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					Training That Really Works				

			
			"I would recommend Chris Murray to anyone but our competitors.."       

MM - Sales & Marketing Director


			
				
										
						Click here to book a chat with Chris					

				


			
		


		

			

"The most immediate effect was a renewed energy in the team which quickly translated to more appointments - up 5% year on year - better conversion rates - a 15% improvement - and more profits...."


		

	




	

	
		
			
			
			Sales Training

			Selling with EASE sales training workshops designed to help you close more deals, advance your career and build your income...



		

						


			
			
			Management Training

			Our FAME Management workshops help to piece together the four main elements of successfully managing a team -  Focus;    Accountability;  Motivation; Education - and show you how to get the best out of everyone involved...


		

						


			
			
			Customer Service

			These Customer Service Workshops act as a perfect introduction to the skills, knowledge and awareness necessary to display a positive approach when communicating with others...


		

						

		

	
						
				
			

		

			
 
				
								
				
					
						

						

	


						

					

				


							
			


	



 














