




















Jeff Magee speaks internationally on leadership, organi-
zational and individual effectiveness and innovative
marketing ideas.  His unique performance-driven
perspective comes from more than two decades of real
world innovative work experience and advanced degrees
and certifications.

Currently, Jeff Magee designs and presents sales and
leadership courses taught at companies including but
not limited to: Pfizer Pharmaceuticals, Clear Channel
Entertainment, GMAC, U.S. Army National Guard, and the
U.S. Junior Chamber.

Awards & Acclaim

« One of less than 20 individuals worldwide who hold
both Certified Speaking Professional (CSP) and Certified
Management Consultant (CMC) professional designations

- Guest faculty member at WEST POINT on leadership

« Recipient of the 2003 TOYA (Ten Outstanding Young
Americans) award given by the U.S. Junior Chamber

JEFFREYMAGEE.COM

Performance Driven &
Value Added Selling

Leveraging The “it!” Principles For Your Business Success
Today and Tomorrow!©

Learn how-to recognize selling as a process driven
activity and design sales relationships for lasting account
success and development. Learn the Strategic and
Tactical how-to for greater impact ... In this program
participants will in a fun, fast paced, interactive manner
review the fundamentals of professionally selling as well
as learn advanced application strategies and tactics for
building relationships that lead to immediate and lasting
sales effectiveness .

Taking Your Career to the Winner’s Circle

« Learn “4-Ways To A 100-Percent Sales Increase”,
according to a Professional Selling Power and PERFOR-
MANCE Magazine studies .. .. Identify what you do now
and what can be implemented to FIND, GET, KEEP, and
GROW your client base, your market prospect pool, and
your product/service offerings

« The Forum Corporation finds customers typically leave
for four reasons. Learn how to identify and apply each to
your product/service offerings, and to your present (and
lost) client base .... Learn which one's apply and learn
how-to sell to them and reduce client touch-point
frustrations, anger and departures!

- Learn how-to use the Sales Prospect Performance
Profile©” form to identify and define your relationship
with the prospect/customer. The person with these
answers will make the sales!!!

AFTERNOON SESSION

XHS pm — 4:45 pm

Performance Execution
Organizational Peak Effectiveness Program!

In this powerful program, participants will learn from Dr.
Magee’s research on the successful models and SOP’s of
leading businesses today. You will gain a very clear
understanding on the six strategic and tactical aspects of
what it truly takes to be considered one of the best in
your field, and to be cautioned on how it can easily
implode. Learn how to get others to take on greater
responsibility and help improve the organization overall!

Getting on the Performance Fast Track

- Learn the Importance of Attitude (Mindset): Known in
psychology as the single human control factor. Examine
how it impacts your approach to everything you do

» Learn how to apply the Five-Step Coaching Communi-
cation engagement model used by psychologists. By
adding this to your personal communication tools, you
will significantly increase your ability to quickly and
meaningfully connect with others.

» Learn how to use the Player Capability Index Model to
objectively analyze yourself and others for needed
competencies to accelerate personal growth and
development.

Hosted by JCI Wisconsin at




