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August commr—
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Join us for these two immersive days and come away
equipped with a set of practical tools and techniques that
you can immediately apply to drive your sales performance
to new heights. Build your
sales acumen with the Sales

***** Foundations Training

"Just a dumb plumber that spent a couple Pro gram, an d start turnin g

days with you in Detroit and | wish | could

thank you how I need too! The problem is pote ntial leads into
that | can’t because you molded me before Lo
I ever had a chance to have bad habits and satl sﬁ e d customers.

it has benefitted me in so many ways! |
have taken a 55k pipeline to 3 million and
the confidence you instilled into me I will
always be in debt, results weren’t expected
from me for 6-8 months but after your
training | had a PO in 4 weeks and raised
the bar for my position! From the bottom of
my heart thank you and hope to attend
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your class again and see you in the future! i t h e H eartw i t h
Please let me know if you are in Nashville .

or Atlanta so I can buy you lunch!” L ar ry Le vine
Previous Attendee an d

Darrell Amy



About the Course

The Sales Foundations Training Program is an intensive, two-day
event specifically designed to equip new sales representatives
with the fundamentals of selling. Whether you're making your
first foray into the sales industry or are an experienced
professional seeking to refresh your skills, this comprehensive
training program aims to strengthen your abilities and
knowledge, setting a solid foundation for your future in sales.

Who Should Attend?

This program is ideally suited for new sales representatives
who want to develop or refine their sales skills. It will also be
beneficial for sales professionals who wish to update their
selling techniques and reinforce their foundational knowledge.
No prior sales experience is necessary, and representatives

What You Will Learn

By the end of the Sales Foundations
Training Program, participants will:

Have a robust understanding of the
core stages in the sales process.

Be able to apply effective prospecting
techniques to build a strong pipeline.
Understand how to ask strategic
questions to uncover customer needs.
Be capable of crafting and delivering
powerful presentations.

Develop the confidence and skills to
close deals effectively.

Implement time management
strategies to increase efficiency and

from all industries are welcome.

Larry Levine is the best-selling author of
Selling from the Heart and the co-host of
the Selling from the Heart Podcast.

With 30 years of in-the-field sales
experience within the B2B technology
space, he knows what it takes to be a
successful sales professional.

In a post-trust sales world, Larry Levine helps sales
teams leverage the power of authenticity to grow
revenue, grow themselves and enhance the lives of their
clients.

Larry has coached sales professionals across the world,
from tenured reps to new millennials entering the
salesforce. They all appreciate the practical, real, raw,
relevant, relatable and “street—savvy” nature of his
coaching. Larry is not shy when it comes to delivering his
message.

Larry is leading a revolution and a movement of
authenticity, integrity, and substance in the
sales profession.

Larry believes people would rather do business
with a sales professional who sells from the
heart as opposed to a sales rep who is an ofi
empty suit.

Foundations

Sales

SO ESS

productivity.

DARRELL AMY

Darrell is on a mission to help great
companies grow revenue.

With 27 years of B2B marketing and sales
experience ranging from mid-sized local
companies to enterprise organizations,

Darrell has diverse experience across the
sales and marketing landscape. He has
trained thousands of salespeople in solution selling,
created digital marketing strategies for hundreds of
companies, and consulted with Fortune 500 technology
companies. He knows what works—and what doesn’t.

As a member of the Forbes Business Council and the C-
Suite Advisors team, Darrell works with executives to
create growth strategies. He co-founded Convergo,
where he serves as the Chief Innovation Officer,
helping companies develop revenue growth strategies.

Darrell is the host of the Revenue Growth
Podcast and the co-host of the Selling
From the Heart Podcast. Darrell is a
frequent podcast guest, keynote speaker,
and contributing author.


https://www.forbes.com/sites/forbesbusinesscouncil/people/darrellamy/#749cd195d182
https://c-suitenetwork.com/advisors/advisor/darrell-amy/
https://c-suitenetwork.com/advisors/advisor/darrell-amy/
https://www.convergomarketing.com/
https://www.revenuegrowthpodcast.com/
https://www.revenuegrowthpodcast.com/
https://www.sellingfromtheheartpodcast.com/
https://www.sellingfromtheheartpodcast.com/

8:30-9:00

TRAINING SCHEDULE

WEDNESDAY, AUGUST 27 2025

Foundations
ofi. Sales

SUCCESS.

Breakfast and Networking

9:00-10:15

Prospecting
Strategies

Dive into strategies to identify and engage potential
customers. Learn the art of strategic research and how to
generate quality leads that increase the chances of a sale.

10:15-10:45

Break

10:45-11:30

Prospecting Plan

Create a prospecting plan for your territory to get first-in
meetings with potential customers.

12:00-1:00

Lunch

1:00-2:15

The Power of Great
Questions

Uncover the importance of smart questioning techniques to
understand your customers' needs better. We will share
techniques to ask the right questions at the right time,
encouraging customers to open up about their requirements.

2:15-3:00

Working Break

Work in groups to come up with good questions to ask
prospects and clients.

3:00-4:00

8:30-9:00

Questioning
Roleplay

Role play questioning techniques to build confidence.

THURSDAY, AUGUST 28, 2025

Breakfast and Networking

9:00-10:15

Closing for the Next
Step

Understand the art of closing a sale effectively. Gain insights
into recognizing buying signals, overcoming objections, and
negotiating terms that are favorable to both parties.

10:15-10:45

Break

10:45-12:00

Closing Role Play

Role play closing strategies.

12:00-1:00

Lunch

1:00-2:15

Time and Territory
Management

Enhance your productivity with efficient time management
strategies. We will guide you on how to prioritize tasks,
allocate time for customer interactions, and reduce
unproductive activities to maximize your selling time.

2:15-3:00

Working Break

Create your time and territory management plan.

3:00-4:00

Wrap up and Q&A




HOTEL RESERVATIONS REGISTRATION FEES

Southern Wholesalers Sales Training Program SWA Membe rs: $699

will be held at the:

Charlotte Marriott City Center # Attendance is limited to 40 participants. For
100 West Trade Street, Charlotte, NC 28202 .

additional registration forms, simply
photocopy this page.

(704) 333-9000 {  THE REGISTRATION DEADLINE

For reservations, call the hotel by August 5" and identify yourself as a IS AUGUST 6, 2025.

participant in the SWA seminar to receive the special rate of No cancellations will be refunded after this

$203.00 single/double. date (substitutions will be accepted). You
. can goto

:A www.SouthernWholesalers.org
JA

Property Location

Charlotte Marriott City Center is situated in uptown YOS
 Charlotte, NC, the city's business and entertainment FOU‘“( ations : and sign up online.
M hub. Our hotel is located near Charlotte Convention of Sales | If you register and pay for 5

N Center, Bank of America Stadium, Charlotte Douglas S UC C E S S J delegates you may bring a 6TH for

A International Airport and CTC Train Station.
................................................................. free!

SWA Hosted Social Time In the Evening
August 27th

REGISTRATION

DEADLINE:

PARTICIPANT INFORMATION: Complete one per person AUGUST 6, 2025

Name Attendee Title/ Position
2 Company
|: Mailing Address City/State/Zip
m Phone E-mail
=== | Would like to attend the Social Time in the Evening: YES NO
8 REGISTRATION FEES ENCLOSED:
Z Enclosed with this registration form is a check made payable to SWA in the amount of $

Mail registration forms and checks to :
Southern Wholesalers Association

P. O. Box 681966,
Franklin, TN 37068
Phone: 615.371.5004

Web: www.SouthernWholesalers.org
E-mail: Terry@SouthernWholesalers.org
E-mail: Linda@SouthernWholesalers.org




