


What is AA-ISP?
Who we are:
A community made up of like-minded sales reps, managers, 
senior leaders, and Inside Sales organizations.

What we do:
Provide a centralized resource for a variety of Inside Sales 
related information through virtual and in-person resources.

Who should participate: 
Anyone who is either in a selling role, sales support role, 
sales managers & executive leaders, as well as C-level 
leaders who are looking to increase sales performance and 
learn from a community of like-minded professionals. 



What Membership Provides

1400+ WHITE PAPERS
WEBINARS
BEST PRACTICES

DOWNLOADABLE

KNOWLEDGE CENTER MEMBER BENEFITS

WEEKLY WEBINARS
SALES TRAINING
ACCESS TO CHAPTER MEETINGS
LIVE CONFERENCES
ASK-AN-EXPERT FORUM
MENTOR PROGRAM
INDUSTRY SPECIFIC GROUPS

INTERNATIONAL COMMUNITY

CHAPTERS AROUND 
THE GLOBE FOR 
STAYING CONNECTED

MEMBERS

OVER 16,000 MEMBERS
REPRESENTED BY 
PROFESSIONALS FROM
ACROSS THE GLOBE



Joining the Community:
--Special pricing for Chapter Attendees: $99 
(regular price $145)

Use Promo Code: Chapter99

--The Student Mentorship Program
*Detailed listed on the next slide



The Student Membership Program
The AA-ISP (The Global Inside Sales Association) is committed to higher 
education institutions whose coursework and degree programs prepare 
young professionals to enter the world of sales upon their graduation. They 
are pleased to offer aspiring, career-minded college students the opportunity 
to learn, network and share through AA-ISP membership at no cost! 
Becoming an AA-ISP Professional Level member will better prepare a 
student for a successful career as a sales professional.

Students receive complete Professional Level Membership benefits including:
• Member Library - Access to an online library of articles, webinars, and white papers designed to help you 

learn and improve as a sales professional.
• Career Site - Access to an exclusive job board featuring employment opportunities posted by AA-ISP 

companies with current openings across the U.S.
• Connect with Our Community - The opportunity to participate in regional, in-person chapter meetings across 

the U.S.
• In addition, members have the opportunity to participate in virtual Chapters via Zoom and conference calls.
• Training Tuesdays - Participate in our association's member-only monthly educational forum.
• Networking - The opportunity to network with sales leaders, sales representatives, and student members 

through our member directory, special events, and conferences.
• Access to AA-ISP Conferences - Jump start your career as a new professional by participating in one of the 

association's sales conferences held at several major cities across the U.S.

To qualify for this special free student membership, you must be currently enrolled in an accredited university 
or higher educational institution.  Please be sure to enter your school name in the "School" field and use your 
".edu" email address (if you have one) during registration.

https://www.aa-isp.org/scholastic-program

https://www.aa-isp.org/scholastic-program


2019 Events:
AA-ISP hosts in-person conferences and retreats geared 
towards advancing the skills of inside sales reps and leaders.

Chapter attendees are eligible for discounts for upcoming 
events using promo code: Chapter100

Contact info@aa-isp.org for additional information and promo 
details.

mailto:info@aa-isp.org


Join Us!

Brad Roderick -
EVP, CRO, TonerCycle/InkCycle
Four Time Participant

“The Retreats are a rare 
opportunity to set aside time to 
work on vs. work in the business 
within a community of successful 
peers who freely give of their time 
and advice.”

“I thought the learning was fantastic. The 
facilitators at were great and were able to get 
everyone in the workgroups to share good 
insights and learnings from their companies 
and experiences. I have never had an 
environment where so much great sharing 
could take place.”

David Kreiger
President, SalesRoads
First Time Participant



• April 14th – 16th , 2020 | Chicago, IL
• Bring Your Sales Leadership Team
• 850+ fellow Leaders
• 75+ Sessions focusing on improving performance
• Annual After Party!
• Technology Expo filled with the latest technologies 

& services advancing our profession!

Register by 12/20 
and get your full 
pass + pre-event 

workshop for 
$995!





Motivate What Matters:
Behaviors that Drive Results

4.9Gamification and 
Sales Performance

Management

4.4



COMPANY
Performance Mgmt Software
Making People Better
Growing + Profitable
Native Salesforce Solution

PRODUCT
Data-Driven Coaching
Structured Onboarding
Gamification + Leaderboards
Personalized Scorecards

Performance Management is What We Do

PEOPLE
Dedicated Customer Experts
Developing Your Managers
Growing Your Teams
Long-Term Partnership

We Genuinely Care About Making Your People Better



Ashley Ball, Director of Customer Success

• Career Path to LevelEleven

• CSM Team at LevelEleven

• Passionate about Success

• Advice to my younger self



LAUREN BAILEY

Founder & President

Presenter
Presentation Notes
Welcome ladies and gentlemen!  It’s an honor to set the tone for tonight’s session.  Thank you to aa-isp, sponsor 2 and chorus for making tonight possible.   I’d like to tell you the short story of how I came to start #GirlsClub.



Presenter
Presentation Notes
14 months ago I read this study.  Asked to sit on another panel
As women It’s not applying for the job unless we’re 100% confident that we can meet ALL of the criteria.  
And since I already owned a training company that teaches sales management skills, I thought.  Wow.  I’m in a position to sovle for this.
I announced free training for leaders with high potential female sales reps.  I put one post on LinkedIn.   To be honest.  I played small.  I was a bit afraid it wouldn’t fly…that I’d get laughed at…I thought, who am I to lead this movement?   I grew up with all men in inside sales centers.  It’s like being raised by a pack of wolves!  I swear like a trucker, I can’t keep lipstick on, and I don’t even like to shop.  How can I really represent women in sales and encourage more into leadership?

And then something beautiful happened.  




A Tap Goes 
A Long 

Way

Presenter
Presentation Notes
A few friends and colleagues called.  They asked how they could help.  My linkedin post went viral.  I felt supported, encouraged.  And I dug deeper.  I could do better.




www.WeAreGirlsClub.com

Presenter
Presentation Notes
And the program evolved.  Free training led to a structured group program.  We added personal mentors and role models – other high-achieving women sales leaders.  So anyone coming up like I did surrounded by men could see other women they admire and get counsel from someone who’s already made it to help them.  We could add a sense of community with slack channels, meet ups, a live finale conference!  AND.  We could talk straight about confidence.



@Factor8Sales

Presenter
Presentation Notes
This is what speaks to me most.  My secret desire since I was about 13 was to some day be a public speaker working with young women on developing self confidence.
Confidence definition.  Thought I’d have to learn first.  Instead I learned out loud.  Monthly ruor.  You embraced it.  The difference in my life is so dramatic. . .




Webinar slide

Presenter
Presentation Notes
In fact we’re doing our first public training on this topic next month.  I hope you’ll write this down and join us – and share it with a friend.  I’ve been really pleasantly surprised that once I shared my own struggles, nearly every woman at every level of GC shared she felt the same way.  We can all use a boost.  In fact let’s go for 20 boosts until that study has us raising our hand at 20%!



% Reps Promoted to Manager

WHERE DID WE END UP?

70% 100%

Would Recommend 
to a Friend

www WeAreGirlsClub com

Presenter
Presentation Notes
So here’s where we wound up with Generation one.  We had fifty women in the program. 
Half already recently promoted.  The other half over 70% got promoted before it ended.  Just heard my first who has moved to VP last week.



41% of G1 NEVER APPLIED FOR PROMOTION

14%

Feeling unprepared 
for the role due to a 

lack of skills, 
knowledge, or 

experience

48%

k of openings 
 my company

31%

Feeling there is 
more to master in 

current role 
before I’m ready 

to move up

19%

Not sure I want to 
manager more 
responsibility

www WeAreGirlsClub com

Presenter
Presentation Notes
You should know, however that of this cast of superstar women wanting to move up, nearly half had actually never applied.

Top reasons support the HP study:  there isn’t room, need to master where I’m at, I’m not prepared, and I want to learn more first.



Proteges

WHY DON’T WE ASK FOR HELP WITH DEVELOPMENT?

33%

e uncomfortable 
promoting 
themselves

17%

Are uncomfortable 
asking for 

managements time

Mentors

38%

Are uncomfortable 
promoting 
themselves

38%

Are uncomfortable 
asking for funding 

Presenter
Presentation Notes
And unfortunately, we also aren’t asking for the help and development to get there.  We’re afraid to say, “Hey, how do I learn more about career paths here?  I’d like to be in management soon…”

Outreach story of Josh.

Our hesitancy in asking – we’re uncomfortable promoting ourselves, asking for our manager’s time, and asking for the money to train.  EVEN AT THE MENTOR LEVEL!




Presenter
Presentation Notes
i’m here to encourage each of you to be brave.  It doesn’t mean not feeling the fear.  It means feeling it and doing it anyway.  Suit up, and have the conversation. 
Hat’s off to the women on our panel here today.  Surely many of them are nervous.  Food in teeth, say something stupid, see my cellulite when I cross my legs…but they’re up here and that makes me tremendously proud.

If there’s someone in the audience thinking, I’d like to be up there someday, I encourage you to say something.  To me, to Thom, to the panelists, to anyone who will listen.



Presenter
Presentation Notes
When we take risks and put ourselves out there and we do so with AUTHENTICITY, I’ve had the pleasure of learning that other women, other men, the business community and the World will embrace and support you.  
I’ve absolutely had a few no’s along the way – women unwilling to take the risk, potential sponsors going dark, troll posts asking about the white mens club, even one inquiry that bashed me for my lack of diversity.

But that’s ok.  I’m on my path.  I feel confident in it.  I found a tribe.  This crew we’re building in GC?  They got my BACK.  And I’ve got theirs.  I invite you to be part of the club.
There’s no cost to join the community.  



Presenter
Presentation Notes
And thanks to Chours, there could be no cost to join the exclusive training program.

We only open seats once a year.  They close in five weeks.

If your’e a new manager or thinking about it in the next two years. NOW is the time to lean in.  Raise your HAND ladies!  

Join the GC community at www.wearegirlsclub.com / apply for the Chorus scholarship TONIGHT / and book a meeting with your boss tomorrow to let him or her know you’re interested in moving up the ladder soon and you’d like their support to get some training.







Panel Discussion – Part 1

. How is hiring more women in sales beneficial to an 
organization?

. Tips for Women in Sales: Ready to change the Sales game.

. How to attract and attain female leadership in Sales.

Presenter
Presentation Notes
Panel Discussion Part 1 – Main Topics
 
How is hiring more women in sales beneficial to an organization?
(Tiffany)
A substantial female presence on your sales team increases marketability and usability by appealing to half of the population. 
Data suggests having women in sales leads to a higher likelihood of quota attainment and outperforming competitors. 
 
Tips for Women in Sales: Ready to change the Sales game
(Tiffany)
Women hit their quotas at a slightly higher rate compared to men. According to Gartner Inc., women's average quota attainment is 70%, while men's is 67%
Gender Diversity results in more successful business. A study from the University of Illinois at Chicago found that companies in the top quartile for gender diversity are 15% more likely to have higher financial returns. 
 
How to attract and attain female leadership in Sales. 
(Tiffany)
Present women in leadership roles. In a recent psychological study, the presence of successful female role models empowered women in leadership tasks and eliminated the gender performance gap. This allows female candidates to visualize themselves in a successful role in your company. 
Cultivate an accepting and friendly office environment. The office should send the right messages to all employees and promote a space to network, learn, and socialize. 




Panel Discussion – Part 2

. Why did you get into Sales?

. Regarding your path, walk us through personal positives 
and negatives.

. How does presenting yourself differently lead to success?

Presenter
Presentation Notes
Panel Discussion Part 2  -- Questions
 
Why did you get into sales? Tell us about your journey in sales from when you started to where you are now.
 
Regarding your path, walk us through personal positives and negatives: mentorship, advocates, obstacles, etc. 
 
How does presenting yourself differently lead to success? Tell us about how speaking up for more roles, volunteering for leadership, going after more opportunities, even if you don't have 10 of the 10 skills, etc.




Panel Discussion – Part 2

. Leaders: What do you do differently to attract more females 
to sales roles? 

. What stands out to you when reviewing a sales opportunity 
with an organization?

. Give your best piece of advice.

Presenter
Presentation Notes
What do you do differently to attract more females to sales roles (leaders)
 
What stands out to you when reviewing a sales opportunity with an organization? (for Megan and Alex)
More gender-neutral wording on job ads
Highlighting women in leadership roles
 
Give your best piece of advice. Knowing what you know now, what is the best piece of advice would you give to yourself just starting in sales, and also at a time when you are making a career choice (move from SDR to AE, AE to Leadership, etc). 




Thank you!
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