
Art Sobczak Testimonials 
 
“Not only is Art lively and witty, but very knowledgeable and logical. Most of us in 
the sales world have been part of a training that was developed from Zig Ziglar or 
Dale Carnegie and although those trainings on sales create the very basis and 
foundation of sales overall, we live in a changed world from their time. In my 
opinion Art brings to the table a training style for social interaction by changing 
the platform in which we are all custom to fall into…’normal sales talk’. I highly 
recommend his training.” 
Jeffrey Jackson, ADP Insurance Agency Inc. 
 

 _____________________ 
 
  
“Art has conducted several training sessions with our inside sales team over the 
last two years. His common sense, practical approach to phone sales is easy to 
implement and effective. His calm, easy-going demeanor creates a comfortable 
environment in which to role-play, (and his anecdotes are quite entertaining!).  
 
“Our team was able to gather more intelligence than ever before by using his 
techniques. This led to better conversations with decision makers and helped us 
to reach our ultimate goal of more meetings. Our team now meets weekly to work 
collaboratively on creating our Smart Calls for the following week. It’s a great 
process!” 
Donna Costa-White, Inside Sales Manager TeamHealth  
 

_____________________ 
 
“Thank you so much for your recent presentation at our National Sales Meeting in 
Clearwater, Florida. The Smart Calling techniques you taught are right on point.  
The best part? The fact that our sales team was able to start implementing the 
many techniques first thing Monday morning.  
 
The energy, enthusiasm and call strategy you shared helped our sales teams 
finish the month well over goal. We're looking forward to many more successful 
months just like this!  
 
Simply put, "Smart Calling" provides an innovative strategy that is an  
absolute must-have for all sales professionals.  
Dale Miller, Ortho Technology 
  

_____________________ 
 
 



“Art, the sales team at Global Knowledge thanks you for the wonderful course 
you conducted for us. The training perfectly supported the objectives we outlined 
in our preparation and was in direct support of our own sales and training 
philosophy. We were very impressed with your responsiveness, flexibility and 
reliability during the entire process. We were especially impressed with how 
detailed your research into our methods, culture, and personality was. You took 
the time to listen to over four hours worth of our calls, interview the management 
team, and conduct numerous interviews of our representatives so you were 
confident you had a good understanding of our situation. You were able to take 
this information, marry it to our objectives and design and deliver a very 
customized and high-quality class for us exceeding our expectations. The impact 
your training rendered was marked. We have had very strong months when 
compared year-over-year with the past two years and have seen a morale and 
skill improvement across the board.” 
JB Smith, Global Knowledge 
 

_____________________ 
 
 
“Art, thank you for your spectacular presentations, ‘The Top Ten Mistakes Made 
By Sales Reps When Using the Phone, and, What You Can Do to Avoid These 
Errors, and, “30 Telephone Sales Tips You Can Use Right Now,” at our recent 
Summer Sales Camp in Chicago! Our attendees were inspired, educated, and 
entertained. Thank you again for your time and effort that you spent preparing for 
our event.” 
Tina Brown, Wholesale Florists & Florist Suppliers Association 
 

_____________________ 
 
 
“Art, here we are nearly 6 months after your initial training session with my team. 
I wanted you to know how pleased we are with the progress. Currently we are on 
track to have the biggest sales year in our company’s history. In addition, my top 
performers are using your CD series and have reported a new outlook on their 
approach. What’s worth mentioning is the fact that these are individuals that have 
been in the business for over 15 years and have been the hardest to motivate 
and even more so re-train with new ideas. In our 19 years of business, we have 
done it all from motivational seminars to guest speakers to other sales training 
classes. Unquestionably, your programs are the most well-received by my staff 
and have had the greatest impact to our sales. I give my highest 
recommendation to any company that uses the phone as part of their business.”  
Kit Jeerapaet, duPont Registry 
 
 



“Thank you for the excellent presentation and customized session you conducted 
yesterday.  For me it was educational and entertaining  and we now have to put 
what we learned into action.  The program was geared to our business 
requirements, and as a result, was more effective than other sales training in 
which I have participated.” 
Hanna P. Vogt, Met-Pro  
 

_____________________ 
 
 
 
“Art, what a fantastic job!  I have attend numerous sales training in my career and 
I can’t remember any training program that went to the level of detail your training 
did by incorporating our program and services that we can immediately use to 
increase our sales.  You put a lot of time into this and I cannot tell you how much 
I appreciate this and the patience you showed us in getting to this point. Thanks 
again for working with us and putting this together!” 
Greg Smith, Wellspring Academies 
 
 

_____________________ 
 
 
“I can't tell you how much I enjoyed the training class.  I  reviewed the notebook 
and "made the sale" the next day by ASKING.  Thanks!”  
Chris Simmons, Motor Carrier Express 
 
 

_____________________ 
 
 
“After participating in your program, I stand in awe of your subject matter 
knowledge, your presentation skills and your professionalism.  Your content is 
practical and is a ‘game-changer’ for anyone whose sales process involves using 
the phone -- which is all of us.  You are a credit to our profession -- and you give 
"sales" a good name!” 
George E. Devitt, Polaris Advisory Group 
  
 
 
 

 


