National Sales and Recruiting Workshop Agenda

Las Vegas, NV
	Thursday, April 29, 2010

	12:00 pm to 4:00 pm
	Early Bird Team Building Event ~ Pole Position Raceway (Grand Prix) The ultimate team - building competition in customized head -to- racing. Progress through practice, qualifying and elimination sessions on the road to victory lane and the trophy presentation (This event is limited to attendees who selected the team building event during the registration process).


	2:00 pm to 6:30 pm
	Registration / Check in

	6:30 pm to 8:30 pm
	No Host Social / Reception

	Friday, April 30, 2010

	7:30 am to 8:30 am
	Continental Breakfast

	8:30 am to 10:00 am
	Smart Selling Though Value ~ Jack Daly shares 20 years worth of “What Works” in the field of sales. Over 50 business building ideas such as:

  Overcome Call Reluctance

  Effective Time Management

  Goal Setting and Measurement

  Getting the Appointment

  Securing the Relationship

Sales professionals at every level of experience will pull-out several winning ideas.

	10:00 am to 10:30 am
	Break - 

	10:30 am to 12:00 pm
	Smart Selling Though Value with Mr. Jack Daly ~ Continued

	12:00 pm to 1:30 pm
	Lunch

	1:30 pm to 3:00 pm
	If you think you know sales.....you don’t know JACK!   Jack Daly will conduct a Three Hour, SMART SELLING sessions from 1:30-4:30 pm. This 3 hour session is fast paced, content rich and filled with take-away value. Perfect for those Jack-a-holics who need to be recharged and turbo charged enough for the first time participant! It’s time to Re-Fuel and Re-Tool. Take the pulse of your recruiting production today and make the adjustment that will change your business practices of tomorrow!

Workshop Topics and Benefits:

1. Shortest Course on Selling:
Learn to differentiate yourself from the masses.

2. Five Laws of Self Renewal:
Learn time management strategies and beat back call reluctance.

3. Goal Setting and Measurement:
Learn to build specific goal setting processes to ensure your success.

4. Relationship Selling Process:
Learn all you need to know to create and impart perceived value.

5. Building a Touch System: Learn to get through the gate keeper and get around the price objection.

6. Build Your Success Guide:
Learn to prepare before the call instead of winging it.

	3:00 pm to 3:15 pm
	Break (refreshments served)

	3:15 pm to 4:30 pm
	If you think you know sales.....you don’t know JACK!   ~ Continued

	Saturday, May 1, 2010

	8:00 am to 9:00 am
	Continental Breakfast

	9:30 am to 11:30 am 
	Relationship Economics and Social Networking - The power and promise of networking @ work ~ From Linkedln to Twitter, Facebook for Business, Jigsaw, Slideshare, Zoominfo, Spoke , and a broad base of white –label /private social networks whether you’re trying to attract and retain top notch talent, to prospect for new customers in new markets, or create alliance relationships and extend your market reach, social networking is here to stay! In this highly interactive session, the audience is exposed to a series of global best practices to incorporate social networking applications into their key strategic



	11:30 am to 12:00 pm
	Closing Remarks / Training Survey 








