
 

 

Come hear Carl Harvey speak on 

Getting Across the Finish Line with Your Sales 
Prospects  
 

Monday, September 18, 2017, 5:30 – 8:30 p.m.  

Dinner meeting and networking at 
Hilton Garden Inn, 450 Totten Pond Road, Waltham, Mass.  
Cost: $45 - $65 – See website for details: www.spconsultants.org 
 

Have you ever set up an appointment after a great encounter with a prospect only to 
have all subsequent contact fall through? Incidents like these happen every day. 
They keep many consultants from ever achieving the success that should be possible 
to them. But how do so many good beginnings have such disappointing endings? 
 

The problem here is the lack of an effective sales-qualifying process. Too many consultants fail to 
ask enough questions. And they fail to ask the right questions at the right time, in the right way. 
But this is the skill they must develop if they are going to win more. 
 

In this immediately actionable talk, Carl Harvey, a sales development expert and author of the 
book, What’s Stopping You?, will lay out just such an effective sales-qualifying process. What you 
will learn: 

 The mindset you need to be effective at executing a qualifying sales process 
 The six factors that you must ask about that determine rightness of fit 
 The time to ask these questions 
 The reason to ask them 
 The best words to use to ask them 
 The answers you must hear 
 And finally, the reason you should look to disqualify your prospect; and why good 

qualifying is looking to disqualify your prospect, and how to use it to win more. 
 

About Our Speaker: 
 

Carl Harvey is the founder of Success & Self-Esteem, a sales development company that 
specializes in working with insurance agencies and other professional services firms to help them 
put in place the processes and practices that support a sales culture of accountability and 
achievement. Carl is much sought after speaker on issues of sales, self-esteem, and sales 
development.  His book, What’s Stopping You? Building the confidence you need to succeed in sales, 
integrates the science of psychology and the art of selling to provide powerful proven techniques 
to achieve selling success. 
 

 

 

The Society of Professional Consultants 
Helping Consultants Develop and Grow Their Businesses 

and Effectively Serve Their Clients 
 

The Society of Professional Consultants is a non-profit, New England-based resource organization for 
consultants who represent diverse disciplines and work in multiple industries. The Society was established 
in 1986 by consultants for consultants to create a dynamic peer network. 
 

For more information, please visit our website: www.spconsultants.org 
 

http://www.spconsultants.org/

