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Take Charge of Your Destiny
< I'n sal es, nothing is etched in stone. Wh o
traced back to a single moment of deci si on
reer .
dWi Il you achieve far more than you previ ol
awill you soar above the crowd?
awill you empower yourself to achieve your
d4Are you ready to assume the |l eadership | of

Greg Nanigian & WNes$comate yScaulenso.Mbehsee s i@l e @lt--y b u
first step in sales mastery. Through our unic
wi || master the most power ful -tstad eSa mdlt enra ccOE
Tested and refined tHroneghadecadkaspeosfi ehcent ¢
radically innovative today as when it was fir
met hodol ogy will forever change the way you ¢
require real, per manent change on your part.
Sandler Training

I n 1966, David Sandl er, founder of Sandl er |Tra

program for individual s a |-seisz epdr ocf censpsai nbi neask, s 5a0N8dm aF

corporations. I n 1983, Sandl er Tkeati mliangge elxyp afnrda
proprietary training programs. Today, the compa
activities of a sales training organization |of

United States and Canada.

What makes the Sandler Training different frjom
Fundamentally, we provide our cl i emuiscasiaflietxs msemi mar s. t[Mha
agrees with the psychological studies that prove memory| fa
i mmedi ately follfowéhggyodadpltdrcitpangst into action the ideas
people can only r-eimeenberamdfpowwemephrases. As a result, |no
behavior or their performance.

Thed ea world of diff ecreelnfgeed bd¢ rf@aié@m nghiasmds o he ongoing relinf
Sandler Training. Rei nforcement takes ti me, certainly more
clients, working together to achieve al/|l new | evels of c¢conf
Sandl er Training has been awarded t héFr#alncbBihékd mg f omesr gim
David Saniddeeas continue to challenge and inspire even the
dedicated to keeping our clients ahead of the curve with ir
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Some of owPr dfr iall egr s

G g Nanigian is a Sales and Sales Management Tr ai
e

r e
Mo d e | Driver.

Greg Nanigian founded Greg Nanigi &n temdn Asfs otcriaaitnee

Sales and Sales Management Training at <c¢lient |l oca
training | ocadhuwanest tisn. MadAs ai s an affiliate of Sand
I NC Magazine as the | eading Sales and Management Tr
Greg Nani gi an and Associates has trained Teradyn
9P hd'r maceutical s. I't has | ed many programs for ©pro
I nstitute of Certified Public Accountants and the

Thi s nottitoon nmehmousands o6i menat b m@mani ensi di ncl udi ng

Il nsurance Agency, Senate Construction, Bar ber Foo
Composite Solutions,grNemwhiEng, a%wi Re phaobel s and Wire
With his dynamic background, sal espeople sit on t#h
what traditional approaches to selling Greg wild/l d
is neaguy featured as keynote speaker for many busi
are truly i mprdeesasle dwaovri Itddp ethiricaipntiinnggeness and abil ity
usually wor ks, to any selling issue. Clients r&uti
was indeed the turning point in their career and f
Contact him -899Q86b&)y @B8t r a.i ni ng. com

Jeff Morgenthaler is a Business Development & Sandl er
Jeff has over 25 years of experience s Illng sal es sy
and enterprise sales teams worl dwide. mpanies that

include Automatic Data Processing, AT&T Enterprise A
Livingston International and |l ron Mountain.

Jeff recently designed and IManMddhred G@dTrhdewlmadakdsshiojpe c tein
to train sales teams on how to have a Pain Story conyv

nt hal er
Contact him -a©9Q8pm#) g8BBhal er @gnatraining.com

Andrew Botieri is a Business Development & Sandler Tr
Andrew has over 25 years and over 60, 000 hours of

Hes trained small, medi um and | arge organizations a
author and featured Keynote speaker

Focusing on outsi de and inside sal es, including

experiences include National Sales Trainer and Tu
sales company in 59 market s, where he won several
Sales Manager of the Year and Sales Team of t he Ye
ts'a?EE Manager of the Year and 3 nominations for Sa
& Operations for Al |l Apart ment s, whi ch he hel ped
Move.com) . Having had his own sales training comp
Nanigian and Associates, affiliate Sandl er Trainini
decades of experiencewianmd njgoionr gtame zawarmd t hat del
training per year than any other!

Contact him -a©9@6bd) e®@BBti eri @gnatraining. com
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is a Zoom Producer and Technical

ted from Boston University in
and has worked with Greg Nanig
he digital mar keting, website r
of fice. He provi es tutorials

d
om@gnatraining. com

Yvonne Price is th-éi DFfoteaAdmirnadesator

Yvonne has a varied background that i ncl ud
management in an international computer coa
for an international real estate firdl b®h
the one you hear when you call our offices
det ai | s, such as registering you for a wor
lassisting in obtaining grants f-0098rarni ng
yprice@ynat.oraining.com

Justin Nichols is a Zoom Producer.

n Nichol s Zoom producer with Gr

i s a eg
ing sound boards, al ongsi de
t
0

[ i
rience managi
broadcasting
c@gonlast r ai ni ng. c

Mas €a®ndiatc t Colnunsutnii-@ 98 o b
m

is multitasker at Greg Nanigian & Ass:s

a Busi ness Devel opment Represent at

er approaches combined with the most
ead Het dowaml es as a Produ®&etewmr bfngr
ce the hi ghsetsrte agneadl iWoyr klsihweps avai |l al
toaut woarnkd st ay f it which energizes h
Cont act Mi 0O 98mloir@di@at 8B8Bni ng. com

Rubbo has performed Accounting/ Bookkeep

Contact FIl o -39 Ib6adork)k e3@pd8n agr ai ni ng. com

FIl o Rubbo
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S8 |11/ 3/ 23 from 8:30 a.m. to]|ll1dr/090/ 223 nf.r Enf 11: 30 a. m. to] 1:
OB |At t i filuidtet | e t hi ngs nmSICE a] d|at t ¢ fileidtetel e t hi ngs mSICE al| di f
1/10/23 from 8:30 a.m. t¢ 210/:100/ 223 nf.r &EmM 11: 30 a. m. tjlo 1
N |[Pr-€al |l PIS0GGing Pr-€al |l PlSGi ng
o Your -ffimstguests are wel comp t]vo urhitfsi matrgkusehsotps. are wel comg t o
@ 1/17/ 23 from 8:30 a. m. t ¢ 110/: 100/ 223 nf.r EMd 11: 30 a. m. tlo 1
al |10 Mistakes Most Salespe¢pllieo Maikset akes Most Salespeo|pl e
c Your ffimstguests are wel comp t|wodrhifsi meptrgkusehsotps: are wel comg t o
©
Y |1/ 24/23 from 8:30 a.m. to 310/:206/ 223 nf.r ol 11: 30 a. m. tflo 1
Questioning SEtCr at egi es Questioning SEtCr at egi es
1/31/23 from 8:30 a.m. t¢ 10:00 a.m. ET
¥l |[Making | mmediate I mpact {n 30 Seconds
oV
N 2/2/23 from 11:30 a.m. to] 1:
Making | mmedi ate | mpact i|n 3
2/ 7/ 23 from 8:30 a.m. to]|l1Q92/00/ 223 nf.roem 11: 30 a.m. tol 1:
] |[Protect & Grow Your Key MAc dhrumttesct & Grow Your Key Acco
= Your ffimstguests are wel comp t|¥o urhiifsi meptrgkusehsotps. ar e wel comg t o
]
=8 [2/ 14/ 23 from 8:30 a.m. t¢ 1I0/:1060/ 223 nf.roem 11:30 a.m. tlo 1
- Geometry ofSCuccess Geometry ofSCQiccess
o
M [2/21/23 from 8:30 a.m. t ¢ 10/: 00/ 223 nmf.r cEnf 11: 30 a. m. tlo 1
LL Pipeline Challenges & CI| ¢simigpedliimeg cChall enges & Cl o]lsin
Your -tfimstguests are wel comp t]vo drhitfsi matrgkusehsotps. are wel comg t o
2/ 28/ 23 from 8:30 a.m. t¢ 10:00 a. m. ET
Up Front &6G@Gtract
3/2/23 from 11:30 a.m. to 1:
Up Front &6@Gtract
3/7/ 23 from 8:30 a.m. to]|1Qd3/09/ 223 nf.r &M 11: 30 a. m. to]l 1:
Negative Reverse Selling Negative Reverse Selling
3/14/23 from 8:30 a.m. t¢ 13D/:1060/ 2a3 nf.roem 11: 30 a. m. tjo 1
Ok [ N®CEC Ok Ok [/ N®CECC Ok
3/ 21/ 23 from 8:30 a. m. t o 10/: 00/ 223 nf.r cen 11: 30 a. m. tlo 1
The New SucceSE€CTriangl e The New SucceSE€CTriangl e
3/28/23 from 8:30 a.m. t¢ 10/:P0/ 223 nf.r e 11: 30 a. m. tlo 1
Applying Transac$C0Onal AhallApsplsyi ng Transac$COnNal Anlal vy
Live streaming workshops wil/ be recorded,|
NOTE: Advance registration is required. Click on|thi
For registration asiQi9s3t-mmackld@ahhbht (617%W) ng38om
Strategic Customer CarefS€C8asses are denoted]| wit
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https://calendly.com/sales-mastery/mastery-workshop/2023-01-03T08:30:00-05:00?month=2023-01&date=2023-01-03
https://calendly.com/sales-mastery/mastery-workshop/2023-01-17T08:30:00-05:00?month=2023-01&date=2023-01-17
https://calendly.com/sales-mastery/mastery-workshop/2023-01-24T08:30:00-05:00?month=2023-01&date=2023-01-24
https://calendly.com/sales-mastery/mastery-workshop/2023-01-10T08:30:00-05:00?month=2023-01&date=2023-01-10
https://calendly.com/sales-mastery/mastery-workshop/2023-01-31T08:30:00-05:00?month=2023-01&date=2023-01-31
https://calendly.com/sales-mastery/mastery-workshop/2023-02-07T08:30:00-05:00?month=2023-02&date=2023-02-07
https://calendly.com/sales-mastery/mastery-workshop/2023-02-21T08:30:00-05:00?month=2023-02&date=2023-02-21
https://calendly.com/sales-mastery/mastery-workshop/2023-02-14T08:30:00-05:00?month=2023-02&date=2023-02-14
https://calendly.com/sales-mastery/mastery-workshop/2023-02-28T08:30:00-05:00?month=2023-02&date=2023-02-28
https://calendly.com/sales-mastery/mastery-workshop/2023-01-05T08:30:00-05:00?month=2023-01&date=2023-01-05
https://calendly.com/sales-mastery/mastery-workshop/2023-01-19T08:30:00-05:00?month=2023-01&date=2023-01-19
https://calendly.com/sales-mastery/mastery-workshop/2023-01-26T08:30:00-05:00?month=2023-01&date=2023-01-26
https://calendly.com/sales-mastery/mastery-workshop/2023-01-12T08:30:00-05:00?month=2023-01&date=2023-01-12
https://calendly.com/sales-mastery/mastery-workshop/2023-02-09T11:30:00-05:00?month=2023-02&date=2023-02-09
https://calendly.com/sales-mastery/mastery-workshop/2023-02-23T11:30:00-05:00?month=2023-02&date=2023-02-23
https://calendly.com/sales-mastery/mastery-workshop/2023-02-16T11:30:00-05:00?month=2023-02&date=2023-02-16
https://calendly.com/sales-mastery/mastery-workshop/2023-02-02T08:30:00-05:00?month=2023-01&date=2023-02-02
https://calendly.com/sales-mastery/mastery-workshop/2023-03-07T08:30:00-05:00?month=2023-03&date=2023-03-07
https://calendly.com/sales-mastery/mastery-workshop/2023-03-21T08:30:00-04:00?month=2023-03&date=2023-03-21
https://calendly.com/sales-mastery/mastery-workshop/2023-03-28T08:30:00-04:00?month=2023-03&date=2023-03-28
https://calendly.com/sales-mastery/mastery-workshop/2023-03-14T08:30:00-04:00?month=2023-03&date=2023-03-14
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-03-09T11:30:00-05:00?month=2023-03&date=2023-03-09
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-03-23T11:30:00-04:00?month=2023-03&date=2023-03-23
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-03-30T11:30:00-04:00?month=2023-03&date=2023-03-30
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-03-16T11:30:00-04:00?month=2023-03&date=2023-03-16
https://calendly.com/sales-mastery/mastery-workshop/2023-03-02T11:30:00-05:00?month=2023-03&date=2023-03-02
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4/11/23 from 8:30 a.m. to¢ 1320/:100/ 223 nf.r EM 11: 30 a. m. tlo 1
The Contrarian Salespers¢o¢n]|The Contrarian Salesper soln
4/ 18/ 23 from 8:30 a.m. t 10/: 00/ 223 nf.r cEM 11: 30 a. m. tjlo 1
Uncovering Yo®rPPRIQCspect Uncovering Yo®rPRIMCspect
5/ 23 from 8:30 a.m. t¢ 1AL0/: 00/ 223 nf.r Enf 11: 30 a. m. t|lo 1
B king Through Y®&WKC Comnf ¢Brte azkoinneg Through Y&WLC Conjf or
5/ 2/ 23 from 8:30 a.m. tof|l(ds/00, A3 My Fal 11:30 a.m. to| 1:
~ Hanging Tough on $@€@ Mongey WBd®Ping Tough on $@@ Mone|ly S
Ml [/ 9/ 23 from 8:30 a.m. to|1qs/001/azan.f Eam 11:30 a. m. tlo 1
N . .
Business Doubl er Business Doubl er
5/16/23 from 8:30 a.m. t¢ JI0/:108/ 23 nf.r &M 11: 30 a. m. tlo 1
:; Buil ding ConfidencSeCGvith]|l /][BRuiTlheeiomgy Confi denceCCGvith |I /R
=
5/23/23 from 8:30 a.m. t¢ I0/:20% A3 nf.r ET 11: 30 a. m. tlo 1
Next Level CoB8@€Cni cati on Next Level Co8@Cni cati on
5/30/23 from 8:30 a.m. t 10: 00 a. m. ET
Pipeline ChallengeSC@& CI sing Clinic
™ 6/1/23 from 11:30 a.m. to 1:
N Pipeline ChallengeSC& Cl olsi n
o
@ |[6/ 6/ 23 from 8:30 a.m. to|l1d6/00/ 223 nf.r EMM 11: 30 a.m. to 1:
Active LBE€Cening Active LBE€Cening
o8 |6/ 13/ 23 from 8:30 a.m. t¢ A0/:1090/ 2a3 nf.r EmM 11: 30 a. m. tjlo 1
<3 [IMaxi mi zing Person8CCEffeg¢tilMaexiesiszi ng Person8CCEffec|tiyv
S
gl |6/ 20/ 23 from 8:30 a. m. t 10/: 020/ 2a3 nf.r &EMM 11: 30 a. m. tjo 1
Understanding the Psy8G6]| odun doefr sRteafnedrirmag st he Psy$68G6GIljlogy
6/ 27/ 23 from 8:30 a.m. t 160/: 00/ 223 nf.r &EM 11: 30 a. m. tjo 1
Pre call pl annSQQ@ strategi dgBre cal l pl annSG@ strateg|i es

Live streaming workshops wil/ be recorded,|
NOTE Advance registration is required. Click on|th
For registration asiQi9s3t-mmackld@ahhbht (617%W) ng38om

Strategic Customer CarefS€C8asses are denoted]| wit
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https://calendly.com/sales-mastery/mastery-workshop/2023-04-04T08:30:00-04:00?month=2023-04&date=2023-04-04
https://calendly.com/sales-mastery/mastery-workshop/2023-04-18T08:30:00-04:00?month=2023-04&date=2023-04-18
https://calendly.com/sales-mastery/mastery-workshop/2023-04-25T08:30:00-04:00?month=2023-04&date=2023-04-25
https://calendly.com/sales-mastery/mastery-workshop/2023-04-11T08:30:00-04:00?month=2023-04&date=2023-04-11
https://calendly.com/sales-mastery/mastery-workshop/2023-05-02T08:30:00-04:00?month=2023-05&date=2023-05-02
https://calendly.com/sales-mastery/mastery-workshop/2023-05-09T08:30:00-04:00?month=2023-05&date=2023-05-09
https://calendly.com/sales-mastery/mastery-workshop/2023-05-23T08:30:00-04:00?month=2023-05&date=2023-05-23
https://calendly.com/sales-mastery/mastery-workshop/2023-05-16T08:30:00-04:00?month=2023-05&date=2023-05-16
https://calendly.com/sales-mastery/mastery-workshop/2023-05-30T08:30:00-04:00?month=2023-05&date=2023-05-30
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-04-06T11:30:00-04:00?month=2023-04&date=2023-04-06
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-04-20T11:30:00-04:00?month=2023-04&date=2023-04-20
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-04-27T11:30:00-04:00?month=2023-04&date=2023-04-27
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-04-13T11:30:00-04:00?month=2023-04&date=2023-04-13
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-05-11T11:30:00-04:00?month=2023-05&date=2023-05-11
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-05-25T11:30:00-04:00?month=2023-05&date=2023-05-25
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-05-18T11:30:00-04:00?month=2023-05&date=2023-05-18
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-05-04T11:30:00-04:00?month=2023-05&date=2023-05-04
https://calendly.com/sales-mastery/mastery-workshop/2023-06-06T08:30:00-04:00?month=2023-06&date=2023-06-06
https://calendly.com/sales-mastery/mastery-workshop/2023-06-13T08:30:00-04:00?month=2023-06&date=2023-06-13
https://calendly.com/sales-mastery/mastery-workshop/2023-06-27T08:30:00-04:00?month=2023-06&date=2023-06-27
https://calendly.com/sales-mastery/mastery-workshop/2023-06-20T08:30:00-04:00?month=2023-06&date=2023-06-20
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-06-08T11:30:00-04:00?month=2023-06&date=2023-06-08
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-06-15T11:30:00-04:00?month=2023-06&date=2023-06-15
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-06-29T11:30:00-04:00?month=2023-06&date=2023-06-29
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-06-22T11:30:00-04:00?month=2023-06&date=2023-06-22
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-06-01T11:30:00-04:00?month=2023-06&date=2023-06-01
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7/4/23 from 8:30 a.m. to|1d7/00/ »3 nf.r & 11:30 a.m. to| 1:
N Happy July 4th Stump the Trainer
7/11/ 23 from 8:30 a.m. t¢ 30/:100/ 223 nf.r Enf 11: 30 a. m. tjlo 1
8 INegotiatiS@C Skills Negotiat iS@C Skills
=8 |7/ 18/ 23 from 8:30 a.m. t 10/: 00/ 223 nf.r &M 11: 30 a. m. tjo 1
% ISVI-Cnto Budget SVI-€nt o Budget
7/25/ 23 from 8:30 a.m. t¢ 0/: 00/ 223 nf.r EM 11: 30 a. m. t|lo 1
Deal Winning: PoliticalSOMaplpi foe @&lndWEXeciuntg onPol iticalscdapp

8/ 1/ 23 from 8:30 a. m. to]14d8/00/ 23 nf.r cEii 11: 30 a. m. t o 1:
Gami f i ¢Sa&CtCi o n Gami f i ¢SaCtCi o n

8/8/23 from 8:30 a.m. to|1(8/0100/a23y frgorm 11:30 a. m. tfo 1
Predicting Pain Predicting Pain

0

8/ 15/ 23 from 8:30 a.m. t¢ 14D0/:100/ 223 nf.r el 11: 30 a. m. tlo 1
How are decisions made How are decisions made

&% 33 nf.roenr 11: 30 a. m. tlo 1
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8/ 22/23 from 8:30 a.m. t¢
How to stay out of Ga#&€G6 | a

—

Geometry of Success Geometry of Success

8/ 29/23 from 8:30 a. m. tl) 180/:3010/ 2a3. ni.r oBWT 11: 30 a. m. tlo 1

9/5/ 23 from 8:30 a. m. to] 14q9/0MW/ 223 nf.r cEnf 11: 30 a. m. t of 1:
KARE M®&WLLI KARE M®&WLCI

9/ 12/ 23 from 8:30 a. m. t o 19/:1040/ 223 nf.r EM 11: 30 a. m. tlo 1
Powerful Sales Q8@G6tions|tqPauwer ful Sales Q8@6tions |to

9/19/ 23 from 8:30 a. m. t J10/: DO/ 23 nf.r EM 11: 30 a. m. tjlo 1
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9/ 26/ 23 from 8:30 a. m. t ¢ 390/:2080/ 223 nf.r Bl 11: 30 a. m. tlo 1
Best and Wor sStCCPractices Best and Wor sStCCPractices

Live streaming workshops wil/ be recorded,|
NOTE Advance registration is required. Click on|th
For registration asiQi9s3t-mmackld@ahhbht (617%W) ng38om

Strategic Customer CarefS€C8asses are denoted]| wit
10 Post Of ASwiet dB@&@&Fen, MA 021009
400 WashinghSant skBR@@&mtree, MA 02184
165 HighlAMieddAaen, MA 02494
400 TradeCenter Drive, Suite 5900, Woburn, MA


mailto:cs1@gnatraining.com
mailto:yhildebrandt@gnatraining.com
https://calendly.com/sales-mastery/mastery-workshop/2023-07-18T08:30:00-04:00?month=2023-07&date=2023-07-18
https://calendly.com/sales-mastery/mastery-workshop/2023-07-25T08:30:00-04:00?month=2023-07&date=2023-07-25
https://calendly.com/sales-mastery/mastery-workshop/2023-07-11T08:30:00-04:00?month=2023-07&date=2023-07-11
https://calendly.com/sales-mastery/mastery-workshop/2023-08-01T08:30:00-04:00?month=2023-08&date=2023-08-01
https://calendly.com/sales-mastery/mastery-workshop/2023-08-08T08:30:00-04:00?month=2023-08&date=2023-08-08
https://calendly.com/sales-mastery/mastery-workshop/2023-08-22T08:30:00-04:00?month=2023-08&date=2023-08-22
https://calendly.com/sales-mastery/mastery-workshop/2023-08-15T08:30:00-04:00?month=2023-08&date=2023-08-15
https://calendly.com/sales-mastery/mastery-workshop/2023-08-29T08:30:00-04:00?month=2023-08&date=2023-08-29
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-07-06T11:30:00-04:00?month=2023-07&date=2023-07-06
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-07-20T11:30:00-04:00?month=2023-07&date=2023-07-20
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-07-27T11:30:00-04:00?month=2023-07&date=2023-07-27
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-07-13T11:30:00-04:00?month=2023-07&date=2023-07-13
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-08-10T11:30:00-04:00?month=2023-08&date=2023-08-10
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-08-24T11:30:00-04:00?month=2023-08&date=2023-08-24
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-08-17T11:30:00-04:00?month=2023-08&date=2023-08-17
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-08-03T11:30:00-04:00?month=2023-08&date=2023-08-03
https://calendly.com/sales-mastery/mastery-workshop/2023-09-05T08:30:00-04:00?month=2023-09&date=2023-09-05
https://calendly.com/sales-mastery/mastery-workshop/2023-09-12T08:30:00-04:00?month=2023-09&date=2023-09-12
https://calendly.com/sales-mastery/mastery-workshop/2023-09-26T08:30:00-04:00?month=2023-09&date=2023-09-26
https://calendly.com/sales-mastery/mastery-workshop/2023-09-19T08:30:00-04:00?month=2023-09&date=2023-09-19
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-09-07T11:30:00-04:00?month=2023-09&date=2023-09-07
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-09-14T11:30:00-04:00?month=2023-09&date=2023-09-14
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-09-28T11:30:00-04:00?month=2023-09&date=2023-09-28
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-09-21T11:30:00-04:00?month=2023-09&date=2023-09-21
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-08-31T11:30:00-04:00?month=2023-08&date=2023-08-31
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oM |11/ 28/ 23 from 8:30 a.m. {o |16/60/23mfrem 11:30 a.m. |to
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12/5/23 from 8:30 a.m. t¢ J102/00/ 23 nf.r EmM 11: 30 a. m. tjo 1
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()
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12/26/23 from 8:30 a.m. {o |12/ 28/ 23mir&m 11:30 a.m. |to
Hol i day Break No Wor kshop Hol i day Break No Workshop

Live streaming workshops wil/ be recorded,|
NOTE Advance registration is required. Click on|th
For registration asiQi9s3t-mmackld@ahhbht (617%W) ng38om

Strategic Customer CarefS€C8asses are denoted]| wit
10 Post Of ASwiet dB@&@&Fen, MA 021009
400 WashinghSant skBR@@&mtree, MA 02184
165 HighlAMieddAaen, MA 02494
400 TradeCenter Drive, Suite 5900, Woburn, MA


mailto:cs1@gnatraining.com
mailto:yhildebrandt@gnatraining.com
https://calendly.com/sales-mastery/mastery-workshop/2023-10-03T08:30:00-04:00?month=2023-10&date=2023-10-03
https://calendly.com/sales-mastery/mastery-workshop/2023-10-17T08:30:00-04:00?month=2023-10&date=2023-10-17
https://calendly.com/sales-mastery/mastery-workshop/2023-10-17T08:30:00-04:00?month=2023-10&date=2023-10-17
https://calendly.com/sales-mastery/mastery-workshop/2023-10-24T08:30:00-04:00?month=2023-10&date=2023-10-24
https://calendly.com/sales-mastery/mastery-workshop/2023-10-10T08:30:00-04:00?month=2023-10&date=2023-10-10
https://calendly.com/sales-mastery/mastery-workshop/2023-10-31T08:30:00-04:00?month=2023-10&date=2023-10-31
https://calendly.com/sales-mastery/mastery-workshop/2023-11-07T08:30:00-05:00?month=2023-11&date=2023-11-07
https://calendly.com/sales-mastery/mastery-workshop/2023-11-21T08:30:00-05:00?month=2023-11&date=2023-11-21
https://calendly.com/sales-mastery/mastery-workshop/2023-11-14T08:30:00-05:00?month=2023-11&date=2023-11-14
https://calendly.com/sales-mastery/mastery-workshop/2023-11-28T08:30:00-05:00?month=2023-11&date=2023-11-28
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-10-05T11:30:00-04:00?month=2023-10&date=2023-10-05
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-10-19T11:30:00-04:00?month=2023-10&date=2023-10-19
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-10-19T11:30:00-04:00?month=2023-10&date=2023-10-19
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-10-26T11:30:00-04:00?month=2023-10&date=2023-10-26
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-10-12T11:30:00-04:00?month=2023-10&date=2023-10-12
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-11-09T11:30:00-05:00?month=2023-11&date=2023-11-09
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-11-30T11:30:00-05:00?month=2023-11&date=2023-11-30
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-11-16T11:30:00-05:00?month=2023-11&date=2023-11-16
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-11-02T11:30:00-04:00?month=2023-11&date=2023-11-02
https://calendly.com/sales-mastery/mastery-workshop/2023-12-05T08:30:00-05:00?month=2023-12&date=2023-12-05
https://calendly.com/sales-mastery/mastery-workshop/2023-12-12T08:30:00-05:00?month=2023-12&date=2023-12-12
https://calendly.com/sales-mastery/mastery-workshop/2023-12-19T08:30:00-05:00?month=2023-12&date=2023-12-19
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-12-14T11:30:00-05:00?month=2023-12&date=2023-12-14
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-12-21T11:30:00-05:00?month=2023-12&date=2023-12-21
https://calendly.com/sales-mastery/sales-mastery-thursday-optional-session/2023-12-07T11:30:00-05:00?month=2023-12&date=2023-12-07
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p. m. to 4:30 p. m. ET
AMhy Have a System?
p. m. to 4:30 p. m. ET
IB2Zhavior Attitude and Technique
p. m. to 4:30 p. m. ET
/RI3SC Communi cati on
p. m. to 4:3 p. m. ET
/[UpBront Contracts
p.m. to 4:30 p. m. ET
Ahcovering Pain
p. m to 4:30 p. m. ET
/Bua3lget Step
p.m. to 4:30 p. m. ET
/ID2X i si on, Ful fi-Sdiment and Post
p.m. to 4:30 p. m. ET
IP2specting 1
p. m. to 4:30 p. m. ET
PF ospecting 2
p. m. to 4:30 p. m. ET
Mhy Have a System?
p.m. to 4:30 p. m. ET
Bx2h avior, Attitude and Technique
p.m. to 4:30 p. m. ET
/IDA3SC Communi cati on
Live streaming workshops wil/ be recorded
NOTE: Advance registration is required. Click on
For registration asiQi9s3t-mmackld@ahhbht (617%W) ng38om
Strategic Customer CarefS€C8asses are denoted
10 Post Of ASwiet dB@&@&Fen, MA 021009
400 WashinghSant skBR@@&mtree, MA 02184
165 HighlAMieddAaen, MA 02494
400 TradeCenter Drive, Suite 5900, Woburn,
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mailto:cs1@gnatraining.com
mailto:yhildebrandt@gnatraining.com
https://calendly.com/sales-mastery/foundations/2023-01-16T15:00:00-05:00?month=2023-01&date=2023-01-16
https://calendly.com/sales-mastery/foundations/2023-01-23T15:00:00-05:00?month=2023-01&date=2023-01-23
https://calendly.com/sales-mastery/foundations/2023-01-09T15:00:00-05:00?month=2023-01&date=2023-01-09
https://calendly.com/sales-mastery/foundations/2023-01-30T15:00:00-05:00?month=2023-01&date=2023-01-30
https://calendly.com/sales-mastery/foundations/2023-02-06T15:00:00-05:00?month=2023-02&date=2023-02-06
https://calendly.com/sales-mastery/foundations/2023-02-20T15:00:00-05:00?month=2023-02&date=2023-02-20
https://calendly.com/sales-mastery/foundations/2023-02-13T15:00:00-05:00?month=2023-02&date=2023-02-13
https://calendly.com/sales-mastery/foundations/2023-03-06T15:00:00-05:00?month=2023-03&date=2023-03-06
https://calendly.com/sales-mastery/foundations/2023-03-13T15:00:00-04:00?month=2023-03&date=2023-03-13
https://calendly.com/sales-mastery/foundations/2023-03-27T15:00:00-04:00?month=2023-03&date=2023-03-27
https://calendly.com/sales-mastery/foundations/2023-03-20T15:00:00-04:00?month=2023-03&date=2023-03-20
https://calendly.com/sales-mastery/foundations/2023-02-27T15:00:00-05:00?month=2023-02&date=2023-02-27
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mailto:cs1@gnatraining.com
mailto:yhildebrandt@gnatraining.com
https://calendly.com/sales-mastery/foundations/2023-04-03T15:00:00-04:00?month=2023-04&date=2023-04-03
https://calendly.com/sales-mastery/foundations/2023-04-10T15:00:00-04:00?month=2023-04&date=2023-04-10
https://calendly.com/sales-mastery/foundations/2023-04-24T15:00:00-04:00?month=2023-04&date=2023-04-24
https://calendly.com/sales-mastery/foundations/2023-04-17T15:00:00-04:00?month=2023-04&date=2023-04-17
https://calendly.com/sales-mastery/foundations/2023-05-08T15:00:00-04:00?month=2023-05&date=2023-05-08
https://calendly.com/sales-mastery/foundations/2023-05-15T15:00:00-04:00?month=2023-05&date=2023-05-15
https://calendly.com/sales-mastery/foundations/2023-06-05T15:00:00-04:00?month=2023-06&date=2023-06-05
https://calendly.com/sales-mastery/foundations/2023-05-22T15:00:00-04:00?month=2023-05&date=2023-05-22
https://calendly.com/sales-mastery/foundations/2023-05-01T15:00:00-04:00?month=2023-05&date=2023-05-01
https://calendly.com/sales-mastery/foundations/2023-06-12T15:00:00-04:00?month=2023-06&date=2023-06-12
https://calendly.com/sales-mastery/foundations/2023-06-19T15:00:00-04:00?month=2023-06&date=2023-06-19
https://calendly.com/sales-mastery/foundations/2023-06-26T15:00:00-04:00?month=2023-06&date=2023-06-26
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00 p. m. to 4:30 p. m. ET
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n 4/D23C Communicati on
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N 00 p.m. to 4:30 p.m. ET
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9/ 25/P23specting 1
Live streaming workshops wil/ be recorded,|
NOTE: Advance registration is required. Click on
For registration asiQi9s3t-mmackld@ahhbht (617%W) ng38om
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mailto:cs1@gnatraining.com
mailto:yhildebrandt@gnatraining.com
https://calendly.com/sales-mastery/foundations/2023-07-10T15:00:00-04:00?month=2023-07&date=2023-07-10
https://calendly.com/sales-mastery/foundations/2023-07-24T15:00:00-04:00?month=2023-07&date=2023-07-24
https://calendly.com/sales-mastery/foundations/2023-07-17T15:00:00-04:00?month=2023-07&date=2023-07-17
https://calendly.com/sales-mastery/foundations/2023-08-07T15:00:00-04:00?month=2023-08&date=2023-08-07
https://calendly.com/sales-mastery/foundations/2023-08-14T15:00:00-04:00?month=2023-08&date=2023-08-14
https://calendly.com/sales-mastery/foundations/2023-08-28T15:00:00-04:00?month=2023-08&date=2023-08-28
https://calendly.com/sales-mastery/foundations/2023-08-21T15:00:00-04:00?month=2023-08&date=2023-08-21
https://calendly.com/sales-mastery/foundations/2023-07-31T15:00:00-04:00?month=2023-07&date=2023-07-31
https://calendly.com/sales-mastery/foundations/2023-09-25T15:00:00-04:00?month=2023-09&date=2023-09-25
https://calendly.com/sales-mastery/foundations/2023-09-18T15:00:00-04:00?month=2023-09&date=2023-09-18
https://calendly.com/sales-mastery/foundations/2023-09-11T15:00:00-04:00?month=2023-09&date=2023-09-11
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3:00 p.m. to 4:30 p. m. ET
11/ 6/UpBront Contracts
3:00 p. m. to 4:30 p. m. ET
11/ 13mZx>dHvering Pain

3:00 p.m. to 4:30 p. m. ET
11/ 2®Bud3yyet Step

3:
1

00 p. 30

1/ 270e2c3i si on,

m. to 4: m

: p . .
Ful fi-$dlment

ET

and Post

3:00 p. m. to 4:30 p. m. ET
12/ 4/P23dspecting 1
3:00 p.m. to 4:30 p. m. ET
12/ 1PIrd23pecting 2
3:00 p. m. to 4:30 p. m. ET
12/ 1&8/ax3 a System?
3:00 p.m. to 4:30 p. m. ET
12/ 23No23Xl ass Holiday
Live streaming workshops wil/ be recorded,|
NOTE: Advance registration is required. Click on|th:
For registration asiQi9s3t-mmackld@ahhbht (617%W) ng38om
Strategic Customer CarefS€C8asses are denoted]| wit
10 Post Of ASwiet dB@&@&Fen, MA 021009
400 WashinghSant skBR@@&mtree, MA 02184
165 HighlAMieddAaen, MA 02494
400 TradeCenter Drive, Suite 5900, Woburn, MA


mailto:cs1@gnatraining.com
mailto:yhildebrandt@gnatraining.com
https://calendly.com/sales-mastery/foundations/2023-10-02T15:00:00-04:00?month=2023-10&date=2023-10-02
https://calendly.com/sales-mastery/foundations/2023-10-23T15:00:00-04:00?month=2023-10&date=2023-10-23
https://calendly.com/sales-mastery/foundations/2023-10-30T15:00:00-04:00?month=2023-10&date=2023-10-30
https://calendly.com/sales-mastery/foundations/2023-11-13T15:00:00-05:00?month=2023-11&date=2023-11-13
https://calendly.com/sales-mastery/foundations/2023-11-06T15:00:00-05:00?month=2023-11&date=2023-11-06
https://calendly.com/sales-mastery/foundations/2023-10-16T15:00:00-04:00?month=2023-10&date=2023-10-16
https://calendly.com/sales-mastery/foundations/2023-11-20T15:00:00-05:00?month=2023-11&date=2023-11-20
https://calendly.com/sales-mastery/foundations/2023-12-04T15:00:00-05:00?month=2023-12&date=2023-12-04
https://calendly.com/sales-mastery/foundations/2023-11-27T15:00:00-05:00?month=2023-11&date=2023-11-27
https://calendly.com/sales-mastery/foundations/2023-12-11T15:00:00-05:00?month=2023-12&date=2023-12-11
https://calendly.com/sales-mastery/foundations/2023-12-18T15:00:00-05:00?month=2023-12&date=2023-12-18

& Associates, Inc.

Authorized Licenses

Sand|l

SANDL-=R"

er Foundati ons Ser |

What i s the Sandler Foundations Series?
The Sandler Foundatweal, -Sess@®@eni pragmnamet h
participants to the elements of the behav
t he Sandl er Selling Syrs theumh.e EBeaecslsi ove eldlsy
participant centered, highly interactive,
designed to introduce core concepts of t h
and tactics that can-whbhelidmpgle¢émemiged i n a r
What Topics are Covered?
1 Secrets of the BuyeiWh§$elhlagr ReISytsit@em®hi p
9 Setting the Ground Rules for an Effective
9 Uncovering the Reasons for Doing Busines:¢
9 Uncovering &Ghé&vi Plospgeaetss and Ability to |
9 Discovering and Hel piégn gDe&uMadkeo nYgo uRr oPcreosssp €
1 Closing the Sales with No Pressure
9 Optimi ze Your Mindset and Beliefs
9 Prospecting Techniqgues
1 Prospecting Role Pl ay

10 Post Of ASwiet Sg2&HG @en, MA 021009

400 WashinghSont 8ABB@@tntree, MA 02184

165 HighlAleedhaen, MA 02494
400 TradeCenter Drive, Suite 5900, Woburnn,
Tel ephone -Q%%H 3 x 33B81159 B 48
E-ma ihlo:wt ocl ose@gnatraining.com
Gener al I nf or maww.omn Merba iSnitreg. com
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Sandl er Foundati ons Ser |

& Associates, Inc.
Authorized Licenses

What are the Topics About ?

f Introduction: Secrets of thWhBuyanvkeSalblSgstRen?at i onst

There are underlying reasons that sales can often
having a systematic approach to overcome them, ca
1 Setting the Ground Rules for an Effective I nteractioc
The SandglremtUgLontract i s a powerful tool for crea

f Uncovering the Reasons for Doing Business

People only buy when there are compelling and oft

reasoeguires effective nurturing and questioning
T Uncovering teseWPltbspgaoess and Ability to I nvest in

Sal espeople tend to talk about money (and ot her a

the process. It is imperative to |l earn® hbwdaged. wh
9 Discovering and Hel ping OeicdMsaikdonugr PPrroocsepsesc t

What is the process your prospects use when inves

sal espkopWwehow to influence that process to give t

T Closing the Sale with No Pressure

At Sandler, we believe that pressuring prospects

all ows the buyer to choose to move forward withou
f Optimize Your Mindset and Beliefs

Whil e proper sales tactics and ®8elaaviowuwsear andmpe

factors in their ultimate success or failure.

T Prospecting Techniques

To meet their goal s, salespeople need to be in fr
business. Top salespeople have a diversity of eff
T Keys to Building a Sustainabl e Business Relationshirg
Sal espeopl e must l earn how to effectively build

andi ffering communication styles relative to thei

10 Post Of ASwiet Sg2&HG @en, MA 021009
400 WashinghSont 8ABB@@tntree, MA 02184
165 HighlANeedAam MA 02494
400 TradeCenter Drive, Suite 5900, Woburnn,
Tel ephone -Q%%H 3 x 33B81159 B 48
E-ma ihlo:wt ocl ose@gnatraining.com
Gener al I nf or maww.omn Merba iSnitreg. com
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W [9: 30 a. m to 11:00 a. m. ET
. |1/ 26 /Wh3at are the top 24 skills that make a great Lepder
o) 9:30 a. m. to 11:00 a. m. ET
L 2/ 23/Uhderstanding Your People and earning their trupt
M |[9: 30 a. m. to 11:00 a.m. ET
pll |3/ 30/82Fi |l 1l ars that drive results
oy |9: 30 a. m. to 11:00 a. m. ET
] |4/ 27 /M toring to Win
S 9:30 a. m. to 11:00 a. m. ET
s 5/ 25/Maaging Organizational Change
=g |[9: 30 a.m. to 11:00 a. m. ET
By |6/ 29/C2*ating a Culture of Accountability
=8 |19: 30 a.m. to 11:00 a. m. ET
= |7/ 27 /Kh3wing when to Supervise, Coach, Train and Men}for
9:30 a.m. to 11:00 a. m. ET
< 8/ 31/Hb3v t o Stay Out of Games and Powerpl ays
9:30 a.m. to 11:00 a.Mm. ET
Y [0/ 28/CdAching to Win
3 9:30 a. m. to 11:00 a. m. ET
of |10/ 26/o2v3 t 0 be a Super Star Manager
ey |9: 30 a. m. to 11:00 a.m. ET
ol |11/ 3®Rez2&Hin and Grow Team Members with Transactional An e
. 9:30 a.m. to 11:00 a. m. ET
12/ 2 1G/loxa3 Setting [/ Life Balance Wheel
Live streaming workshops wil/ be recorded
NOTE Advance registration is required. Click on|th
For registration asiQi9s3t-mmackld@ahhbht (617%W) ng38om
Strategic Customer CarefS€C8asses are denoted]| wit
10 Post Of ASwiet dB@&@&Fen, MA 021009
400 WashinghSant skBR@@&mtree, MA 02184
165 HighlAMieddAaen, MA 02494
400 TradeCenter Drive, Suite 5900, Woburn, MA


mailto:cs1@gnatraining.com
mailto:yhildebrandt@gnatraining.com
https://calendly.com/sales-mastery/what-are-the-top-24-skills-that-make-a-great-leader/2023-01-26T09:30:00-05:00?month=2023-01&date=2023-01-26
https://calendly.com/sales-mastery/8-pillars-that-drive-results/2023-03-30T09:30:00-04:00?month=2023-03&date=2023-03-30
https://calendly.com/jmorgenthaler/mentoring-to-win/2023-04-27T09:30:00-04:00?month=2023-04&date=2023-04-27
https://calendly.com/sales-mastery/management-leadership-manager-organizational-change/2023-05-25T09:30:00-04:00?month=2023-05&date=2023-05-25
https://calendly.com/sales-mastery/leadership-training-program-june-29/2023-06-29T09:30:00-04:00?month=2023-06&date=2023-06-29
https://calendly.com/sales-mastery/knowing-when-to-supervise-coach-train-and-mentor/2023-07-27T09:30:00-04:00?month=2023-07&date=2023-07-27
https://calendly.com/sales-mastery/stay-out-of-games-and-powerplays/2023-08-31T09:30:00-04:00?month=2023-08&date=2023-08-31
https://calendly.com/sales-mastery/leadership-training-coaching-to-win/2023-09-28T09:30:00-04:00?month=2023-09&date=2023-09-28
https://calendly.com/sales-mastery/leadership-training-program-for-oct-26-2023/2023-10-26T09:30:00-04:00?month=2023-10&date=2023-10-26
https://calendly.com/sales-mastery/leadership-retain-grow-team-members-ta/2023-11-30T09:30:00-05:00?month=2023-11&date=2023-11-30
https://calendly.com/sales-mastery/leadership-goal-setting-life-balance-wheel/2023-12-21T09:30:00-05:00?month=2023-12&date=2023-12-21
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Authorized Licensee

PurpofS@:build a bench of | eaders by traini
haviors, attitudes, and t echlnnoarepo rt ot isredg
aworl d best practices, this program i s des:s
mi ndset and skills requi alkd oOpmaridttiexcr iivrel g
tions committed t o T heea dperrosghri apm eixsc ehl itbgehaltye .if
and packed with conteott gWeupoexnelt ot ses$, &
ro-pbkays.

El i gi Bbbewi apnd experienced supervisors and r

Leng®0@: min per session

LocatViomt ual

DetaTdaining is delivered as an experience
movi es, role plays, htagnedeoru t rsg t vba rekaikrogu.t s |, [

Curriculum Topics:

1 Understanding Your People & Earning Their

9 Top 24 Skills that make a Great Leader

7 8 Pillars that Drive Resul ts

9 Adjusting your Communication Style in Or

1 Mentoring to Win

1 Managing Organizational Change

1 Knowing When to Supervise, Coach, Train,

91 How to Stay out of Games and Powerpl ays

17 Coaching to Win

7 How t o Retain and Grow Team Members with

1 Getting Comfortable with the Uncomfortab]

9 Staging Effective Huddles & Meetings

9 Motivating your Team

1 Fl exing Your Critical Thinking Muscl e

17 Managing a Team in a Digital Worl d

17 Selling YOU: Raising your Visibility in

Live streaming workshops will be recorded,|

NOTE: Advance registration is required. Click on|the
For registration asisQi9s3t-mmackeldahht (@G17A) n§38om

Strategic Customer CarefS€86asses are denoted | wit
10 Post Of ASwiet Aga&Gd® en, MA 02109
400 WashingSont sABB@&mtree, MA 02184
165 HighlAleddAae, MA 02494
400 TradeCenter Dri ve, Suite 5900, Wobur n, MA (


mailto:cs1@gnatraining.com
mailto:yhildebrandt@gnatraining.com

GREG SANDL=R"

& Associates, Inc.
Authorized Licenses

9 Driving Accountabil tHtnys with | mpact f ul Ch
1 Giving Feedback (all ki nds!)

19 Coaching the Team Through Change
1 Managi ng TYAoruer sYoluf Too Responsi bl e?

17 Del egating vs Dumping

9 Can Asking Questions Be the Answer?

17 Leveling Up as a Strong Decision Maker

9 Channeling Your Superpower s: Ti me, Strec
1

Forging Ahead ori VWhaotwi Segr viehsr ovuioguh Be st ?

What to Papéccipants will | earn the behavi
el evate their personal performance and | ec¢
vers strategic and tactical topics, I ncl uc

17 Learn how the peépbw Vyvbeyl padcebsglwhat vy
what dri ves &t luesma(l Hiyntn:odt|l imomearye . str\/\lsetegln
tics for reading, understanding, and ot
7 Know when to supervi se, coach, train, ani
the activities associated with the rol es

1 Manage | ong emdudgh nadnd hyaocu your team typi

C players. Learn how to retain the A pl
pl ayer s, and inspire the C players to wal
17 Learn when to use your formal authority
to motivate, to elevate, and to get t uf
Live streaming workshops will be recorded,|
NOTE Advance registration is required. Click on|the
For registration asisQi9s3t-mmackeldahht (@G17A) n§38om

Strategic Customer CarefS€86asses are denoted | wit
10 Post Of ASwiet Aga&Gd® en, MA 02109
400 WashingSont sABB@&mtree, MA 02184
165 HighlAleddAae, MA 02494
400 TradeCenter Dri ve, Suite 5900, Wobur n, MA (
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71 f you have a gut feeling tdhamalke yxu rmoH
productive, |l earn techniques for i dentif"
terns around time and stress

9 The one constant in |ife iIs change, and
the team on board withdec¢hdownogas abi g her i snm.
tional change has on employees and how t

1 No one | ikes conflict. As strong manage.l
flamhanage it. Learn how to encourage he
confl i ct

1 Leading people requires appeal ingdlIt ogeathe]
I nto the WHY, HOW, and WHAT of | eading pe

1 There is a cadence to managiphgogreeoplTdi whi
cludes thinking critically, staging eff e
digital wod4ihd, gcheaki hg@gedback, del egatin
countabl e

1 Managers will burn out wunless theyddarve
get into the valwue of building alliances
board of directors

Live streaming workshops will be recorded,|
NOTE: Advance registration is required. Click on|the
For registration asisQi9s3t-mmackeldahht (@G17A) n§38om

Strategic Customer CarefS€86asses are denoted | wit
10 Post Of ASwiet Aga&Gd® en, MA 02109
400 WashingSont sABB@&mtree, MA 02184
165 HighlAleddAae, MA 02494
400 TradeCenter Dri ve, Suite 5900, Wobur n, MA (
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Lead Your Team t Success

0
he greatest r
Kk

Sales | eaders carry some of t
Sanddredows | eaders with the skillset and e
themselves as yVWalwvaemml,estradwigt | eader s.

YEl evat e

< < =<

T O - <

Y

| eadership & communication skil

Hi re top talent
Create culture of accountability
Devel op a coaching mindset
Accel erate performance
his sales | eader best practices series | S
ourses and three customizedl Il eche nii qrrge @ att ¢
eople grow your business, grow yourselHf
Overcome Common Chall enges and Adj us
Mastering negotiation, equal business st
Dealing with difficult people and situat|
Adapting your communication style to how
Di fficulty with goal setting, time manag:¢
Live streaming workshops will be recorded,|
NOTE: Advance registration is required. Click on|the
For registration asisQi9s3t-mmackeldahht (@G17A) n§38om

Strategic Customer CarefS€86asses are denoted | wit
10 Post Of ASwiet Aga&Gd® en, MA 02109
400 WashingSont sABB@&mtree, MA 02184
165 HighlAleddAae, MA 02494
400 TradeCenter Dri ve, Suite 5900, Wobur n, MA (
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Leader s hi

P

Gr

12:30 p.m. to 2:00 p. m. ET
8/ 2/ X»aching Pipeline Optimization Clinic
12:30 p. m. to 2:00 p. m. ET
8/ 9/ XJarterly Review A (Grow Yourself)
12:30 p.m. to 2:00 p. m. ET
9/ 6/ 2Mtivating Your Team
12:30 p. m. to 2:00 p. m. ET
9/ 13/QuArterly Review B (Grow Your Peopl e)
12:30 p.m. to 2:00 p. m. ET
10/ 4/B23 nd Spot
12: 30 p. m. to 2:00 p. m. ET
10/ 1 Rex3 ew C (Grow Your Business)
12:30 p.m. to 2:00 p. m. ET
11/ 1/TZ2&nsactiondlLTAnal ysi s
12:30 p.m. to 2:00 p. m. ET
11/ 8/S23 es Meeting
Lead When You Dance
This book shares fotes¢ted Shasdsiec, chbinelegt s
hel p sales managers to be proactive in suc
AV motivati on. Compiled by Greg Nanigian and
14 SUCCESS SECRETS
GREG NANIGIAN AND ASSOCIATES
Live streaming workshops wil/| be recorded.
NOTE: Advance registration is required. Click on th
For registration asiQi9s3t-mmackldahht (617%W) ng38om
Strategic Customer CarefSCBasses are denoted wi
10 Post Of ASwiet SB&8&GE@n, MA 02109
400 WashingiSant skBB@@tntree, MA 02184
165 HighlAMieedAaen, MA 02494
400 TradeCenter Drive, Suite 5900, Woburn, | MA



https://calendly.com/sales-mastery/sales-leader-growth-series/2023-09-06T12:30:00-04:00?month=2023-09&date=2023-09-06
https://calendly.com/sales-mastery/sales-leader-growth-series/2023-09-06T12:30:00-04:00?month=2023-09&date=2023-09-06
https://calendly.com/greg-nanigian/communicating-with-disc-part-ii/2023-09-28T11:30:00-04:00?month=2023-09&date=2023-09-28
https://calendly.com/sales-mastery/sales-leader-growth-series/2023-09-06T12:30:00-04:00?month=2023-09&date=2023-09-06
https://calendly.com/sales-mastery/sales-leader-growth-series/2023-10-04T12:30:00-04:00?month=2023-10&date=2023-10-04
https://calendly.com/sales-mastery/sales-leader-growth-series/2023-09-13T12:30:00-04:00?month=2023-09&date=2023-09-13
https://calendly.com/greg-nanigian/communicating-with-disc-part-ii/2023-09-28T11:30:00-04:00?month=2023-09&date=2023-09-28
https://calendly.com/sales-mastery/sales-leader-growth-series/2023-10-11T12:30:00-04:00?month=2023-10&date=2023-10-11
mailto:cs1@gnatraining.com
mailto:yhildebrandt@gnatraining.com
https://calendly.com/sales-mastery/sales-leader-growth-series/2023-11-01T12:30:00-04:00?month=2023-11&date=2023-11-01
https://calendly.com/sales-mastery/sales-leader-growth-series/2023-11-08T12:30:00-05:00?month=2023-11&date=2023-11-08
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11: 30 a.m. to 1:00 p. m. ET
9/ 21 Communicating with DISC Part |
Facilitated by Greg Nanigian Producer (B) Jim Voypmas
11: 30 a. m to 1:00 p. m. ET
9/ 28 Communicating with DISC Part 11
Facilitated by Greg Nanigian Producer (B) Jim Voymas
11:30 a. m to 1:00 p. m. ET
10/ 5 Political Mapping Part |
Facilitated by Greg Nanigian Producer (B) Jim Voymas
11:30 a. m. to 1:00 p. m. ET
10/ 12Political Mapping Part |
Facilitated by Jeff Morgenthaler Producer (B) Jim|]Voym
11: 30 a. m. to 1:00 p. m. ET
10/ 1Account Planning Part |
Facilitated by Jeff Morgenthaler Producer (B) Jiml Voym
11: 30 a.m. to 1:00 p. m. ET
10/ 26Account Planning Part 11
Facilitated by Jeff Morgenthaler Producer (B) Jimjl Voym
Y Why Peopl e Buy
WH Fill ed wiotrh dragalcti cs for successful prospe:
PEOPLE makingjngloand referral generation. Writter
‘bm%
S
g
Live streaming workshops wil/ be recorded.
NOTE: Advance registration is required. Click on the
For registration asi9i9s3t-mmackldahbt (617W) ng38om

Strategic Customer CarefS€C6asses are denoted with

10 Post Of ASwiet SBwGE @n, MA 02109

400 WashingSant 8sBB@@mntree, MA 02184
165 HighlAdeedhAaey, MA 02494

400 TradeCenter Drive, Suite 5900, Woburn, | MA O:



https://calendly.com/greg-nanigian/communicating-with-disc-part-i/2023-09-21T11:30:00-04:00?month=2023-09&date=2023-09-21
https://calendly.com/greg-nanigian/communicating-with-disc-part-ii/2023-09-28T11:30:00-04:00?month=2023-09&date=2023-09-28
https://calendly.com/greg-nanigian/enterprise-enterprise-political-mapping-pt1/2023-10-05T11:30:00-04:00?month=2023-10&date=2023-10-05
https://calendly.com/jmorgenthaler/enterprise-account-planning-pt-1/2023-10-19T11:30:00-04:00?month=2023-10&date=2023-10-19
https://calendly.com/jmorgenthaler/enterprise-political-mapping-pt2/2023-10-12T11:30:00-04:00?month=2023-10&date=2023-10-12
https://calendly.com/jmorgenthaler/enterprise-account-planning-pt-2/2023-10-26T11:30:00-04:00?month=2023-10&date=2023-10-26
mailto:cs1@gnatraining.com
mailto:yhildebrandt@gnatraining.com
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Learning Management Sys
& Associates, Inc. Foundations Series

Authorized Licenses
Re al Worl d podcast s, courses and mor

Here's a video tour of Sandler Learning Ma
https://bit.lvy/ Sandl er LMSTour

What the Sandler Learning Management Syste

Take responsibility for your training and | earn o
favorite | earning modes of delivery

Power f ul Curricul um

Accesstdadtmed, proven training programs through c
courses, designed to develop a common | anguage a
Val uabl e Resource Libraries

Search and br owsemamads srievseourocne | i braries for sal e
chall enges outside the scope of the training cur

Virtual Job Aids, Tool s, and Pl aybooks

Apply the strategies and tactics from the traini
and other customizable ai ddg tuhnaitq uaed anpete dtiso. your o

How can the Sandler Learning Management Sy

Accel erate Learning with Flexibility
Sandl er Onl iodehaers pl atédoem designed to educate a
of content, tool s, -henmamppddaoceastss.ons with on
Personalize your | earning path

Learn what YOU want tdrermnaunglh ta pv arsi,etlye ssfonsn and

Post Of ASwiet SR@I&GE en, MA 021009
i ngSant 8ABB@@intree, MA 02184
i ghlAleedhaen, MA 02494
400 adeCenter Drive, Suite 5900, Woburnn,
Tel ephone -Q%%H 3 x 33B81159 B 48
E-ma ihlo:wt ocl ose@gnatraining.com

5 H
rad



https://bit.ly/SandlerLMSTour
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The Sal es-PMasi@e@ltub

As a Business Owner, Senior Sales Manager, Gener al Manager
di scuss the issuds cwempfeadd iive temdday onment ? Who helps you
organi zation?

The Sal es-PrMasitke@®itub provides <continuous, ongoing reinforc
trainers provide an average of 30 hours of training monthly
that time, you are able to attend as your schedule and -nee
PresiddeQltulst sdiyf kit to reinforce what is being taught &i n
bi monthly fMbesBat £ ePrMasitckcadjtub OReport .

Sal es MAarsd xid/etitub i s msotnoat pal aweeat idntqr.amlitc | earning experien

and-goon ng training. You find the best sdoljudstonlsedron tméw t sbailg
new | ife skills.

Corpofnlaleu sRr ogr ams

For |l arger companies, fi vneo upraoavii dien oc upsrtoognmiaznesd ,desi gned t o& tak
revolutionary sales approach that already has changed the
rofessionals practice the business of selling. -9Wet ef oscwpp ohr
killed trainers and consultants who help sales peopl e idso
ales training &f rpoom ntth eo fmavniaegwefri We heéepghap

p
S
s eigedchkioti vati onal
foump your oweopl ¢ ocp@l sales consultant$ewmosaceessmmiWet edke
Wi h l'l's they need to ta

your people to master the sales ski

Customi zed Sandler Training Programs

Consult your | ocal Sandl er trainer for more information rec
program to fit your needs and budget

Sales and Sales Management Assessment and Screening

There are many reasons to evaluate your exi st-itrhgg gmolsds cfoanpc
which is the need to grow. To succeed, you must find out v
achieve. Not personality or psychologically based (like vi
identify hidden strengths and weaknesses and not only deter
accurately predlicbewhbdt et otleeagcute the skills they do poss
Strategic Customer Care Program (SCC)

The modern business |l andscape i smisidreawngquwiltih ytlkenhapepmamanst
because of insufficient follow through. Stratelgagsedupnt ognrean
people through the steps they need to develop the skills t
mu st for any company that wants its customer sertvéercm, opr cfi
business partnerships.
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Sandl er Books
& Associates, Inc. Ask your trainer how to get your cop
Authorized Licensee
Why People Buy SA\T[EES The Sale& @®daglbook
Filled wiotrH dr ¢ alct i ERESYITEY The bestselling, defin
successful prospec BIEGI for effective sales co
qualifyi-maki rdejadgl d proven pr|nC|p!es of t
and referral gener V\)égﬂtgagﬁStem Written by
by Greg Nanigian. '
39 :n ow o The Sandler Rulj 49 _
=] 1imeiess seliin NP N2 She
-,I,\| ) a.nd HOW. to Appl. M How to Leverage the Wo
Al Fill ed wwiotrH dr @alct i Largest Professional N
! I successful prospec mushave book for any
qual i fyimaki ndgjaigl ¢ professional salespers
and referral gener Weandleamr Training and L
by Sandler Trainingy DaSdldutions. $19.95
Mattson. $24.95
Five Minutes With VITOE
Definitive guide f speap eWhen You Danc
who want to start W hEelyi s book shares fourt
T bel ong. att emeby s tfi dlested Sandl er conce
SNy Sandler Training  dhelp sales managers to
Mattson and Anthor { e/jN oSuch areas as hirin
$14. 95 motivation. Compll_ed b
Nanigian and Associate
Close the Deal .
noludes @ oo o B IR AR
zzglces\s/v:iu!ctza n[[n'@' ﬁ@nge the way you thi
S“ ciss rove performance th
Lyle Sussmadl PRINCIPLES wareness and relati on
Training. $16 o e at selling by overcomi
causes of negative beh
 OUCANT \R()iozeﬁgnTBeiakceh andler Enterprise
..E'I'I'L\(lll.\k.]l)’rl' Learn to master ompetitively pursui ng
© " RIDE A BIKE sales Cinciole ?%é accounts is perhe
§ \7ASEMINAR | LTk P db€thallenge for sell
o B Se ing -&pdt Bmw eep treasured client s
when to use the hes, you need a syste
David H. Sandle DAV MATSOL usiness. Written by I
HayeS $23. 95 mumleJ“m‘” Brian Sullivan. $29.
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Directions and Parking

& Associates, Inc.

Authorized Licensee

BRAI NTREEO Washi nAGuon e B3 ®m2 ntree, MA 02184

FROM BOSTON VI A TRRCGUTFo udtSh:east -9Bx Sroaugs shwa yWw,olll ow Sout h wuntil
3S Cape Cod and Route 128N Dedham. Bear |l eft to Route 3S al
on the right very quickly (Braintree, Washington St., Qui
Washington Street. Take a right at the Iights and follow foc
FROM PLYMOUTH VI AFBRDUG® R&Nute 3N to Exit 17 (Union St., Br
and under Route 3. Bear right wunder the bridge and getthbhéf
top of the hill. At the |ights at the top of the hill, take
FROM WALTHAM VI A ROG6BHOIEI d@8Rdéute 128S wuntil you approach th
Route 3S and take the very first exit (Exit 18, Braintimgde,
until you get to the first set of |lights which is Washingto

BY RED LI NE FROMaBOSR®ON:Line to Braintree Station (it wildl
one of three things: TAKE A 6TeAXab-4FURMOM uTt E rS TdAT laGWa.y . Wel OOK F

Quincy Ceind eabowWwe 5 minutes away by bus. Dependi ng --ars kt idméa
to Il et you off at 400 Washingt dnre Satbre2ustt n?i OWAL s f a w anyiTobhiEiolmdti a
and take a left. Foll ow foot path 3/ 4 of way out of theédeate:
to do so. At top of the street you wil|l be | ooking at The
Landmarks to | ook for: Texaco (on Il eft), First Bapti st (or
right), |l ook for two white office buildings side by sidpe.
the third floor, suite #302.

WOBURNCummi ngs Execul iaElafeiCteend ASuiDre AO®0OOr n, MA 018

FROM THE NORKeH:RO6t South -85 BRolllef WMfeyspmn6! Tpvui

FROM THE SOGUOUTH®»3 N t388 NNX Mai n St in Wobu®9h.Sdakle EGamnid 3MeNMai
St . Take EI m St to Tradecenter Dr .

WOBURNCummi ngs Execuf i 8W0s$ uiCtuensni nfgs i ParAddlB®r n, MA 01

FROM THE NORKIeH:R9G68t &dort h to Exit 36 for Montvale Ave toward

In 1.3 miles, turn right onto Washington Street. West Cummi
FROM THE SOD&He&: RObBt eNort h (Route 128 North). Take exit 36
Mi shawum Road. Turn right onto Washington Street. West Cumn
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Directions and Parking

& Associates, Inc.

Authorized Licenses

BOSTOIRO0O Cl ar ekMldarmh SBootron, MA 02116

FROM ROUTE 1/ TOBI N BRI DGBe( SONTHBOWUNB) stMMAR3 &Ixd ke Méhwe r
28 S/ Storrow iDFhotv e o n tkhkARwBe Son f ol | Sotwo rsriogw sDrfiorBeWc omalse
exit tCowhed Square/ Back Bay. UsapmttBeeac o g h8tedttTmthe s 20 d
street onto Clarendon St.

FROM93 (SOUTHBQGUENDPB & t o Bost2oeh oMABa N weMARt8 S/ St orr o\
Keerpi glot contMA2u8e Son f ol | Stwo rsri ggwm sDrfiowre W, Use Behaec dne fSt
exit CCowhedg Square/ Back Bay. Turn |l eft onto Arlington
at the 2nd cross street onto Clarendon St.

FROM93 (NORTHBODWKNBBI NN9BoFFrontage Road in Bo%3 ohwdMadk e
Ave/ RoxbUsg the | eflted2ttVibadntenrs Sto. tABEMBenkel ehedrnttSa dnuhop
St. MugmtTo i ni ty Pl

FROM 12B/(NORTHBPWUND)w dir-etNomtshbh ound.

FROM MASS Pl KE (ERAGITIBEOWNID/)Massachusetts Turnpike to S
22 fOOmMEIN Massachusetts Turnpike. Foll ow Stuart Street

FROM THE SUBWAYT he cl oset stop i s Gr een Line Copl
headsogdardart mottohdB®Btyl st onl &8&fntSe tearh St . Buil ding is

PARKI 6@r ages are | ocated at 100 Clarendon St. and 200

BUI LDI NG: You must register before arrival to pass se

0 Post Of ASwiet Sa2&E @en, MA 021009

0 ngSoant 8ABB@@intree, MA 02184
AMlee dAaen, MA 02494

ter Drive, Suite 5900, Woburn,
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