Reed has teamed up with Dale Carnegie
Training® to provide you with a one day
workshop on how to maximise potential
business opportunities using your Reed
subscription.

This workshop is practical, providing
hands on experience and real-world
applications. Every participant will

work on developing their own business
approach and learn how they can get the
most value out of their Reed subscription.

By completing the course the following
learning objectives will be achieved:

* Understand and apply the essential
attributes needed to be successful
when sourcing business opportunities
Answer the 5 most important
questions on how to use Reed
information to give your business the
edge over your competitors
Cover the essential steps to put your
business in a position for success
- including qualifying opportunities,
contacts and leads
Learn and implement 5 essential
Time Management principals to
increase efficiency and improve
overall performance
Overcome objections and build
relationships with Key Decision
Makers

Generate more leads with your
Reed Subscription.

About Dale Carnegie Training®

Dale Carnegie Training®is recognised
internationally as the leader in coaching
people to be their personal best in
business.

Since 1912, Dale Carnegie Training® has
been successfully teaching individuals
how to improve their communication
and leadership skills to ensure their
success in a changing and challenging
professional world.

How to register:

Complete the booking form and return
to Reed Construction Data with your
payment.

Phone: 1800 80 60 60
Email: training@rcd.com.au
Fax: 1800 730 777
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