[bookmark: _GoBack]{{First Name}},
 
Question, how should sales teams spend their time? If you answered anything other than “selling,” you’re in the wrong business. But as it turns out, that’s not how most teams operate. A recent study showed that reps spend less than a third of their time actually selling – compared to a full 50% spent between administrative CRM tasks and searching for content.
 
So, how can your sales team make the shift to focusing more time on selling when you need them to keep up with everything else?
 
Join {{Your Agency’s Name}}’s {{Speaker’s Full Name}} to learn how your sales team can transform their approach the sales process.
 
During this session, you will learn:
·      A new method of connecting with the modern buyer
·      How to use technology to your sales team’s advantage
·      Ways to easily identify the right prospects at the right time
 
Date: {{Webinar Date}}
Time: {{Webinar Time}}
Duration: {{Webinar Length}}
 
Register Now. {{insert the registration link}}
 
All the best,
{{Your Name}}


