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A Revolution in Training:
The Bottom Line Results of
The Switched-On Selling Seminar
by Jerry V. Teplitz, JD, Ph.D.

In evaluating any sales training seminar, there is only one question that really
matters: At the bottom line, how effective is 1t? Does the seminar result in
salespeople changing what they are doing? Does it change how they are doing it?
Does it result in an increase in sales and does the salesperson’s self perception
change?

We now have the answers for the Switched-On Selling Seminar (SOS) and the
strength of the positive results is impressive. The overall results show a dramatic in-
crease in the participant’s attitudes at the completion of the seminar. The improvements
were measured a month later and increased even further.

The SOS Seminar is revolutionary because it is not a sales technique seminar. We
do not teach a single sales technique during the entire day. Instead the seminar focuses
on re-wiring the circuitry of the brain. We accomplish this by using a technology called
Kinesiology or muscle checking to determine the areas of the selling process causing
stress in the brain.

Next we use simple movement exercises called Brain Gyms® to rewire the brain
from a fear/survival focus which occurs in the back of the brain and is triggered by
past experience to a present-time/choice focus which occurs in the front of the brain.
This allows the brain to be open and prepared to adapt to opportunities and changes.

These Brain Gym exercises were originally developed by Dr. Paul Dennison, Ph.D.
as a way to dramatically help children and adults with learning disabilities. Dr. Jerry V.
Teplitz, JD, Ph.D. has adapted and applied these concepts and technology to the
selling process.

The Procedures

At the beginning of a Switched-On Selling Seminar, the participants complete an
18-item pre-questionnaire. At the end of the day, they again complete the same ques-
tionnaire as a post-seminar questionnaire. Then, one month later we mail the question-
naire to each attendee requesting that it be completed again and mailed back to us.



This procedure allows us to develop a base-line measurement of how the participants
view themselves in relation to the selling process at the start of class and immediately
afterwards. By mailing the questionnaire back to participants one month later, we elimi-
nate the possibility that the initial outcome of the seminar was the result of just a “semi-
nar high.” Seminar High means that the attendee leaves the seminar motivated to change
and two days later he or she has returned to old behavior patterns. By returning the
forms a month later, any placebo effect is also eliminated.

Using this process we discovered attendees immediately alter their views
of themselves and their capability of succeeding in the sales arena. In addition,
participants documented their continued improvement with the return of the One
Month Later forms.

For the analysis we used the data from 374 participant’s questionnaires for only
their pre- and post-class results, as these participants did not return their forms for the
One Month Later analysis. This group gave us the base line measurement. This group
was compared with a group of 61 participants who did return their One Month Later
questionnaires. An analysis was done on all 18 questions as well as on the Overall
Response Total for all 18 questions. (See Appendix A for the complete questionnaire).

Analysis Steps

First we will examine the Overall Totals by comparing the responses of ev-
eryone on all 18 questions. Next we will review the data for several of the ques-
tions which resulted in the most dramatic positive changes. Appendix B contains
a brief analysis of all the other questions and their responses.

OVERALL RESPONSE TOTALS

There were four possible responses to each question - Strongly
Disagree, Disagree, Agree and Strongly Agree.

Let’s first examine the responses of those who only completed the Pre and
Post-Seminar Form. At the beginning of the seminar, the Pre-Seminar Questionnaire
graph below (Figure 1) shows 8.5% of the participants rating themselves as Strongly
Disagree while 31.6% rated themselves Disagree. This means a total of 40.1% rated
themselves negatively on their abilities to be effective as a salesperson.

On the positive side 45.0% rated themselves as Agreeing on the Pre-Seminar
Questionnaire while only 14.9% were in Strong Agreement with the statements.
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Figure 1

On the Post-Seminar Questionnaire the end of the seminar, the results changed very
dramatically. Only an insignificant .5% of the respondents rated themselves as
Strongly Disagree while the Disagree category dropped from 31.2% to only 6.2%. On
the positive side, the Agree category only grew from 45.0% to 49.6% while the
Strongly Agree category grew dramatically from 14.9% to 43.6%.

This means that by the end of the seminar a total of 94.2% of the participants
viewed themselves as being able to do all parts of the sales process. This change is
clearly a major improvement. As was mentioned previously this transformation did not
come from teaching a single sales technique during the seminar.

In comparing those who completed only the Pre and Post forms with the Pre and
Post forms of those who also completed the One Month Later forms (Figure 2), we
found a very high degree of correlation between the two groups. This means there is a
high degree of reliability in projecting that the responses of the One Month Later group
are applicable to all the participants in the study.



So let’s examine in detail the One Month Later Questionnaire responses.

COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
Overall Total Average

60.0

55.3

B Pre Seminar
Responses

Post Seminar
Responses

B 1 Month after
Seminar
Responses

Total Number of Respondents (%)

%
f
B
-
.
%
%
%
%
%
%
%
%
%
.

N
N R
w

4
Strongly Disagree Agree Strongly
Disagree Agree

*Pre and Post SOS respondents limited to those who returned 1 Month Later survey

Figure 2

Figure 2 is a graph of the combined responses to all of the statements in the Question-
naire. It illustrates that the changes not only held, they also increased during the one-
month period after the seminar. At the beginning of the day, 16% were in the Strongly
Agree category and by the end of the day, 43.4% had shifted to Strongly Agree. One
month later, an impressive 55.3% were in the Strongly Agree category. In summary,
not only was there tremendous change by the end of the seminar, but the results contin-
ued to increase when the participants were back out in the field selling.

The Most Dramatic Changes

The changes occurring on several of the individual statements are especially
dramatic. We will analyze three of the responses here. (All the other questions and
responses appear in Appendix B.) They are:

“I handle rejection well.”
“It is easy for me to make cold calls in person.”
“It is easy for me to ask my clients for referrals.”

We will analyze the first of these statements on “handling rejection well” to under



stand the changes that occurred. We will also compare those who completed only the
Pre and Post forms to those who also completed the One Month Later forms to see if
there was a consistent pattern between both groups.

“I handle rejection well.”

Figure 3 reflects the responses of those who completed the One Month Later
forms. On their Pre-Seminar Questionnaire, only 47.6% responded “Agree” or
“Strongly Agree.” On the Post Seminar Questionnaire, 95.1% responded “Agree” or
“Strongly Agree” with this statement.
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Figure 3

The One Month Later Questionnaire showed a slight increase to 96.7% attendees
who responded “Agree” or “Strongly Agree.” However, the percentage increase in
“Strongly Agree” category from the Post to the One Month Later Questionnaire went
up an additional 14.5%.

In the “Strongly Agree” category, the Pre-Seminar responses rose from 3.3% to



45.9% on the One Month Later forms; a dramatic increase of 45.9%. Conversely, the

number of attendees disagreeing or strongly disagreeing with the statement dropped
from 54.1% to only 3.2%.

Figure 4 analyses only the attendees who completed the Pre and Post Question-
naire. As can be seen the results for this group and the One Month Later group are
very similar.
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Figure 4

The Chart below compares the responses in both Figure 3 and Figure 4. As you
can see, the numbers are quite similar.

Pre and Post Forms | Pre, Post and Month Later Forms
Pre Post Pre Post
Strongly Disagree 13.6 1.1 6.6 1.6
Disagree 495 7.5 47.5 33
Agree 329 634 44.3 60.7
Strongly Agree 4.0 28.1 33 34.4




With these results we can project that, had they returned their forms a month later,
the attendees who returned only the Pre and Post forms are likely to have had results
similar to those who did return the One Month Later forms.

“It is easy for me to make cold calls in person.”

In Figure 5, 68.9% of the attendees on the Pre-Seminar form responded in the
Disagree and Strongly Disagree categories to the statement “It is easy for me to make
cold calls in person.” One month later only 16.4% were still on the Disagree and
Strongly Disagree side.
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On the positive side of the Pre-Seminar form only 26.2% were agreeing and 4.9% were
strongly agreeing. On the Post forms they move up to 55.7% in agreement and 24.6%
in strong agreement. When the participants were back out in the field selling, their level
of improvement on the One Month Later form for the “Strongly Agree” category
increased dramatically from 24.6% to 44.2%.

“It is easy for me to ask clients for referrals.”

On the Pre, Post and One Month Later Questionnaires in Figure 6, 45.9%
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Figure 6
responded “Agree” or “Strongly Agree” with the statement “It is easy for me to ask
my clients for referrals.” On the Post Questionnaire, 57.4% responded “Agree” and
36.1% responded “Strongly Agree” with the statement. On the One Month Later
statement, 45.9% still responded “Agree” while “Strongly Agree” had grown to 49.2%
for a total of 95.1%.

On the negative side, the number of salespeople disagreeing or strongly disagreeing
dropped from 54.1% to only 4.9%.

(See Appendix B for the remaining graphs.)



Statistical Analysis

A statistical analysis was performed on the results from the Pre, Post and One-Month
Later Questionnaires. The analysis of variance of the 3 levels yielded an F-ratio of
122.76 (df=2, 120) which is significant beyond the .0001 level indicating that there is a
significant difference among the 3 test periods.

A subsequent test, the Newman-Keuls Analysis, reveals that the Post and One Month
Later Questionnaire did NOT differ from each other but that both of them were differ-
ent from the Pre Questionnaire.

In other words, the Switched-On Selling Seminar had a significant impact again to the
.0001 level on the participants between the first and second time they completed the
form. There was not a statistically significant difference between the Post and One-
Month Later Responses. The hypothesis points to the fact that the seminar had a
significant impact and sustaining impact!

Powerful Results from a Client’s Field Study

While all the above graphs and those in Appendix B show that salespeople have
changed dramatically from taking the Switched-On Selling seminar, the next question

that is essential to be answered is: How do these changes correlate into bottom line
dollars?

The South Carolina Farm Bureau, an insurance company, conducted its own
study. They had part of their sales force attend the one-day SOS Seminar and the rest
acted as the control group by not attending the seminar.

The company tracked both groups for four months after the seminar. They com-
pared everyone’s sales figures from the previous year against those from the current
year. Salespeople who attended the SOS Seminar increased sales 39% over those
who did not attend the seminar.

For insurance agents, the figure for increased premiums is considered even more
important than overall sales. The results demonstrated that the group attending the
seminar dramatically increased their premium levels 71% over those who did not attend
the seminar.



Can the Switched-On Selling Seminar affect your salespeople and their productivity
this positively? From the results of this study now you know it absolutely can!

For information about having your sales force experience a Switched-On Selling
Seminar call our Toll-Free Telephone Number 800-77-RELAX to arrange a program
or go to our web site at www.Teplitz.com. Remember that every day you delay experi-
encing this seminar is costing you time and money.

Feedback From Seminar Attendees

“I would like to go on record as very strongly recommending both you and your
Switched-On Selling Seminar. Perhaps its greatest strength is that it doesn’t require the
usual follow-up, reinforcement and retraining that most traditional methods do.”
William T. Brooks, Master Sales Trainer
Greensboro, NC

“Before I completed your course, [ was averaging one insurance sale a week, then
afterwards it went up to 3.5 sales a week. After five months of main-taining this level,
changed companies and my sales increased even more dramatically. After my first five
weeks, I was the top agent in the office.

Veda Stone, Insurance Salesperson

Virginia Beach, VA

“The day after the seminar, the results were instantaneous. We closed seven contracts,
seven times more than we had done during the preceding eight months. By the end of
the week, we had 18 signed contracts.”

Serge Gravelle, Webmaster

Largo, FL

“The Switched-On Selling experience had the greatest impact in the shortest period of
time of any program I have seen in my many years in sales management.”

Robert E. Donovan, Director of Life Sales

The Independent Order of Foresters

San Diego, CA

“What was great about your program is you showed sales reps how to reprogram their
thinking so they are highly effective. This should be a required seminar before anyone
takes traditional sales training. You have found the missing piece!”



“I just had to write and thank you for your Switched-On Selling seminar. I never expe-
rienced and single event to bring about such a profound change in my life, in fact, if
someone had told me the impact it would have on me, [ would never have believed it
Lucia Occhiuzzo, Financial Advisor
Dallas, TX

"7



11.

—_—

12.

13.

14.

15.

16.

17.

APPENDIX A

SOS Pre & Post Course Questionnaire

I handle rejection well.

_ Strongly agree _ Agree  Disagree
I research potential clients prior to contacting.

__ Strongly agree _ Agree  Disagree
I enjoy selling.

_Strongly agree _ Agree _ Disagree
[ am effective as a salesperson.

_ Strongly agree _ Agree _ Disagree
I view myself as a successful salesperson.

_ Strongly agree _ Agree _ Disagree
It is easy for me to make cold calls using the telephone.

_ Strongly agree _ Agree _ Disagree
It is easy for me to make cold calls in person.

_ Strongly agree _ Agree _ Disagree
I am comfortable talking on the telephone.

_ Strongly agree _ Agree _ Disagree
I am comfortable with face to face visits.

_ Strongly agree _ Agree _ Disagree

10. I develop arapport quickly with a client.

_ Strongly agree _ Agree _ Disagree
I effectively begin the presentation.

__Strongly agree _ Agree _ Disagree
I effectively answer objections and questions.

_ Strongly agree _ Agree _ Disagree
I am comfortable asking for the order and closing the sale.

_ Strongly agree _ Agree _ Disagree
It is easy for me to write proposals.

_ Strongly agree _ Agree _ Disagree
I provide effective customer service.

_ Strongly agree _ Agree _ Disagree
It is easy for me to ask my clients for referrals.

_ Strongly agree _ Agree _ Disagree
[ offer my clients other opportunities.

_ Strongly agree _ Agree _ Disagree

18.

[ view myself as prosperous.
Strongly agree Agree Disagree

__ Strongly Disagree
____ Strongly Disagree
__ Strongly Disagree
_ Strongly Disagree
___ Strongly Disagree
__ Strongly Disagree
_ Strongly Disagree
___ Strongly Disagree
___ Strongly Disagree
__ Strongly Disagree
__ Strongly Disagree
__ Strongly Disagree
_ Strongly Disagree
__ Strongly Disagree
__ Strongly Disagree
_ Strongly Disagree
__ Strongly Disagree

Strongly Disagree



APPENDIX B

COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
It Is Easy For Me To Make Cold Calls
Using The Telephone
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COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
| Am Comfortable Asking For The Order
And Closing The Sale

59.0

Total Number of Respondents (%)

Strongly
Disagree

Disagree Agree

Strongly
Agree

B Pre Seminar
Responses

Post Seminar
Responses

H 1 Month after
Seminar
Responses

*Pre and Post SOS respondents limited to those who returned 1 Month Later survey
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COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
| Effectively Begin The Presentation
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On the Pre Seminar Responses 36.1% started out on the disagreeing side of the graph
On the Month Later Responses 98.3% were on the agreeing side of the graph

COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
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On the Pre Seminar Responses 32.8% started out on the disagreeing side of the graph
On the Month Later Responses 96.7% were on the agreeing side of the graph




COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
| View Myself As Prosperous
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On the Pre Seminar Responses 45.9% started out on the disagreeing side of the graph
On the Month Later Responses 96.7% were on the agreeing side of the graph

COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
It Is Easy For Me To Write Proposals
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On the Pre Seminar Responses 44.2% started out on the disagreeing side of the graph
On the Month Later Responses 91.8% were on the agreeing side of the graph




COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
| Provide Effective Customer Service
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On the Pre Seminar Responses 21.3% started out on the disagreeing side of the graph
On the Month Later Responses 96.8% were on the agreeing side of the graph

COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
| Offer My Clients Other Opportunities
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*Pre and Post SOS respondents limited to those who returned 1 Month Later survey

On the Pre Seminar Responses 24.6% started out on the disagreeing side of the graph
On the Month Later Responses 100% were on the agreeing side of the graph




COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
| Am Comfortable With Face to Face Visits
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On the Pre Seminar Responses 14.8% started out on the disagreeing side of the graph
On the Month Later Responses 100% were on the agreeing side of the graph
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| Enjoy Selling
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On the Pre Seminar Responses 45.4% started out on the disagreeing side of the graph
On the Month Later Responses 93.4% were on the agreeing side of the graph




COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
I Develop A Rapport Quickly With A Client
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On the Month Later Responses 100% were on the agreeing side of the graph

COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
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On the Pre Seminar Responses 16.4% started out on the disagreeing side of the graph
On the Month Later Responses 98.3% were on the agreeing side of the graph




COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
| Am Effective As A Salesperson
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*Pre and Post respondents limited to those who returned 1 month Later survey

On the Pre Seminar Responses 40.9% started out on the disagreeing side of the graph
On the Month Later Responses 91.8% were on the agreeing side of the graph

COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
| View Myself As As A Successful Salesperson
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*Pre and Post respondents limited to those who returned 1 month Later survey

On the Pre Seminar Responses 46.0% started out on the disagreeing side of the graph
On the Month Later Responses 93.4% were on the agreeing side of the graph




COMPARISON: PRE, POST and ONE MONTH AFTER COURSE
| Research Potential Clients Prior To
Contacting Them
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On the Pre Seminar Responses 62.3% started out on the disagreeing side of the graph
On the Month Later Responses 91.8% were on the agreeing side of the graph




