
SOME OF OUR RECENT 
CLIENTS INCLUDE: 

MORGAN STANLEY SMITH BARNEY 

WELLS FARGO 

KELLER WILLIAMS REALTY 

NORTHWESTERN MUTUAL 

TOYOTA 

BANK OF AMERICA HOME LOANS 

YELLOWBOOK 

AT&T 

AFLAC 

BANKERS LIFE AND CASUALTY 

ADT SECURITY 

CUMULUS BROADCASTING 

AMERICAN INCOME LIFE 

BROWN AND BROWN INSURANCE 

REMAX 

FORD 

CENTURY 21 

BEAZER HOMES 

COLDWELL BANKER 

DR HORTON 

RR DONNELLY 

AMERIPRISE FINANCIAL 

BLUE CROSS BLUE SHIELD 

LENNAR HOMES 

JOHNSON CONTROLS 

RICOH 

PRUDENTIAL 

TOSHIBA 

CHICAGO TITLE 

TERMINEX 

CULLIGAN 

“Thanks again for the excellent seminar . . . I‟m looking 
forward to the coaching program.  There is no way I 
would have been getting as much done at work this 
week if I hadn‟t attended your seminar.  I‟m 
considering taking my two sons next time just so that 
they can understand the discipline it takes to become a 
success.”  

Greg Seiber, AVP, Morgan Stanley Smith Barney 

 

“The one nugget about discipline and the rent being 
due everyday was worth the entire conference!  It has 
affected more than just my business, it has become 
my motto for my family, kids, workouts, and life in 
general.” 

Steve Kramer, Manager, New York Life 

 

“I‟ve never been so encouraged throughout my sales 
career.  It is the kind of information needed every day 
of a salesperson‟s career.  I will attend any seminar 
you have in the future.” 

Jack Joseph, Manager, ADT 

 

“Great sales tools to use in everyday real estate sales.  
I have been a realtor for 14 years and there are some 
aspects that I needed refreshed—your speakers hit the 
nail on the head—more than once!  Thank you!” 

Cynthia  Dunbar, Troop Real Estate 

 

“It was awesome and I really feel like I got a lot of good 
information to „pump‟ up our business!  My  immediate 
plan is to call everyone in our database to check in.” 

Jackie Duncan, Century 21 HT Brown 

Southwestern Consulting™ presents 

Success Starts Now!™  

LOCATION: _______________________________________ 

DATE: _______________________  TIME: ______________ 

INVESTMENT:_____________________________________ 
Register NOW—Space is Limited 

 

 

 

 

Success Starts Now!™ 

Motivational Sales Training ConferenceMotivational Sales Training ConferenceMotivational Sales Training Conference   

GARY MICHELS  

Turn It Up a Notch  
Adding Excitement & Enthusiasm to 

Your Career & Personal Life 

¶ How to create a positive mental attitude and balanced 

lifestyle 

¶ Strategies for creating a life goal worksheet 

¶ Goal setting tips and keeping yourself accountable 

 RORY VADEN  

Take the Stairs 
Getting to the Top in Business and Life 

¶ How to increase your focus on income-producing 

activities 

¶ Strategies for improving your self-discipline and follow 

through 

¶ Insights for overcoming fear to take immediate action 

DUSTIN HILLIS  

Navigate 
Selling the Way People Like to Buy 

¶ Learn to quickly identify the 4 main buying behaviors 

¶ Tips for modifying your approach to build rapport and 

adapting your presentation to secure a sale 

¶ Closing techniques for the 4 buying behavior styles 

RORY VADEN  

Next Generation Marketing 
 Selling with Social Media 

¶ Understanding Facebook, LinkedIn, and Twitter and 

how to use them for business 

¶ Growing your network and generating warm leads 

from social networking 

¶ Using social media efficiently for free marketing, 

brand building, and effective follow-up 

www.southwesternconsulting.com    
www.facebook.com/southwesternconsulting   |   Twitter @SW_Consulting  

Southwestern Consulting TM, 2451 Atrium Way, Nashville, TN 37214 



B R E A K O U T  S E S S I O N SB R E A K O U T  S E S S I O N SB R E A K O U T  S E S S I O N S    

T O P I C S  F R E Q U E N T L Y  A PT O P I C S  F R E Q U E N T L Y  A PT O P I C S  F R E Q U E N T L Y  A P P E A R I N GP E A R I N GP E A R I N G  

ANSWERING OBJECTIONS  -  Steve Savage 

Learn soft, mild, aggressive, and industrial strength methods for answering todayôs toughest objections; 
How to overcome any concern a client throws your way 

CLOSING FOR CHAMPIONS  -  Gary Michels 

The keys to creating a buying atmosphere and knowing when to close; 12 characteristics of a top closer 
mentality and 20 different styles of closing questions 

DRIP MARKETING FOLLOW UP  -  Amanda Johns 

Create a defined system for staying in touch with past clients; 3 Master Marketing Methods; Organize your 
resources to be in regular contact with important prospects 

HOW TO BE FUNNY TO MAKE MORE MONEY  -  Rory Vaden 

Understanding the psychology of why people laugh; 10 formulas guaranteed to make people laugh, build 
rapport, and ease tension; Tips for overcoming the fear of trying humor and what to do if it goes wrong 

IT’S ABOUT TIME  -  Ron Marks 

Developing a schedule that maximizes every minute of every day; Working with assistants to manage an 
overflow of administrative work, emails, and social networking 

NAVIGATING REFERRALS  -  Dustin Hillis 

Make asking for referrals easy and comfortable for you and your clients; Get a referral every time you ask; 
How to maximize referrals and use them to set up appointments 

PAINLESS PROSPECTING  -  Dave Brown 

Keys for reducing your call reluctance during lead generation; How to overcome gatekeepers, phone tag, 
and voicemail; Build rapport quickly through 3rd party selling 

SELLING TO THE SEXES  -  Amanda Johns 

How to work with, sell to and manage the opposite sex; Verbal and non-verbal communication cues; How 
dress/appearance dictate how people treat you 

TALK LESS SELL MORE  -  Emmie Young 

Learn the right questions to ask in the introduction; Discover the #1 reason that people donôt buy; 5 key 
components of creating a ñbuying atmosphereò 

TOP PRODUCER’S EDGE 

¶ Develop a game plan for implementation 

and taking your business to the next level 

¶ Learn the details of our one-on-one 

accountability coaching program 

¶ Hear testimonials of success stories and 

meet our Top Producer Consultants 

MANAGING SALES RESULTS 

¶ How leading managers reduce painful 

costs of salesperson turnover 

¶ Build a dynamic sales team through 

effective recruiting and hiring 

¶ Traditional and non-traditional places great 

managers find qualified salespeople 

O N E  G R E A T  C O N F E R E N C EO N E  G R E A T  C O N F E R E N C EO N E  G R E A T  C O N F E R E N C E    

E I G H T  A M A Z I N G  S P E A K EE I G H T  A M A Z I N G  S P E A K EE I G H T  A M A Z I N G  S P E A K E R S !R S !R S !    
S P E A K E R S  F R E Q U E N T L Y  S P E A K E R S  F R E Q U E N T L Y  S P E A K E R S  F R E Q U E N T L Y  A P P E A R I N GA P P E A R I N GA P P E A R I N G  

DUSTIN HILLIS 
Co-Founder of Southwestern ConsultingÊ 

¶ #1 Producer out of 150,000 sales 

 people world wide 

¶ Current Southwestern Company  

sales record holder in 155 year  
history 

¶ Author of Navigate: Selling the Way People Like 

to Buy 

¶ Co-author of Speaking of Success along with 

Stephen Covey, Ken Blanchard, Jack Canfield 

GARY MICHELS 
Co-Founder of Southwestern ConsultingÊ 

¶ Author of Gettinô In & Gettinô Out: 

How to Get in Every Prospectôs 
Door and Get Out with a Sale 

¶ Spent 19 years at Great American 

leading the company in sales 9 
of his last 10 years out of over 250 sales reps 

¶ More than 800,000 people have been motivated 

to achieve their highest potential in their career 
and personal lives by hearing Gary  

RON MARKS 
CSP 

¶ Author of the Amazon bestselling 

book Managing for Sales Results 

¶ Member of National Speakers 

Association, awarded Certified  
Speaking Professional (CSP) 

¶ Over 30 years in the sales 

management training business with 
internationally known trainer Tom 
Hopkins 

EMMIE YOUNG 
Partner/Speaker/Trainer  

¶ Former District Sales Manager 
for the Southwestern Company 
managing over 100 sales people 

¶ Consistently ranked in top 1% of 

sales force throughout her sales 
career and has trained and 
coached thousands of sales  
professionals worldwide 

AMANDA JOHNS 
Partner/Speaker/Trainer  

¶ Author of the upcoming book 

Selling to the Sexes: Everything 
You Need to Know About Selling to 
the Opposite Sex 

¶ Trained and coached thousands of 

sales professionals worldwide 

STEVE SAVAGE, MBA 
Professional Speaker & Acclaimed Sales 
& Management Strategist 

¶ Author of Savage Sales Secrets: 29 

Proven Strategies for Profitable 
Sales 

¶ Master sales professional and 

trainer for over 49 years 

¶ Co-Founded Institutional Financing Services, 

building a sales force of over 250 Directors and 
growing from $0 to $60 million in sales in 6 years 

DAVE BROWN 
Partner/Speaker/Trainer  

¶ Record breaking sales  

Professional for Southwestern  
Company 

¶ Knocked on over 50,000 doors  

before the age of 25 and 
generated as much as $27K per 
month in 2005 strictly from cold calling 

RORY VADEN, MBA 
Co-Founder of Southwestern ConsultingÊ 

¶ Self-Discipline Strategist featured on 

Oprah radio 

¶ Toastmasters World Champion of 

Public Speaking First Runner-up 

¶ Author of Take the Stairsð7 

Strategies for Improving Your  
Self-Discipline and Your Life 

¶ Previously coached Chad Goldwasser, the former 

#1 Keller Williams agent out of 76,000 agents 


