
GATHERING OF MEN SALES SEMINAR  
 

How Top Sales People Consistently Win the Sales Wars 
 

What does it take to be the best of the best in sales? How can you stay at the top of your game day 
in and day out? More importantly, how do you keep your integrity and character intact in a world that 
will do whatever it takes to win? This seminar will cover 4 key areas each sales professional has to master 
in order to perform at the highest level. Leave one out and the bottom line will suffer.  

 

The 4 Key Focus Areas Will Be ... 
 

The Power of the Sales Process - Planning, prospecting, first impressions, qualifying, 

demonstrating, influencing (handling objections and negotiating), closing and follow-up. 
  

Value Based Selling - How to avoid the "price trap" by communicating the value that every sales 

rep brings to the equation. 
 

The Leverage of Relationship - How to develop, nurture, and leverage high ROI relationships 

with customers. 
 

Gladiators Only! - What benchmarking top sales teams has taught us about who sales 

professionals need to "be" at a core level to excel. 
 
And, we will answer the question ... "How do we do all of this - win and win big - in a way that is full 
of integrity?" 

 
Cost is $99 (lunch included)   Time: 9:00 am  - 4:00 pm   Date: Thursday, October 12 

 

Scholarships readily available! 
 

Location: HBU Campus, Hinton Center, Dillon Boardroom, Ground Floor  
(7502 Fondren Rd) 

  

For over two decades Jim has shared this message, with his audiences around the world: 
"Inside EVERY Human Being A Champion Heart Beats". For at least one brief moment each 
of us has experienced the incredible potential that lies inside. Some experience it more often 
than others and some for longer periods of time. But every one of us has known it and want 
to make it an every-day occurrence. 

Jim is an expert on extraordinary performance or what it would take for each of us to 
experience our immense potential. He is a trusted resource for organizations looking to get 
maximum results in today's competitive environment. What does it take to be considered an 
expert in sales performance?  
 
Professionally he has over 20 years of research and application in human behavior and 
performance. He has 17 years in sales and sales management with America's elite sales 
organizations where he was named salesperson of the year 9 times and manager of the year 
5 times. He has designed, developed and rolled out training initiatives for a widely diverse client base including 
PricewaterhouseCoopers, Halliburton, Nobel, XEROX, Toyota and many others.  He played collegiate basketball and baseball, 
has been on 3 World Championship softball teams, won a national championship in golf and is a 6 times National Long Drive 
regional champion with a personal best drive of 426 yards.  
 

Register and pay online: houstongathering.org 
Send checks payable to: The Gathering of Men, 8300 Katy Freeway, Houston, TX, 77024.  


