[image: image1.jpg]ATALYST HRD LTD

EsTABLISHED 1988



[image: image4.jpg]



Consultative Selling
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Two-day course to enable individuals to:

· Adopt a problem solving, consultative approach with customers 

· Use a structured approach in customer meetings 

· Prove that your organisation has the capabilities needed 

· Use persuasive communication skills 

· Negotiate with customers where appropriate 

· Deal with a range of difficult situations 

· Maximise opportunities for increased business
Differences between Consulting and Selling
Understanding the buyer's perspective 

Professional consulting 

Rapport
Greeting your customer 

Building rapport 

Defining the agenda 


The Consultation
A structured approach 

Diagnosing the problem 

Establishing the reasons 

Basic questioning techniques 

Understanding their corporate goals 

Exploring the business impact 

Identifying buying motives 

Listening skills 

Confirming requirements
Proving your Organisation’s Capabilities
Presenting to persuade 

Relating customer's requirements to your 

organisation's products and services 

Emphasising benefits and USPs 

Value justification

Negotiating Skills

Negotiating alternatives 

Retaining customer commitment 

Dealing with objections 

Recognising opportunities 

Saying “No” Effectively
When the customer knows best 

When they make unreasonable demands 


Dealing with Dissatisfaction
When the specification: 

- doesn’t meet their requirements 

- has be changed by the customer 

- will cost more than anticipated 

- is causing problems 
Closing the Meeting
Knowing when to close 

Recognising buying signals 

Your role in the sales process 

Following Up
Checking for customer satisfaction 

Gaining repeat business 

Who should attend?  
Salespeople and support staff, eg technicians, programmers, engineers, designers and anyone involved in selling complex products and services. For people new to selling it is suggested that they first attend our Sales Introduction course.

Facilitation

This two-day course is participative and challenging. It shows delegates how to use a structured approach when selling complex products and services.
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