[image: image1.jpg]MILLER  Man





[image: image2.png]




DAY ONE: 

7:45 – 8:30 
Continental Breakfast

8:30 – 9:30 
Leader Training Overview


Program Content Review:

9:30 – 10:15
Introduction (Slides 1-7)*

10:15 – 11:15 
Basic Premise and Change (Slides 8-12)*

11:15 – 12:00 
Strengths, Red Flags and Single Sales Objective (Slides 13-18)

1:00 – 1:30 
Euphoria Panic (Slides 19-21)

1:30 – 3:00 
Buying Influences and Degree of Influence (Slides 22-35)*

3:00 – 4:00 
Modes and Ratings (Slides 36-46)*

4:00 – 4:45 
Facilitation Preparation 

4:45 – 5:00 
Assignments for Day Three Practice Facilitation:





Introduction




Basic Premise and Change




Buying Influences and Degree of Influence

DAY TWO:

7:45 – 8:30 
Continental Breakfast

8:30 – 9:00
Overview of Day Two and Questions


Program Content Review-continued:

9:00 – 10:15
Win-Results (Slides 47-60)*

10:15 – 10:30
Evening Opportunity and Day Two Kick-off  (Slides 61-62)

10:30 – 11:15
Getting to the Economic Buyer (Slides 63-68)

11:15 – 12:00
Competition (Slides 69-74)

1:00 – 1:45 
Ideal Customer Profile (Slides 75-77)

1:45 – 2:30 
Sales Funnel (Slides 78-86)*

2:30 – 4:00 
Blue Sheet Session (Slides 87-91)*

4:00 – 4:30
Wrap (Slides 92-93)

4:30 – 5:00 
Assignments for Day Three Practice Facilitation:





Modes and Ratings




Win-Results





Sales Funnel





Blue Sheet Session
DAY THREE:

7:45 – 8:30 
Continental Breakfast

8:30 – 9:00
Overview of Day Three and Questions

9:00 – 5:00 
Participant Practice Facilitation

6:00 – 8:00
Leader Training Dinner

DAY FOUR:

7:45 – 8:30 
Continental Breakfast
8:30 – 9:00 
Overview of Day Four and Questions

9:00 – 11:00
Departmental Presentations:





Legal





Client Services





Marketing





Sales Access ManagerSM
11:00 – 12:00
Leader Training Wrap-Up and Assessments

* These modules will be practice taught by the participants on Day Three. Slide numbers refer to participant binder slides they will be using.
Program Times:

• Continental Breakfast served each day from 7:45-8:30.

• Leader Training 8:30-5:00 Days One-Three, and 8:30-12:00 on Day Four.

• Lunch each day from 12:00-1:00. Staff may attend, but no presentations.

• Morning and afternoon breaks will be provided.

• Formal evening dinner on the night of Day Three.
Strategic Selling® Leader Training Institute Program Agenda
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