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Aims and Objective 

A common mistake by many consultants 
is to focus on selling rather than 
understanding.  As a result, the consultant 
/ sales person fails to fully recognize the 
real needs of the prospect and so offers 
the wrong solutions and/or misses some 
very obvious buying signals.  Selling is a 
process of listening more than speaking, of 
asking questions aimed at understanding.  A competent consultant / sales 
person will not actually try to sell, but create an environment where the 
prospect asks to buy. 

At the end of the program, participants will be able to:

Plan for sales call thorough research and communication  

Commit to asking questions rather than pushing a particular pre-
conceived product or service 

Structure questions aimed at soliciting client information 

Conýrming understanding of need through the use of appropriate 
questioning 

Discuss budgets with conýdence and in a non-threatening manner 

   

Target Audience 

Managers and staff involved in any form of sales or consulting, either 
internal or external to the organisation.
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Selling Skills




