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SL3 Learning Path – Days 17 & 18 
Use these two “flex” days for continued selling time and follow up on open questions or concerns as needed to prepare for final Observation. 
 
Expectation 
By end of the 18th day, the employee should be able to request and complete the observation to complete SL3 program and be scheduled in CREW Time 
as a Certified Sales Apprentice. 
 
Observation should include: 

• Demonstration of consistent execution of CES and ETV 
• Proper usage of tools and software  
• Improved and consistent demonstration of all skills learned in SL1, 2, and 3 
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