
7:45-8:15 am Registration 

8:30-9:15 am Opening:  Beyond The Sales Pitch 

9:30-10:30 am Break Out Sessions 

   Å Making Sales A Habit 

   Å The Little Things That Matter Large 

10:30-10:45 am Refreshment Break 

10:45-12:00 pm General Session:  The Magic of Selling to the Style 

12:00-1:00 pm Networking LunchɂProvided 

1:00-2:30 pm Breakout Sessions 

   Å SuperNatural Sales 

   Å How To Excel at the Daily Grind 

2:30-2:45 pm Refreshment Break 

2:45-3:45 pm General Session:  Jump High & Get Out of Your Box 

3:45-4:30 pm Closing: Getting and Keeping the Edge 

For Additional Information or To Register for this Seminar: 
(970) 252-ΪΡΡ  Ɇ  ɉΪΪΪɊ ΨΩΥ-1717 
 www.SueHansenSpeaks.com 

PARTNERS .  .  .   

SCHEDULE .  .  .   

SUPER HOT SALES SKILLS  
FOR A  

NOT SO HOT ECONOMY 

¶ A Personalized Selling-Style Report 

¶ One-hour Customized Coaching to  Estab-
lish Your New Habits 

¶ Discover the Power of Recognizing Your 
#ÕÓÔÏÍÅÒȭÓ "ÅÈÁÖÉÏÒ-Style Through 
Ȭ#ÕÓÔÏÍÅÒ -ÁÐÐÉÎÇȭ ÁÎÄ !ÄÁÐÔÉÎÇ ÆÏÒ 
Enhanced Communication 

¶ Why Relationship Still Matter in the World 
of Interactive Selling 

¶ Ȱ4ÒÉÅÄ-n-4ÒÕÅȱ 4ÅÃÈÎÉÑÕÅÓ ÆÏÒ ! #ÕÓÔÏÍÅÒ
-focused, Need-based Approach to Selling 

¶ 4ÏÏ -ÁÎÙ 4Ï -ÅÎÔÉÏÎȱ /ÕÔ ÏÆ ÔÈÅ "ÏØ 
Selling Approaches and Creative Ways to 
Seal the Deal 

¶ 9ÏÕȭÌÌ 'ÅÔ %ÎÅÒÇÉÚÅÄȦ 

¶ 9ÏÕȭÌÌ 'ÅÔ &ÏÃÕÓÅÄȦ 

¶ 9ÏÕȭÌÌ %ÖÅÎ (ÁÖÅ &ÕÎȦ !ÎÄ ȣ 

¶ 9ÏÕȭÌÌ 'ÅÔ "ÕÓÙ -ÁËÉÎÇ -ÏÎÅÙȦ 

HEREõS WHAT YOUõLL GET .  .  .   

YOUR TEAM OF SALES EXPERTS .  .  .   

¶ Sue Hansen, Owner, Sue Hansen Speaks! 

¶ Dee Coram & Phuong Nguyen, Co-Owners, Coffee Trader Coffee & Tea 

¶ David Crane, Account Manager, Comcast Spotlight 

¶ Pete Feddersen, Sales Manager, Hellman Motor Company 

¶ Yvonne Meek, Songwriter/Owner, Starry Night Music/Skylark Media 

Economy Buster Special 
* Be the first to Register and   
receive $50 off seminar fee 

(Limited to first 10 Registrants) 

REAL PEOPLEɂREAL RESULTS 
 

Wednesday, March 24, 2010 
7:45 AM to 4:30 PM 

HOLIDAY INN EXPRESS 

$197* 

SPONSORED BY: 



Guest Speakers . . .  

Yvonne Meek 
Performing Songwriter & Owner 
Starry Night Music/Skylark Media 
 

After years of working in various 
administrative roles to help build and 
grow a variety of non-profits and 
ȰÅÖÅÒÙÏÎÅ ÅÌÓÅȭÓȱ ÂÕÓÉÎÅÓÓÅÓȟ 9ÖÏÎÎÅ 
broke free to follow her own muse. Rediscovering her 
musical roots she joined a southern rock band and took up 
songwriting. In 2008, after a visit to Nashville, TN, she 
began a year long journey to write, record and produce an 
ȰÁÌÂÕÍȱ ÏÆ ÏÒÉÇÉÎÁÌ ÍÕÓÉÃȢ  (ÅÒ #$ȟ -/3!)#ȟ ÒÅÌÅÁÓÅÄ 
August 2009, is the fulfillment of a lifelong dream and a 
step toward making songwriting/performing her career. 
Ȱ4ÈÏÕÇÈ ÍÁÎÙ ) ËÎÏ× ÔÒÅÁÔ ÔÈÅÉÒ ÍÕÓÉÃ ÁÓ Á ȰÈÏÂÂÙȱȟ ) ÓÅÅ 
ÉÔ ÁÓ ÍÙ ȰÃÁÒÅÅÒȱ ÓÏ ) ÍÕÓÔ ÔÒÅÁÔ ÉÔ ÁÓ Á ȰÂÕÓÉÎÅÓÓȱ ÁÎÄ 
ÍÁÒËÅÔ ÁÎÄ ÓÅÌÌ ÍÙ ÐÒÏÄÕÃÔ ÁÃÃÏÒÄÉÎÇÌÙȢȱ 9ÖÏÎÎÅ ÉÓ ÁÌÓÏ Á 
ȰÊÉÎÇÌÅȱ ×ÒÉÔÅÒȟ ÖÏÉÃÅ ÏÖÅÒȾÁÕÄÉÏ ÂÏÏË ÔÁÌÅÎÔ ÁÎÄ ÇÒÁÐÈÉÃ 
designer who uses the internet and social networking as 
tools for promotion of  diverse talents.  

Dee Coram  & Phuong Nguyen 
Co-Owners 
Coffee Trader Tea & Coffee 
 

Businessmen, Owners and Founders of 
the World Famous Traders Coffee and 
Tea, Dee and his partner Phuong 
Nguyen have successfully navigated the 
world of boutique coffee establish-
ments. With over 300,000 cups of deli-
cious coffees and teas served up along 
the Western Slope we have asked that 
they share some of the best practices 
that have distinguished Coffee Trader 
from all the rest. You walk into any of 
ÔÈÅÉÒ ÌÏÃÁÔÉÏÎÓ ÁÎÄ ÙÏÕȭÒÅ ÉÍÍÅÄÉÁÔÅÌÙ Á ÆÒÉÅÎÄ ÁÎÄ ÐÁÒÔ ÏÆ 
the crowd. Nothing warms the heart more than to hear 
your name as you walk into get your morning cup of fresh 
roasted coffee. Resilient, focused, adaptable businessmen 
who know how to sell a cup of coffee. Join Dee and 
Phuong for one action packed, presentation on how to 

fire up sales through creativity and innovation. 

Pete Feddersen 
Sales Manager 
Hellman Motor Company 
 

Pete brings a rich understanding of 
the sales process-how to make it 
work-how to build loyal customers-
and how to actually make the sale-
over and over again. Pete grew up in sales. His mother 
knew he was going to be a salesman by the age of five. Of 
Pete, she tells this story; after throwing away her Valen-
tine flowers, Pete retrieved them from the trash and went 
door to door until he sold them all.  For the past 
forty  three years he has worked almost every job in a car 
dealership from apprentice mechanic to owner.  His pas-
sion has always been in sales training and the success it 
has the potential to bring. As an owner of his own auto 
sales company, work as sales manager at some of the best 
dealers on the Western Slope and his current position 
with Hellman Motor Company in Delta Colorado, Pete has 
seen it all, done it all and made improvements along the 
way, always honing his skills and his sales peoples ability 
to tap into exactly what the customer wants and needs.  

David Crane 
Businessman & Account Manager 
Comcast Spotlight 
 

Each summer during college, David 
spent 60-80 hours/week in 100-115 
degree temperatures selling pest 
control services door-to-door in some 
of the hottest deserts in the United States. He learned 
what it takes to make it big in sales, ranking in the top 5% 
nationwide and learned to love sales, sales management 
and business. After graduating from Brigham Young Uni-
versity, he started his cleaning referral business in a loca-
tion that his marketing research said would give him the 
foundation for success. At first he did all of the work 
himself, but after 6 months, had 12 employees, a manager 
and a team leader. From there, he hired sales staff and 
focused on establishing systems that eventually enabled 
him to step back from the business and enjoy the profits 
for years until it was sold in 2008. David currently excels in 
helping businesses in the local area grow through intelli-
gent marketing and advertising strategies. He is a father 
of four, active in serving in boards and committees, clubs 
and church.  

Sue Hansen 
Owner, Sue Hansen Speaks! 
 

Business woman, owner and founder of 
Sue Hansen Speaks, a business consult-
ing, training and speaking company has 
20 years of experience in the sales indus-
try.  Her journey from pharmaceutical 
sales to owning and operating a medical 

imaging company to heading up a training and consulting 
ÂÕÓÉÎÅÓÓ ÃÏÕÌÄÎȭÔ ÈÁÖÅ ÈÁÐÐÅÎÅÄ ÉÆ ÓÈÅ ÄÉÄÎȭÔ ÈÁÖÅ ÔÈÅ 
ÁÂÉÌÉÔÙ ÔÏ ÁÓË ÆÏÒ ÔÈÅ ÓÁÌÅȢ  3ÈÅȭÌÌ ÍÁËÅ ÙÏÕ ÌÁÕÇÈ ɉÂÅÃÁÕÓÅ 
Á ÓÅÎÓÅ ÏÆ ÈÕÍÏÒ ÉÓ ÅÓÓÅÎÔÉÁÌɊ ×ÈÉÌÅ ÙÏÕȭÒÅ ÔÈÉÎËÉÎÇ ÁÂÏÕÔ 
how you can incorporate new ideas into your sales ap-
proach. As a certified behavioral analyst and business 
growth curve expert Sue will share her sales tips and guide 
you to become an expert at behavioral selling skills. Never 
annoy another potential customer ever again.  

Sessions . . .  

Making Sales a Habit 
By David Crane 
 

You could be the most charming of all sales people, 
but if you have no self-discipline you might as well 
get out of sales because the top 3% will never be 
ÙÏÕÒÓȣÕÎÌÅÓÓ ÙÏÕ ÃÁÎ ÄÅÖÅÌÏÐ ÈÁÂÉÔÓ ÔÈÁÔ ÓÕÐÐÏÒÔ 
your efforts. Learn the key components to sales 
success. Top performers have a tried and true sys-
tem for making sure they keep in touch, answer all 
the questions and close the sale. Join David for an 
interactive session on how to develop the habits 
necessary to take your sales skills to the next level. 

General Session:   
The Magic of Selling to the Style: How to Use 

Behavioral Guidelines to Sell More Stuff! 

By Sue Hansen 
 

Just how DO certain people buy? Some purchase 
impulsively and some take years to make decisions. 
,ÅÁÒÎ ÔÏ ÑÕÉÃËÌÙ ÉÄÅÎÔÉÆÙ ÙÏÕ ÃÌÉÅÎÔȭÓ ÂÅÈÁÖÉÏÒÓ ÓÔÙÌÅ 
before your annoy them to death! Discover the 
secret that most high performers already know. You 
will leave the session with more knowledge about 
your selling behaviors and your clients buying behav-
iors than you ever thought possible.  

Super Natural Sales Get Results 
By David Crane 
 

Join David and discover the potential of solution 
based, interactive sales process. David will cover the 
nuts and bolts of how to discover what your client 
ÒÅÁÌÌÙ ×ÁÎÔÓ ÁÎÄ ÎÅÅÄÓȢ (ÅȭÌÌ ÄÉÓÃÕÓÓ ÔÈÅ ÂÅÓÔ ÁÐȤ
proaches to use with each type of client, the no 
surprise sale, how to brainstorm and collaborate 
with your client to achieve the desired results for 
ÂÏÔÈ ÙÏÕ ÁÎÄ ÔÈÅ ÃÌÉÅÎÔȢ $ÏÎȭÔ ÍÉÓÓ ÔÈÉÓ ÉÎÆÏÒÍÁÔÉÖÅȟ 

How To Excel at the Daily Grind 
By Dee Coram & Phuong Nguyen 
 

Steaming secrets from two of the best entrepre-
ÎÅÕÒÓ ÙÏÕȭÌÌ ÅÖÅÒ ÍÅÅÔȢ %ÖÅÒ ×ÏÎÄÅÒ ÈÏ× ÓÁÌÅÓ ÓËÉÌÌÓ 
contribute to a successful business? Well you will 
now! Join the co-owners of the famously successful 
Coffee Trader Brand. With service locations in both 
Montrose and Grand Junction these successful 
entrepreneurs will entertain you with their innova-
tive methods, out of the box ideas and no-fear ap-
proach to sales. Learn from two of the very best 
how to build and maintain rapport, how to have fun 
while selling one cup at a time.  

General Session: 
Jump High & Get Out of Your Box! 
By Sue Hansen & Yvonne Meek 
 

How to challenge the same old thinking habits to get 
noticed! This interactive and lively session will stimu-
late your brain to come up with WAAAAY out of the 
box ideas for succeeding at sales. When the times 
get tough the top performers find new and exciting 
×ÁÙÓ ÔÏ ÇÅÔ ÔÈÅ ÊÏÂ ÄÏÎÅȢ 9ÏÕȭÌÌ ÌÉÔÅÒÁÌÌÙ ×ÁÌË Á×ÁÙ 
with so many ideas to kick your sales into gear and 
ÈÁÖÅ ÆÕÎ ÄÏÉÎÇ ÉÔȢ 9ÏÕ ×ÏÎȭÔ ÓÌÅÅÐ ÔÈÒÏÕÇÈ ÔÈÉÓ ÏÎÅȟ 
ÉÔȭÓ ÁÃÔÉÏÎ-packed and jammed full of great ideas to 
use and use and use. 

Opening Session:   
Beyond The Sales Pitch 
By Sue Hansen 
 

Being successful in sales is so much more than the 
sales pitch. Seasoned, successful salespeople know 
that a lifelong customer is more valuable than just 
closing the deal. Making the sale again and again and 
being able to build loyal customers requires much 
more than a quick talker and a slick sales pitch. 
Transform your sales with a look into the top 5 prin-
ciples to keeping it real and getting the sale again 
and again. 

Closing Session: 
Getting and Keeping the Edge 
By Sue Hansen 
 

7ÈÁÔ ÉÓ ÉÔ ÔÈÁÔ ÔÏÐ ÐÅÒÆÏÒÍÅÒÓ ÄÏ ÔÈÁÔ ÏÔÈÅÒÓ ÄÏÎȭÔȩ 
ÉÆ ÓÁÌÅÓ ÉÓ ÙÏÕÒ ÐÒÏÆÅÓÓÉÏÎȟ ×ÅÌÌ ÔÈÅÎ ÄÏÎȭÔ ×ÁÓÔÅ ÁÎÙ 
ÏÆ ÙÏÕÒ ÔÉÍÅ ×ÈÉÌÅ ÙÏÕȭÒÅ ÁÔ ÉÔȢ 2ÅÌÅÎÔÌÅÓÓÌÙ ÄÅÄÉȤ
cated yourself to getting it right and making the 
sale. This has more to do with you than it does with 
the economy. Success is right around the corner 
seize it and get busy increasing your net worth! 

The Little Things That Matter  Large 

By Pete Feddersen 
 

'ÅÔ ÒÅÁÄÙ ÔÏ ËÎÏÃË ȬÅÍ ÄÅÁÄ ×ÉÔÈ 0ÅÔÅȭÓ ×ÉÎÎÉÎÇ 
formula. Attitude, Communication, follow up tips 
and how to get out of the rut! This information 
packed seminar will surely position you for success. 
9ÏÕȭÌÌ ÔÁËÅ Á×ÁÙ ÖÁÌÕÁÂÌÅ ÔÉÐÓ ÁÎÄ ÔÅÃÈÎÉÑÕÅÓ ÔÈÁÔ 
will help your correct your attitude when the buz-
ÚÁÒÄÓ ÇÅÔ ÙÏÕ ÄÏ×ÎȢ 9ÏÕȭÌÌ ÌÅÁÒÎ ÔÈÅ ÑÕÉÃË ÆÉÒÅ ÒÕÌÅÓ 
for connecting with your customer within the first 10 
ÓÅÃÏÎÄÓȢ !ÎÄ ÍÏÓÔ ÃÒÉÔÉÃÁÌÌÙȟ ÙÏÕȭÌÌ ÇÅÔ ÔÈÅ ÆÏÕÎÄÁȤ
tion and rationale for why follow up will be your key 
to success.  


