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Targeted Sales and Productivity Solutions





Bowman Training Initiatives promotes personal growth and development through high quality, fun and interactive training sessions and workshops targeted to the required skill sets needed to ensure success.  We can show you how to increase customer referrals, grow profit margins, achieve sales target increases and reap the many benefits of motivated employees. 


Training is an investment in your employees, with an unlimited potential on returns. 








Open Workshop Dates


Cold Contacts to Hot Sales


 4hr.  9AM to 1PM


Location – Brampton


Investment - $139.00 plus GST.


Date – June 16th


An Open Mind – Unlocking Creativity


One Date Only!


3hr.  9AM to 12PM


Location – Brampton


Investment - $79.00 plus GST


Date – June 7th


Strategies for Successful Selling


2 Full days – Sales Certification


Location – Brampton


Investment - $900.00 plus GST


Date - June 22nd & 23rd


Advanced Sales and Business Techniques


4 hr. 12:30 PM to 4:30 PM


Location – Brampton


Investment – $139.00 plus GST


Date – June 21st





Attendance must be reserved and paid for in advance.  Call Jeff at 905-451-6525
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Highlighted Bowman Training Program 


	             ***NEW!***


Advanced Sales And Business Techniques


A brand new course offering that takes up where Cold Contacts to Hot Sales left off.  Participants will learn effective methods of attracting customers through a variety of activities, filling the pipeline, establishing high prospect conversion rates, selling intangible value and using solution selling as a consultative sales technique.  “Your price is too high” will never be an issue again! 


 Mastering these skills will allow the salesperson and businessperson to understand the consultative sales strategies for today’s sales marketplace.  Through role-plays, case studies and group discussions, the participants will utilize these new skills and develop their own comfortable selling style, applicable to their product or service. Don’t let potential sales slip past you!
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Sales Tip for May - June


The warmer weather is here, and the tendency of the salesperson is to get outdoors.  The long awaited golf games and lunches on the patio with important clients help to solidify existing business relationships.


Well-deserved vacations at the beach or on the boat ensure that stress levels are kept in check. Keep in mind the time spent on these activities, is time lost on other important sales functions such as new business development and cold contacts which tend to have a 3 to 4 month lag period.  Is it any wonder that sales seem to drop in the early winter, and profit margins slip as salespeople scramble to hit targets.  Quite often, we as business people are responsible for the cyclical nature of our sales. 


Proper time management will help to solve these problems.  I am a strong advocate of downtime to unwind, however I am also a strong supporter of salespeople working “smarter hours” in the early summer.


Be aware that many companies start work a little earlier in summer to allow employees some earlier Friday departures or the occasional day off. Make use of those earlier hours to contact them.  Make effective use of the golf time or lunch to ask for referrals and testimonials, or use this time for impromptu customer satisfaction surveys to determine your company’s strengths in the competitive marketplace.  Most importantly, resist the urge to “skip” a few hours on those bright sunny days and maintain your sales focus.  Skipping off can be habit forming!








Recent BTI Clients


Coldwell Banker Innovators Realty


KRI Studios


St. Leonard’s House


Coherent-AMT


Port Credit Business Association


Sutton Real Estate - Mississauga


Coldwell Banker TerreEquity Realty – Steve Santon


Business By Design - Wayne Lewis 








Check out the T.V. coverage of Jeff at “The Youth in Business Luncheon” where he was the keynote speaker. 
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