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Program Overview 
 
The Excelerated Selling Skills 2 (2+1 days) – Retention and 
Growth Workshop is to equip external sales people with the selling 
skills to develop and manage their customer relationships to 
enhance revenue growth.    
 

This is a highly customised sales program focused on enhancing 
sales people’s ability to retain and grow their existing customers.  
 

The first key emphasis is placed on very effective sales call 
preparation and Sales Call Planning and understanding your Sales 
Process 
 

The second key emphasis is to enhance a sales person’s 
questioning strategies and skills, so that a much deeper and more 
comprehensive understanding of the customer’s business needs 
and issues are obtained.  
 

In competitive business-to-business selling today, salespeople 
must differentiate themselves and their company’s products and 
services. 
 

How? By understanding and then satisfying the deeper and 
broader requirements that their customers have. The top sales 
people satisfy both the personal needs and the business needs of 
their clients and develop strong partnering relationships. 
 

Program Outcomes 

 

At the conclusion of this workshop, participants will: 
 
�  Have an effective sales process for managing customer 

meetings and tracking their progress towards the sale 
�  Plan and set specific objectives for each customer meeting. 
�  Understanding buyer behaviour – why customers buy and why 

they don’t. 
�  Ask strategically important questions that will obtain valuable 

information from customers and clients 
�  Listen effectively to answers given by customers. 
�  Present effective solutions to customer’s needs and know how 

to sell to customer benefits, not just your company’s features. 
�  Recognise and handle effectively customer objections. 
�  How to close and obtain key commitments at each stage of the 

sales process/funnel. 



© Perform Solutions International Pty Ltd 

����������	
�����
�
������
�
�



 
 
 
 
 
 ����
���

�
������

�
�
�
�
�
( 
�"�������$#�!$��#0���#���'��
�'������������� �����"�����#�
��������'&����#�+���������#��$��
'�#���'$*���"��'��$��"�#��!�
'���"��"����'����#%�(�
��������������









(5 ��#�$ �'���!!������'  ��'&��
���#�����*��&��#��*�'���'��'���
��#�����*��������&$#��"��-#�
&��&���#%.��

����
����
















(5���'���+�'������ ��*�'"�
�!!�����+'#������*���%��6����+'#�
'���7&�������!'&����'���%��)�
&���'�����&'"��'+'��!�����*�
��'��)��'����'����#�"�����*�'���
+����'  ���#�"��'# �&�#����"��
�'����#'��#.�

	����������

�

 

Who should attend 

New and experienced sales people benefit from this program 
because it is customised from best practices, analysed and 
identified for your business.   It is applicable for all B2B sales 
people and is customised to your market or sales environment. 

 

Workshop Design 

The Excelerated Selling Skills 2 – Retention and Growth Program 
is a fast paced and interactive training program that has a strong 
emphasis on customised activities and extensive skills practice 
and feedback. 
 
The third day is recommended to demonstrate the learning that 
has been applied and the results achieved to further ‘excellerate’ 
performance  
 
You will learn 

 
�  Effectively manage new opportunities to grow revenue from 

your existing accounts 
�  Develop the strategies to maximise your customer/client 

meetings - including a Sales Call Planner. 
�  Align your questioning and listening strategy to powerfully 

identify hidden needs and requirements that the customer has. 
�  Differentiate your company’s exclusive features and benefits. 
�  Understand the real issues and concerns behind objections 

and handle them effectively. 
�  Enhance the confidence of your customers to continue to buy 

from you and your company 
 

About Us 
 
Perform Solutions International specialises in developing people 
for corporate excellence, effecting positive growth in your business 
and your team. We provide the following consulting and training 
services: 
 

�  Corporate Training programs in the areas of Sales training, 
Sales Management  training, Leadership Development, Team 
Collaboration, Customer Service,  Induction training, 
Interpersonal Skills, Presentation Skills, Train the Trainer and  
Personal Growth 

�  Corporate Training Academy Development  
�  Outsourced Learning &  Development – creating a People 

Development Partnership  
�  Vision, Mission and Values alignment across the organisation   
�  Executive Coaching and Talent Management   

 


