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THE WORLD LEADER IN SALES AND SALES LEADERSHIP
UNITES WITH THE WORLD LEADER IN HIGHER EDUCATION

Owings Mills, MD — David Mattson, President/CEO of Sandler
Training®, has worked closely with Frank V. Cespedes, faculty
chair for the Aligning Strategy and Sales Executive program

at Harvard Business School (HBS) as well as Mark Roberge,
Senior Lecturer in the Entrepreneurial Management Unit at HBS,
to incorporate Sandler sales training techniques into the school’s
curriculum. Cespedes and Roberge teach an MBA course on
“Entrepreneurial Sales and Marketing” (ESM), which
examines customer acquisition and retention in ventures

from seedstage to scaling. A case study incorporating Sandler
techniques is now part of that course.

“Selling is an essential skill all students, especially MBA
students, should learn before heading off into the workforce.
You can't learn sales just from a book; you have to participate
in the process,” says Mattson.

Students receive a selling scenario case study and a
series of videos of various sales interactions where the
seller is not trained by Sandler. In class, they then view
a second series of videos of the same interactions but
where the seller is Sandler trained. After showing these
videos, the instructors and Mattson will lead a discussion
based on the differences between the two videos and
highlight the importance of several factors taught by

the Sandler selling methodology.

“In business, we are always selling,” says Mattson.

“Sales is not a place where if you're unqualified to do
anything else, that's where you end up. Sales is really,
regardless of where you are and what you are doing, about
selling ideas and it's really where you can have the most
flexibility and the highest probability of financial success.”

“Today's students
are tomorrow's
business leaders.”

— David Mattson
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