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ENTERPRISE SALES EFFECTIVENESS SERIES
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Our Sales Effectiveness Approach
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Finding &
Creating Shaping Deals
Opportunities

Planning &
Prioritizing

Proposing Solutions Closing Business Delivering

Sales Process

FOUNDATIONAL SALES SKILLS
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1. A MIND TO WIN
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Sales Process
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Managing
Relationship
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MAKING A GREAT FIRST IMPRESSION
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ESSENTIAL SELLING SKILLS
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EFFECTIVE SALES PRESENTATION
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ADVANCED SALES SKILLS
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1. STRATEGIC ACCOUNT MANAGEMENT
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SELLING WITH ROI
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INFLUENCING SKILL
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4. ENGAGING EXECUTIVES
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Finding &
Creating Shaping Closing Business Delivering
Opportunities

Managing

Planning & Mg
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Sales Process

5.NEGOTIATING FOR RESULTS
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IMPLEMENTATION FOR
SUSTAINABILITY
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COMMUNICATION FOR STRATEGIC
RELATIONSHIP
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“You don't close a sale;
you open a relationship
if you want to build

a long-term, successful
enterprise”



