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How to Start a Sales Training Business: A Step-by-Step Guide

how to start a sales training business is a question many aspiring
entrepreneurs and sales professionals ask when looking to leverage their
expertise into a profitable venture. Sales training businesses are in demand
because companies continually seek ways to boost their revenue by enhancing
their sales teams’ skills. If you have a passion for sales, a knack for
teaching, and an entrepreneurial spirit, starting a sales training business
could be the perfect path for you.

In this comprehensive guide, we’'ll walk through the essential steps, from
understanding the market to designing impactful training programs, and share
insights on building a thriving sales training company.

Understanding the Sales Training Industry

Before diving into the practical steps of how to start a sales training
business, it'’s important to understand the industry landscape. Sales training
is a specialized niche focused on improving sales techniques, negotiation
skills, client management, and closing deals. Businesses across all
industries invest in sales training to sharpen their teams' abilities, making
this a consistently growing market.

Sales training can take various forms—workshops, online courses, one-on-one
coaching, or group seminars. Deciding on your delivery format will influence
how you build your services and attract clients.

Identifying Your Target Market

A critical early step is to pinpoint who your ideal customers are. Are you
targeting small businesses, startups, large corporations, or specific
industries like tech, real estate, or retail? Each segment has unique needs
and budgets for sales training.

By niching down, you can tailor your curriculum and marketing efforts to

resonate with your audience, which increases your chances of success. For
example, tech startups might need training on consultative selling, while
retail businesses might focus on upselling techniques.

Developing Your Sales Training Program



Creating effective training content is at the heart of your business. Your
program should be practical, engaging, and designed to deliver measurable
results. This is what will set you apart from competitors.

Leveraging Your Expertise and Experience

If you have a background in sales, think about what unique insights or
methods you can bring to your training sessions. Perhaps you specialize in
cold calling, closing high-value deals, or mastering CRM software. Use your
strengths to craft modules that solve real-world sales challenges.

Incorporating Different Learning Styles

People absorb information differently, so it’s wise to include a variety of
teaching methods. Consider mixing presentations, role-playing exercises,
interactive quizzes, and case studies to keep learners engaged and maximize
retention.

Creating Scalable Training Materials

To grow your sales training business, you’'ll want materials that can be
easily adapted or reused across multiple sessions. These might include slide
decks, video tutorials, downloadable worksheets, and follow-up action plans.
Having a well-organized content library will save time and help maintain
consistency in your training.

Setting Up Your Business Operations

Once you have your training program outlined, it’s time to establish the
business side of things. This involves legal, financial, and administrative
tasks that are essential for a smooth operation.

Registering Your Business and Choosing a Structure

Decide on the legal structure for your sales training business—sole
proprietorship, LLC, or corporation. Each has implications for taxes,
liability, and paperwork. Register your business with the appropriate
government body and obtain any necessary licenses or permits.



Building a Professional Online Presence

In today’'s digital age, your website and social media channels are often the
first impression potential clients get. Invest in a professional website that
clearly explains your services, showcases testimonials, and offers easy ways
to contact you or book sessions.

Additionally, consider creating content like blog posts, videos, or webinars
to demonstrate your expertise and attract organic traffic.

Pricing Your Sales Training Services

Setting the right price can be challenging. Research what competitors charge
and consider your target market’'s budget. You might offer tiered packages—for
example, basic workshops, premium coaching, or corporate training bundles.

Don’t undervalue your services; effective sales training can dramatically
improve clients’ revenue, so price accordingly to reflect the value you
provide.

Marketing and Growing Your Sales Training
Business

Attracting clients is key to sustaining and scaling your business. A well-
thought-out marketing strategy will help you reach your ideal customers and
build a strong reputation.

Networking and Partnerships

Building relationships with business owners, HR managers, and industry groups
can open doors to new clients. Attend local business events, join chambers of
commerce, and connect with sales professionals who might refer clients to
you.

Collaborating with complementary service providers like marketing consultants
or business coaches can also expand your reach.

Utilizing Digital Marketing Strategies

Search engine optimization (SEO) is important for making sure your website
appears when businesses search for “sales training near me” or “corporate
sales coaching.” Use relevant keywords throughout your site and blog content.



Social media platforms like LinkedIn are particularly effective for B2B
marketing. Share valuable tips, client success stories, and industry news to
engage your audience.

Collecting Testimonials and Case Studies

Social proof is powerful. After delivering your training, ask clients for
feedback and permission to share their positive experiences. Case studies
that highlight measurable improvements in sales performance can convince

prospects of your program’s effectiveness.

Delivering Exceptional Sales Training
Experience

Your reputation hinges on the quality of your training. Going beyond basics
to truly help clients achieve their goals will lead to repeat business and
referrals.

Personalizing Your Approach

While having a structured curriculum is important, customizing content to
address specific client challenges adds tremendous value. Take time to
understand each client’s sales process, pain points, and objectives.

Measuring Training Effectiveness

Incorporate assessments before and after training to gauge improvement. Use
surveys to gather participant feedback and adjust your program accordingly.

Offering ongoing support, such as follow-up coaching or refresher sessions,
can help sustain the skills your clients have gained.

Scaling Your Sales Training Business

As your business grows, consider ways to expand your offerings and reach more
clients without sacrificing quality.



Hiring Additional Trainers

Bringing on qualified sales trainers can allow you to serve multiple clients
simultaneously and enter new markets.

Developing Online Courses

Creating self-paced online sales training courses can generate passive income
and attract clients who prefer flexible learning options.

Licensing Your Training Materials

Some entrepreneurs license their proprietary sales training programs to other
trainers or organizations for a fee, creating additional revenue streams.

Starting a sales training business requires dedication, a deep understanding
of sales principles, and the ability to teach effectively. By focusing on
creating valuable content, building strong relationships, and continually
refining your approach, you can build a thriving business that empowers
others to succeed in sales. Whether you’re delivering in-person workshops or
online courses, the key is to stay adaptable and client-focused as you grow
your enterprise.

Frequently Asked Questions

What are the first steps to start a sales training
business?

Begin by researching the market to understand demand, identifying your target
audience, and developing a clear business plan outlining your services,
pricing, and marketing strategy.

What qualifications do I need to start a sales
training business?

While formal qualifications are not always mandatory, having a strong
background in sales, relevant certifications, and experience in training or
coaching can greatly enhance credibility and effectiveness.

How can I create effective sales training content?

Develop content based on proven sales methodologies, incorporate real-world
scenarios, use engaging multimedia, and continuously update materials to



reflect industry trends and client needs.

What legal considerations should I be aware of when
starting a sales training business?

Register your business legally, obtain necessary licenses, consider liability
insurance, and ensure all training materials respect copyright laws and data
protection regulations.

How do I market my sales training services to
attract clients?

Utilize digital marketing strategies such as SEO, social media, and email
campaigns, network within industry circles, offer free webinars or workshops,
and gather testimonials to build trust.

What pricing models work best for sales training
businesses?

Common pricing models include per participant fees, flat rates for corporate
packages, subscription-based access to ongoing training, or customized
pricing based on client needs.

How can technology enhance my sales training
business?

Leverage e-learning platforms, video conferencing tools, CRM software, and
analytics to deliver interactive sessions, track progress, and personalize
training experiences.

Should I specialize in a niche for my sales training
business?

Specializing in a niche, such as B2B sales or a specific industry, can help
differentiate your business, attract targeted clients, and develop deeper
expertise.

How important is networking for growing a sales
training business?

Networking is crucial as it helps build relationships with potential clients,
partners, and industry influencers, leading to referrals, collaborations, and
business growth opportunities.



Additional Resources

How to Start a Sales Training Business: A Detailed Guide for Aspiring
Entrepreneurs

how to start a sales training business is a question that many professionals
with a background in sales or business development often consider when
looking to leverage their expertise into a profitable venture. The growing
demand for skilled sales teams across industries has created a fertile market
for specialized training services. However, entering this competitive field
requires a strategic approach that blends industry knowledge, business
acumen, and effective marketing. This article explores the essential steps,
challenges, and opportunities involved in launching a successful sales
training company.

Understanding the Sales Training Industry
Landscape

Before diving into the operational aspects of how to start a sales training
business, it is crucial to grasp the broader industry context. According to
market research, the global corporate training market is projected to grow at
a compound annual growth rate (CAGR) of approximately 9% over the next five
years, with sales training being a significant subset. Organizations
increasingly recognize the direct correlation between well-trained sales
personnel and revenue growth, prompting continuous investment in upskilling
initiatives.

Sales training businesses vary widely in their focus areas—some concentrate
on foundational selling techniques, others specialize in advanced negotiation
or digital sales strategies tailored to modern platforms. Understanding these
niches and identifying gaps in your target market can give your new
enterprise a competitive edge.

Key Steps in How to Start a Sales Training
Business

1. Define Your Unique Value Proposition

One of the initial tasks when planning how to start a sales training business
is to carve out a unique value proposition (UVP). This means pinpointing what
differentiates your training from existing offerings. Are you targeting
startups, mid-sized companies, or large enterprises? Will your programs focus
on B2B sales, retail sales, or online sales channels? Establishing a clear



UVP helps in tailoring course content, marketing strategies, and client
acquisition efforts.

2. Develop Comprehensive Training Programs

The core product of your sales training business is the curriculum. Designing
effective, engaging, and results-driven training modules is essential to
attract and retain clients. Consider incorporating a blend of instructional
methods, such as workshops, role-playing exercises, e-learning modules, and
follow-up coaching sessions. Leveraging case studies and real-world sales
scenarios enhances practical learning and increases the perceived value of
your offerings.

3. Obtain Relevant Certifications and Credentials

While not mandatory, certifications can boost credibility in a market where
clients seek proven expertise. Acquiring credentials from recognized bodies
such as the Sales Management Association or the Association for Talent
Development (ATD) can reassure potential customers of your professionalism
and commitment to quality.

4. Set Up Your Business Infrastructure

Launching a sales training business involves more than just creating content.
You need to establish a legal business entity, register for appropriate
licenses, and set up financial systems for billing and payroll. Choosing
between a sole proprietorship, LLC, or corporation depends on your risk
tolerance, tax considerations, and growth plans. Investing in a professional
website and customer relationship management (CRM) software can streamline
client interactions and marketing efforts.

5. Build a Strong Online Presence and Marketing
Strategy

In today’'s digital age, how to start a sales training business without a
robust online presence is nearly impossible. Utilize search engine
optimization (SEO) techniques to increase visibility on platforms like
Google. Content marketing—through blogs, webinars, and whitepapers—can
establish your authority and attract organic leads. Additionally, LinkedIn
remains a powerful channel for connecting with decision-makers and promoting
corporate training services.



6. Network and Establish Strategic Partnerships

Forming alliances with industry associations, HR consultants, and business
incubators can generate referral business and expand your reach. Attending
trade shows and conferences related to sales and professional development
also opens doors to potential clients and collaborators.

Challenges and Considerations in Starting a
Sales Training Business

Understanding how to start a sales training business also involves
anticipating potential obstacles. The market is saturated with numerous
providers, ranging from freelance trainers to multinational firms.
Differentiating your services requires continuous innovation and staying
updated with sales methodologies and technology trends, such as CRM software,
AI-driven analytics, and virtual reality training tools.

Another challenge is measuring the impact of training on sales performance.
Clients often demand tangible ROI, making it imperative to integrate
assessment tools and follow-up mechanisms that demonstrate improvements in
skills and revenue metrics.

Cash flow management is critical, especially in the early stages. Sales
training projects can have long sales cycles, particularly when dealing with
large corporations, so maintaining financial stability during client
acquisition phases is vital.

Leveraging Technology and Trends in Sales
Training

The evolution of digital tools has transformed how sales training is
delivered and consumed. E-learning platforms offer scalability and
convenience, allowing trainees to access modules anytime, anywhere.
Incorporating gamification techniques can boost engagement, while data
analytics help personalize training paths based on individual performance.

Additionally, remote training solutions have gained prominence, especially in
the post-pandemic landscape. Offering virtual workshops and live webinars not
only broadens your potential client base geographically but also reduces
overhead costs.



Monetization Models

Choosing the right pricing structure is fundamental to profitability. Common
monetization models include:

Per participant fees: Charging clients based on the number of attendees
in a training session.

Subscription services: Offering access to ongoing training content for a
monthly or annual fee.

Custom training packages: Tailoring programs to client-specific needs
with premium pricing.

Consulting add-ons: Providing supplementary sales consulting or coaching
services for additional revenue.

Each model has pros and cons depending on your target market and service
scale, so analyzing competitor pricing and client preferences is advisable.

Case Studies: Successful Sales Training
Startups

Examining successful sales training businesses can offer practical insights.
For instance, companies like Sandler Training and Dale Carnegie have thrived
by combining time-tested methodologies with modern delivery techniques. Their
emphasis on measurable outcomes and continuous client engagement has built
lasting reputations.

Smaller startups often find success by focusing on niche markets—such as
technology sales or healthcare sales—and developing specialized content that
addresses industry-specific challenges.

Final Thoughts on How to Start a Sales Training
Business

Embarking on the journey of how to start a sales training business involves a
multifaceted approach blending expertise, market research, and strategic
planning. While the field presents competition, the growing emphasis on
effective sales performance across sectors ensures ongoing demand. By
focusing on unique value, leveraging technology, and maintaining a client-
centric mindset, entrepreneurs can build a sustainable and impactful sales



training enterprise.
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Bird, Jeremy Cassell, 2013-07-09 Everything you need to know to become a first class business
trainer, from working out how people learn, to finding out if you can be a trainer, through to
showing you the tools and models that will allow you to be a successful educator and teacher. The
Financial Times Guide to Business Training shows you how to develop, design and deliver
outstanding business training. Written by two of the UK’s leading business trainers and based on
extensive research into what the best trainers say and do, this book: - Is a single reference for
anyone involved in business training whether you are newly qualified or experienced, a freelance
trainer or already embedded in learning and development departments - Provides a comprehensive
resource of ideas, tools and approaches - Will help you improve the quality of all aspects of your
training needs, including analysis, planning and delivery - Reveals the secrets of outstanding
business training so that you can improve your reputation and results - Answers commonly asked
questions - Offers support on your training journey via www.ftguidetobusinesstraining.com
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Successful Personal Training Business John N. Peragine, John N Peragine Jr, 2008 Book &
CD-ROM. The manual delivers literally hundreds of innovative ways demonstrated to operate
streamline your business. Learn new ways to make your operation run smoother and increase
performance, shut down waste, reduce costs, and increase profits. In addition, you will appreciate
this valuable resource and reference in your daily activities and as a source of ready-to-use forms,
Web site resources, and operating and cost cutting ideas that can be easily applied to your
operation. The Companion CD-ROM has the actual business plan you can use in MS Word (tm).

how to start a sales training business: The Ultimate Guide to Sales Training Dan Seidman,
2012-01-11 The Ultimate Guide to Sales Training is the go-to reference for sales managers, sales
trainers, sales coaches, and sales consultants who want to increase a sales force's productivity by
using these proven techniques: Building Mental Flexibility Anchoring Concepts for Easy Recall
Encouraging Behavioral Change Covering a wide range of topics, The Ultimate Guide to Sales
Training shows how to develop a selling system, prospect effectively, and qualify and disqualify
prospects. The book also covers information on using power questioning techniques, handling
objections, and includes solution selling guidelines and ideas for creating and delivering potent
presentation practices. In addition, the author covers such hot topics as managing reps attitudes and
how to close the sale. He also includes suggestions for overcoming buyer resistance and making
change occur as well as getting beyond barriers that block decision-makers, and much, much more.
Praise for The Ultimate Sales Training Handbook This book should be on the desk of every sales
manager and sales trainer. Dan Seidman created a treasure chest of ideas, concepts, skills-sets and
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motivation tools that are ready to be converted into cash. —Gerhard Gschwandtner, founder and
publisher, Selling Power Magazine Sales professionals throughout the world will discover
performance improvement through this training encyclopedia. Dan Seidman is helping make sales
training a major strategic driver for all organizations. —Tony Bingham, president and CEO, ASTD
Each chapter just might be the one piece that plugs the gap in your team's performance. Dan is truly
earning the title Trainer to the World's Sales Trainers. —Willis Turner, CAE CSE, president and
CEO, of Sales & Marketing Executives International

how to start a sales training business: Sales Training Basics Angela Siegfried, 2010-02-01
Sales Training Basics recognizes the bottom line focus of sales professionals and offers proven
techniques and approaches that create engaging and impactful training. The book provides learning
professionals with specific guidance on designing programs that provide the right tools and
techniques that deliver on an audience focused on value. In addition, trainers and facilitators are
offered guidance on accessing their most charismatic and engaging self to draw in and hold the
attention of sales professionals. While the book is focused on participant expectations, it does not
neglect today’s organizational mandate to build training programs aligned to company strategic
needs and vision. Finally, the author provides direction on alternate pathways to sales training
through the use of technology and the power of blending both classroom and technology-bases
approaches that give these sales professionals what they really want - more time in the field selling.

how to start a sales training business: How to Start a Business Offering Virtual
Corporate Training AS, How to Start a Business About the Book: Unlock the essential steps to
launching and managing a successful business with How to Start a Business books. Part of the
acclaimed How to Start a Business series, this volume provides tailored insights and expert advice
specific to the industry, helping you navigate the unique challenges and seize the opportunities
within this field. What You'll Learn Industry Insights: Understand the market, including key trends,
consumer demands, and competitive dynamics. Learn how to conduct market research, analyze data,
and identify emerging opportunities for growth that can set your business apart from the
competition. Startup Essentials: Develop a comprehensive business plan that outlines your vision,
mission, and strategic goals. Learn how to secure the necessary financing through loans, investors,
or crowdfunding, and discover best practices for effectively setting up your operation, including
choosing the right location, procuring equipment, and hiring a skilled team. Operational Strategies:
Master the day-to-day management of your business by implementing efficient processes and
systems. Learn techniques for inventory management, staff training, and customer service
excellence. Discover effective marketing strategies to attract and retain customers, including digital
marketing, social media engagement, and local advertising. Gain insights into financial
management, including budgeting, cost control, and pricing strategies to optimize profitability and
ensure long-term sustainability. Legal and Compliance: Navigate regulatory requirements and
ensure compliance with industry laws through the ideas presented. Why Choose How to Start a
Business books? Whether you're wondering how to start a business in the industry or looking to
enhance your current operations, How to Start a Business books is your ultimate resource. This book
equips you with the knowledge and tools to overcome challenges and achieve long-term success,
making it an invaluable part of the How to Start a Business collection. Who Should Read This Book?
Aspiring Entrepreneurs: Individuals looking to start their own business. This book offers step-by-step
guidance from idea conception to the grand opening, providing the confidence and know-how to get
started. Current Business Owners: Entrepreneurs seeking to refine their strategies and expand their
presence in the sector. Gain new insights and innovative approaches to enhance your current
operations and drive growth. Industry Professionals: Professionals wanting to deepen their
understanding of trends and best practices in the business field. Stay ahead in your career by
mastering the latest industry developments and operational techniques. Side Income Seekers:
Individuals looking for the knowledge to make extra income through a business venture. Learn how
to efficiently manage a part-time business that complements your primary source of income and
leverages your skills and interests. Start Your Journey Today! Empower yourself with the insights



and strategies needed to build and sustain a thriving business. Whether driven by passion or
opportunity, How to Start a Business offers the roadmap to turning your entrepreneurial dreams into
reality. Download your copy now and take the first step towards becoming a successful
entrepreneur! Discover more titles in the How to Start a Business series: Explore our other volumes,
each focusing on different fields, to gain comprehensive knowledge and succeed in your chosen
industry.

how to start a sales training business: Start Your Own eLearning or Training Business
The Staff of Entrepreneur Media, Ciree Linsenmann, Cheryl Kimball, 2015-09-08 Distance learning
for both the education and industry is steadily growing, creating a demand for eager entrepreneurs.
Teaching methods and tools now in popular use for virtual training are covered: videos; eBooks;
interactive software types; college sponsored staff training for college instructors; hardware,
camera, video, sound equipment; online group forums; online events; choosing the right
presentation style and linking to appropriate social media sites; and networking presentations. A
range of industry examples will be given for accreditation, certifications, and credit; adding training
onto an existing business as side income; how to sell media/training tools; how much to charge
clients; start up costs; software types used; the legal obligations around taxes, business registration,
working from home, and content confidentiality; and growth planning and writing a business plan.
Relevant and fun call-outs, tip boxes, industry stats, an index, and a rich appendix and glossary is
provided. An appendix offers resources in continued learning and rounded training for trainers;
industry organizations and trade groups; books and eBooks; videos; software; websites; successful
online trainers and online education institutions; consultants; and certification organizations.

how to start a sales training business: Starting a Business from Home Colin Barrow,
2011-03-03 The home is the most popular place for start-ups. With the rate of new business start ups
being unaffected by the recession, more than a quarter of a million people in the UK start a business
from home each year and four times that number giving it serious consideration. Entrepreneurs
need little more than a laptop and a telephone line to start off with, but when the new business
starts to expand they face the challenge of staying at home without sacrificing their growth
potential. Starting a Business from Home identifies business opportunities, gives advice on
preparation and set up, and how you run, control and manage its growth. Now with extra exercises
and end of chapter advice, this new edition includes: researching the market, business ownership
and title issues, raising the money and managing finances, building and operating a website,
bringing a product to market and starting up overseas. With appendices giving home-based business
ideas and sources of help, as well as advice on research, getting the business started and an
indication of how much money could be made out of each business, Starting a Business from Home
is an invaluable practical guide for the aspiring entrepreneur.

how to start a sales training business: How to Master the Art of Selling Financial Services
Tom Hopkins, 2016-02-01 Whether you're a financial services expert or novice, you understand the
business. You've worked hard to gain your product knowledge. You watch industry trends. But, do
you know how to talk to clients so they’ll listen? The Art of Selling Financial Services depends upon
the collaboration of listing and understandably communicating to clients. Learning how to quickly
gain the trust of others, get them to like you, take your advice, and become long-term clients is the
foundation for every successful business. Tom Hopkins has been training in the financial services
industry since 1990 and he has developed methods to help you communicate to your clients and you
understand what your clients want from you. Once you know what clients want, you can learn how to
provide it! Financial services representatives have turned to Tom Hopkins for years for his
proven-effective, professional selling strategies which have helped them learn how to help more of
their clients make financial planning decisions. How to Master the Art of Selling Financial Services,
will help you: Learn effective ways to talk with clients and calm their fears Ask the right questions to
get clients talking about their needs Implement client feedback so that you can provide your best
service Increase your sales ratios with closing strategies that make sense to your clients Grow your
business with powerful, yet simple referral strategies Tom Hopkins’ methods will teach you how to



master the art of selling financial services more effectively and efficiently than ever before!

how to start a sales training business: Small Business Bibliography, 1962

how to start a sales training business: How to Start a Business When You're Young
Barrie Hawkins, 2010-07-01 Often the biggest challenge for the young entrepreneur is coming up
with a great business idea, but with a huge range of suggested business types and start-up ideas,
along with real-life testimonies from young people who have set up successful businesses this book
is bound to inspire the reader and give them the confidence necessary to become a successful young
entrepreneur. The authors' down-to-earth, accessible style will make for an easy and enjoyable read
without being patronising. Full of examples and tips, it will provide plenty of ideas for things to go
away and do now.

how to start a sales training business: Investigation of Concentration of Economic
Power United States. Temporary National Income Committee, 1939

how to start a sales training business: Investigation of Concentration of Economic
Power United States. Temporary National Economic Committee, 1939

how to start a sales training business: Be Your Own Boss Sarah James, 2006

how to start a sales training business: Popular Science , 1965-07 Popular Science gives our
readers the information and tools to improve their technology and their world. The core belief that
Popular Science and our readers share: The future is going to be better, and science and technology
are the driving forces that will help make it better.

how to start a sales training business: Be a Selling Super-star Toula Kountouris, 2010-09-20

how to start a sales training business: Black Enterprise , 2000-12 BLACK ENTERPRISE is
the ultimate source for wealth creation for African American professionals, entrepreneurs and
corporate executives. Every month, BLACK ENTERPRISE delivers timely, useful information on
careers, small business and personal finance.

how to start a sales training business: Put Your Intuition to Work Lynn A. Robinson,
2016-07-25 “How we can harness the power of intuition to experience more happiness, health, and
prosperity in every area of our business and personal lives.” —May L. McCarthy, author of The Path
to Wealth Intuition is the hot buzzword in business, but specific guidelines on how to trust your gut
have been sorely lacking. Put Your Intuition to Work provides that missing link. Business is about
making money, but it’s also about making decisions. There are relatively small decisions, like when
to call a meeting or which emails to answer quickly. Then there are the big decisions that can make
or break a business—which product to launch, whom to hire, how to spend. Hard work, analytics,
past successes, intelligence, and a great business plan aren’t enough anymore. Many of us are
scrambling to discover the path to success but have found instead that we’ve lost our way. Although
many business leaders won't publicize it, intuition is a key part of their decision-making success. Put
Your Intuition to Work offers numerous compelling stories from entrepreneurs and executives about
how they successfully use intuition in their daily lives. It is an inspiring and practical guide to help
you: Make successful decisions when you don’t have all the facts Tap into your passion as a personal
source of guidance Discover the many ways to listen to your “inner CEO” “When you are looking for
help in utilizing and implementing the instinctual impulses that can be so profound and valuable in
every aspect of our lives, start with Lynn Robinson’s Put Your Intuition to Work. You will be amazed
and delighted.” —Steve Lishansky, author of The Ultimate Sales Revolution

how to start a sales training business: Sales Training Jim Mikula, 2004-09-01 Deliver a
dynamic sales training program for an aggressive, efficientsales force that gets results. Sales
Training focuses on threekey skills that all sales professionals must have: thinking, communicating,
andnetworking. Use this book to deliver fast-paced, productive sessions and buildskills that translate
into results.

how to start a sales training business: Top Gun- the Secrets of Relationship Based Selling
Scott Magnacca CFP, 2012-07-23 For nearly two decades, Scott Magnacca has asked the question
What is the difference between top performers and average performers in the fields of sales and
marketing? In TOP GUN- The Secrets of Relationship Based Selling For Financial Services, author




Scott Magnacca shares the results of his groundbreaking research in the field of personal
achievement, sales and marketing. Based on his nearly two decades of sales and marketing
experience working with both affluent investors and top salespeople in the financial services
industry, Magnacca has been able to identify the common traits, skills and techniques that top
performers all use consistently to reach the pinnacle of success. By studying top performers from all
walks of life- including Olympic athletes, Navy SEALS, Top Actors and Politicians and the best
marketing and sales minds in the financial services business, Mr. Magnacca has been able to
document, learn and teach the techniques and the communication and persuasive skills that allow
these top performers to become leaders in their respective professions. In the book, Mr. Magnacca
focuses specifically on the mental conditioning techniques taught at the U.S. Navys TOP GUN
Fighter Weapons School and he applies these same concepts to the topics of selling and marketing
more effectively to clients and prospects. In this book youll learn the latest psychological secrets
behind the art and science of communication and unconscious influence. In addition, you will learn a
series of simple, practical steps that you can use and apply in your own sales and marketing career
to quickly increase your marketing effectiveness, to build long lasting relationships with prospects
and clients and to take your personal sales results to the next level of achievement.
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