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A NEW SALES TECHNIQUE 

 

 
OBJECTIVES 

Today, there exists many sales techniques. This 
course was designed to teach a new sales 

technique which helps develop business, 
prospecting, phone solicitation, and making 

appointments. 
 

In order to succeed in sales, you will need to 
provide a person or a business with a product or 

a service from which both of you can benefit by entering into a win-win 

business deal. 
 

TARGET CLIENTELE 
Anyone who must deal with a sales process 

 
PREREQUISITES 

None 
 

 
 

 
COURSE SYLLABUS 

 
1. Client attitude and behavior during the purchase phase  

• The client during their purchase phase 

• Ensure the client’s decision progresses during their purchase 
process 

• The client’s financial capacity 
• The professional representative  

 
2. Sales planning 

• Categorizing clients 
• Prospect qualification and prioritisation 
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3. Rareness and variety 

• Client loyalty 
• Negotiations and sales 

• Entice client confidence, all while maintaining your policies  
 

4. Preparing to meet the client 
 

5. Making contact 
 

6. Discovering their needs 
• Open and closed questions 

• Understanding client goals and motivations 
 

7. Closing a sale 
 

8. Prioritizing contacts and maximizing results  

• Build and maintain a realistic and enriching order book  
• Performance indicators in a sale structure by using efficient 

dashboards 
• The efficiency of a sales process 

 
9. After-sale monitoring 

 


