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AGENDA
One Day Telesales Training Programme

09.15 Introduction.


 
09.30
Qualities and Key Skills.

 
Objective: To show the importance of the Qualities and 



Key Skills needed for success.


10.00
Positive Attitude and Professional Image. 



Objective: To illustrate how to develop the correct Attitude
       



 and Image.

10.20
Customer Service. 

Objective: To illustrate why excellent Customer Service

                  is important.

10.40
The Knowledge. 


Objective: To demonstrate the necessary Knowledge.

11.00
Break.

11.15
Why people buy.



Objective: To show why people buy.

11.35
Objectives.


Objective: To show how to set Objectives.


11.55
Needs, Features and Benefits.

Objective: To demonstrate the importance of Needs, Features and Benefits.


12.25
Unique Selling Points. 

Objective: To show how to determine your Unique Selling Points.



13.00
Lunch.

14.00
Questioning Techniques. 






    Objective: To illustrate how to use Questions.

14.30
Active Listening.


Objective: To show how to develop Active Listening. 

15.00
Handling Objections.



Objective: To show how to handle Objections.
                   15.30
Break.

15.45
Making Appointments.


Objective: To show how to make Appointments.                   

16.15
Finding Prospects.

Objective: To show how to Prospect for new business.

16.30
Closing Techniques.


Objective: To demonstrate effective Closing Techniques.


17.00
The Funnel Technique.


Objective: To demonstrate the Funnel Technique.



17.20
Opening the Sales Call.

Objective: To illustrate the most effective ways of
                  Opening the Sales Call.



17.45
Summary.

18.00 
Close.
