
Sales
Fundamentals

Changing Sales Behaviour

Spacedcognitive MicroStyle collaborative 



Overview of Training:
Globalisation, the explosion in competition, and fast-emerging technologies have 
all changed buying habits. Salespeople can no longer rely on the traditional sales 
methodologies. As purchasing has become a core competency for clients, they 
evaluate their options against check-lists. Salespeople must therefore learn 
a different sales process, and shift from being the ‘expert’ to being a ‘resource’. 
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Key Modules (Modules are Customisable):

Purchasing has become a core competency for most 
clients, and they are now focussed on business outcomes. 

Salespeople need to learn new sales methodologies.
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Our Methodology:
A unique modular driven and interactive sales training course designed to 
have high impact and rapid payback. Sales Fundamentals both develops 
and refreshes skills that can be used immediately; using clear materials, video, 
audio and a wide range of participant activities including a role plays.
 
Sales Fundamentals uses over 40 'Learning Actions' and much of the course 
is in developing a sales strategy around the Digital Sales Optimisation Tool 
delivering on a set of customised KPI's which are then compiled into a team 
"scorecard' which highlights individual strengths and weaknesses.

tHE sciEncE

of saLEs

tHE rigHt mEssagE 
at tHE rigHt timE

tHE story

of saLEs

simiLaritiEs of 
saLEs & sPorts



Sales Fundamentals
Changing Sales Behaviour

Learn the basics of a good sales structure, without which there are mistakes, 
inefficiencies, time wasting and lack of focus. We teach key activities and modes 
of working that have been proven to be successful for all sales executives.

Using our various assessment tools, delegates learn the different buying styles, 
and what actually motivates buyers to buy. Buyers expect different things from 
the salespeople they meet, so understanding requirements is key to success.

Finding out what customers want and need is a big challenge. If this is not clearly 
thought out, the sales call will not be effective. We have developed and use a 
simple sales questioning technique called FOCUS, for uncovering needs.

Learning the 80:20 principle is important for salespeople. Identifying the key 
things that must get done is vital in convincing buyers. Effective Selling techniques 
helps focus on key sales areas that can make an overall difference.

We encourage participants to think about their jobs – and how they might do 
them more effectively. Thought and planning can have big benefits helping 
generate revenue and profit for any company. Self examination is very effective.

It should to be the goal of every salesperson; getting access to senior client exec-
utives, establishing trust, leveraging the relationship and creating value for them. 
Understand how to deal with C-Suite people who can approve larger deals. 

Practice the art of negotiation which is not just about winning multi-million dollar 
contracts. By understanding the basics of good negotiation, salespeople can 
increase their own conversation rates, however big or small the business.

Appreciate the value of Optimisation and Pipeline Management as a tool to 
achieve targets and Key Performance Indicators. Understanding the overall 
business strategy of the company can help focus efforts and increase productivity.
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