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@ +91 84485-96143 = hiroki.nakano@pasona.in

Pasona India Pvt. Ltd.

Address: F127-128, Rectangle-1, D-4, Saket, New Delhi — 110017 Tel: +91 11 46525252 Web: www.pasona.in

Pasona India Learning Hub | LinkedIn



https://docs.google.com/forms/d/e/1FAIpQLSe_KM37_GMFHP3NDEPrmOFwTqI5MZBcRbilhtJytX4-SX82_g/viewform
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TRAINING ON

TUESDAY, 09:30 ~ 17:30 FACE TO FACE INR 15,000 PER PERSON 10-16 ENGLISH
30 JUNE 2026 (I1ST) (GURUGRAM) (EXCLUDING TAXES) PEOPLE

*To ensure a quality experience, training may be rescheduled or cancelled if lesser than 5 nominations are received.

ABOUT THE TRAINING TRAINING OUTLINE

* Introduction and Setting the Objective

Effective sales and negotiation skills are the cornerstone of Ice-Break «  Team formation activity
business growth; it isn’t about pushing products, but about :

i creating value-driven conversations that lead to mutually ; Effective » Effective communication skills (Levels
beneficial outcomes. By mastering these skills, you build trust, i Communication and barriers, 5Cs, Body Language)
increase conversions, and establish a strong professional * How to build trust with the clients

i presence. JAT . | hod

i This training provides the practical toolkit you need to bridge Selling Strategies Nppc\l/lgg SSt SI? SIS RS

i the gap between pitching and closing deals successfully. : Sy leeRstel Sl

i Strategic comm““icati°'f: .Learn h°W. to understa.nd Company/Industry/ » Mastering value proposition of products

i customer needs, handle objections, and position your offering Product knowledge or services.

i effectively. H

i Skill Mastery: Gain proven techniques to negotiate ¢ |dentify competitor’s strengths and

: confidently, close deals efficiently, and maximize long-term . . weaknesses

: i Competitor analysis .

i value. e Analyze their pricing, product, and

customer strategy

MUST ATTEND FOR Sales skills * Cross selling and upselling

v Professionals seeking to improve their sales performance
and close deals with confidence.

Closing deals * Negotiation and objection handling

v Individuals aiming to handle objections effectively and
secure better outcomes in negotiations. Day closing « Roleplay, revision, Q&A, feedback etc.

v" Those requiring a structured approach to building client
relationships and influencing decisions.

% DISCOUNT OFFERS %

< MULTIPLE NOMINATION DISCOUNT
For 2 or more applications received for the same seminar on the same day:
* 2nd participant gets 5% discount

¢ 3rd and additional participants gets 10% discount
FACILITATOR ’
«» EARLY BIRD DISCOUNT

.......................................................................................................................... .

v" Anyone committed to enhancing their persuasion,
communication, and revenue-generating skills.

For applications received 2 weeks prior to the training date, a 10% discount

Mr. Shalabh Saxena i . )
) . o will be applied.
Graduate in commerce from the University:
of Delhi, NIIT certified in several computer pilieseldiscounteleannonbelcombined
courses. He is a sales trainer and consultanti APPLY NOW!

with around 35 years of experience ini
i corporate training.
§He designs and delivers training sessions for various
i industries primarily focused on sales and its various
i processes. He has contributed to learning and
i development initiatives of reputed companies. He uses a

i solution-focused approach to achieve operational : *If you are unable to access the Google Form,
i ; ; i \ il us at training@p: i
i effectiveness and business results. piease emall us at trainingzpasona.in

CONTACT DETAILS - GLOBAL TRAINING DIVISION

 Rohit Tripathi & +91 9319623158 [ rohit.tripathi@pasona.in  * Priya Sudan & +91 9810675722 B priya.sudan@pasona.in  * Global Training Division & training@pasona.in

Scan the QR code or click the Google Form
Link below to submit your application

https://forms.gle/8onUwYmufycGUHrb6
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