
           

 

LinkedIn Recommendation for Bob Davis, SR Consultant NuVue/Wilson Learning 

                                                                                

Andrew MacLean· 1stFirst degree connection on LinkedIn 

Sales Enablement Director, TraceLink   

March 22, 2022 

I brought Bob in to help with a very unique situation – and I am sure many of you can 

relate! Of course I wanted Bob’s expertise to ensure that all of my sales team were 

approaching customer conversations in a similar fashion, but more importantly was the 

fact that I needed Bob to help me bring the business “thinking” closer in alignment to 

the sales team.  

You see the business is incredibly “us” and “product” focused. I needed help in achieving 

a culture change to happen to the business, so that their content and training aligns 

with the way the sales team speaks to each customer. I needed the business to 

understand how to have conversations that extract the value that the customer wants, 

instead of focusing on the value we think we bring. 

 

With Bob’s help, and many multi-departmental meetings, we had a successful sales kick-

off training in February of this year. Several of the presenters did change their content 

and their presentation objectives to fall into alignment with this customer-first 

philosophy. But equally important, the reviews from sales were all positive for Bob’s 

sales skills workshop! Cultural changes don’t happen quickly, but Bob helped me 

achieve what I believed was impossible.  

Thank you Bob!!! 
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Veolia Water Technologies, Inc (dba Elga) 

Attention:  Mr, Bob Davis  
      SR Associate  
 
Subject:  Selling Value Presentation at our National Sales Meeting 
 
Dear Bob,  
 
Jim and I would like to thank you for attending and presenting at our National Sales 
Meeting this year. Your presentation on Selling Value provided an insightful perspective 
of how important it is to add value during Sales Calls, to Elga and our Sales Team.  And 
expect that Selling Values will be a key focus, by all, during future meetings and 
presentations.    
 
Our Sales Meeting, along with your presentation was a success, and our Team has 
started to use your Tips in their everyday selling presentation.  As part of our goals and 
strategy for 2019, we continue to work at increasing our Sales contribution, both to the 
Top and to the Bottom line.  The value you have brought us, with your examples are 
pointedly helping the Team to show important value to their customers. Their requests 
for deep discounts are continuously reduced, and we are beginning to see results with 
increased number of sales, and overall, having an impact on the ROI for our investment. 
 
As an organization, looking for commonality to our selling approach is important, your 
presentation was on target, and we continue to emphasize Selling Values on our 
monthly Sales Team and Sales Managers calls. Going forward we will be exploring 
participation in additional Wilson Learning courses.  
 
With a professional approach, and terrific personality, we highly recommend Bob Davis 
to Sales Organizaitons that would like to make a difference with their Customers.  
 
Regards, 
 

Wayne B. Darsa 
 
Wayne B. Darsa 
Director, Sales and Business Development 
Veolia Water Technologies, Inc (dba Elga Labwater USA) 
 
 
 
 

5 Earl Court, Unit 100, Woodridge, IL, 60517-7622  Name Wayne B. Darsa  
 
Telephone 

 
516-364-8746 

 
McCourt Associates 
A Wilson Learning Business Partner  

  
Cell 516-697-2637 
E-mail Wayne.darsa@veolia.com 
Internet www.elgalabwater.com 
 
Date 

 
August 12, 2019 

  



 

Date: July 24, 2019 
To: Whom it may concern  
Subject: Reference letter for Wilson Learning customer influencing skills and Senior Consultant, Bob Davis  

Founded in 1946, Adolfson and Peterson is a family-owned company that is consistently ranked among the top 
construction managers and general contractors in the nation. We have a major presence throughout the country 
with significant regional offices located in Minneapolis, MN, Denver, CO, Phoenix, AZ and Dallas, TX.   

That said, we have made a strategic decision to win and retain customers through superior customer focus before, 
during and after all projects.    

For the last several years we have engaged the Wilson Learning Corporation to provide us with customer influence 
training at multiple levels of the organization and at all our locations. This includes job functions as diverse as 
estimators, project managers, site supervisors, legal staff, business development and the entire senior 
management team.   

Further, we have integrated the Wilson Learning skills/philosophy in our corporate infrastructure (CRM, website, 
interview prep, etc.). We believe this training, grounded in relentless customer focus, has provided all members of 
our team with skills that have led to visible results. Those results Include but are not limited to:  

1. Increased client satisfaction and retention  
2. Significant revenue growth   
3. Significant growth in profitability   

Bob Davis, Wilson Learning Senior Consultant, has been delivering Wilson Learning customer influencing skills in a 
three-day format for the last several years. We have been impressed with Bob's ability to make this training 
relevant for all job functions and experience levels at our company. In fact, Bob is the only professional we engage 
with on this type of training.   

Added to that is Bob's ability to make the three-day training memorable, entertaining, transformational and 
relevant to all who attend. After the training, team members make changes in their customer approach which has 
led us to superior business results.  

I would recommend Wilson Learning training and Bob Davis for any company in the construction field looking to 
enhance customer relations and business results.   

Feel free to contact me if I can provide more specifics  

Best,  

  
Corbett Nichter  
President – AP Atlantic and AP Gulf States  
cnichter@a-p.com 
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Memorandum	
To:		 	 To	Whom	It	May	Concern	

From:		 Sean	M.	Gallagher	

Date:			 November	21,	2019	

Subject:		 Bob	Davis	–	An	Outstanding	Sales	Educator	
	

If	you’re	seeking	to	engage	a	professional	speaker	or	sales	trainer	to	help	your	organization	
improve	its	sales	performance	and	grab	your	audience’s	attention,	please	read	on.	
	
I’ve	utilized	Bob	Davis’	services	for	nearly	25	years.	Our	initial	project	was	when	we	hired	
him	to	boost	our	sales	force’s	performance	in	a	medical	technology	firm.	We	got	more	than	
we	expected.	Not	only	did	the	sales	force	effectiveness	greatly	improve,	but	Bob’s	
methodology	was	adopted	by	our	marketing	team	to	improve	alignment	between	sales	and	
marketing.	The	result	was	extraordinary.	Not	only	did	it	improve	sales	effectiveness,	but	
marketing	effectiveness	improved	as	well.	
	
As	a	business	advisor,	I	have	recommended	Bob	to	several	of	my	clients	for	both	limited	
engagements	(speaking	at	sales	meetings)	and	large	projects	(complete	retraining	of	a	
global	sales	organization).	In	every	instance,	the	engagement	was	a	great	success	and	all	
stakeholders	benefited.	
	
In	my	current	role	as	Lecturer	in	Marketing	at	the	D’Amore-McKim	School	of	Management	
at	Northeastern	University,	I	have	the	responsibility	of	educating	students	on	all	aspects	of	
marketing,	including	personal	selling.	Bob	Davis	was	kind	enough	to	speak	to	my	
undergraduate	class	yesterday	to	help	them	see	how	sales	professionals	can	help	
businesses	better	address	customer	needs	and	profitably	grow	their	operations.	



 
360 Huntington Ave  Se.Gallagher@Northeastern.edu 
Boston, MA 02115 

 

	
My	students	are	members	of	Generation	Z.	Gen	Z	is	the	cohort	after	the	Millennials,	defined	
as	those	born	from	the	mid-1990s	to	the	early	2000s.	
	
A	fellow	faculty	member	expressed	concern	as	to	whether	a	Baby	Boomer	like	Bob	would	
be	able	to	effectively	engage	Gen	Z	students	in	a	talk	about	personal	selling.	I	had	complete	
confidence	that	his	style	would	resonate	with	the	class.	And	it	did!	
	
Like	all	great	teachers,	Bob	does	not	lecture.	He	engages	the	audience	with	questions,	
exercises	and	the	telling	of	impactful	stories.	The	students	were	engaged,	asked	lots	of	
questions,	and	wanted	to	talk	about	what	they	learned	in	class	the	following	day.	
	
Below	are	some	verbatim	comments	from	students:	
	

• “I	had	no	idea	I	could	learn	that	much	about	sales	in	an	hour.”	
• “Bob’s	open	questioning	techniques	make	so	much	sense.	After	class	I	was	trying	to	

use	them	with	fellow	students	during	a	group	meeting.	They	helped	us	make	better	
decisions	in	half	the	time.”	

• “That	was	so	cool!”	

Looking	for	someone	to	motivate	your	team	at	a	sales	meeting	or	improve	their	
effectiveness	through	sales	training?	There	is	no	one	better	than	Bob	Davis.	You	will	be	
thrilled	with	the	results.	

Need	more	information?	Feel	free	to	email	me	or	call	me	at	+1.617.306.5372	
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