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How to Sell More?

How can you sell more this
year? You can ‘Open More
Doors’ quickly and easily with
this specialized sales training

program.

‘Forget the recession and the economic pressures of last year, and take

more positive action to build better growth now.’
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calculated selling approach to help you and your team get momentum to sell more products
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Seize the market opportunity around you today! The program highlights follow:
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Part 1¢ Selling Strategicallypefined
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Successful Selling in a Future World
Strategy and Tactics Aligned
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USP and UMP defined for your business
DVS defined for your business

Circadian and Ultradian cycles for business
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Key 1¢ Working theBuyers Influence

Business Class Training
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A 4 Characters leverage
A 3 Behaviors leverage
Key 2¢ HandlingRed Flags and Deashds
A Receptivity Strategies
A Diversion tactics
A Termination tools

Key 3¢ Four Response Modes

Contact Strategies and Negotiation Tactics for reaching and handling
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Key 4¢ Winning More Results
Result priorities identified for your business
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A The value process to your business
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Part 3¢ Managing Sales TimeMulti-accounts — =
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Time and Money in your business .
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Key 5¢ YourSales Funnel
Constant Contact System
A 90 Days to Building Better Business
A Telephone tactics and tools
Dialogue Dynamics for your service or product
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A Opening techniques
A Closing techniques
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Part 4¢ Focusingon WinWin Customers
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Key 6¢ Your Ideal Market and Customer defined
Demographic customer alignment

Psychographics customer alignment

Leverage rules for getting higher value customers
Underpin your essential customer relationships

Key Account MatriXfacilitated for your business)

Part 5¢ CreatingTeamAction & PersonalLeverage
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Your Sales Action Plan

Your Service Action Plan

Your Contact Action Plan

WD 2 | f atewayylIor ydir business
Time leverage for busy teams and markets
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Real reasons why you should attend:
1. Selectthe right new and major growth customers for your business
2. ldentify your strategic accounts and their pressure points today
3. Optimiseyour current accounts with joint leverage
4. Implementstrategies for client consolidation to better accounts
5. Createnew alliances with more strategic major corporations
6. Developnew strategies to target potentially lucrative markets
7. Useclient segmentation for sustained sales optimisation
8. Preparesales engagement models and tools for this market
9. Deliverhighly persuasive value propositions in this market
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11. Openmutually advantageous relationships for business building
12. Concentrateand hone your limited resources for the best returns

13. &l customers on bottom line profit improvement and support
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Who should attend?

1 Client Service Managers,

9 Account Directors,

1 Account Managers,

1 B2B Customer Relationship Managers,
9 Sales Professionals,

9 Business Development Professionals,
1 Key Relationship Managers,

9 Supplier Relationship Managers,
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John Highman

Motivational Speaker & Business Coach

Business Class Training
PO Box 1860, Sunnybank Hills, 4109,
Queensland, Australia

Telephone+61 7 37116900  Fax+61 7 37115800

info@businessclasstraining.com
www.businessclasstraining.com
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