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About SellMasters

SellMasters is the premier sales training company in the high-
tech industry. Since 1999, SellMasters has developed the skills
and increased the performance of thousands of sales
professionals in the areas of prospecting, c-level selling,
negotiation, sales cycle and opportunity management and
competitive intelligence.

SellMasters is the creator of EAS™ (Enterprise Alignment
Selling) and offers the most comprehensive set of deal-based
coaching and reinforcement sessions. Headquartered in
Boston, Massachusetts, SellMasters maintains offices
throughout the continental United States and Europe. All
SellMasters coaches and workshop trainers have extensive
backgrounds in sales and sales management.

For more information about SellMasters sales training
workshops and other offerings, please contact John Orvos at
1-609-430-8357 or by email at jorvos@sell-masters.com

About SellXL

SellXL is a one-day, fast-paced interactive workshop that
focuses on helping professional salespeople create, maintain
and leverage relationships at executive levels in client
organizations in an effort to identify and capture the enterprise
opportunity.

Learning is supported by a compelling business case about a
global organization (JKEA International), how its market
positioning is driving new corporate initiatives and the
competing agendas behind the scenes. Participants study and
review the case study as part of the pre-course assignment
and then apply activities against the case study during the
workshop.

Participants also apply activities against their current sales
opportunities, enabling them to immediately leverage the
experience of the workshop.

Find out more about the SellXL workshop at www.sellxl.com
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