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The sales process in more detail: 
 
As every top level sales manager knows a clear and usable sales process is 
fundamental to sales success. A solid sales process, if followed and adopted 
correctly will always increase sales and profitability.  
 
Planning  
 
Time management and personal organisation; Prioritisation Skills. 
 
Prospecting 
 
Sources of information; basic marketing; getting appointments by phone; the 30 
second sales pitch; making an appointment. 
 
Qualifying 
 
Positive thinking; first impressions; finding the M.A.N.; the decision making 
process; suspects, prospects and blockers. 
 
Fact Finding 
 
Understanding vs. persuading; questioning; thinking and linking; past present and 
future based questioning; listening skills; problem solving; competitive value map. 
 
Needs Based Selling 
 
Understanding organisational needs; questioning stages: orienting, analyzing, and 
developing. Problem categories – Finance, Image, Performance based problems; 
tactical probing skills; the Value Equation. 
 
Presenting 
 
Features, Advantages, Benefits; how to relay back the various positive elements of 
your product/service. 
 
Committing 
 
Asking for commitment; dealing with objections. 
 
Emotional Intelligence 
 
Understanding different personality styles; understanding your own behavioural 
preferences; identify who you are dealing with; being able to modify your behaviour 
to develop strong relationships and rapport with customers and prospects. 
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Telephone: + 971 4 3474127 Facsimile: + 971 4 3474296 Email: training@ISMdubai.com 
To:   Simon Parker 
Company:  ISM  
Fax Number: 04 3474296 
 

Course Application Form: Professional Selling Skills. 
 

Please reserve the following seat on the course: 
 

 
Name: 

Company: 

Position: 

Fax: 

Phone: 

Email: 

P.O. Box: 

Country: 

City: 

Nature of Business: 

No. of Sales and Marketing employees for which you are in charge: 

No. of years experience in Sales/Marketing role: 
Area for which you are responsible (Circle)

 City/Country/Continent/Hemisphere/Globe 

 
Number of places required: (Please tick the appropriate box or insert number required) 
Currency is UAE Dirhams. 
 
Individual   4,860 Dhs     
Group (More than one) 4,360 Dhs 
 

Name/position invoice should be addressed to:…………………………………………………… 
 

 

 
Please Fax back the completed Form to + 971 (0) 4 3474296 

We will send you confirmation of your booking and further details. 
Thankyou.  
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What people say about this workshop: 
 
 
 
 
 
 
 
 
 
“The whole programme was fantastic an excellent course and instructor which really delivered more than 
what I would have expected; the knowledge gained in three days would take me 5 years in real life”  
AbdulMajeed Abdeen, Technical Support, Q-Tel Qatar. 
 
“The training method and style was 10 out of 10, I now have a structured process to my sales and have 
been given the ability to handle objections and close sales” 
Prithviraj, Business Development Manager, PanCyber technologies. 
 
“It was an exciting seminar which made it great to learn more, not only did we cover the techniques and 
theories but also real life examples” Shariar Khodjasteh, Marketing Manager, Carpetland 
 
“The content and material will benefit my role, it was 100% relevant especially the section on pricing 
which has taught me that sometimes its better to walk away from a sale rather than discount”  
Pete West, Business Development, Drill Co. 
 
“Lots and lots of practical solutions to increase productivity by re-focusing in the right direction can’t wait 
to implement them” Dirosh Amarrasinghe, Business Development Manager, TNT 
 
“Thankyou for a fantastic course very entertaining, I’ve got to know my self and the ways to improve my 
approach to objections and I now have the confidence to provide solutions”  
Chantel Bayman, Business Development Executive, Doha Golf Club 
 
“Excellent trainer and material and great to meet all these people facing the same issues as me” 
 Moh’d Allawi, Regional Sales Manager, Fastlink Jordan. 
 
“Superior quality of education made easy to understand and great fun. Good hand-outs, clear sales aids 
and good variety of co-participants, will make a big impact on my ability to do my job better” 
Vicki Morley, Marketing Manage, Clyde & Co 
 
“I found this course very beneficial. The teaching techniques were excellent for my way of learning. All 
round excellent course which I would recommend to anyone” 
Martin Grove, Sales Executive – wholesale, Sanipex 
 
“Great course, very relevant for selling, wish it had been longer, please keep me informed of any other 
courses you run” Labeed Abdal, Owner, Law Firm of Labeed Abdal, Kuwait 
 
“Thanks for the brilliant course” Anne Brackx, Sales Executive, Vincotte International. 
 


