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EXCELLENCE DEVELOPMENT SERIES


Advanced Design Build and Performance Contracting for Mechanicals





Improve Marketshare and edge out 


competition to grow profit margins








Course Information


This two-day seminar will enable sales professionals to utilize design/build and performance contracting to create a unique offering to customers, and enable experienced HVAC/R service sales professionals to refine or enhance their skills.  








Skills and insight gained


Learn to differentiate your commercial service sales offerings from your competition.


Successfully position and close commercial service projects and preventative maintenance.


Use interactive role-play to confirm the effective questioning, listening and qualifying skills process.


Learn to utilize performance contracting techniques throughout the sales process and develop conceptual, technical and financial sales skills.


Understand how to improve your market share and grow your profit margin even during tough economic times.


Learn the basics to implementing a design/build division.


Learn the various business development and marketing/sales strategies.








WHO SHOULD ATTEND


New or experienced sales professionals, wishing to develop or enhance their skills in order to promote or implement design/build or performance contracting.  





WHY CHOOSE THE EXCELLENCE DEVELOPMENT SERIES?


State of the art training facilities


In depth course materials


Receive a program certificate








PROGRAM INVESTMENT


Free – EAI Contractor, Ally, or Strategic Ally Members


$600.00 per attendee – Non EAI Member 


25% Discount – Customers of EAI Ally or Strategic Ally Member








SEATS ARE LIMITED. 


REGISTER EARLY TO SECURE YOUR PLACE.





SCHEDULE


October 2-3	Cincinnati	Hebron, KY - EAI Headquarters
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COURSE INSTRUCTOR 


Jim Graening 


Jim has worked in construction, HVAC/R and service related industries since 1979. He has handled the roles of sales executive, sales manager, general manager and international consultant. In 1987, he joined Honeywell and became a top performer in commercial retrofit and service agreement sales, for their Building & Controls Division. As an energy and construction consultant, Jim traveled to Europe in 1996 to help take American construction technologies, and systems, into the newly opened markets in eastern bloc countries.
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