
 

Copyright  ©  Knowledge Source.  All rights reserved.  480.443.5550  

SALES TSALES TSALES TSALES TUNE UP UNE UP UNE UP UNE UP STEP & STEP & STEP & STEP & ACTIVITYACTIVITYACTIVITYACTIVITY    MAPMAPMAPMAP    
 

The document shows the flow of the major activities.  Note that each account executive has 

to spend about 8 hoiurs examining and collecting information about current practices and 

situations.  The Intensive Session Two should be offered a least 1-2 weeks after to allow for 

completion of this Packet.  Follow-up will be provided by structured management coaching. 

 

SESSION ONE  (two hours) 
• Set Goals 

• Influencing Styles Overview 

• Customer Style Assessment  

• Team Building Exercise 

• Hand out Individual Assessment Packets 

 

 

   INDIVIDUAL ASSESSMENT PACKET (homework) 
• Sales Philosophy 

• Sales Barriers 

• Influence Strategies  

• Selling Cycle Assessment 

• Market Assessment 

 

• Best Customer Analysis 

• Customer Buying Behavior 

• Most Frequent Objection Analysis 

• Time logs (complete for 3 days) 

 

 

 

 

INTENSIVE SESSION TWO  

  Day One 
• Goal Setting  

• Selling Cycle Assessment  

• Time Management 

• Principles of Selling 

• Pre-call Activities 

• Sales Openings 

• Exploring Needs 

• Exploring Consequences and Payoffs 

• Summarize Commitments 

 

Day Two 
• Barrier Assessment 

• Features and Benefits 

• Handling Objections 

• Meeting Skills 

• Post Meeting Steps - Defining and developing a New Protocol 

• Understanding and Developing High Gain Questions 

• Role Playing (audio) 

• Action Plans and Change Commitments 
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