
 
 

National Training School Doubles Sales 

CHALLENGE 

The National Training School has been providing security training courses for 
manufacturers, dealers and integrators.  Their goal was to double sales and obtain ideas on 
what type of marketing to conduct to accomplish their goal. 

SOLUTION 

After evaluating the courses and existing marketing plans we were able to create a new plan 
and target.  Rather than marketing to individuals we had the president of NTS completely 
re-position his go to market strategy.  We helped him develop a marketing campaign 
targeted to manufacturers of complex systems.  By reaching out to them he was able to fill 
rooms of students versus one seat at a time. 

RESULT 

The process took less than three months and in less than one year the company’s sales 
doubled.  
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 See the letter from Charles Aulner, president of the National Training School. 
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