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Knowledge Improves

Performance

Knowledge improves performance. Thought Transformation’s
training provides your team with vital knowledge needed for
success in an ultra-competitive printing market.

Sessions are fast-paced and utilize edu-tainment—learning that
entertains. Beginners and experts walk away with practical ideas to
help them achieve their goals.

Wendy Holmvik, Vice President of Sales at Art Litho in Baltimore,
says,

“I had Linda come and do one day of training. Everyone on the
management team felt like it got outstanding results, so we
asked her back for another session. | like her training because
she’s willing to create customized programs and delivers them in
an entertaining way. She engages everyone in discussion and
makes people think. The next time | need training, | plan on
calling her again.”

Chalmers Ward, Vice President of Human Resources, Colemont
Insurance Brokers in Dallas, says,

“We were happy with the customized training Thought
Transformation put together for us. It’s easy to work with Linda.
She was very responsive to our training needs. She delivered a
good product, one that we can build on, and that’s important.”



Account Acquisition

Cold Calling in the 215t Century

Use best practices to create the right message and get appointments.
Finding Leads.

Locate lead and qualify them.

Get Past Voicemail

This strategy gets you past barriers and talking to prospects.
Next-Step Selling™

It’s the best way to keep the sales process moving forward quickly.
Research Accounts

Gather information to approach prospects and develop relevant messages.
Successful First Calls

Improve call quality in first calls and sell more.

The Buying Cycle

Understand how a buying decision is made and find more success.

= Thought
Transformation
Thought Leader in Sales Solutions
E

|



Basic Selling Skills

Buyer Behavior

Understand buyer psychology and sell more.

Body Language

Simple techniques allow you to read the customer and build rapport.
Close the Sale

Master closing to win sales and get higher prices.

Create Case Studies and White Papers
Present evidence to prove expertise to prospects and customers.

Identify Pain Points

Diagnose pain, provide customers with the cure, and find the shortest route to
a sale.

Listening Skills
Listen at a deeper empathetic level and sell more.
Negotiation Basics
We all negotiate. Learn an easy strategy that brings greater success.
Networking Basics
Networking is a great business-builder. Meet people, start conversations and
follow-up.
Overcoming Price Objections
Sell your value and close more deals.
Present to Sell
Whether your audience is one person or ten, use these skills to sell more.
Smart Questions
Learn the spiraling technique to gather information and identify pain.
Stay Top-of-Mind
Advertise your value to build awareness and sell more.
The A-B-Cs of Great Business Letters
Letters are still a great tool for prospecting and business-building.
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Account Strategies

Basic Account Strategies
Put together a plan to penetrate accounts and reach goals.
Build Consensus

This is a critical skill set for salespeople calling on organizations with multiple
buyers.

Gap Analysis

Gap analysis is a simple way to frame problems and sell solutions.

Identify Buying Criteria

Use customer decision drivers to craft winning proposals.

Major Accounts Overview

Better ways to deal with multiple buyers, office politics, and long sales cycles.
Top-Down Selling

Get your message heard by top-level executives.
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Servicing Strategies

The Right Way to Communicate

Should you call, email or meet face to face? Discover the right tool for the
task.

Extreme Responsiveness

Demonstrate value through actions and set yourself apart from the
competition.

Deliver Bad News Better

Deliver bad news the right way so relationships thrive after problems.
Goof-Proof the Order

Prevent errors, increase satisfaction and improve profitability.

Ten Ways to Show Customers You Love Them

Easy ways to demonstrate to customers you appreciate their business.
Turn Satisfied Customers into Loyal Ones

Convert satisfied customers into loyal ones, and increase sales and profits.
Warning—You’re in Danger of Losing a Customer!

Recognize warning signs and prevent customer defections.
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Thought Transformation offers specialized day-long programs in the
following areas:

e  Solution Selling
e  Marketing Basics

We also offer courses on customer service skills, coaching, and performance
management.

For information, call today.

Linda Bishop, President

770-846-3510
lindabishop@thoughttransformation.com
thoughttransformation.com

Mailing Address:
3510 Evans Ridge Trail
Atlanta, GA 30340

thoughttransformation.com



