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"In every sale, the
contract signing is
only a formality!
Commitment happens
long before the
signing takes place.”

"“If you're spending
your time answering
objections late in the
process, you‘ve done

something VERY
wrong much earlier.”

"A sound sales

strategy is based on
how people buy.
If you can’t diagnose
where the buyer is in
the sales process,
you'll NEVER know
what to do.”

"Do you have a core
philosophy? If not,
how can you become
committed? If you’'re
not committed, how
can you succeed?”

"“"There are no secrets
to success...
only systems for
achieving it.”

"Decisions are made
in the brain.
Commitment comes
from the heart. They
won’t make a decision
to buy until they’ve
made a commitment
to succeed.”

James Lorenzen knows
what it's like to meet a
payroll, grow a com-
pany, and manage for
profitability.

His programs are
grounded in the ‘real
world’ and they come
from real business ex-
perience.

His top-level experience
as an entrepreneur,
CEO, publisher, and cor-
porate manager, com-
bined with his later ex-

perience in communica-
tions, financial services,
and international con-
sulting creates a unique
mix that benefits his
clients today.

Jim founded, built and
sold five successful com-
panies before the mid-
1980s and since then
has gone on to build
other businesses and
speak to audiences
throughout the United
States, Canada, and the
U.K.

Today, he is the CEO of
Gardner Hathaway, LLC, an
international consulting firm

specializing in sales and
management systems for
high performance.
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An International Track-Record

James Lorenzen has
conducted sessions
for more than 10,000
salespeople, execu-
tives and managers
for organizations and
companies throughout
the United States,
Canada, and the U.K.

Program sponsors
have included Hearst
Corp., , Foster Grant,
Hobie Cat, Dial One,
Val-Pak, H.R. Textron,
Cap-Cities ABC, The

City of Los Angeles
and scores of others.

80% of Jim’s ap-
earances were re-
errals or repeat

appearances.

“"Imagine your com-
pany as a rowboat
with your employees
on board. Some con-

tribute to progress.
Some contribute to
weight. A few may

even be rowing in the
wrong direction, con-
tributing to failure.

Just because they ap-
pear to be facing the
same direction, don’t
assume they’re all do-
ing the same thing!”

James Lorenzen’s Topics

Sales

e In-Synch Selling—
James Lorenzen’s

System for Success

¢ How To Make The
Major Account Sale

Management

e How To Develop a
High Performance
Strategy

e Managing To Win:
How To Create a
High Performance
Organization

Keynotes
e The Power
of Commitment!
(newest of several)

Merchants

e How To Create
Small Business
Advertisin
Strategy That
Works!

Call for James Lorenzen’s Availability: 805.265.5418



