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                              Its your 
BUSINESS

to Know & Grow
One day master workshop on

Marketing, Sales Development and Customer Care
· Is your Marketing Plan for 2010 working?  Do you even have one?
· Do you know how to go about identifying sources of new business?

· Do you know how to set marketing budgets?

· What marketing activities are best suited for your company?

· Have you and your staff a positive attitude to sell?

· Are you working on Ready, Fire, Aim or Ready, Aim, Fire?

· Can you and your staff sell on the telephone?  Prove it

· Can you think in ink?

· Can you help a customer to buy without selling anything?

· Have you the drive to hang in there and be persistence?

· How is your company perceived?

· Is your marketing material / logo out of date?

· Are you unsure what marketing material you need?

· Are you maximising your customer base?

· Are your customers returning and bringing friends?
Who should attend ?
This dynamic workshop is for owners / managers of growing businesses, recently established or new business owners, marketing and sales executives, and those responsible for the marketing and sales targets in the company.
The objective of these workshops is to provide an insight into the latest thinking and strategies on marketing, selling and customer care so that you can implement actions immediately. You will learn how to devise a Marketing or Sales Action Plan for your business.

Each participant will devise an Action Programme which they can implement on their return to the office. Your current marketing, sales and customer care literature and material will be assessed and personal advice provided during the workshops.

Reading material and workbook will be sent in advance so that participants can maximise the time at the workshop.
Workshop Agenda

9.00 –11.00 Practical Marketing –   “getting the best out of your marketing activities” Marc Thornton
· Demystifying marketing 

· Learning how to write a Marketing Action plan

· Assess your current marketing activities

· Understand the various marketing tools including 

· Advertising
· Direct marketing
· Pricing
· PR 
· Web based technologies,
· Brochures 
· Brands & Logos etc
· what marketing works , what doesn’t work
· 10 tips for free marketing activities!

· Getting the best out of emarketing

· Social networking
· Search engine optimisation
· Email campaigns
· Ezines
· Eresearch
· Ecommerce
- devise action plan for your business
11.30 – 1.15 Sales ASAP – “How to use Attitude, Strategy, Application & Persistence”  to grow your sales – Part 1.  

Dermot McConkey

· The world we live in today?

· If things don’t change, they stay the same!

· Neuromarketing – left & right brain in harmony

· The Sales BuyCycle

· What’s more important than price to a customer?

· The 3 Option strategy open to you

· Customer motivation – 5 things to consider

· Using the resources available to sell

· What do salespeople need to perform? KASH?

Quick Lunch

2.00 – 3.15 – Customer Care – “delighted customers return to increase profits” Marc Thornton

· Difference between Service and Customer service 

· Latest Customer Care developments.
· Identifying your customers needs

· How to research customers for their feedback 

· Calculating the lifetime value of a customer

· Aiming to delight Customers

· Looking at the different types of customers
· Identify why we lose customers 

· Handling complaints and keep customers

·  Valley of Excuses” –dealing with staff objections to change 

· Implementing superior customer care in your company

· Plan customer care staff meetings

· Making a profit using customer care
3.15 – 5.00pm Sales ASAP – “How to use Attitude, Strategy, Application & Persistence”  to grow your sales – Part 2.  

Dermot McConkey

· The 4 Mula for Success in action

· How a good MOUN can help you sell

· Getting referred leads

· The 3 World Review process

· A FAB idea to sell

· Using DRAMA to present professionally

· Email and the TXT thing!

· Creating habits through persistence

· The Psychology of Success

Presenter: Marc Thornton MMII Grad. , FIHI  Marc is managing director of DTA Marketing, a well-established Marketing and Customer Care consultancy. Prior to joining DTA Marketing he held senior marketing positions with Superquinn Supermarkets, Securicor, Deloittes and AIB plc.He regularly gives seminars on marketing, selling and customer care. His seminar will be packed with relevant examples and appropriate suggestions. Marc customises his courses depending on the level and experience as well as industry sector of participants.  He trains and addresses seminars to over 2000 participants a year and has written a book on marketing and customer care called “Winning Lifetime Customers”. See www.dtamarketing.ie for more about Marc and DTA Marketing

Presenter : Dermot McConkey FSII, MIITD   Dermot is Managing Director of Dermot McConkey Development & Training Limited, a business development and sales training consultancy. He has worked for over 35 years in sales having held many senior positions in Sales Management, Marketing and Training. He has a reputation for being a highly enthusiastic, motivational, popular trainer where his fast paced delivery of the psychology of success is key to every talk and programme he facilitates. Dermot is known as an ideas man. Dermot is one of the foremost authorities on assisting people in achieving positive, measurable change in their attitude, in their behaviour and in their results.  He has spoken at international conferences in the USA, Cyprus, Malta, Scotland and England. He published his first book – “Onwards and Upwards In Words” in 2001. He launched an inter-active sales development software training programme called  Go sell whatever you want to sell in the Irish marketplace in 2005. He is a contributor of articles to various national newspapers, magazines and websites on sales and marketing matters. He is a Fellow of the Sales Institute of Ireland, a Member of the Irish Management Institute and a Member of the Irish Institute of Training and Development.
Enquiries and bookings :

Contact Adele at info@galwayexecutiveskillnet.com
085 7491564
























