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Luring the Tiger Down the Mountain

This workshop presents a solid methodology based on empirical research of the role senior business

leaders have in the decision making process for major purchases. It focuses on the necessary skills

for salespeople and management who are tasked with selling at the executive level and who are
Currently involved with obtaining and maintaining key/major accounts. Also, those salespeople
wanting to move up into executive sales roles, and an y sales managers with responsibility for
coaching existing newly promoted or recently appointed salespeople.

This interactive program delivers the most effective methods on how to gain access to business
leaders and senior executives, organize sales research and create a customized value presentation
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format that is compelling and concise to build long term business relationships, and leverage those

relationships to orchestrate a sales campaign that will set your offerings apart from your
competitors.

Understand how executive relationships can be leveraged to create competitive advantage.

Employ five key strategies to gain access to and get the attention of the hard-to-reach executive.

How to reach higher in the organization without damaging existing relationships.

Speak the language of the C-Level executive to display specific industry expertise and business acumen.
Establish immediate credibility at the C tlevel

Identify the key business challenges facing the executive's company as well as the business drivers and corporate
objectives that you can impact.

Position your offerings as solutions to specific business problems and articulate your unique value proposition.
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Earn and build high-trust executive relationships that ensure future access

Track and manage your value for long-term




There are Many Paths to the Top of the Mountain

In today's competitive business environment, many technical and support people

are being called upon to assume the additional role of developing customer
relationships and contributing to company revenue s uch as individuals
responsible for sales, sales support, business or account development, and sales
management activities with major, national, or glob al sales accounts

These professionals require a new set of skills and strategies to attract, win and
retain customers and been seen as 'consultants' to the client, rather than simply
'sales people'.

This interactive workshop will explain how to gain access to and forge long-term,
high trust relationships with the top decision makers. It provides a step-by-step
methodology on how to develop a consultative business relationship with clients.
It will help save valuable time, shorten buying cycles, generate bigger revenues

and ensure future business.

Position yourself as a consultant vs. product vendor.

Discover how a consultative sales strategy can decrease price sensitivity and competitive threats.

Gain access to key decision makers using proven methods that are most likely to succeed.

Build confidence to call higher in the client's organization.

Conduct a consultative business meeting vs. a sales call.

Easy step-by-step approach to researching a customer's company, industry and business environment.
Develop and present a compelling value presentation.

Focus time and resources where they are most effective.

Be seen as a trusted business advisor to the client's organization.

Maintain 'loyal' customers vs. just 'satisfied' customers.
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Brian Huntley
Senior Consultant
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in advanced sales skills. Brian is a highly sought after speaker and consultant on the subject of se lling to senior executives and
maximizing sales performance.

He brings over forty years of sales success to his workshops which feature practical and sustainable re al-life approaches to high
level selling. Brian has an innate ability to empathize with sales people and esta blish immediate rapport and credibility as a
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As an alumnus of the University of British Columbia in Business and Industrial Psychol ogy, Brian began his career in retail sales
during his studies and moved progressively forward to ultimately acquiring senior management and executive positions for
Fortune 500 companies throughout North America, Australia, Asia, and the Middle East.

An adept salesman and sales manager, his career is distinguished with receiving ove r 20 awards for achieving sales excellence
within these leading companies. His track record is testimony to his belief that 'nothing happens until something is sold’,
regardless of market conditions.

Brian specializes in the sale of solutions dealing in six and seven figure transactions and compl ex sales cycles to CEOs, COOs,
CFOs, CIOs and other senior executives. His expertise is built on his o wn experience in senior management and executive
positions in some of the world's largest companies including Ortho, Johnson & Johnson, Rhone Poulanc, Alcon L aboratories, IBM,
Wang, Tandem Computers, Siebel and as President of Oracle Indonesia.

Since founding Corporate Recharge, Brian has been i n great demand for both keynote presentations and s ales training
work-shops by a broad range of corporate clients including Hewlett-Packard, Optus, Agilent Tech nologies, The Lippo Group,
Singapore Telecom and the Australian, Malaysian and Singapore Institute of Management.



Skype: corporate.recharge

e-mail: info@corporaterecharge.net




