Building Habits: Turning Analysts into Producers

Context
Newly minted Jones Lang LaSalle (JLL) Directors are required to build their own books of business. They find this a challenge because 1) they retain underwriting responsibilities

on current deals, 2) they do not know or practice basic sales disciplines, and 3) they are young with underdeveloped networks and personal brands.
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Testimonial
“RKE's sales accelerator provided our team with the concepts and habits needed to lay a foundation for very profitable production origination.” (@) JLL

Campbell Roche, Senior Managing Director
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