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This 5-day Consultative Selling methodology course is designed to equip participants with essential sales
techniques and strategies necessary for closing sales professionally. The course will cover the fundamentals of
consultative selling, its history, methods, advantages, disadvantages, and the most common tools used in
successful implementations. The course aims to provide a comprehensive understanding of the sales process,
including how to build relationships, assess customer needs, and deliver tailored solutions that align with client
requirements.

By focusing on customer-centric sales approaches and relationship selling, participants will learn how to transform
each sales interaction into a strategic, consultative conversation, driving long-term business growth. Whether
you're a seasoned sales professional or just starting, this course will enhance your ability to manage the sales
cycle and increase your closing rates with proven techniques.

By the end of this course, participants will be able to:

e Assess customer needs and obstacles through probing questions to effectively understand their
requirements.

¢ Apply strategic sales conversations to build meaningful connections with clients.

¢ Understand market trends and determine customer needs efficiently.

¢ Master sales negotiation strategies to ensure win-win deals.

¢ Develop tailored solutions or packages that meet specific must-have criteria, including budget constraints.

e Introduction & background on consultative selling methodology.

¢ Understanding your customerls needs by researching their industry and outlining objectives.

e Learn key definitions and concepts related to consultative selling.

e Gain insights into customer-centric sales approaches and how to truly understand who your customer is.

* Actively listening to customers and identifying buying signals.

¢ Using needs analysis to assess customer obstacles and desires.

¢ Building rapport and understanding how to analyze the market for customer insights.
e Establishing credibility and trust with clients.
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e Articulating product features with an understanding of the prospective ROl impact on the clientls
operations.

e Customizing pitches based on the insights gathered during the data gathering session.

¢ Presenting solutions in a way that resonates with the customerls business goals.

¢ Negotiating solutions and conducting a comprehensive discovery process.

e Communicating your value proposition around the clientls business goals, using anecdotes of how you've
met those goals for other clients.

e Overcoming objections by focusing on solution-based selling.

* Developing solutions based on must-have criteria and analyzing performance.

¢ Handling objections related to cost or scope while maintaining high-quality standards within the proposal.
¢ Final applications and client collaboration for successful sales execution.

e Measuring performance and defining success metrics.

e Setting goals through quarterly reviews to continuously track progress and improve sales results.

e Master consultative selling techniques that help you assess client needs accurately and close deals
efficiently.

e Learn how to build lasting relationships with clients through value-based selling and relationship selling
techniques.

e Understand the importance of needs analysis in identifying client desires and obstacles, which directly
impacts the sales cycle management.

e Enhance your sales communication skills, enabling you to customize pitches and deliver tailored solutions
that meet client expectations.

¢ | earn to navigate sales negotiations effectively, securing mutually beneficial agreements that lead to long-
term client loyalty.

By completing this course, you will have mastered the fundamental sales techniques required to be a successful
consultative seller. You will have the skills to conduct strategic sales conversations, offer solution-based selling,
and enhance client engagement methods. Additionally, you will learn to close sales deals effectively, ensuring that
both you and your clients benefit from win-win outcomes. Youlll also leave with the knowledge of how to leverage
relationship selling to build stronger client relationships and increase your sales pipeline.
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Entertainment & Leisure
Professional Skills

Finance, Accounting, Budgeting
Media & Public Relations
Project Management

Human Resources

Audit & Quality Assurance
Marketing, Sales, Customer Service
Secretary & Admin

Supply Chain & Logistics
Management & Leadership
Agile and Elevation

Artificial Intelligence (Al)
Sustainability, ESG & Corporate Responsibility
Advanced Courses

Hospital Management

Public Sector

Special Workshops

Oil & Gas Engineering
Telecom Engineering

IT & IT Engineering

Health & Safety

Law and Contract Management
Customs & Safety

Aviation
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