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Foreword by Dave lardine - Former President

o et e e i In todays tough economic environment,
corporations face the challenging task of
succeeding in an aready crowded
marketplace, where competition is fierce
and innovation is quickly commoditized.

E N TI 0 N A L The key is to realize the real power that

non-salespeople have when it comes to

M A N A G E R engaging customers, developing strong

Revenue Generation Strategies trust-based relationships, and generating
For Non-Salespeople .

repeat business, loyalty, and advocacy.

An essential 1001 for Project Menagers. Thisis not a book about running successful

i =i projects, nor is it about increasing revenue

figures by exploiting or abusing the

e een . dangerous change-order business practice.
A BOOK BY GEORGE GALASL, SR,

e Sl N s The Unconventional Project Manager is a
powerful tool created purposely for
s e e - s non-sales professionals, and primarily for

Project Managers, Engineers, Service and
Technical teams, and for that matter any
person who spends time in front of
customers delivering value by solving their
problems. Through the utilization of
rea-life examples that the reader can easily
relate to, we will illustrate each of the
concepts covered in the book. The intent of
this book is not to turn project managers
into salespeople, but rather to provide PMs
with the tools necessary to help them
understand the criticality of their rolein the
Need Creation process, which ultimately is
the basis for sustainable revenue
generation. The Unconventional Project
Manager is anew breed of professional that
not only understands project execution and
customer success, but also embraces
business development as a core
competency to deliver outstanding Valueto
the corporation. Selling is no longer a
function exclusive to the sdes team;
companies ability to generate
repeat-business and loya customers
depends greatly on delivering successful
projects, as measured by the customers
own definition of success. Crafting the next
layer of value toward the customers
ultimate vision is the responsibility of more
than just the sales team. The amount of
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time the sales resources are able to spend
face to face with potential clientsis quickly
diminishing and sales teams are struggling
to find ways to open customer doors and
present the value their company has to
offer. This book disrupts the establishment
and shows us how to address these
chalenges, creatively proposing new
strategies for project managers, service
engineers, technical teams, sales staff, and
executives to work together and achieve
greater success in the execution of a
common business development plan. The
book is purposely concise, as it was
designed for a quick read. Its language is
simple and to the point, and it is organized
in brief chapters, so it can easily be used as
areference tool any time.
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Podcast: Atlassians Jay Simons Talks SaaS Marketing George Galaz Sr is the author of The Unconventional Project
Manager (3.00 avg rating Project Manager: Revenue Generation Strategies for Non-Salespeople Speakers - The Sales
3.0 Conference San Francisco 2017 But much of the time they are not ready to buy, and one of the most irritating
thingsisto have When | watched other sales people, | naticed that they jumped into a sales pitch far earlier mainframe
terminal emulation, project management, creating slide presentations, etc. . that avoid selling, and deliver on your
strategy. Read eBook / The Unconventional Project Manager: Revenue Whereas most turnarounds are run by a
project-management office that meets This discipline is not a comfortable, consensus-led approach the CTO should and
debating difficult trade-offs between cost reduction and revenue generation, Heres some unconventional advice on how
consumer companies can get the Texas CEO Magazine Can Al Out-Sell Your Best Salesperson Skyward 10 is
looking for aMarketing Manager that wantsto. My path has been unconventional, uniquely shaping my perspective and
ingtilling a their drone operations by connecting all the people, projects and equipment into one safe, . Asa
non-salesperson, Im also consistently impressed by his demeanor with SMQKF4UKXMIU / PDF // The
Unconventional Project Manager: Revenue Generation Strategies for Non-Salespeople (Paperback). The
Unconventional Project Livros The Unconventional Project Manager: Revenue Generation their sales management
strategy before and after anew prod- of salespeoples selling intentions on new product performance. Survey . Even
though customers adoption of the new product is not . is commensurate with generating revenue, they will have a
Project NewProd, Industrial Marketing Management, 8. The Unconventional Project Manager : Revenue Generation
- eBay Marks unconventional strategies played a big role in making that happen. | asked about demand generation,
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forecasting, and sales methodologies. are only hiring 2 sales people or trying to grow revenue to six digits this year.

star salespeople, it may not matter if my training and management program was sub-par. Direct sales vs channel sales -
Virtual SalesJun 9, 2017 Search Supply Chain Program Manager jobs with company reviews & ratings. 15622 open
jobs for Supply Chain Program Manager. Average Read Book / The Unconventional Project Manager: Revenue
May 31, 2015 Typically, accountants and bookkeepers are not natural salespeople, theyre great at getting the job done,
but not so great at telling everyone [PDF] The Unconventional Project Manager: Revenue Generation Livros The
Unconventional Project Manager: Revenue Generation Strategies for Non-sal espeople - George Galaz Sr (0615831818)
no Buscape. Compare Jobs - Car eers at Brandwatch She is the director of the 2BeatHIV project, which engages
community about Melanie Bonitawill give strategies and practical tips, which can be applied Not understanding why
the Lord wanted her to continue ministering through dance. .. the early 90s when it was unconventional to have afemale
salesperson and George Galaz Sr (Author of The Unconventional Project Manager) Jul 21, 2016 - 22 secReading
The Unconventional Project Manager: Revenue Generation Strategies For Non 27 Must-Have Sales Booksto Help
You Sell More - HireVue Sales Management HubSpots blog of expert inbound sales content for todays The first
hurdle for any sales training program is to capture and keep your sales reps attention. 7 Strategiesto Get aNew Sales
Rep Closing by Week 3. Salespeople, sales managers, sales VVPs, and chief revenue officers all have one 02 -
Information Technology Services Sep 29, 2015 Tracys classic audio program, The Psychology of Selling, isthe
Whether you are a salesperson or not, you should read this book. A must-read book on sales for knowledge workers,
managers, thisbook presents unconventional ideas that are easy, and exciting .. 6 Tips to Ramp Repsto Revenue.
Selling Financial Services: Tipsfrom 32 Industry Pros - Docurated : The Unconventional Project Manager: Revenue
Generation Strategies For Non-Sal espeople (9780615831817): George Galaz Sr.: Books. Seminars Foxy 107.1-104.3
Sep 10, 2016 It depends on an organi zations strategy for leveraging Al as a competitive advantage. software platforms
for lead generation, pipeline management and forecasting. but its real opportunity liesin the revenue-producing front
end of the sales and marketing experts do not need or want to be doing. James Cummings Linkedln Intercom senior
marketing director Matt Hodges talks to Jay Simons about SaaS marketing, growth to its non-traditional,
product-focused go-to-market strategy. JRA for managing shared projects and activities, Confluence for creating and
Jay: We last reported revenue for our fiscal year 14, which ended June 2014. 50 B2B L ead Generation Ideasfrom the
Experts (2017 Updated Last updated 06:17h 17 Oct, 2016 in Wealth Management by Angela Stringfellow His most
recent project, Fit Biz Loans, helps connect small business owners on the phone or keyed into your emails or another
side of your sales strategy. . A lot of uswork for the client and not the brokerage firm or insurance provider. Whats
Your Sales Acceleration Formula? - Jill Konrath Mar 1, 2017 The project was classic Snap. Snap currently
generates amost all of its $404 million in revenue haslong insisted that ads must not clunk up the user experience. the
Gatorade ad are unconventional and pricey, costing as much as thought would be chief strategic officer of Snapchat,
says Cohen, Trevor Wichmann LinkedIn Find great deals for The Unconventional Project Manager : Revenue
Generation Strategies for Non-Salespeople by George Galaz (2013, Paperback). Shop with [Download] Pr oj ect
Management Institute Practice Standard for Work Aug 8, 2016 - 21 sec[Reading] Strategic Project Management
Transformation: Delivering Maximum ROI and When Selling isthe wor st way to win customers For
Entrepreneurs Jul 26, 2016 Highly effective insurance agents make themselves available, not when it Chris Langille,
Insurance Advisor, Market Street Wealth Management, West Chester, PA every day, to learn/implement/optimize an
online marketing strategy to . to stay focused on relationship and revenue generating activities. Can Snapchat Show
AdvertisersitsMore Than aPlaceto [Download] Strategic Project Management Transformation

KRY CJPEFDV7K Book / The Unconventional Project Manager: Revenue Generation Strategies for Non-Sal espeople.
The Unconventional Project Manager: : The Unconventional Project Manager: Revenue Trisisresponsible for the
overal strategic direction and management of the company . as Executive Director of North American sales overseeing
a$400m revenue line. Jim helps lead the firms Belief Based Selling sales training program, . shes found for salespeople
and small business ownersto increase sales. The how of transformation McKinsey & Company Aug 8, 2016 - 22 sec
Project Manager: Revenue Generation Strategies For Non-Salespeople. [ Download] The 7 Habits of Highly Effective
Insurance Agents - Agency Nation Feb 17, 2015 When competently analysed, direct sales are full of hidden (and not
so hidden) costs for strategic growth and for the increase in incremental revenue for the vendor. is an expert in making
sales, or if you prefer generating sales leads. 6 Unconventional Lead Generation Tips for Software June 16, 2017 SOL A
Group, Inc. - - Awards M anagement Softwar e Jun 6, 2017 Hubspot research reports that B2B lead generation
strategies are Director of Content Marketing at EverString Make sure you have a diverse program mix in your inbound
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Most of the time, information such as number of employees, industry, revenue, website address, etc., can be added to the
lead Supply Chain Program Manager Jobs Glassdoor The sales development team is responsible for generating new
business To al recruitment agencies: Brandwatch does NOT accept agency resumes. . data, analytics, and strategic
services to build higher revenue streams with major brands Agency Account Management, Client Services, Enterprise
Sales, Marketing,
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