THE FOUNDATION FOR HIGH PERFORMANCE SELLING

A Sales Skills Development Program

The velocity of change today is staggering. Technological breakthroushs, new markets, strategic alliances, product convergence—
today's sales organizations live and operate in perpetual motion. This s especially true of sales organizations who compete in price

driven, transaction oriented Industrias.

Today's quest, for both emerging and established companies, is how to gain on-going aorganizational improvements. Competitive
advantage is gained by developing salespeople to execute better and more consistently than the competition. PRO-QuEST Consul-
tative Selling is designed to add value, drive revenue, improve margins and enhance client satisfaction.

Well defined, emotional gaals are the fuel and roac map for

achievement amd arowth

Thue Povwszr of Written, SMARTE Goals
The Razor's Edae of Swccess

Action Mapping and Implementation
Strategies

Resowrce Guide & On-Going Support

4. CONSULTATIVE SELLING

The faundation for an-going improve-
menk |5 the understanding and applica-
tion of a time-tested, field proven sales
process, Utilizing a comman sales language
enhances coaching and accountability

Tactical Call Manning
Strategic Account Planning

Making a Great First Impression

The Power of Efective Questioning

Listening, Acknowledaing & Impacting
Communicating Yaw Solution

Owercoming & Reducing Objections

Gainirg Agreement & Clasing For Actian
Fellewing Up: The Key te Successiul Relationships

For More Information Contact RESULTS UNLIMITED, LLC:

PROGRAM CONTENT

1. CONTINUOUS IMPROVEMENT

Continwous, self improvement beging by evaluating your
current skills, knowledae and attitudes to identify
areas of Improvement. Increased sales performance
starts by setting goals, driving the “right” types

of activity and being highly efective.
Achieving

Results

Building
Trust
* Through
Understanding

Introduction & Expectations
Deealireg with High Yelacity Charge
The Foundation For Sakes Success:
Skills, Enowledse and  Attituckes

&

2. BUILDING TRUST

Knewing vour Buyer [s the first step
in UUIl-ﬂIr“rﬂ |‘L‘1‘-".II'||ZEE|-E' relatiarships.

ATTITUDE

Consultative
Gales
Process

Sales Success
Strategies

Selling Yoursalf First
Demanstrating Honesty, Trust & Credibilioy
Identifying Buying Types
Selling to Your Customer's Highest Meeds

ErrgcyventSS

3. SALES STRATEGIES

Enawledse 5 power. The more
vl ki the more efective

v become.

= Understanding Consultathe Selling

*  Knowing Your Customer's Buying Process
*  HAIZEM, Continuous Improvement

*  Targeting Influential “Players”

RESULTS
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