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Changing the Practice and Perception
of Sales Worldwide

Traveling from Nashville, TN

Keynotes: Servant Leadership | Painless Prospecting
Servant Selling | The Answer Lies Behind the Next Door

Speaking Topics: Sales Performance | Prospecting

davebrownspeaker  (ff) davebrownservantselling

Why You Should Book Dave

As an executive, author, and thought leader, Dave brings a rich history of accolades and accomplishment to his
work, having excelled in the trenches of sales, leadership, and life as a true competitor. One great piece of
feedback on Dave's keynote sounds like this, “l wish | could bottle him up and take a shot of him every day. Wow!”

Dave’s boundless enthusiasm for leadership and sales leaves his audiences excited to embrace their roles with
passion. As the author of Servant Selling, he is a pioneer in teaching the principles of sales and leadership as a
service who will show your audience how to get past their fears and to truly serve their team members and their
customers. More than just a motivational speaker, Dave’s programs couple mindset change with practical
techniques that attendees can implement immediately to get measurable results.
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Servant Selling Are you ready to take your

sales skills to new heights?
Look no further than Servant

Being a true sales professional means not being
interested in what is in it for you or overly concerned
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with what someone else thinks of you, but instead being " Selling, the groundbreaking
completely focused on the service of others. " book that will revolutionize
S - i i e i your approach to sales and
ales—when done right—is service. canly What They Need propel you towards
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When salespeople truly see that selling is a service and
behave in alignment with that belief, sales will follow.
This program will make sales more fun, rewarding, and

natural, leading to better retention of your team
members and consistently higher sales results. CONTACT FOR KEYNOTE PRICING
Fee includes a 45-minute pre-event call to allow speaker insight

on presentation customization, a 60-90 minute keynote, and a
30-minute post-event call.

Contact for availability:

(=) info@southwesternspeakers.com ®) (615) 391-2834 & paveBrownSWC.com




