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A lot can happen in a yeawill 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 wd Y
your business.You engage in 26 skililding, business Lo
building, strategydeveloping, salefocused sessions under
the guidance of a sales and marketing expert with over
20 years of global business development expertiBee
sessions are bweeklycand 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
Your Best Sales Year E¢erlf so, register today.
Space in Kelowna is limited to the first 20 participants.
Look through the following pages for an overview angis
outline of this unique program.
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Ourfirst session is all about expectations; what you eapect
from us and what we expect from youn session 1, we layut
Our procesdor how we are going tbelp you have the best sales
year ever Notice weusell K S (I S NJYecause §dttindsthe 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 focudeddgenerationstrategy to
develop more sales in less time. We provide you with knowledge, hel
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 (an@&
better) next time andanalyzewhat went through your mind as you
performednew tasks? We are here to suppgdu and to ensure you
grow as an individuglpushingyour own boundaries.
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[ INTRODUCTION TO YOUR BEST SALES YEAR EVER!]

We provide:

ATwentysix live sessions (90 minutes each)

A earning materials provided inl®ok format for reference

A xpert instruction from coaches with over 20 years experie
in sales and marketing and expertise in a wide range of industries

Ae-Prompts which provide tips, techniques and motivation to your
inbox during the program

AOpportunity to get your businesspecific questions answered

What you provide:

Aattendance- we recognize you may not be able to get to every ses
but we need your commitment to regular attendance

Aan open mind to learning and trying new skills

MAParticipation in the sessions by working on the materials and askin
guestions

ACommitment to integrating the new skills into your business immedi

AOpen discussion about your successes and struggles

AConfidentiality (pretend you are in Las Vegas: what is said in the pro

stays in the program
/ program) @ 37 W



HOW TO FIND THE RIGHT CUSTOMERS
FOR YOUR BUSINESS

Thereare only so many resources that one
can work with. No one has the time, or the
money, to market and sell products or
services teeveryone Identification of your
target market is critical to success. All
subsequent sales and marketing strategies
should be geared towards reaching the
identified market.

Inthis session, we work with you to tightly
define your target marketWe show
you how to develop and use marketing
personas to help you putface

onyour sales and marketing efforts.



[ INTRODUCING YOUR BUSINESS]

Oneof 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 unlque.ai e —

aspects of your service or product in a way that excites others is a R
fundamental skill. Yet most people put weak efforto and pay little -
attention to the continuing development dfthe elevator pitcht the quick, S——

succinct summation of what your company makes or does.

Theelevator pitcht so named becausi¢ \\
should last ndonger than the averagelevator

ridet isfartoo importantto take casually. lthis
sessionwe willwork withyou to develop arelevator
pitchto reachnew buyersand clients with avinning
messageTrue,you maynot actually be doinghe S
pitchingin an elevatorbut whether you are answering
casuatk & { Ao ywERI2K ¢ 2 NJ & A Gplaangd
prospectmeeting capturingyour audience's attentiomuickly
IS paramountto your bottom line.

@ 337 W




[ THE POWER OF FEATURES AND BENEFIT%

A common mistake made by many inexperiencedrketers
andsales people is to focus too much on a produfetsture
andnot 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 har
earned money, you need to bring to life the benefits your produg
offers.

Inthis session, waelpyou complete irdepth worksheets for each
of your products and services whiphovidesyou 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 argumeintthe customer's mind so that

they can clearly see why to buy from you.
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[ CREATING KILLER SALES COLLATERAL]

Everyinteraction between you, your prospects and yauistomers
shapes their perception of your business. You must build trysiuf 6
want to close the sale. Your marketing communications should be >4
intentional about helping you leap this hurdle and bring you closer toh
securing new business. )

Everyperson you deal with forms a certain mental image of your product N

and your company. By presenting a consistent message, you reinforce the . ‘

AYF3AS 82dz sFyi e2dNJ LINEALISOGa o2 <@

guality image if your website hasn't been updated since 2001. By the sa

token, you can't convey that your service has outstanding attention to de 9
N——

if you have typos in your copy.

Inthis session, we will help you understand how to create effective sale
collateral to help sell to more people, more often.

@ 1037 W)



[ BUILDING AND LEVERAGING YOUR NETWORK]

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 tight

Inthis session, we will show you how networkican
helpincrease sales, identify with whom yshould
networkl YR 6 KSNBZ | YR 6SQf f
up with networking prospects. The key focusyotur
networkingshould be the building dfusiness
relationships. Salasill 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.

@ 1137 W



[ POWER PROSPECTING]

During sessiotwo 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 |

recommend you and your services.
In this session, we build on the work donesiessionwo to

create a prospecting plan to generate leads that are most likel\

supplied with highly qualified leads for the remainder of your g
career.




[ USING LINKEDIN TO DEVELOP SALES]

Move over Rover, as a sales person you now have abest /
friendcalled Linkedina 2 &G avYl ff odzaAySa a.m 2 ﬁ.y S,Nﬁj
the power of this tool and how it can change the way you sell.

Learnhow 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 buskessed
social network in the world.




[ YOU DON’T HAVE TO DO IT ALONE '
o = -
4

Whenyou understand the benefits of ’;' é;

KIFIgdAy3 a0NIG§S3IAO 0dz aa
62yRSN) 6 K& d2dz KI Ry (§ ‘§|-N
power before! Businesses and

organizations of any size will increase the
capability for success through strategic

alliance development.

Inthis session, will help determine wha
types of organizations might be right fo
your organization to work with. We will
show you how talevelopoutrageously
successful relationships in all of your
strategic alliances.



[USING VIDEO IN YOUR SALES]

During session 1@ve show you how to use video tauild
your brandand promote your business. Whether you uséeo
sites such as YouTube ¥imeq or place video on youown
website the right kind of video for your business will attraew
customersand accelerate the sales proceshere 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!

Projectingyour personality and authenticity can take months with text
email, but video is immediate and persondour prospects can see and
hear the real you and, the sooner they feel they know you, the sooner
GKSeQff o0dz2 FTNRBY &2dzH

IN0OKAA aSaarzys ¢gSQfft KStL) 82dz RS
your business and talk about how to share your video message online to
ONBFGS Fy Sy3alFr3aAay3a LINBasSyoS GKI §

meant to serve.
@ 1537 W)



[ SEARCH ENGINE OPTIMIZATION]

Havinga 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?

Everwonder 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?

Inthis session, we will share advice from
search engine optimization experts and their
techniques to fine tune your website and
increase your traffic.

@ 1637 »
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[ USING GOOGLE ADWORDS TO GENERATE PROSPECTS]

-
I.

Googlel R22NR&a A& D223tSQa 2yt AyS
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
AaSNWAOSE fA1S @&@2dzNBR G GKS SEI
looking for them.

In session 12we 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 improvementvhile greatlyreducing & |
wasted advertising dollars. P

@ 1737



[ BUILDING YOUR BUSINESS WITH A BLOG]

Wheng 2dz KSIFNJ 6KS G4SN aazOAlf YSR
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 medig blogging.

Inthis session we show you how to determine if blogging is a
strategy you should employ and discuss how use a blog to develop .z
leads and sales for your business. We also give you a handle on t
tools and steps to getting started.




WEBINARS: PRESENT TO THE
WORLD, WITHOUT LEAVING THE OFFICE

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 pexorded 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.




[ GENERATING ENGAGEMENT WITH FACEBOOK

Facebookhas a reputation as being a huge timaster, but as
a business owner can you afford to ignore a platform that 47
percent of Canadians and over 41 percent of Americans usg
Say what you will about Facebook, but there is no better tof
for connecting people. As a small business owner,haue '
the opportunity to use Facebook to expand your online
presence, to engage with customers and prospests],

to sell more products and services.

Inthis session we will help you start looking at Facebook RS
through the lens of identifying businespportunity and S 7

helpyou master aspects of Facebook you may not be familiar
with in order to connect with and engage your prospects and
customers.




[ SPREADING THE WORD WITH TWITTER]

If you are like most business people, the thought of
tapping into over 75 millio@witter users sounds

too good to be trueThe 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.

Inthis session we help you understand Twitter,
learn how to build a follower base that are likely to
buy from you, and what to avoid.




[ TELEPHONE PROSPECTING]

No topic strikes more fear in a business owner
than cold calling. In fact, there are thousands of
resources available to show you howeateoid

cold calling.

In our 17 session we show you how to
strategically use telephone prospecting to
generate appointments with your ideal
prospects. Confident, consistent, pattive

cold calling differentiates successful sales
people from those who struggle. Whether you
are an experienced sales executive wanting
more time in front of senior decisiemakers 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.
-




[ STRUCTURE OF A SALES CALL]

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.

‘\‘




[ EFFECTIVE QUESTIONING]

Howimportant is it to ask good questiond®s very u\- —

important. Good questioning skills help you completely

dzy RSNER G YR (KS ION&wise)yddd Qa4 & A Gdzk G A2y P
could be responding to what yaguessthe prospect N
means, which may or may not be correct.

|

Effectivequestioning is critical teffectiveselling. In

this session, we teach yauestioningskills to better

dzy RSNBR G YR | LINRBoaddGeStior@a NI I f is SRa®
show you are looking for meaning that's deeper than

the spoken messageEffective questioning is a

powerful, learned skill that will change your selling.

Creatingthat greatexperience, yowvill sell a lot of

products and services.

@ 2437 W) L\\ -




[ HOW TO HANDLE OBJECTIONS]

Business people often look at objections from prospects and clients as a
stumbling block to the final objectivahe 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

LIN2 3 LISO04a YR Odzad2YSNAO® 6 ¢
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 featep 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®




[ RECOGNIZING BUYING SIGNALS] ‘ -

g 7o
No matter what you sell, communication must happen il /' . .,
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 the
want to communicate, they become deadened
towards receiving the communlcatlon from the

to more than the actual needs and wants. & °
¢ KSe dKSPNJOSGéSSy..'
and they listen for buying signals. ;

The purpose of this session is to ensure
you can recognize those things called &
dbuyingsignals | Yy R dzy RSN
will help you close business sooner.

@ 2637 W)



[ HOW TO CLOSE A SALE WITHOUT BEING PUSHY]

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.



[ CREATING A COMPELLING PRESENTATION]

A compelling sales presentation helps to move your prospect 4
026 NR& | 0dz2Ay3d RSOAAAZY D LF &2 dzNF LJ

gKFUQa UKS LRAYUK ~ s

In this session we will look at great presentarsl
how they use a great script, heroes and villains
stageprops, and breathtaking visuals to create
greatan experience that does more than jsstll
productsand services. By creating thgreat
experienceyou will sell a lot of productand
services



[ THE POWER OF THE STORY]

Dostories 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 reaso
that stories are used to teach a point, to drive home a
moral lesson, and to help connect people to compayg
Everyone loves a good story. People remember gg
stories because of the visual developmdmat
takesplace as they hear it.

If you want to be remembered
youshould be able to telhe
storyof your business.

Inthis 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.
@ 2937 W)



THE POWER OF TESTIMONALS

YouOl y UGSttt LRISYGAlt Odza inudhS NE
weightdoes that bear compared to when they hear ftom
someoneelse, whom they already trust?

[ GETTING YOUR CUSTOMERS TO SELL FOR YOU]

Prospectw I yi G2 KSIFNI gKI (i @&2dzQ@S
Theywant to hear success stories. Your potential custornexst

to hear how your product/service helped others who werain
similarpositionget towhere they are now. If they can getis
information, without needing to phone each previous client &r A
referencé& AUQff 0SS YdzOK S| aA Sty T2 N UK
shouldhire you or buy your products. g

In this session we show you how to askdmd ©3  Jow
get specificrelevant testimonials fronyour ) ¥ /
customerd &S YR (KSYy oS QfY
strategicallyuse them in your sales amdarketing
to sell more products and services.

€= 3037 W)
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NEGOTIATION

Youmight 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 angpliers getting your
organization betteland moreprofitable deals.

Inthis 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 businessonnections.




[COST]

Costfor the program is$1500(+ HST) due before program starts
Payment program* 4 quarterly payment of $425.00 (+HST) due on or before:

1. Novembed5h, 2011 2. February &, 2012
3. April 2d 2012 4. July 1%, 2012

*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.

Registenon-line or call Clint (250) 860466 or Colin (250) 575935

@ 3237 W)
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[WHEN & WHERE]

Your Best Sales Year Ever runs on alternating Wednesdays fror8:38nam
Program begins ofuesdayNovemberl5th, 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 5¥H)(



http://g.co/maps/t96sb

[ INSTRUCTOR PROFILES]

Clint Best is the owner d&faizen Business DevelopmentKelowna,

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 CEORMd Giraffe Strategic Sales & Marketiimg
Kelowna, BC. For more than 25 years, Colin has leerhjgguct
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.

€ 3437 W)




[ KIND WORDS FROM CLIENTS]

GL I GGSYRSR 2yS 2F [/ 2fAyUa 6SOAYIlI NR 0°¢
because | wanted to get some tips on delivering webinars, as that was something
| 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 | impressed? Guess so, because | hired Colin as my
business coach which was by far the best decision | made all year! fitnanr
to recommend Colin and I'd be happy to speak to anyone directly about my work
with Colin: 613 2661y o M @€

Leslie Anné’alamar- Building Tourism Excellence

G/ 2t Ay LINPOARSR SEOStftSyild KIFIyRa 2y Of|

online training that | have ever worked on. | highly recommend Colin as a Sales

traineNO2y adzt GFyad F2NJ Fyeé odzaAySaaodé
ChriskEytchesorgIT Inc.

€ 3537 W)




[ KIND WORDS FROM CLIENTS]

Gh@SNJ 0KS LI &ad wmgour¥akyhave increaded 5%, latol Our v 3
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. | see my family
Y2NBE GKIYy L KIS Ay @SINAR® LQY Syz2z2eéAi
offices, which makes it a lot more enjoyable to come to work. Your coaching
NEBFffeée g2NJ]aodé

Greg Bauer Navigator Multimedia

GhdzNJ all £ Sa KI S R2dzoft SR GKAa LI ad &St |
to double again this coming year. Clint helped us to completely overhaul our

pricing and profit systems so we actually make money we never believed

S O2dzZ Rd 2SQNB y20 adaNB ¢gKIFaG ¢S ¢2dz |
Ff2y3 6KSY KS RAR® 2SS NBO2YYSYR [/ fAyl:

Chris and Julieeoppky Epic Sundecks

€ 3637 W)




[HOW TO DO THE HAPPY 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!*

*See a few of the famous Happy Dances for inspiration
A Peanuts Happy Dance
A Happy Feet Dance

@ 37/37




