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Two-day course to enable individuals to:

· develop a pro-active approach to selling 

· develop a problem solving approach with customers 

· follow a proven sales structure 

· be a more successful sales person 
What is Selling?
Recognising opportunities 

The "Sales Circle of Success" 

Qualities of good salespeople
Rapport
Greeting your customer 

Building rapport 

Preparing the customer for the consultation 

The Consultation

Discovering customer needs 

Basic questioning techniques 

Buying motives 
Listening skills
The Presentation
The correct order of presentation 

Relating benefits to needs 

Obtaining understanding and agreement 

Selling up, on and across 

Dealing with Objections
Finding the true objections 

Categorising objections 
Overcoming objections

Closing

Knowing when to close 

Buying signals 

Direct, alternative and assumptive closes 

Complaint Calls

Dealing with unjustified complaints 

Dealing with justified complaints 

Turning complaints into opportunities 

Understanding the Causes of Aggression

Knowing how to reduce aggression 

Coping with your own anger 

Following Up

Checking for customer satisfaction 

Service calls 

Gaining repeat orders 

Analysing performance if the call fails 

Who should attend? 
New and inexperienced sales people who need an introduction to the basic techniques of selling successfully. Also salespeople who have never received formal training. Experienced salespeople should refer to our Consultative Sales course.
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This two-day course is participative and challenging.  By actively participating in the practical exercises, role-plays, recording sessions and competitive syndicate exercises everyone can improve their sales skills.
