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June 9 from 9:00 AM – 12:00 PM

What does it mean to lead as an Iron-Sharpened Leader? This engaging workshop will provide attendees with 
practical tools and techniques to elevate their leadership skills, guiding their teams and organizations to new 
levels of e�ciency and performance. Expect an experience that is both inspirational and interactive.

• We will explore what it means to lead with character by clarifying your core values, building trust, and 
prioritizing the well-being of those you lead.

• The workshop will cover the key elements of leading with competence, focusing on vision, 
decision-making, and e�ective communication.

• Attendees will learn how to strengthen their own resiliency and that of their teams by emphasizing the 
importance of leading with positive energy, nurturing all dimensions of �tness—physical, mental, 
emotional, and spiritual—and embracing vulnerability. This includes stepping out of your comfort 
zone, sharing personal stories, and gaining valuable insights from those you lead.

Major General John Gronski, United States Army, retired, is founder and CEO of 
Leader Grove, LLC. He is a leadership trainer, international speaker, and executive 
coach. He is the author of three books, “The Ride of Our Lives”, “Iron-Sharpened 
Leadership”, and “Leadership Sharpeners”. Gronski is a Leadership Fellow with the 
Association of the United States Army. Gronski served for over forty years in the 
U.S. Army and Pennsylvania National Guard at the tactical, operational, and 
strategic levels. Key assignments included US Army Europe Deputy Commanding 
General for the National Guard, Commanding General of the 28th Infantry Division 
where he led 15,000 men and women, and Brigade Commander of 2nd Brigade 
28th Infantry Division consisting of over 5,000 Soldiers and Marines, conducting 
combat operations in Ramadi, Iraq. General Gronski is a graduate of numerous 
military schools including the United States Army War College, the Infantry O�cer Advanced Course, Ranger 
School, and Airborne School. His awards include the Army Distinguished Service Medal with oak leaf cluster, 
Legion of Merit with oak leaf cluster, Bronze Star, and Iraq Campaign Medal. He has also received awards from 
the governments of Poland and Lithuania. Along with his distinguished military career, in the civilian sector 
John has worked as a management consultant where he led diverse teams implemented large, complex 
projects within many industries to include energy, telecommunications, manufacturing, and health care. 
Gronski holds an MBA from Penn State Great Valley, a master’s in strategic studies from the United States 
Army War College, and he attended a doctoral program in organizational leadership at Alvernia University. He 
has been trained in and is a practitioner of Lean Six Sigma process improvement. Learn more about John at 
his website JohnGronski.com
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EMBRACING REVENUE GROWTH THROUGH LEADERSHIP

Tony Kanak has been working with Sales Evolution as a student and coach for 
over 15 years. His Prior Sales Career includes working for Compu-Tutor, a 
Platinum-level ACT! CRM reseller and Sales Evolution partner, where he became a 
Guess Free Selling Master. Now he provides expert level coaching to Business 
Owners and Sales Professionals that are growing their revenue using the Guess 
Free Selling Process. Tony is also an Area Director Consultant for BNI (Business 
NetworkInternational), the world’s largest referral organization. He has 
developed an extensive referral network of business owners in Eastern 
Pennsylvania from Lehigh County down through Philadelphia County. Tony 
completed his Bachelor of Science Degree from Drexel University in 1990. He has 
traveled through the United States, Canada, Mexico, and Puerto Rico as a 
Corporate Trainer on IBM based Maintenance Management software. He managed and developed a training 
team in Wilmington DE that conducted international training for DuPont, Astra Zeneca, and W.L. Gore.

June 10 from 9:00 AM - 12:00 PM

Part 1: Growing Your Business Through Upselling and Cross-Selling
Landing a new client can be challenging. Growing an existing account shouldn’t be. Most leaders don’t spend 
the amount of time necessary establish an organizational culture that grows and expand their existing (note: 
you had “new” in the original description – I assuming this is meant to be “existing”?) accounts. In this training 
session participants will learn best practices and a process on how to position themselves for success to sell 
additional products and services. Objective: Participants in this program will improve their ability to increase 
the footprint of their company products and services with an existing client and ultimately extend the client 
life cycle, making it very di�cult for competitors to replace your company as their provider.

Part 2: How To Consistently Generate High Quality Referrals
Referrals are earned, they are not automatic. Companies that have satis�ed customers naturally generate 
referrals from some of their existing clients, but they have earned referrals from almost all of them. Receiving 
referrals from a very high percentage of satis�ed clients, partners and circles of in�uence is possible through a 
repeatable process leaders can install within their organization that can be applied consistently immediately 
following this session. Objective: Participants will exit the session with an executable leadership plan to 
harvest referrals from existing referral sources and satis�ed clients that will exceed their current referral 
production.


