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Topics for Discussions

v Today’s most popular topics addressed in
sales training by corporate training
organizations and consultants

v Training needs of college graduates as they
enter the sales force
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Sales Positions

Corporate Sales Development Focus

Training Objectives

Tier I1:  Fundamental Sales Knowledge Proposal Writing
Sales Model Introduction Effective Negotiation
Prospecting/ Account Entry Business Financial Acumen
Demand Creation Emotional Intelligence
Developing/ Presenting Solutions Managing Complex Sales
Tier IV: Specialist Effectiveness Assessments Team Presentation Skills

Sales Model Mastery

C-Level Account Entry

Trusted Advisor Strategies
Developing Enterprise-Wide Solutions
Managing Complex Buying Teams
Executive Referrals

Managing Customer Fear
Negotiation/ Legal/ Contracts
Managing Support Services

Client Retention Best Practices

TCO/ Total Cost of Ownership
Technical Applications Competencies
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*Model based on common corporate training initiatives and employee Tier Development strategy
cAssumes basic knowledge of industry, product or service, competition, pricing, CRM Technology, support systems
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Corporate Sales Development Focus

Sales Positions Training Objectives

Tenured Elite with Govt./
Vertical/ Enterprise Solutions Tier IV

X ; Global
Consulting Experience
9 P Accounts

e Major Accounts
e Target Accounts
e Specialists

Highly Experienced with
Specific Competencies

e Field Sales Organization
e Account Representatives
e Account Executives

Entry Level to
Highly Tenured

Entry Level Inside Sales / Customer Support

*Model based on common corporate training initiatives and employee Tier Development strategy
e Assumes basic knowledge of industry, product or service, competition, pricing, CRM Technology, support systems
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College Graduates
Sales Training & Education Needs...

Getting Into Your Customer’s Head / © 2004 TopLine Leadership, Inc.



College Graduaies
Sales Training & Education Needs...
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Managing The Complex Sale
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Resources You Can Use

e Supporting Documentation

e« Sales Effectiveness Assessment

« Sample Competency Profiles

 White Papers
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