E X E C U T I V E E D U C AT I O N

EXECUTIVE PROGRAMME

SUCCESSFUL
SELLING
The business world is constantly on the move: new competitors arrive, the market tightens,
prices drop, decision-makers or buyers change, companies merge or disappear, purchasing
techniques and conditions evolve, means of communication are transformed, new products
are launched... The best way to successfully negotiate sales is to take regular training on the
techniques for developing skills and standardising business practices within your company.
This course presents sales techniques proven by leading professionals. Applied in the field,
it will allow you to discover or rediscover effective methods for successfully completing
your sales.

This programme is designed for:
junior sales staff, B2B or B2C
experiences staff wishing to review fundamental sales techniques, B2B or B2C

At the end of this course you should be able to:
 pply an effective sales method to improve performance
a
develop your sales potential by practising tried and tested sales techniques: questions,
argumentation, dealing with objections, clinching
avoid common pitfalls in face-to-face customer relations

The management certificate shows you have acquired
the skills covered in the course.

Benefits of the programme:
increased operational efficiency
improved customer focus
better individual and team performance
For further information please phone 01 41 38 14 36

EXECUTIVE PROGRAMME
SUCCESSFUL SELLING

3 MONTH TRAINING
PATH (21 HOURS)
A welcome message includes your login ID for the training course website.
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KEY FEATURES OF THE COURSE

Preparing for
the programme

Tests and
operational
exercises relating
to your own needs

Premium quality
diversified resources
developed with the
help of leading world
experts in each field

Assess your level before you begin
your training, and tell us what
you expect from the course so
that your trainer can recommend
a personalised training path.

Experienced qualified
trainers you can
communicate with
in writing at any time

WHAT YOU WILL LEARN

Mastering the
fundamentals
Begin training and putting the
fundamentals into practice,
making the most of your trainer’s
experience and advice.

Building on what
you’ve learned
Consolidate the skills you’ve
acquired and build on them.
Receive an action plan
recommended by your trainer.

Preparing to meet your client and deciding on the best
opening gambit
 efining the goals of the meeting
D
Gathering relevant information
Getting the ball rolling

Asking questions to identify and understand your
customer’s motivations
Practising asking questions
 sking the right questions to understand your customer’s needs
A
Asking questions that highlight weaknesses in the solution currently
used by the customer

WHAT YOU WILL LEARN

Identifying how your product or service responds to customer
expectations and basing your argument on this
Avoiding haggling
Identifying what both parties stand to gain from clinching the deal
Presenting your offer according to the “advantage / proof / benefit”
method

Dealing with objections and clinching the sale
Identifying positive signs
Using key clinching techniques

Receiving your
certificate

Management Certificate
CrossKnowledge and KEDGE Executive Education hereby certify that

Your trainer assesses your progress
on the course. When the course
is completed, you’ll receive
a certificate endorsing the skills
you’ve acquired.

[Name Surname]
has demonstrated proficiency in the skills required by the program

[Course Title]

Suresnes, France

Steve Fiehl
Director of Pedagogy
CrossKnowledge
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Jean-Luc Faye
Directeur Executive Education
KEDGE Business School

