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Preface

This course is designed to train beginner to advanced Telecom Technology Sales Executives a proven, methodical sales process.  It covers fundamental principals and the skills necessary to be a top performer on a consistent basis.  Great “Sales Professionals” know and perform the basics extremely well.

This information has been compiled from over two decades of observation, wisdom and incites obtained from some of the greatest “Professionals” in this field, along with my own personal experiences and lessons learned from activity in the trenches of selling Telecom Technology. The course material reflects the teachings, styles and attributes from some of the outstanding mentors and colleagues that I have had the distinct pleasure of working with and the influence of various renowned “Professional Trainer’s”

A “Sales and Marketing” degree does not make you a “Sales Professional”, being successful at sales makes you a “Sales Professional”.   If you were a pro-football player you would get paid for playing, even if you didn’t win.  As a salesperson you don’t get paid for engaging with prospects, you get paid for selling to prospects.

For all of those who participate in this workshop, understand that contrary to what you have heard, there are no born salespeople.  There are people born with sociable personalities that with proper training and discipline can become great salespeople.   To be successful at selling requires a commitment to continually develop skills, practice and perfect those skills and have a compelling desire to win business.  This diligence combined with other success driven habits and attributes are what propels “Sales Executives” to the top tier in their field.  

This course is not designed to teach sales tricks and gimmicks.  It focuses on proven principals of selling along with the attributes and techniques of highly successful “Sales Professional’s”, and how they approach selling products and services to qualified companies that will benefit from their products and services.  

This is an opportunity for you to take control of your sales career and apply a time tested sales methodology that can provide you with a rewarding lifestyle and a satisfying career in the field of technology sales.  

Additionally, special thanks to those individuals who over the years gave me valuable insight and inspired me to be an overachiever.  My desire in developing this course is to pass on that knowledge and inspiration to empower others who seek to attain greater levels of success in their careers.

Enjoy the course and go for the extraordinary!
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