
Renaissance Waverly Hotel  •  Kennesaw Ballroom
Monday, August 19, 2019  •  7:30 a.m. to 9:00 a.m. 

Continental breakfast will be provided, starting at 7:00 a.m.

Presented by the National Shoe Retailers Association

Retail Training Workshop

Leadership in Management & Service
Presented by John Lees 
Sales and Marketing Specialist for Vionic Group

Shoe stores of every size across the U.S. are sitting on a sales gold mine 
— providing that they focus more on understanding the hidden needs of  
consumers, prior to serving and selling to them in successful ways. 
Here are the key issues to be addressed in John’s presentation:

•    The uncomplicated, strong mentality and methods of very successful stores. Stores that consistently 
achieve excellent results for consumers and the store see success ‘as an inside job’.

•   A success formula: To get results you must sell results! This session reveals the three levels of results 
that can and must be sold to consumers, and the one negative result that must always be avoided!

•   A very simple and highly effective sales strategy for associates to use that creates welcome consumer 
pleasure, not unwanted pressure, and much higher sales.

•   How to avoid the sales problems that follow the ill-fated mix of hot marketing, warm service and cold 
selling! No one means for this to happen but it does in many stores, without complaint from consumers, 
and without a higher level of satisfaction and spend.

•   Examples of what to do, and what not to do, when aiming to achieve 
consumer satisfaction and high sales! This final segment provides 
examples of good and average selling habits.

John Lees was director of marketing and sales for a German multinational company in Australia 
and New Zealand, and led the company to become market leader and the best performing 
subsidiary for the company worldwide, after which he became a global consultant for the 
organization. He then ran his own consulting, training and speaking business for many years, and 
has written 13 books on business development. In recent years John has worked with the Vionic 
Group in the U.S., offering a specialized training and coaching service to Vionic retail partners, 
and has been the author of more than 200 [weekly] business articles for Vionic partners.  
John can be reached at jlees@vionicgroup.com or at 1-916-577-3865.

All attendees will receive  
these two books by John Lees  

after the presentation.

Expand your knowledge of the footwear industry’s current topics by joining NSRA for this event! 
Complimentary online registration is available at www.nsra.org

Knowledge is Key!

Receive 2 Business CEUs through ABC


