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S T R E N G T H E N I N G   

T H E  P O W E R  
O F  P O T E N T I A L  



INTRODUCTION 
A key challenge facing many sales executives in 
this current economic climate is their ability to 
achieve sales revenue in an environment where 
resources are scarce and competition rife. 
 
Many sales professionals are feeling the pressure 
to keep pace with the ever increasing demands 
placed upon them and their ability to manage 
stress has become more important then ever. 

 
This workshop enables sales teams and 
executives to achieve success in these 
challenging times and to help them build a 
resilient and optimistic mindset that will pave the 

way for them to survive and thrive. 

Participants will learn:  

� How stress sabotages sales success 

� The winning formula to maintain success 
in challenging times 

� How to get into the optimum stress zone 

� The ‘must know’ activities that will 
outsmart your competition 

� The 3 key factors to building resilience  

� How to maintain an optimistic mindset 
and conquer Thought Attacks™ 

� How to be to attract more customers 

� Influencing your customers’ buying 
decisions 

� Managing yourself in challenging times 

WHO SHOULD ATTEND: 
 

⇒ Sales Executives 

⇒ Sales Managers 

⇒ Sales Team Leaders 

⇒ Business 
Development 
Managers 

⇒ Business Relationship 
Managers 

⇒ Financial Advisors 

The Importance of this Workshop for your Sales Team 
 
In this current economic climate we need to be equipped with the skill set and capabilities to 
withstand the pressures and stresses brought about by this economic environment.  
 
The objective of this one day workshop is to strengthen sales team performance through 
developing the right thoughts, attitudes and behaviours that will sustain sales success. 
 
By knowing the secrets of D-Stress selling, sales executives will be better equipped to navigate 
the storm and triumph during these turbulent times. 
 
The workshop provides its participants with the tips, tools and techniques to manage and reduce 
stress enabling them to feel calm, emotionally composed and in control in stressful selling 
conditions. 

 
It highlights the factors that cause feelings of stress in this current selling environment and offers 
practical solutions that can be immediately applied to reduce it. 

 



Your Facilitator 
 

Meiron Lees 
 
Meiron Lees is the Executive Director of 
InnerCents, and the author of D-Stress, Building 
Resilience in Challenging Times.  
 
Meiron has spent most of his professional 
career dedicated to strengthening businesses 
through his unique coaching and training 
programs. He has developed training, coaching 
and mentoring programs in the areas of 
Leadership, Management, Sales, Strategy, 
Performance Management and Stress 
Management—incorporating the latest research 
and leading edge strategies in his training and 
coaching programs.  
 
Meiron’s philosophy for business is that profits 
cannot be separated from the people that create 
them. He believes that high performance and 
loyalty can only be sustained when a deeper 
purpose is fulfilled. 
 
To date over 3500 executives, partners and 
managers have attended his programs 
worldwide. His clients include IBM, Citibank, 
PwC, Harvey World Travel and Symantec to 
name a few. 
 
He is a member of the Australian Institute of 
Training and Development (AITD), the 
Australian Institute of Management (AIM) and 
the International Coach Federation (ICF).  
 

WORKSHOP OUTLINE 
 

 
Morning Session 
 
How Stress Impacts Sales Success 

• Stress Health Check – assess your current stress level! 

• What causes us to feel stressed? 

• Thoughts – friend or foe? 

• The must-know word that makes the difference 

• How stress sabotages sales success 

 
Tools and Techniques that Reduce Stress 

• Learn 3 powerful tools that reduce stress immediately 

• Little known techniques to build resilience to stress 

• To transform negative thoughts and to build a positive and 
optimistic mindset 

• Managing yourself in challenging times 

 
 
Afternoon Session 

        
                The Art of D-Stress Selling in Tough Times 

• How to increase sales in a challenging environment 

• The 5 ‘must know’ activities to outsmart the competition 

• How to make your offer irresistible 

• The key steps in Influencing your customers’ buying decision 

 
Being Smart about Managing Stress  

• How to detect stress before it arises 

• The technique to remain calm and focused in pressured 
situations 

• Getting into the optimum stress zone 

• Daily routines to keep stress in check  

 

 

Complimentary Follow-up Session 

In order to assist in a seamless application of the learnings and to monitor 
results, we offer a complimentary 1 hour follow up session. 
 
This interactive session reinforces the key actions of the workshop and 
allows participants to discuss any challenges in implementing the strategies 
into their sales activities. 
 
This workshop is held 6 weeks after the initial workshop. 
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What others say… 
 

“Meiron not only understood my business, but asked me the 
right questions for me to understand my business better, where 
I wanted to take it, and where I wanted to focus going forward.” 
 
Mike Chesworth 
General Manager Consumer Financial Services NSW/ACT 

 

“Meiron made me more aware of how I could enhance my 
interactions with my colleagues in a way that would foster 
greater teamwork and improved productivity.” 
 
Catherine Hale 
Director 

 

“Meiron’s coaching guided me to address the key areas to re-
strategise my financial planning business. He provided 
effective strategies that I could immediately apply resulting in 
an increase in business turnover of 40% above the previous 
year’s results.” 
 
Ron Geffin 
Owner, IMR Financial Advisors 

CONTACT US: 
To enquire about any of our programs or workshops, please call, email, or write to the details shown 

below. 

EMAIL US FOR MORE INFORMATION: 

Click here: info@innercents.com.au 

 


