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REEMEA | The Concept

If you ever are involved in the more complex parts of Complex selling
situations, you may face the following challenges:
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[l Who are the key stakeholders involved
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[l What are the needs and priorities of each key stakeholder
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[ How to reach out to key stakeholders and gain their buy-in
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In Stakeholder Selling, you need to reach the right people, understand
their needs, and influence their choices. You need to gain valuable
insights into the customer's situation, desired outcomes, and preferences,
while navigating complex decision-making processes, remove roadblocks,
and expedite approvals.
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This programme uses Sales Nail, an Al-powered simulation that
compresses months of complex B2B deal experience into a single day.
Teams compete through card-driven missions, uncovering real buyer
maps, allocating scarce resources and rehearsing winning plays in zero-
risk simulations. Live analytics expose gaps, forge a common sales
language and lift win-rates. Reusable scripts scale globally, cutting ramp-
up time, standardising process and turning strategic choices into
repeatable revenue, while keeping learners energised, aligned and ready
for the next big deal.
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The Sales Nail simulation will be customized based on actual cases to



resonate more with the participants.
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Programme Schedule

Time

Day One

9:00

10:30

What are some of the challenges you face when you need to
deal with multiple stakeholders to win a sale?

YIRBRRE S NMMNRAREAREEINTE | RLIBRIHPLED 2

Qualifying the right kinds of opportunities:
AT TR S IE R SHE 2240
0 Why qualify your sales opportunities?
P THIGEARE) NFE2AL?
[0 What are the criteria of good opportyunities besides
budgets and volume?
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[0 Exercise: Using a opportunity qualifying table to
identify the better opportnities
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Profiling Your Key Customers 7 fi# /R F<EE -

* Are they a Bargainer, Friend, Dictator, or Strategic
Partner?
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* Does it mean that all good key accounts have to be
Strategic Partner?
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* How to deal with each type of Key Account?
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10:30

10:45

Break

10:45

12:30

What do different customer roles want from salespeople?
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Key business drivers

Manage total Productivity, Mitigate financial
purchasing “ process quality and risks, compliance to
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Sales Nail Simulation Round One - Looking for suitable
opportunities
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12:30
a Lunch
13:30
Identifying the Economic Buyers and other Influencers
TR HERR. WPEULEMEINE
[] Definition of Economic Buyer and other buying influ-
encers
13:30 H B RR R H AKX M D E
~ [0 Who must you win over to win the sale?
15:00 PR i HERIAR] A eI E?
Sales Nail Simulation Round Two- Identifying the key
influencers
Sales Nail 24l - 55240 - 1xF XX INE
15:00
0 Break
15:15
Sales Nail Simulation Round Three - Winning over your
competition
15:15 Sales Nail 183 - =% - RN EXTF
16:30 Debriefing of Sales Nail Simulations
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e Day One Wrap Up

}_6:30 * Summary of Key Learning Points
17:00 * Prepare for Day Two
Day Two
Winning the Sale with your Champions
1B Champion BRi5iTH
0 Champion vs Coach vs Helper
Champion (##7%) vs Coach (#%k) vs Helper (FF) &
9:00
7 X5
10:30 0 No Champion = No Sale
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[0 How to cultivate and develop your Champions: under-
standing their KPIs, priorities and challenges
MAEE . RRROFHFE: TR0 KPI, JU5cEmE Bk
10:30
0 Break
10:45
Managing stakeholders
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0 Activity: Mapping your key stakeholders according to
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_ their level of influence and level of support
12:30 &SN RIEFERME XB NI DM ZFREL TN RE
' 0 How would the stakeholders’ positions change in the
coming months?
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12:30
Q Lunch
13:30

How to engage with the Economic Buyers
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* What are the KPIs, priorities and and challenges faced
by the Economic Buyer?
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* How to get the Champion’s support to engage with the
Economic Buyer
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* Do’s and don’ts communicating with Economic Buyers
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* Role Play: how to gain buy-in with Economic Buyers
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15:00
[ Break
15:15
Reflections and dialogues
RESMHE
* Write down your reflections individually
15:15 BE—ETRIESR
~ * Then find a partner and share your reflections
16:30 RIETE— MKt DERITRE
* Then share with the larger group
REERHNZF
16:30 e Day Two Wrap Up _ _
' * Summary of Key Learning Points
I7:00 * Evaluation

Objectives and Benefits 1£#%
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After this training programme, you shall be able to:
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1) Identify suitable sales opprtunities and the respective stakeholders
RAGERSHEN < RHEHME XM RE

2) Work through the various stakeholders to win sales
BESEMEARXASIERRGHE

3) Gaining the support of Champions to engage with Economic Buyers
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Methodology #*7Fi%

This Workshop consists of a lively series of short participative lectures
conveyed using plain uncomplicated explanations. Learning will be facilitated
through exercises and case studies. Ample seminar materials will be given to
participants to serve as a constant source of reference to them. Ample time
will be allotted for group discussion.
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Who Should Attend #1%521)

This workshop is designed especially for sales people, managers and directors
who would like to strategically grow their sales performance!
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