Advanced Sales & Sales Management
Training for the Experienced Professional

Uniqueness: Jim Pancero has the most advanced, leading edged “business
to business” sales and sales management training available today.
Everything he does is extensively researched and has one bottom line
focus...to increase an organization’s strategic competitive advantage and
market uniqueness.

Jim’s work focuses on sales organizations with high priced, large, and/or
competitively complex products and services.

Target Audiences:
- Experienced and successful “business to business” sales professionals
- “Front line” sales managers leading a sales force on a day-to-day basis
- Owners/Senior executives responsible for setting strategic direction and market focus

Formats: e Keynote/General Session - up to 2 hours e Workshop/Seminar 2 to 8 hours

Background & Expertise:
e 26 years full time sales and sales management consultant
- Completed over 2,500 presentations/consulting days for 500 organizations in
over 80 different industries
- Over 90% repeat hiring rate with both bureau and direct clients
e Author of “You Can Always Sell More - How to Improve Any Sales Force” and
“Leading Your Sales Team - How to Manage a Winning Sales Team”
e MBA from the University Of Cincinnati
e 6 years selling large computer systems for the IBM Data Processing Division
- Awarded the “Golden Circle” (top 5% of sales force)
e Over 18 years Adjunct Professor in the University of Wisconsin Executive
Education Department, Madison Wisconsin
- Teaching “Advanced Strategic Selling,” “Sales Management” and “National Account
Management”
¢ 1 year Adjunct Professor in the Xavier University MBA Program, Cincinnati, Ohio
e Member of the Professional Speakers Hall Of Fame since 1997
e Council of Peers Award of Excellence (CPAE) by the National Speakers Assoc.

$9,000.” - Four contiguous hours or less (includes keynote).
$12,000.” - Full day (eight contiguous hours or less).
$9,000.”° - Full day Consulting fee (eight contiguous hours or less). m-ll

Non-Profit Trade Associations — special pricing:
$9,000.” - Full day professional fee (eight hours or less).

$6,000.” - Half day professional fee (four hours or less).

YOU CAN ALWAYS

HOW TO IMPROVE
) ) ANY SALES FORCE
Minneapolis/St. Paul Local Programs: JIM PANCERD

$8,000.% - Special full day professional fee for any work conducted in
the greater Minneapolis/St. Paul area (no travel expenses!).

All fees are Continental U.S., plus $1,200.” Flat Travel Fee from Minneapolis
(includes airfare, ground transportation, meals) Hotel room to client’s master account.
Please call for International pricing.




Advanced Sales & Sales Management
Training for the Experienced Professional

Jim Pancero has the most advanced, leading-edge
“business to business” sales and sales management
training available today. Everything he does is extensively
researched and has one bottom line focus...to increase
an organization’s strategic competitive advantage and
market uniqueness.

Jim’s work focuses on sales organizations with high priced, large and/or
competitively complex products and services. His information-intensive
keynote speeches, training programs and in-depth consulting work detail his
innovative selling processes and strategies for the new economy and global
marketplace.

Even during a sixty-minute keynote, Jim provides the most experienced
members of his audience with proven, immediately usable advanced ideas to
increase their competitive advantage and enhance their selling processes.
His combination of humor and real-world examples evolved from his
experience researching and training in over 80 different industries.

Jim has been directly involved in “business-to-business” selling for over 35
years. Six of those years were spent successfully selling the largest
computer systems for the Data Processing Division of the IBM Corporation.
During Jim’s prestigious IBM career, he earned several awards including the
coveted “Golden Circle” designation annually awarded to the top 5% of their
international sales force.

In 1982, Jim founded his advanced sales training and consulting company.
Since then, Jim has conducted over 2,500 presentations or consulting days
for 500 companies providing a career average of five events per client. Over
90% of Jim’s clients utilize his services more than once.

Jim’s Unique Client Research Philosophy

Jim does not give “canned” presentations. To insure the accuracy and
customization of each program Jim will offer to conduct research
before his first event with a new client. You have three choices
available:

1) Jim will spend a day in your corporate offices being briefed by your
management team.

2) Jim will spend a day riding with a selected sales rep.

3) Jim will conduct several telephone interviews with various members
of your sales team (or association members)

There is no additional professional fee charged for this day of research
and customization. You are only responsible for travel expenses. Note
that option “3)” is the only research option available to associations
who take advantage of our special association fee.

Advanced Sales e Sales Management e Sales Negotiations

Partial Client List
Advanced Technology Services
ADT
Amway (5+)

American Heart Association

American Institute Of Steel
Construction (30+programs)

Am Machine Tool Dist Assoc. (10+)

Aramark Vending

Assoc of Manufacturing Technology

Avaya (15+)

Bearing Specialists Association

BKD, LLP

Bosch Packaging Systems (5+)

Brunswick Bowling (20+)

Carlson Travel

Caterpillar, Inc (50+)

Ceramic Tile Distributors Assoc. (5+)

Despatch Industries (15+)

Durolast Roofing

Eli Lilly

Express Scripts

EZ Go Golf Carts

Flexographic Pre-Press
Platemakers Assoc.

Henkel Adhesives

Honeywell

Hope Lumber (30+)

Identification Systems Distributors
Association

Independent Distributors Assoc (15+)

Int’l Business Brokers Assoc.

Int'l Sanitary Supply Assoc. (13 of
last 15 conventions)

John Deere

Kodak Polychrome Graphics

Machinery Dealers National Assoc.

Material Handling Equipment
Distributors Association

National Association of Hose
Accessories Distributors

Nat Electrical Manufacturing
Representatives Assoc.

National Institute of Pension
Administrators

National Precast Concrete
Association (5+)

National Spa & Pool Association

National Welding Supply
Association (10+)

North Am Industrial Reps Assoc.

Plastic Pipe Association

Polyurethane Manufacturers Assoc.

Redken Products

Ridley Feed

Safeco Products

Simplicity Manufacturing Co.

Specialty Tools& Fasteners Assoc.

State Farm Insurance

Stihl, Inc. (20+)

Universal Trailer Corp. (5+)

University of Wisconsin (30+)

US Bancorp

WA Whitney (10+)

Washington Mutual

Wholesale Florists & Floral
Suppliers Assoc.

Worthington Industries (5+)
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Sample Agenda

These agenda are available in sixty-minute to two full day programs

Customization: Each program Jim conducts is researched and customized to fit the
unique challenges and requirements facing a sales organization. Jim believes in
strong “take home” value so a customized workbook is developed and made available
for duplication at no additional charge. Types of presentations include:

Advanced Selling Skills

“Taking Your Selling Skills To The Next Level - Are You Good Enough To Get Better?”
Proven tools on how to enhance a sales professional’s selling skills. Specifically developed for the
experienced sales professional, this information-intensive sales program will help them understand the
most advanced “Identify to close” multiple-stepped selling structures as well as how to communicate a
stronger strategic message of competitive uniqueness.

Advanced Selling Assessment

“Evaluating Your Personal Selling Skills - Are You good Enough To Get Better?”
Aimed at the experienced and successful sales professional, this “interactive-intensive” program will help
them identify both their best areas...and areas offering the “best” opportunities for improvement and
growth. They will be provided with several tests to help measure and evaluate their personal selling skills
along with receiving specific ideas and suggestions on what to do to improve identified selling areas.

Advanced Prospecting Skills

“Increasing Your Competitive Edge Through New Business Prospecting”
The majority of experienced sales reps, though successful professionals, are still not generating enough
new business. Aimed at the experienced sales professional, this advanced program will focus on a
proven system to increase their prospecting and new business generation efforts.

Sales Negotiations Skills

“Understanding The Structures Of Successful Negotiations”
Developed and presented only to experienced sales professionals, this advanced program will focus on
how they can successfully increase their persuasive negotiations skills and philosophies.

Advanced Sales Management Skills

“Leading The Team” - How To Successfully Lead A Team Of Sales Professionals”
Specifically developed for the experienced sales manager, this advanced program will focus on proven
ideas and practical theories to equip them with the skills necessary to increase the sales volume and
profitability of their selling operations. How to manage and motivate an experienced sales team as well
as how to manage and lead the selling process is also covered.

Owner/Senior Executive Level Skills

“Seven Questions To Evaluate The Competitive Marketing Health Of Your Business”
Aimed at the experienced business owner or senior executive, this advanced program will help them
identify both their best areas...and areas offering the “best” opportunities for growth and improvement
within their sales organization. They will be provided with several tests to help them measure their
organizations “Marketing Health” and to learn if all members of their sales team are truly blended into
one cohesive voice.




Client Testimonials

"Out of all the strategic sales performance improvement sessions | have attended yours have
been the most applicable thus far. Thanks for spending the time with us. It was well worth it!
Chad Bounous, V.P. Permanent Placement Div. -

CompHealth Associates, Inc.

"When LodgeWorks first started using Jim's selling philosophy and training it was amazing
how well it worked for our sales teams. It was a simple and effective way of reaching out and
touching the needs that all of our clients have and at the same time differentiating ourselves
from our competition.

Internally, we have discovered that by using Jim's "4 Core Values" as a part of our everyday
dialogue it has become such a natural part of the sales process. It is not only reinforced on
sales calls but on our weekly team calls. It is fantastic to share success stories when you are
all speaking the same language.

Liz Thompson, Vice President of Sales, LodgeWorks

Hi Jim!

It was great to have the opportunity to talk to you several times during the last ISSA
Convention and attend some of your seminars. Over the years | have found your material to
be valuable. By attending your seminars and using your tapes and books over the years, |
have found that the basic concepts are still effective when applied in today's rapidly changing
selling environment.

Perhaps the most lasting impact of your training upon my career was your 2 day sales
management training seminar | attended years ago. True to your supposition, it has been the
only in-depth sales management training | have ever received! Two ideas from that seminar
have been the basis of my sales management since:

1. Some of the best fiction has been written in call reports. Therefore, you proposed that
weekly meetings with sales staff should be focused on what is the PLAN for the future, day,
week, etc. and a Q&A about the last plan we discussed. The theory is that if there is a PLAN,
it is more apt to be worked!

2. Bring quality training to the sales team on a continuous basis, even as a small company.
Your idea was to use cassette recordings of training programs. You said to buy a set of tapes
for each sales rep so that everyone was listening to the same cassette several times during
the week while working. Then at our weekly meeting we discussed the tape and it's
application to our work using the workbook as a catalyst for conversation. It worked
tremendously! | am in the process of rebuilding our sales staff and look forward to using this
process again!

Thanks for all you do in your work with ISSA to raise the level of professionalism in our
industry! Keep up the GREAT work!

Sincerely,

David G. Champagne, President, Beacon Distributors, Inc.,

Lincoln R.I.
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Dear Jim,

| want to thank you again for the training day we enjoyed last week. | think the feedback and
buy in from the sales team is beyond what | had hoped for. It will be up to my street
managers to continue to coach/train/encourage/hold accountable to the "new system" of
selling here at Southeastern Paper Group.

I'm really excited about the future course we have charted. Thanks for all you have done so
far. The program has been outstanding!

Will Green, Sr. V.P. Sales & Purchasing, Southeastern Paper Group,
Spartanburg, S.C.

"Dear Jim, Just a note of thanks! As you know, we have initiated your advanced sales training
series "Gaining The Strategic Edge" at both of our locations and it has REALLY had a
positive impact on our sales and management teams. These employees are very enthused
about the process and are applying the principles to their daily prospecting and sales
interactions. | would like to also thank you for your telephone follow-up and support. Your
insight and input has been greatly appreciated. Any organization could benefit from your
philosophy and approach and | would recommend your services wholeheartedly to any
organization (as long as they're not a competitor in the Pacific Northwest!).

~ Jeff Darling, Vice President
Washington Lifttruck/Forklift Services of Oregon

"Hello Jim, Thanks for the excellent presentation, "Leading Your Sales Team To The Next
Competitive Level." The materials were excellent, and your presentation on the mark. | took
away a humber of things that | am implementing immediately. The "identification to close"
process is concise and cogent, and the "leader vs. doer" discussion made me take a deep
look in the mirror. After 30+ years in sales, manufacturing, and management, and after a
number of "sales seminars" over those years, you stand out definitively as the best | have
met. The workbook/handout will travel with me as a common sense guide to continuous
improvement. Thanks for a job well done.

~ Tom Caputo, District Manager
Kaman Industrial Technologies

"Jim Pancero has been involved in several of our most recent Compact Products Training
seminars. In entering this new market, Caterpillar believes his message is sound and
improves our effectiveness. Seeing his audio tapes (from these sessions) in the tape players
of the salesmen's trucks and answering questions about his message validates the
opportunity Jim presents to our sales process."

~ Terry Baumgarten
Caterpillar Inc.

"Hands down the most talked about strategic sales improvement program my industry has
ever heard. While at a presentation for over 500 Avaya business partners, Jim Pancero
turned on a light bulb for every person in that room."
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~ David Derusha,
An Avaya Business Partner, Atlanta, Georgia

"We ranked our message of Competitive Uniqueness, which Jim helped us with, as one of
the ten most significant accomplishments in the last 3 years."

~ Steve Oman, Director of Sales
Despatch Industries

"I can't thank you enough for adding a unique and applicable dimension to our
corporate sales meeting this week. | have now gotten input from every division and it is
unanimous, Jim Pancero is a king! Everyone mentioned the amount of research you did on
our company and industries before your presentation and how you put your sales tactics and
strategies into applicable examples for us to understand. The overall take was that it was the
best presentation we have ever had during a sales meeting. You opened many "windows"
and they are anxious to put to work the "treasures” you left behind for them to work. So thank
you for making our meetings successful. Thank you for customizing your presentation to
make our investment worth every penny. And thank you for being so flexible with your talents
to ensure you had materials and applications for everyone in the audience. You are truly the
disseminator of the most advanced, leading edge business to business sales consulting
available today.

~ Cliff Becker
Group Publisher, Food Systems Group, Lenexa KS

"l began working with Jim Pancero over a dozen years ago. He helped our capital equipment
sales force set strategy to give us a competitive advantage over all over players in the
market. Once our sales managers were trained, our field sales force became effective
business consultants. Since then we've never looked back."

~ John Stransky - President,
Brunswick Bowling & Billiards Corp.

"Jim Pancero's '"You Can Always Sell More' is a proven sales leadership system he has
successfully implemented in our member companies for over 16 years. Jim has been on of
our highest member-rated trainers and presenters at our annual conventions and member
seminars. His ideas have worked for our members and they can work for you too."

~ John Garfinkel - Executive Director,
International Sanitary Supply Association
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