
LEARN  VIRTUAL  SALES

TRAINING  FOR  REMOTE  OR

HOME  OFFICES

INSTRUCTOR :

TRENTON  HIGHTOWER

JANUARY  28TH  •  1PM  TO  3PM  EST

FEBRUARY  4TH  •  1PM  TO  3PM  EST

FEBRUARY  11TH  •  1PM  TO  3PM  EST

 

6  HOURS  OF  LIVE  TRAINING  WITH

FEEDBACK  FROM  OTHERS  DOING

THE  SAME  WORK  IN  OTHER  STATES .  

 

REGISTER:
804 -332 -1071  OR

TRENTONHIGHTOWER@VERIZON .NET

Three 2-hour sessions focusing on
everything you need to know to
sel l  h igher educat ion to business
from a remote s i te .  With
methodologies t ied to market ing
strategies ,  the Strategic  Sales
course teaches the pract ical  tools
and how-to strategies needed to
position your col lege as the
business community’s  preferred
training partner.  Take home
tr ied-and-true techniques to dr ive
remote sales ,  boost  revenue and
increase customer sat isfact ion.

S T R A T E G I C
S A L E S  F O R
C O L L E G E S



Session One: January 28th, 1:00PM to 3:00PM ESTSession One: January 28th, 1:00PM to 3:00PM EST
Objectives:Objectives:
· Review virtual sales for contract training in the context of higher education· Review virtual sales for contract training in the context of higher education
· Practice contract training sales tools· Practice contract training sales tools
· Discover the contract training sales cycle· Discover the contract training sales cycle
· Demonstrate the power of virtual evidence· Demonstrate the power of virtual evidence
· Get “buy-in” from your customers, instructors, partners, suppliers and· Get “buy-in” from your customers, instructors, partners, suppliers and  

the college community for your contract training servicesthe college community for your contract training services
· Apply four simple steps in the contract process· Apply four simple steps in the contract process
· Use the four kinds of evidence· Use the four kinds of evidence

Session Two: February 4th, 1:00PM to 3:00PM ESTSession Two: February 4th, 1:00PM to 3:00PM EST
Objectives:Objectives:
· Practice and master the sales flow – Virtual and Face-to-Face· Practice and master the sales flow – Virtual and Face-to-Face
· Practice overcoming objectives – Virtual or Face-to-Face· Practice overcoming objectives – Virtual or Face-to-Face
· Review common language for contract training· Review common language for contract training
· Build value-added selling concepts with virtual evidence in mind· Build value-added selling concepts with virtual evidence in mind
· Learn goal–setting and accountability activities· Learn goal–setting and accountability activities

Session Three: February 11th, 1:00PM to 3:00PM ESTSession Three: February 11th, 1:00PM to 3:00PM EST
Objectives:Objectives:
· Build virtual communications plan· Build virtual communications plan
· Develop customer lists and how to manage calls, emails, and text· Develop customer lists and how to manage calls, emails, and text
· Review advertising that is cost effective and manageable for a small team· Review advertising that is cost effective and manageable for a small team
· Learn about publicity that leads to sales online and in-classroom· Learn about publicity that leads to sales online and in-classroom  
· Create promotions and events that lead to sales· Create promotions and events that lead to sales
· Practice virtual sales planning for the year!· Practice virtual sales planning for the year!



We will explore e-learning strategies to increase your online program enrollments.
We will share planning for e-learning, develop e-learning measures, and evaluate e-
learning outcomes; all to build a suitable process.  Keep in mind that you will then
need to sell the program to existing customers and open a new online market using
social media planning.  In this session, you will learn how to find e-selling
opportunities. Let “Strategic Sales for Colleges” do the research to assist you in
getting the answers you need so that you will leave this session with a Strategic
Selling/Marketing plan.  
  
If you are not able to schedule this virtual session, please ask about 1:1
virtual training/coaching session.   
 
804-332-1071  TrentonHightower@verizon.net



Some clients who have benefited from Strategic Sales for
Colleges since 1996:

Austin Community College, TX
Penn State, PA
Davenport University, MI
Valencia Community College, FL
Cal State, CA
Borough of Manhattan Community College, NY
Casper College, WY
Mount Aloysius College, PA
Raritan Valley Community College, NJ

Training provided for statewide training include:
Louisiana, North Dakota, Minnesota, Wisconsin, South Carolina, Ohio,
Texas, Alabama, Oklahoma, North Carolina, Maryland, and Virginia.

Put the process into action with tried-and-true,
how-to techniques and strategies.


