
 

 

  

SELLING MADE SIMPLE: 
TOOLS TO JUMP START 
YOUR SALES SUCCESS 

Who Should Attend This Training? 

 Sales Managers 
 Sales Engineers 
 Marketing Managers 
 Marketing Executives 
 Sales Personal 
 Sales Executive 

 

What You Will Learn? 

 Sell using a structured 
framework and have the right 
mentality to maximise your 
conversion 

 Take advantage of modern sales 
techniques by understanding the 
difference between the 
traditional and modern methods 

 Focus on the customer’s needs 
and pitch your sale from the 
most efficient angle to get 
maximum results 

 Phrase your sentences efficiently 
when selling a product or an 
idea 

 Sell by focusing on the customer 
using effective modern selling 
frameworks 

 Use the power of the brain to 
optimise your sales activities 

 Read and use body language 
effectively to enhance your 
communication skills 

 

OBJECTIVE 

In any transaction with others, you may need to go 
through a sales activity. This activity may not 
necessarily involve the exchange of money. You 
might be selling your ‘skills’ in a job interview, or you 
could be selling the ‘features’ of your design to an 
engineering committee. In any of these interactions, 
you can greatly benefit from knowing ‘how’ to sell. 
Selling optimises your transaction to get the best 
results for what you have to offer. Naturally, it is 
quite important to know the tricks of the trade in 
order to get the best outcome with minimum effort. 

If you are in a professional sales position, knowing 
these skills, qualities, abilities and immense 
knowledge is even more central to your daily 
professional life and livelihood. Today, sales 
professionals have the ability to earn as great or 
greater income than those they sell to. It is therefore 
almost critical to go through some systematic 
training to get prepared for all eventualities. 

In this course, you will learn about different aspects 
of sales, become familiar with traditional and more 
modern approaches and learn how to use 
psychology to obtain optimum results. 
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Module 1: SALES FUNDAMENTALS 
Objective: Sell using a structured framework and 
have the right mentality to maximise your conversion 

 Sales Fundamentals 

 Why People Buy 

 Selling Myths and Realities 

 Sales Versus Marketing 

 PRACTICE: Your Past Experiences 

 Positive Mental Attitude 

 EXERCISE: Can You Sell This 

 Seven Steps of Selling 

 An Example Conversation for Seven Steps of 
Selling 

 EXERCISE: Design and Sell 
 
Module 2: SALES STRATEGIES 
Objective: Take advantage of modern sales 
techniques by understanding the difference between 
the traditional and modern methods 

 History of Selling Approaches 

 Ethics and Sales 

 What Not to Do 

 Traditional Versus Modern Approaches 
 
Module 3: CUSTOMER NEEDS 
Objective: Focus on the customer’s needs and pitch 
your sale from the most efficient angle to get 
maximum results 

 Features & Benefits 

 A Few Auxiliary Techniques 

 EXERCISE: Sell Me a Pen 

 EXERCISE: Sales Case Studies 
 
Module 4: SELLING FORMULA 
Objective: Phrase your sentences efficiently when 
selling a product or an idea 

 AIDA 

 Attention 

 Information 

 Desire 

 Action 

 EXERCISE: Put it All Together 

 EXERCISE: AIDA - Sorting the Statement 

 EXERCISE: AIDA - Mail Answer 

Module 5: MODERN SELLING TECHNIQUES 
Objective: Sell by focusing on the customer using 
effective modern selling frameworks 

 Why So Many Flavours 
 What Is Consultative Selling 
 How to Carry Out A Consultative Selling 
 EXERCISE: What’s in the Box 
 Combining the Seven Step and The 

Consultative Selling 
 EXERCISE: Design & Sell a Toy 

 
Module 6: PSYCHOLOGY OF SELLING 
Objective: Use the power of the brain to optimise your 
sales activities 

 How Decisions Are Made 

 Am I Good Enough 

 Build Your Confidence and Stay Motivated 

 Listening Skills 

 EXERCISE: Where Should I Go for Holiday 

 EXERCISE: Summarise What I Said 
 

Module 7: BODY LANGUAGE 
Objective: Read and use body language effectively to 
enhance your communication skills 

 Eye Contact and Brow Movement 

 Facial Expression 

 Arm and Torso Movement 

 Leg Activity 

 Body Pointing 

 EXERCISE: Watch That Body Language 

 EXERCISE: Design & Sell Anything 

COURSE OUTLINE 

DAY 1 DAY 2 



 


