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Content Summary

Introduces the Quest Program

Uses the Insights Discovery Personal Profile to explore 
participants' individual sales approach

Understanding client motivators and creating a framework 
for enhanced interaction

Helps participants communicate what they do

Teaches participants how to develop disciplined thinking to 
drive towards desired outcomes

Explores how our habits, grooming, social skills and moral 
imperatives may influence our success 

Creating and monitoring SMART objectives 

Aligning your activities with your objectives

Approaching a call and assessing performance afterwards

Analyzing the market and the competitive forces within it

Teaches a variety of key strategies and tactics that help in 
getting and keeping key and major accounts

Develops an understanding of territory management - 
treating a territory like a business

Explores prospecting and qualification techniques 

Teaches participants to listen proactively

Developing the ability to ask clear questions

Creating a network of customer contacts

Understanding the power of influence - six key factors

Making your written presentations presentable

Improving one to one and group presentations

 

Closing the gap like a professional

Dealing with competitive pressure with proven techniques

Anticipating, identifying and responding to the seven types 
of objections

Closing in a timely and effective manner

Shows how follow-up and doing little things goes a long way

Module Title

CORE PROGRAM

Introduction to Quest

You as a Salesperson

Connecting with Colorful Customers 

PART I: Before The Sale Begins

The Process of Selling

               Positive Thinking Results in 
Positive Actions

Ethics and Positive 
Impressions

Setting Sales Objectives

Organizing Your Time

Call Management Strategies

Market and Competitive Management

Strategic Account Management 

Territory Management
 

 Prospecting and Qualification

PART II:  Identifying Needs

Powerful Listening Skills

The Art of Questioning

PART III:  Proposing Solutions

Selling at All Levels

The Power of Influence

Making Effective Proposals

Powerful Presentations

PART IV:  Dealing With Buying Resistance

 Negotiating Like a Professional

Dealing with Competitive Pressure

Dealing with Buying Resistance

PART V:  Gaining Commitment

Understanding how and when to close

PART VI:  Follow-Up and Follow-Through

The Importance of an Ongoing Relationship
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Transforming individuals, teams and organizations
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