
Tools for the Ticket Sales Manager 
 
 
The Ultimate Toolkit provides the following training tools: 

  
1.  Ticket Sales Manager’s Bible.   This book was written specifically for the VP of 

Ticket Sales to help that person implement ticket sales to corporations.  We 
cover the 'whys' and 'hows' of ticket sales to corporations. The whole purpose 
here is to make the VP of Ticket Sales a lot smarter on how to get season 
tickets sales from corporations. We’ve made it easy for any VP to implement 
The Ultimate Toolkit system for calling on corporations with tremendous 
success. 

2.   Boot Camp Manual for training.  We’re huge believers in serious and 
continued training of ticket sales people.  This isn’t just altruistic.  A better 
trained sales staff produces bigger results earlier.  

     Part of the initial training we recommend is a Ticket Sales Boot Camp.  You 
don't have to bring in a consultant to run the Boot Camp; we've provided the 
tools so that any VP of Ticket Sales can conduct their own Boot Camp for 
selling to corporations. This Boot Camp can be two days or up to five 
days.  The training is exclusively for getting appointments and making a 
presentation to sell tickets to the top corporate executive.  The Ultimate 
Toolkit gives you step-by-step guidelines for running a highly effective Boot 
Camp.   

     Here are some of the tools: you can download from our private website: 
a.    PowerPoints on making the appointment.  The person doing the training 

can download our PowerPoints and then quickly customize them to your 
team. 

b.   PowerPoints on making the sale. What sales pitch do your salespeople 
use now?  Or do they just wing it?  We have a specific sales pitch for 
corporations that has been proven to work time after time.  This sales 
presentation can be easily customized to fit your team. 

c.   Videos of the perfect way to get an appointment and then make the 
perfect sales pitch. These videos can be used during training. 

d.  Telechart cards.  This is a fabulous tool for making appointments with the 
right prospect at corporations.  You can download our Telechart Cards 
and customize them to your team and give them to each of your 
salespeople. 



3.   Getting the Appointment Handbook.  Your salespeople have to make an 
appointment with a CEO before they can make the sale.  How do they do 
that?  This workbook shows the salespeople how.  The Getting the 
Appointment Handbook mirrors everything taught in the Boot Camp.  It’s like 
a textbook for students to study before, during and after training.  Each 
salesperson that attends your Boot Camp gets this tutorial on how to make 
appointments with any CEO.  

 
4.   Getting the Sale Handbook.  Once your salesperson makes the 
appointment, what do they say?  How do they handle objections?  In this 
workbook, and then during the Boot Camp that the VP of Ticket Sales hosts, your salesperson will learn precisely what to say regardless of the type of company 
that is being pitched.                                                                                


