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4
QS 8:30-10:00AM
Leverage/Value 
Added Selling 
(Jana)

3
QS 8:30-10:00AM
Identifying the 
Prospect’s 
Decision Making 
Process (Sue)

5 62

11
PC 8:30-10:00AM
Handling Major 
Stalls & Objections 
(Lynn)

10
QS 8:30-10:00AM
Closing the Sale 
(Fulfi llment and 
Post Sell)
(Lynn)

12 139  8:30-11:30AM

Sales Leadership 
Forum
Facilitating Account 
Management 
(Jana)

18
PC 8:30-10:00AM
Referral Clinic 
(Christine)

17
QS 8:30-10:00AM
Improving Your 
BAT-ing Average 
(Jana)

19 2016

25
PC 8:30-10:00AM
Attitude 
Adjustment (Lynn)

24
QS 8:30-10:00AM
Prospecting 
Behavior (Jana)

26 2723

31
QS 8:30-10:00AM
Why Have A 
System? (Sue)

30

August 2010

QS = Quick Start/Foundations      PC = President’s Club


