
 

 

 

AANNNNOOUUNNCCIINNGG  AA  UUNNIIQQUUEE    

11  DDAAYY  WWOORRKKSSHHOOPP    

AAIIMMEEDD  DDIIRREECCTTLLYY  AATT  BBEENNEEFFIITTTTIINNGG    

YYOOUURR  BBOOTTTTOOMM  LLIINNEE    

BBYY  EEMMPPOOWWEERRIINNGG    

YYOOUURR  PPEEOOPPLLEE..  

  

SStteepphheenn  WWrreenn''ss  

CCHHEEMMIISSTTRRYY  OOFF  SSEELLLLIINNGG    

YYOOUURR  PPOOIINNTT  OOFF  DDIIFFFFEERREENNCCEE  AASS  AA  DDEEAALLEERRSSHHIIPP  IISS  IINN  TTHHEE  

HHAANNDDSS  OOFF  MMEENN  AANNDD  WWOOMMEENN  EENNTTRRUUSSTTEEDD  TTOO  DDOO  JJUUSSTTIICCEE  TTOO  

YYOOUURR  BBRRAANNDDSS  AANNDD  YYOOUURR  VVIISSIIOONN..  

IITT  WWOONN''TT  BBEE  PPRROODDUUCCTT  KKNNOOWWLLEEDDGGEE  OORR  KKNNOOWWIINNGG  TTHHEE  RROOAADD  

TTOO  TTHHEE  SSAALLEE  TTHHAATT  GGUUAARRAANNTTEEEESS  TTHHAATT..    IITT''LLLL  BBEE  CCHHEEMMIISSTTRRYY!!  
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WWHHOO  

WHO SHOULD ATTEND 

 New hires or veterans.   

 Anyone in sales, service, A/M or parts. 

 Literally anyone responsible for your  revenues and your reputation. 

WHO AM I?  

 

 

 

 

 

 

 

 

See recent feedback on last page or testimonials on LinkedIn at https://www.linkedin.com/in/stephen-wren-a15b0512/ 

WWHHAATT  
WWHHAATT  IITT''SS  NNOOTT  AABBOOUUTT  

 No motivational speeches 

 No drawn out generic compliance training 

 No long winded theories that take ages to bear fruit 

WWHHAATT  IITT  IISS  AABBOOUUTT  

 How to gain commitment through being convincing    - NOW 

 How to retain gross profit        - NOW 

 How to secure appointments        - NOW 

 How to tell the difference between serving and SELLING    - NOW 

 How to prevent most objections       - NOW 

 How to overcome those that can't be prevented     - NOW 

 The benefits of achieving consensus over making compromise  - NOW 

 Sales ethics and professionalism       - NOW 

WHAT THEY (AND YOU) GET 

 Personalised and branded notes 

 Post event support 

 Follow up training bulletins supporting the subject matter 

 Comprehensive feedback to your management team 

BE THE BENCHMARK 



WWHHEERREE  &&  WWHHEENN  

VVEENNUUEE::    ""TTHHEE  WWHHAARRFF  RROOOOMM""    

TTWWIINN  TTOOWWNNSS  SSEERRVVIICCEESS  CCLLUUBB..  

22  WWhhaarrff  SSttrreeeett,,  TTwweeeedd  HHeeaaddss  NN..SS..WW..  

  

TTIIMMEE&&DDAATTEE::  99AAMM  SSHHAARRPP  TTOO  44::3300PPMM  OONN    

TTUUEESSDDAAYY  55TTHH  JJUUNNEE  22001188  

  

  

  

  

  

  

 

  

YYOOUURR  IINNVVEESSTTMMEENNTT  

$$333300  ppeerr  ppeerrssoonn  iinncclluuddiinngg  GGSSTT  

SUMMARY 

We all know that long term results rely on relationships and the perception of value and I 

humbly submit that my protocols and strategies are industry leading.  I guarantee that the 

subject matter is designed solely to facilitate instant results and confidence, so that your  

team has immediate application.  Additionally, it won't contradict any of the existing 

protocols required by your executive or your suppliers.   

 

 

 

 

 

 

GGaarryy  OOllddmmaann  ddiiddnn''tt  wwiinn  tthhee  OOssccaarr  bbeeccaauussee  hhee  lleeaarrnneedd  hhiiss  lliinneess  aanndd  TThhee  VVooiiccee  jjuuddggee  

wwoonn''tt  ttuurrnn  bbeeccaauussee  sshhee  kknnoowwss  tthhee  wwoorrddss..    IItt  hhaappppeennss  bbeeccaauussee  ooff  iinntteerrpprreettaattiioonn  aanndd  

cchheemmiissttrryy..  



TTEESSTTIIMMOONNIIAALLSS  BBAASSEEDD  OONN  TTHHIISS  MMOODDUULLEE  

  
II''vvee  ddeessiiggnneedd  tthhee  ffoorrmmaatt  ffoorr  tthhiiss  wwoorrkksshhoopp  ttoo  mmaakkee  aasssseessssmmeenntt  aanndd  aapppplliiccaattiioonn  aass  eeaassyy  

aass  ppoossssiibbllee..    IItt''ss  aa  bbrraanndd  nneeww  ccoonncceepptt  tthhaatt;;    

((11))  aattttaacckkss  tthhee  ppeerrssoonnaall  ddeevveellooppmmeenntt  rreeqquuiirreedd  ttoo  ffaacciilliittaattee  eetthhiiccaall  pprraaccttiicceess  tthhaatt  

ggeenneerraattee  llooyyaallttyy  aanndd    

((22))    ssttrraatteeggiicc  sskkiillllss  tthhaatt  ggeenneerraattee  rreessuullttss..    GGiivveenn  tthhee  uussuuaall  ttiittlleess  ooff  oouurr  aaggeennttss  iiss  ''ssaalleess  --  

ppeerrssoonn'',,  iitt''ss  llooggiiccaall  ttoo  pprriioorriittiissee  tthhee  qquuaalliittyy  ooff  tthhee  ppeerrssoonn  ttoo  eennssuurree  tthhee  ssaalleess  ooccccuurr  iinn  

hhaarrmmoonnyy  wwiitthh  yyoouurr  vviissiioonn  ffoorr  tthhee  bbuussiinneessss  mmooddeell..      HHeerree''ss  ssoommee  ffeeeeddbbaacckk  ffrroomm  mmyy  ttwwoo  

mmoosstt  rreecceenntt  ppaarrttnneerrss..  

  
"Just thought I would again thank you for today’s session.  As I mentioned, I was hesitant to come into the session, thinking it would be as 

boring and non admin related as they normally are, but I was very pleasantly surprised.  You kept me engaged and interested and I truly 

thoroughly enjoyed myself and took a lot out of the session, so thank you. Thanks again and I look forward to the next time you are here." 

 Brooke Royston 

Administration/Registrations  

Surfers City Holden 

 

"Thanks so much for your informative, entertaining training yesterday, which l did get a lot out of." 

Vicki McFarland 

Sales Consultant  

Surfers City Holden 

 

"Thank you again for the presentation today on how we can improve our role here at the dealership and make the most of our sales 

opportunities. I gained a lot from you and would certainly welcome any further knowledge you can share with me.  Always great to learn from 

the experienced. I have already started to put your guidance into process and its working a treat." 

Julie Thompson 

Guest Retention Coordinator 

Mike Carney Toyota 

 

"I would like to thank you for the opportunity to drive the Will, Skill & Honesty inside me to improve my performance within Sales & life to a 

journey towards excellence.  The session showed me there is so much more I can do. It was a wonderful vision by Mike Carney to provide us all 

the opportunity to take the ball & run.  I would really appreciate more information to support my journey from yesterday’s opportunity to 

learn". 

Lawry Draper 

New Vehicle Sales Consultant 

Mike Carney Toyota 

 
Your delivery was great, you avoided the “crap” and your talk was not about “how good you were as a salesperson”, it was about making the 

attendee think about how they could take on board what you said.  Yours  was AAA stuff, I just want my whole team to invest in themselves! I 

know it’s a big ask, but the joys of success are worth it!  

Mike Carney 

Director 

Mike Carney Toyota 

  
REGISTER YOUR PEOPLE BY PHONE:   0421 068 418 

OR BY EMAIL:     steve@stephenwren.com.au 

OR ONLINE :     www.stephenwren.com.au/seminars/ 

 


