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Aim:
To enable participants to establish the key factors of the sales process and develop a strategy for achieving their personal targets.

Timing:
1 day workshop

9.00 – 4.30 

Outline:
A workshop which assists the participants to convert the shopper into a buyer, establishing the cycle of the sales process and harnessing the key factors which mean better service, more business and achievement of budgets and ultimately profitability.




Morning session



Identify the sales cycle.



Establish the role of the sales person.



Develop a personal strategy for achievement.

Afternoon session

Setting standards for change.

Action planning. 

Practical exercises.

Resources:
A participant’s manual with actual case studies for analysis and



templates for action planning and performance measurement.
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