SKILLS DEVELOPMENT - 6 Point Plan

6 Point Plan - Basic Building Block for the Foundation Programme

Positioning your company
Agreeing agenda

Ice-breaking

Starting to build the relationships

OPENING THE MEETING

oo UNDERSTANDING THE «» Overview of the customers business
CUSTOMER AND THEIR « Questioning model to establish needs
NEEDS + Understanding and adapting to customers behavioural style

Using the information from stage 2

Analyse need [ feature match

SWOoT

Objectives and action plans to progress the sale

AMNALYSIS AND PLANNING

« Proposing a solution

PRESENTING SOLUTIONS « Presenting in customer benefit f value terms

MANAGING BLOCKS

AND HURDLES « LUsing response -v- reaction to overcome customer concerns

6. BUILDING f GAINING « Using assertion to build and gain commitment to the
e COMMITMENT solution

| The Model can be adapted to your own sales environment |

Improving Sales Performance
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