INDUSTRIAL DISTRIBUTION B2B SALES PROGRAM: DPS

How a Leading Industrial Distributor
Built a Sales Team That Sells With
Confidence
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THE CHALLENGE

This industrial distributor operates across a large,
geographically dispersed sales force. Representatives work
directly with industrial, commercial, and institutional
customers - managing complex relationships and competing
on expertise as much as on product availability.

Like many distributors in this space, the company recognized
that product knowledge alone does not drive growth. Sales
reps needed a repeatable, customer-centered approach to
discovery and presentation - one that could be applied
consistently across territories, customer types, and deal sizes.
Without a shared framework, conversations varied widely in
quality, and reps defaulted to pitching features rather than
uncovering customer needs.

THE SOLUTION

The company engaged Carew International to deliver
Dimensions of Professional Selling (DPS) across multiple
cohorts of sales representatives. Delivered in a multi-day
workshop format, DPS gave the team a common language
and a structured set of skills for every stage of the sales
conversation - from building rapport to presenting solutions to
Mmanaging the customer relationship long-term.

Multiple cohorts completed training between 2024 and 2026,
reaching sales reps at various experience levels - from newer
account managers to seasoned field representatives.
Following the success of the live program, the company has
since added DPS OnDemand as an ongoing reinforcement
tool and onboarding resource for new hires.

THE RESULTS

Participants described a shift in how they approach customer
conversations - slowing down, asking better questions, and
listening before presenting. Several noted they were applying
the frameworks within days of completing the program.
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LEADERSHIP VOICE

“Our team came in with
real variation in
experience and
confidence. What DPS
gave them was a shared
language and a
structured way to
approach every
customer conversation -

from how they listen to
how they present. The lift
in knowledge alone tells
part of the story. But
what you see in the field
afterward tells the rest.”

VP of Sales, Industrial
Distributor

PARTICIPANT VOICES

"I'think this is a very
valuable resource. |
would recommend this
to every company and
everyone in sales."

DPS PARTICIPANT

"This was one of the best
training courses I've ever
attended. It has
immediately changed
how | approach my
conversations with
prospects and clients.”

DPS PARTICIPANT



