TRAINING AND CONSULTNG FOR PERFORMANCE

Management Sales Customer Service  Organizational Skills

= s
BITR

BUILDERS TRAINING RESOURCE

BUILDERS TRAINING RESOURCE, LLC



http://www.builderstrainingresource.com/

Z)NAHB

NATIONAL ASSOCIATION
oF HOME BUILDERS

American Society for Quallty YA I D
_I'.---': WOREFLACE LEAENING & PERFORMANCE
L ASQ American Society for

Training & Development

CONTENTS

Welcome to Builders Training Resource

Why use Builders Training Resource?

Management and Business Skills 5
BTR 100- Fundamentals o f Management and Supervision For The Homebuilder 6-7
BTR 101- Performance Management for The Homebuilder: Ensuring The Right Things Are Done The Right Way 8
BTR102- Performance Review for The Homebuilder: Facilitating Employee Growth

BTR103- Performance Interviewing For the Homebuilder: Finding the Right Person for the Job 10
BTR104- The Art of Delegation: Effective Guidance For Your Direct Reports 11
BTR105 The Challenge of Change: Helping Others to Confront It 12
BTR106- Project Management and Implementation: How to Be In Charge from Beginning To End 13
BTR107- Enhancing Established Teams: Strategies for Team De  velopment 14
BTR108- Process Improvement: Using Process Maps for Analysis and Design 15
BTR 109-New Employee Training: A Structured  Approach 16
Sales 17
BTR 200- Fundamentals o f Sales Success: How To Succeed In New Home Sales 18-19
BTR 2018 Introduction to the Critical Path for New Home Sales 20
BTR 202- Consultative Sales Skills : Qualifying And Probing 21
BTR 203- Presentation And Product Knowledge For New Home Sales 22
BTR 204- Mortgage Fundamentals: Mastering The Basics Of New Home Financing 23
BTR 205 Advanced New -Home Financing : Beyond The Basics 24
BTR 206- Costing The New Home Sale : Helping Customers Achieve Their Dream Home 25
BTR 207- Closing Workshop For New Home Sales: Strategies And  Practices For Success 26
BTR 208- Blueprints 101 : Using Blueprints In The Selling Process 27
BTR 209- Sales Agreements For New Homes: Ensuring Customer Understanding 28
BTR 210 Prospecting For New Home Sales : Setting Goals And Exceeding Plan 29
BTR 211- Competitive Intelligence For New Home Sales : How To Gather And Utilize Competitor Information 30
Training and Consulting Packages 31
Contact Information 32



WELCOME TO BUILDER3IRANING RESOURCE

Thegu *S]}v / u eI u}es (E <u VS
SE Jv]vP ul uC % }%0 u}E& %
answer issimple;by providing traininggou send the
message that yoare challengingour people to be
better than they are

Training can show people that they are capable of extraordinary achievements and that a new level of
performance is within their grasp.

Driven by this philosophyBTRcourses are designe inform and inspire participants
to develop new and effective wayto contribute to their organizations.

AllBTRcoursesare memorable, motivational and practical. In short,
an especially positive experience to trigger exceptional performance
and results.

Ed Andriessen
Owner
Builders Training Resource




