Essential Selling - Virtual

The blended, tailored programme quickly builds sustainable selling skills and behaviours

The Persuasive Selling Process

Link
features to
benefits

Explain how
it works

Summarise
the need/
opportunity

LEARNING JOURNEY

The Structured Customer Business Meeting Process

PRE pic preparation
Create the conditions

Align on ne

Transition
ely sell

Close & MEETING

suggest
next steps

PRE-WORK before sessions:

Self-directed Learning assets (SDLs) are used to learn theory in advance and make workshop sessions more valuable
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Objective Setting

Customer Meeting
Framework

*  Field Sales professionals

*  Account Executives/new National Account
Managers

»  Marketers who will get more from their agencies

*  Teams and individuals requiring selling
fundamentals

*  People who need help with internal selling

*  People with up to 3 years commercial experience

Case Study Role Play (1)

& action planning
Overcoming Objections

Persuasive Selling
exercise

Confident to use Kaleidoscopic Preparation:
« Setting objectives + Building the Selling Story
+ Understanding People styles  + Handling objection
* |dentifying needs * Realising the benefits

Knowledge ad practice of the
Structured Customer Business
Meeting framework

Enhanced selling capabilities
through practice ad feedback
of relevant role plays

Aware of and confident
to close using a range of
techniques

Adept at recognizing
and managing the different
buyer styles




	Slide 1: Selling is a lost art. All too often people default to negotiating too quickly which results in needlessly giving away value.

