Advanced Sales Xills
For The 21 Century - 1 Day

CourseDescription: Thisone-day courseisdesigned for sales professionalswho aready have foundational
sdesskills. Thiscoursefocuseson using thefoundational skillsinanew way with additiona techniquesfor higher
closerates. Learn how to build asalesmode full of return salesand repeat business. Examinethe psychology of
sling aswell aswaystoincreaseyour own persona magnetism. Thiscoursefocuseson behavior and performance
skillsthat will make positive changesand create higher results.

Course Objectives:

* Examinethesalesprocessof thenormal transaction

» Comparetraditiona salesprocesswith advanced model of sales
* Andyzehowtofill thepipelinefor greater salesprofits

* ldentify waystoincrease customer valueto theindividual buyer

» Evauateclosing techniquesand waysto makethem better

* Examinetheseven step processorgani zational buyersmake

» Definefivestagesdlling process

» Evauatewhat it takesto beasuper star

»  Explain presentation techniquesthat assst in moving the customer along
» Discussthebarriersof sdlingtheinvisble

*  Anayzecommunicationtechniquesof reflectivelistening

*  Understand body language and what the customer isreally saying
* Anayzewaysto ask purposedriven questionsfor better results

* ldentify how to read peoplelike abook

* Examinenegotiation skillsthat can cresteawin-win relationship

»  Compare negotiating stylesand waysto counter each incident

*  Examinemarketing secretsthat can boost your salesvolume

* Createfollow-up techniquesthat get buyersto return
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