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Telemarketing
Two-day course to enable individuals to:
· use the telephone to sell more effectively 

· maximise their database

· generate new business

· develop proven telephone sales techniques

What is selling?
Recognising opportunities
The ‘Sales Circle of Success’
Qualities of good salespeople
Positive telephone communication
Creating the right impression
Answering promptly
Being prepared
Making the most of incoming calls
Establishing goals
Getting organised
Your canvassing system
Coping with bad days
Planning telesales tactics
Building a databank
Managing outgoing calls
Structuring a call
Getting through to the decision maker 
Finding out the decision maker’s name
By-passing the administrator
Contacting the decision maker
Opening statements
Grabbing their attention
Seeing the customer’s perspective
Probing to identify needs
Questioning skills

Open, closed, assumptive

Leading and selling questions


Features and benefits
Selling benefits not features
Providing proof
Unique selling points
Persuasive communication
Matching
Using testimonials
Dealing with objections
Diffusing tension
Pre-empting objections
Uncovering concealed objections
Finding the true objection
Overcoming objections
Handling complaints
Complaint handling procedure
Converting complaints into sales
Recognising opportunities
Closing
Knowing when to close on the telephone
Listening to tone of voice
Using questions
Closing techniques
Follow-up calls
Confirming the buyer’s wisdom
Selling up, on and across
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Who should attend?  
Those who are new to telesales, need refresher training or have not had formal telesales training.

Facilitation

This course is participative and challenging. Delegates practice making a range of telesales calls

and analyse their own effectiveness.  Advice is given about how to succeed in a competitive market.

