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Section 1: The Modern Sales Environment

e Understanding contemporary sales trends.

e Key competencies of successful salespeople.



e Assessing sales performance indicators.

* |dentifying root causes of sales challenges.

Section 2: Strategic Sales Planning

 Effective time management for salespeople.
* Developing a sales success strategy.
e Setting and achieving sales goals.

¢ Conducting account and territory analysis.

Section 3: Advanced Sales Techniques

e Effective prospecting and lead generation.
e Structuring and delivering impactful presentations.
e Overcoming objections with ease.

* Closing techniques that secure business.

Section 4: Marketing Essentials

e Exploring different marketing models.
e Understanding the psychology of marketing.
 Digital marketing strategies and tools.

e Utilising data analytics for marketing insights.

Section 5: Managing Customer Relationships

¢ Building and maintaining customer relationships.
e Advanced negotiation skills.
e Implementing customer care philosophies.

e Responding to diverse buyer behaviours.
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WHAT'S A PRICING STRATEGY?
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