Times

Have
Changed

...and so
have your
customers.

But how come you keep
using that same old, tired
training program?

Training programs haven't changed much in the past twenty-five years
but customers sure have. Most of today's programs have been around
for decades and still preach the same time-intensive methods that focus
mostly on what salespeople can "get" from their customers.

They didn't work then and they sure don't work now.

Today's business world is more competitive than ever and decision mak-
ers simply don't have the time to sit through endless meetings where
disorganized sales reps go "bag-diving" and try to match some per-
ceived customer need.

Fortunately, times have changed and you do have options. At
Knowledge-Advantage we provide a real-world selling platform built
upon customer preferences and recommendations.

We'll replace your dated "interrogation" techniques with thoughtful pre-
call planning and "hypothesis-based" selling, saving valuable time and
money for you and your customers.

The concept is really quite simple: We'll help you exceed your sales

goals by focusing on customers and executing to their performance
standards.
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