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Achieving Sales Through Service

This course outline should be used to determine whether the course is appropriate for the student, based on current skills and training needs.

	Duration:

	1 Day

	Audience:

	Anyone who deals with customers in either a telephone or retail sales environment.

	Overview:

	Support staff in achieving sales and giving exceptional service via telephone or retail customer facing environments in this ‘Consultative Sales’ approach.  Giving high service & building customer loyalty, whilst maximising sales for today & on repeat business.  

	
Course Topics:

	

	· Understanding your Role
· Understanding  the Customer
· Telephone Sales v’s Retail Sales
· Body Language & Behaviour
· Building Rapport
· Structure of Call
· Why do they Buy
· Logical & Emotional Purchasing
· Sales Approach
· Effective Questioning
· Product Knowledge
· Features Benefits & Incentives
· Closing the Sales
· Understanding Objections
· Addition Sales/Services
· Follow-up
· Complaints or Queries
· Action Plan


[bookmark: _GoBack] 
[image: MC900352985 (1)]Allberry          Training

12


[image: MC900352985 (1)]Allberry          Training



image1.png




image2.wmf

