BECKINRIDGE

Salesldnd[Account
Management

Upfo[50% FundingSupport

From[fheDepartmentforBmployment&earning

A3 [Day,Righlyfbcused(dalesldndldccountlihanagement
programmelih[hodularformatlonel2[dayldndldneldlday)
allowinghoulib developldurrentisales opportunitiesiwhile
learningldew [skills.

- Understand[ThelBuying[Brocess

o ProspectlIntelligently

- Qualify[@pportunities

- Establish[&OhfluencelDecision[Triteria
-« ManagelMour[Ripeline

» Sellldonsultatively

- Build@ndMaintainRelationships

- CommunicatelBffectively

o DevelopMourlAccounts
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Sales@ndAccountManagementProgramme BECKINRIDGE
This[professionalBusinessldevelopmentldrogrammeldentres[dnfheldoreli$sues

thatdonfrontBusinesses(ihlrklationEbBusinessfioBusiness[Selling@ndléxisting[@ccount/marketldevelopment.

ThelgrogrammeMillldmphasisefheldrofessional, [feopleopeopleldlementsidfidelling 3[RrospectingIhtelligently,
Qualifying[@pportunities, [RipelineManagement, Building [and [thaintaining) Relationships, [sing[Advanced
Communication[Skills@ndUnderstandingfheliinportanceldffAccountDevelopment.

Mostimportantly,fhis[Arogrammeboks[dtfheldales(drocessfromtheBuyers’Miewpoint[3@nd[doncentratesdn
developing@[donsultative@pproachbldachl@ccountl@ndSales[dpportunity.

ProfessionalNegotiating[(Win[Win YouWilllearn[How [{o:
T ELUIEL L E ) . TheIIBrocessmeSglegotiatic?rlwIJ ) - Adopt[@[Systematicl@dnd[Strategic
- TheDifferenceBetweenSelling@nd approachlbldainingBusiness.
Selling[Products(@riServices[# OONegotiation - Develop[thelSales[Skillsldequired
TheManagement@hallenge - The[Bundamentals[@fWhy for[Quccesslih[dompetitiveltharkets.
- Thel@hanging[Roleldf[theSalesperson ONegotiations[Hail - Understandfhelimportanceldflan
- The[Burpose&[Mhe[@bjectiveldfSelling - Proposing[3[AskingHor[WhatMoulWant[ ‘AccountDevelopment’[@pproach
- Holden’s[4[Stages[df[Broficiency - The[Bsychology[Of[Bargaining tolSelling.
- Closinghelgrocess - Apply[dgorouslqualification.
TheBuying/Selling[Process - Bel[Better@bledblfecogniseldnd
- TheBuyers@ycle GainingThe[Order influenceldecision[driteria
- The[Salesperson’s[Response - Closing@HowOmportantdsdk? - Bel[Better[@bledbldecogniselSales
- The[Brofessional[SalesTall3[SAPO - Gettingl@ommitment possibilities[@nddpportunities.
- The[@omplex[Saleh[TheSimpleSale - The[Bear[Of[Rejection - Belthorelprofessionall@nd
objectivelih[Salesdbrecasting
Planning&[Preparation Managing[SalesDevelopment
- UnderstandingSPs - The[SalesHunnel
- Value[Statementibraries - Pipeline[Management Who([Should[Attend
- Juran’s[Truth’ - Sales[Horecasting[Mechniques Account@ndSalesManagersiwho
- The[d[Keys[ib[Sales[HEffectiveness haveldltemit@bridales[ferformance;
Prospecting@ndGetting[The thosel@boutEblhovelihtolSelling;
Appointment Modulewo[(1[Day) thoselhol@reldurrently[SellingBut
- Customer[Brofiling haveBad[dofbrmalldalestaining;
- Prospecting@echniques AccountManagement&[Protection thoselith[Sales[@xperiencel@ndho
- GettingfheAppointment - Managing[Berceptions@nd[Expectations wish@b[rfevisefheirlsSkillsIévels;
- Exploiting[Good[@ustomer[Service thoselhoseoleiEblSupportthe
QualificationTechniques[{&MHow - Territory[&[Account[Allocation saleslprocessWithin[@nldrganisation.
ToMse(It)
- Primary[Qualification®&[Technical AccountDevelopment(Strategies((ADS)
OAssessment - DeterminelfheHactorsIIBlus@ndMinus FurtherDetails®Dates
- ShoulddITompete? Othat@ffectfhe@utcomeldfylourSales Tel:[028(38336400
- IsitWorth@?[/[@andWin? - Using[@Meams[As[@ompetitive[Hdge info@beckinridge.com
- Building[@n[ThelAccount[Relationships
Sales[@ommunicationSkills O-he@rusted[Advisor
- Understandingl@ommunication[Skills - Develop[StrategiesfhatMaximiseour .
- WorkinglWith[MheBuyer's[Rerception Market[Renetration@ndRBrotectMour AL AL L T T
- Questioning/Listening Existing[Accounts
- The[SPECS[Questioning[Mechnique - How[@b[SelllhRartnershipWith[Bach
OAccount Company | Level of | Fee per
SellingfolDifferent'CustomerIypes - EstablishMongMermBusinessbjectives Numbers | Funding | Person
- Buyerypes/Buyer@otives forMew[dccountsM@ndBlanBurtherHor
- Decidingldn¥our[Response TheMajor[Accounts
. The[GusgtomerEReIatiopnship ]E&B 1-249 |50% £457.50
Format upport
Decision[CriterialWhyTbuyers'Buy) 250Plus | 25% | £686.25
- How@ohfluenceMheMecisionRrocess Threeldaysldfldne@daythodulel@nddned
- ThelGoldenShot dayhodulelfeaning@olbngperioddutldf
- Handling[@ustomer@oncerns theSales[field. MhePeriod Betweenthodules Normalfeeithoutfundinglis
isldpproximatelyBwoldeeks. £915[Perlgerson
The[Consultative'[Sales[Process
- Selling@Mhrough@Mhel[Tonsultative Post[programmeldnineldupportis@vailable
OApproach’ for[AWeeks@fterfhelastiday.
- Spotting[@onsulting[dpportunities
- The[Bales@onsultancy'[@ycle

Beckinridge,[dstablishedih[1993,0s[d[0kading[providerdf[Sales, thanagement@ndXechnicalfrainingihreland. Weldred50
9001:2000[dertifieddbrTraining,[@Mational@raining[Awardsinner,[@nd@nOhvestorshReoplel[dompany.¥ouldanfind [utthore
aboutldurl@xperienceldnd[durldustomers@tidww.beckinridge.com[drldivelds@[dallldn Q0666 400.



mailto:info@beckinridge.com
http://www.beckinridge.com

