Keynote, Workshops & Seminars <Short Version>

L SALES INSTITUTE

Keynote

Everybody Sells!?

This keynot e will educat e, inspire and entertain even t he most sales-skeptical audience.
Tif fanie identif ies wit h and engages t he audience wit h inspiration and st orie s t hat will
make them realize they are not alone when it comes to f eeling less-t han-successf ul when it
comes t o selling.

Workshops/ Seminars (3 hrs - 1 day)
Selling Like a Pro as a Non- Traditional Salesperson, ALSO called:

Selling Professional Services: The Win- Win Approach

This is THE powerh ouse seminar for the most sales-reluctant professionals, who do not
consider themselves a GalespersonO The non- tradit ional salesperson may include, but not
be limit ed to: consultant s, att orneys, bank personnel, cust omer service representatives,
accountants or any group of people who recognize that if they had a more proactive
approach to their business development effort s, they could be more productive, successf ul
and fulfilled.

Sales- | nfluence for Non- Traditional Salespeople

I nthis interactive and inf ormat ive works hop, Tif f anie shares her insights on what selling
is all about and how import ant it is for all positions wit h t he company or organizationto
have a clear understanding of how to sell, even if GalesOis not part of their of ficial job
descrip tion. Tif f anieOgphilosophy is Everybody Sells! -- She cat ers t o non-t radit ional
salespeople and helps them become more sales-f ocused, proactive and inf luential in the
sales process. She f eels C-level management of companies are the mascot s especially for
t he <non-t radit ional>salespeople of their company.

Breakout Sessions/ Lunch- N- Learns (60- 90 minut es)

10 Steps to Make Networking Less Painful & More Productive

The highlight s are the 10 Tips, which if done as Gt epsOand in sequence, even t he most
hesit ant introvert will be well pre pared and successf ul at the next conf erence, business
social or casual meetings. Part icipants will create their USP- unique selling pro posit ion t 0o!

For more information on this speaker contact your Speakers Bureau or Meeting Ranner
Tiffanie Z. Lyon of Lyon Sales I nstitute, LLC ~ Everybody Sells! @




Women Rock!: | nfluence, Balance & Success

What woman WO ULDNOTwant to have powerf ul and posit ive inf luence over her per sonal
and prof essional lif e? Part icipant s will learn t o priorit ize and GellOt heir ideas, how t o
maximize their MeOtime and identif y personal goals, clarif y prof essional goals and creat e
an action plan f or success.

Marketing is Moot if You Don® Understand Your Sales Process

Selling is t he misunderst ood st epchild of marketing. Clever marketing is great, but if sales
skills are lacking, t hen marketing dollars are not maximized. This session of f ers a proven
formula and practical ways to GellOwit hout f eeling like youOreselling.

Cross- Selling Made Easy;, Win- Win for All

Cross-selling is a powerf ul t ool when it Osvell underst ood and properly implement ed. A lot
of businessis often left onthe table when cross-selling doesnOthappen. Part icipant s will
learn what cross-selling | S and | S NOT, the dif ferent channels to approach, act ually how
to cross-sell, what to listen for and actual techniques that can be exercised immediat ely.

Sharpen Your Business Communication Skills

| nterpersonal communication is a necessity in the business worl d. We all are familiar with
the communication cycle, list ening, non-verb al signals, etc., but how of ten do we dedicat e
an hour or soto dissect it and understand how we can become better business
communicat ors in t his busy worl d? This works hop will do just that!

Customer Service With a Twist

Every body should be reminded of the import ance of first impre ssions, sharp

communicat ion skills and how t o ef f ectively deal wit h dif ficult cust omers, but also howto
f ocus on growing t he business f rom existing cust omers using cross-selling and up-selling

t echniques and out -smart ing the compet it ion.

Create Powerful Referral Sources

Every body loves ref erra Is as a way t o gain new business. But what are referral sources?
Who are they? How do you find them? Then, once you find themNwhat next? WeQlset a
plan in place to make the referral process work better in order to generate new business.

Book Tif fanie today for your next business meeting, conf erence or event!

For more information on this speaker contact your Speakers Bureau or Meeting Ranner
Tiffanie Z. Lyon of Lyon Sales I nstitute, LLC ~ Everybody Sells! @




