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SalesPeak!(power sales excellence series) 

TM 
Using consultative selling methodology and NLP 
for total sales result transformation 
 

INTRODUCTION 
 

Sell Well, Sales Excel!  
This programmeôs key focus is on the most important person in any business ï the 
customer. However in order to understand the customer better  to be more customer 
focused, sales professionals must understand themselves first and realize that they are 
customers themselves and see the customer in themselves. This workshop covers 
areas relating to making you more customers focused by helping you have an 
understanding of oneôs personality and the personality others. This way you would be 
able to master the art of the sale. Also, by using the power of NLP which includes 
physical projection based on the rules of body language, one can influence the other 
person and create a positive impression. This workshop also covers the effects of power 
posturing in verbal communication and the inner qualities for interpersonal interaction 
based on the principles of personal and professional integrity. 

 
SalesPeak! Understanding Personality and NLP Sales Tactics 
programme inculcates into each participant through interactive learning, games, role-
playing and experiential management games the importance of interpersonal sales 
interaction. Throughout the sessions, participants will learn the core aspects of what 
how to be more assertive by understand self and others better through understanding 
personality and what makes a successful sales communicator. This workshop seeks to 
inspire participants to gain new confidence in sales communication and be effective in 
influencing through persuasive argument and skilful negotiation to affect a positive 
outcome. At the end of the workshop, participants shall hold in their hands specific 
skills, concepts and experiences that can propel their team and company toward greater 
professionalism.   
 

This 2-Day Workshop Radically Shifts your MINDSET and unlocks the 
secrets to better understanding your self and others. You will also be 
empowered with Powerful Strategies and Proven Techniques that can 

be applied the very next day in your professional sales career and 
personal life. 
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OBJECTIVES 
 

At the end of the programme, the participants will be able : 
 

 The steps of the solution selling process  

 The characteristics as a consultant instead of a sales person.  

 How to build cus tomer relationships at all levels of the organization.  

 The trust factors that help you close sales in a shorter time.  

 The questions you need answered before you make your presentation.  

 The steps to answering objectives while providing to needs, benefits an d 

solutions. 

 

 
 

                     òTestimonial from CIMB Bank 2005 ó 
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Program Outline  

 

Day one  
 

                                                                                                                                      0900-1030 

Welcome and Introductions 
 
Ground Rules and Icebreaker  
 
Session 1:  Sales Today: New World Realities Psychology of Selling Embracing 
Change   

Description: 

¶ A short opening to pre-frame the mindset of the participants to 
make them more aware of the challenges facing them in the new 
world.  

 
Learning Outcome: 

¶ From selling to consulting 

¶ Motivate with a mission 

¶ Stereotypes of the salesperson 

¶ 6 levels of performance 

¶ Change a  5 step process 

¶  
Session 2:  Understanding Buyer Psychology For Better Sales Effectiveness:  
Managing Sales Interaction and Customer Energy Levels to create TRUST 
         

Description: 

¶ This segment seeks to lead the participants to a better understanding 
of the buyers interactive preference and if how they should be 
approached. The resulting energy level would also need to be 
accessed to better obtain a clear outcome of the effectiveness of the 
sales interactions 

 
      Learning Outcome: 

¶ Creating an impact 

¶ Building trust & rapport 

¶ Gain confidence  

¶ Using sincere compliments 
 

                                                                                                                                      1030-1045 
Morning tea break  
                                                                                                                                      1045-1300 
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Session 3:  Understanding Sales Process for Better Sales Effectiveness: The Art 
and Science of Managing Information Flow  
   

Description: 

¶ This segment seeks to train the participants to better identify and 
targets on how buyers take in and give information. Most of the time, 
there are different information need to disseminated at different sales 
process. Each process need to be done correctly to prevent sales 
stress 

Learning Outcome: 
 
Pre Sales Preparation 

¶ Know your industry 

¶ Know your company 

¶ Know your products 

¶ Know your competition 

¶ Target market analysis 
 

Qualifying The Right Prospects 

¶ Targeting the right people 

¶ Interview at 3 levels 

¶ Establishing needs, benefits & 

¶ solutions at different levels 

¶ Gain insights to key benefits 
 

The Solution Base Approach 

¶ Objectives of the approach 

¶ Approach methods 

¶ Product approach 

¶ Consumer benefit approach 

¶ Question approach 
 
 
 

                                                                                                                                      1300-1400 
Lunch 
                                                                                                                                      1400-1530 

Session 4: Consultative method of presentation 
 
           Description: 

¶ This segment seeks to train the participants to better understand how 
buyers make decisions e.g. using more of their 
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Thinking or IQ (logical attributes) or Feeling or EQ (emotional 
attributes) and plan their presentation based on the AIDA model which 
encourage faster decision making 

 
Learning Outcome 

¶ # The presentation AIDA format  

¶ # Key to successful sales presentations 

¶ # Always push the Hot Button 

¶ # Communication Process 
 

                                                                                                                                      1530-1545 
Afternoon tea break  
                                                                                                                                      1545-1700 

Session 5:  Effective Questioning techniques for information gathering and 
feeding the needs 

 
Description: 

¶ This segment seeks to train the participants to understand and better 
manage and match the buyers life orientation by better questioning 
methodology so as to create a better sales rapport and gather the right 
information for solution proposing. 

      
Learning Outcome: 

¶ Closed questions 

¶ Open ended questions 

¶ Limited questions 

¶ Alternate advance 
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Day Two 
 

                                                                                                                                      0900-1030 

Warm Up Intervention 
 
Recalls and Recaps  
 
Session 6: NLP Sales Tactics ï How to connect with everyone in business in 90 

seconds 
   

Description: 
How to Connect in Business...in 90 seconds or less is a fun and 
motivational training video that will teach your employees how to naturally 
make a genuine connection with everyone they meet. 
 
In business as well as life, the failure to build trust and rapport can be 
insurmountable, while the rewards of a good first impression are almost 
immeasurable. 
 
How to Connect in Business...in 90 seconds or less can have a life 
changing impact on customer relationships and sales success as well as 
every other personal relationship in your employees' lives. 
 
Learning Outcome: 

¶ # Choosing the right attitude - be welcoming, enthusiastic, curious and 
resourceful. 

¶ # Sending the right signals - with your face, body and voice. 

¶ # Get them talking and keep them talking - with a short statement and 
an open ended question. 

 

                                                                                                                                      1030-1045 
Morning tea break  
                                                                                                                                      1045-1300 

Session 2:  NLP Sales Tactics ï How to handle sales objection. ñThere is no 
objections, only curiosity to know moreò 
         

Description: 

¶ Participants will exposed to the key components to better prepare 
themselves prior to meeting the potential client, This session will focus 
on the technologies and strategies to prepare the sales person before 
they undertake going to the field and how to handle objections 
convincingly.  

 
      Learning Outcome: 
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¶ How to answer objections 

¶ Techniques for handling objections 
 
Session 3: Post Sales Relationship: Key Account Management 
 
                      Description: 

¶ Participants will receive tip and tricks on how to secure a key account 
through better SWOT analysis or opportunity analysis to secure bigger 
accounts  

 
Learning Outcome 

¶ Strengthening the relationship through regular contact 

¶ Alliances across an organization to maintain preferred supplier status 

¶ Constructing strategic service level agreements 
 

                                                                                                                                      1300-1400 
Lunch 
                                                                                                                                      1400-1530 

Post Sales Relationship (cont) 
 

                                                                                                                                      1530-1545 
Afternoon tea break  
                                                                                                                                      1545-1700 

Session 5:  Team Work to Support Key Accounts 
Description: 

¶ Participants will work in groups to come up with various case scenarios 
that they have personally faced and will pit their skills to handle the 
sales encounters with the other groups] 

¶ This activity is done either outdoor or indoor called tangle and mingle 
to understand the power of team  

     
 Learning Outcome: 

¶ Planning how to support your key accounts 

¶ dentifying and overcoming internal barriers that prevent quality 
support 

¶ Ensuring all support staff play a key role in servicing your major 
accounts 

¶ What to expect of customer service staff 

¶ Motivating staff within a positive team culture 
Recap and Wrap Up 
 
End of Workshop 
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WHO SHOULD ATTEND 

Sales & marketing leaders of HLG Unit Trust 

 

METHODOLOGY 

The facilitator will deliver the training in the most unconventional ways �² with the 

intention to accelerate the learning and assuring training effectiveness.  Professionals 

like any other human �² learn best when they are having fun.  The multi -facet trainer  can 

pull off many surprises, bundled into punts, role -plays, impromptus simulations, case 

studies and visuals presentations �² all in all - to create the most conducive learni ng 

process and address the needs of every participant.  

 

In order to achieve sales excellence, we believe that it is of utmost important for a series 

of training program supported by KPIs and good coaching session. Below is our 

proposed road map for sales excellence for those who are serious in seeing 

transformation sales results  

 


