LEQ p LEAP Fall 2018 Spends a Week at Lynn Haven

LEADERSHIP | EDUCATION | ADVANCEMENT | PROGRAM

September 24 — 28: Light Commercial Focus in Lynn Haven, FL

This session we moved the Light Commercial training from our Clarksville facility to Lynn Haven. The
territory managers were able to see Precedent units all the way through the manufacturing process. One of
our TMs got to see a specific unit being built for one of his dealers while he was there!

Please forgive the closed
eyes, they were looking
right into the beautiful

Florida sunshine
-
F

The territory managers from Trane District Offices began their week with an introduction to the Sales Force
Automation tool facilitated by Bryna Lutz, Distribution Development Manager for Residential HVAC and
Supply. Then Bryna met with the entire group from the Trane IWD channel, American Standard Channel and
Trane DO channel to talk about ROI and Business Case Analysis. That same day Jason Lewis, Regional
Manager for American Standard and Trane introduced them to territory analysis. (That was just Monday’s
agenda!)

Tuesday began with a tour of the plant followed by Light Commercial product training led by Greg Walters,
Product Performance Specialist and Mark Bell. Product Manaaer.
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When it is time for Sandler Sales training, you never know what you might do. It could be a role play, a game,
a story or it might be coming up with scenarios that you have to address in your homework assignment!

Also, no Light Commercial training is complete without Chris Carlile of No Pressure Selling teaching you all
about Business to Business sales (B2B). What did we learn??? It is all about cash flow not air flow!
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Raise your hand if you have learned things you can

implement immediately!
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James Zobrisky (Northeastern
Supply), Brian Sanford
(Virginia DO) and Andrew
Martinez (GA Larson)

Billy Barnes (Team
Air), Zachary Baskin
(Windsor Winair),
James Zobrisky
(Northeastern Supply),
Mike Lang (Windsor
Winair) and Tim
Farmer (SBU Sales
Excellence Coach, IR)

Mike Lang (Windsor
Winair) and Brent
Knoke (Charlotte DO)

Tim Farmer (SBU Sales
Excellence Coach, IR) and
Tyler Ellis (Shearer Supply)

X Billy Barnes (Team Air)

8 Matt Alexander (Woodson

and Bozeman), Carrie
Crownover (Team Air) and

Harris Georgia (Georgia DO),
Branden Cannone (North
Florida DO) and Carson Mason
(Atlanta DO)

‘W Corey Alder (Gensco) and
& Brian O’Connor (VP Supply)




