NLA Continuing Education Webinars ...

How To Sell At Higher Margins
When Your Competition Is Giving It
Away!

Tuesday, May 20, 2008 e Price: $139 per logged-on computer
TIME: 3:00 PM EDT, 2:00 PM Central Time i A Special One Hour Program

I t 6 s doiséllfydurcprotlutts and make even a minimal return when your competition is selling it at below
costs. BUT 1 it can be done! (Even in this market!) In this program Bob Janet will help salespeople discover how
to address those difficult issues. Bob Janet has made a name for himself helping salespeople succeed in difficult
environments. Dondt miss this special progr am!

Learn and discover how to:

eMake the sale when the customer says: AYour price 1is
Using one, two or three time-tested, proven sales closing techniques
1. Higher Price Agreement Close
2. High Price Turn Around Close
3. Instant Reverse Close

eUse your Unique Selling Values (USVods) to:
1. Take Customers away from your competition (Gain new customers)

2. Retain present customers
3.

Close sales faster

® Your UNIQUE SELLING VALUES (USV)
1. Alist of items about you and your business that focuses on what makes you an d your
business special and different from your competition.
2. Itis the reason you give your customers to buy from you instead of the competition.
USVi Get s Your Prospectoés Attention
USV i Aids You In Advertising & Promotions
USV i Helps You Gain New Customers

eHow to turn your lling VYaBissonto))DOLUAR VALUELS) B eut-sell your competition
1. Your customers and prospects are interested in receiving the best deal.
2. You will discover 4 different techniques to put
which you will use to overcome the low price sellers

Prior to the webinar, you’ll be contacted by Turnkey Programming with the webinar phone number and password, as well as
instructions for logging onto the website to view the webinar live. The program will last approximately 45 minutes with an
additional 15 minutes for questions.

REGISTRATION
Yes, please sign me up for the webinar on Tuesday, May 20, 2008 at 3:00 p.m. EDT (2:00 PM CDT)

Contact Person: Company:

Email Address: Phone:

Method of Payment: A Check enclosed A Bill me A Charge my Visa or M/C#:
Exp Date: V Code: Cardhol der6s Signature:

Fax your completed form to 763-595-4060 or email the information above to pfeldman@nlassn.org.



mailto:pfeldman@nlassn.org

