
 
 
SALES SKILLS BASIC
 
DAYS OF TRAINING: 1 
PREREQUISITES: None 
 
SALES FUNDAMENTALS 
The sales process 
Elements of selling 
Understanding sales terms 
 
YOUR PROFESSIONAL SELF 
Developing your character 
Managing yourself 
 
HANDLING CLIENTS 
Finding your clients 
Connecting with your clients 
Finding solutions 
 
THE SALES PRESENTATION 
Anticipating objections 
Creating a sales presentation 
Responding to objections
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