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IDENTIFY YOUR SELLING STRENGTHS «nd
(he BUYING BEHAVIORS 0/ YOUR PROSPECTS

Master the art of selling by learning how your sales style influences buying decisions.

SALES PROFILE REPORT

* IDENTIFY YOUR PREFERRED STYLE OF SELLING
* LEARN HOW TO CONNECT WITH POTENTIAL BUYERS
* USING THE MATRIX OF CUSTOMER BUYING STYLES,

SALES PROFILE REPORT

RESULTS PERFORMANCE. /

NAME: Erasmo Rivera - (281) 839-0200 Text/Call

EMAIL: er203567@gmail.com
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