
Todd Caponi
Author of the book, 
The Transparency Sale
www.toddcaponi.com

tcaponi@salesmelon.com

(847) 999-0420

“You were the voted the most 
interesting / impactful / 
valuable presenter of the 2 
day kick off by an 
overwhelming margin. One of 
our sales guys, who has been 
in sales for 30 years, said that 
you were the best speaker he 
has seen in his career.” - Kyle 
Himmelwright, Optymyze

Speaking Topics

Transparency, Decision Science & the 
Future of Sales
The non-obvious evolution of sales is upon 
us. I'll show you how to get ready.

Transparent Negotiations
The playing your cards face-up approach 
to negotiation which consistently results 
in bigger deals, faster payments, longer 
commitments & more predictable 
signatures.

Custom Topics...
Given my extensive background beyond 
just sales in sales training / enablement, 
customer experience, and my studies of 
neuroscience, inquire about the custom 
topics available for your event.

Bio
Todd Caponi is a geek for all things sales methodology, 
learning theory along with his new nerdery...decision 
science. He’s spent the last almost 4 years building the 
revenue capacity of Chicago’s PowerReviews from the 
ground up as their Chief Revenue Officer. Prior to that, 
he's held leadership roles with 3 other tech companies, 
including ExactTarget, where he helped drive the 
organization to a successful IPO and a $2.7B exit through 
the acquisition by Salesforce.com. He's a former American 
Business "Stevie"  Award winner for VP of WW Sales of 
the Year, and also owned & operated a sales training 
company. Todd’s first book, The Transparency Sale, is 
available anywhere books are sold online (including 
Kindle).

Clients & Speaking Engagements

Transparency, Decision Science & the 
Future of Sales

Merging the latest insights from decision science with a 
broader understanding of the evolving world of consumer 
influence, this fun talk takes your audience to a place 
where the answer to transformative results might just be 
to teach salespeople the opposite of what we’ve 
historically taught them to do.

Transparent Negotiations

Traditional sales negotiation techniques erode trust and 
slow momentum - right near the finish line. In this talk 
now famous talk, we reveal an approach where you play 
your cards face-up (versus the traditional "hide your tells" 
approach) leading to faster buyer consensus, larger deals, 
faster payments, longer commitments and more 
predictable sales forecasts.

Todd Caponi’s “Million-Dollar Pyramid 
of 15-Minute Sales Training Classes

The fundamentals of selling should be easy. And, the 
learning brain requires those fundamentals in short 
chunks. Todd has developed a core set of classes that 
center around simple, fundamental elements that are easy 
to learn, easy to remember, easy to apply, easy to teach, 
and fun.
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“You were the voted the most interesting / impactful / valuable presenter 
of the 2 day kick off by an overwhelming margin. One of our sales guys, 
who has been in sales for 30 years, said that you were the best speaker he 
has seen in his career.” - Kyle Himmelwright, Optymyze

"Do yourself a favor...buy Todd’s book + listen to him speak. Todd’s 
basically the Steve Jobs + George Washington + Steven Spielberg + 
Michael Jordan of sales leaders. He’s kinda good." - Jeff Rosset, CEO of 
SalesAssembly & VentureSCALE

"Thank you for an energizing and insightful presentation. The 
overwhelming response was that you are one of the most interesting and 
powerful speakers many had ever seen." - Neil Miklusak, Vice President of NA 
Sales

"Todd brings a level of passion, expertise, and storytelling that is nearly 
impossible to replicate. Our reps were as engaged as I've ever seen them. 
Weeks later, I still hear them referencing their notes and discussing the tips 
they picked up during his session." - Bryan Naas, Director of Sales Enablement 
at Lessonly

"Todd Caponi is my favorite sales guru. Love when he gets going during his 
presentations. His energy is infectious." - Jason de Boer, Vice President of 
Sales, Selligent


