
PRESENTER, JIM GAFFNEY,  has been helping sales professionals, business owners, executives & customer service 
representatives develop new business through his innovative coaching and training platform for the last 6 years.  He is the Managing 
Partner of Peak Performance Management in Pittsburgh, PA. 

No Guts,  No Gain 
L e a r n i n g  S t r o n g  S a l e s  

T a c t i c s  i n  a  W e a k  E c o n o m y  
 

T h u r s d a y ,  N o v e m b e r  1 2 ,  2 0 0 9  

Designed to teach non-salesmen how 
to achieve successful salesmanship. 

 
No Guts, No Gain...Sales Tactics for Winners will 
show you how to present yourself in ways that will 
help you to increase sales, decrease price pressure, 
and open new accounts. 
 

Discover how beliefs, behaviors and tactics play a 
large part in selling yourself, your ideas, and your 
services. 

TO REGISTER FOR “No Guts, No Gain” 11/12/09  $40/$35 
Call Saint Vincent College SBDC/CGC at 724-537-4572. Fax form to 724-537-0919 with payment information or  
Mail attached form with payment to: Saint Vincent College SBDC, Educational Programs, 300 Fraser Purchase Road, Latrobe PA 15650 

Funding support and resources are provided by the Commonwealth of Pennsylvania through the Department of Community and Economic Development, through a cooperative agreement with the U. S. Small Business Administration, and through support from Saint Vincent 
College.  All services are extended to the public on a non-discriminatory basis. Special arrangements for persons with disabilities can be made by calling the Small Business Development Center at 724-537-4572.  All opinions, conclusions or recommendations expressed are 
those of the author(s) and do not necessarily reflect the views of the SBA.  The Center for Global Competitiveness is funded by the United States Department of  Commerce under Contract  94-3174.  Saint Francis University and Saint Vincent College 
subscribe to a policy of equal opportunity and do not discriminate against any individual on the basis of race, color, national origin, religion, sex, age, veteran  status, or disability in any of their programs, activities, admission, or employment decisions. 
All programs and services are provided on a non-discriminatory basis.   

Name __________________________________________________________________________________________ 
Company    
Address _________________________________________City_________________State_________Zip___________ 
Phone ___________________________Fax_______________________Email________________________________ 

Method of Payment:   □Check   □Visa   □MasterCard □Check if you are a client. 

    □Check if you are a veteran.  □Check for CPE Credits   
Credit Card Number_______________________________________________________Exp Date________________ 
 
Where did you hear about this program?_______________________________________________________________ 

An accredited affiliate of the national network of Small 
Business Development Centers. 

Included with your registration fee is a one-year subscription (12 issues) to Inc. Magazine, valued at $10.   
To activate your subscription, complete and mail subscription card included in your seminar packet. 

Visit our website at: 
www.stvincent.edu/sbdc 

Email us at: 
sbdc@email.stvincent.edu 

Learn  
• to take control without offending. 
• to become more comfortable discussing money issues. 
• to develop skills and knowledge that will help you 

expand and leverage relationships. 
• the 4 steps of the seller’s system. 
• the 4 steps of the buyer’s system. 
• 5 major sales weaknesses and how to avoid them. 
• why “No’s” are okay. 

Time: 9:00 a.m.—12:00 p.m. (Registration begins at 8:30 a.m.) 
Fee: $40 each ($35 each if two or more attend together) 

Includes Continental Breakfast 
3 CPE Other Credits 


