






Glenn Porter
Vice President of Sales, LMC Software Solutions, LLC
Analog Sales and Service Techniques in a Digital World

Mr. Porter has thirty years of professional sales experience in the technology industry.  He is currently Vice 
President of Sales for LMC Software Solutions. LMC is a start up company, that provides application software to 
dramatically improve the performance of technical support professionals.  Mr. Porter also writes for Forbes.  His 
work also appears in www.realclearmarkets.com and www.philly.com. Topics include, Sales, Salesmanship and 
Sales Management.

Bill Price
President, Driva Solutions, LLC
The Best Service is No service
 
Bill Price started Driva Solutions in September 2001 to help companies achieve the delicate balance between 
cost containment and greater customer loyalty. In early 2002 He co-founded the 10-country Lime Bridge Global 
Alliance. He formed and chairs the 33-company Global Operations Council, and recently launched the Chief 
Customer Officers Forum North America. Bill was Amazon.com’s first VP of Global Customer Service, VP of MCI 
Enhanced Call Router and Call Center services divisions, COO/CFO with ACP, and Senior Engagement Manager 
with MCkinsey in San Francisco and Stockholm.

Speakers

Non-Partner pricing  for this seminar is $185.

Partnerships are available ranging from *$99 to $160 per day.  

See our website at: www.partners.usu.edu or call 435-797-2279 
for the different partnership options.

Educator Pricing is available.

Register online at: www.partners.usu.edu

**CPE Credit
Attendees can earn Continuing Professional Education (CPE) 
credits. The number of credits/units earned at each seminar, as 
well as the form to fill out, is included in the daybook. Partners in 
Business provides an excellent way to meet professional educa-
tion and certification requirements. Partners’ credits are accept-
ed by SHRM, CPA, CFP, and ASTD.

Pricing Information


