


G R E E T  C L I E N T S  P R O F E S S I O N A L L Y
R E A F F I R M  Y O U R  U N D E R S T A N D I N G
O F  T H E  C L I E N T ’ S  C O N C E R N S  &
P U T  T H E I R  M I N D S  A T  E A S E
I M P R O V E  C O M M U N I C A T I O N  S K I L L S
O F F E R  R E A L I S T I C  P R O M I S E  T I M E S
S C H E D U L E  T H E  N E X T  V I S I T
P E R S O N A L I Z E  C L O S I N G
T E C H N I Q U E S

S T A R T  Y O U R  T E A M  O U T  R I G H T  W I T H
T H I S  P R O F E S S I O N A L  P R O C E S S

T R A I N I N G !
 

1 0 : 0 0 A M  -  1 2 : 0 0 P M  C S T

T H E G R O U P T R A I N I N G A C A D E M Y . C O M

https://thegrouptrainingacademy.com/event/sw-service-solutions-the-first-step-live-15/


N O N - F O U  M E M B E R S O N L Y :  S W  S E R V I C E
S O L U T I O N S  H A S  D E V E L O P E D  M A N Y  T R A I N I N G
T O O L S  A N D  A C C O U N T A B I L I T Y  P R O C E S S E S  T O
H E L P  M A N A G E R S  G U I D E  T H E I R  T E A M  T O  H U G E

I N C R E A S E S .  
B Y  P R O V I D I N G  M A N Y  T O O L S ,  T H I S

I N V A L U A B L E  S E S S I O N  W I L L  B E  P A C K E D  F U L L
O F  I D E A S  T O  K E E P  Y O U R  T E A M  M O T I V A T E D

W I T H  F U N  C O M P E T I T I O N S ,  R E G U L A R  T R A I N I N G
E X E R C I S E S ,  A N D  C O N S I S T E N T  M O N I T O R I N G .

2 : 0 0 P M  -  3 : 0 0 P M  C S T

T H E G R O U P T R A I N I N G A C A D E M Y . C O M

https://thegrouptrainingacademy.com/?migrated
https://thegrouptrainingacademy.com/event/sw-service-solutions-getting-the-biggest-return-from-your-training-investment-7/


LET US INCREASE YOUR CUSTOMER PAID SALES AS

WE DEMONSTRATE HOW TO BUILD VALUE INTO

FOLLOWING PREVENTATIVE MAINTENANCE PLANS.

ENSURE CUSTOMERS ARE NEVER OVERWHELMED BY

LEARNING HOW TO PRESENT COMBINATIONS OF

SERVICES WITH SIMILAR BENEFITS IN A CONCISE

YET EFFECTIVE MANNER.

9 : 3 0 A M  -  1 0 : 1 5 A M  C S T

https://thegrouptrainingacademy.com/event/sw-service-solutions-selling-preventative-maintenance-packages-8/


T H I S  I S  A N O T H E R  S T E P  F O R  I N C R E A S I N G  C P
S A L E S .

 
 I N  T H I S  S E S S I O N ,  A D V I S O R S  W I L L  L E A R N

E F F E C T I V E  T E C H N I Q U E S  F O R  S E L L I N G
R E P A I R S  A N D  M P I  R E C O M M E N D A T I O N S

A F T E R  T H E  C O N C E R N  H A S  B E E N  D I A G N O S E D .
 

 W E  E N C O U R A G E  A D V I S O R S  T O  B R I N G  I N
D E C L I N E D  R O ’ S  O R  J O B S  T H E Y  A R E  G E T T I N G

R E A D Y  T O  C A L L  A N D  S E L L .

1 1 : 0 0 A M  -  1 1 : 4 5 A M  C S T

T H E G R O U P T R A I N I N G A C A D E M Y . C O M

https://thegrouptrainingacademy.com/event/sw-service-solutions-selling-the-job-4/
https://thegrouptrainingacademy.com/?migrated


IF WE DON’T ASK THEM TO BUY, THEY

WON’T! 

 MANY ADVISORS STOP SHORT OF

CLOSING THE SALE. THIS SESSION IS

FULL OF EFFECTIVE CLOSES FOR YOUR

TEAM TO

REVIEW AND CHOOSE FROM.

1 : 0 0 P M  -  1 : 4 5 P M  C S T

T H E G R O U P T R A I N I N G A C A D E M Y . C O M

https://thegrouptrainingacademy.com/?migrated
https://thegrouptrainingacademy.com/event/sw-service-solutions-closing-skills-getting-to-yes-11/


2 : 0 0 P M  -  2 : 4 5 P M  C S T

T H E R E  I S  A  H U G E  D I F F E R E N C E  B E T W E E N

S E L L I N G  A N D  T E L L I N G .  L E T  U S  H E L P

Y O U R  A D V I S O R S  E V O L V E  F R O M  R E C I T I N G

L I S T S  T O  G I V I N G  E F F E C T I V E  B E N E F I T -

B A S E D  P R E S E N T A T I O N S .  I N  T H I S

S E S S I O N ,  L E A R N  A  5 - S T E P  S E L L I N G

P R O C E S S  T O  E N S U R E  Y O U R  C U S T O M E R S

W I L L  W A L K  A W A Y  F E E L I N G  G O O D  A B O U T

T H E I R  P U R C H A S E .

T H E G R O U P T R A I N I N G A C A D E M Y . C O M

https://thegrouptrainingacademy.com/?migrated
https://thegrouptrainingacademy.com/event/sw-service-solutions-benefits-that-sell-11/

