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If you’re tired of outdated 
and high-pressured sales 
development programs, 

SalesLeadership can help. 

We are the only sales 
training firm integrating 

emotional intelligence skill 
training with consultative 

sales skill training.

Close the knowing 
and doing gap!

EI SELLING® PROGRAM

Emotional Intelligence For  

SALES SUCCESS



DAY 1 WORKSHOP 
8 a.m. – 4:30 p.m. 

Emotional Intelligence For Sales Success 
Most salespeople know what to do. However, In 

tough selling scenarios, emotions start running the 
meeting rather than effective selling and influence 
skills. Emotional intelligence training bridges 
the knowing and doing gap to help salespeople 
consistently execute hard selling skills. Learn 
why EQ is the competitive advantage for sales 
organizations. 

Business Development – Converting Contacts To 
Clients 

Salespeople learn how to create value 
propositions that emotionally connect with 
prospects and create a clear differentiator from 
the competition. Participants walk away with a 
proactive business development plan to insure a 
full sales pipeline of qualified opportunities. Learn 
the power of delayed gratification in creating sales 
results. 

Managing Expectations – Creating Partnerships--
Not ‘Vendor-ships’

Learn how assertiveness and self-regard help 
salespeople position themselves and the company 
as partners not vendors. Salespeople learn how to 
set expectations for a consultative sales meeting 
instead of a product dump meeting. Eliminate chase 
mode, vague next steps and second meetings with 
unqualified prospects. 

DAY 2 WORKSHOP
8 a.m. – 4:30 p.m. 

The Prospect’s Story – The Sales Street Journal 
It’s the end of the month and the sales 

forecast looks good until you really dig into 
the salesperson’s pipeline. The pipeline is full 
of unqualified opportunities. In this powerful 
workshop, salespeople learn the 10 best qualifying 
questions that eliminate practice proposals. 
Participants learn how empathy, reality testing 
and impulse control improve their ability to ask 
tough questions and great questions. 

Decision Tree – How and Why Companies Make 
Decisions 

Top salespeople know how to leverage their 
interpersonal skills and problem solving skills 
to gain access to the elusive decision makers. 
Avoid getting stuck with non-decision makers. 
Participants learn the DISC communication 
model and how to sell and connect with different 
personality styles. 

Included in the two-day boot camp: 
• Emotional Intelligence Assessment
• DISC Assessment 
• Book – Emotional Intelligence For Sales  

Success 
• Book Study Guide – A sales management 

tool for reinforcing soft and hard skills 
• Templates – Value proposition, call 

debriefing, pre-call planning 
• ‘Take 10 Program’ – An eight week self-

study course 
• Breakfast and lunch both days

EI SELLING® BOOT CAMP
A roll-up your sleeves, interactive, real world sales training workshop. 

Learn selling tools and tactics that can be applied immediately. 

“I just won a project worth over 
$200k in revenue using the 
prospecting techniques taught 
during the Ei Selling® program.” 

Producer, Property and Casualty

 “I ended up with the #1 team within 
the entire company by using the Ei 
Selling® methodology and was  
promoted to VP of Sales for the  
Mississippi Valley Region.”

VP of Sales, Distribution Company



EI SELLING® EDGE
Half-Day Reinforcement Sales Labs

#1: Likeability – Accelerating Trust and 
Rapport 

Prospects and customers have different 
personality style. One decision maker buys on data, 
another decision maker buys on bottom line results. 
Salespeople often don’t know how to identify who 
they are communicating with and how to change up 
the sales conversation. The result is no rapport and 
no sales. 

In this workshop, salespeople learn how to 
identify their buyer’s communication style and 
adapt their approach and questions to create 
compelling and comfortable sales conversations. 

Learn the power of empathy and interpersonal 
skills in building high trust relationships. 

#2: Sales Call Reversal – Negotiation Skills 
101

Salespeople react emotionally when hearing 
statements from prospects such as, “We’re not sure 
if we need to do this…..What makes your company 
different….Is this the best you can do?” In this 
workshop, salespeople learn powerful selling and 
influence skills that eliminate discounting, practice 
proposals and long sales cycles. 

Learn how emotional self-awareness and 
impulse control help salespeople stop buckling 
under tough negotiations. 

#3: Optimism, Attitude and Resilience 
Research shows that Optimism, an emotional 

intelligence skill, is a key differentiator between 
average salespeople and top sales producers. 
Optimistic salespeople bounce back quicker from 
adversity and learn from their mistakes. In this 
workshop, salespeople learn how to eliminate fear 
of failure AND apply lessons learned from failure. 

Learn how optimism reduces stress and 
improves sales results. 

#4: Prospecting – Filling the Sales Pipeline 
Hard working salespeople waste of lot of time 

and effort because they have not learned proven 
principles of influence that convert contacts to 
qualified opportunities. This robust workshop helps 
salespeople eliminate generic, boring and one-size 
fits all value propositions. Participants learn how to 
effectively use Linked and email prospecting to gain 
access to the right decision makers. 

Learn how empathy creates an emotional 
connection with prospects, on-line or in person. 

#5: Dollarizing ‘Pain or Gain’ 
Salespeople run into price objections because 

they don’t know how to quantify the visible 
and invisible value they bring to prospects and 
customers. In this workshop, participants learn 
how to leverage business acumen to help prospects 
discover the full impact of their ‘pain.’ Stop losing 
to price and status quo. 

Learn how problem solving skills help close 
business at full margin. 

#6: Summary and Transitions 
This workshop is a great review of all selling 

stages and skills needed to close business at 
full margins. Salespeople have an opportunity to 
identify gaps are in their current sales process 
and how to improve. Participants gain insights 
on how to smoothly move through the sales 
process to create genuine and authentic business 
conversations. 

Learn how delayed gratification produces hard 
sales results. Perfect practice makes perfect. 

“SalesLeadership’s approach to 
sales and business is practical, 
smart and gets results.”

Account Manager, Telecommunications Company



EI SELLING® PROGRAM CALENDAR
2016

Sales Webinars 
11 a.m. - 12 p.m. MST 
 
January 11  
Prospecting & Lead Generation 
 

February 8  
Prospect’s Story
 

March 14  
Time Management & Sales  
Success 
 

April 11  
Sales Stumpers - Dealing with 
objections  
 

May 9  
“Dollarizing the Pain or Gain” 
 

June 13  
Likeability 
 

July 11  
Prospecting Part II 
 

August 8  
Advanced Listening &  
Questioning Skills 
 

September 12  
Sales Call Reversal - Negotiation 
101  
 

October 10  
Customized Value Propositions 
 

November 14  
Setting & Getting Agreements 
 

December 12  
Goal Setting and Revenues 
 

Ei Selling®  
Boot Camp 
8 a.m. - 4:30 p.m., both days

February 4 - 5 
April 7 - 8 
June 9 - 10 
September 15 - 16 
November 10 - 11 

Ei Sales  
Management® 
‘Take the Lead’ 
Workshops 
8 a.m. - 4:30 p.m., both days
 
February 25 - 26 
October 13 - 14 
 
Topics: 
•	 Training & Coaching 

Skills 
•	 Hiring Top Sales  

Talent 
•	 Managing Results, Not  

Excuses 
•	 Scaling Revenues

Half-Day Sales 
Labs 
1 - 4:30 p.m., SalesLeadership 
Training Room 
 

January 18 - Lab #1 
Likeability 
 

March 21 - Lab #2 
Sales Call Reversal 
 

May 16 - Lab #3 
Optimism, Attitudes and  
Resilience 
 

July 18 - Lab #4 
Prospecting 2.0 
 

September 19 - Lab #5 
Dollarizing Pain or Gain 
 

November 21 - Lab #6 
Summary and Transitions 
 
 
 
 
 

“I have worked with five different sales coaching/
training groups over the years. SalesLeadership 
is head and shoulders above all, including 
SalesLeadership’s brilliant ability to build value props 
in a group setting on the fly. That has been a game 
changer for my company.” 

CEO, Technology Company

www.salesleadershipdevelopment.com


