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Sales Bootcamp: 
Your Path To Sales Mastery

Executive Summary

Hosted by the Northern Virginia Hispanic Chamber of Commerce

In an evolving marketplace where competition is fierce and 
economic shifts are unpredictable, mastering the art of sales 
is no longer optional, it is essential. Economic downturns 
demand a shift in sales strategies. Companies tighten 
budgets, decision-makers become more selective, and 
competition intensifies.

The Sales Bootcamp: Your Path to Sales Mastery offers an 
unparalleled opportunity to enhance your sales expertise, 
refine your selling techniques, and develop a results-driven 
sales strategy. Whether you are a business owner, 
entrepreneur, or sales professional, this five-module intensive 
program provides the knowledge, tools, and real-world 
applications necessary to sharpen your skills, close more 
deals, and build a sustainable client pipeline. By investing in 
your sales capabilities now, you position yourself ahead of 
market fluctuations and economic downturns, ensuring 
resilience and long-term success.

This Bootcamp provides sales professionals with insights and 
tactics to navigate these challenges effectively. Participants 
will learn how to:

Adapt to Changing Buyer Behavior: Understand how 
economic uncertainty influences purchasing decisions and 
tailor sales approaches accordingly.
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Strategic Prospecting & Lead Generation: Learn how to 
identify, target, and attract high-quality leads that convert.

Master Value-Based Selling: Learn how to articulate and 
position the true value of products and services to resonate 
with cost-conscious buyers.

Leverage Relationship Selling: Strengthen client 
relationships to foster trust, encourage repeat business, and 
generate referrals.

Optimize Sales Processes for Efficiency: Implement proven 
sales frameworks and automation tools using technology and 
AI to maximize productivity and streamline the sales cycle.

Enhance Negotiation & Closing Techniques: Develop 
confidence in handling objections, negotiating effectively, 
and closing deals even in a tight market.
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The Sales Bootcamp delivers a structured and 
results-oriented sales training experience designed to equip 
participants with practical, immediately applicable 
techniques. Each of the five modules focuses on key areas 
critical to mastering professional selling:

Who Should Attend?

     Entrepreneurs and small business owners looking to 
sustain and grow their revenue.

     Sales professionals seeking to sharpen their skills and 
exceed quotas.

     Sales managers and executives aiming to drive team 
performance.

     Anyone looking to transition into a sales career and gain a 
competitive advantage.

With a curriculum grounded in real-world case studies, 
role-playing exercises, and expert-led instruction, attendees 
will walk away with the confidence and competence to drive 
measurable business growth.

Why Attend?
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1
Master the Initial Interaction: Learn how to make impactful 
first impressions that build trust and lay the foundation for 
long-term relationships with your prospects.

2
Enhance Your Prospecting Skills: Gain actionable insights 
into what to do during and after prospecting to keep your 
pipeline robust and active.

3
Complete the Sales Cycle with Confidence: Discover proven 
techniques to move from initial contact to closing the deal, 
ensuring a smooth and successful sales process.

4
Leverage Cutting-Edge Technologies: Explore the latest tools 
and technologies that can streamline your workflow, enhance 
client engagement, and boost your productivity.

5
Interactive and Practical Learning: Engage in hands-on 
exercises, real-world case studies, and expert-led discussions 
to solidify your understanding and application of
these concepts.

This comprehensive program is packed with 
five interactive modules, each meticulously
crafted to address the most critical aspects of 
the sales process. Here’s what you’ll gain:



By joining this program, you’ll not only refine 
your skills but also gain access to an invaluable
network of peers, mentors, and industry leaders 
through the Chamber’s dynamic community.
This is more than a training program—it’s an 
opportunity to accelerate your career and 
become a sales leader in your field.

Seats are limited, so don’t miss your chance to 
be part of this impactful experience. Take the
next step toward achieving your professional 
sales goals. Join us at 2025 Professional Sales
Bootcamp—where your success begins!

Secure your spot today! Contact us to learn 
more or visit our website to register. Let’s 
achieve sales excellence together!
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MODULE
How to Have an Awesome First Appointment

Prospecting is probably the most grueling part of 
the sales process. Few people enjoy the cold
call and deal with rejection on a regular basis. 

That’s why the appointment is such a pivotal
stage within the sales process. You’ve 
communicated with your prospect over the phone 
and have arranged time in their schedule for a 
face-to-face meeting. Don’t take this lightly. This is
the most important appointment you will ever have 
so you must bring your "A" game. In this
workshop participants will learn how to:

• Prepare for the meeting
• Set Goals
• Uncovering the Big Issues
• Close to the next step

Takeaways:
• Prepare Thoroughly: Set goals and objectives 
for each meeting.
• Uncover Challenges: Use questions to identify 
the prospect’s key issues.
• Secure Next Steps: Always close for a follow-up 
or next action.

Content Summary
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2
MODULE
It’s Sales, Not Rocket Science – Simple Sales 
Tactics to Close More Sales

Many sales professionals are good at a few of the 
steps in the selling cycle but fail to perform them 
all or perform them all well. Then they wonder why 
they are not successful. Each step in the cycle 
must be performed and performed well to bring 
about true and lasting sales success... but it’s not 
rocket science! Bringing all the steps in the selling 
cycle together, this presentation will build on the 
concepts learned in the first 3 sessions to hone 
the participants’ skills and troubleshooting gap 
areas. In this workshop participants will learn
how to:

• Identify and qualify prospects
• Generate and track leads efficiently
• Book and prepare for appointments
• Set meeting objectives
• Establish a rapport quickly
• Ask effective questioning strategies

Takeaways:
• Execute Sales Cycle: Follow each step of the 
cycle diligently.
• Qualify Leads: Focus on high-potential 
prospects.
• Build Rapport: Quickly connect to create trust.
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MODULE
Five Guaranteed Ways to Get Appointments 
from Networking Events Description

Unlock Your potential of becoming a Networking 
Superstar so you can get More Sales 
Appointments. This class is designed for 
professionals eager to maximize their networking
efforts, this session reveals five foolproof 
strategies to secure valuable appointments from
every event you attend. In this workshop 
participants will learn:

• Mastering the Art of Introduction: to Learn how 
to craft compelling self-introductions that capture 
attention and leave a lasting impression. Discover 
the nuances of verbal and non-verbal 
communication to make your introductions 
unforgettable.

• Building Authentic Connections: To Understand 
the importance of genuine interactions over 
superficial conversations. Gain insights into how 
to ask the right questions, actively listen, and 
foster meaningful connections that naturally lead 
to appointments.

• Strategic Follow-Up Techniques: to Explore 
effective follow-up strategies that turn
initial meetings into scheduled appointments. From 
personalized emails to strategic social media 
engagement, learning how to maintain momentum 
and convert leads to solid opportunities.
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Takeaways:
• Compelling Introductions: Create memorable 
self-introductions.
• Authentic Connections: Focus on genuine 
relationships.
• Consistent Follow-Ups: Follow up to convert 
contacts into appointments
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4
MODULE
LinkedIn Mastery in 30 Minutes: Propel Your 
Business Forward

So many professionals are missing a great 
opportunity to increase their revenues by not using
the #1 social media tool for Entrepreneurs, 
Business Owners, Sales Professionals, IT
Professionals, and many other professions. In this 
presentation, you will learn how to use LinkedIn for 
30 minutes per day so you too can reap the many 
rewards this phenomenal social selling tool has to 
offer. In this workshop you will learn:

• How to customize your profile
• How to connect with potential clients
• How to follow companies
• How to engage with your target audience
• How to share insightful content

Takeaways:
• Customize Profile: Make your profile stand out to 
attract potential clients.
• Engage Daily: Interact with your network and 
share valuable content.
• 30-Minute Strategy: Dedicate consistent daily 
time for LinkedIn activities.
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5
MODULE
Crafting Your Customer Centric LinkedIn Profile 
That Attracts Your Target Audience

So many professionals’ LinkedIn Profiles are just 
resumes that talk about what they did but
prospects do not care about what you did, they 
want to know how you can help them solve
business problems. In this workshop you will learn:

• How to build a Headline that communicates your 
value proposition
• How to develop a summary section that is 
compelling and one that talks about what
problems you solve
• How to get testimonials and recommendations
• How to highlight your experiences and 
accomplishments that are relative to your
customers
• How to seek endorsements from clients, 
colleagues, and partners

Takeaways:
• Value First: Highlight how you solve problems in 
your headline and summary.
• Showcase Testimonials: Display client 
testimonials to build credibility.
• Relevant Experience: Focus on customer-centric 
achievements in your experience
section.



Additional Module: Increase 
your sales by implementing Ai:
Do you want consistent sales, a healthier pipeline, and to spend 
less time on prospecting? Our 2-hour "Create More Sales 
Leads with AI" workshop will help you overcome these 
challenges and revolutionize your lead generation process. 
Discover how AI can help you create predictable monthly sales, 
build a consistent pipeline, and reduce manual effort.

What You’ll Get: In just two hours, you’ll walk away with:

Identify 15 Ideal Customers
• Learn how to use AI to uncover the key characteristics of your 
best customers and find similar high-value prospects.

Find Target Accounts and Decision Makers
• Discover how to locate and engage decision-makers at your 
top target accounts to maximize your success rate.

Set Goals with a 90-day Action Plan
• Leave the session with clear, actionable goals and a 90-day 
action plan using the THINK Method and B.U.D. Sales System, 
enabling you to start generating more leads immediately.

Resource Pack
• 4 AI-Powered Prompt Templates for lead generation
• A Free Copy of the Better, Unique, Desirable book by
Thomas Ellis
• THINK about AI Toolkit to help you apply AI in other areas of 
your business to achieve your goals faster All sessions 
mentioned above will be delivered as follows:
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*Two Sessions of 90 minutes each will be delivered in Half a 
Days’ intervals with 2 hours in the morning, one hour lunch 
which we will have a guest speaker then 2 hours in the 
afternoon.

The Professional Sales Bootcamp Accelerator offers an 
immersive learning experience that equips participants with 
actionable strategies, tools, and skills to drive revenue 
growth, build lasting client relationships, and master modern 
sales techniques. This program promises to elevate sales 
professionals’ performance and create sustainable business 
success.
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build a consistent pipeline, and reduce manual effort.

What You’ll Get: In just two hours, you’ll walk away with:
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• Discover how to locate and engage decision-makers at your 
top target accounts to maximize your success rate.

Set Goals with a 90-day Action Plan
• Leave the session with clear, actionable goals and a 90-day 
action plan using the THINK Method and B.U.D. Sales System, 
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• 4 AI-Powered Prompt Templates for lead generation
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Conclusion
Investing in your sales skills today is the key to future-proofing 
your business. In times of economic uncertainty, those who can 
sell effectively will not only survive but thrive. The ability to build 
meaningful client relationships, understand customer pain points, 
and close deals efficiently provides a significant competitive 
advantage. By honing your sales acumen through this program, 
you will be equipped to outperform competitors, increase 
revenue, and create a stable, high-value client base that 
sustains long-term growth.

Moreover, the Sales Bootcamp goes beyond just skill 
development, it fosters a growth mindset that empowers you to 
adapt and excel, regardless of market fluctuations. By learning 
to navigate sales challenges strategically, you ensure that your 
business remains agile and proactive rather than reactive to 
economic changes. This proactive approach not only 
accelerates recovery but also positions your business as a 
leader in your industry.

Finally, the return on investment (ROI) for this Bootcamp is 
undeniable. The skills acquired will enhance your ability to 
generate leads, convert prospects into loyal clients, and scale 
your sales operations efficiently. Attendees will leave with a 
structured approach to selling, a more robust pipeline, and the 
ability to close deals with confidence. If you are serious about 
increasing revenue, building a resilient business, and gaining a 
competitive edge, then attending the Sales Bootcamp: Your 
Path to Sales Mastery is the most strategic decision you can 
make for your professional and business growth.

0215



16

OUR BUSINESS 
COACHES

Susana Marino is the President and CEO of Northern Virginia Hispanic American 
Chamber – NOVAHCC. Susana is an accomplished entrepreneur and visionary leader, 
serving as the esteemed founder and current President and CEO of the Northern 
Virginia Hispanic Chamber of Commerce (NOVAHCC). She is first-generation Latina 
and immigrant from Venezuela, South America. Susana brings a wealth of diverse 
experiences and insights to her role in the private sector. Her strategic direction has 
been instrumental in guiding the chamber’s activities overseeing all organizational 
operations and fostering the growth and prosperity of both large and small 
businesses in the Washington Metropolitan region.

Driven by her commitment to enhancing access to diversity supplier opportunities for 
Latinos and multi-ethnic entrepreneurs, NOVAHCC has evolved into a prominent 
international business and trade association, representing entrepreneurs from various 
backgrounds, countries, and industries. The chamber's primary focus revolves around 
delivering tangible, bottom-line results through impactful B2B/B2G matchmaking, 
creating avenues for economic growth for small businesses via contracting 
opportunities with both private and public sectors, facilitating access to capital, 
providing revenue accelerator trainings, foster international market expansion for the 
Mid-Atlantic region, and promoting career advancement opportunities.

Recognized for her contributions to the business community, Susana Marino was 
appointed by Virginia Governor Ralph Northam in October 2020 to serve a prestigious 
four-year term on the Board of Directors for the Virginia Small Business Finance 
Authority (VSBFA). In this position, she held a significant responsibility for overseeing 
the funding of all economic development budgets in the commonwealth, including the 
Small, Women-owned, and Minority-owned Business (SWaM) program.

Susana's academic achievements include a bachelor’s degree in international studies 
from the
University of South Florida and a master’s in science administration and management 
from Nova Southeastern University. Her passion for lifelong learning and commitment 
to academic excellence shine through in her leadership and professional endeavors.

Awards and Accolades:

- GoGlobal Awards (2023) by the International Trade Council and Rhode Island 
Commerce

- Brillante Award in Entrepreneurship Excellence (2021) from Prospanica National
- Women Who Mean Business Award (2020) by the Washington Business Journal.
- El Tiempo Latino Power Meter 100 Award (2019), a recognition celebrating her as 

one of the 100 most influential Latinos in the Washington, DC Metropolitan Region.

Susana Marino, M.S. Ed
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OUR BUSINESS 
COACHES

With over 35 years of hands-on sales experience, Thomas Ellis is a seasoned sales 
management veteran and the driving force behind EWC Consultants. Thomas 
launched his professional sales career in the competitive copier industry and later 
moved into telecommunications with leading companies like Motorola and Nextel. 
Following the merger with Sprint in 2005, Thomas dedicated 13 years to Sprint Nextel, 
excelling in various Sales Manager and Director of Sales roles. His exceptional 
performance earned him Sprint/Nextel’s highest accolade, the President's Council 
award, for an impressive 10 consecutive years.

During his tenure, Thomas not only led successful sales teams but also coached and 
developed sales representatives and managers across diverse sectors including SMB, 
Enterprise, Education, State and Local Government, and the Federal Government. A 
graduate of Fordham University in New York City, Thomas holds a Bachelor of Science 
degree in Business Administration. He is widely regarded as a Subject Matter Expert 
(SME) in coaching and developing Business-to-Business (B2B) sales professionals.

Today, as the Chief Sales Coach for EWC Consultants, Thomas partners with small 
business owners and sales professionals, guiding them to master core sales 
strategies that consistently lead to closing BIG deals. His philosophy is simple: Master 
the basics, and success will follow. His passion for empowering others led to the 
release of his book, B.U.D. Better, Unique, & Desirable: The Sales Process That Gets 
Results, along with several other e-books on sales techniques.

Thomas frequently facilitates workshops for organizations like the Maryland Small 
Business Development Center, Women's Business Center, Project Opportunity, and the 
Bowie Innovation Center, where he shares his expertise in coaching, consulting, and 
developing sales personnel and managers.

In 2024, Thomas launched The B.U.D. Sales Academy, a comprehensive platform 
designed to equip sales professionals with the tools they need to excel. The Academy 
offers a robust network of professionals, engaging webinars with industry experts, 
and seven specialized online courses tailored to the evolving needs of the modern 
sales landscape. His leadership in the field earned him a spot on the list of Top 15 
Coaches in Washington, D.C., by Influence Digital Media in 2024.

Beyond his professional pursuits, Thomas is an avid golfer, a mentor to young adults, 
and a dedicated family man. He believes in making every interaction count, whether 
it’s on the golf course or in the boardroom.

Thomas Ellis, President &
Chief Sales Coach – EWC Consultants



Thank You
for partnering
with us.
1750 Tysons Boulevard Suite 1500
Tysons, Virginia 22102, United States
(703) 839-8140
info@novahispanicchamber.com

Get in touch
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EDUCATIONAL SPONSORSHIP AGREEMENT FORM

Today's Date: _________________________

Who is completing this form?
I am the Decision-maker of this Sponsorship
I am completing this form on behalf of the Decision-maker of the Sponsorship

SPONSORSHIP LEVEL:

Select Your Option
Legacy Sponsor $200,000
Empower Sponsor  $150,000
Dream Builder Sponsor $100,000
Visionary Sponsor $70,000
Champion Builder Sponsor $50,000
Mentor Sponsor $35,000

Why Sponsoring This Program:

 Exposure to a diverse and influential audience.
Opportunity to address attendees as main speaker during training sessions.
 Brand visibility through various marketing channels.
 Support our mission and vision to continue growing the Latino business echosystem. 
 The opportunity to showcase your commitment to community and contributions.
 Networking opportunities with other community-minded businesses.
Your contribution emphasize the impact in our programming creating emotional connection
between the sponsors support and success of beneficiaries in entreprenourship. 
This is a chance to create a positive and lasting impact in our community.
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Contact Information

Sponsor Company Name (as it should appear in print): *

Name

First Name Last Name

Decision-maker  Name *

First Name Last Name

Job Title *

Business Phone *

Area Code Phone Number

Business Address *

Street Address

Street Address Line 2

City State / Province

Postal / Zip Code Country

E-mail address of Decision-maker *

example@example.com

  Signature ______________________________________
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IN-KIND DONATION Section
If you plan to assit this effort in the form of In-Kind, please share the approximate value of additional food
or other in-kind donation amount.  (For example: if you are donating additional dinner for 60 people, please
provide the amount you would have charged the group at your standard menu pricing for the dinner or if
you are donating specific items for a raffle.

Name

First Name Last Name

Email *

example@example.com

In-Kind Donations

Value of your in-kind sponsorship:

Please describe your in-kind sponsorship.

Phone Number

Area Code Phone Number

Cell Phone

Area Code Phone Number

Please submit this form via email with your approval pledge to events@novahispanicchamber.com  if you have any 
questions, do not hesitate to contact us at (703) 839-8140  your contribution will be recognized and appreciated. 
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