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Facilitator Guides Quick Links 

 

 

Evolve  (100 Level Series)–Fundamental Sales Development 

• 100 The Success Triangle Facilitator Guide 
• 101 The Buyer-Seller Dynamic Facilitator Guide 
• 102 Essen�al Communica�on Skills Facilitator Guide 
• 103 Ini�a�ng Buyer-Focused Conversa�ons Facilitator Guide 
• 104 Crea�ng Mutual Agreement Facilitator Guide 
• 105 Discovering Buyers' Mo�va�ons Facilitator Guide 
• 106 Beter Understanding through Asking Ques�ons Facilitator Guide 
• 107 Understanding Investment Parameters Facilitator Guide 
• 108 Iden�fying the Decision-Making Process Facilitator Guide 
• 109 Communica�ng the Solu�on and Closing the Sale Facilitator Guide 
• 111 Breaking Through Your Comfort Zone Facilitator Guide 

 

 

Elevate (200 Level Series)–Take a Deeper Dive in Sales Development 

• 200 The Prospec�ng Mindset Facilitator Guide 
• 201 Developing Successful Habits Facilitator Guide 
• 202 Understanding Your Communica�on Style as a Seller Facilitator Guide 
• 203 Differen�a�ng through the Patern Interrupt Facilitator Guide 
• 204 Eleva�ng Your Up-Front Contract Facilitator Guide 
• 205 Pain Discovery Workshop Facilitator Guide 
• 206 Uncovering Truth behind Stalls and Objec�ons Facilitator Guide 
• 207 Essen�al Investment Conversa�ons Facilitator Guide 
• 208 Iden�fying and Accessing Key Decision-Makers Facilitator Guide 
• 209 Equipping Buyers to Champion Your Solu�on Facilitator Guide 
• 212 Understanding Your Buyer's Communica�on Style Facilitator Guide 
• 213 Execu�ng a No-Pressure Call Facilitator Guide 
• 215 Pain Indicators by Buyer Persona Facilitator Guide 
• 216 Nega�ve Reverse Selling Facilitator Guide 
• 218 Guiding Your Buyer's Decision Process Facilitator Guide 
• 222 Cap�va�ng Aten�on with Email and Text Facilitator Guide 

https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44927650
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44927644
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974199
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974195
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974191
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974187
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974183
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974179
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974175
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974171
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974167
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974275
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974272
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974269
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974266
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974263
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974260
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974257
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974254
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974251
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974248
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974245
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974242
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974239
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974236
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974233
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D46564756


 

 

 

Excel (300 Level Series)–Advanced  Learning in Sales Development 

• 301 Defining and Execu�ng Goals Facilitator Guide 
• 302 Understanding the Impact of the Buyer-Seller Ego States Facilitator Guide 
• 303 Crea�ng Your Prospec�ng Plan Facilitator Guide 
• 304 Ge�ng Commitments Throughout the Sales Process Facilitator Guide 
• 305 Quan�fying Customer Pain Facilitator Guide 
• 308 Execu�ve Level Selling Facilitator Guide 

https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974115
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974118
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974121
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974123
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D44974127
https://learn.sandler.com/lmt/xlr8login.login?site=sandler&in_region=us&in_language_identifier=en&in_redirecturl=deeplinkoffering%3D46564657
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