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At The End of Today

Stimulate thinking
Challenge convention
Re-invigorate attitudes

Create an action plan
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Hidden Sales Force
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Opportunities

Tools
ook for what ?
How to identify it

What to do next

|dentify the entrepreneurs



Behavior and Reward

Behavior gap ?

Financial reward?

Customer service or retention
The next job

Uti |l 1T sati on or

Consumables sales




Communication Strategy

Design then sell

Collaboration

Agree success

War Stories



Attack Plan

KPI 0s
Outcomes

Tools
What to look for
Entrepreneurs

|dentify behavior changes
Reward systems

Communication and collaboration
Agree success

War stories
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consulting

The Hidden Sales

Eorce Lean Selling

Strategy to Execution _
Review, Refine

Refocus

Over 25

Years Selling Others vs Self
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