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Fall 2011 Keystone Club Topics 
 

1. Creating Healthy Habits with an Outlook of 

Opportunities – Internal examination of our 

Beliefs, Perceptions, Behaviors and Attitudes 

 

 

2. Connecting with Customers, Prospects and 

Clients – Building Bottomless Rapport 

 

 

3. Discovering and Uncovering Buying Motives – 

Qualifying through Questions with Quality 

 

 

4. Confirming and Affirming Parts of the 

Proposal Puzzle – Signing off before 

Presenting.   

 

 

5. Closing the Sale, Winning the Business and 

Going to the Bank;  Maintaining the Business 

and Sustaining the Client – Keeping the 

Account and the Competition Out 

 

 

6. Setting Goals and Making Quotas – 

Introducing the NEW YOU 

 


