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2 day Sales Practitioner Course

How to be a Top Sales Performer

Sales effort is often wasted on low value activities that achieve mediocre results. Pro-
crastination and time wasting is often due to a lack of sales confidence and motivation
rather than a lack of organisational support. All too often sales people are held back by
fear and hide behind glossy brochures, slick presentations, flyers or anything else that

. . . . . . Improve Sales Results
can stand in the way of developing meaningful relationships with customers.

. . . Boost Sales Revenue
Customers are becoming very intelligent buyers and are now fully aware of the sales

tactics, tools and techniques that are being applied to them on a regular basis. The only Improve Sales Efficiency

way to succeed is to develop meaningful relationships with your customers. Reduce Cost of Sale

The content of this course is free of all management speak and jargon, it is not based or
aligned with any scripted extravagant sales technique and goes back to the modest
application of common sense and the need to appeal to human nature.

This practical course guides delegates through a typical sales process from identifying a
target customer through to gaining a repeat sale. It gives practical advice, tips and hints of
what’s required to achieve your sales potential and become a top sales performer.
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BOOKING INFORMATION

Location: Surrey

Dates: Refer to website
Duration: 2 day

Level: Sales practitioner
Price : £795 + VAT

BOOK VIA EMAIL

training@magiccaterpillar.co.uk

(01483) 674441

@@@y MAGICCATERPILLAR

www.magiccaterpillar.co.uk

(01483) 674441 info@magiccaterpillar.co.uk

What you will learn
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The evolution of selling

The difference between a good and a top performing sales person
How to be effective at each stage of the sales process

The importance of preparation and understanding your customer
How to develop meaningful customer relationships

The importance of self-awareness, self-motivation and purpose

Benefits for you
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Understanding of what is required to become a top sales performer

Gain understanding of the stages of the sales process

How to develop more meaningful and fruitful relationships with customers
Improved confidence and motivation to achieve your potential

Become more productive and pro-active with your time

Benefits for your organisation
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Increased competence at building and managing a sales pipeline
Improved motivation and confidence to develop customer relationships
Commitment’to get the' reésults needed

More-productive sales people

Smarter and less reactive sales people

Course Outline
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The evolution of sales practice

The characteristics of high achievers

The stages of the sales process

Building and managing a sales pipeline

The importance of planning, preparation and persistence
Developing meaningful customer relationships

The role of CRM systems and knowledge sharing

Who should attend?

This course is suitable for new and experienced telesales and field-sales people

and will also benefit marketing executives. This course is also suitable for small

business owners who want to learn the fundamentals of selling.
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