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KEVIN KRUCKEBERG,
E&B PAVING INC.

Our group as already been talking about how they are going to implement Blind Zebra’s Core 7 Sales presenta-
tion into their daily lives. Bryan did a great job keeping our guys engaged and entertained. You promised a 
great presentation, and delivered!  

KIMBERLY VICARY, CMP
MEETING PLANNERS INTERNATIONAL

Bryan has been a guest speaker for our Indiana MPI chapter twice now, and has continued to impress us with 
his captivating content, outstanding personality, and obvious expertise in his field. The takeaways and objec-
tives of his session applied to all attendees – not just those in sales. The way he integrates his experiences as an 
NFL referee to his presentation is very entertaining, and his fresh approach to sales is wonderful. Thanks again 
for an outstanding presentation!

Bryan Neale has consulted with B2B sales teams, managers and CEOs for more 
than 20 years. Bryan’s clients range from start-ups to companies with $150M in 
revenue and most are privately held or under an equity firm.  He is a veteran 
trainer and speaker and works with groups of all sizes— small sales teams to big 
national brands and everything in between. 

Keynote Speaker. Sales Performance Coach. NFL Umpire #92.

KEITH DAYTON
SENIOR FACULTY LECTURER, MSIS CORE COORDINATOR, MBA CORE 
COORDINATOR, Iu KELLEY SCHOOL OF BUSINESS

Bryan's wit and humor resonated with our students and his candor separates him from the pack. He's honest, 
open, and masterful at being real with an audience. We received many comments from students that say he 
was overwhelmingly their favorite speaker. We would love to work with him again.

When he’s not talking about sales philosophy, you can find him on a football field. He's an 
official in the National Football League and loves training teams about the similarities between 
sales and football. 



POPULAR PROGRAMS

BECOMING A PRO:  THE SECRETS OF ELITE 
PERFORMANCE IN SALES, FOOTBALL, AND 
EVERYTHING ELSE

TOPIC: SALES PERFORMANCE

LET’S DO THIS: THE MECHANICS OF AN 
ELITE SALES TEAM

TOPIC: SALES TOOLS AND TECHNIQUES

SAY WHAT?!!!!!: THE LANGUAGE OF ELITE SALESPEOPLE

TOPIC: SALES LINGUISTICS

Bryan@blind-zebra.com
www.blind-zebra.com

317.440.6391

In sports, teams have a playbook and tools to ensure peak performance. Bryan, 
seasoned sales trainer and NFL official, knows sales teams need a playbook just 
like players on the field. In this session, Bryan will provide the tools that sepa-
rate the average salesperson from the elite sales performers. This training is for 
people who want hands-on, tactical, “what to do” strategies and are ready to 
implement tools to improve their sales success. 

Why do some sales teams succeed and others don’t? Why do some seem to just 
“get it” and others are left in the dust? After 28 years officiating football and 18 
years working with sales teams, Bryan knows there are similarities between 
elite sales teams and athletes at the top of their game.  Now, Bryan teaches the 
same formulas and frameworks he used to reach the NFL to people who are 
ready to advance their skills to the “pro” level. This session is for sales teams 
and leaders who want to innovate, modernize their sales philosophy, and raise 
their sales performance to elite levels unmatched by their peers.

  Does your team know the exact words to use to close the sale? If your sales team isn’t   
  performing at the level they could be, there’s a reason. It all comes down to simple, straight-
forward and often unpracticed principles of language and messaging. Bryan will share his techniques for 
staying calm in stressful conversations and communicating at the highest 
levels– strategies he uses personally when tensions run high on the 
football field. This interactive session will be customized for the 
audience and will address specific sales problems. Attendees 
will leave with a playbook of scenario-based language they 
can begin using immediately.

BRYAN IS 
AVAILABLE FOR 

KEYNOTE, 
HALF, AND 
FULL DAY 
TRAINING 

SESSIONS ON 
THESE TOPICS.
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