
A refreshingly 
bold new flavor...

in sales training.

Case Study

Vincor International Inc. 

CLIENT CHALLENGE
Vincor International, one of North America’s top

importers, producers and marketers of wines was looking

to put their new sales training methodology to the test.

Vincor had previously commissioned Optimé International

to coach their sales team through a nine-step sales

process called the Sales Anatomy. 

Following the initial two training courses, it was time for

the sales reps to demonstrate how the process comes to

life out in the field. With the Sales

Championship™, top management

would now be able to

experience first hand the new sales process at work.

Additionally the competitive aspect of the event would

perfectly leverage the new spirit at Vincor of rewarding

and recognizing top performers.

CREATIVE RANGE 
Ian Burge, the VP of Sales had already experienced the

magic of the Sales Championship™ at a previous event

and was thoroughly impressed. The program  required

customization at all levels to ensure that each aspect of

Vincor’s Sales Anatomy selling process was incorporated

and fully leveraged.

“ Simply put...an outstanding day that
still has my people talking. The Sales
ChampionshipTM far exceeded my
expectations in terms of delivery and
impact, and I applaud your entire
team for a tremendous execution.

Ian Burge, VP of Sales
”




