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SSaalleess  SSkkiillllss::  BBaassiicc              
CCooddee::  CT93-100 DDuurraattiioonn::  1 day 

SSeerriieess::  Sales Management  PPrriiccee  $290 plus GST 

SSaalleess  ffuunnddaammeennttaallss
The sales process 
Elements of selling 

UUnnddeerrssttaannddiinngg  ssaalleess  tteerrmmss
Your professional self 
Developing your character 
Managing yourself 

HHaannddlliinngg  cclliieennttss
Finding your clients 
Connecting with your clients 
Finding solutions 

TThhee  ssaalleess  pprreesseennttaattiioonn
Anticipating objections 
Creating a sales presentation 
Responding to objections 

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

Describe and implement the sales process, collaborate with clients, 
understand client’s decision-making practices, and define common 
sales terms.
Develop your professional character and manage yourself by 
establishing credibility and behaving professionally.
Handle clients by prospecting, making sales calls, networking, and 
helping clients find solutions to their problems.  
Identify the client objections, create a sales presentation to influence 
their perceptions, and effectively respond to objections. 

PPrreerreeqquuiissiitteess:: None


