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Training Locations  

◼ Braintree 

◼ Woburn 

◼ Boston 

◼ World-Wide 

Specialists in People & Business Development 

Take Charge of Your Destiny 
 

In sales, nothing is etched in stone. Who and what we become can often be 

traced back to a single moment of decision. Now is such a moment in your ca-

reer. 

  
√ Will you achieve far more than you previously thought possible?  

√ Will you soar above the crowd?  

√ Will you empower yourself to achieve your goals with confidence and dignity?  

√ Are you ready to assume the leadership of the selling process? 

 

 

 
Greg Nanigian & Associates, Inc. welcomes you to the Sales Mastery-President’s Club---your 

first step in sales mastery. Through our unique and comprehensive approach to sales training, you 

will master the most powerful sales methodology ever developed--the Sandler Selling System®. 

Tested and refined through decades of front-line sales experience, Sandler training remains as 

radically innovative today as when it was first conceived. The Sandler Selling System®  

methodology will forever change the way you approach every aspect of selling, but to do so, it will 

require real, permanent change on your part. 

 
Sandler Training 

In 1966, David Sandler, founder of Sandler Training, pioneered an extraordinary sales training 

program for individual sales professionals, small and mid-sized companies, and Fortune 500  

corporations. In 1983, Sandler Training expanded its impact in the marketplace by franchising its 

proprietary training programs. Today, the company in Owings Mills, Maryland, supports the  

activities of a sales training organization of more than 190 certified trainers and consultants in the 

United States and Canada. 

 

What makes the Sandler Training different from other sales training companies?  

 
Fundamentally, we provide our clients with much more than motivational “quick fix” sales seminars. The Sandler team 
agrees with the psychological studies that prove memory fades very quickly. During even the most inspiring seminars, and 
immediately following, participants “feel good” and plan to put into action the ideas they just heard. But 48 hours later, most 
people can only remember a few one-liners and power phrases. As a result, no permanent change takes place in their  
behavior or their performance. 
 
There’s a world of difference between this so-called “quick fix” training and the ongoing reinforcement training provided by 
Sandler Training. Reinforcement takes time, certainly more than one or two days! And it requires committed trainers and 
clients, working together to achieve all new levels of confidence and success. 
  
Sandler Training has been awarded the #1 ranking for training programs in “Franchise 500” nine times since 1994. 
David Sandler’s ideas continue to challenge and inspire even the most seasoned sales executives. And Sandler Training is 
dedicated to keeping our clients ahead of the curve with innovative new training programs and concepts.  
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Some of our Trainers’ Profiles 

___________________________________________________________________________________________________________ 

Greg Nanigian is a Sales and Sales Management Trainer, Writer and NASCAR Super Late Model 

Driver. 

 

Greg Nanigian founded Greg Nanigian and Associates in 1987. GNA ’s team of trainers conduct 

Sales and Sales Management Training at client locations locally and overseas as well as at its four 

training locations in Massachusetts. GNA is an affiliate of Sandler Training which is recognized by 

INC Magazine as the leading Sales and Management Training organization in the U.S.  

 

Greg Nanigian and Associates has trained Sovereign Bank, Emerson Electric, Grace and Roche 

Pharmaceuticals. It has led many programs for professional associations including the American 

Institute of Certified Public Accountants and the International Health and Raquetsports Association. 

This not to mention thousands of small and mid-size companies including Sentient Jet, Cleary 

Insurance Agency, Senate Construction, Barber Foods, E&R Uniform Rental, Fl Boston, Globe 

Composite Solutions, New England Reprographics, Swing Labels and Wire Structures Company.  

  

With his dynamic background, salespeople sit on the edge of their seats as they wait to discover 

what traditional approaches to selling Greg will discard next. He is a highly sought after trainer and 

is regularly featured as keynote speaker for many businesses and professional associations. People 

are truly impressed with his ‘real world training ’, perceptiveness and ability to offer a solution, that 

usually works, to any selling issue. Clients routinely say that becoming a client of Greg Nanigian ’s 

was indeed the turning point in their career and for their company!  

 

Contact him at (617) 338-0993 or greg@gnatraining.com.  

Greg Nanigian  
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Jeff Morgenthaler is a Business Development & Sandler Trainer. 
 
Jeff has over 25 years of experience selling sales systems. He has trained individual salespeople, sales teams 
and enterprise sales teams worldwide. Companies that Jeff has implemented selling systems and sales training 
include Automatic Data Processing, AT&T Enterprise Accounts, Dell/EMC, Kronos Inc., Language Scientific, 
Livingston International and Iron Mountain. 
 
Jeff recently designed and launched a new workshop entitled “No More Cold Calls”. The workshop’s objective is 
to train sales teams on how to have a Pain Story conversation to land new meetings. 
 
Contact him at (617) 338-0993 or jmorgenthaler@gnatraining.com. 

___________________________________________________________________________________________________________ 

Jeff Morgenthaler 

Andrew Botieri  

Andrew Botieri is a Business Development & Sandler Trainer 
 
Andrew has over 25 years and over 60,000 hours of sales coaching and sales management training.  
He’s trained small, medium and large organizations around the country. Andrew is also a published 
author and featured Keynote speaker.  
 
Focusing on outside and inside sales, including radio, print & online advertising sales. His 
experiences include National Sales Trainer and Turnaround Specialist for a 400MM advertising 
sales company in 59 markets, where he won several national awards including Rookie Publisher/
Sales Manager of the Year and Sales Team of the Year. In addition, 3 nominations for Publisher/
Sales Manager of the Year and 3 nominations for Sales Team of the Year; Vice President of Sales 
& Operations for AllApartments, which he helped take public in August 1998 (now called 
Move.com).  Having had his own sales training company for years he recently decided to join Greg 
Nanigian and Associates, affiliate Sandler Training as a Sales Associate.  He is excited to bring his 
decades of experience and join the award -winning organization that delivers more hours of sales 
training per year than any other!  
 
Contact him at (617) 338-0993 or andrewbotieri@gnatraining.com. 

mailto:greg@gnatraining.com
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Some of our Staff Profiles 

___________________________________________________________________________________________________________ 
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Yvonne Price is the Office Administrator-Jill of all Trades. 
 
Yvonne has a varied background that includes sales, marketing, senior 
management in an international computer company as well as sales and 
training for an international real estate firm.  When her husband retired, she 
came onboard with GNA Training.  She handles all the office duties and 
she’ll be the one you hear when you call our offices. She will be able to 
assist you in all the details, such as registering you for a workshop, 
scheduling calls with Greg, and assisting in obtaining grants for training.  
Most importantly, she keeps the sales trainers in line!  

Contact her at (617) 338-0993 or yprice@gnatraining.com. 

___________________________________________________________________________________________________________ 

Yvonne Price 

Jim Voymas 

Jim Voymas is the Zoom Producer and Technical Support Specialist 
 
Jim graduated from Boston University in 2001 in Web Design. He was 
Sandler trained by and has worked with Greg Nanigian & Associates for 15 
years. He takes care of the digital marketing, website maintenance and other 
technical duties around the office. He provides tutorials for Sandler Online 
students. 
 
Contact him at (617) 338-0993 or jim@gnatraining.com. 

Flo Rubbo 

Flo Rubbo performs Accounting/Bookkeeping at Greg Nanigian & Associates since 
2005. 
 
Contact her at (617) 338-0993 or bookkeeping@gnatraining.com. 

mailto:howtoclose@gnatraining.com
http://www.gnatraining.com
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Live streaming workshops will be recorded. 
Guests are welcome by advance notice - please respect one class and meeting limit. 

NOTE: Advance registration is required as programs can reach capacity. 
For registration assistance call (617) 338-0993 or e-mail cs1@gnatraining.com  

Strategic Customer Care classes are denoted with “SCC”. 
400 Washington Street • Suite 302 • Braintree, MA 02184 
400 TradeCenter Drive, Suite 5900, Woburn, MA 01801 

200 Clarendon St • 19th Floor  • Boston, MA 02116  

Live Streamed Workshops 
 

400 Washington Street • Suite 302 • Braintree, MA 02184 
Telephone: (617) 338-0993 

General Information Web Site: http://www.gnatraining.com 
 

                                           
————————————————————————————————————————————————————————————— 

 

Live Streamed Workshops are held on Tuesdays 
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8:30 a.m. to 10:00 a.m. (Guests welcome one time) (Register for live streaming) 
10/5 Virtual Workshop - Creating Prospecting Plan Part II        
 Facilitated by Bob Carbonella 

8:30 a.m. to 10:00 a.m. (Guests welcome one time) (Register for live streaming) 
10/12 Virtual Workshop - Creating Prospecting Plan Part III 
 Facilitated by Bob Carbonella 

8:30 a.m. to 10:00 a.m. (Guests welcome one time) (Register for live streaming) 
10/19 Virtual Workshop - Making a Prospecting Call Part I 
  Facilitated by Bob Carbonella 

8:30 a.m. to 10:00 a.m. (Guests welcome one time) (Register for live streaming) 
10/26 Virtual Workshop - Making a Prospecting Call  Part II 
  Facilitated by Bob Carbonella 
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8:30 a.m. to 10:00 a.m. (Guests welcome one time) (Register for live streaming) 
12/14 Virtual Workshop - Vision Board 
 Facilitated by Bob Carbonella 

8:30 a.m. to 10:00 a.m. (Guests welcome one time) (Register for live streaming) 
12/7 Virtual Workshop - Formula for Success 
 Facilitated by Bob Carbonella 

8:30 a.m. to 10:00 a.m. (Guests welcome one time) (Register for live streaming) 
12/21 Virtual Workshop - Vision Board Wrap Up 
 Facilitated by Bob Carbonella 
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8:30 a.m. to 10:00 a.m. (Guests welcome one time) (Register for live streaming) 
11/2 Virtual Workshop - Making a Prospecting Call Part III 
 Facilitated by Bob Carbonella 

8:30 a.m. to 10:00 a.m. (Guests welcome one time) (Register for live streaming) 
11/9 Virtual Workshop - Improving Batting Average Part I 
 Facilitated by Bob Carbonella 

8:30 a.m. to 10:00 a.m. (Guests welcome one time) (Register for live streaming) 
11/16 Virtual Workshop - Improving Batting Average Part II 
 Facilitated by Bob Carbonella 

8:30 a.m. to 10:00 a.m. .  (Guests welcome one time) (Register for live streaming) 
11/23 Virtual Workshop - Setting Goals Part I 
 Facilitated by Bob Carbonella 

8:30 a.m. to 10:00 a.m. (Guests welcome one time) (Register for live streaming) 
11/30 Virtual Workshop - Setting Goals Part II 
 Facilitated by Bob Carbonella 

mailto:cs1@gnatraining.com
mailto:yhildebrandt@gnatraining.com
http://www.gnatraining.sandler.com
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https://calendly.com/sales-mastery/virtual-workshop-making-a-prospecting-call/2021-10-26T08:30:00-04:00?month=2021-10&date=2021-10-26
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https://calendly.com/sales-mastery/virtual-workshop-formula-for-success/2021-12-07T08:30:00-05:00?month=2021-12&date=2021-12-07
https://calendly.com/sales-mastery/virtual-workshop-vision-board-wrap-up/2021-12-21T08:30:00-05:00?month=2021-12&date=2021-12-21
https://calendly.com/sales-mastery/virtual-workshop-making-a-prospecting-call/2021-11-02T08:30:00-04:00?month=2021-11&date=2021-11-02
https://calendly.com/sales-mastery/virtual-workshop-improving-batting-average/2021-11-09T08:30:00-05:00?month=2021-11&date=2021-11-09
https://calendly.com/sales-mastery/virtual-workshop-improving-batting-average/2021-11-16T08:30:00-05:00?month=2021-11&date=2021-11-16
https://calendly.com/sales-mastery/virtual-workshop-setting-goals/2021-11-23T08:30:00-05:00?month=2021-11&date=2021-11-23
https://calendly.com/sales-mastery/virtual-workshop-setting-goals/2021-11-30T08:30:00-05:00?month=2021-11&date=2021-11-30
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Virtual Fall Sales Boot Camp 
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9:00 a.m. to 11:00 a.m. ** Tuesday workshop ** (Register for live stream) 
9/28 Sandler Sales Boot Camp - Bonding & Rapport Using DISC  
 Facilitated by Andrew Botieri Producer (B) Justin Nichols 
 Please click on the Topic link for easy boot camp registration at Calendly.com 

9:00 a.m. to 11:00 a.m. ** Tuesday workshop ** (Register for live stream) 
10/5  Sandler Sales Boot Camp - No More Cold Calls - 5 Step Conversation & Part I of What is PAIN? 
 Facilitated by Jeff Morgenthaler  Producer (B) Justin Nichols 
 Please click on the Topic link for easy boot camp registration at Calendly.com 

9:00 a.m. to 11:00 a.m. ** Tuesday workshop ** (Register for live stream) 
10/12 Sandler Sales Boot Camp - The 5 x 5 Follow-Up Cadence  
 Facilitated by Andrew Botieri Producer (B) Justin Nichols 
 Please click on the Topic link for easy boot camp registration at Calendly.com 

9:00 a.m. to 11:00 a.m. ** Tuesday workshop ** (Register for live stream)  
10/26 Sandler Sales Boot Camp - The Up-Front Contract 
 Facilitated by Andrew Botieri  Producer (B) Justin Nichols 
 Please click on the Topic link for easy boot camp registration at Calendly.com 

9:00 a.m. to 11:00 a.m. ** Tuesday workshop ** (Register for livestream)  
10/19 Sandler Sales Boot Camp - Part II of What is PAIN & Budget Steps                                                          
 Facilitated by Jeff Morgenthaler  Producer (B) Justin Nichols 
 Please click on the Topic link for easy boot camp registration at Calendly.com 

9:00 a.m. to 11:00 a.m. ** Tuesday workshop ** (Register for live stream) 
11/2 Sandler Sales Boot Camp - Closing the Deal                                       
          Facilitated by Greg Nanigian  Producer (B) Justin Nichols 
 Please click on the Topic link for easy boot camp registration at Calendly.com 

The Sandler Rules: 49 Timeless Selling Principles  
and How to Apply Them  
Filled with real-world tactics for successful prospecting, 

qualifying, deal-making, closing, and referral generation. 

Written by Sandler Training CEO David Mattson. $24.95  

9:00 a.m. to 11:00 a.m. ** Tuesday workshop ** (Register for live stream) 
9/21 Sandler Sales Boot Camp - Optional Fly-Over  
 Facilitated by Greg Nanigian  Producer (B) Justin Nichols 
 Please click on the Topic link for easy boot camp registration at Calendly.com 

mailto:howtoclose@gnatraining.com
http://www.gnatraining.com
http://www.gnatraining.sandler.com
https://calendly.com/andrew-botieri/sandler-sales-boot-camp-bonding-and-rapport/2021-09-28T09:00:00-04:00?month=2021-09&date=2021-09-28
https://calendly.com/jmorgenthaler/sandler-sales-boot-camp-no-more-cold-calls-2/2021-10-05T09:00:00-04:00?month=2021-09&date=2021-10-05
https://calendly.com/andrew-botieri/the-5-x-5-follow-up-cadence/2021-10-12T09:00:00-04:00?month=2021-10&date=2021-10-12
https://calendly.com/andrew-botieri/the-up-front-contract-2/2021-10-26T09:00:00-04:00?month=2021-10&date=2021-10-26
https://calendly.com/jmorgenthaler/sandler-sales-boot-camp-what-is-pain-part-ii/2021-10-19T09:00:00-04:00?month=2021-10&date=2021-10-19
https://calendly.com/greg-nanigian/boot-camp-closing-the-deal/2021-11-02T09:00:00-04:00?month=2021-10&date=2021-11-02
https://calendly.com/greg-nanigian/sandler-sales-boot-camp-optional-fly-over/2021-09-21T09:00:00-04:00?month=2021-09&date=2021-09-21


Live Streamed Sales Managers’  
Roundtables 

400 Washington Street • Suite 302 • Braintree, MA 02184 
Telephone: (617) 338-0993  

General Information Web Site: http://www.gnatraining.com 
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1 11:30 a.m. to 1:00 p.m.  **** This event is on a Friday **** 

10/15 Managers’ Roundtable: Sandler Training & Live Stream  
 Topic:  Understanding Leadership Roles  
 Please click on blue Topic to easily register at Calendly.com 
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1 11:30 a.m. to 1:00 p.m.  **** This event is on a Friday **** 
11/19 Managers’ Roundtable: Sandler Training & Live Stream  
 Topic: Staging Effective Sales Meetings    
 Please click on blue Topic to easily register at Calendly.com 
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1 11:30 a.m. to 1:00 p.m.  **** This event is on a Friday **** 

12/17 Managers’ Roundtable: Sandler Training & Live Stream  
 Topic: Why Have a Sales System     
 Please click on blue Topic to easily register at Calendly.com 

Why People Buy 
Filled with real-world tactics for successful 

prospecting, qualifying, deal-making, closing, 

and referral generation. Written by Greg 

Nanigian. $19.95 

http://www.gnatraining.sandler.com
mailto:howtoclose@gnatraining.com
http://www.gnatraining.com
https://calendly.com/greg-nanigian/understanding-leadership-roles/2021-10-15T11:30:00-04:00?month=2021-10&date=2021-10-15
https://calendly.com/jmorgenthaler/staging-effective-sales-meetings/2021-11-19T11:30:00-05:00?month=2021-11&date=2021-11-19
https://calendly.com/andrew-botieri/why-have-a-sales-system/2021-12-17T11:30:00-05:00?month=2021-12&date=2021-12-17


Teleclass Schedule 
 
 

All times are Eastern Daylight Time  
Phone Number for all teleclasses (646) 558-8656 (Zoom) 

Access codes will be emailed to teleclass members  
Call (617) 338-0993 to become a member  

 
Calls start with a 15-minute sales workshop & then 45 minutes of open coaching on  

prospecting & closing challenges based on your feedback. 
 

 Day/Date/Time       Subject                            Trainer__________ 

Sales Mastery-President’s Club classes are black bordered.  
Guests are welcome by advance notice - please respect one class and meeting limit. 

NOTE: Advance registration is required as programs can reach capacity. 
For registration assistance call (617) 338-0993 or e-mail cs1@gnatraining.com  

Strategic Customer Care classes are denoted with “SCC”. 
400 Washington Street • Suite 302 • Braintree, MA 02184 
400 TradeCenter Drive, Suite 5900, Woburn, MA 01801 

200 Clarendon St • 19th Floor  • Boston, MA 02116  

“You don’t have to like cold calls, you only have to make them.” 

October - December 2021 

Please click on the Topic links for easy registration at Calendly.com. 
 
October 2021 

Thu  10/7/21 4:15 PM  Temporarily replaced with Boot Camp workshops  
Thu  10/14/21 4:15 PM  Temporarily replaced with Boot Camp workshops  
Thu  10/21/21 4:15 PM  Temporarily replaced with Boot Camp workshops  
Thu  10/28/21 4:15 PM  Temporarily replaced with Boot Camp workshops  
 
November 2021 

Thu  11/4/21 4:15 PM  How Long do I Follow-up with a Prospect?   Jeff Morgenthaler 
Thu  11/11/21 4:15 PM  Using LinkedIn to Secure More Appointments  Andrew Botieri 
Thu  11/18/21 4:15 PM  Pipeline Challenges and Closing Clinic   Greg Nanigian  
Thu  11/25/21 4:15 PM  Thanksgiving - No Teleclass  
 
December 2021 

Thu  12/2/21 4:15 PM  How can I discover more deals  
       within an organization?       Jeff Morgenthaler 
Thu  12/9/21 4:15 PM  What is a Monkey Paw?      Andrew Botieri 
Thu  12/16/21 4:15 PM  Goal Setting for Sales Success     Greg Nanigian 
Thu  12/23/21 4:15 PM  What is PAIN?         Jeff Morgenthaler 
Thu  12/30/21 4:15 PM  End of Quarter - No Teleclass  

 
 

How can you increase sales without taking time away from clients and prospects?  How can you get rid of 
problems with not enough appointments and closing ratios being too low?  TeleClasses! TeleClasses  
are sales training programs held by conference call. These participatory sessions are live and interactive via 
the telephone - without the added expense of travel and without being pulled from the field. Hour-long 
sessions are now combined with a 15-minute workshop & effective sales coaching. With four to five 
Teleclasses each month, topics and formats are varied.  We give you the time and the training to succeed. All 
you have to do is register below, call and enjoy an interactive training program that will help you to make more 
money, have more fun and learn a prospecting and sales methodology that works! 

mailto:cs1@gnatraining.com
mailto:yhildebrandt@gnatraining.com
https://calendly.com/jmorgenthaler/teleclass-how-long-do-i-follow-up-with-a-prospect/2021-11-04T16:15:00-04:00?month=2021-11&date=2021-11-04
https://calendly.com/andrew-botieri/teleclass-using-linkedin-to-secure-more-appointments/2021-11-11T16:15:00-05:00?month=2021-11&date=2021-11-11
https://calendly.com/greg-nanigian/teleclass-pipeline-challenges-and-closing-clinic/2021-11-18T16:15:00-05:00?month=2021-11&date=2021-11-18
https://calendly.com/jmorgenthaler/teleclass-how-can-i-discover-more-deals-within-an-organization/2021-12-02T16:15:00-05:00?month=2021-12&date=2021-12-02
https://calendly.com/jmorgenthaler/teleclass-how-can-i-discover-more-deals-within-an-organization/2021-12-02T16:15:00-05:00?month=2021-12&date=2021-12-02
https://calendly.com/andrew-botieri/teleclass-what-is-a-monkey-paw/2021-12-09T16:15:00-05:00?month=2021-12&date=2021-12-09
https://calendly.com/greg-nanigian/teleclass-goal-setting-for-sales-success/2021-12-16T16:15:00-05:00?month=2021-12&date=2021-12-16
https://calendly.com/jmorgenthaler/teleclass-what-is-pain/2021-12-23T16:15:00-05:00?month=2021-12&date=2021-12-23


Sandler Online 

Have you been through the Sales Mastery-President's Club training and, like a language, you are finding that if you don't 

use it, you are starting to lose it?  We may have the solution - 24/7 online reinforcement training! 

 

 
What Sandler Online is NOT: 
 

• A replacement or substitute for the Sales Mastery-President's Club classroom experience. 

• A replacement for coaching.  
 

 
What Sandler Online IS: 
 

• A tool that will increase the "Touch Rate" for Sandler by adding to the classroom, CD, field experience, and coaching 
methods of reinforcement. 

• A form of accountability. 

• A Sandler content and training tool for those who are involved in the Sales Process but may not be on the front line 
(Customer Support, Sales Engineers, Managers from other departments, and part-time representatives for example). 

• A tool for remote training that you may customize with your own sales training videos. 

• A tool for Managers who cannot attend Sales Mastery-President's Club on a regular basis but need to be in the loop. 

• It is only for existing or former clients. 
 
_________________________________________________________________________________________________ 
 
Here is what you get with a Sandler Online® License: 
 
1. Resource Center: Hundreds of topics on sales and sales management – audio, video, pdf workbooks. In total 10,000 

hours of just in time learning. 

2. Course Presentations:  Online university style courses.  Multi-media, stunning visuals, audio, video, test your 

knowledge quizzes at the end of each lesson.    

3. Management Dashboard: Create training paths and view detailed reports on usage and reports on test results for 

each person in your organization who has a Sandler Online® license. 

4. Login from wherever:  Office computer, laptop, mobile device, sitting outside prospect’s parking lot, home, etc.  

5. You may add your own content for customized training for your sales team! 

 

Imagine arriving 10 minutes early on a 1
st
 call (the 1

st
 “Sandler Interview”) and sitting inside your vehicle with your laptop 

and logging on to the Sandler Online course entitled “Up-front Contracts.”  Picking up Wi-Fi from the building, you spend 8 

minutes going through the course, including hearing David Sandler himself coach you through how to set up an up-front 

contract, and then off you go into the building and up the elevator, prepared “just in time” to re-fresh all those wonderful 

Sandler techniques that we have taught you over the years.  Pretty powerful stuff!!!  

_________________________________________________________________________________________________________ 
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Training Courses Offered by  
Sandler Training  

The Sales Mastery-President’s Club 
As a Business Owner, Senior Sales Manager, General Manager or Sales Professional, where can you go to meet others and discuss the 
issues we face in today’s competitive environment? Who helps you solve the business issues faced by your organization?  
 
The Sales Mastery-President’s Club provides continuous, ongoing reinforcement training. Under this program, Sandler trainers provide an 
average of 30 hours of training monthly for a period of up to one year and, in many cases, beyond. During that time, you are able to attend 
as your schedule and needs dictate. Each client receives a comprehensive Sales Mastery-President’s Club self-study kit to reinforce what 
is being taught in the workshops. Clients also get Sandler Training’s bimonthly newsletter, “The Sales Mastery-President’s Club Report.”  
 
Sales Mastery-President’s Club is not a place. It’s not a meeting. It’s a dynamic learning experience featuring mutual support and on-going 
training. You find the best solutions to the toughest problems...you won’t just learn new sales skills, you’ll build new life skills.  
 
Corporate “In-House” Programs  
For larger companies, we provide customized, “in-house” training programs designed to take your sales team to the top! It’s a revolutionary 
sales approach that already has changed the way hundreds of corporations and tens of thousands of sales professionals practice the 
business of selling. We focus heavily on reinforcement training ... prolonged on-site support from skilled trainers and consultants who help 
sales people do the difficult work of changing the sales habits of a lifetime. This is sales training from the manager ’s point of view. We 
replace quick-fix, high priced motivational speakers who fly into town to “pump your people up” with local sales consultants who are 
committed to your long-term success. We take the time to work with your people to master the sales skills they need to take them to the top 
of their profession.  
 
Sandler Management Solutions Program 
This program is designed for Presidents, Business Owners, and Managers who have direct responsibilities for recruiting, motivating, 
managing, directing, and leading a team of people. Sandler Management Solutions is an intensive program with participants committing to 
a minimum 12 months of education. The program involves a combination of monthly workshops, role playing, on-going reinforcement, and 
hands-on coaching. You and your team will prosper and profit as you learn to more effectively manage your people, manage your 
resources, and manage your bottom line profit.  
 
Customized Sandler Training Programs  
Consult your local Sandler trainer for more information regarding the customized training programs. Sandler can customize a program to fit 
your needs and budget.  
 
Sales and Sales Management Assessment and Screening  
There are many reasons to evaluate your existing sales force as well as potential sales candidates -- the most compelling of which is the 
need to grow. To succeed, you must find out which of your people can really take you to the levels you must achieve. Not personality or 
psychologically based (like virtually all other tests), our nationally acclaimed assessment tools identify hidden strengths and weaknesses 
and not only determine if sales people and managers will sell consistently, but also accurately predict whether they ’ll be able to execute the 
skills they do possess.  
 
Strategic Customer Care Program (SCC)  
The modern business landscape is strewn with the remains of high-minded quality enhancement programs that failed because of 
insufficient follow through. Strategic Customer Care is different. Our unique reinforcement-based program leads people through the steps 
they need to develop the skills that are critical for top notch customer service. This program is a must for any company that wants its 
customer service or support people to keep, grow and develop long-term, profitable business partnerships.  
 
Professionally Targeting Referrals (PTR)  
If you’re one of those people that truly loves cold calling, this program probably isn’t for you ... But if you sometimes wonder if there could 
be an easier way to find and close new, high-quality clients -- perhaps we can help. Professionally Targeting Referrals is a modular, 
reinforcement-based program that specifically guides you through the very necessary goals, tactics and strategies that are mission critical 
for generating the number of quality referrals you need to exceed your business goals.  
 
Additional Sandler Self-Study Materials  
• “The Sandler Rules: 49 Timeless Selling Principles and How to Apply Them” - $24.95.  
• “Five Minutes With VITO®” - $14.95.  
• “Close the Deal” - $16.95.  
• “You Can’t Teach a Kid to Ride a Bike at a Seminar” -- by David Sandler - $23.95.  
• “The Sales Mastery-President’s Club Planner/Annual Calendar” -- $29.95.  
• “The Best of Sandler” CD series, includes over 11 hours of David Sandler Live -- with many live role plays - $175  
• “The Appointment Getter” - the ultimate prospecting tool - hundreds of answers to your “What if the prospect says?” questions -- $175.  
• “Sales Mastery-President’s Club Kit Including CD’s and Workbook” -- Ask your trainer for details.  
• “Sandler Management Solutions Resource Materials” -- Ask your trainer for details. 
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Sandler Books 

The Sandler Rules: 49 
Timeless Selling Principles  
and How to Apply Them  
Filled with real-world tactics for 

successful prospecting, 

qualifying, deal-making, closing, 

and referral generation. Written 

by Sandler Training CEO David 

Mattson. $24.95  

Five Minutes With VITO®  
Definitive guide for salespeople 

who want to start where they 

belong... at the Top! Written by 

Sandler Training CEO David 

Mattson and Anthony Parinello. 

$14.95 

Close the Deal  
Includes a comprehensive list of 

successful strategies to close a 

deal. Written by Sam Deep and 

Lyle Sussman with Sandler 

Training. $16.95 

You Can’t Teach a Kid To 
Ride a Bike at a Seminar  
Learn to master the seven key 
sales principles of the Sandler 
Selling System - and how and 
when to use them. Written by 
David H. Sandler and John P. 
Hayes. $23.95 
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Why People Buy 
Filled with real-world tactics for 

successful prospecting, 

qualifying, deal-making, closing, 

and referral generation. Written 

by Greg Nanigian. $19.95 

The Sales Coach’s Playbook 
The bestselling, definitive playbook 
for effective sales coaching, based on 
proven principles of the Sandler Sell-
ing System. Written by Bill Bartlett. 
$24.95   

Ask your trainer how to get your copy today! 

LinkedIn the Sandler Way 
25 Secrets that Show Salespeople 
How to Leverage the World's  
Largest Professional Network is a 
must-have book for any  
professional salesperson. Written by 
Sandler Training and LinkedIn Sales 
Solutions. $19.95 

Lead When You Dance 
This book shares fourteen classic, 
field-tested Sandler concepts that will 
help sales managers to be proactive 
in such areas as hiring, retention and 
motivation. Compiled by Greg  
Nanigian and Associates. $19.95 

Sandler Success Principles 
Discover the 11 insights that will 
change the way you think and sell. 
Improve performance through self-
awareness and relationships. Excel 
at selling by overcoming the root 
causes of negative behaviors. $16.95 

Sandler Enterprise Selling 
Competitively pursuing large, com-
plex accounts is perhaps the great-
est challenge for selling teams. To 
keep treasured clients and gain new 
ones, you need a system to win  
business. Written by David Mattson 
& Brian Sullivan. $29.95 
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Directions and Parking 

BRAINTREE - 400 Washington St. • Suite 302 • Braintree, MA 02184  

 

FROM BOSTON VIA ROUTE 3S: The Southeast Expressway, I-93 South. Follow South until you approach the split of Route 

3S Cape Cod and Route 128N Dedham. Bear left to Route 3S and get into the right lane. Take the first exit, which comes up 

on the right very quickly (Braintree, Washington St., Quincy T Station). Bear right until you get to traffic lights which is 

Washington Street. Take a right at the lights and follow for .4 miles.  

 

FROM PLYMOUTH VIA ROUTE 3N: Follow Route 3N to Exit 17 (Union St., Braintree). Follow the off ramp around the rotary 

and under Route 3. Bear right under the bridge and get off rotary just before Motel 6. Follow straight through the lights to the 

top of the hill. At the lights at the top of the hill, take a right onto Washington Street. Follow for about 1 mile.  

 

FROM WALTHAM VIA ROUTE 128/I-95: Follow Route 128S until you approach the split of Route 3S and Route 3N. Follow 

Route 3S and take the very first exit (Exit 18, Braintree, Washington St., Quincy T Station). Follow the off ramp and bear right 

until you get to the first set of lights which is Washington Street. Take a right at the lights and follow for .4 miles.  

 

BY RED LINE FROM BOSTON: Take Red Line to Braintree Station (it will cost you one token to exit the station.) You can do 

one of three things: TAKE A TAXI FROM THE STATION. We’re about 3-4 minute ride away. LOOK FOR BUS #230 going to 

Quincy Center. We’re about 5 minutes away by bus. Depending on time of day, this bus only runs once an hour -- ask driver 

to let you off at 400 Washington Street. WALK from the station. We’re about 20-25 minutes away. Come out of “T” building 

and take a left. Follow foot path 3/4 of way out of the station. Go down staircase at left and take a left. Cross street when safe 

to do so. At top of the street you will be looking at Thayer Academy. Take a right. You are now on Washington Street. 

Landmarks to look for: Texaco (on left), First Baptist (on right), Mortimer J. Peck Funeral Home (on right), Hugs Plus (on 

right), look for two white office buildings side by side. You want the second building (across from Rockland Trust). We are on 

the third floor, suite #302. 

 

 

 

WOBURN - Cummings Executive Suites • 400 TradeCenter Drive • Suite 5900 • Woburn, MA 01801  

FROM THE NORTH: Take Route I-93 South to Route I-95 South. Take exit 35 from I-95 South.  

 

FROM THE SOUTH:  Follow I-93 N to MA-38 N/Main St in Woburn. Take exit 35 from I-95 South Continue on MA-38 N/Main 

St. Take Elm St to Tradecenter Dr.  

 

 

 

WOBURN - Cummings Executive Suites • 800 West Cummings Park • Suite 4750 • Woburn, MA 01801  

FROM THE NORTH: Take Route I-93 North to Exit 36 for Montvale Ave toward Stoneham. Turn left onto Montvale Ave. 

In 1.3 miles, turn right onto Washington Street. West Cummings Park is on the left. Go to the 4th floor and Suite 4750.  

 

FROM THE SOUTH: Take Route I-95 North (Route 128 North). Take exit 36 toward Washington St/Woburn. Merge onto 

Mishawum Road. Turn right onto Washington Street. West Cummings Park is on the right. Go to the 4th floor and Suite 4750.  
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Directions and Parking 

BOSTON - 200 Clarendon St. • 19th Floor • Boston, MA 02116  
 

FROM ROUTE 1/TOBIN BRIDGE (SOUTHBOUND): Get on US-1 S to Boston. Take the MA-3 N exit toward MA-
28 S/Storrow Drive. Keep right to continue on MA-28 S, follow signs for Storrow Drive W. Take the Beacon Street 
exit toward Copley Square/Back Bay. Use the right 2 lanes to turn right onto Beacon St. Turn left at the 2nd cross 
street onto Clarendon St. 

FROM I-93 (SOUTHBOUND): Get on I-93 S to Boston. Take exit 26 for MA-3 N toward MA-28 S/Storrow Drive. 
Keep right to continue on MA-28 S, follow signs for Storrow Drive W. Use the left lane to take the Beacon Street 
exit toward Copley Square/Back Bay. Turn left onto Arlington St. Turn right onto Commonwealth Avenue. Turn left 
at the 2nd cross street onto Clarendon St. 

FROM I-93 (NORTHBOUND): Take I-93 N to I-93 Frontage Road in Boston. Take exit 18 from I-93 N toward Mass 
Ave/Roxbury. Use the left 2 lanes to turn left onto W 4th St. Continue onto E Berkeley St. Turn left onto Stanhope 
St. Turn right onto Trinity Pl.   

FROM 128/I-95 (NORTHBOUND): Follow directions for I-93 Northbound. 

FROM MASS PIKE (EASTBOUND): Follow I-90 E/Massachusetts Turnpike to Stuart Street in Boston. Take exit 
22 from I-90 E/Massachusetts Turnpike. Follow Stuart Street to Clarendon St. 

FROM THE SUBWAY (“T”): The closet stop is Green Line Copley. From there walk 0.4 mile 
heading south on Dartmouth St toward Boylston St . Turn left onto Stuart St . Building is on your left. 

PARKING: Garages are located at 100 Clarendon St. and 200 Stuart St. 

BUILDING: You must register before arrival to pass security desk.  
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Some of our Clients 

AA Will Material (landscaping supplies)  
ABT Associates 
Acumentrics (power supplies) 
Accutech (packaging equipment & supplies) 
AE Ventures (trade show management) 

A Healthy Balance (health and nutrition) 
A Phone Jack Systems 
ACT Leasing (auto) 
Aflac (insurance) 
AirGraphics 
Allied Industries 
Allmerica Financial 
Anova 
Applied Communications Tech  
Applied Image Reprographics  
Appointment Setters 
Artistic Blossoms 
Associates Realty (real estate) 
AzimaDLI (manufacturing monitoring)   
Aware Manager 
Bamboo Gardens Acupuncture 
Barber Foods  
BayNets Safety Systems  
Baystate Properties (real estate) 
Bierbrier Development, Inc.  
Bill Shea’s Counter Tops 
Boston Business Journal   
Bower Manufacturing  
Bridgemedica, LLC 
Brookside Properties  
Bump Realty (real estate) 
CC-Technologies 
CDS Business Mapping  
Central Ceilings, Inc.  
Central Computer  
Centric Consulting 
Century 21 (real estate) 
Chubb Group of Insurance Cos.  
Cigna Financial Advisory  
C.J. McCarthy Insurance Agency, Inc.  
Cleaves Company 
Coan Oil 
Coldwell Banker (real estate) 
Cress and Company Realty (real estate) 
Cummings Properties  
Data Care  
Datron Dynamics  
David Gooding, Inc.  
Dependable Cleaners 
DH Sales 
Double E Manufacturing  
Duralectra 
Electronics Center 
Equipment 4 Rent 
Excell Solutions, Inc.  
 

Net Lease Capital Advisors LLC 
New England Build and Restore  
New England Controls  
New World Realty (real estate) 
New York Life Insurance Co.  
Palace Manufacturing 
Power Systems Sales and Service 
Premier Fence 
Pride Environmental 
Project Save (non-profit organization)  
Prudential Securities  
Quintana Supply 
Radius Financial Group 
Raid Inc., (systems integrator) 
Real Property Management (real estate) 
Realty World (real estate) 
Reiser 
Resolve Technology (software) 
Rexel/Munro Energy (electrical supply) 
Riverside Realty Associates (real estate) 
Roche Pharmaceuticals  
Rodman Insurance, Inc. 
Roomscapes (remodeling) 
RPC Packaging 
Salhaney Insurance Agency  
Senate Construction  
Sentient Jet, LLC 
Shiretown Glass & Home Improvement 
Sigma7 Group 
SmartPak (horse supplements) 
Smith Barney  
Sovereign Bank  
Stone Street Financial 
Sullivan & Co Realty (real estate) 
Synergistics, Inc. 
Swimming Pool and Spa Group  
T & K Enterprises 
Tech Environmental 
Tekscan INC. 
The Alternative Board (business coach)   
The Computer Merchant, Ltd.  
The House Company  
TIE Kinetix (E-Commerce Solutions) 
TOG Manufacturing 
TSG Global (phone/texting service) 
TUV SUD America Inc. 
UDR (real estate) 
Unison Site Management  
Viveiros Insurance  
Water Analytics 
Waypoint Accounting Solutions  
Web Vortex Inc. 
William J. Burns, Esquire, CPA  
Wolf & Company (Accounting) 
Work Systems Affiliates International 
 

Express It Logistics (shipping service)  
F1 Boston  
Factory Paint 
Father Bills & Mainspring 
Gallery Homes Pleasant Realty (real estate) 
George Washington Toma Appliances   
Gianno & Freda Financial  
Globe Composite Solutions 
Goloboy CPA 
Good Brothers Ford and Dodge  
Goodrich Lumber 
Gourmet Caterers 
Greenscape Inc. 
Gryphon Networks (noise engineering)  
H. T. Berry & Company Inc.  
Hartney Greymont  
Health Markets 
Heritage Coffins  
Home & Business Services Unlimited 
Home Run Realty (real estate) 
Homevestors  
Horizon Graphics 
Howell Packaging 
Int’l Health & Racquet Sports Assoc.  
J. Hillburn 
Jack Conway Realty (real estate) 
Jameson & Company 
Jet-A-Way Waste Management & Recycling 
John Hancock Mutual Life 
Johnson Compounding (medications) 
Keller Williams (real estate) 
Kennedy Carpet 
Key Controls, Inc.  
LAN Information Systems  
Lamb Insurance Agency  
Latson Leadership Group 
Lehman-Millet  
L.F. O’Leary Company  
Litton Computer Service  
Loews Cineplex  
Mac-Gray  
Madico 
Malcolm & Parsons Insurance Agency  
Mansard Commercial Properties (real estate) 
Manufacturers’ Service & Supply Co. 
Mass Society of CPA’s  
Mass Business Association  
Mass State Lottery 
McGivern CPA   
MetLife Insurance  
Mitchell Construction  
Morgan Stanley Dean Witter 
Mutual of Omaha  
NASE 
Net Capitol (venture capital) 
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