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Founder, Sales Activation Group
2activatesales.com, 864.293.6633

Motivational speaker, expert sales coach, master facilitator, trainer and author

Sharon A. Day

TOPIC:    SOFT SKILLS - PERSONAL BRAND

TITLE:    Understanding Your Impact
AUDIENCE: Organizations, Associations, Businesses, High School and College Students

What will others come to know and believe about you and the value you deliver?  Are you a blip or beacon on 
the virtual radar?   How are you really perceived?  Are you sure?  Taking time to assess, deĕ ne and strategically 
design your personal brand will help position yourself for maximum positive impact.  Sharon shares insight, 

invites introspection and off ers actionable advice so you can maintain an eff ective personal brand.

TOPIC:  COMMUNICATION SKILLS

TITLE:  Emails and Voice Mails  at Get Noticed    
AUDIENCE:                  Organizations, Associations, Businesses, High School and College Students

Are you making one of the top ten communication mistakes?   Are you aware of the two things that everyone 
fears prior to meeting with you?  Do your messages stand out and diff erentiate you from the competition?   
How so?  Your customers have more choices than ever and are more time-starved.   is topic is relevant to 
everyone who researches, produces, edits, or publishes email and voicemail content for either internal or 
external audiences.  Sharon shares best practices, uses real-world examples to provide clarity and provides 
actionable steps that can be put to use immediately to improve email and voice mail response rates.

TOPIC:  COMMUNICATION SKILLS:  

TITLE:    Shortening the Sales Cycle:  Why so many sellers still 
                                    struggle to close
AUDIENCE:               Organizations, Associations, Businesses, Colleges

In today’s rapid-ĕ re and global business climate sellers must be business savvy and able to move the customer 
to action.  Virtually all small- & mid-size companies want to eff ectively decrease the length of their sales cy-
cles in order to decrease costs and increase cash Ę ow.  To accomplish both sellers must have the right mindset 
and behaviors.   en they need to identify the right people to target in the ĕ rst place.  Too many sales funnels 
are ĕ lled with unqualiĕ ed opportunities making accurate forecasting impossible.  Sharon shares a proven 
process and techniques to drive qualiĕ ed leads into your sales funnel and establish long-term relationships 

that lead to referrals.

NOTE:  While popular, these topics are off ered as suggestions.  Sharon is willing to customize a speech based on the 

audience’s needs.

Real-world examples and stories will be shared throughout the speech.  Sharon brings humor and high energy to every speech; 
engages the audience throughout with discussions and a combination of individual and group exercises; and, she always empow-
ers the audience with takeaways they can put to use immediately.
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What People Are Saying

 
- Allison McGarity, CEO, Simpsonvillle, SC Chamber of Commerce

- Donna Beerman, New Business Development, Business Black Box Magazine

- Kandice Herndon, Executive Performance Coach, Creative Resources Group

- Eddie Terrell, Financial Representative, Northwestern Mutual

- Valerie Miller, Real Estate Agent,  e Marchant Company

- Leighton Cubbage, Chairman of the Board, Serrus Capital Partners

- Bruce Meyer, Owner, Always Best Care

- James Stewart, Sales Manager Business Accounts SC, Charter Business



Sales Activation Group

Standard: 

Custom: 

Gratis:

*Terms
          • Speaker’s fees do not include travel and per diem expenses.  ese expenses will be paid by the 
client. Gratis presentations also require payment of travel and per diem expenses.
          • To reserve a speaking date, a 50 percent deposit will be payable (Net 10 days) upon contracting 
the speaking services.  e deposit is refundable if cancellation is received 30 days prior to the event. If 
canceled less than 30 days prior to the event, the deposit is non-refundable.
           • If 1 day booking is split between 2 consecutive days (begin one a ernoon and ĕ nish the next 
morning, for example) the 1-day fee will be increased 10%, to $3,850.00 for standard; $4,675.00 for 
custom.

Schedule Your Event:  For an energetic, informative, and engaging presentation, 
contact us to schedule your event.

Technical Rider


