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Selling Business Solutions
Two-day course to enable individuals to:

· recognise that customers do not like being 'sold to' 

· appreciate the advantages of an in-depth consultation to determine customers needs 

· use a structured approach to diagnose the capabilities needed by the customer 

· understand how your solution can improve/increase the customer's 'bottom line' 
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generate requirements for additional functionality 

· prove that your organisation has the capabilities needed 

· use persuasive communication skills 

· maximise opportunities for increased business 

· help the customer justify their investment
Difference between Selling and Consulting  

Understanding the buyer's perspective 

The qualities of a professional consultant 

Creating a Corporate Buying Vision
Where the buyer:

- knows the capabilities they need 

- thinks they know the capabilities needed 

- has no vision of the solution 

Assessing the Buyer’s Requirements
Analysing the problem 

Understanding the customer's corporate goals 

The impact of their lack of capability
The implications of their lack of functionality 

Establishing the reasons for their problem 

Empathetic listening 

The capabilities of your solution 

Identifying buying motives 

Confirming requirements 
Proving your Organisation’s Capabilities
Using persuasive communication skills 

Confirming customer needs
Offering alternatives 

Presenting to persuade 


Relating customers' requirements to your 
organisation's products and services 

Emphasising benefits, advantages and USPs 

Using testimonials

Justifying the Value of your Solution

Explaining the benefits to their organisation 
of increased/improved functionality 

Allaying customer's anxieties 

Managing Expectations
Agreeing success criteria 

Addressing objections 

Recognising opportunities 

Preventing problems 
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Who should attend?
Sales people and sales support staff.  Eg, technicians, programmers, engineers and designers involved in selling complex goods and services.
Facilitation
This course provides a model that can be used to sell complex business solutions. The model is broken down into easily understandable segments and delegates practice how to maximise sales opportunities, at all stages of the process. They are given pre-course preparation so that they can practice applying the model in their own industry/market sector. The course culminates in a challenging exercise where CCTV is used to analyse their abilities and show the advantages of an in-depth consultation.

