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SALES TRAINING  

Stop Selling! – How to Listen, Learn, and 

Build Loyal Customer Relationships 

 
Program Overview 
All else being equal, people buy from people they like to work with.  It’s that simple.  
We’ve all been treated as if we were a number.  And not surprisingly, few of us like this 
uncaring approach.  This course teaches participants how to partner with customers, 
listen, and to build lasting, profitable, business relationships. 
 
Program Objectives 
At this program's conclusion, participants should be able to: 
Ê Describe the philosophy of “salesperson as partner” and the benefits of building 

and retaining client/customer relationships.  
Ê Articulate the features and benefits of their products, services, and organization.  
Ê Recognize “needs language.”  
Ê Explain the four phases of the sales process.  
Ê Use the prospecting process to identify qualified leads.  
Ê Comfortably introduce themselves, others, and their organization.  
Ê Describe professional dress, business manners, and networking basics.  
Ê Plan a client meeting.  
Ê Demonstrate the salesperson’s role in the opening phase of the sales process.  
Ê Effectively use probes to uncover client/customer needs.  
Ê Answer client/customer objections.  
Ê Close sales with customers who are ready to partner with their organization.  
Ê Leave the door open when sales do not occur.  
Ê Follow up with clients and customers to enhance relationships.  

 
 

Program Length: Full Day 
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How to Get What You Want Without Being a 

Jerk ð Negotiation Power Skills 

 
Program Overview 
How do you know when you have gotten the best deal? A fair price? Skilled negotiators 
know the answers to both of those questions. In this program, participants will learn how 
to determine whether they will win or lose before a negotiation even starts; how to spot 
dirty tricks from a mile away; the essential steps of a skilled negotiation; and more. 
Through multiple case studies and hands-on activities, participants will practice skills 
learned throughout this interactive, fast-paced program. 
 
Program Objectives 
At this program's conclusion, participants should be able to: 
Ê Identify possible negotiation outcomes.  
Ê List the eight steps of the negotiation process.  
Ê Understand and identify different behavioral styles and adapt as necessary.   
Ê Apply techniques for successful negotiation by successfully answering case 

studies and participating in practice cases.  
Ê Recognize dirty tricks and tactics.  
Ê Demonstrate the use of successful concession making.  
Ê Develop an action plan to improve negotiation skills.  

 
 
At the program's conclusion, participants will have an understanding of how to use their 
powerbase for maximum influence in the negotiation process, how to handle dirty tricks, 
how to make concessions, when to walk away, how to succeed in cross-cultural 
negotiations, and what they need to do immediately to improve their next negotiation. 
 
 
 
Program Length: ½ Day 
 


