
 Tel +44 (0)118 933 1357, Fax +44 (0)8707 606077
 info@salessense.co.uk  www.salessense.co.uk
 Wyvols Court, Swallowfield, Reading RG7 1WY    © SalesSense 1998 - 2003

Sales
Training
that Fits
Get all the benefits of tailored
sales training without the
expense. Explore the
advantages and gain ideas
for the right training content.

Choosing the ‘in house’ approach has many benefits. You can decide exactly what you want your people to learn.
We can include this service in our standard fees because we have modularised our material, making it is easy to
match your requirements precisely. You can learn about our standard modules on page two of this information sheet.
If you are not sure which modules are most appropriate, you can have us conduct a needs analysis with your
people. This will give them an opportunity to shape the course content. Our research and experience indicates that
the more people are involved in the design of their training, the more committed to they become to making use of
what they learn from it.

Conducting an ‘in house’ training programme makes it easier for you to integrate it with other training requirements
because you can choose the timing and venue to suite your needs.

You have the option of spreading training days over a number of weeks or months. This means the participants can
apply what they learn to their real sales situations between training days. Reviewing results reinforces the value and
helps participants adopt new habits and practices. Setting exercises for completion during the periods between
training days, extends the learning time and increases effect that training has on sales.

Links with your established reporting formats and practises can be maintained because we will adapt the planning
tools and processes taught in the course to integrate with your established documents and methods.

Because all participants are from the same company, we can work on real sales situations during the training. This
helps participants make practical use of their time in the classroom by immediately applying learning to sales in
progress. Participants improve their understanding of their current sales opportunities and identify actions to move
their campaigns forward.

Managers or ‘in house’ coaches can sit in or participate in the training so that it is easier for them to conduct follow
up review sessions. Alternatively, because participants can be easily gathered together, SalesSense can conduct
follow sessions to accelerate implementation.

         See page 2 for more details
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‘In House’ Sales Training Modules
Understand Excellence
How top sales people out perform their peers.

Pipe Line Management
Sell more immediately without learning new skills.

Business to Business
Understand the difference and avoid being trapped by
one contact.

Quantified Qualification
Avoid working on sales that will never happen and
always know what to do next.

Profit Prospecting
Selling profit instead of products.

Cold Telephone Calls
How to make more effective first time telephone calls to
prospective customers.

Step by Step Executive Contact
Calling high and getting through, one in every two
attempts.

Upgrade non Verbal Communication
Learn to use innate ability more effectively.

Adapt for Personality
Recognise personality traits and adjust you
communication style to suit.

Persuasion
Understanding what people find persuasive.

Attentive Listening
The secret of being listened to.

The Power of Questions
How to help people persuade themselves.

Guiding a Sales Meeting
Using only passive questioning and listening techniques.

Identify the Right People
Accounting for politics and power in a customers
organisation.

Planning to Succeed
How to make planning work.

Defeating Competitors
How to anticipate each competitors actions and
formulate a winning strategy.

Negotiation Secrets
Increase customer satisfaction and your profit.

Gaining Commitment
How to be first past the post.

Further details are available on request, or online at www.salessense.co.uk/create_a_course_menu.htm

Timing for each module depends on the learning philosophy adopted. ‘Lecture’ style is the fastest method of
delivery, followed by ‘Guided Exercises’, where the learning is embedded in the exercise. Usually the most
effective method of learning is ‘Discovery’, where the exercises are designed to allow participants to discover
what they need to learn for themselves. The ‘Discovery’ philosophy takes the most time. All of our training uses
a blend of the three philosophies. We can adjust the blend to suit the time available.

Delivery Options

Comprehensive  Programmes - include needs analysis, bespoke development or customisation of material, and
follow up sessions. We design the training around your sales environment and unique requirements. Follow up
workshops or coaching sessions accelerate adoption and application of new skills, habits and practices.

Standard Courses or Modules - include bespoke course construction from standard modules.

Delivery includes pre course preparation materials, course notes, any recordings, an optional assessment exam,
completion or pass certificates, quarterly e-mail newsletters, e-mail sales tips, and a career long sales performance
advice service for participants.


