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FURPOSE: We are a forum of sales managers who share and
leverage their knowledge and experience to improve the
practice of managing and leading sales reps.

[] a safe harbor and mastermind group for sales managers.

[1 The ideas and information shared during the course of a
meeting and membership, are given freely to the group and
become the property of the SMF for the benefit of its
membership. Information is shared with the group and other
SMF chapters and posted on a members only websine,

[] We respect each other and share our knowledge to the topic
at hand.

1 We do net give specilic and direct advice.

[1 We collaborate to be better competitons,

MEMBERSHIP IS FOR A TERM OF ONE YEAR.
[] members belong to a chapler and the chapter is a closed
group for the one year term.

MEMBERSHIP BENEFITS:

[] monthly collaborstive meetings with sales managers and
subject matter specialists to share experience and knowledge.
[] meeting recaps

[1 bi-monthly newsletier

[] access to the SMF website, which contains the archives,
member profiles, subject matter specialist profiles, and links to
siles manager support sites,

[1 1 Behavioral profile analysis provided by Global Behavior

MEETINGS ARE HELIY once per month, on a set day, from
7:30 10 9, 30am,

MEW MEMBEEHRS: Are welcome, and will become eligible to
join the next chapier
* g group must have a minimum of 10 members to begin,
and a max of 14. 12 is the preferred size,
*  once a chapter begins it is closed to membership.
»  members may bring guests (0 meetings. Any one guest
may visit 3 times,

LOMG TERM WISIOMN;

To improve the real and perceived image of sales managers,
To add value to our members

To provide a safe harbor for SM's 1o collaborate

To provide mentoring within our group

To improve the effectiveness and efficiency of sales managers
To connect all the sales managers in Charlotie

MEETING FOXRMAT:
[1] call to order
[2] fire drill isswes -— individual member issues, for which
time will be reserved before adjournment.
[3] ol business [30 minutes] — follow-up on last meeting's
topic and business
[4] today's topic — new topic and roundtable (st least 60
Frinates]
*  One topic selected for each meeting
*  Either a Subject Matter Specialist, or our own members,
or member’s guests, will prepare and make presentations
1o bead into a roundiable discussion will follow
* Designated “scribe” is to keep nofes and preparc a
review and summary for all membsers
[5] fire drill isswes — discussion
[6) new business [30 minutes|
*  presenters and topics selected for next time
= Mew business / For the good of the group
[7] adjourn

SURBJECT MATTER SFECIALISTS and their specialines:

CroodT Ables - castomer relationship management (CRM), datnbase
marketing, business intelligence and collaboration. Salesfores.com

fra Biass = Your Virtun] Media Director, to develop and implefmieat o
siragepy bo wie &1l madis to reach o target audience.

Ly o Bellamy — Linkedin enthusinst and bow it applics 1o business.

[iom Crosky » behavioral assessmend vin the  Professional
Dymahetric Programs (PR Works)

Ralph Henderson - sales trainer ond sales cooch, developing sales
skills using the world renowned Sandler Training System,

Fhilippe | eBaron = Sales Productivity Manager, the formula for sales
managers that will kave all reps achieving quota. D the right thing.
s0 your reps do the thing right.

wal Marafrioti = Teacher, tminer and mentor, helping people to
determine their tnee callings and how to achieve them in & simpls
step=by=slep Fashion

Peter Popovich = Coach, excoulive, busingss and life coach, Keller
Wiltiams Realty franchise owner, Interact Faculty member,
mativatioral speaker, change grid and accountakility counselor.

Pierre Baitini = Facebook and Twitter enthusiast, and bow these new
micdia tools apply to business,

Paul Scalidi — Sales and organizational consulting, building high
performance tenms and organizations.

Feith Schilling = web  presehes:  suoosssful onling  marketing
eampaigs from search engine optimization o paid advertisements,

AGENDA:

Meetings | and 2 - introductions, format and opportunity
Mecting 3 - Global Behavior & behavioral profile amalysis
Mectings 4 through 6 - members select

Meeting 7 - Sales Manager best practices

Meetings 8 through 11 — members select

Mecting 12 - Sales Manager best practices & graduation

Sales Manager Forum |5 owned and operated by 56 Consults, LLC,
TR0 Fairview Rd, Box 313, Charlotte, MC 28226,
Speve Gater | SOComsulisL L wgmailosm | 610-322-8T733



