T
MASTERY PROGRAMS

Professional Skills Training

Mastering Sales — A Guide for the Reluctant Salesperson

Are you Too Polite to Sell? Most of us are not sales people. But in today’s business environment,
there’s no way to avoid the business development aspects of work. We all need to promote
ourselves, our business or our ideas within our organization. And most people hate doing it.

This one-day program shows how the reluctance to engage in ‘sales’ is logical, but counterproduc-
tive.

The program then turns the traditional view of sales upside down and shows how you can develop
business while avoiding the stress and negative connotations of sales. It provides insight, proven
methods and a framework for any ambitious professional who wants a positive boost to their new
business activity.

Mastering Sales participants will be able to:

M Challenge the negative beliefs and debunk myths about sales — examining why market focus and
proactive Business Development is an essential attribute for all modern professionals;

M Learn to get across to their subject, that they are genuinely adding value to their lives with the
products / services you are pitching;

H Achieve excellent personal PR and encouraging more referrals— insight into the tips and systems
used by the most successful professionals;

M Avoid the common problem of boom and bust;

M Learn how to deepen and broaden existing relationships in a sensitive manner;

M Position their firm and personal expertise to achieve outstanding and differentiation;

M Know how to anticipate and overcome common objections;

H Overcome the barriers that arise when selling to friends, family, close acquaintances; &

B Work through current issues and Business Development challenges in a confidential forum.
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