
OFFWIRE University’s Online Certification Program is a virtual training system 
offering timely information at your fingertips to help increase overall knowledge in 
three key areas:
	 •   Industry Knowledge
	 •   Selling Strategies & Techniques
	 •   Product Knowledge
The program consists of over 20 courses designed to teach you the basic skills needed 
to understand the industry, provide you with up-to-date information on new products 
and trends and help you increase your sales. This 30-day self-paced program includes 
password-protected access to the knowledge and skills contained in the learning 
platform along with a certificate from OFFWIRE issued upon completion. 

This workbook is a great resource for you to reference throughout each step of the Jump 
Start: Online Certification Program.
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Congratulations!
You have been enrolled in OFFWIRE University’s Jump Start Program. 
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