PRING‘-E Sales Masterclass

Business Skills | Sales

SALES MASTERCLASS

Course Code: BSS03 | Title: Sales Master | Duration: 1 Day
Delivery: Face To Face & Live Online

Course Description:

Sales is both a dynamic and challenging profession, requiring resilience, skill, and adaptability. This Sales
Masterclass is designed to empower you with cutting-edge strategies and techniques to enhance confidence,
communication, and ability to close deals effectively. Through interactive workshops and real-world
scenarios, participants will develop the tools to create impactful presentations, build lasting client
relationships, and drive measurable results. Transform into high-performing sales professionals ready to
thrive in today’s competitive market.
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Who Should Attend Sales Masterclass Training?

Sales Professionals J Account Managers
Telesales Professionals J  Team Leaders & Managers

Benefits From Attending The Training:

Learn how to plan and execute meetings that address client-specific goals and priorities
Develop a deeper knowledge of your clients' products, services, and unique needs
Master the art of aligning your offerings with client requirements for maximum impact
Gain confidence and techniques to effectively overcome common sales objections

Course Contents:

Building Relationships: Create lasting, profitable connections with clients through trust and value
Engaging Presentations: Deliver compelling and well-structured presentations

Customer Loyalty: Ensure exceptional customer experiences to build goodwill and repeat business
Personal Success Skills: Hone key personal traits essential for thriving in sales

In-Depth Research: Master effective research techniques to understand your clients and market
Clear Objectives: Set achievable and strategic sales goals to drive success

Highlighting: Communicate your solution's value by focusing on benefits and key selling points
Confident Pricing: Quote prices professionally and convincingly

Objection Handling: Overcome client objections with confidence and finesse

Buying Signals: Identify subtle verbal and non-verbal cues that indicate readiness to buy

Closing the Deal: Use proven techniques to close sales effectively and professionally

*BESPOKE COURSES | All of our courses can be easily tailored to suit any company.
Course duration and level can be changed, depending on content, company & individuals*
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