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	Untitled

	Box 2 Title: Agenda
	Box 1 Body: This workshop has been designed to offer help and support to established and new external sales people whilst out in the field to build confidence when confronted with sales objections.  We begin by asking how much we really know about the customer and how, by doing some initial investigations, it can assist in making some decisions about our initial approach. To ensure we’re actually engaging with the decision maker is critical to our success and learning strategies are provided to ensure this is the case – each and every time! Once the customer needs are established, we can then begin to engage in the sales process using questioning skills and demonstration of our proposition. Invariably, there will be objections from the customer and we’ll investigate the types there are and the reasons for them. Through interactive learning, we work through the solutions and overcoming them so that it gives us the best possibility of closing the deal or gaining commitment.   
	Course title: Overcoming Objections and Closing a Deal
	Box 1 Title: What's it all about?
	Duration: One Day
	Box 2 Body 1: • Researching the customer to find out what we don’t know• Using information gained to decide on the next steps• Analysing the principle of MAN (Means, Authority, Need)• Questioning skills to understand what the drivers are• Understanding objections – and why they are there!• Offering solutions to overcoming them• When to close?
	Box 4 Body: This workshop will be a combination of role play and syndicate groups and challenging interactive discussions. It will involve feedback sessions from other delegates and the chance to learn from other peoples’ experiences. There will be plenty of opportunity to create and develop an action plan for the delegates to present to their team at the end of the day.  There is guidance offered on post course action planning during the day by the workshop leader.
	Box 4 Title: What training styles will be used?
	Box 5 Title: What will the delegate be able to do on completion
	Box 5 Body:  - Establish what the goals are and how to move forward - Use information gained to ensure quality customer facing contact - Build an instant rapport with key business decision makers - Be prepared in advance for the objections – knowing what to expect - Have a strategy for developing a compelling sales proposition - Recognise the signals to close and to act upon!


