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-LICENSED SALES TRAINING-
…A REVOLUTIONARY CONCEPT CAPITALIZING ON ELECTRONIC DISTRIBUTION
LICENSED SALES TRAINING’S EXCLUSIVE BENEFITS:
	· Unlimited client reproduction provides huge cost-savings

· Select from 33 world-class sales/sales manager workshops 

· Three license options eliminate workbook purchases   

· Customize/integrate from electronic formats

· Re-purpose content in any format

· Use throughout enterprise and with distribution channels 


Overview, license fees, curriculum, process details→
Porter Henry & Co., Inc., 455 East 86th St., New York, NY 10028
212-953-5544   www.porterhenry.com
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PORTER HENRY & CO., INC. CAPABILITY

Porter Henry & Company is a global sales and sales management training organization with 65 years of successful experience.  We offer total custom-design and full services such as consulting, salesforce studies, facilitation, along wih the most extensive curriculum available:  33 world-class workshops that can be integrated and customized as needed. 
 Porter Henry Co. was honored for third consecutive year as a  global Top 20 Sales Training Company. 
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ABOUT PORTER HENRY & CO. INC. CURRICULUM 

	The entire workshop and distance learning curriculum was developed by Porter Henry & Co. in partnership with 139 Fortune 500/1000 sales organizations. Sponsors funded specific programs, enabled research, shared best practices, and validated each program with their salesforces. Sponsors received a significant ROI for their participation and input.  


ABOUT SALES RESULTS

	· Weight Watchers Corporate Solutions, undergoing a transition from service to sales culture, supported by extensive sales training and sales manager development (variety of workshops), achieved an increase of 35% in revenue six months after completion of training.

·  A Dannon Yogurt  National Account Mgr. used concepts/tools in our Value-Driven Selling workshop to close a million dollar sale immediately after completing a Dannon customized workshop. 
· Household International conducted a pilot with a hundred salespeople and sales managers before training their entire salesforce. Employing our SalesAbility and Sales Coaching courses in tandem, the trained sales teams achieved a 10.4% sales increase over their non-trained sales reps.

· Deluxe Financial sales managers had a 21% overall gain in 30 coaching skills, as assessed by their salespeople, employing our Coaching Activity Profile (CAP measurement tool), before/after Field Coaching.
· Success with Value-Added Negotiating resulted in an 8% increase in sales closed within profit margins for Eyeblaster, a digital advertising firm.


LICENSED SALES TRAINING PLAN OVERVIEW
Licensed Sales Training, an exclusive Porter Henry Co. offering, provides sales organizations with three revolutionary license options. All three  licenses enable clients to enjoy the benefits of unlimited reproduction,  customization, re-branding, adding up to significant cost-savings. 

The Subscription License offers clients short-term access to our world-class curriculum for a variety of uses:  one-time events like a national sales meeting or product launch, for “piloting” purposes, or use during a short-term training roll-out.  The Subscription License is good for three months, can be extended on a monthly basis for up to six months, or converted to Annual or Perpetual License arrangements.

An Annual License provides the same unlimited benefits but is ideal for clients who anticipate their needs for a particular course(s) to be completed within one year.  The Annual License can be converted to a Perpetual License before it terminates at year-end.

The Perpetual License offers the full benefits of Licensed Sales Training for perpetuity, the equivalent of corporate ownership with unlimited use for life.
LICENSE FEES PER COURSE 

	SUBSCRIPTION LICENSE FEE
	ANNUAL LICENSE FEE
	PERPETUAL LICENSE OWNERSHIP FEE

	$6,000 for 3 months, $2000/month after; expires in 6 months
(all workshop offerings)
	$15,000/course for each workshop offering
	$50,000/2-day course

$30,000/1-day course
$20,000/1/2 day course



	Investment to date can be converted to  Annual or Perpetual License
	Fee can be converted to Perpetual License within 6 months
	Provides client with unlimited use for perpetuity (ownership)


SalesDrive Performance Improvement Package:  $5000 (ownership)
Clients contract with Porter Henry as follows:
1.  Client handles all reproduction, distribution from electronic masters.

2.  Content can be integrated, customized, re-purposed, re-branded. 
3.  PHCO provides optional train-the-trainer/customization at quoted fees.

4.  Perpetual license fee (above) provides ownership.

5.  Subscription or Annual Licenses, when expired, prohibit future use/reproduction.   

Details on 33 world-class workshops follow→
PORTER HENRY SALESFORCE CURRICULUM LIBRARY
1. SALESABILITY  SERIES [CORE SALES TRAINING WORKSHOPS] 

	Title/Length
	Content Overview
	Unique Features
	Media Support

	SalesAbility II 

[2 days]
	Sales call planning,  lead-in, identifying needs, presenting benefits, handling objections, closing
	Consultative model, FOCUS questioning process, listening, negotiating to close, building relationship
	LG, WBK, PPTS, PWA, Toolbox, Video, In-field assignments,

	Account Territory/Portfolio
Management

[1 day]
	Allocating calls based on ROI, managing time
	Determine (EV)  Expected Value of accounts, routing by frequency/potential   
	LG, WBK, PPTS, PWA, Toolbox

	Prospecting for New business

[1 day]
	Telephone and related methods for prospecting, tracking results
	How to plan cold calls, sell appointment , qualify customer, handle gatekeeper, voicemail challenge
	LG, WBK, PPTS, PWA, Toolbox

	Achieving a Competitive Edge

[1/2 day]
	Preparing a competitive comparison to head off real or potential threat
	Using TOP tool to analyze “total offering”, how and when to present to customer 
	LG, WBK, PPTS, PWA, Toolbox

	Presenting Value-Added Benefits [1/2 day]


	How to quantify value-added (free) services to “recapture” value and differentiate
	Using IMPACT resources and QPA formula to quantify cost or benefit
	LG, WBK, PPTS, PWA, Toolbox

	Selling to Multi-Level Decision-Makers [1/2 day]
	Identifying decision-makers, selling high, wide, and deep 
	Analyzing account decision process, decision-makers,  opportunities, gaining access
	LG, WBK, PPTS, PWA, Toolbox

	Implementing Account Strategies

[1/2 day]
	Introduces a variety of strategies and tactics for account penetration
	Defines skills vs. strategy; covers strategies like setting up a “coach”, team sell, negotiating, etc.    
	LG, WBK, PPTS, PWA, Toolbox

	Introduction to Selling [2 days]
	Basic selling course for people who have not sold before or have “indirect” sales responsibility
	Ideal course for (1) potential sales people and (2) for those with customer contact, internal sell  
	LG, WBK, PPTS, PWA, Toolbox


MEDIA: LG=Leader Guide, WBK=Workbook, PPTS=PowerPoints, PWA=Prework

2. ACCOUNTABILITY SERIES [ADVANCED, STRATEGIC WORKSHOPS]

	Title/Length
	Content Overview
	Unique Features
	Media Support

	Strategic Business Development

[2 days]
	Provides tools and 3 major strategies for penetrating complex accounts, variety of sub-strategies
	Account analysis, action plan process;

Alignment, Multi-Level Selling, 

Allocation of 

Resources strategies
	LG, WBK, PPTS, PWA, Toolbox

	Value-Added Negotiating 

[2 days]
	How to plan and execute effective negotiations 
	Negotiating styles test, how to plan negotiation, use 10 tactics, offset customer tactics, team negotiating
	LG, WBK, PPTS, PWA, Toolbox, Video

	Strategic Multi-Level Selling 

[1 day]
	Selling high, wide, and deep in complex accounts (advanced version of ½ day workshop)
	Strategic Multi-Level Selling tool (MAP) to navigate account, gain access with 10 tactics 
	LG, WBK, PPTS, PWA, Toolbox

	Team Selling

[1 day]

Can be expanded  with  “team building” content 
	Covers team planning steps, sales calls, planning and delivery of “finalist” presentation 
	Planning “finalist” presentation using R-E-A-D profile to present to decision  committee
	LG, WBK, PPTS, PWA, Toolbox, Video

	Consultative Selling

[1 day]
	In-depth, value-added consultative selling to identify customer profit opportunities, help develop and sell-in solution 
	Employs OAG (Opportunity Analysis Grid) to identify problems, IMPACT process to quantify and project value of solution  
	LG, WBK, PPTS, PWA, Toolbox

	Strategic Selling Simulation

[2 day]

 
	Employs combination of hypothetical and real-life situations for application and practice
	Provides tools for analysis, identifying opportunities, planning strategy plus application with strategies:: multi-level selling, selling value,  group presentations
	LG, WBK, PPTS, PWA, Toolbox

	Value-Driven Selling [1 day] 
	Provides training on how to quantify solutions, benefits,

intangibles, savings, negotiable issues 
	Using Q1, Q2 questions to qualify and quantify values, determine/project total $ values 
	LG, WBK, PPTS, PWA, Toolbox


MEDIA: LG=Leader Guide, WBK=Workbook, PPTS=PowerPoints, PWA=Prework
3. MANAGEABILITY SERIES [SALES MGR. DEVELOPMENT WORKSHOPS]

	Title/Length
	Content Overview
	Unique Features
	Media Support

	Field Coaching

[1 day]


	Comprehensive field coaching program, covering both strategic and

tactical coaching
	180 CAP tool to assess performance before and after workshop; how to allocate coaching time for ROI
	LG, WBK, PPTS, PWA, Toolbox, Video

	Sales Leadership

[1 day]
	Covers 4 abilities: Vision, Influence, Decision-Making, Personal Characteristics
	360 SLP tool assesses leadership, before and after workshop; includes many assessments
	LG, WBK, PPTS, PWA, Toolbox

Video

	Managing Sales Performance

[1/2 to full day]
	How to monitor 10 sales performance indicators, identify gaps/gains, take appropriate actions
	Provides model for tracking sales performance, uses simulation format to apply principles
	LG, WBK, PPTS, PWA, Toolbox  

	Recruiting & Selecting Stars

[1 day]
	Process and skills for recruiting to final decision on applicants
	STAR questioning process to evaluate behaviors; decision matrix to select best candidate
	LG, WBK, PPTS, PWA, Toolbox

	Motivational Sales Meetings 

[1day]
	Designing and delivering effective sales meetings
	How to plan and conduct effective sales meetings
	LG, WBK, PPTS, PWA, Toolbox

Video

	SalesDrive (Distance sales coaching) 
[1day]
	Provides system   for coaching sales rep skills from anywhere via email and telephone 
	Total system and training for tracking improvements  with two-way coaching feedback
	LG, WBK, PPTS,  Toolbox,  training version for sales rep (electronic tracking tools)

	Counseling for Improved Performance

[1/2 day ]
	Counseling sales reps with problems caused by attitude or  motivation 
	How to prepare and counsel to surface  causes, build a joint plan to improve
	LG, WBK, PPTS, PWA, Toolbox

	Managing Priorities & Time

[1/2 day]
	Enables sales managers to compare priorities, determine “ideal” time allocations by  10-15 activities
	Managers work in homogeneous teams to compare current time allocations,  priorities, develop “ideal” time models
	LG, WBK, PPTS, PWA, Toolbox

	The Ultimate Sales Manager Simulation

[2 days]
	Reviews and applies seven critical sales manager abilities 
	Participants manage

simulated sales team with variety of team & rep challenges  
	LG, WBK, PPTS, PWA, Toolbox


MEDIA: LG=Leader Guide, WBK=Workbook, PPTS=PowerPoints, PWA=Prework

4. SPECIALIZED AND DISTANCE LEARNING COURSES

	Title/Length
	Content Overview
	Unique Features
	Media Support

	Impact Selling Workshop [2 days]
	Core skills totally customized to pharmaceutical  selling
	Custom-designed to pharma selling; includes 4-6 hour preworkshop assignment 
	LG, WBK, PPTS, PWA, Toolbox

	Hospital Selling

Workshop

[1 day]
	How to navigate and sell in hospitals and  institutions
	Customized to pharma hospital selling, uses PH multi-level content 
	LG, WBK, PPTS, PWA, Toolbox

	Enhanced Presentation Skills

[1-2 days depending on group size/video playback]]
	Focused on improving individual  presentation skills with creative drills and speech practice 
	Proprietary exercises for projecting voice, pausing, gestures, pacing, building skills, confidence
	LG, WBK, PPTS, PWA, Toolbox, option for Video playback

	SalesEmpower Playbook [in-field selling skill reinforcement and tracking system] 
	Self-development  coaching guide with tools to  identify and improve skills on sales calls  
	Only program of its kind, covers 10 critical skills with sales tracking tools to measure gains
	Professional development kit, that includes sales skill library,  2 “live” spreadsheets    

	SalesAbility Coach

[selling skills assessment, 30 minutes]
	Video-based assessment of 10 selling skills
	Uses mutually exclusive 3-choice testing method for 30 selling scenarios
	Thirty 1-2 minute videos and workbook

	Ultimate Sales Manager Self-Study [1-2 days]
	Contains four skills for self-study and self-testing
	Total basic training for new sales managers in self-study format
	Self-study, modular workbook

	Retail Selling  Success Workshop

[1/2 to full day]
	Retail selling and customer relation skills to improve confidence, professionalism
	Retail selling skills plus dealing with difficult customers, browsers, avoiding retail selling errors 
	LEADER OUTLINE, WBK, PPTS

	Exceptional Customer Service

Workshop 

[1 day] 
	Professional customer selling skills workshop
	Telephone etiquette, 6 magic phrases, dealing with angry customers, active listening, how to re-energize yourself
	LG, WBK, PPTS

	SalesAbility Pro

[6 hour self-study and 1 day clinic]


	Covers SalesAbility selling skills in  audio/workbook self study plus clinic  
	Alternate method to teach selling skills, reinforce with one-day clinic
	Audio-driven workbook, Clinic LG & WBK


MEDIA: LG=Leader Guide, WBK=Workbook, PPT

SalesDrive…a unique, exclusive sales performance improvement program

SalesDrive solves today’s biggest sales problems: reinforcing selling skills and building measured improvements.  Most sales trainers do an exceptional job in workshop training and trust to field managers for follow-up.  This is a fallacy because today’s sales managers do not have the time or frequency of contact to make significant individual behavior/skill improvements with their sales teams.

SalesDrive is Porter Henry’s proprietary system designed around today’s inherent motivations to help salespeople achieve and maintain sales mastery. The key benefits of the SalesDrive strategy:

· Encourages “self-coaching” by sales reps after every sales call

· Stimulates reinforcement and growth with measurable skill improvements

· Enables salespeople to improve on their own, capitalizing on today’s motivations: Mastery, Autonomy, Purpose  (Dan Pink’s bestseller DRiVE)
· Provides link to sales manager coaching via electronic tools 

· Adds distance coaching to improve contact frequency between manager and sales person

· Can be utilized for core selling skills or strategic selling
· Installs essential learning and improvement methodologies  

· Salespeople apply concepts continuously with customers to reinforce/develop skills using SalesDrive Playbook 
	SalesDrive kit includes:

· Half-day workshop for sales managers to employ distance coaching and to launch program with sales teams

· Playbook for salespeople use in the field

· Complete system/strategy and tools for successful implementation


PORTER HENRY LICENSED SALES TRAINING (LST) PROCESS
Overview

Licensed Sales Training is a revolutionary and exclusive Porter Henry & Co. offering, created to lower the traditional high cost of sales training materials and to offset the current economy-related budget crunch.  In brief, Porter Henry has determined that the ideal way to optimize value for clients and potential users is to offer our extensive curriculum electronically, thus eliminating (driving down) marketing costs such as printing, packaging, inventory, shipping, and related sales expenses. In researching the possibilities, it became apparent that the LST option provides the user with many other value-added benefits (listed below).

How LST Works

In simple terms, the client can license, for a one-time fee, any of our 33 workshop programs for either Subscription, Annual or Perpetual (lifetime ownership) license.  The low-cost license fee schedule provides major savings, depending on usage. It will eliminate ongoing material fees or purchases. Upon signing a license agreement, we send the client the workshop program software for unlimited usage within the timeframe selected.  The license fee enables the client to receive the turnkey course(s) and reproduce in required quantities: workbooks, leader guides, Powerpoints, tools; generic videos are included in some courses. We also provide professional support, including a complimentary walk-through of courses, a fee schedule for customization, re-purposing, certification train-the-trainers, and facilitation of workshops.   

Value-Added Benefits  

While the apparent value is significant bottom-line savings in workbook purchases (60-75% of traditional off-the-shelf costs), there are other benefits: 
· Customization or integration.  Clients can add content, customize, re-brand, or integrate with other programs they own, without limitation.  

· Re-purposing.  In today’s electronic-driven market, content is key. Clients can re-purpose the workshop format and content for online use, webinars, product launches, podcasts, distance learning, etc.  

· Extended application.  The license permits application within the enterprise (other business units, divisions) plus channel partners (dealers, distributors).  The client controls the usage and gains by not having typical budget restrictions when applying it to other businesses, new salesforces, dealers and distributors.  The only restriction is that our content can not be re-sold to the public in competition with Porter Henry or used/transferred outside of its enterprise and channel distribution. 

· Updating curriculum with new skills/strategies and content.  While “replacement” of selected workshops may be an immediate objective, clients should also focus on Porter Henry’s world-class salesforce curriculum of 33 workshops as the most up-to-date and extensive available.  Consequently, LST provides opportunities to add new, unique sales skills and strategies, and to buttress sales management development as well.  
The Installation/Support Process 

The installation of LST is basically offered on a “do-it-yourself” basis, since many Fortune 500/1000 salesforces have talented training staffs and facilitators and our leader guides, workbooks, and PowerPoints are comprehensive.  Since installation and support are critical issues, we have included a variety of options.

· For experienced client trainers (facilitators), we offer complimentary train-the-trainers via online conference. We estimate that a detailed walk-through of a day’s training will take two one-hour sessions without cost.
· Professional on-site (client) train-the-trainers are also available. We will provide them at standard rates plus authorized travel and lodging costs.
· Facilitation by our cadre of professional trainers is available on an as-needed basis at standard rates plus travel and lodging.
· We assume the client will handle customization/re-purposing inhouse.  If so, we will provide consulting and  recommendations without cost.  When  help is needed, we will provide it at standard rates, quoted in advance.
Expiration of Licenses 

The Perpetual License is tantamount to client ownership/perpetuity. The Annual License can be renewed from year to year at the same annual fee or converted (at the appropriate time and fee) to a Perpetual License.  Subscription licenses expire within three months but can be extended for up to six months and can be converted to Annual or Perpetual Licenses prior to expiring. When Subscription or Annual Licenses expire, the client is required to delete the course content software and destroy any printed inventory. 

Fail-Safe Adoption Process

Below is our adoption process that guarantees installation and satisfaction:

1. Teleconference to introduce Licensed Sales Training concept and curriculum, agree on one or more courses to review.
2. Porter Henry sends copies of workbook and content outline for client review upon receipt of signed Confidentiality Agreement.
3. Porter Henry consultant establishes telephone conference to review program(s) with client, answer questions.
4. Client signs Licensed Sales Training Agreement, is sent appropriate online software, followed by complimentary telephone certification.
5. Porter Henry provides support as needed: including customization, on-site train-the-trainer, telephone conference, etc.
CALCULATE THE SAVINGS BASED ON LICENSED SALES TRAINING FEES FOR A TWO-DAY WORKSHOP
	Salespeople/Sales Managers Trained
	Workbook Costs 

(Average $400)  
	Licensed Sales Training Cost
	Bottom-Line Savings

	50
	$20,000
	$12,000 (Subscription)
	$8,000

	100
	$40,000
	$15,000  (Annual)
	$25,000

	250
	$100,000
	$50,000
(Perpetual)
	$50,000

	500
	$200,000
	$50,000

(Perpetual)
	$150,000

	1000
	$400,000
	$50,000

(Perpetual)
	$350,000

	2500
	$1,000,000
	$50,000

(Perpetual)
	$950,000

	5000
	$2,000,000
	$50,000

(Perpetual)
	$1,950,000


CALCULATE YOUR SAVINGS PER WORKSHOP
	Salespeople/Sales Managers Trained
	Workbook Costs 

(Average $400)  
	Licensed Sales Training Cost
	Bottom-Line Savings

	
	
	$15,000, $20,000,  $30,000,  $50,000 based on license 
	

	
	$
	$
	$




FOR A COMPLIMENTARY COURSE REVIEW, PLEASE GO TO NEXT PAGE→

COMPLIMENTARY COURSE REVIEW

Licensed Sales Training format allows you to review any workshop or course that you are interested in, without cost or obligation.  A review will enable you to compare with workshops you are currently using, and gain insights into our design and rich content. We do require that you sign a Confidentiality Agreement and return the sample copy when finished. If you’d like to review a program, simply fill in the requested shipping information that follows and sign the Confidentiality Agreement below.         

NAME:                                                                       TITLE:
COMPANY:
STREET:
CITY:                                                                         STATE:                 ZIP:
TELEPHONE 

PROGRAM SELECTED TO REVIEW:

We’ll send an electronic copy of participant materials along with a course  outline.  If desired, we can provide a complimentary online conference review.
CONFIDENTIALITY AGREEMENT

The objective of this agreement is to provide protection for the copyrighted intellectual property of Porter Henry & Co., Inc. being sent either electronically or in hard copy to your organization for review purposes subject to license or purchase.  

During the review period, the client company                                               agrees to only review the sales training program(s) internally and not share with anyone outside your organization. In addition, you agree that these programs will not be altered, copied, and that their models, content, and ideas will not be used for any purpose other than review.  Assuming that you do not purchase or license these specific programs, you agree to destroy all content. 

Signature:                                                                 Date:
	When completed, please scan page (with signature) and email to sales@porterhenry.com or mail to Porter Henry Co., 455 East 86th Street, Suite 37C, New York, NY 10028.  212-953-5544


COPYRIGHT 2011, PORTER HENRY & CO., NEW YORK, NY

