Target participants

Sales Focused Business Leaders, Sales
Managers, Sales Trainers, Field Sales
Professionals

Training company
CORE Value Selling

October 21, 2020 (Wed)

@ 9:30-17:30

CCl France Japon (Tokyo)

Japanese

55,000 JPY (tax excluded)

(5 CCI FRANCE JAPON
ER7SYABMISHMN

YCORE

)
~"’ Value Selling

Objectives

Ensuring your sales employees have the selling skills necessary to
overcome common objections and ensuring they have the skills,
tools and proactive mindset needed to successfully approach and
get new customers.

Methodology

. Interactive lecture
« Practical workshop

Program details

. Targeting and lead development

. Development and use of effective value propositions
. Developing an effective elevator pitch

. Needs qualification

. Objection Handling

. Questioning Techniques

. Closing

Strong points

. Program tools and methodologies base on key success factors
identified during 5,000+ field coaching and customer visits and
observations

. Practical methodologies, proven in 36 countries, including 25
years in Japan

Profile of the facilitator

Zane INGLIS

Having spent over 25 years doing business in Japan, Zane is fluent in
Japanese and has a vast knowledge of what it takes to drive sales
growth in Japan. During his 14 years in Sales focused training and
consulting Zane has worked with over 5500 sales professionals
from 25 countries, across 30 different industries. Through his key
focus on field coaching, Zane has coached and observed more than
5000 live sales meetings. As a result of this vast field experience,
Zane was able to develop the highly successful CORE Value Selling
methodology based on the real-world best practices he has
observed over the past 25 years.
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