Jay Gentry

Since 1974 Jay Gentry has been working with corporate clients to develop and implement strategic business initiatives.  From needs assessment through the creation of situation specific processes, events, or training systems, Mr. Gentry has been assisting companies in developing "game plans" and getting those plans understood and executed by the players on the field.

Jay Gentry graduated from UCLA's School of Business Administration in 1967 and did graduate work at Fuller Theological Seminary while serving as a Youth Minister at Bel Air Presbyterian Church.

A Distinguished Graduate from both USAF Officer Training School and Flight Training, Captain Gentry was a flight and academic instructor during his five years in the USAF.  

Upon his discharge from the Air Force, Mr. Gentry began his business career at Xerox Corporation where he was an award winning Sales Representative, Sales Manager and Regional Program Manager.  In 1977, responding to his growing interest in the communication and training process, he sought out and joined TRATEC, Inc., a Los-Angeles training and consulting company.  Over the next three years he served as a Custom Sales Representative, Regional Manager and finally, as Director of Marketing and Sales.  

In mid 1980, Mr. Gentry founded CCT, Inc. and began an independent consulting practice.  Over the last 23 years, he has worked with companies, both large and small, to develop and implement business strategies.  He has been a resource to clients in sales, sales management, marketing, new product introduction, customer service education, a variety of training and communications projects, and in corporate culture change.

Conceptual Communications and Training

	♦
Business to Business Selling
“Develop the Sales Team”
	Integration of product, market, and customer information into a powerful, consultative  selling and coaching process

	♦
Strategic and Tactical Planning 

“Build Consensus”
	Facilitation of executive and departmental planning sessions for the development of business strategies and action plans

	♦
Application of Sales Process
“Manage Behavior”
	Development and implementation of selling methodology, tools, and skills for the launch of new products or the entry into new markets

	♦
Qualitative Assessment/Action 

“Change the Culture”
	Evaluation of existing company culture… “tribal knowledge”… and development of processes to identify and shift toward the desired culture

	♦
Customer Event Facilitation
“Align Expectations”
	Planning and implementation of Customer Advisory Councils, User’s Exchanges, and other Special Events involving customers

	♦
Executive Team Participation
“Focus the Leadership”
	Interim replacement of a key executive, experienced addition to the executive team during a transition, special assignments, and executive coaching


Over 25 Years of Successful Experience

Across a wide range of subject areas and skills...

♦
Strategic Planning
♦
Sales and Sales Management

♦
Organizational/Culture Change
♦
Sales Negotiations

♦
Leadership
♦
Team Building

♦
Product and Product Application
♦
Executive Coaching

♦
Industry Orientation
♦
Customer Decision Process

♦
Service Excellence
♦
Customer Relations

In a variety of industries...

♦
Building Products
♦
Insurance

♦
Electronics
♦
Office Systems

♦
Financial Services
♦
Real Estate Development

♦
Information Processing
♦
Transportation

For recognized leaders, including...

♦
Alside Building Products
♦
Kaufman and Broad

♦
American Savings Bank
♦
Lithonia Lighting

♦
Century Development Corporation
♦
Louisiana Pacific

♦
Dale Carnegie and Associates
♦
Oracle

♦
Herman Miller Inc.
♦
Ryder Trucks

♦
Hewlett Packard
♦
United Title Comp

