
 

 

To Build Sales,  First Build Relationships.  

Professional Selling Skills ® System  

 

The PSS System ®  offers:  
 

¶ your salespeople the reinforcement and sup-

port critical to increasing skill use and on - the -
job effectiveness  

 

¶ your organization a reliable method for evalu-

ating and continuously improving your train-
ing efforts  

 

With the PSS System
®

, your salespeople will 

succeed by helping your customers succeed.  
Theyôll acquire the skills and competencies that 
will set them ðand your organization ðapart 
from the competition.  

 

Discover how to close more 

sales, influence decisions and  

exceed customersô needs! 

In todayôs complex selling environment, even ñvery goodò is rarely good enough anymore.  With more 

options available to your customers, successful selling hinges on creating mutually beneficial, long -

term relationships with them.  
 
AchieveGlobalôs Professional Selling Skills®  (PSS

®
) System can help you meet these priorities.  It of-

fers a proven, powerful model for face - to - face selling that equips your salespeople with the skills they 

need to develop lasting, mutually beneficial client relationships.   
 
We can help your sales people gain the skills to build just such relationships.  For more than 30 years, 

AchieveGlobal has helped organizations translate business strategies into results by improving the per-

formance of their people.  Our experts continually work with some of the worldôs top companies to of-

fer innovative sales training solutions.  

 

This program was pioneered by the US Xerox photocopier sales organization.  Also  

formerly known as  Professional Selling Skills ®  II, Professional Selling Skills ®  III, PSS ®   

and Learning Systems International. Now offering the New PSS ® !  
 

3630 Sabal Springs Blvd., North Fort Myers, FL  33917 

239-599-8408  www.energyseekers.com 

FOR NEW AND EXPERIENCED SALES PROFESSIONALS  

T h e
 N ew   P S S ®

 

Professional Selling Skills ®,   pioneered by the  

US Xerox photocopier sales organization,  

is the worldôs leading sales training system. 

February 8, 9 & 10, 2010  August 9, 10 & 11, 2010  

April 19, 20 & 21, 2010  October 4, 5 & 6, 2010  

June 14, 15 & 16, 2010  December 6, 7 & 8, 2010  

 Contact us for seminar locations 
Additional dates may be added if necessary 

Professional Selling Skills ® Systeméé. 3 Day Seminar $1,895 

All Training Materials & 

Our PSS®  Program  

Guarantee Are Included  
 
FOR DETAILS 
 
CALL 239-599-8408 or 
 
EMAIL:  jim@c4oe.com 
 



 

 Professional Selling Skills ® System  

You and your salespeople have clear -cut priorities: expand account relationships, unseat competitors, de-
velop new markets, close more sales faster.   
AchieveGlobalôs Professional Selling Skills®  (PSS®  ) can help you meet these priorities.  It offers a proven 

powerful model for face - to - face selling that equips your salespeople with the skills they need to develop last-
ing, mutually beneficial client relationships.  PSS ®  is a clear, structured system that supports lasting behav-

ior change and on ïthe - job results.  
 
Components Support Entire Sales Organization  
 
Professional Selling Skills ®  provides an effective and flexible approach to learning, applying, evaluating, and 

continuously improving the skills that result in strong customer relationships.  
 
Building on the selling skills and strategies that have benefited more than 3 million sales professionals 
around the world, the program has components that work together to improve sales performance and help 
you compete effectively in the marketplace.   

Integrated components ensure your salespeople and their managers continually 

learn and apply critical skills that can grow your business ð and your profits.  

World -Class Selling Skills Lead  

to High Performance!  
 
In todayôs business environment whether large or small 
there is one skill that holds the key to success or failure for 
your business.   
 
Globally developed Professional Selling Skills ®  is a Core 3 -

day classroom training which offers a proven, powerful 
model used for face - to - face selling that equips your sales-
people with the skills they need to develop lasting, mutu-
ally beneficial customer relationships.  
 
With a large component devoted to needs based selling, 
the four steps of a sales call and handling customer indif-
ferences and concerns, this course offers a wide variety of 

skills which teach salespersons to expand their mindsets by 
using the consultative approach.  When your salespeople 
become consultative problem solvers, theyôll be able to set 
new records ðand then break them!  

Our PSS ® Program Guarantee    
The Ability To Repeat the Program At No Additional Fee  -  As a graduate of our PSS ®  program you 

are free to attend any of our future PSS ®  programs in part or full without additional fees.  You must still 

be employed by the organization that you were with when you originally attended PSS ® .  You must show 
evidence that you were a Center for Organizational Energy PSS ®  graduate.  

 

If A PSS ®  Participant Leaves Your Company  - within 1 -year of completing PSS ®  through Center for 

Organizational Energy, you will have the ability  to enroll a ñreplacement salespersonò in any of our fu-
ture PSS ®  programs  

 

If You Have Attended Any Previous PSS ®  Class Anywhere In The World , you have the ability to at-

tend our PSS ®  program with proof of your attendance at the previous class (by turning in your old PSS ®  
book to us) at half the current price of $1,895.  

The Worldõs Leading Sales Training System!  

Professional Selling Skills ®   

has benefited more than  

three million sales professionals 

around the world.  
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Your salespeople will:  
 
¶ gain the skills critical to developing solid business relationships while improving 

sales performance  

¶ increase their long - term effectiveness by becoming knowledgeable business 

consultants  

¶ gain a reliable method for continually evaluating and improving skill              
development  

 

Your customers will profit from:  
 
¶ lasting relationships with salespeople who understand their business reality  

¶ products that address their specific organizational and personal needs  

¶ buying decisions based on fact, not on high -pressure sales tactics  
 

Your sales managers will:  
 
¶ support salespeopleôs skill use on the job 

¶ motivate their sales team to strive for increasingly high levels of performance  

¶ create developmental plans that enhance their sales teamôs long-term           

productivity  
 

Your organization will experience  
 
¶ increased success in winning new business and building customer loyalty  

¶ decreased costs by helping salespeople better judge account potential and use 

time more efficiently  

¶ a common language for your sales team, resulting in improved communication 

and teamwork  

¶ reduced turnover by providing salespeople with direction, support and flexible 

professional development  

Benefits of Using the Professional Selling Skills ® System  

 

Professional Selling Skills ® System  

Delivered as a 3 -day classroom program, salespeople develop the face - to - face selling skills needed  
to promote an open exchange of information and reach mutually beneficial sales agreements . 

3-Day Seminar 

$1,895  
All Materials included  

SPECIAL BONUS  ï Participants will receive an 

electronic PSS ® Call Planning tool to assure the implemen-
tation of program concepts and ideas.  This special value 
will provide the planning tool that all sales organizations 
need to create exceptional client relationships.  Your sales 
department will be talking the universal language of 
NEEDS!  Clients want to know how your product will pro-
vide them with the needs they have.  At least one of the 
following factors usually lie behind their needs: Finance, 
Image, Productivity, Profitability, Safety or Health.  

PSS ®  Reinforcement Tools included with the PSS ®  seminar:  
 
Electronic Call Planner  

Resource Guide  

Skill Guide Cards and Job Aids  

With the PSS ®  System,  

your salespeople  

will succeed by  

helping your  

customers succeed.   
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The Professional Selling Skills ®  Curriculum  

Professional Selling Skills ® System  

Unit 1:  Need Satisfaction Selling   
Goal:   To make informed, mutually beneficial  
           decisions   
Unit 2:  Opening   
Goal:   To agree on what will be covered or  
           accomplished   
How:   Position your opening  
           Propose an agenda  
           State the value to the customer  
           Check for acceptance   
Unit 3:  Probing   
Goal:   To build a clear, complete, mutual  
           understanding of the customerôs needs  
Unit 4:  Supporting   
Goal :   To help customer understand specifically how    
            you can satisfy his/her need   
How:   Acknowledge that need  
           Describe relevant features & benefits  
           Check for acceptance  
Unit 5: Closing   
Goal :  To agree on appropriate next steps   
How:  Review previously accepted benefits  
          Propose next steps for you and the customer  
          Check for acceptance   
Unit 6:  Connective Skills  
    Acknowledging  
    Confirming  
    Positioning  
    Checking  
 
Unit 7:  Addressing Indifference   
Unit 8:  Resolving Customer Concerns  

Need Satisfaction Selling  

Probes to Create Customer Awareness of Needs  

Want to give your sales people 

the same edge these organizations 
give theirs?  

A&E Television Networks 

Adidas America 

Accurate Elevator & Lift Co. 

ADP 

Airgas 

Albany River Rats 

Alberto Culver 

American Heart Association 

American Home Shield 

AmeriTrust Group 

AMRI 

Ball Horticultural Company 

Bally Total Fitness Corporation 

Boston Scientific 

Banknorth Group 

Baumer Electric 

Bausch & Lomb 

Bayer Diagnostics 

BIC Corporation 

Bobrick Washroom Equipment 

Boys and Girls Club 

British Petroleum 

Canon USA, Inc. 

Cessna 

Chanel Inc. 

CIGNA 

Citi Commerce Solutions 

Coca-Cola Bottling Company 

Corepak MedSystems 

Cottrell Paper Company 

Creative Materials Corp. 

Curian Capital 

DART Transit 

Davis Vision 

Delta Dental 

Dickôs Sporting Goods 

Edyôs Grand Ice Cream 

Federal Reserve Bank 

Gouldôs Pumps 

Herman Miller 

Hollister, Inc. 

InfoUSA 

Jimmy Buffettôs Margaritaville 

Johnson Controls 

Kawasaki Motors Corporation 

KeySpan Home Energy Services 

Koala Kare Products 

Kroger Company 

Lane Bryant 

Linium 

Matthewôs Buses 

McCain 

McNeil Pharmaceuticals 

Metrika 

Mitsubishi Electronics 

Milllipore 

Minarik Corporation 

Nationwide Financial Services 

New Jersey Devils 

New York Life Insurance 

Nintendo of America 

Ortho-Clinical Diagnostics 

Outrigger Hotels & Resorts 

Pacific SunWear 

PGA Tour 

Portland Trail Blazers 

PowerOne Media 

Pratt Whitney Rocketdyne West 

QVC 

RADI Medical Systems 

Reebok 

Robert Mondavi 

Rust-Oleum Corp. 

Sage Publications 

Saks, Inc. 

SC Johnson & Sons, Inc. 

SCA North America, Inc. 

St. Jude Medical 

Silhouette Optical, LTD 

Stanley Fastening Systems 

Sunbeam Corporporation 

Sunoco 

The Home Depot Supply 

Thermo Electron Corporation 

The Seattle Times 

T-Mobile 

Union Pacific Railroad 

Vector Health Systems 

Viaisys 

Virginia Dept. of Transportation 

Waste Management 

Welchôs Foods, Inc. 

Wells Fargo 

World Wildlife Fund 
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Benefits of Using the Professional Selling Skills ® System  

Professional Selling Skills ® System  

Sell Harder, And More Effectively.  

 

The Professional Selling Skills ® Seminar  
 

 Will equip you to conduct a sales call              

in a way that leads to:  

 
   > Mutually beneficial decisions with customers  

 
   >Long - term customer relationships  

T H E  G R E AT  D I V I D E 

TRANSACTIONAL SELLING VERSUS CON-

 

Jim Ullery, President  
Center for  

Organizational Energy  
239 -599 -8408  
Jim@c4oe.com  

Jim Ullery is a seasoned sales and customer service  professional who has won  

many sales awards.  "In 2006, 2007 and again in 2008 Jim Ullery earned the 

status of AchieveGlobal's top national business partner within  AchieveGlobal's 

network of college, university and consulting distribution partners.   In addition to  

Professional Selling Skills ®  (PSS), Center for  Organizational Energy, LLC also  

offers the COMPASS Program (monthly sessions in a unique combination of live 

and interactive  instruction that emphasizes involvement, participation and  

team work and represents a complete departure from traditional training  

methodology), Customer Service training, Cracker Jack ®  Credit and Collections 

Skills, Frontline Leadership, Success Through Service, Professional Sales  

Coaching, Professional Prospecting Skills, Professional Sales Negotiation, Guiding 

Customer Conversations and Expanding Customer Relationships.   Jim is also 

available for retreats and keynote addresses.  His work has been acknowledged in 

INC. Magazine and Successful Meetings and his employer at the time was named 

as one of the ñTop 5 Training Organizations in the Country .ò   

THE WORLDôS LEADING SALES TRAINING SYSTEM! 
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