
The Northwest Boardroom Presents

Gower D. Talley MBA
- Author, Speaker, Trainer
- Leadership Development Expert
- Sales Team Development Guru
- Business Management Coach

Five Simple Choices: Course in Self Leadership
AF-TS: Sales Mastery
Oracle Leadership: Become a Force of Nature

Everything Changes Right Now!



Gower is among most high energy and high 
performance leaders you have ever 
encountered. His depth of experience, even 
handed leadership and stable, yet enthusiastic, 
temperament have led him to be referred to as 
���v��� �̂��v���Z�}�Œ�����u�}�v�P���š�Z�������Z���}�•�X�_

He has an uncommon range of education and 
experience that serves as his foundation in his 
roles as a high energy speaker, an 
organizational change agent, a sales team 
developer, a goal focused business consultant 
and as a developer of people. Gower has 
served as a business/sales manager in the 
transportation, staffing, medical & litigation 
support industries. He has extensive field 
experience as a full spectrum, on site, business 
& training consultant with successful 
international business turnaround experience. 

He has been a retail business owner, a regional 
training and development manager and a 
public sector, state level Marketing Director. He 
served (in uniform) in Europe for five years 
during the cold war, and he is a Desert Storm 
Combat Veteran. He is the winner of a national 
business leadership competition, and has 
appeared on national television.  He is the 
author of the personal development training 
�‰�Œ�}�P�Œ���u���^�&�]�À�����^�]�u�‰�o�������Z�}�]�����•�U�_���š�Z����� �̂��&�d�^�_��
�•���o���•���•�Ç�•�š���u�����v�����š�Z�����^�K�Œ�����o���_���o���������Œ�•�Z�]�‰��
model.

Gower is a sought after and memorable
speaker/platformtrainer and he is a dynamic
� �̂��Z���v�P���o���������Œ�_who inspires excellence
among those who work for, with and around
him.

Gower D. Talley MBA
Fundamentals:

Five Simple Choices: Principles of Self Leadership
�9 ���Z�}�}�•�]�v�P���Ç�}�µ�Œ���~���v�����Ç�}�µ�Œ���}�Œ�P���v�]�Ì���š�]�}�v�[�•�•���u�}�}��
�9 Completely abandoning blame and excuses
�9 Identifying goals and creating plans
�9 Continuous Self Development
�9 Crafting an intentional image

Oracle Leadership: Dynamic Personnel Leadership
�9 �D�}�À���������Ç�}�v���������]�v�P���^�<�]�v�P�_���]�v���Ç�}�µ�Œ���}�Œ�P���v�]�Ì���š�]�}�v���t

become a force of nature
�9 Earn enthusiastic buy-in
�9 Get input �t without getting resistance
�9 �D�}�À�����‰���•�š���^�}�������]���v�����_���š�}�����}�u�‰�o���š�������v�P���P���u���v�š

AF-TS Sales: The Art of Influencing Buying 
�9 Everyone is ready to buy �t the question is: Buy what?
�9 It is never only price �t even if they say it is only price.
�9 Uncovering actual buying motivations
�9 ���Œ���(�š�]�v�P�������^�•���o���•���u���•�•���P���_
�9 Creating a lead generation/prospecting plan
�9 Connecting sales to fulfillment
�9 Developing sales staff and sales leadership

Business Model Development
�9 It has to work on paper BEFORE it can work on the 

ground
�9 Connect Sales/Operations/Finance into one system
�9 Use TOC to identify where you are and to change ONLY 

�š�Z�}�•�����š�Z�]�v�P�•���š�Z���v���v�����������Z���v�P�]�v�P�X�����~�&�]�Æ���•�‰�����]�(�]�����o�o�Ç���Á�Z���š�[�•��
broke �t ���v�����]�(���]�š���]�•�v�[�š�����Œ�}�l�������}�v�[�š���(�]�Æ���]�š�•

�9 Your Systems run your business �t your people run your 
systems

�9 Scalability: Are you ready for growth?
�9 Simplicity is the key �t almost every system is more 

complex than necessary


