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Strategic Planning (October 22)
Strategic planning is important for all sizes of companies, however, it’s even more important for small companies to create a plan 
to get from where you are now to where you want to go.  In this session, learn a strategic planning approach that enables 
small-business owners to be proactive instead of reactive to changing business conditions.  
Bonus Content: Exploring Strategic Plan Implementation Tools

Sales Process Development (November 5)
In the wake of COVID-19, sales processes will need to dynamically re-align to the new  
mindsets, preferences, behaviors, and procedural requirements of today’s buyers and  
decision makers. This session will examine a sales process model and explore how to  
re-design it through the lens of today’s buyer.   
Bonus Content: Getting the Most Out of the Free Hubspot CRM

Personal Remote Selling (November 19)
During this time of pandemic, in-person selling is one of the first casualties to B2B sales 
because  many companies no longer allow visitors. According to McKinsey, B2B customers 
who want traditional sales calls fell from 52% to 34% from pre-COVID-19 and 66% now 
prefer digital sales interactions. This session addresses the new challenge with practical 
techniques and methods you can apply to help you transition to a virtual sales process.
Bonus Content: Using LinkedIn Sales Navigator

Market Research (December 3)
More than a simple Google search, market research requires understanding the problem and then  
planning and executing the solution. This session will discuss developing a formal market research 
plan with tips for a successful implementation. 
Bonus Content: Using Constant Contact/Mail Chimp

Inbound Marketing (December 17)
Most manufacturing companies have been operating on sales and marketing strategies that require face-to-face interactions. 
Prior to this year, the implementation of those strategies proved to be more difficult. Now, they are nearly impossible. To keep  
pipelines healthy, there has been a rush to move these strategies online. In this session, we’ll cover how inbound and content 
marketing works for manufacturing companies, and how to align these strategies with your sales efforts so the teams are working 
cohesively and generating greater results. 
Bonus: Developing Virtual Trade Shows
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Are you looking to increase sales, expand into new markets, or find new customers. The pandemic has played havoc on the sales 
approach for most manufacturing companies, but even more so for companies without a sales plan and a dedicated sales team. 
If you’re struggling to achieve sales goals in 2020 and desire to develop a solid plan for sustainable growth, our 5-part  
Grow With NWIRC Webinar Series is packed with growth tips and tools you can implement now.
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