
SALES IN THE NEW NORMAL FREE 
Interactive Virtual Workshop 

Tuesday, November 17, 2020 
10:00 am-11:30 am

REGISTER HERE

Some of your clients may still not be open. Every business has been affected in some way. There will be attrition 

in some sales from existing clients, increased sales from others. New business will need to outpace attrition 

to establish reliable budgets for 2021.


Now it is time to execute on your rebound plan and be fully engaged on how you will increase revenue, reduce 

costs and improve efficiencies. This is the time to execute on your best opportunities between additional sales 

to existing customers, acquiring new ones, and penetrating new markets.


This workshop will provide you with strategies for adjusting to the current environment and set your company up 

to recover and maintain your predictions for top-line and bottom-line growth.

This includes open discussions on what you can be doing today to increase revenue and learn from what is 

working for others in this new environment.

As we carefully reopen, adjust to working remote-

ly, and protect the health of our employees; main-

taining revenue is essential to keeping their jobs.


By now, you probably have a handle on the impact 

of the pandemic on your business. What should 

you be doing to ensure you maintain and increase 

revenue in a predictable and consistent way?

https://events.r20.constantcontact.com/register/eventReg?llr=miryb7bab&oeidk=a07ehagipxr07aa92ad
https://events.r20.constantcontact.com/register/eventReg?llr=miryb7bab&oeidk=a07ehagipxr07aa92ad
https://events.r20.constantcontact.com/register/eventReg?llr=miryb7bab&oeidk=a07ehci0d4t6f2de177
https://events.r20.constantcontact.com/register/eventReg?llr=miryb7bab&oeidk=a07ehagipxr07aa92ad


What we will cover:


Corporate strategy-How to evaluate your current sales environments to compensate for any adverse impact 
on your sales and develop a more predictable revenue forecast for 2021.


Marketing and sales-With a limited budget and uncertain short-term future, where should you focus your time 
and resources? Should you invest in marketing, sales or both and how will you know you get a return on your 

invested time and money?


Sales/Account Management-How to adjust to remote contact and meetings to maintain revenue and keep the 
funnel full. Creating a proactive, rather than reactive sales plan. Working with your direct sales representatives, 

resellers or sales agencies to get more from them.


Tracking Systems-Developing tracking systems to know where you are as a team and how each team member 
is performing, where they are stuck, where they need help and can improve.

Grant-Funded Consortium Program
Want a deep dive into your marketing strategies, sales process, and financial planning? Join us for five and a 

half days to work collaboratively with your peers, and individually with your teams. Four to six companies will be 

selected. We will spend two full days working with senior management on your marketing and sales strategy. 

Then, we will come to (or work virtually with) each individual company for two additional days, one on your mar-

keting plan and the second on your sales plan execution. The fifth full day the senior management is back to 

work on their fiscal management and cash flow planning and a half day for a round table debriefing session. All 

of this under a consortium grant to help businesses in the region transform their sales revenue!


For More information: 


MassHire Greater New Bedford 508-979-1504 


Contact Donna Ramos at donna@masshiregreaternewbedford.com 

Deborah Meggison at deborah@masshiregreaternewbedford.com


Ken Cheo at 781-930-3220 or email kcheo@oursalescoach.com




