  We provide you with knowledge, help 
you develop new skills, and coach you as you integrate new strategies 
into your business.

We also provide a very important thing: accountability.  Accountability 
in our program serves more like genuine and constructive feedback: 
what worked well and what did not, how to do things differently (and 
better) next time and analyze what went through your mind as you 
performed new tasks? We are here to support you and to ensure you 
grow as an individual , pushing your own boundaries.
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We provide:  
ÅTwenty-six live sessions (90 minutes each)
ÅLearning materials provided in e-book format for reference
ÅExpert instruction from coaches with over 20 years experience
in sales and marketing and expertise in a wide range of industries
Åe-Prompts which provide tips, techniques and motivation to your
inbox during the program
ÅOpportunity to get your business-specific questions answered 

What you provide:
ÅAttendance - we recognize you may not be able to get to every session,
but we need your commitment to regular attendance
ÅAn open mind to learning and trying new skills 
ÅParticipation in the sessions by working on the materials and asking 
questions
ÅCommitment to integrating the new skills into your business immediately
ÅOpen discussion about your successes and struggles
ÅConfidentiality (pretend you are in Las Vegas: what is said in the program,
stays in the program)  
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There are only so many resources that one 
can work with. No one has the time, or the 
money, to market and sell products or 
services to everyone. Identification of your 
target market is critical to success. All 
subsequent sales and marketing strategies 
should be geared towards reaching the 
identified market. 

In this session, we work with you to tightly 
define your target market.  We show 
you how to develop and use marketing 
personas to help you put a face
on your sales and marketing efforts.
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One of the most important things a businessperson can do is learn how to 
speak about  his or her business to others. Being able to sum up the unique 
aspects of your service or product in a way that excites others is a 
fundamental skill. Yet most people put weak effort in to and pay little 
attention to the continuing development of "the elevator pitch"τthe quick, 
succinct summation of what your company makes or does.

The elevator pitchτso named because it
should last no longer than the average elevator
rideτis far too important to take casually. In this
session, we will work with you to develop an elevator
pitch to reach new buyers and clients with a winning
message. True, you may not actually be doing the
pitching in an elevator, but whether you are answering a
casualΣ ά{ƻ ǿƘŀǘ do you ŘƻΚέ ƻǊ ǎƛǘǘƛƴƎ Řƻǿƴ ŦƻǊ ŀ planned
prospect meeting, capturing your audience's attention quickly
is paramount to your bottom line.
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A common mistake made by many inexperienced marketers
and sales people is to focus too much on a product's features
and not enough on the benefits it provides. 

While features are important (and should be mentioned), if you 
want consumers to take out their wallets and hand over their hard-
earned money, you need to bring to life the benefits your product 
offers.

In this session, we help you complete in-depth worksheets for each 
of your products and services which provides you with a foundation 
for marketing materials.  You will know how to demonstrate what 
your products and services will do for your customers.  This will help 
you position the real value of your products and services effectively 
and create a compelling argumentin the customer's mind so that 
they can clearly see why to buy from you.
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Every interaction between you, your prospects and your customers
shapes their perception of your business. You must build trust if you
want to close the sale. Your marketing communications should be 
intentional about helping you leap this hurdle and bring you closer to 
securing new business.

Every person you deal with forms a certain mental image of your product 
and your company. By presenting a consistent message, you reinforce the 
ƛƳŀƎŜ ȅƻǳ ǿŀƴǘ ȅƻǳǊ ǇǊƻǎǇŜŎǘǎ ǘƻ ƛƴǘŜǊƴŀƭƛȊŜΦ ¸ƻǳ ǿƻƴΩǘ ǇǊŜǎŜƴǘ ŀ ƘƛƎƘ 
quality image if your website hasn't been updated since 2001. By the same 
token, you can't convey that your service has outstanding attention to detail 
if you have typos in your copy.

In this session, we will help you understand how to create effective sales 
collateral to help sell to more people, more often. 
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If you routinely return from a networking event with a pocketful of 
business cards that aren't useful to you, you need to rethink your 
strategy. While it's good to make friends, it's better to make 
money. And making the right connections, with the right
people to expand your business requires focus and discipline. 

In this session, we will show you how networking can
help increase sales, identify with whom you should
network ŀƴŘ ǿƘŜǊŜΣ ŀƴŘ ǿŜΩƭƭ ǎƘƻǿ ȅƻǳ Ƙƻǿ ǘƻ Ŧƻƭƭƻǿ 
up with networking prospects.  The key focus of your
networking should be the building of business
relationships.  Sales will often follow, but first you have to put 
down the cornerstone by establishing business relationships that 
provide you with the opportunity to meet other people and 
expand your contact list. 
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During session two we taught how to identify target prospects 
and build personas to drive marketing strategies. It is hugely 
important to be able to identify the prospects who have the 
highest need for your product or service. These are your best 
prospects. They are the ones who are most likely to buy, use, and 
recommend you and your services.

In this session, we build on the work done in session two to 
create a prospecting plan to generate leads that are most likely to 
result in sales. Lead generation fuels the engine of your sales 
success. The techniques discussed in this session can keep you 
supplied with highly qualified leads for the remainder of your 
career. 
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Move over Rover, as a sales person you now have a new best
friend called LinkedIn.aƻǎǘ ǎƳŀƭƭ ōǳǎƛƴŜǎǎ ƻǿƴŜǊǎ ŘƻƴΩǘ ǊŜŀƭƛȊŜ 
the power of this tool and how it can change the way you sell.

Learn how to use LinkedIn to develop leads and convert them to 
clients. Discover innovative ways to find, connect with and sell to 
new clients - in less time - by leveraging the power of LinkedIn. 
You will learn how to source for leads, conduct research and 
marketing, use powerful productivity tools and connect with the 
exact prospects you want using the most popular business-based 
social network in the world. 
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When you understand the benefits of 
ƘŀǾƛƴƎ ǎǘǊŀǘŜƎƛŎ ōǳǎƛƴŜǎǎ ŀƭƭƛŀƴŎŜǎΣ ȅƻǳΩƭƭ 
ǿƻƴŘŜǊ ǿƘȅ ȅƻǳ ƘŀŘƴΩǘ ƘŀǊƴŜǎǎŜŘ ǘƘŜƛǊ 
power before!  Businesses and 
organizations of any size will increase their 
capability for success through strategic 
alliance development. 

In this session, will help determine what 
types of organizations might be right for 
your organization to work with.  We will 
show you how to develop outrageously 
successful relationships in all of your 
strategic alliances. 
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During session 10, we show you how to use video to build
your brand and promote your business. Whether you use video
sites, such as YouTube or Vimeo, or place video on your own
website, the right kind of video for your business will attract new
customers and accelerate the sales process.There are many compelling 
arguments for adding video to your marketing mix, but none more 
important than the simple fact that video brings you closer to your 
customers and closer to the sale!  

Projecting your personality and authenticity can take months with text or 
email, but video is immediate and personal.Your prospects can see and 
hear the real you and, the sooner they feel they know you, the sooner 
ǘƘŜȅΩƭƭ ōǳȅ ŦǊƻƳ ȅƻǳΗ

In ǘƘƛǎ ǎŜǎǎƛƻƴΣ ǿŜΩƭƭ ƘŜƭǇ ȅƻǳ ŘŜǘŜǊƳƛƴŜ ǿƘŀǘ ƪƛƴŘ ƻŦ ǾƛŘŜƻ ǿƻǳƭŘ ǿƻǊƪ ŦƻǊ 
your business and talk about how to share your video message online to 
ŎǊŜŀǘŜ ŀƴ ŜƴƎŀƎƛƴƎ ǇǊŜǎŜƴŎŜ ǘƘŀǘ ǿƛƭƭ ǊŜǎƻƴŀǘŜ ǿƛǘƘ ǘƘŜ ǇŜƻǇƭŜ ȅƻǳΩǊŜ 
meant to serve.
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Having a professional and interactive website 
is a necessity to display your business and 
offerings to the marketplace. You can have the 
most beautiful and stunning website in the 
world but if nobody knows about it, what use 
is it? 

Ever wonder how some sites have millions of 
visitors while others have a scant few? What 
sets them apart and how do they do it? How 
do you convert visitors to your site into sales?  

In this session, we will share advice from 
search engine optimization experts and their 
techniques to fine tune your website and 
increase your traffic.
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Google !Ř²ƻǊŘǎ ƛǎ DƻƻƎƭŜΩǎ ƻƴƭƛƴŜ ŀŘǾŜǊǘƛǎƛƴƎ 
product that can help you attract new customers 
to your website and grow your business. You 
create the ads for your business and AdWords 
displays them to people searching for products or 
ǎŜǊǾƛŎŜǎ ƭƛƪŜ ȅƻǳǊǎ ŀǘ ǘƘŜ ŜȄŀŎǘ ƳƻƳŜƴǘ ǘƘŜȅΩǊŜ 
looking for them.  

In session 12, we show you how to set up an 
AdWords account and create ads that outperform 
the competition.  We teach you the skill and theory 
behind A/B testing and build a culture of 
continuous improvement while greatly reducing 
wasted advertising dollars. 
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When ȅƻǳ ƘŜŀǊ ǘƘŜ ǘŜǊƳ άǎƻŎƛŀƭ ƳŜŘƛŀΣέ ȅƻǳ ƳƛƎƘǘ ƛƳƳŜŘƛŀǘŜƭȅ 
think of Facebook, Twitter, or LinkedIn. However, our purpose this 
week is to help you determine if you should engage in the oldest 
form of social media ςblogging. 

In this session we show you how to determine if blogging is a 
strategy you should employ and discuss how use a blog to develop 
leads and sales for your business. We also give you a handle on the 
tools and steps to getting started. 
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Webinars provide innovative opportunities to find, 
connect with and sell to new clients in less time by 
leveraging the power of the internet and your 
expertise. Webinars can be live or pre-recorded and 
require less than you might think in order to get 
started.

In this session we show you how to promote your 
webinars and how to create a compelling 
presentation.  We also discuss the equipment needs 
and technology at a level that anyone can understand 
and, most importantly, how to convert attendees into 
clients. 
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Facebook has a reputation as being a huge time-waster, but as 
a business owner can you afford to ignore a platform that 47.9 
percent of Canadians and over 41 percent of Americans use? 
Say what you will about Facebook, but there is no better tool 
for connecting people. As a small business owner, you have
the opportunity to use Facebook to expand your online 
presence, to engage with customers and prospects, and
to sell more products and services. 

In this session we will help you start looking at Facebook 
through the lens of identifying business-opportunity and
help you master aspects of Facebook you may not be familiar 
with in order to connect with and engage your prospects and 
customers.
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If you are like most business people, the thought of 
tapping into over 75 million Twitter users sounds 
too good to be true.The problem is as soon as you 
sign up, you have no clue how to find 
opportunities. Fortunately there are ways to find 
your prospects and, even better, connect with 
them.

In this session we help you understand Twitter, 
learn how to build a follower base that are likely to 
buy from you, and what to avoid.
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No topic strikes more fear in a business owner 
than cold calling. In fact, there are thousands of 
resources available to show you how to avoid 
cold calling.  

In our 17th session we show you how to 
strategically use telephone prospecting to 
generate appointments with your ideal 
prospects. Confident, consistent, pro-active 
cold calling differentiates successful sales 
people from those who struggle.  Whether you 
are an experienced sales executive wanting 
more time in front of senior decision-makers or 
new to sales and want to quickly build your 
client base, this session provides you with skills 
and a better understanding of telephone 
prospecting.
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Understanding the structure and process that all sales calls follow will 
give you a competitive edge when it comes to selling.  Using our 
structured approach, you will have a crystal clear understanding at all 
times where a prospect is in the buying process. This is critical to 
knowing what you need to provide to the prospect next to help  move 
them towards a sale.  

In this session we provide you with the necessary guidance for 
effective, efficient, and sustainable sales performance. 
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How important is it to ask good questions?It's very 
important. Good questioning skills help you completely 
ǳƴŘŜǊǎǘŀƴŘ ǘƘŜ ǇǊƻǎǇŜŎǘΩǎ ǎƛǘǳŀǘƛƻƴΦOtherwise, you 
could be responding to what you guessthe prospect 
means, which may or may not be correct.

Effective questioning is critical to effective selling.  In 
this session, we teach you questioning skills to better 
ǳƴŘŜǊǎǘŀƴŘ ŀ ǇǊƻǎǇŜŎǘΩǎ ǊŜŀƭ ƴŜŜŘǎΦGood questions 
show you are looking for meaning that's deeper than 
the spoken message.Effective questioning is a 
powerful, learned skill that will change your selling.
Creating that great experience, you will sell a lot of 
products and services. 
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Business people often look at objections from prospects and clients as a 
stumbling block to the final objective - the sale.   This week, we will flip your 
thinking about objections as we show you how to handle them effectively. 

You will learn why you should embrace the objections of your 
ǇǊƻǎǇŜŎǘǎ ŀƴŘ ŎǳǎǘƻƳŜǊǎΦ  ό¢ƘŀǘΩǎ ǊƛƎƘǘΧ ŜƳōǊŀŎŜ ǘƘŜƳΗύ
We will show you why objections confirm a level of interest in 
your product or services and are a positive step to bringing in 
more business.  You will learn a four-step process that will allow 
you to get to the root of the objection and guide you towards 
what you need to do to help the prospect move forward to the sale. 
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No matter what you sell, communication must happen 
for the sale to be complete. You are communicating to 
the prospect and they communicate back to you. 
Continually. 

Many sales people become so focused on what they 
want to communicate, they become deadened
towards receiving the communication from the 
prospect. They stop listening. The best salespeople 
listen carefully to their customers.  They listen
to more than the actual needs and wants.
¢ƘŜȅ άƘŜŀǊ ōŜǘǿŜŜƴ ǘƘŜ ƭƛƴŜǎΦέ  ¢ƘŜȅ ŀǎǎŜǎǎ
and they listen for buying signals.  

The purpose of this session is to ensure
you can recognize those things called
άbuying signalsέ ŀƴŘ ǳƴŘŜǊǎǘŀƴŘ Ƙƻǿ ǘƘŜȅ
will help you close business sooner.
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Do you worry that trying to close a sale will make you 
come off as a pushy sales person?  Instead, you 
return to your place of business and hope that the 
prospect will call you soon to complete the 
transaction.  The problem is that you lengthen your 
sales cycle and leave your prospect open to your 
competitors who are just waiting to steal your 
business. 

In this session we will show you how to close a sale, 
without being pushy, to shorten your sales cycle, 
allowing you to sell more in less time.

27/37



A compelling sales presentation helps to move your prospect 
ǘƻǿŀǊŘǎ ŀ ōǳȅƛƴƎ ŘŜŎƛǎƛƻƴΦ LŦ ȅƻǳǊ ǇǊŜǎŜƴǘŀǘƛƻƴ ŘƻŜǎƴΩǘ Řƻ ǘƘŀǘ -
ǿƘŀǘΩǎ ǘƘŜ ǇƻƛƴǘΚ 

In this session we will look at great presenters and
how they use a great script, heroes and villains,
stage props, and breathtaking visuals to create a
great an experience that does more than just sell
products and services.  By creating that great
experience you will sell a lot of products and
services. 
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Do stories matter? Think back to a company or brand to 
which you are loyal. What story you tell yourself about 
the company that connects you to it? There is a reason 
that stories are used to teach a point, to drive home a 
moral lesson, and to help connect people to companies. 
Everyone loves a good story. People remember good 
stories because of the visual development that
takes place as they hear it.

If you want to be remembered,
you should be able to tell the
story of your business.

In this session you will learn how to tell a story that 
captivates your listener and makes the points that need 
to be made in order to highlight that which will build 
your brand, build your credibility and ultimately build 
your business.
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You Ŏŀƴ ǘŜƭƭ ǇƻǘŜƴǘƛŀƭ ŎǳǎǘƻƳŜǊǎ ǘƘŀǘ ȅƻǳΩǊŜ ƎǊŜŀǘΣ ōǳǘ Ƙƻǿ much
weight does that bear - compared to when they hear it from
someone else, whom they already trust? 

Prospects ǿŀƴǘ ǘƻ ƘŜŀǊ ǿƘŀǘ ȅƻǳΩǾŜ ŘƻƴŜ ŦƻǊ ǇǊŜǾƛƻǳǎ ŎƭƛŜƴǘǎ.
They want to hear success stories. Your potential customers want
to hear how your product/service helped others who were in a
similar position get to where they are now. If they can get this
information, without needing to phone each previous client for a
referenceΣ ƛǘΩƭƭ ōŜ ƳǳŎƘ ŜŀǎƛŜǊ ŦƻǊ ǘƘŜƳ ǘƻ ōŜ ŎƻƴǾƛƴŎŜŘ ǘƘŀǘ they
should hire you or buy your products.

In this session we show you how to ask for and
get specific, relevant testimonials from your
customer ōŀǎŜ ŀƴŘ ǘƘŜƴ ǿŜΩƭƭ ǎƘƻǿ ȅƻǳ Ƙƻǿ to
strategically use them in your sales and marketing
to sell more products and services.
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You might think that negotiation skills are only useful if you deal with large 
corporations and their purchasing agents.  However, great sales negotiation skills 
are important in any business environment where long term relationships are 
important - no matter what the size of your company. Our negotiation process will 
help you make better deals with both your customers and suppliers, getting your 
organization better and more profitable deals.

In this session, we will work with you to learn a sales negotiation process that will 
make you confident in your ability to handle discussions with prospects, vendors 
and other business-connections.
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Cost for the program is $1500 (+ HST) - due before program starts
Payment program* 4 quarterly payment of  $425.00 (+HST) due on or before:

*When you are signing up for the program you are committing to the program  
for the full year.  We provide the payment program for convenience of 
attendees.

1.    November 15th , 2011

3. April 2nd , 2012

2. February 8th , 2012

4. July 11th, 2012

Register on-line or call Clint (250) 860-0466 or Colin (250) 575-1935 
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Your Best Sales Year Ever runs on alternating Wednesdays from 7am -8:30 am
Program begins on Tuesday, November 15th, 2011*  *(Due to a scheduling issue at 
Deli City the first session is running on Tuesday) 

Our location is : Deli City/Bunches Bistro
111-1889 Springfield Road Kelowna, BC, V1Y 5V5 (map) 
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Clint Best is the owner of Kaizen Business Developmentin Kelowna, 
BC. Clint has global experience in operations, merchandising, 
vendor relations, HR, budgeting, sales, marketing and strategic 
planning. Since 2002 he has been successfully coaching businesses 
in the Okanagan Valley. He coaches, mentors and trains business 
owners toward greater achievements in business through sound 
planning and accountability to doing what is necessary for growth. 

Colin Parker is the CEO of Red Giraffe Strategic Sales & Marketingin 
Kelowna, BC. For more than 25 years, Colin has led high-impact 
marketing strategies in industries that range from horse racing to 
high tech. He was part of the marketing team for the Toronto 
Olympic bid and he has directed marketing programs for World 
Vision Canada. Colin has global expertise helping companies 
position themselves for growth through the strategy behind their 
sales and marketing initiatives. 
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άL ŀǘǘŜƴŘŜŘ ƻƴŜ ƻŦ /ƻƭƛƴϥǎ ǿŜōƛƴŀǊǎ ōŜŎŀǳǎŜ L ǿŀǎ ƛƴǘŜǊŜǎǘŜŘ ƛƴ ǘƘŜ ŎƻƴǘŜƴǘ ŀƴŘ 
because I wanted to get some tips on delivering webinars, as that was something 
I planned to do in my business. Well, the webinar was packed with rich 
information and helpful tips which was delivered in an approachable yet 
knowledgeable fashion. Was I impressed? Guess so, because I hired Colin as my 
business coach which was by far the best decision I made all year! It's an honour
to recommend Colin and I'd be happy to speak to anyone directly about my work 
with Colin: 613 266-нуомΦέ    

Leslie Anne Palamar- Building Tourism Excellence

ά/ƻƭƛƴ ǇǊƻǾƛŘŜŘ ŜȄŎŜƭƭŜƴǘ ƘŀƴŘǎ ƻƴ ŎƭŀǎǎǊƻƻƳ ƭŜŀŘ ǘǊŀƛƴƛƴƎ ŀǎ ǿŜƭƭ ŀǎ ǘƘŜ ōŜǎǘ 
online training that I have ever worked on. I highly recommend Colin as a Sales 
trainer\Ŏƻƴǎǳƭǘŀƴǘ ŦƻǊ ŀƴȅ ōǳǎƛƴŜǎǎΦέ

Chris EytchesonςIT Inc.
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άhǾŜǊ ǘƘŜ Ǉŀǎǘ мн ƳƻƴǘƘǎ ƻŦ ŎƻŀŎƘƛƴƎ ςour sales have increased 25%, and our 
profits are up a staggering 40%. This takes into account increasing the size of 
our team, which has allowed me to regain my life at home. I see my family 
ƳƻǊŜ ǘƘŀƴ L ƘŀǾŜ ƛƴ ȅŜŀǊǎΦ LΩƳ ŜƴƧƻȅƛƴƎ ƭƛŦŜ ŀƎŀƛƴΦ ²ŜΩǾŜ ŀƭǎƻ ƳƻǾŜŘ ƛƴǘƻ ƴŜǿ 
offices, which makes it a lot more enjoyable to come to work. Your coaching 
ǊŜŀƭƭȅ ǿƻǊƪǎΦέ

Greg Bauer - Navigator Multimedia

άhǳǊ ǎŀƭŜǎ ƘŀǾŜ ŘƻǳōƭŜŘ ǘƘƛǎ Ǉŀǎǘ ȅŜŀǊ ŀƴŘ ǿŜ ƘŀǾŜ ŀ ǊŜŀƭƛǎǘƛŎ Ǉƭŀƴ ŦƻǊ ǘƘŜƳ 
to double again this coming year. Clint helped us to completely overhaul our 
pricing and profit systems ςso we actually make money we never believed 
ǿŜ ŎƻǳƭŘΦ ²ŜΩǊŜ ƴƻǘ ǎǳǊŜ ǿƘŀǘ ǿŜ ǿƻǳƭŘ ƘŀǾŜ ŘƻƴŜ ƛŦ /ƭƛƴǘ ƘŀŘƴΩǘ ŎƻƳŜ 
ŀƭƻƴƎ ǿƘŜƴ ƘŜ ŘƛŘΦ ²Ŝ ǊŜŎƻƳƳŜƴŘ /ƭƛƴǘΩǎ ŎƻŀŎƘƛƴƎ ǿƛǘƘƻǳǘ ƘŜǎƛǘŀǘƛƻƴΦέ

Chris and Julie Leoppky- Epic Sundecks
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*See a few of the famous Happy Dances for inspiration
Å Peanuts Happy Dance
Å Happy Feet Dance

The Happy Dance is a dance performed when someone is in an 
emotional state of complete joy after making a sale.  It is not to 
be confused with the Humpty Dance, the Unhappy Dance, or the 
Mashed Potato.  It is important to celebrate the wins! 

Happy Dance Process

1. Clinch the deal with your prospect.
2. Slide your chair back from the desk.
3. Shut the office door and close blinds.
4. Dance like no one is watching!*   


