Re: Request to attend the Sales 2.0 Conference in Boston on June 20
Dear [Manager's Name],

As part of my commitment to ongoing professional development and my desire to drive more revenue for our team, I’d like your approval to attend the Sales 2.0 Conference, on June 20, in Boston, MA. 

The Sales 2.0 Conference is a full day of exposure to some of the best thinkers and top solution providers in the B2B sales space. Speakers include thought leaders like Gerhard Gschwandtner (publisher of Selling Power magazine) and successful leaders from top companies like Hewlett-Packard, Oracle, SAP, and Xactly Corporation. 
In addition, the conference sponsors represent top-of-the-line technology solutions that are being leveraged with great success in other B2B sales organizations. 

During presentations and networking sessions, I’ll have the opportunity to learn about innovations and best practices that can help us move our business forward faster and more effectively. Some examples include: 

· What the most successful sales organizations are doing to close today’s customer
· Which tools and processes will make us more streamlined and competitive in our market

· How to use metrics to improve our team’s performance and help us reach and exceed quota consistently 

· How businesses like ours can make the most of social media channels to bring value to customers 

· How to align our processes and strategy with the needs of our prospects and customers 
· Best practices for hiring, on-boarding, and training top talent

As an attendee, I will also get access to these bonus materials after the event:
· 2010 Key Trends Analysis from CSO Insights (a $295 value)
· 2010 Sales and Marketing Alignment Collaboration report from Aberdeen Group (a $399 value)

· Complimentary White Papers on sales, marketing, and management effectiveness

I believe that by attending this conference, I can help us find ways to dramatically enhance our [PICK ANY OF THE FOLLOWING THAT APPLY]: hiring practices, ROI on CRM, strategy for bringing value to customers, close ratios, prospecting efforts, alignment with marketing, and sales management practices. I’ll also get to network with: 

CEOs, CSOs, CMOs, CROs

VPs of: Marketing, Demand Generation, Solutions Marketing, and Field Marketing
VPs of: Sales, Sales Operations, Channel Sales, and Global Accounts
I sincerely believe this is a worthwhile investment of my time that will yield great results for our team and our company. A detailed cost breakdown for attending is included below. 
You can find more information about the conference at www.sales20conf.com. 
All the best,

[NAME]

Cost Breakdown

Conference Fee: {$795}
Airfare/Transportation: {$xxxx}
Hotel: {$234/night + tax note: this rate expires on 5/31/11}
Meals: {$xxxx} (all networking breakfasts and lunches are included in the conference fee)
Total cost: {$xxxx}
Hotel Accommodations

Sheraton, Boston
39 Dalton Street
Boston, MA. 02199
1 (617) 236-6000 (reference the Sales 2.0 Conference)
Conference Location

The Sales 2.0 Conference will take place adjacent to the Sheraton, Boston, at the 
Hynes Convention Center: 
900 Boylston Street
Boston, MA 02115
1 (617) 954-2000
