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Keynot e,  Wor kshops & Seminar s <Shor t  Ver sion> 
 

 
 

Keynot e 
Ever ybody Sells!ª   
This keynot e wil l educat e, inspire  and ent er t ain even t he most  sales-skept ical audience.  
Tif f anie ident if ies wit h and engages t he audience wit h inspira t ion and st orie s t hat  wil l 
make t hem realize t hey are  not  alone when it  comes t o f eeling less-t han-successf ul when it  
comes t o selling.  

 
Wor kshops/ Seminar s (3 hr s -  1 day) 

Selling Like a Pr o as a Non- Tr adit ional Salesper son,  ALSO called:  
Selling Pr of essional Ser vices:  The Win- Win Appr oach 
This is THE powerh ouse seminar f or t he most  sales-re luct ant  prof essionals, who do not  
consider t hemselves a Òsalespers onÓ.  The non- t ra dit ional salesperson may include, but  not  
be limit ed t o: consult ant s, at t orneys, bank personnel, cust omer serv ice repr esent at ives, 
account ant s or any group of  people who recognize t hat  if  t hey had a more  proact ive 
approach t o t heir business development  ef f ort s, t hey could be more  product ive, successf ul 
and f ulf il led.   

 
Sales- I nf luence f or  Non- Tr adit ional Salespeople 
I n t his int eract ive and inf ormat ive works hop, Tif f anie shares her insight s on what  selling 
is all about  and how import ant  it  is f or all posit ions wit h t he company or organizat ion t o 
have a clear unders t anding of  how t o sell, even if  ÒsalesÓ is not  part  of  t heir of f icial j ob 
descrip t ion.  Tif f anieÕs philosophy is Every body Sells! -- She cat ers  t o non-t radit ional 
salespeople and helps t hem become more  sales-f ocused, proact ive and inf luent ial in t he 
sales process. She f eels C-level management  of  companies are  t he mascot s especially f or 
t he <non-t radit ional> salespeople of  t heir company. 
 

Br eakout  Sessions/ Lunch- N- Lear ns (60- 90 minut es) 
10 St eps t o Make Net wor king Less Painf ul & Mor e Pr oduct ive  
The highlight s are  t he 10 Tips, which if  done as Òst epsÓ and in sequence, even t he most  
hesit ant  int rovert  wil l be well prepared and successf ul at  t he next  conf erence, business 
social or casual meet ings.  Part icipant s wil l creat e t heir USP- unique selling proposit ion t oo! 
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Women Rock!:  I nf luence,  Balance & Success 
What  woman WOULDNÕT want  t o have powerf ul and posit ive inf luence over her per sonal 
and prof essional lif e? Part icipant s wil l learn t o prio rit ize and ÒsellÓ t heir ideas, how t o 
maximize t heir ÒMeÓ t ime and ident if y personal goals, clarif y prof essional goals and cr eat e 
an act ion plan f or success. 

 
Mar ket ing is Moot  if  You DonÕt  Under st and Your  Sales Pr ocess  
Selling is t he misunders t ood st epchild of  marke t ing. Clever marke t ing is great , but  if  sales 
skil ls are  lacking, t hen marke t ing dollars  are not  maximized. This session of f ers  a proven 
f ormula and pract ical ways t o ÒsellÓ wit hout  f eeling like youÕre selling.   

 
Cr oss- Selling Made Easy;  Win- Win f or  All  
Cross-selling is a powerf ul t ool when it Õs well unders t ood and properl y implement ed. A lot  
of  business is of t en lef t  on t he t able when cross-selling doesnÕt happen. Part icipant s wil l 
learn what  cross-selling I S and I S NOT, t he dif f erent  channels t o approach, act ually how 
t o cross-sell, what  t o list en f or and act ual t echniques t hat  can be exerc ised immediat ely. 
 
Shar pen Your  Business Communicat ion Skills  
I nt erpersonal communicat ion is a necessit y in t he business worl d. We all are  f amil iar wit h 
t he communicat ion cycle, list ening, non-verb al signals, et c., but  how of t en do we dedicat e 
an hour or so t o dissect  it  and unders t and how we can become bet t er business 
communicat ors  in t his busy worl d?  This works hop wil l do j ust  t hat ! 

 
Cust omer  Ser vice Wit h a Twist  
Every body should be reminded of  t he import ance of  f irs t  impressions, sharp  
communicat ion skil ls and how t o ef f ect ively deal wit h dif f icult  cust omers , but  also how t o 
f ocus on growing t he business f rom exist ing cust omers  using cross-selling and up-selling 
t echniques and out -smart ing t he compet it ion. 

 
Cr eat e Power f ul Ref er r al Sour ces  
Every body loves r ef erra ls as a way t o gain new business. But  what  are  re f erra l sources? 
Who are  t hey? How do you f ind t hem?  Then, once you f ind t hemÑ what  next ?  WeÕll set  a 
plan in place t o make t he re f erra l process work bet t er in ord er t o generat e new business. 
 

 
Book Tif f anie t oday f or your next  business meet ing, conf erence or event ! 


