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CLOSING SALES Longer lasting learning

AT A GLANCE:
Course length: 15-20 mins

Video length: 2-3 mins

Languages: English, Chinese

Sales Collection
Proven techniques for successful
sales professionals.

What's included?
- Bite-size videos

- Interactive exercises

- Knowledge checks

- Course leader guide

- Series infographic

The end is in sight and now it's time to close the deal. In this course
we'll explore how to: ask for the order, expand a repeat order, and
what to do if you get turned down.
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Training for your sales team on the complete cycle of sales - from identifying a
need, researching the customer, explaining the benefits, to closing the sale.
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CONSULTANT SELLING | Videoarts

AT A GLANCE:
Course length: 15-20 mins

Video length: 2-3 mins
Languages: English, Chinese

Sales Collection
Proven techniques for successful
sales professionals.

What's included?
- Bite-size videos

- Interactive exercises

- Knowledge checks

- Course leader guide

- Series infographic

A good sales consultant forms long-term, trusting relationships with
their clients. In this course we look at the different roles involved in
consultant selling and at how a sales relationship can grow into a
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Training for your sales team on the complete cycle of sales - from identifying a
need, researching the customer, explaining the benefits, to closing the sale.
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CONTROL AND CLOSE Longer lsting leanin

AT A GLANCE:
Course length: 15-20 mins

Video length: 2-3 mins
Languages: English

Sales Collection
Proven techniques for successful
sales professionals.

What's included?
- Bite-size videos

- Interactive exercises

- Knowledge checks

- Course leader guide

- Series infographic

In Needs and Objectives we looked at preparing for the sales
meeting. It's time for action: the sales presentation. Show them
the benefits and meet their objections.
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Training for your sales team on the complete cycle of sales - from identifying a
need, researching the customer, explaining the benefits, to closing the sale.
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DIFFICULT SALES

AT A GLANCE:
Course length: 15-20 mins

Video length: 2-3 mins
Languages: English, Chinese

Sales Collection
Proven techniques for successful
8 sales professionals.

What's included?
- Bite-size videos

- Interactive exercises

- Knowledge checks

- Course leader guide

- Series infographic

It can be easy to dismiss difficult customers as a waste of time, but
remember: someone, somewhere is selling to these customers. Enter

the VR training room and learn how to deal with their personalities
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Training for your sales team on the complete cycle of sales - from identifying a
need, researching the customer, explaining the benefits, to closing the sale.
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NEEDS AND OBJECTIVES Longer lastng earning

AT A GLANCE:
Course length: 15-20 mins

Video length: 2-3 mins
Languages: English

Sales Collection
Proven techniques for successful
sales professionals.

What's included?
- Bite-size videos

- Interactive exercises

- Knowledge checks

- Course leader guide

- Series infographic

To give yourself every chance of getting the sale you need to do your
homework. Make sure you know: your customer and the product;
what you want to get out of the meeting; and how to get the right
information for the sale.
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Training for your sales team on the complete cycle of sales - from identifying a
need, researching the customer, explaining the benefits, to closing the sale.
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THE ART OF SELLING Conger astng learnin

AT A GLANCE:
Course length: 40-60 mins

Video length: 28 mins

Languages: English, Italian,
Spanish

Sales Collection
Proven techniques for successful
sales professionals.

_ What's included?
- - Bite-size videos

- Interactive exercises

- Knowledge checks

- Course leader guide

- Series infographic

ABOUT THIS COURSE

The best thing about dealing with a good sales person is you don't
feel like you're being sold to. As far as you're concerned you're just
receiving good service.
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Training for your sales team on the complete cycle of sales - from identifying a
need, researching the customer, explaining the benefits, to closing the sale.
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