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PEAK 360 SALES ACCELERATOR

30-Day Virtual Sales Training Program | Peak Performance Leadership Institute
"Build Relationships. Solve Problems. Close Deals. Generate Revenue."

01 | PROGRAM OVERVIEW

Name of Course: PEAK 360 Sales Accelerator™

Program Type: Live Virtual — 30-Day Sales Training Program

Format: 4 Weekly 90-Minute Live Sessions + 60-Minute Onboarding
Audience: Entrepreneurs and small to mid-sized sales organizations
Delivery: Live via Zoom — instructor-led, interactive with breakout exercises

Short Description

Most entrepreneurs and corporate sales professionals have deep product knowledge — but struggle to build
meaningful relationships and turn conversations into revenue generating clients. PEAK 360 Sales
Accelerator is a proven 30-day virtual sales system that drives sales revenue. Using three battle-tested
frameworks — Face-to-Face, SPIN Selling, and the Challenger Model — participants develop a repeatable
system to close deals without feeling ‘salesy.’

Long Description

PEAK 360 Sales Accelerator is a 30-day virtual program that addresses the specific skill gaps keeping
professionals from converting relationships into client acquisitions - building a repeatable, professional
sales system week by week.

The program is structured around four progressive 90-minute live workshops — each introducing a proven
sales methodology — plus a 60-minute onboarding session and two hands-on breakout exercises per
session. Participants don't just receive information: they apply it in real time sessions, and weekly
assignments designed around their actual client sales conversations.

The program is built on three core pillars:
* Cinematic Coaching — Emotionally resonant storytelling, curated video clips, and real-world
narratives anchor every concept and accelerate behavior change

* Experiential Learning — Interactive breakouts, peer-to-peer practice, and real-time feedback.
Participants leave each session having already applied what they learned

* Measurable Impact — Each week builds on the last, creating a compounding sales system that
produces stronger conversations, more opportunities, and higher close rates

By the end of 30 days, participants have a fully built, personally tested sales process — ready to be used in
any industry, with any client, at any stage of business.
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02 | 30-DAY PROGRAM FRAMEWORK

The PEAK 360 program is organized into five sessions: a 60-Minute Onboarding Session followed by four
progressive 90-Minute Weekly Workshops. Each session layers onto the previous, creating a complete,
repeatable sales system.

Before We Begin — 60-Minute Virtual Session

Why Sales Skills Are the Difference Between Expertise That Earns and Expertise That Sits on the Shelf

SESSION AGENDA PARTICIPANT TAKEAWAYS
* Welcome & Introductions v/ Understand why every professional — regardless of industry — must master the
» Why Effective Sales Skills Matter fundamentals of sales

» The Biggest Sales Myth: Pitching
vs. Problem Solving
« The PEAK 360 Mindset v Internalize the 5 PEAK 360 Mindset Principles that guide the full 30 days

v Bust the biggest sales myth: sales is problem solving, not convincing

* Program Overview & Expectations v Understand program structure, expectations, and weekly session format
* Week 1 Preparation

; ) v Complete the 3 pre-work actions required before Week 1 begins
* Q&A & Open Discussion

Building Relationships That Open Doors

Face-to-Face Sales Model | 90-Minute Workshop

SESSION AGENDA KEY SKILLS & OUTCOMES

* Welcome & Objectives v Shift from 'l need to convince them' to 'l am starting a meaningful conversation'
» The Face-to-Face Mindset

» 5-Step Framework Deep Dive

* First Impressions & Active Listening
* Breakout 1: Trust Builder

v Master the 5-Step Face-to-Face Framework: Approach — Connect — Discover
— Position — Transition

v Build a strong first impression and deploy active listening to establish credibility

* Breakout 2: Positioning Statement fast
- Key Takeaways & Debrief V' Craft a compelling one-sentence positioning statement: 'l help [who] achieve
+ Weekly Assignment [result] by [how]'

V' Leave with 2 conversation-opening techniques ready to use the same week

v/ Quote: 'People don't buy expertise... they buy trust in the person delivering it.'

Asking the Right Questions That Lead to Sales

SPIN Selling Model | 90-Minute Workshop

SESSION AGENDA KEY SKILLS & OUTCOMES

* Welcome & Week 1 Debrief v Master the full SPIN Selling framework: Situation — Problem — Implication — Need-
* Why Questions Beat Pitches Payoff

;)rSOIZIII;JrEramework: e & v/ Understand why precise questions signal authority faster than any feature list

« Implication & Need-Payoff v Use Implication Questions to help clients feel the cost of inaction — naturally
Questions v Build a personal Question Ladder tailored to your specific offer and target client

* Breakout 3: The Question ) ) . . . .

Ladder V' Practice converting client-stated problems into client-owned solutions

* Breakout 4: The Implication V' Quote: 'The better your questions, the easier the sale.'

Accelerator

» Key Takeaways & Full-Group
Debrief

* Weekly Assignment

© Peak Performance Leadership Institute | PEAK 360 Sales Accelerator™ | Confidential Program Materials



PEAK 360 SALES ACCELERATOR™ | Course & Program Offering | Peak Performance Leadership Institute

Sharing Insights That Position You as the Expert
Challenger Sales: Authority Positioning | 90-Minute Workshop

SESSION AGENDA KEY SKILLS & OUTCOMES

* Welcome & Week 2 Debrief v Shift from explaining your service to teaching clients something they didn't know
* The Shift: From Explaining to about their situation

Teaching

v Develop a signature 'Aha Moment' — a reframe that positions you as the obvious

* The Aha Moment Framework
expert

» Structuring Your Insight Message
+\Breakout'5: The!Aha Moment.Lab v Structure insights using the Challenger framework: Reframe — Rational

- Breakout 6: The Objection Reframe Drowning — Emotional Impact — Value Path

Challenge v Convert the three most common objections into trust-building moments
-Dl;g?/i;akeaways & Full-Group v Practice objection reframes live with peers in the Breakout 6 simulation
- Weekly Assignment v Quote: 'Experts don't chase clients — clients are drawn to clarity and insight."

Taking Control & Closing with Confidence

Challenger 'Take Control' Model | 90-Minute Workshop

SESSION AGENDA KEY SKILLS & OUTCOMES
* Welcome & Week 3 Debrief V' Internalize the 4-Step Challenger Close: Recap the Problem — Quantify the Cost —
I.VIWhat ‘Taking Control' Really Present the Solution — Ask with Confidence
eans . L . .
« The Challenger Close V' Destroy 4 closing myths and replace them with directive, value-driven leadership
Framework (4 Steps) v/ Hold pricing with confidence — stop discounting and start defending value
l;i’;itc]:g;gcfonﬁdence & Handling v Execute full close simulations with peer feedback in real-time
« Breakout 7: Challenger Close v Complete the program with a personally tested, documented 30-day sales system
Simulation v/ Quote: 'If you don't lead the conversation... the sale will stall.'
* Breakout 8: Price with
Confidence
» 30-Day Transformation & Key
Takeaways
* Final Assignment & Program
Close
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