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- 103 #HR{
- 104 &4

st EE238}7| (Asking Great Questions)
0|4 AEFY (Communication Styles)
‘4 'Y (Building Resiliency)

- 201 1
- 202 HX{n74 22|5l7| (Prospecting for a Purpose)
- 203 H
- 204 2H 3

4 L|= 1m}olst7| (Determining the Needs of Your Customers)

CH (Account Penetration)

3
o2k 2 H (Taking Accountability for Solving Problems)

- 301 A|ZF 2| (Time Management)

- 302 ME g8 g4 AZ (Food Distribution Negotiations)

- 303 28 4% siZs}7| (Dealing with Difficult Situations)

- 304 174 2HE| 2| (Building Customer Loyalty)
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101 2N £7| &2 Effective listening habits (1 A|ZH 29| + DHA))
> =BIMA E7| 2|0| Understand the Advantages of Llstemng Effectively
> £7] g& % AL Learn and practice a process of listening to understand others

102 Efgst EE38H7| Asking great questions (1 A[ZF ZC] +1tA|)

> SH2 ZEE3}7| Understanding the power of asking the right questions
> CHYst EERYol HIH A =& Understanding when and how to use various

types of questions
> JfQle Efglst HEZ|AE ZM Creating a plan to use a personalized list of

great questions

103 HRFLAOIM AELY Communication Styles (1 AlZF; 22| +1HK)

> CHYsE ARUAOIM |3 met Understand different styles of communicating
and how to identify each one

> XpAl@tol AEtQ mpok gl =828k Discover your own style, it's strengths and
opportunities for growth

> HFRLUAOIM |y 322t Learn how to adapt to all styles to communicate

most effectively, building relationships, and growing sales

104 ZHAEFHM i Building Resiliency (1 AlZH 22| +1tA)
F Understand personal resiliency level

o _l
> HAEEY Ve MEF 8 S AY A=l =& Develop strategy for resiliency
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< 201 0 L|= 1motst7| Determining the Needs of Your Customers (1 A2 &2 +
IEH[)
> 12 L= 8lZ 78 To look at proven methods for uncovering Customer needs
> FYHS2S st WH HZA Explore the tools and benefits that will be the key to
your selling success
> 0 Jcf 22| WS40 JiE To exceed your customer's expectations and

earn loyal customers

< 202 HXjDZ 22[5H7| Prospecting for a purpose (1 A|ZF Zo| +1tHA|)
> ZOHNQl 7 gz D2 M A Effectively shorten the average time it takes to
open an account by following a proven process
> 0 d= ZZ=NA Learn the steps of the process as well as how each one sets
up the next to develop a solid game plan for success
> Lol T2 M A DHE7| Practice the steps until you have made them a natural part

of your sales approach

% 203 MY O1E B Increasing Sales (1 AlZt; Zo| +1tH)
> 0§ S92 0|8l To look at why customers buy from you
> O1ZE BCH M2k ®AH To show how having a plan and process, good questions,
and solid relationships has on increasing sales in your territory.
> Y ET Develop a GAME PLAN for increasing 10 cases/ week
% 204 22X siZ AT =2 Taking Accountability for Solving Problems (1 A|Zh Z2|
+1bA[)

o2 2 Explore different approaches to problem solving

Mo Ho

oy = =

>
> 82 22 =9| Discuss and evaluate a model for solving problems
>

n=

Practice the process and increase your confidence

% 301 A|ZH2| Time Management (1 A|ZF Z9| +1tA|)

> AlZh 22| Discuss the key components of time management
> M3 YOt Learn a proven method of organizing time and efforts
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& 22 Food Distribution Negotiations (1 AlZt Z2| +1HA|)
cquire the skills in order to negotiate a solution that satisfies both the

customer and your needs

< 303 X A 8iZs}7| Dealing with Difficult Situations (1 A|ZF Z9| +1tA))
A

> 2H 2 ZE4E 99 0l8ldt7| Understand common objections and conflicts
> Z2HAE 8% Understand how to handle angry customers and conflict
situations

% 304 174 ZHE| 22| Building Customer Loyalty (1 A|ZF Z2| +1kA])
> 12 2HE| How loyalty and trust benefit you

> 12 J|tf =& 22| How we discover and exceed customer expectations
A

v
=
02
o
2
)

evelop a Game Plan to build Customer loyalty
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