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PPrrooffeessssiioonnaall  SSeelllliinngg  bbyy  PPhhoonnee  
CCooddee::  CT93-103 DDuurraattiioonn::  1 day 

SSeerriieess::  Sales Management  PPrriiccee  $290 plus GST 

PPrreeppaarriinngg  ffoorr  tteelleessaalleess
Preparing the workspace 
Preparing to write telesales scripts 

EEsssseennttiiaallss  ooff  tteelleessaalleess
Communication essentials 
Handling telesales calls 

PPrroossppeeccttiinngg
Generating telesales prospects 
Interacting with prospects 
Cold call strategies 

CClloossiinngg  aa  ssaallee
Closing sales over the telephone 
Addressing telesales challenges 
Maximizing telesales performance 

BByy  ccoommpplleettiinngg  tthhiiss  ccoouurrssee,,  ppaarrttiicciippaannttss  wwiillll  lleeaarrnn  hhooww  ttoo:

Prepare the teleselling workspace, use the teleselling aids effectively, 
and write an effective telesales script for a sales proposal.  
Communicate effectively with customers during telesales calls, 
manage telesales calls, and maximize the effectiveness of the 
telesales calls.
Develop a list of prospective telesales customers, build and maintain 
relationships with prospects, implement the soft sell approach, and 
maintain a positive attitude.  
Close the sale by resolving customers’ objections and maximize the 
telesales performance by using cross-selling techniques and gaining 
customer feedback. 

PPrreerreeqquuiissiitteess:: None 


