Behavioural Selling Skills – Selling Your Ideas
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Salespeople who are aware of their own behavioural style and learn to “blend” with their customer’s style are able to increase their sales. 

Presented by Dave Neely

D.K. Neely and Associates

 Location/Dates

 New 1½ day version

 Thursday all day - Friday am only, October 2-3, 2003

Embassy West Hotel, Conference Centre 

1400 Carling Street,  Ottawa,  Ontario Salon 

Registration/Coffee at 8:00 am,  Seminar 8:30 am to 4:30 on day one – 8:30 to 12:30 on day two

Registration
. $475 + GST per person, includes refreshments, 

  lunch on day one, workshop materials - we accept 

  Mastercard

. Deadline for registration is September 19, 2003

. Seating is limited to 21 participants

What You Will Learn tc "What You Will Learn " \l 3
. Dealing with Natural Resistance to New Ideas

. 6 Key Steps to Persuade Others

. 4 Behavioural Styles

. Adjusting your Sales Approach to the 4 Styles

Who Should Attend
. Sales People

. Sales Managers

. Service People with Sales Opportunities 

Your Workshop Leader
Dave Neely is a Kingston-based training consultant.  He spent 18 years with IBM Canada in the Customer Service Department. He has presented this workshop for the Canadian Professional Sales Association (CPSA).  Dave’s passion and enthusiasm ensure that you leave this workshop energized and ready to apply the new concepts you have learned. 

 
How to Register / More Information




 

. Phone (613) 546-6532 Fax to (613) 531-8945


. Email: dneely10@cogeco.ca 

             . Web-site www.neely-training.com
Workshop Content
A.   Dealing with Natural Resistance

· The Paradigm Curve 

· Strategies for Dealing with Resistance

B. Six Key Steps to Persuade Others (PAIDAY)

1. Prepare and adjust to People

-     Knowledge, Evidence and Proof                                  

· 3 Barriers to Communication


· 4 Behavioural Styles  - DISC

· Personal Sales Style Analysis

· The Natural Decision Process – Sales STAR

2. Catch Attention – W.I.I.F.M.?

3. Arouse Interest

· WAND – Is this a prospect or suspect?

· Qualifying with the Sales STAR

· Writing the Prescription 

· Presenting the Benefits – F/B/R

4. Stimulate Desire 

· Dealing with Objections

5. Motive Action – 3 Effective Closing Techniques

6. Ensure You Follow Up – Within 30 Days

C. Dealing with Resistance to Change

D. A Committed Action Plan to improve your Sales.


Unique Workshop Features
. Personal self-awareness tools
· Insights to Sales ™ Interactive

      -
Blueprint for Success ™ Interactive 
. Retail value of  $125 for these tools

Note: For samples, refer to the Behavioural Assessments portion on our web-site at www.neely-training.com
Complete the following and fax it to us:
We would like to send          people

Name: 

Organization: 
Phone:


e-mail:  


Best time to call:















