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Darren Lang 

WHAT:  Speaker’s Lunch ($10/person) 

WHEN: October 23rd from 12pm—2:30pm 

     (Drop in during your lunch hour!) 

WHERE: Tisdale Civic Center 

Register: Online at www.newsaskcfdc.ca; by 

phone or by email! 

https://www.facebook.com/Newsask
https://www.linkedin.com/in/community-futures-newsask-9a8791189/
https://twitter.com/CFNewsask


Community Futures Newsask is hosting our eighth annual 
“Challenge 4 Communities” 

All community groups (service groups, neighborhood groups, youth groups, 
etc.) are invited to submit community projects that compete for prize money.  
The public will decide the winners with weekly voting on the internet over a four 
week format. Beginning October 28

th
, voting and challenges will continue 

through the November for 4 weeks, each  challenge due every Monday of           
November. Rules and an application form are available on our website at                  
www.newsaskcfdc.ca  (click on Challenge 4 Communities) 

Please have your application into our office by October 28, 2019 – 4:00 p.m. 

Get involved with your community today, submit a project, and compete 

for $6500.00 in prize money! 

4 Weeks    4 Challenges    4 Winners    4 Prizes 

http://www.cfsask.ca/newsask


A Business Plan Competition for 

Grades 6 to 12  

&  

Youth under 29 in the Newsask 

Region 

Three Age Divisions for Individual and Group Submissions 

Grades 6 to 9; Grades 9 to 12; Out of school Youth under 29 

Deadline for Submissions 

April 24th, 2020 

YBEX Awards Banquet 

Tisdale Civic Centre 

Saturday May 9th, 2020 @ 5:30pm 

FREE TICKETS TO  

SUBMITTERS 

Special Achievement Awards $50 

Newsask Memorial Award $100 

Agri-Business Awards $100 

Schools or Associations linked to a winner,  

will receive a prize worth 50% of the entrants  

prize value.  

 For information phone: (306)873-4449 

 E-mail: admin@newsaskcfdc.ca 

 Website: www.cfsask.ca/newsask 

… Check out our YBEX link on our website for details, application  

forms, and business plan information! 

Entrants must be present to receive 

awards 



Business Corner 

The New-Age Salesperson 

Times they are a changing, unfortunately a lot of salespeople are not following suit. There 

are old-school salespeople at work everywhere; if you're not convinced, visit your local big 

box furniture store, or car dealership, and witness them in their natural habitat. That's not to 

say that there aren't good salespeople out there too; there are, but even the good ones 

could be better. He's a quick run-down of the characteristics of a new-age salesperson. 

The new-age salesperson is informed, they sell to people who want to buy and discover 

what their customer needs. They know the objective of each sales interaction and partner 

with buyers in the decision-making process. They also know that closing a sale is not nec-

essarily the objective of every interaction with a prospect. 

He or she plans ahead and knows in advance their customers' potential objections and how 

best to handle them. During the sales process, they use open-ended questions; they probe, 

digging for information and hidden objections—seeking out issues and concerns. 

The new salesperson is trustworthy and sells with integrity. They are not pushy and only sell 

something when it's the right decision for the buyer. They think long-term relationship, rather 

than short-term commission. 
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They understand personality types and build effective relationships no matter the social or 

behavioral style of their prospects or customers. And, they listen more than they talk. Our 

new-age salesperson is likeable and welcomed back by customers as a valuable resource. 

Finally, our new-age salesperson is always closing; not forcefully, but by asking questions 

that identify where the prospect is in the journey toward a sale. They use trial close questions 

which expose fears, concerns, issues and anything that may be standing in the way of a 

sale. In this way, they never actually need to ask for the order; closing becomes the most 

natural climax to the salesperson-customer interaction. 

The new-age salesperson is a consultant, product and industry expert, confidant, friend, and 

trusted supplier. And, highly successful. 
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