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Sales Skill Development focuses on the interactive skills 

necessary to build an effective selling relationship with 

the customer.  Learning is made easier by breaking the 

sales process down into discrete segments and the 

necessary skills visualised, discussed and practiced. 

Course content is as follows: 
 

 

 

 PPRROOSSPPEECCTTIINNGG  

 Key customer characteristics 

 Decision makers 

 Telephone skills  

 

 SSAALLEESS  PPLLAANNNNIINNGG  

 Initial assumptions  

 Strategy developument 

 Call objectives 

 Support material 
 

 OOPPEENNIINNGG  TTHHEE  CCAALLLL    

 Body language and words 
 

 IIDDEENNTTIIFFYYIINNGG  AANNDD    

DDEEVVEELLOOPPIINNGG  NNEEEEDDSS  

 Types of customer 

 Customer needs - implied and 

explicit 

 Questioning skills  

 Listening skills 

 Making needs more important 

 

 

 PPRREESSEENNTTIINNGG  TTHHEE  SSOOLLUUTTIIOONN  

 Timing 

 Features, advantages, benefits 

 Buyer types 

 
 PPRROOVVIINNGG  TTHHEE  SSOOLLUUTTIIOONN  

 Support material 

 Allies 

 The demonstration 
 

 CCLLOOSSIINNGG  

 Defining the close 

 Handling objections 
 

 TTRRAAIINNIINNGG  AANNDD  IINNSSTTAALLLLAATTIIOONN  

 Benefits revisited 

 Own goals and how to avoid 

them 

 Training in action 

 

 FFOOLLLLOOWW  UUPP  

 Gateway to the next sale 

 Things to do, things to avoid 
 

The learning process is supported and maintained by group discussion, individual 

exercises and role-plays.  At the end of the course the sales person will have a strong 

understanding of the skills needed for effective selling and have received a good 

grounding in their use.

Sales Skill Development

SPT Training, 276 Birmingham Road, Wylde Green, Sutton Coldfield, B72 1DJ.
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