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EAI signs deal with Ron Smith to offer Dominate the Market training to residential members


EAI has added a new Residential Replacement Sales Seminar: Dominate the Market, to be presented by Ron Smith, nationally known expert on sales and marketing. This program will cover: change management, developing a retail mentality, sales lead coordination, customer profiling, building sales leads from service, pricing of residential replacement sales, and selling service agreements.  This program will be presented for the first time in May 2003.


Commercial Service Sales Training Class Streamlined and Improved


The popular Commercial Service Sales class, designed to help you build a solid foundation in preventive maintenance and develop more new business, is now available in a three-day program. Jim Graening has streamlined the class to include one day of “Sales 101”, one day of intense role-play and discussions and the last day on business strategies. Early morning “coaching sessions” before the class starts will be available. The class will be held in Cincinnati, Dallas, Reno and Atlanta. The class now comes with manual, support materials and audio presentation, all on CD.  


Mark Matteson’s Customer Service Excellence & Rick Wilcoxon’s Real World Selling class added to EAI’s training schedule


EAI has added two additional high-impact courses to our training schedule: Customer Service Excellence by Mark Matteson, author of “Freedom from Fear” and Real World Selling by Rick Wilcoxon. The Customer Service Excellence course is geared towards raising the business awareness of technicians to create commitment to bottom line results, improving cash flow, reducing paperwork and increasing customer retention while enhancing interdepartmental communications. Real World Selling is focused on development of prospecting skills, controlling the selling process, and establishing credibility with the customer.


Sales & Marketing Business Plan developed and available for use by EAI members


A complete Sales & Marketing Business Plan is now available to EAI commercial and light commercial contractors. The comprehensive manual includes a strategic planning session outline, evaluation forms, and an actual sales and marketing plan template. Includes three easy steps to get your sales and marketing plan on paper and ready to implement.  Key issues and strategies have been developed from several EAI manuals and additional information authored by Jim Graening is also included in the manual and CD.








