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Target participants

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

Training company

Core Value Selling

July 31, 2020 (Fri)

@ 14.00-17:00

Online

Japanese
“English materials also
available if needed

Members: 18,000 JPY
Non-members: 35,000 JPY
(tax excluded)
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45\ CORE

Value Selling

Objectives

. Develop effective virtual approach sales

. Ensure you and your team are effectively prepared to deliver the
best possible outcomes from virtual selling opportunities

« Learn how to deliver value and grow sales in a time of crisis

Methodology

. Interactive online lecture
. Practical discussions

Program details

1.Fundamentals of Virtual Selling

2.Creating Clear Differentiation

3.0vercoming Price Objection

4. Inspiring your Customers and your Team in times of Crisis
5.Developing a Highly Skilled Sales Team

Strong points

The virtual selling methodologies used in this program were
developed as part of a project with a large European machinary and
consumable company in Japan during the COVID-19 crisis. As a result
of using these methodologies, the target sales teams have been
able to close a significant number of new deals, dispite not being able
to visit their customers during the COVID-19 crisis.

Profile of the facilitator

Zane Inglis

Having spent over 25 year doing business in Japan, Zane is fluent in
Japanese and has a vast knowledge of what it takes to drive sales
growth in Japan. Over the past 15 years Zane has worked with over
5500 Sales Professionals, from 25 countries, across 30 different
industries. Zane has also delivered over 3000 field coaching
sessions for Sales Professionals in Japan. As a result of this vast
field experience, Zane was able to develop the highly successful
CORE Value Selling model based of the real-world best practices he
has observed over the past 25 years.



