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Sales ops and basic skills
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The new salesperson is exciting and nervous simultaneously. New beginning means a
new adventure, one sure thing among everything is: everything is uncertain. In this pro-
gram, the trainer will introduce how the sales job is, how it works, what kinds of job
should be done to support the sales operation. At the very beginning of the sales job is
the cold call for the prospect, hence the selection of prospect and the skills of cold call
will be introduced accordingly.
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In the course, there will be involved with variety of activities to ensure the participants’
learning performance, the learning process as below:

Buying psychology of buyer, and the buying cycle

Sales pipeline management

Identify the sources of sales lead

Setting of the sales activity index

Design of the script for cold call

How to proceed the warm call



Win-win negotiation - brief version

A2 S Benefits
TERELERE , FREFSUTIEIIRBGR

BIRE PRI
THRE AN EE
ISR TR

AT T A1 B AR B B AR R RS
PG4 TR TS

WRFEI PHBS

TR AR B TS

After the course, participants will learn:

Understand the buyer psychology and apply to the sales dynamics
The definition of the sales pipeline, and how to manage it

How to search and screen the potential prospect list

How to define the sales activity target with the time management
Master the cold call skKill

Master the warm call plan and skill

Understand what is win-win negotiation - brief version
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