[image: image1.jpg]cherryblu%

ng People’s P I




241a


Advanced Sales & Negotiation
	1 Day Course

This course is designed to reinforce and enhance existing skills in order to enable delegates to plan and execute their negotiations more effectively.

	

	Aims & Pre-requisites

Designed for sales people with previous experience, this course will provide the skills and techniques required to increase profitable sales and achieve a win-win solution for both your organisation and the client. 
This course focuses on how to apply the core principles of negotiation to delegates own sales situations and will encourage them to look critically at their current techniques to develop ways of improving these techniques to achieve better results.

	

	Course Information

· All courses commence at 9:30am and finish at 4:30pm

· Refreshments, buffet lunch and car parking included in the price



	

	Course Content



	· Introduction & Course Objectives
· Understanding the negotiation process
· Preparing yourself for negotiations

· Negotiating with respect
· Developing the right strategy

· Gathering information
· Handling objections

· Signalling for movement
· Packaging your proposal
· Asking for the proposal
· Action Plan – for successful negotiations
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