
From Start-Up 
to Success
Shari Levitin's Journey and 
Company Growth



1968

At six years old Shari 
puts on magic 
shows for the 
neighborhood and 
makes big bucks 
selling fudgsicles



1980

With a little help from her 
Dad, Shari launches her 
first business in the back 
of a record store: Skate 
of Mind, one of the first 
skate rental shops in 
Boulder Colorado



1984

Summer 
Resort Job. 

Earn $250 per 
day!

Apply by 
calling 

555-1234

Shari lands a job as an OPC in Lake Dillon Colorado. She 
breaks all records generating leads on roller skates for the 
Spinnaker timeshare resort



1992

Marriott hires Shari 
as a new salesperson. 
Shari takes the award 
for top seller in all of 
Marriott shattering 
records worldwide.



1994 Shari is promoted to VP 
of Sales and Marketing 
and leads the team to win 
the Top Timeshare 
Resort in the World as 
seen in Vacation 
Ownership Magazine



1997

Shari is the founder and CEO of the first ever Timeshare 
Training company including tools for ongoing training of 
sellers and managers including Manager toolboxes, 
audio cassettes, and ultimately DVDs’ s and iPod: Shari 
and her growing team receive praise for her focus on 
ethics and consumer-centric selling



SLG Training Became the 
Windows Operating System for the Industry



“As SLG was putting the finishing touches 
on their internet alliance with eCollege to 
provide online sales training, Levitin was 
approached by Ken May, the recently 
appointed President of RCI, who was very 
excited about the possibilities of internet 
training. May asked Levitin to be the 
exclusive trainer for the newly formed 
RCI Global Points Network, at which point 
SLG and RCI signed a contract to not only 
create an internet course specific to the 
RCI Points program, but also to perform 
live seminars for training as well.”

RCI, the premiere exchange network, chooses Levitin 
Group to create and fulfill online Global Points Network 
training program
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Shari Levitin Group 
Expands Across 
40 Countries & 
5 Continents, 
Revolutionizing Sales 
and Management 
Training with 
Cutting-Edge Tools 
and Online Learning



All-Encompassing Training System

Live Training

Interactive Training 
Manuals

Manager’s 
Toolboxes

Train the Trainer 
Courses

Coaching Calls 
and Debriefs

Audio, Video 
Reinforcement



The Results

Over $100M in 
additional profit

BERKELY 
GROUP

$10M profit per year 
at a single site.

Increase of $200 
VPG and 50% 
less turnover



Measurable Results

Initially, we hired Levitin Group to aid 
in our expansion to gain consistency of 
processes and messaging; we got 
that and more. We saw a $100 VPG 
increase on 50,000 tours annually, 
resulting in over $7 million in profit 
annually.

Rich Hartnett 
Sr. VP of Sales and Marketing 



Client Testimonial



Client Testimonial

David Bidgood
President
Field Sales & Marketing
Bluegreen Resorts Division
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Captivating the World, 
Shari's Bestselling Book 
Takes the Amazon 
Charts by Storm, 
Fueling an International 
Book Tour
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Academic Acclaim, “Heart 
and Sell” Chosen as Harvard 
University's Official 
Textbook for Strategic 
Selling, Catapulting Shari into 
Esteemed Guest Lecturer at 
Harvard and Stanford, 
Pioneering the Future of Sales 
in an AI-Driven World
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Riding the Triumph of 
“Heart and Sell”, Shari is 
Featured as One of 10 
Worldwide Sales 
Experts in Salesforce 
Documentary Film, 
'The Story of Sales.'
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Shari's Rise to Viral Sensation, Garnering 
18 Million Views in Mere 90 Days

LinkedIn designates Shari as a Top 
Voice in Sales
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Top 50 Keynote Speakers in the World
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Covid Strikes: Levitin Group 
Pivots and Teaches How to 
Sell During Times of 
Uncertainty,  How to Build 
Trust On and Off-Line
Launched the blockbuster 
course on LinkedIn Learning, 
“Virtual Selling for Sales 
Professionals”, now translated 
into several languages. 
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Awarded Top Blog in 2020 by Top Sales World Magazine



Shari cast in the reality TV Show, America’s Real Deal: 
Think Shark Tank with Heart



Every KPI increased:
pipeline, win rate, deal 
size and time to close.

Donna Little
(Sr. Director, Global Sales Training and Enablement, 
Nuance (recently acquired by Microsoft))

INCREASE IN 
WIN RATE

69%

OF TEAM 
DECREASED
AVG SALES 

CYCLE

46%

Even Shari’s Virtual 3.0 Training Shows Measurable Results 

$100K
INCREASE IN 

AVERAGE 
DEAL SIZE



Tod
a
y



Time Share Training 3.0



Thank you.


