MAKE PLANS TO ATTEND THIS INFORMATIONAL SESSION!

“Choices selling offers dealers a simple way to
present their customers with all of their home
comfort options, all in one professionally prepared
brochure. By offering Platinum, Gold and Silver
choices, customers can quickly compare product

benefits and make an informed decision.”
Bill Hallenberg, AirOn Supply, Inc.

Join us as ICP leads a discussion
that introduces proven business
and sales strategies you can start
using immediately.

Topics include:

¢ Creating a vision for your company

¢ Differentiating your company from competitors

¢ Pricing materials and labor for gross margins
that sustain business profits

* Building customized sales literature based on
a “Choices” selling approach to homeowners \
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