
 

Center for Organizational Energy, Inc. 
 

Sales Pro Professional Selling System 

Sales Pro PSS
,
 is delivered as a 2-day classroom program.   

Salespeople develop the face-to-face selling skills needed to promote an open                       

exchange of information and reach mutually beneficial sales agreements.                            

This is a research-based sales training program designed to help                                              

salespeople incorporate a consistent and repeatable selling approach.                                             

World Class Sales Training 

 



WORLD CLASS SALES & LEADERSHIP TRAINING 

 
Center for Organizational Energy is a leader in providing customized sales training solutions that get results.  

We believe that the highest level of selling is when sales professionals transform client meetings into problem 

solving opportunities. Participants in our program learn a specific  process and the skills that make that      

happen. 
 
Change occurs when participants embrace the desire to learn, self-discover, develop skills, attitudes and    

behaviors to reach their next level. Our programs provide participants with the opportunity to leverage their 

strengths, identify areas of growth, and as a result improve sales performance. 
 
A companyôs investment in employee training says, ñYouôre a valued employee, and your personal growth          

is important to us. All companies have one thing in common - they survive and thrive by creating and         

maintaining satisfied customers through their people.  Human talent and effort will always determine who     

wins and who loses. Who leads that talent? Who motivates that human effort? Who points that collective          

talent and effort in a shared direction to achieve real business results? 

Thank you for your interest in  
Sales Pro Professional Selling System. 
 

Please take a few moments to read this brochure and see how we can increase profits 
and sales for your business today! 
 

With over 25 years of experience, Jim and Joanne Ullery and Center for Organizational Energy are a leading 

sales, management and leadership and curriculum development provider. We offer a fully customized        

curriculum of sales strategy, selling skills, negotiation, consulting, customer service, management and        

leadership programs that support our clientsô objectives and drive sales results.  We provide both customized 

in-house sales and sales coaching training and public session sales programs, as well as negotiation,        

prospecting, customer service, team building, leadership and management training. 

We recognize that every sales organization is unique and the needs and skills 

required to develop salespeople vary. Our in depth customization helps to        

ensure that we address the needs and challenges of each client to improve 

3630 Sabal Springs Blvd., North Fort Myers, Florida    239-599-8408       
Jim@c4oe.com        Joanne@c4oe.com   



 

WORLD CLASS SALES & LEADERSHIP TRAINING 

Public Session/Open Enrollment Course 

Sales Pro PSSð2 full days  

Upcoming sessions: 

December  13 & 14, 2017 in Fort Myers, Florida $1,695 per participant 

April 11 & 12, 2018 in Fort Myers, Florida $1,695 per participant 

June 27 & 28, 2018 in Fort Myers, Florida $1,695 per participant 

September 19 & 20, 2018 in Fort Myers, Florida $1,695 per participant 

December 12 & 13, 2018 in Fort Myers, Florida $1,695 per participant 

In addition to this program, one-on-one sales coaching is available. 

Group discounts are available. Contact us for more information. 

239-599-8408 / Jim@c4oe.com / Joanne@c4oe.com 

Are you looking for a sales course for yourself or for  

individuals within your organization?  

Our open enrollment sales courses are the most cost effective way of training individual salespeople in your      
organization, at short notice or in small groups without having to bring the training in-house. Our sales courses    
are delivered in a dynamic and interactive way. Your salespeople will get to engage and share best practices    
with other sales professionals from different industries and sectors from around the world. 

Sales Pro Professional Selling System (PSS) Benefits 
 
¶ Sales Pro PSS equips attendees with a process to conduct a sales call in a way that leads to mutually 

beneficial decisions with customers and long-term customer relationships. 

¶ Attendees will receive the reinforcement and support critical to increasing skill use and on-the-job                                  

effectiveness. 

¶ Attendees will succeed by helping their customers succeed.                                                                                    

¶ Attendees will acquire the skills and competencies that will set themñand their organizationñapart 

from the competition. 

¶ Attendees will develop a common process and language around selling, with the customer at the       

center of their model. 

¶ Attendees will increase their sales effectivenessñmore appointments, shorter sales cycles, improved 

win rates.  

¶ Attendees will develop a better understanding of their customers, their needs, and their buying               

process. 

¶ Attendees will learn to sell and negotiate based on value, not price. 

 
 

Discover how to close more sales, influence decisions and exceed customersô needs! 
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-ÁÎÙ ÙÅÁÒÓ ÁÇÏ !ÌÁÎ #ÉÍÂÅÒÇ ÓÁÉÄ ÔÈÅÓÅ ×ÏÒÄÓ ÔÈÁÔ ÁÒÅ ÓÔÉÌÌ 

ÖÅÒÙ ÔÒÕÅ ÔÏÄÁÙȟ Ȱ3ÔÏÐ 3ÅÌÌÉÎÇ ÁÎÄ 3ÔÁÒÔ (ÅÌÐÉÎÇ Ȣ 7ÈÅÎ ÙÏÕ 

ÓÅÌÌ ÙÏÕ ÄÏ ÓÏÍÅÔÈÉÎÇ ÔÏ ÐÅÏÐÌÅ ÁÎÄ ×ÈÅÎ ÙÏÕ ÈÅÌÐ ÙÏÕ ÄÏ 

ÓÏÍÅÔÈÉÎÇ ÆÏÒ  ÐÅÏÐÌÅȦȱ  

Some Important Concepts Included in  
Sales Pro Professional Selling System (PSS)  
 
Dealing with change is one of the most important and un-taught concepts in sales.  The salesperson moves 
onto their next sale once a client purchases.  Sales Pros continue to help the customer through the ensuing 
chaos of change until the new system is an established practice. 
 
Another current and under taught concept is of customer indifference. Indifference is faced by sales              
professionals is one of the easiest for customers to use. It generally comes up during the very beginning of a 
sales process when a customer claims to simply have no desire in a companyôs product or service. This          
concern is indifference. It is when a customer doesnôt care and sees no need to change the status quo.            
What does indifference sound like? 
 
¶ ñWeôre perfectly happy with our current provider and have no desire to change.ò 

¶ ñNot right now.  Check back with me in a year as things may have changed by then.ò 

¶ ñI received all your material and have your contact information. Should we review it and                          
decide to proceed, we will give you a call.ò 

As A SALES PRO PSS Graduate, You Will Have the Ability to Repeat SALES PRO PSS at      
No Additional Fee  You are free to attend any future SALES PRO PSS public session held by 
C4OE  in part or full without additional fees as many times as you wish on a space available basis. 
You must bring your SALES PRO PSS materials from the  prior class or purchase new materials.           
In the case of a  book version update, you may be required to purchase a new book.  
 
If A SALES PRO PSS Graduate Leaves Your Company Within 1-Year of Completing SALES 
PRO PSS  Your company will have the ability to enroll a ñreplacement salespersonò in any public 
session SALES PRO PSS held by C4OE on a space available basis with no additional fees, other 
than a new SALES PRO PSS book and materials.  
 
Should You Leave Your Present Company, As A SALES PRO PSS Graduate  You are free to 
attend any future SALES PRO PSS public session held by C4OE in part or full without additional 
fees on a space available basis.  You must have your new employerôs senior  leadership sign off on 
your attendance.  You must bring your SALES PRO PSS materials from the  prior class or purchase 
new materials.  In the case of a  book version update, you may be required to purchase a  new 
book.  Our clients tell us that education attracts excellent employees and having this guarantee in 
place helps assure education plays a part.  Please do not forget  to let your new employer know 
about this valuable  training benefit that you enjoy. 
 
Free Ongoing Email and Telephone Support for Attendees 

WORLD CLASS SALES & LEADERSHIP TRAINING 

http://www.consultingsales.com/tips/Perseverance_Yourself.html
http://www.consultingsales.com/tips/Perseverance_Yourself.html
http://www.consultingsales.com/tips/Recommending_Solutions_Your_Customer.html
http://www.consultingsales.com/tips/sales_training_Keeping_Track_%20Your_Accounts.html

