Consultative Sdlling Skills- 1 Day

Building Relationships and Partnerships With Today's Customers

CourseDescription: Thisone-day coursewill give participantsthe skillstoincreasetheir sales. Techniqueson
listening, building strong rel ationshi ps, and closing skillsare specialy designed for the consultative style. Focuson
areasfor capturing key customerswhile discovering customer’ sbuying habitsand desires. Thiscourseasogives
approachesasales professional can useto lead the client or customer through the buying processin theleast
offengveway.

Course Objectives:
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Exploremythsof sdling

| dentify waysto create awin-win agreement

Discover buying signasand body language

Evauatethereal decisonmakerinthesde

Analyzehow listening canincreaseyour closing rate
Examinetheprocessfor building therelationship throughinterviewing
Assesswhy customersdo not buy

Explorehidden secretsfor using val ue added techniques

Evauate how to giveaprofessional salespresentation

Anayze customized waysto closethe presentationswhich call for action
Diagnose how to keep the door open when the customer saysno
Understand waysto give customer servicethrough the entire process
Select follow-up plansfor keeping customersfor life

| dentify and solve customer buying concerns



