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Aims & Objectives: 
 
By the end of the workshop delegates will 
be able to: 
 

• Define the process 
• Recognise their role in the 

process 
• Build effective relationships 
• Understand and use the sales 

process 
• Handle objections confidently & 

effectively 
• Close the sale 
• Use follow up procedures to 

secure further sales 
�

���������������

�

�����������������	�����������	����
• � � ��� �� � ��	 �� ��� � �� �� ��

• � � ��� �� � ��� �� 	 �

• � � ��� � �
 � ���	 ��
�

�����	����������
• Initial contact 
• Rapport Building 
• Uncovering Customer Needs 
• Selling to Customer Needs 
• Handling Objections 
• Closing the Sale 
• Follow up 
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