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S A L E S  W O R K S H O P  A R C H I T E C T U R E  

 

Major Steps and Three Sessions provide reinforcement and follow-up 

The describes the typical steps for this program.  The final design is usually determined 

after the assessment step.  Maximum efficiency and minimal disruption are gained by 

modules. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 

 

 

 

ASSESSMENT 

 

 

CUSTOMIZE MATERIALS 

 

 

SESSION ONE 

4 hours 

 

INTENSIVE WORKSHOP 

2 days 

 

ON THE JOB COACHING 

Ongoing 

 

SESSION THREE 

4 hours 

One day of interviews and observation 

Collect materials for design 

KS gains knowledge of work processes 

Involve Sales Staff 

Builds Credibility 

Build role plays 

Select exercises 

Adapt to client process, customers, 

objections, etc. 

Sets the stage for learning 

Teambuilding activities 

Assessment of skills and barriers 

Sales Cycle Assessment 

Hand out Individual Assessment Packet 

Off-site 

Work in small teams 

Teams develop new protocols and tools 

Role playing and practices 

Action planning 

Structured one on ones with management 

Utilizes coaching tools 

Individual must record information on 

progress 

Reinforces and Follows up (key to success) 

Reviews results 

Evaluates Progress 

Provides additional practices 

Involves in planning next steps 

 
April 22 

Minimum 1 

week between 

sessions for 

Individual 

Assessment 

Packet 

2 to 4 weeks 

between 

sessions 
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G O A L S  O F  T H E  3  T R A I N I N G  S E S S I O N S  

 

   Session One  (four hours) 

• Influencing Styles 

• Customer Style Assessment and Influence strategies 

• Sales Philosophy 

• Team Building Exercise 

• Hand out Individual Assessment Packets 

 

   Individual Assessment Packet (homework- to be done on own time) 

• Selling Cycle Assessment 

• Market Assessment 

• Best Customer Analysis 

• Customer Buying Behavior 

• Most Frequent Objection Analysis 

• Time logs (complete for 3 days) 

 

   Intensive Session - Day One 
• Selling Cycle Assessment and Goal Setting 

• Time Analysis 

• Principles of Selling 

• Pre-call Activities 

• Sales Openings 

• Exploring Needs 

• Exploring Consequences and Payoffs 

• Barrier Assessment 

 

   Intensive Session - Day Two 
• Features and Benefits 

• Handling Objections 

• Meeting Skills 

• Post Meeting Steps - Defining and developing a Protocol 

• High Gain Questions 

• Role Playing 

• Action Plans and Change Commitments 

 

   Session Three (four hours) 

• Review Actions and Commitments 

• Review What We Learned 

• Additional Practice Sessions 

• Identify Additional Opportunities and Needed Changes 

• Plan Next Steps 

 


