WINNING

THE PROSPECTS

6 Hours Intensive and
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Selling made simple, and many more.
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One of the most common mistakes that ineffective sales

persons make is trying to sell something to a customer
before he or she knows what the customer wants to pur-
chase. This approach often sets up a confrontational tug of
war in which the sales rep keeps pushing products and the
customer keeps backing away. This is a recipe for disaster; at
the very least, it is a prescription for a low closing rate.

« Increasing your sales productivity

«  Utilizing a systematic, consultative selling approach that
delivers results

«  Presenting customer-focused solutions and proposals

» Improving your closing ratio

«  Generating repeat business through relational selling




«  Entrepreneurs, Owners

«  CEOs, Directors

+  VPs of Marketing and Sales

+  General Managers HR

« T&D Managers

« Trainers

»  Area Managers, Sales Managers, Area Sales Managers

«  Business Development Managers

+  Client Relationship Managers

+  Alllevels of Executives especially from Sales, Marketing,
Key Accounts, Management, Client Servicing, and
Customer Services

f.,

Course Outline:

»  Planning a sales strategy for each account to assure a more successful
result

»  Preparing for conducting eftective sales call to qualify accounts and
demonstrates a professional approach

«  Building a relationship with your client to produce a lasting revenue
base

»  Discovering client needs to demonstrate a consultative, problem
solving approach

»  Presenting your products to one or to an audience in a very profess- C ourse IHVEStIIlEIlt:
ional manner to improve clarity and personal image

«  Overcoming the concerns or objections of a client to facilitate the For 1 Nominstion - HE,' d ,ﬂﬁﬂf-
For 2 or more - Rs. 6,500/- each

BUEL Ve If, 4 Nominations - 5* Nomination Free
»  Closing principles that don't offend the client e e :
: | Special discounts on:
» Following Up Approaches to Build Long Term Results + 10 % Discount on Registrations
«  Cultivate greater customer loyalty that progressively generates higher before July 22, 2010
revenue streams +* 15% Discount, if attended any of the
previously held workshops by
R-ACT
How to Register? Course Details:
E.mail or Fax your nomination(s) to: eseTve your Supppner your Conviggs :
E.mail: info@radiusglobal.org Venue 1:Holiday Inn, Islamabad | Venue 2: Regent Plaza, Karachi
Tel: 042-35189106 Date: August 3, 2010 Date: August 5, 2010
Cell: 0332-4191397, 0322-2029409 Time: 13:00 - 19:00 Time: 13:00 - 19:00
Or log on to http://r-act.net/ Last date for Registration: July 28, 2010
* Certificates will be awarded at the end of the To customize this programe for in-house
workshop. Also includes course material, Hi-tea please call Mr. Shaur ul Asar 0322-4507443
and business networking Note: R-ACT reserves the right to change date and venue.
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Winning the Prospects
(Lahore Chapter, June 10)

how happy T am
pecion conducted @Y RACT

ow
+ are easly “T just manted 1o let gou bn

. ' &
s sy ﬂu:n high yielding s Ethis pit :'T:: Egemn from start to finish On
applicable & hAY AOell articulated thoud on sales. ledgeable ger friendd Levell
rraditional s Aded valué 9 Lot professional. knowiefgerrrn 2 vab |
r. furqan hﬂﬂ{ rﬂ'ﬂll-hg, ﬁL e Was ﬂ,:{ﬂ.mplﬁfﬁp - 'r'll: II ka -_L.L_ - Limited
ﬂiTs program Hlﬁ “i&uanﬁum“g o
ok t pacus

T can't ever remember a speaker in my career that had such unanimous vote of excellence from every

: : fag = piifdtion. to contént.
single participant - I was literally inundated with praises for him from personal ad

inspiration, motivation, his inter-personal skills are really second to none’
Our Valuable Clients
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