


» The forces of globalization
and Internet empowerment

are changing the role of Housekeeping — 9:00-9:15
Introduction to ChangeCentric Selling® 9:15-9:50
sales people. Forcefield Analysis 9:50-10:40
Break 10:40-11:00
« Traditional relationship and Forcefield Analysis (cont'd) 11:00-12:00
: : : Lunch 12:00-1:00
solution-centric Se”mg 1LY Forcefield Analysis (cont'd) 1:00-1:15
Ionger work. Change Response Analysis 1:15-2:35
Break 2:35-3:00
« Sales people and their Change Response (cont'd) 3:00-4:00
. be ch Change Analysis 4:00-5:00
companies must be change Group Assignment 5:00-9:00

leaders—or, they will

become change victims. Housekeeping 8:30-8:40
Day 1 Review 8:40-9:10
Buying Committee Characterization 9:10-10:25
Break 10:25-10:45
Value Creation 10:45-12:00
Lunch 12:00-1:00
Value Creation (cont'd) 1:00-1:45
oo N . Opportunity Assessment 1:45-2:45
Additional Services: Break >45-3:00
] ] Formula for Change 3:00-4:00
« Customized Workshops, Seminars, Change Plan 4:00-5:00
and Speaking Engagements Group Assignment 5:00-9:00

Sales training and keynote

. Housekeeping 8:50-9:00
speeches can be customized to Day 2 Review 9:00-9.20
meet clients’ unique needs. Account Plan Overview 9:20-9:30

Force Analysis and Change Response 9:30-10:40
« Follow-Thru Consulting™ Break 10:40-11:00
Follow-up visits and consultation Buyer Characterization and Competition 11:00-12:00
) Lunch 12:00-1:00
to ensure the Change Leadership Change Plan and Value Analysis 1:00-2:10
Framework® is adopted and utilized Opportunity Assessment 2:10-2:50
. . Break 2:50-3:10
for maximum benefit across sales Account Plan Peer Reviews 3:10-4:10
teams. Account Plan Review 4:10-4:30
Organization Implementation Plan 4:30-4:55
+ Workflow and IT Integration Course Evaluations 4:55-5:00
Consulting Day 4 (Optional)—Creating and Selling Value in
Consulting services to integrate the InformatlonTechnoIogy
] Housekeeping 9:00-9:15
Change Leadership Framework® and Sources of Value 9:15-9:50
associated tools and techniques into Operational Maturity and CobIT® 9:50-10:40
clients’ workflow and information Break 10:40-11:00
VallT® Framework 11:00-12:00
technology systems. Lunch 12:00-1:00
Core Infrastructure Optimization 1:00-1:45
« Strategic Planning Business Productivity Optimization 1:45-2:35
Consulting services utilizing the Break 2:35-3:00
. Application Platform Optimization 3:00-4:00
Change Leadership Framework® Case Studies 4:00-4:55

to assess the client's own
organizational situation, define the
optimal strategy and develop a plan

WWW.CHANGELEADERSHIPGROUP.COM

Day 1—Core Concepts

Bootcamp Schedule

Day 2—Advanced Concepts

Day 3—Tools and Implementation

Course Evaluations

4:55-5:00

1.800.351.LEAD (5323) « Info@ChangeLeadershipGroup.com

ChangeCentric Selling®, Change Leadership Group®, and Change Leadership Framework® are registered trademarks of
Change Leadership Group, LLC.
CobIT® and VallT are trademarks of ISACA and the IT Governance Institute.

for change.



