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@ PASONA

went  SALES ABILIITY 3
Workshop
> 4

This is a must attend workshop for all sales professionals. It provides deep insights on all
the important aspects of effective sales, such as sales communication, pitch, strategies, buyer
persona, competitor analysis, and closing deals. The program provides practical tools and real-
world scenarios to empower participants to drive sales growth, exceed targets, and become
dynamic sales professionals in any industry.

Date : Thu 22" February

« Introduction, Objective setting

-

L el » Team formation 2024, 09:30AM to
Introglut;tilon & 1. core principles of professional 17:30PM
principle selling (7 - Principles) . F
understanding Venue : Ibis Gurgaon Golf
« Meaning and process Course Road
- Effective communication skills
Effective (Levels and barriers, 5Cs, Body Batch size : 8~12 members
Communication | Language)

Talk & listen to customer - build Fee : 25,000IN R (+GST)/

rapport and trust

» How to be an effective per person
| ] -
\ Salos target Language : English

Application of best sales methods

Selling strategies and techniques for different
situations and customers Instructor

Need-based selling .
Understanding customers Mr. Shalabh Saxena Graduate in commerce from the
Competitor analysis University of Delhi, NIIT certified
in several computer courses. He
is a sales trainer and consultant
with  around 35 vyears of
experience in corporate training.
He designs and delivers training
sessions for various industries
primarily focused on sales and
its various processes. He has
contributed to learning and
development initiatives of
reputed companies. He uses a
solution-focused approach to
achieve operational effectiveness
and business results.

Apply Online

Objection Never answer a question, handle
Handling it

Tips and tricks on how to close a
Sales Closing case
« Know the signs / stages of closure

 Revision and key learnings of the
Closing day

Recommended for companies
facing these challenges:

v Deviations in results and sales methods
depending on individuals and team
approach.

v Many sales-people have weak listening and
proposal & negotiation skills

v Haphazard or unstructured sales activities

v Want to develop competitive sales personnel

(@) Please scan this QR code or
access the URL below.

*If you are not able to access
Google Form, please email us.

®:

Application and Inquiry
Aashna Ahuja (Ms.) / Pasona India Global Training Div. @ +91 9810675722 ®=aashna.ahuja@pasona.in

Ambika Gupta (Ms.) / Pasona India Global Training Div. @ +91 9311442851 ®=ambika.gupta@pasona.in
Pasona India Pvt. Ltd. Address: F127-128, Rectangle-1, D-4, Saket, New Delhi - 110017 Tel: 491 11 46525252 Web: http://www.pasona.in
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