THAT SUPPORTS EVERY

SALES STAGE

GATHERED FROM A GLOBAL NETWORK OF LEARNING LEADERS JUST LIKE YOU
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When salespeople aren’t properly trained, organizations risk weak SN
pipelines, lost deals and poor customer relationships. From first contact to NG
long-term loyalty, training gives sales teams the skills, confidence and A
consistency to succeed. Here’s how training can empower reps at each B %R
stage of the sales cycle. o NS
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N Training helps reps identify and pursue
D the right opportunities from the start:
NN\
Y 4 . . . .
AN * Sharpening active listening and
SN guestioning skills improves outreach.
NN
/\;\; « Using CRM and digital prospecting
NN tools boosts efficiency.
NN . . l . .
(A * Coaching on pipeline building and
ST es cadence keeps leads flowing.
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Training equips reps to make strong first
impressions and build connections:

* Build communication and storytelling
skills to engage prospects.

 Training on tone, timing and digital
etiquette builds confidence.

* Role-play cold calls, emails and social
selling for real-world practice.
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D207 Training enables reps to uncover customer
AR needs before offering solutions:
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NN » Discovery training sharpens

NN questioning and listening skills.

NN

/\/ g + Business acumen training helps align
SR solutions with customer goals.
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WA * Manager coaching reinforces effective
N qualification conversations.
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Training helps reps showcase solutions in QS
a clear, credible and compelling way: era g
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* Product knowledge training improves Y
clarity and credibility. 7R
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« Simulation and demo rehearsals P
strengthen delivery. /: /:,

. 4 Y YN 7

* Reviewing case studies and ROI NN
messaging helps reps demonstrate value. S
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Training gives reps the confidence and
tools to turn resistance into opportunity:

OVERCOMING OBJECTIONS |Hip

* Negotiation training enables reps to
handle pushback confidently.

* Gamified objection-handling drills
provide real-world practice.

* Reframing techniques turn challenges
into value conversations.
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Training supports reps in guiding Ry
customers to a confident “yes”: N
A%N.
3 4 . DLANN
* Persuasive communication workshops N
sharpen closing skills. 26
A
* Guided selling tools and job aids AN
support consistency. /: /:,
. AR
* Mentorship programs model best YA
i NN
practices. A
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RETENTION AND REFERRALS i)
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AN Training supports long-term relationship

NN management and creates opportunities

NN N

DI for growth:

g \ \ - - .

N ¢ « Customer success training builds

/\j \; stronger relationships.
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R * Upselling and cross-selling skills -
<& expand opportunities. E
N A 4 =
NN\ . ol . =
R * Collaboration training aligns sales and

NN service teams for seamless handoffs.

a4

NN

’ 7 7

NS

AN
2N

(P A e A R P A R PR

% The most successful sales organizations don’t treat training as
. a one-time event. They invest in developing reps at every stage
of the sales cycle, building stronger pipelines, winning more

deals and earning loyal customers who keep coming back.
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