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Case Study #2

The second case study was also conducted at Consumer Energy So-
lutions. This time, we took another random group of 25 salespeople
to participate in level 1 of the Master Closer Program. The results
were even more astonishing than test group number one. Again,
we took 4 weeks worth of their sales prior to starting the course
and 4 weeks after completion. Group 2 went from closing 775 deals
in 4 weeks to closing 1,737 deals in 4 weeks. In this case, 100% of
the people increased their numbers. Their average increase in indi-
vidual production was 226%.

This training program has become a staple in Consumer Energy So-
lution’s employee development efforts.
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Myisales career has subjected me to many seminars and trai
courses, all of which had doses of information that was useful
for the most part did not serve as a fast track to success. It w
until | started working here, that | learned that | don’t know e
there is to know about sales. The Master Closer Program wa:s
phenomenal and the tools and knowledge learned are priceld
life and for business. The training staff was the best I've ever
from and while | am still new at the job, | have already exceed
my own expectations.

Steve F.
Master Closer Program Level 1 graduate.

Theitraining and knowledge | got from the Master Closer Prog
is second to none and amazing. But it can be used in more
than just energy sales. The positiveness, confidence and kno
we gain from the training programs can be used in all of life.

course has motivated me to want to learn again, | haven't felt
way since High School. Thanks for everything; | can’t wait to d

Rob S.
Master Closer Program Level 1 graduate.
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Case Study #3

Measurable Solutions, one of the nation’s largest physical therapy consulting firms, was encountering a common problem with their clients:
they were good at driving in new patients, but had trouble getting the patients to buy and complete full treatment packages. Many therapists
had a particularly negative view of sales, thinking that they shouldn’t sell their services as this was “un-ethical,” but rather educate their pa-
tients about their services, who would then decide to pay thousands of dollars for treatments. This approach left many therapists struggling
both financially and professionally, as patients who don’t complete programs tend to bad-mouth the therapist as “not having worked.”

Measurable Solutions hired Accelerated Training Solutions to cus-
tomize level 1 of the Master Closer Program for its clients. The
course needed to educate physical therapists how to sell their ser-
vices in an ethical manner and make the patient understand their
own conditions much like the physical therapist did, and so feel the
same urgency that they did to get the condition handled.

The result was the Patient Compliance Course, which quickly be-
came Measurable Solutions’ fastest selling training program of
all time. They have sold over $210,000 of the Patient Compliance
course alone in less than 3 months. Some practice owners bought
10-20 at a time to deliver it to all of their therapists.

| was never trained, nor even thought about, the need for the patient
to have fully buy-in into what | was explaining to them. Then | did the
Patient Compliance Course. This was a great course as it brings the
clinician through the process of an evaluation and teaches the
clinician how to combine our medical training with a proven
step-by-step process to increase the compliance of the patient. This is

not only good for business, it is actually extremely beneficial to the
patient as they are motivated to attend therapy as determined
necessary by the treating therapist.

Jacques B.
Patient Compliance Course graduate
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» Conclusion

Economies have always relied on the salesperson to keep business
flowing. Without effective, honest salespeople who are out help-
ing solve others’ problems and filling their needs with products and
services, the business world would collapse. Every industry needs
great, ethical salespeople and no amount of marketing efforts can
ever replace this human element. If people aren’t properly trained
to sell, they will not enjoy it. They will dislike the whole activity,
including other salespeople. They may even have to resort to high-
pressure tactics, further giving sales a bad name. If people learn
how to sell the right way, they will be successful at it. The solution
is to train your sales force, that’s the bottom line.

To this day, we have graduated hundreds of salespeople in numer-
ous industries — such as energy consulting, dentistry, physical ther-
apy, hotel management and more — on our Master Closer Program,
with countless successes pouring in.



