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Three-Day Buying Facili

rgen facilitations, inc.

ion Method® Exclusive Training with Sharon Drew Morgen
Sydney, October 14-16, 2008.

This is your opportunity to attend an exclusive training program presented by Sharon Drew Morgen,

the author of New York Times Bestseller, Selling with Integrity and the inventor of the revolutionary
Buying Facilitation Method®. Act now, as there are a maximum of only 18 places available!

* What is stopping you from closing all of the sales
you should be closing?

* What additional skills would you need to be adding
in order to find more prospects?

* How could you differentiate yourself from your
competition in a way that would make prospects
choose you easily?

Now, using a new sales model that closes the Buyer-
Seller gap, teach your prospects how to make better,
quicker buying decisions that will:
+ differentiate you from the competition by helping
buyers design their own solution with you involved;
* make efficient buying decisions that will include
all of their internal decisions in a very short time
frame;
* create a true Trusted Advisor relationship that will
make your prospects trust you and remain loyal.

Sharon Drew Morgen, developer of the wholly original
sales model Buying Facilitation®, will be introducing
a program in Sydney. Bringing the training that has
brought 50% increase in sales to such international
companies such as IBM, KPMG, Intuit, Clinique, and
Morgan Stanley, Morgen will be running a public
program that will bring Buying Facilitation® into the
Australian market, to those companies who seek a
new set of skills to help buyers make more efficient,
effective, and loyal buying decisions.

Are you seeking new skills to add to your current range
of sales skills for your sales professionals? Send a
sales manager or a top sales person to this one-time
program with Sharon Drew, and pilot the effects: Will
they close sales faster? Will they close more sales? Will
they discover more prospects?

Go to newsalesparadigm.com/ebooks/bft 3days.pdf for
the program brochure.

Selling is only half the job. The second half.

WHO FOR:

»  Sales Leaders and Managers

+  Consultants influencing decisions in sales
*  Customer Service Executives/Managers

»  Call Center Executives/Supervisors

*  Training Departments/Licensed Trainers

TAKE-AWAYS

*  Know how to close the buyer-seller gap and move a sales
forward in half the time of conventional sales;

*  Understand the difference between the job of selling and
the job of helping buyers make unique buying decisions;

* Learn how to recognize selling patterns that stop sellers
from being truly successful;

* Learn to understand, support and manage all elements
of the buyer’s buying environment through to the
purchasing decision’

*  Find all of the prospects who truly need your product;

*  Take your product out of the competitive environment and
teach your buyers how to make efficient buying decisions.

RESULTS

50-75% increase in sales

Seller and product melded into the solution design

75% reduction in selling cycle

30% more qualified prospects

Unique buyer/seller collaboration from first call

Seller become true advisor and buyer support colleague

PRICING
+  $4000 per person.
*  Over 3 people, discounted 20% from full price

Register at: http./newsalesparadigm.com/sydney.html



http://newsalesparadigm.com/ebooks/bft_3days.pdf



