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Program Overview

Methodology:

ς Preparation: Hold 1:1 meetings with 3-4 sales and sales support personnel to audit current 

sales capabilities, skills and possible skills gaps

ς Program: Build program content and delivery around key selling skills and address any 

identified skills gaps

Program Overview: 

Review basic sales skills and the selling mindset:

ς .ǳȅŜǊΩǎ 5ŜŎƛǎƛƻƴ aŀƪƛƴƎ ǇǊƻŎŜǎǎ ǾǎΦ ǘƘŜ {ŀƭŜǎ /ȅŎƭŜ

ς tǊƻǇƻǎŀƭǎ ŘƻƴΩǘ ǎŜƭƭΣ ǇŜƻǇƭŜ ŘƻΦ !ƭǿŀȅǎ ǇŜǊǎƻƴŀƭƭȅ ǇǊŜǎŜƴǘ ȅƻǳǊ ǇǊƻǇƻǎŀƭǎ

ς Articulating the Value Proposition ςquestioning & listening comes first

ς Getting to the Ultimate Decision Maker

Develop specific sales skills in the following areas:

ς Effective prospecting in existing client base 

ς Gaining Access to C-level Decision Makers and what to say when you get there

ς Using questioning skills to uncover PAIN and identify problems (reduce churn)

ς Negotiating  to win in an increasingly competitive market

Becoming a Trusted Advisor

ς 4 level model of sales professional evolution

ς Gap analysis: Where are you today and where do you want to be end 2007? 

ς Next steps/Actions

Desired Outcomes: 

Inspire, motivate and engage program participants to take their sales performance to the next level
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9.00-9.30 Introduction
ω Participant Introductions

ω tŀǊǘƛŎƛǇŀƴǘΩǎ ǇŜǊǎƻƴŀƭ ƻōƧŜŎǘƛǾŜǎ

ω Program Overview & Objectives

9.30-12.30 Becoming A Trusted Advisor
ω Review of basic sales skills & Solution Sellingprocesses
ω Sales Cycle vs. Buying Process

10.30-11.00 Coffee
ω Building credibility and Trust
ω Building long term Relationship

ω Evolution to becoming a Trusted Advisor

12.30-14.00 Lunch

14.00-15.30  Questioning and Listening Skills
ω Open -> Closed questioning in practice

ω Listening: the key to building trust and commitment
ω Group exercises

15.30-16.00 Coffee

16.00-17.45 Negotiating to Win
ω Review: Negotiation Strategy and Tactics

ω Handling objections

ω Group exercises

17.45-18.00 Review of Day 1

9.00-9.05 Introduction 
ω wŜǾƛŜǿ ƻŦ 5ŀȅ м ϧ tŀǊǘƛŎƛǇŀƴǘΩǎ ƭŜŀǊƴƛƴƎ Ǉƻƛƴǘǎ

ω Day 2 Program Overview & Day 2 Objectives

9.05-12.30 Investigative Selling
ω Diagnostic Questioning. The key to success in selling

ω Using questioning skills to uncover PAIN and GAIN

10.30-11.00 Coffee
ω Using Diagnostic Questioning & the PAIN Chain in 

practice. Group exercises

12.30-14.00 Lunch

14.00-15.30Prospecting your existing clients 
ω The secret power of Networking

ω Networking within existing Accounts

ω Navigating around Gate Keepers in the Organization 

15.30-15.45 Coffee

14.00-15.30 Building your Account Strategy
ω Business Drivers - > Business Issues -> Indicators
ω Decision Markingprocess: The Cast of Characters

ω Over comingthe price objection by expanding the pie

16.45-17.00 Program Review & Close
ω Recap, Review & key learning points

17.00 Close

Becoming A Trusted Advisor Program

Day 1 Day 2
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Sample Slides from Trusted Advisor Program

© 2007  SalesChannel Europe SARL - All rights reserved - Confidential

SalesChannel
Europe

30

Integration of Knowledge, Skills, and Desire

ά/ǊŜŀǘƛƴƎ ŀ Ƙŀōƛǘ ǊŜǉǳƛǊŜǎ ǿƻǊƪ ƛƴ ŀƭƭ ǘƘǊŜŜ ŀǊŜŀǎΧLǘΩǎ ǎƻƳŜǘƛƳŜǎ ŀ 
ǇŀƛƴŦǳƭ ǇǊƻŎŜǎǎΦ  LǘΩǎ ŀ ŎƘŀƴƎŜ ǘƘŀǘ Ƙŀǎ ǘƻ ōŜ ƳƻǘƛǾŀǘŜŘ ōȅ ŀ ƘƛƎƘŜǊ 
purpose, by the willingness to subordinate what you think you want 
ƴƻǿ ŦƻǊ ǿƘŀǘ ȅƻǳ ǿŀƴǘ ƭŀǘŜǊΦέ

Source: Covey, Stephen R.The 7 Habits of Highly Effective People.
New York:  Simon and Schuster, 1989.  Used with permission.

Knowledge

(what to, why to)

HABITS

Skills                     Desire

(how to)                    (want to)

Effective Habits
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Seminars & WorkshopsConventions & Meetings

Sales Performance Motivation

Keynote Speeches
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