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12 Speakers on Sales & Marketing 
 

Harry Beckwith 
Author of Selling the Invisible 
 

Attracting prospects, converting prospects into clients, and helping clients become loyal 
partners – Harry Beckwith shows audiences the best ways to grow business in today’s 
competitive environment. Using real-life examples of his successful groundbreaking 
strategies, Beckwith provides the practical steps needed to establish and nurture enduring 
relationships with customers. Harry's presentations are designed for your event from a 
database of over 175 case studies on sales, sales and marketing communications, client 
relationships, and the 'Three Anchors': brand, package/appearance, and price. 
 

Herb Cohen 
Negotiation Expert 
 
Negotiator Herb Cohen's clients have included business executives, entrepreneurs, sports 
agents plus large corporations as well as governmental agencies. Herb's analysis, insights 
and humorous view of many of these high-level happenings are a must for not only 
business people but parents, politicians and consumers – anyone who wants to establish 
and maintain mutually beneficial relationships. Bringing his vast knowledge and unique 
negotiating experiences to the podium, Herb Cohen teaches audiences powerful yet subtle 
negotiating techniques to help in every business. 
 

Gary Michels 
Sought-after sales trainer  
and co-founder of Success StartsNow! 
 
Gary Michels shows the audiences how to reach their sales goals by getting in front of the 
key decision makers, leading them through the sales process, and then getting out with a 
signed contract. Gary works with motivated sales people to create outstanding results. 
What the attendee will experience is a fast paced, highly energetic presentation. Gary will 
touch on several things that we can do to stay positive, even when we don't actually feel 
that way.  
 

Alan Parisse 
Author of Questions Great Advisors Ask 
 
Alan Parisse guides organizations through their inevitable cycles of prosperity and 
challenge. Some people say selling hasn’t changed, but it has – and it will. Technology has 
been transforming manufacturing, finance and distribution for decades. Now it is time to 
reinvent selling. In this program, Alan examines the tried and true basics of selling and 
demonstrates how salespeople can be successful in the new economy ahead.  
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Scott McKain 
Bestselling author of ALL Business is Show Business  
and What Customers Really Want 
 
One of Scott McKain’s most requested programs is ‘ALL Business Is Show Business.’ This 
is a total business philosophy that impacts how your organization can be more effective as 
you sell and serve your customer – and as you manage and motivate employees. Scott 
creates compelling experiences through an effective three-step plan: Create a 'High 
Concept' to sharpen your focus on your unique strengths; Use the ‘Power of Story’ to 
create an emotional connection between you and your customers; Design the ‘Ultimate 
Customer Experience’ that will amaze, astound and thrill your customers – and your 
employees. These concepts are not just theories - they work! 
 

Rick Barrera 
Acclaimed marketing consultant and  
author of Overpromise and Overdeliver 
 
Rick Barrera is known for his extraordinary speaking ability and his unique approach to 
brand building. Rick discusses how companies like Washington Mutual , Lexus, Google, 
American Girl, 
Zara and others created huge brands in unbelievably short periods of time by identifying 
and focusing on the critical ‘TouchPoints’ that mattered most to their customers. You will 
learn which TouchPoints are most critical and what you must do to deliver flawless 
consistency to your customers. 
 

Nicholas Boothman 
Author of How To Connect In Business in 90 Seconds or 
Less 
 
A highly entertaining speaker, Nicholas Boothman has presented his revolutionary 
technique of ’Rapport by Design’ to businesses around the world. This presentation is for 
anyone in business who works with people. In business as well as life, failure to build trust 
and rapport can be insurmountable, while the rewards of a good first impression are almost 
immeasurable. Nicholas's interactive keynotes and workshops will have your group 
laughing and connecting with one another while they learn and retain skills that dramatically 
impact their sales, productivity and leadership potential. 
 

Mark Sanborn 
Expert on Sales and Personal Motivation Strategies 
 
Personalize the message of Mark Sanborn's bestselling book, The Fred Factor, for your 
audience. This highly motivational presentation explains how you can become a Fred ... 
providing you the means to reinvent your business and life through self-mastery, vision, 
empowerment, and service. This program is a powerful way to get everyone from front-line 
employees to upper management focused on the importance of self-responsibility and 
creating value for those we work and live with. It goes beyond the workplace to show 
viewers how to enrich their personal lives as well. 
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Jeff Tobe 
Co-author of best-seller The Sales Coach and Coloring 
Outside the Lines... 
 
By the end of Jeff Tobe's session with your group, participants are bound to find 
themselves ‘Coloring Outside the Lines’! In his high-energy, fast-paced, presentations, Jeff 
shares how to create a marketing 'blueprint' that applies to any sized organization. He 
takes participants through a 5-step process of re-evaluating their marketing and advertising 
techniques. Finally, Jeff shares many of his 101 secrets to gain sales and marketing 
prowess and increase your bottom line. 
 

Bodine Balasco 
Capturing the Heart of Your Customer 
 
Bodine Balasco is academically trained in public speaking and human behavior, with 
degrees from UCLA in Speech Communications and Social Psychology.  He has also been 
a radio show host and commentator for the 'Smart Business Radio Network.' Beliefs drive 
behavior, and behavior creates results. Bodine will remove the guess work for you by 
sharing Four core beliefs and five core behaviors for creating customer loyalty. This 
information will not only inspire your group, it will give your staff members new awareness 
& new tools that will immediately increase their customer focus and enhance their positive 
impact with their customers.  
 
 

Bob Burg  
Author of Endless Referrals and Winning Without 
Intimidation 
 
Bob Burg teaches companies and individuals how to apply and perfect two skills 
dramatically important to personal and professional success - Business Networking and 
Positive Persuasion Skills. Combining humor with hard-hitting bullet points of information, 
his programs offer attendees the ability to develop and cultivate win-win business 
relationships, master the art of positive persuasion and dramatically increase their bottom 
line. He has earned acclaim for delivering his programs in an entertaining style, while 
providing information that is hard hitting, immediately applicable, and most of all...profitable! 
 

Patrick Leroux 
Author of Sales Gurus Speak Out 
 
As an expert on success strategies, Patrick Leroux gives audiences practical tools that 
they can use immediately, boosting their performance and productivity by leaps and 
bounds. An entrepreneur at heart, Patrick is the founder of eight businesses. He is a 
respected author and expert on motivation and success strategies, and has helped 
countless clients achieve greater results in all aspects of their lives. Patrick will show you 
how to sell more, sell faster and sell easier than ever before, even when up against lower 
priced competition. He will present a series of practical and proven techniques that will 
increase the number of appointments you have with potential clients, increase sales and 
give you a competitive edge over your competition.  
 


