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Strategic Selling
Three Day Outline


Course Overview:

This strategic selling course focuses on your success as a salesman by focusing not only on you, but on your accounts and your prospects. We begin by reviewing concepts critical in the sales process, including questioning techniques and presentation skills. Participants will explore proven sales methods, including Strategic Selling and Consultative Selling. As the course progresses, participants will experience a hands on through a series of personal workshops. By the end of the course, participants will understand their sales methodology, develop their Unique Selling Proposition (USP), and design sales presentations to help their customers find solutions.
Who should attend:

· All individuals involved in the sales process.

· All salesman who want to increase sales and retain satisfied customers.

· All entrepreneurs
· Organizations developing happier, more productive sales professionals

Learning Objectives:
Learn how to ask questions to identify customer problems and help them find solutions
Learn how to develop and deliver a killer sales presentation
Learn about the Strategic Selling and the Consultative Selling techniques
Learn to keep customers longer by exceeding their expectations with exceptional service
Course Outline (24 CPE):

Day 1: Selling 101
Sales and Marketing Overview
Presentation skills

Questioning techniques for salesman

Negotiation skills

Lead generation

Listening for understanding and analyzing client responses

Analyzing the Complex Sale

The 4 pillars of marketing

Product analysis

· Features versus benefits

· Developing a key benefit inventory

Your unique selling proposition

Overcoming objections
Trail closes
· 6 ways to close a sale
· Top 10 closing mistakes

Competition analysis
Day 2: Strategic Selling
Understanding your customer

Buyer-seller relationship

Strategic sales planning

Tactical sales planning

Buyer needs analysis

The buying decision

Identifying critical business influences

Selling with “I win-You win”

Un-stick that stuck order

No sale is ever final

Increasing sales penetration in existing accounts

Day 3: Consultative Selling
Opening the sales process
Positioning yourself to ask questions

Solution-focused selling

Understanding the customer’s needs

Recommend: Showing how your products and services can help

Engage the customer

Obtain commitment
Closing the sale

