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PositiveResults.com 

In just three days you will… 

 
Radically improve the methods you use to drive new business 

Discover a proven, end-to-end process for new business development 

Question and evaluate prospects proficiently 

Increase your revenue by determining your greatest opportunities for growth 

Develop, design, and produce superior presentations and proposals 

Construct a prospecting approach that guarantees more opportunities 

3-Day B2B Sales Seminar 
 

 November 14-16, 2007 - Atlanta, GA 
 December 12-14, 2007 - Dallas, TX 
 December 17-19, 2007 - Houston, TX 
 January 14-16, 2008 - Chicago, IL 

 
Also Coming to: 
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Outperform Your Competition with…  

The Intellectual Sales Process™ for 
New Business Development 

Intellectual Sales Process (iSales Processύϰ ƛǎ 
specifically designed to meet the growing needs 
of organizations seeking to outperform new 
business goals and objectives.   
 
This program links theory to practice. Positive 
Results spent ten years researching, testing, and 
creating this insightful and successful process. 

ά¢Ƙƛǎ ƛ{ŀƭŜǎ tǊƻŎŜǎǎϰ ƛǎ 
sophisticated, yet easy 
to learn.  
 
The amazing part of the 
program was how 
quickly I was able to 
incorporate the 
information into the 
products and services I 
sell.  And as a sales 
manager, it was easy to 
show my team how to 
ǳǎŜ ǘƘŜ ǇǊƻŎŜǎǎΦέ 
 

L Banuet, Director 
 Community Health Group 

Who Should Attend? 

The Intellectual Sales Processϰ ŦƻŎǳǎŜǎ 
on companies selling business to 
business.   
 
Whether you sell intangible services or 
tangible products, the iSales Processϰ 

will effectively help you boost 
profits. 
 
A necessity for any individual 
responsible for driving new 
business.  
 
Typical attendees are: 

Vice President of Sales 

Director of Sales 

Sales Managers 

Sales Professionals 

Account Managers 

Any sales focused positions  

Program Benefits: 

Learn and practice key techniques to 
convert leads into sales 

Determine and understand the buying 
motivators of your decision makers  

Read your buyer’s personality to improve 
communication lines  

Understand how to move from 
prospecting to a fully developed Wants, 
Issues and Needs (WIN) discussion 

Practice a proven method for 
developing and delivering 
powerful presentations and 
demonstrations 

Create high-powered proposals 
ǘƘŀǘ ǎǇŜŀƪ ǘƻ ȅƻǳǊ ǇǊƻǎǇŜŎǘΩǎ 
most important objectives 

Outline your Ideal Customer 
Profile and use it to capture a 
consistent flow of targeted 
leads 

Win more negotiations by using 
iSalesϰ ǇǊƻǾŜƴ ǎǘǊŀǘŜƎƛŜǎ 

Rave Reviews 

ά¢Ƙƛǎ ǿŀǎ ŀƴ ƛƴŎǊŜŘƛōƭŜ ŜȄǇŜǊƛŜƴŎŜΦ  LΩǾŜ ŀǘǘŜƴŘŜŘ 
many sales programs.  But none as thorough on 
the topic of developing new customers as iSalesέ 

τ John Murphy  
Vice President, WindStar Telecommunications 

 
 

ά¢ƘŜ ǎŜƳƛƴŀǊ ƴƻǘ ƻƴƭȅ ƎŀǾŜ ƳŜ ƴŜǿ ƛƴǎƛƎƘǘ ƻƴ 
new business development, but it provided me 
with a complete new business strategy I can take 
ōŀŎƪ ŀƴŘ ǳǎŜ ƛƳƳŜŘƛŀǘŜƭȅΦέ 

τ Laura Kras 
Senior Sales Consultant, Renaissance World Wide 

 
 

άƛ{ŀƭŜǎ ŜȄŎŜŜŘŜŘ Ƴȅ ŜȄǇŜŎǘŀǘƛƻƴǎΦ  ¢ƘŜ ǘƘƻǳƎƘǘŦǳƭ 
delivery of the complete process made it simple to 
apply to my sales team.  I really enjoyed each 
personal and group application during the three-
Řŀȅ ǘǊŀƛƴƛƴƎΦέ 

τ Karri Eads 
VP, Key Bank  
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DAY ONE 

Drive & Sustain Long-Term Growth 

¢ƘŜ tƻǎƛǘƛǾŜ wŜǎǳƭǘǎ LƴǘŜƭƭŜŎǘǳŀƭ {ŀƭŜǎ tǊƻŎŜǎǎϰ ŦƻǊ 
New Business Development is a thorough 
exploration and practice that solves the dilemma 
of driving and sustaining long-term growth. 
 
Evaluate four critical tools from the Complete 
Customer Portfolio Toolbox: 
1. Differentiate your products and services to 

the decision makers you frequently call  

2. Create your Ideal Customer Profile by 
evaluating your best customers  

3. Identify missing components in your current 
prospecting 
process  

4. Discover a 
systematic process 
to detect your 
ǇǊƻǎǇŜŎǘΩǎ 
challenges and the 
impact on their 
bottom-line 

Read Your Buyer’s Behavior  

Reading buyer behavior is a valuable talent in 
ŘŜǾŜƭƻǇƛƴƎ ƴŜǿ ōǳǎƛƴŜǎǎΦ  ¸ƻǳΩƭƭ ƭŜŀǊƴ ǘƻΥ 

Masterfully engage your prospect with 
communication that suits their personal style  

Understand how to sell to each of  the 16 
personality types  

Discover how your personality type interacts 
with others  

Study how to mirror the traits of your 
prospects and still maintain your unique style 

Practice and hone your reading skills in class 

Learn the motivators that cause prospects to 
make decisions  

Identify the key factors that influence ‘ȅŜǎΩ 
decisions 

Listening Skills Drive Sales 

Listening is often overlooked by sales reps since 
they are inherently taught to speak influentially 
regarding their products or services.   

Gain active listening techniques  

Provide the proper feedback to each 
communication cue  

Identify exact Wants, Issues and Needs  

Listen for buying signs and know when it’s 
time to move the sale forward 

Action-Oriented Questioning  

Our research shows that six in 10 professionals 
spend more than 70% of their time talking instead 
of asking questions and listening.   
 
¢ƘŜ tƻǎƛǘƛǾŜ wŜǎǳƭǘǎ vǳŜǎǘƛƻƴƛƴƎ aƻŘŜƭϰ takes 
the guesswork out of questioning buyers by 
helping you prepare powerful, action-oriented 
questions that are targeted to propel the sales 
process forward. 
 

Increase your success by learning to ask 
quality open-ended questions  

Learn the proven four-step questioning model 
τ  generate responses that win more new 
business opportunities 

Discover when to utilize 
close-ended questions during 
the sales cycle 

Build your own useful 
repository of well-formulated 
questions  

Explore how questioning 
can lead your prospect toward 
owning your services 

DAY TWO 

Become a Top-Producer  
Re-engineer Your Sales Approach  

Overwhelming results show top salespeople 
experience success by customizing solutions 
ǎǇŜŎƛŦƛŎ ǘƻ ǘƘŜ ōǳȅŜǊΩǎ Ƨƻō ŦǳƴŎǘƛƻƴΦ ²ƛǘƘ ǘƘƛǎ ŘŀǘŀΣ 
ȅƻǳΩƭƭ ƭŜŀǊƴ ŀƴ ǳƴōŜƭƛŜǾŀōƭȅ ǎƛƳǇƭŜ ŀǇǇǊƻŀŎƘΦ   

Transform old-school feature/benefit thinking 
to a radically-improved, customer-focused 
methodology to sell more products and 
services now 

Learn to reverse engineer your sale 

Discover why your customers buy 

Fortify Your Toolbox With A 
Complete Lead Generation Strategy 

¢ƘŜ LƴǘŜƭƭŜŎǘǳŀƭ {ŀƭŜǎ tǊƻŎŜǎǎϰ ǎǳǇǇƻǊǘǎ ȅƻǳ ƛƴ 
creating an Ideal Customer Profile. Build a winning 
lead generation program.  

LƴŎƻǊǇƻǊŀǘŜ ȅƻǳǊ ǘƻǇ ŎǳǎǘƻƳŜǊǎΩ ƎŜƻƎǊŀǇƘƛŎΣ 
demographic, and psychographic information 
to build premium new customers 

Learn to build lead programs separate from 
those generated by your marketing 
department 

ά¢Ƙƛǎ ǿƻǊƪǎƘƻǇ ǊŀŘƛŎŀƭƭȅ ŎƘŀƴƎŜŘ Ƴȅ 
ǘƘƛƴƪƛƴƎΦ  LΩǾŜ ōŜŜƴ ƛƴ ǎŀƭŜǎ ŦƻǊ нт ȅŜŀǊǎ 
and prior to this interactive training I 
thought I knew it all. The iSalesϰ 
catapulted me to new heights in my 
ǎŜƭƭƛƴƎ ŎŀǊŜŜǊΦέ 

Rick Schleef, TWI 

A Few Of 

Our Customers: 
AT&T 

Kelly Services 

DAT  

TWI 

Hyatt 

GE 

Marriott 

ESPN 

PR Newswire 

BlueCross/BlueShield 

American Express 
Travel 

Advance Business 
Machines 

Vertical Net 

Sprint 

Citibank 

National City Bank 

Volt Services 

Hollister 

Truex 

WUNI-TV 27 

Darwill Press 

Holiday Inn 

http://www.positiveresults.com/nbd/new_business_development_sales_process_seminar_city_list.asp
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Day Two, continued 

άDǊŜŀǘ ƧƻōΗ  ¢Ƙƛǎ ǿƻǊƪǎƘƻǇ 
is a logical perspective on 
how to build a solid stream 
of new business.  The 
continuous activities and 
role-plays peppered 
throughout the course keeps 
it lively, entertaining, and 
most of all, it imprinted the 
principles solidly in my 
ƳƛƴŘΦά 

 Denise Wottowa  
Medical Recruiters 

Lead Generation Strategy (continued) 

Systematically prioritize your leads  

Enhance your ability to confidently network  

Learn which leads are most likely to buy now 

Repeatable Prospecting Strategy —  
Keeps Your Pipeline Full  

¦ƴƭƛƪŜ ǘǊŀŘƛǘƛƻƴŀƭ ǇǊƻǎǇŜŎǘƛƴƎΣ LƴǘŜƭƭŜŎǘǳŀƭ {ŀƭŜǎϰ 
teaches you to only drive top qualified leads.  

Learn three critical steps to prospecting 
success 

Customize prospecting based on the job 
function of  your buyers  

Engage decision makers in strategic discussions 
that drive business opportunities 

Practice utilizing the iSalesϰ tǊƻǎǇŜŎǘƛƴƎ 
Tactics to increase your odds of qualifying 
prospects 

Command decision maker’s attention in 
prospecting letters and emails 

Build Concrete Business Cases With 
Quantifiable Rationale of Why 
Prospects Should Buy  

¢ƘŜ LƴǘŜƭƭŜŎǘǳŀƭ {ŀƭŜǎ tǊƻŎŜǎǎϰ ŦƻǊ bŜǿ .ǳǎƛƴŜǎǎ 
5ŜǾŜƭƻǇƳŜƴǘ ƛǎƴΩǘ Ƨǳǎǘ ŀ ǇǊƛƴŎƛǇƭŜ ƻǊ ǘƘŜƻǊȅΦ  Lǘ ƛǎ 
the practice of assisting potential customers in 
seeing the value of your solutions and motivating 
them to do business with you. 

Learn, practice and own six key steps to 
position yourself to win more deals by building 
a strong value proposition based on facts 

Study how to associate the impact of a 
prospect’s challenges on their bottom-line to 
your offerings at this seminar with real life 
examples and activities 

Utilize well-designed worksheets to guide your 
discussions during meetings 

Extracting a prospect’s wants, issues and 
needs allows you to build corresponding 
ƛƳǇŀŎǘ ƻŦ ǘƘƻǎŜ ŎƘŀƭƭŜƴƎŜǎ ƻƴ ǘƘŜ ǇǊƻǎǇŜŎǘΩǎ 
bottom-line 

DAY THREE 

Ensure Your Presentations 
Influence Decision Makers 

¢ƘŜ ǊŜŀƭ ǾŀƭǳŜ ƻŦ ǘƘŜ LƴǘŜƭƭŜŎǘǳŀƭ {ŀƭŜǎ tǊƻŎŜǎǎϰ ƛǎ 
how efficiently each step ties into the next.   
 

Present with influential command and power 
 

Evaluate and implement a substantiated 
method of delivering influential presentations 

Construct a completely custom presentation 
based on the Intellectual Salesϰ tǊŜǎŜƴǘŀǘƛƻƴ 
Template 

Practice your presentations during class time 
to guarantee you commit the methods to 
memory 

Efficiently Create Winning Sales 
Proposals  

Imagine a sales proposal that sells as well as you. 
The Intellectual Sales Processϰ Proposal System 
allows you to be creative in thought, while 
providing solid structure for developing a concise 
proposal.  Never confusing customers or 
overwhelming them with basic information, it 
ǎǇŜŀƪǎ ŘƛǊŜŎǘƭȅ ǘƻ ŀ ǇǊƻǎǇŜŎǘΩǎ ōǳǎƛƴŜǎǎ ƻōƧŜŎǘƛǾŜǎΦ 

Learn how to construct proposals specific to 
each prospect’s business situation 

Use the Intellectual Salesϰ tǊƻǇƻǎŀƭ ¢ŜƳǇƭŀǘŜ 
for guidance while you build custom 
proposals 

Understand and incorporate the seven 
components to building rock solid proposals 

Create the framework for proposals that you 
can take away and use immediately 

Negotiations & Closing:  
Get Prospects To Realize Their Business 
Challenges and You will Close 
Opportunities Quicker 
Position yourself as a master negotiator and 
opportunity closer. ¢ƘŜ LƴǘŜƭƭŜŎǘǳŀƭ {ŀƭŜǎ tǊƻŎŜǎǎϰ 
ƛǎ ƴƻǘ ŀ ƎƛƳƳƛŎƪΦ  Lǘ ŘƻŜǎƴΩǘ ŦƻŎǳǎ ƻƴ ǘǊƛŎƪȅ ƻǊ ǿƛǘǘȅ 
closing techniques.   

It teaches you how to evaluate a prospect, present 
your solutions, and gain commitment for the sale.  
In the rare circumstance when you need to 
ƴŜƎƻǘƛŀǘŜΣ ȅƻǳΩƭƭ ƴƻ ƭƻƴƎŜǊ ǿƻƴŘŜǊ ǿƘŀǘ ǘƻ ŘƻΦ  
You will: 

Practice gaining a negotiating stronghold 
based on your business strengths compared to 
ǘƘŜ ǇǊƻǎǇŜŎǘΩǎ ōǳǎƛƴŜǎǎ ŎƘŀƭƭŜƴƎŜǎ 

Construct a negotiation and commitment 
strategy built on proven concepts 

Learn how to maneuver the opportunity based 
on value not price 

http://www.positiveresults.com/nbd/new_business_development_sales_process_seminar_city_list.asp
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In a study conducted by 
Positive Results, sales 
professionals were asked to 
make forty contacts to 
organizations that had never 
purchased their products.   
 
The goal of these phone calls 
was to book a meeting. For 
the first twenty contacts they 
were told to use their normal 
techniques.  The second 
twenty calls, salespeople used 
ǘƘŜ ƛ{ŀƭŜǎ tǊƻŎŜǎǎϰ ǘƘŀǘ 
ŦƻŎǳǎŜǎ ƻƴ ǘƘŜ ǇǊƻǎǇŜŎǘΩǎ 
specific job function and 
mindset. 
 
Outcome: 
On average, the first twenty 
contacts resulted in two 
meetings booked, while the 
ǎŜŎƻƴŘ ǎŜǘ ƻŦ ƛ{ŀƭŜǎϰ ŦƻŎǳǎŜŘ 
calls resulted in over seven 
meetings booked. 

Leading a Sales Force? 

Responsible for leading a sales force to achieve 
financial goals, drive profit margins, and sell your 
solutions? 

 
The Intellectual Sales Processϰ ǇǊƻǾƛŘŜǎ 

managers with valuable tools to benchmark 
individual team members AND ǘƘŜ ŜƴǘƛǊŜ ŦƻǊŎŜΩǎ 
success.   

 
This workshop is filled with valuable resources for 

active sales professionals while also providing 
necessary strategies for managers. 

 

Helping you to… 
 

tǊƻǇŜǊƭȅ ƳŀƴŀƎŜ ŜŀŎƘ ǎŀƭŜǎǇŜǊǎƻƴΩǎ ǇƛǇŜƭƛƴŜ 

Coach inefficiencies 

Raise productivity by helping move deals 
through the pipeline 

Ensure your sales team only works qualified 
opportunities 

Ultimately drive more revenue to your bottom-
line 

Course Purpose 

The purpose of this course is to teach 
both managers and sales professionals 
an improved method to capitalize on 
more new business opportunities.  
The course provides participants with 
core skills necessary for selling like 
reading buyer personality, 
questioning and listening; however, 
the main objective of the course 
focuses on a proven new business 
development strategy. 
 
Participation in the workshop equips 
your team, and you, with the skills to 
drive revenue.  Whether your 
organization is experiencing a revenue 
shortfall or you seek to outpace 
growth projections, iSalesϰ ǇǊƻǾƛŘŜǎ 
strategies to generate quality leads 
and produce qualified prospects for 
your pipeline; engrains a process in 
you making it easy to leverage a 
ǇǊƻǎǇŜŎǘΩǎ ŎƘŀƭƭŜƴƎŜǎ ǘƻ ōǳƛƭŘ ŀ 
powerful business case; finally, 
it provides you with the 
methods to formulate 
influential presentations and 
proposals. 
 
The Intellectual Sales Processϰ 
is a proven method and is 
utilized by some of the best 
organizations in America.   
 
Register today or call 
1.800.926.5953 with questions. 

ά¢Ƙƛǎ ŎƻǳǊǎŜ ŘŜƭƛǾŜǊǎ ŀƴ ŀǇǇǊƻŀŎƘ ǘƘŀǘ 
makes sense and works well for our 
business.  Our solutions are made of 
both services and products.  iSales 
immediately helped us to rethink how 
we approach new business 
ŘŜǾŜƭƻǇƳŜƴǘΦέ 

T. Wade, National Sales Manager 
DAT Services 

What You Will Learn... 

Target and generate more qualified leads 

Correctly identify quality prospects 

Learn how to prioritize and manage prospects 

Establish and maintain an intelligent sales 
process 

¦ƴŎƻǾŜǊ ȅƻǳǊ ǇǊƻǎǇŜŎǘΩǎ ǘǊǳŜ Wants, Issues, 
and Needs (WIN Analysis) 

Effectively guide prospects through the sales 
process 

Strategically position yourself as a partner to 
your prospects  

Learn how to be a more persuasive presenter 

Write more winning proposals 

Master the art of negotiation 

Shorten your overall sales cycle 

http://www.positiveresults.com/nbd/new_business_development_sales_process_seminar_city_list.asp
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Applied Learning 

The Intellectual Sales Processϰ ŦƻǊ bŜǿ .ǳǎƛƴŜǎǎ 
Development works because it maintains a 
consistent message throughout the sales cycle.   
 
Other courses may offer similar concepts but fail 
to deliver the synergy of a complete process from 
lead generation to winning an opportunity. 
 
You leave this course with a plethora of skills that 
you can actually apply to your 
professional life and begin using 
immediately. 
 
Positive Results believes practice does 
make perfect; therefore, we empower 
you to practice each skill taught in the 
seminar.  All learning activities are 
delivered in a controlled environment, 
with positive and constructive feedback. 

A Valued Customer... 

I just wanted to take this opportunity to 
thank you for all the wonderful work that 
we have achieved together since we started 
our relationship in 2002.  Because of 
Positive Results assistance in helping us 
create and develop a true sales team, our 
company has achieved high performing 
success.  Since 2001, with SARS and 9-11, 
our industry has been in a serious 
ŘƻǿƴǘǳǊƴΦ  .ȅ ŀǇǇƭȅƛƴƎ ǘƘŜ ƛ{ŀƭŜǎ tǊƻŎŜǎǎϰ 
and sales management system that 
Positive Results tailor made for our company, the results have been outstanding. 

Not only are we No. 1 in our industry, but many of our competitors have failed to stay in 
business or retain great employees during this time.  Last year alone, we achieved 65% more 
shipments in our Aerospace Sales and 35% more shipments in our High Tech Sales.  These 
performance improvements have already led to a successful first quarter this year, where we 
have beaten our forecast and doubled our profits.  We have had a complete turnaround from 
negative profit in the first quarter 2005, to a major profit in 2006.  Our sales staff and project 
managers, as well as the rest of the company, who rely on Company Quarterly Bonuses are 
going to love the bonuses this quarter! 

I never thought we would see such improvement , but the guidance, support, mentoring, 
coaching, and honesty that Positive Results created in our relationship has allowed our 
company to endure through some seriously hard times to reach great and rewarding success.  
Thanks for the friendship and for sharing your skills with us!  

Greg Keh, Executive VP, TWI Group, Inc. 

άL ŀƳ ǘƘƻǊƻǳƎƘƭȅ ŀƳŀȊŜŘ ŀǘ Ƙƻǿ 
quickly my team has been able to 
completely implement the 
ǎǘǊŀǘŜƎƛŜǎ ƻŦ ǘƘƛǎ ŎƻǳǊǎŜΦ  ²ŜΩǾŜ 
experienced a 27% increase in our 
revenue in last quarter since my 
team completed the [iSales  
tǊƻŎŜǎǎϰ ŦƻǊ bŜǿ .ǳǎƛƴŜǎǎϐ 
ǿƻǊƪǎƘƻǇΦέ 

David Morsilli 
Director of Sales, Lucent Technologies 

You Also Receive... 
 A CD filled with 

Worksheets 

Templates 

Sample Letters 

Presentations 

Proposals 

Positive Results 

Established in 1994, Positive Results works 
with various organizations nationally in a mixture 
of industries ranging from service companies, 
manufacturing, personnel, financial services, 
logistics, content management, and software.  
All of these companies all have one thing in 
common, each sells business to business and 
strives to build profitable revenue streams. 

 
The Research and Development Positive 

Results performs is comprehensive.  We assist 
sales teams in building proven processes and 
methods that help individuals and organizations 
succeed.   

 

Many of our works are seen in places like: 
Selling Power Live 

Entrepreneur Magazine 

Sales & Marketing Management 

Psychology Today 

Sales Executive News 

Fortune Small Business 

http://www.positiveresults.com/nbd/new_business_development_sales_process_seminar_city_list.asp
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FAX, MAIL, OR PHONE YOUR REGISTRATION 

REGISTER ONLINE www.PositiveResults.com 
Please duplicate this form for additional participants 

Main Contact  Mr.  Ms.  Dr. __________________________________________ 
 
Job Title_______________________________________________________________ 
 
Company______________________________________________________________ 
 
Address_______________________________________________________________ 
 
City_________________________ State____________________ Zip______________ 
 
Country_______________________________________________________________ 
 
Telephone (______) ____________________ Fax (______)______________________ 
 
E-Mail_________________________________________________________________ 

 
Participant Name   Mr.  Ms.  Dr. ________________________________________________ 
 
Job Title__________________________________________________________________ 
 
E-Mail_____________________________________ Phone (_______)________________ 
 
Participant Name   Mr.  Ms.  Dr. ________________________________________________ 
 
Job Title__________________________________________________________________ 
 
E-Mail_____________________________________ Phone (_______)________________ 
 
Participant Name   Mr.  Ms.  Dr. ________________________________________________ 
 
Job Title__________________________________________________________________ 
 
E-Mail_____________________________________ Phone (_______)________________ 

Participant Information 

Intellectual Sales Processϰ for New Business Development                    

Please Select One:                                                                                                   Amount Billed:$_________ 
  #NBD11072007 November 14-16, 2007, Atlanta, GA $1,950/person 
  #NBD12122007 December 12-14, 2007, Houston, TX $1,950/person 
  #NBD12172007 December 17-19, 2007, Dallas, TX $1,950/person 
Discount for two participants $1,750/person and three or more $1,550/person 

 
Select your payment option 
  Check enclosed (payable to Positive Results, LLC) 
  Bill me (must pay 30 days prior to attending) 
 

            
 
Name on card________________________________________________________________________ 
 
Card #_______________________________________ CVV #_________ Exp. Date ________________ 

FAX  - MAIL 
Positive Results 
32818 Walker Road, Suite 103 
Avon Lake, OH  44012 

 

FAX: 1.888.926.5953 

Cancellations and transfers 
are accepted without charge if 
written notification is received 
at least 30 days prior to the 
programôs starting date.  
Cancellations received 29 to 
15 days prior will be charged 
25 percent of the total program 
fee.  Those canceling 14 days 
prior or ñno-showsò are liable 
for full tuition. 
 
Transfer requests 
received within 30 days of the 
program start will be subject to 
a $200 transfer fee to cover 
administrative costs.  Any late 
transfers followed by a 
cancellation will be charged 25 
percent of the program fee.  
Transferees will have a period 
of one year from the date of 
their transfer request to attend 
a subsequent program 
offering.  After a one-year 
period, tuition fees will be 
forfeited.  Transferees will be 
required to pay fee increases, 
should any take place. 
 
Substitutions 
of registrants in a session may 
be made, without penalty, any 
time prior to the programôs 
commencement. 
 
Photo Rights 
Positive Results reserves the 
rights to use photos taken 
during seminar activities for 
promotional purposes. 
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32818 Walker Road, Suite 103 
Avon Lake, OH  44012 
 
1.800.926.5953 ext. 301 

Register Today! 
3-Day Sales  
Seminar 

Place 
Stamp 
Here 

Implement an end-to-end 
new business development process built on proven 

concepts to raise productivity and drive revenue. 

Intellectual Sales 

ProcessÊ for 

New Business Development 

November 14-16, 2007 - Atlanta, GA 
December 12-14, 2007 - Dallas, TX 
December 17-19, 2007 - Houston, TX 
January 14-16, 2008 - Chicago, IL 

Also Coming to: 
Phoenix  Los Angeles  San Diego  San Francisco   Denver  

Tampa  Philadelphia  Minneapolis 

ά¢Ƙƛǎ ŎƻǳǊǎŜ ǇǊƻǾƛŘŜǎ ōƻǘƘ ǘƘŜ ƛƴǘŜƭƭŜŎǘǳŀƭ ŦŀŎǘǎ ŀƴŘ ƛƴǘǳƛǘƛǾŜ ǎƪƛƭƭǎ 
ǿǊŀǇǇŜŘ ƛƴǘƻ ŀ ǘƻǘŀƭ ǎŀƭŜǎ ǇǊƻŎŜǎǎΦ Lǘ ǿƻǊƪǎΦέ 

Bob Weiner, Vice President 
Copyright Clearance Center 

Intellectual SalesIntellectual Sales  

ProcessProcessÊ  forfor 

New Business DevelopmentNew Business Development  
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