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Sales Training Seminar

Learning outcomes

Content
Benefits

1. The New Zealand market 
· Understand the corporate market, segmentation population, demographics, and the economy.

2. The sales professional

· How we learn.

· Attitude

· Motivation

· Communication skills
· Personality, personal presentation, punctuality, motivation, business behaviours - trust, honesty, confidence, integrity, professionalism. 

· Understand the process of how we learn.

· Develop a positive attitude that results in increased sales.

· Become more involved in the customer’s 

decision-making process

· Communicate effectively, reduce the natural stress that happens with all new sales calls and increase the understanding of the customer’s business.

3. New business development 

· Prospecting 

· The psychology of selling 

· Customer motivation


· Learn how to be a hunter and chase the sale.

· Prospecting, cold calling, referrals, qualifying leads, possible and probable, caller reluctance, building rapport, developing and maintaining relationships.

· Understand the sales process to match selling with the customers’ motivation to create more sales opportunities. Increase customer confidence in their investment and reduce buyer resistance.

· Listen to the customer’s needs and understand their drivers.

4. Key account management 

· Account planning
· Relationship management, value of relationship, create long term partnerships, account management, CRM systems, on-going added value. 

· Develop account plans, strategic thinking, project planning and implementation. 

5. Presentations 

· Effective presentations
· Create, design and deliver a win/win presentation 

· PowerPoint, delivering impact.

6. Negotiation 

· The value equation

· Request for proposal

· Proposal writing 
· Negotiate with clients to create long-term business relationships. 

· Understand price, cost and value.

· Understand a request for proposal (RFP).

· Learn to write a proposal that wins the sale.

7. Planning and self management

· Meetings with purpose
· Exercise more control over time and resources, time management, goal setting, priorities and decision-making.

· Set the agenda and lead the communication

