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Upcoming Classes 
Dale Carnegie Course
Eight-week format

Mississauga  • August 25 
Waterloo • August 25
Burlington • August 26
Toronto  • August 26
St. Catharines  • August 27 
Markham • August 31

Leadership Training 
for Managers

Mississauga • August 11, 18 & 25

Sales Training
Mississauga • August 10, 17 & 24

High Impact Presentations
Mississauga • Augsut 19 – 20

Dale Carnegie Course
Free Preview! 

Markham • July 22 
Kitchener • July 28
Burlington • July 29
St. Catharines • July 30
Mississauga • August 5 
Toronto • August 5

Thinking about checking out a free 
preview in Markham, Kitchener or 
Burlington? These previews include 
the featured workshop: How to      
Become More Promotable!

Summer 2015

Take your sales 
            to a new level

For the latest information about 
upcoming workshops and courses, 

www.dalecarnegie.ca

Customers are savvy.

Those old-fashioned and outdated gimmicks of the past no longer 
work in today’s complex – and demanding – marketplace. Con-
sumers are ready to act, armed with information from your website, 
reviews of your services and products available online, recommenda-
tions from family, friends and colleagues – all before you’ve had the 
chance to make your first pitch!

Make no mistake – fostering consumer trust takes work. Dale Carnegie 
Sales Training focuses on relationship building, helping you to connect 
with your clients in a way that ensures success. 

“The old way of doing business is disappearing,” says Kevin R. Crone, 
president and managing partner at Dale Carnegie Business Group. 
“It’s time to move forward and help your sales team make the transi-
tion, help them achieve their goals.” 

Sales Training: Winning with Relationship Selling is a unique program 
that incorporates those skills that Dale Carnegie is known for world-
wide! Dale Carnegie’s bestseller, How to Win Friends and Influence 
People, is a time-tested “manual” for building quality relationships. 
These relationship-building skills are combined with a proven selling 
process that will help your team find success.

More on page 2

http://www.dalecarnegie.ca/calendar/?course=Dale+Carnegie+Course
https://dalecarnegie.ca/Course_Register.aspx?CourseScheduleID=1185
https://dalecarnegie.ca/Course_Register.aspx?CourseScheduleID=1183
https://dalecarnegie.ca/Course_Register.aspx?CourseScheduleID=1186
https://dalecarnegie.ca/Course_Register.aspx?CourseScheduleID=1189
http://www.dalecarnegie.ca/calendar/?course=Leadership+Training+for+Managers
http://www.dalecarnegie.ca/calendar/?course=Leadership+Training+for+Managers
http://www.dalecarnegie.ca/courses/sales-training/
http://www.dalecarnegie.ca/calendar/?course=High+Impact+Presentations
http://www.dalecarnegie.ca/calendar/?course=Dale+Carnegie+Course+-+Preview+Meeting
http://www.dalecarnegie.ca/calendar/?course=Dale+Carnegie+Course+-+Preview+Meeting
www.dalecarnegie.ca
http://www.dalecarnegie.ca/courses/sales-training/
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“Winning with Relationship Selling not only gives people a better understanding of the changing business envi-
ronment, but provides strategies that salespeople can use to produce results,” says Crone.

This Dale Carnegie offering provides more than your typical sales training program. Participants will learn:
• new ways to build trust with clients.
•  how to effectively communicate the value that your buyers want.
•  relationship-oriented selling – a technique to accelerate the buying process.
•  what it means to create a loyal customer base, and ways to make it happen. 
•  a new attitude that engages customers and leads to more predictable sales results.

“Salespeople who complete this training are equipped with the tools – and the confidence – to make a differ-
ence to their company’s bottom line.”

Program topics include:
• Committing to a Relationship-Oriented Approach   • Building Confidence and Credibility
• Establishing Profitable Connections that Expand Your Network • Creating Value for Your Customers
• Communicating Your Value with Confidence and Ease  • How Collaboration Leads to Commitment
• Effectively Managing Hesitation     • Strengthening the Buyer Relationship

The next session of Sales Training: Winning with Relationship Selling begins on August 10. The program runs for 
three full days over three consecutive weeks. 
Learn more about this program at DaleCarnegie.ca.

A                 approachFRESH
for a changing world

http://www.dalecarnegie.ca/calendar/?course=Dale+Carnegie+Sales+Training%3A+Winning+with+Relationship+Selling
http://www.dalecarnegie.ca/courses/sales-training/
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Congratulations to Jennifer Bell and Chris Harris!

Recently, they each received an Organizational Leadership Cer-
tificate offered through a joint program between Dale Carnegie 
and the University of Central Missouri. The University of Central 
Missouri has a long history of educating students and ensuring they 
are well prepared to enter the workplace. With its four academic 
colleges, the university is a leader, offering program-specific ac-
creditations. 

Certificates offered include:

• Organizational Leadership 

• High Impact Sales 

• High Impact Sales Management

Participants can complete these programs without leaving On-
tario! The process is simple: Participate in the three specified Dale 
Carnegie courses for the certificate you’re interested in, and re-
ceive university certification from the University of Central Missouri. 

For more information about the course requirements for individual 
certificates, visit the Dale Carnegie website. 

Celebrating the success of Carnegie grads

Helping corporate 
leaders build on their 
greatest assets 
We at the Dale Carnegie           
Business Group are excited to 
welcome John Zettler to our team 
at the corporate head office in           
Mississauga! John is taking on the 
role of Director, Talent Strategy & 
Development.

With his vast experience in human resources manage-
ment over nearly 20 years, John will be a tremendous 
boon to Dale Carnegie clients. He is looking forward 
to working with business leaders, helping them identify 
and develop strategies to train and retain their greatest 
assets – their people! 

John is a Certified Professional Coach through the 
Certified Coaches Federation. He is also certified to 
integrate powerful tools in his work with clients, such as 
Predictive Index, Lominger Voices 360 and EQi and EQi 
360. He has a Bachelor of Commerce and MBA from 
Saint Mary’s University in Halifax. 

Read more from John on Carnegie’s Accelerated Tal-
ent Development (ATD) blog. 

Video segments          
provide tips and        
strategies to help 
you win people 
to your way of 
thinking and 
be a success-
ful leader, both 
personally and 
professionally. 
Smartphone 
apps include: 

•  Dale Carnegie’s Secrets of 
Success

•  Dale Carnegie’s Secrets of Success in the       
DIGITAL AGE

•  Leadership: 3-Part Series includes Personal, 
Team and Company

Apps are available for iPhone and iPad, Black-
berry and Android. 

Learn more / download now.

Carry a Carnegie 
Coach with 
you!

http://www.dalecarnegie.ca/university-certificates/
http://canada.juiceplus.com
http://www.dalecarnegie.ca/blog/category/accelerated-talent-development/ 
http://www.dalecarnegie.ca/blog/category/accelerated-talent-development/ 
http://www.dalecarnegie.com/knowledge-center/apps/
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On Facebook

Dale Carnegie GTA
Dale Carnegie SCO

On Twitter
@KevinCrone 
(DaleCarnegieGTA) 
@DaleCarnegieSCO

On LinkedIn
Dale Carnegie Business Group

Dale Carnegie 
Business Group
Toronto and GTA
2121 Argentia Rd, Suite 103
Mississauga, ON  L5N 2X4
Tel: (905) 826-7300 
Toll Free: 1-800-361-2032

info@dalecarnegie.ca

South Central Ontario 
Burlington, Hamilton, 
Brantford, Oakville
Kitchener-Waterloo
Tel: 1-888-850-1849 x 101

southcentral@dalecarnegie.ca

To learn more about 
Carnegie Connect,contact 
info@dalecarnegie.ca

For more information about 
Dale Carnegie courses, visit 
our website:
www.dalecarnegie.ca

©Dale Carnegie Business Group, 2015
©Dale Carnegie South Central 
Ontario, 2015 All rights reserved. No 
part of this document may be repro-
duced without the written consent of 
the publisher, Dale Carnegie Business  
Group

Living life … by the numbers
Of all the clothes in your closet you probably wear 
20 percent of them, or less. Of all of your friends, you 
probably spend most of your time with 20 per cent 
of them – or fewer.

When it comes to business revenue, 80 per cent – 
or more – likely comes from 20 per cent or less of 
company customers.

And so goes the Pareto Principle, better known as 
the 80/20 Principle.

While the original printing of Richard Koch’s The 
80/20 Principle: The Secret to Achieving More 
with Less goes back to 1997 (updated in 2007), 
this book has probably left the most impact on 
me, both personally and professionally, of all 
the books I’ve read since the original publica-
tion in the late Nineties. 

Author Koch takes a familiar idea of 80/20 and exposes the reader to 
a multitude of applications in such inspiring ways – from business to career to 
finances, from family to happiness. 

He suggests we analyze nearly everything in our lives, from the viewpoint 
of the 80/20 principle. Essentially, Koch illustrates that life is nowhere near a 
50/50 balance; instead, nearly everything in our lives has a skew towards 
‘imbalance’. He asserts that the pursuit of ‘balance’ is flawed and will slow 
positive results for both our personal and professional lives.

Time management is a great example and one my favourite ways to see 
the 80/20 Principle at work. By tracking how we spend our time for each hour 
over one week, we see an amazing thing. Of all our accomplishments that 
we determine to be positive results, most of those results will come from a 
very small number of actions. The big insight? When we realize that if we do 
more of those things that made a significant difference, and reduce – or stop 
– doing those things that did not produce positive results, we’ll see an even 
greater boost in productivity. Then, after another 80/20 analysis, we can find 
even more ways to improve our results in less time with less hassle.  

Koch’s ideas presented in The 80/20 Principle: The Secret to Achieving More 
with Less helped me recognize those few important actions that lead to posi-
tive impacts both at home and in the workplace. I can honestly say that, for 
me this book was transformative.  

I recommend picking up a copy of Koch’s The 80/20 Principle: The Secret to 
Achieving More with Less. It will help open your eyes to those actions that 
lead to great results – and will help you identify those things that may be 
wasting your time. Literally.

Start leading a remarkable life, enjoy a thriving career, and 
build an ultra-profitable business.  

A review by Troy Treleaven, regional Vice-President and 
Managing Partner, Dale Carnegie Business Group

from the bookshelfInspiring Reads

https://www.facebook.com/dalecarnegietoronto
https://www.facebook.com/DaleCarnegieSCO?ref=br_tf
https://twitter.com/KevinCrone
https://twitter.com/DaleCarnegieSCO
http://www.linkedin.com/company/dale-carnegie-business-group?trk=top_nav_home
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http://www.dalecarnegie.ca

