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Effective Sales Strategies
Introduction
In today’s tough economic times, companies are 
looking for ways to increase sales, overall 
revenues, productivity and effectiveness without 
spending a fortune. Success or failure in business 
is a result of whether the management have in place 
some well tested effective sales strategies. 

Some organisations have managed to survive harsh 
competitions in the marketplace by practicing good 
sales strategies as it can be a major growth 
engine.

This course is designed to enable the participants 
to implement the effective sales strategy to 
increase market share.

The benefit of this programme is to equip 
participants with various set of knowledge and 
skills in developing and implementing effective 
sales strategies to be in line with company 
direction.

*For the complete course content and quotation, please reach out to us at 
info@irs-training.com or kavitha@irs-training.com .

Technique Of Seeking Out New Key 
Account For Focused Marketing
● Marketing concept and strategic 
Planning

● Maintaining a constant flow of new 
customers

Process Of Preparing Winning Tenders 
And Quotations
● Preparing the tender or quotations 
● The ‘Winning Factors’

Concept Of ‘Management Sweet Talk’
● What is Sweet Talk
● How to persuade?

Connecting With Customers 
● Process of attracting and retaining 
customers

● Customer Relationship Management

Apply E-Commerce And Website To 
Search Out For New Customers
● How to participate in the Forums?
● Working on Pay per Click Ads 

Company Leverages And Limitations
● Competitive analysis and strategy
● SWOT Analysis

Apply The Past And Future Sales 
Trend Analysis
● Product line analysis
● Analysis of past and current 
marketing data

Course Content: Highlights

Method Of Retaining Existing 
Customers
● Why are customers loyal
● Components of Wheel of Loyalty

Process of Planning And 
Implementing Sales Campaign
● Marketing and sales objective
● Sales forecast and budget

Technique of Developing And 
Managing Sales Team Effectively 
● Territory Management
● Plan, Actions and Results

Method To Coach And Counsel   
Sales People 
● Coaching Plan: A sample 
● Keys for effective counseling
● The confrontation process

Method To Develop Sales    
Incentive Programme 
● Developing compensation plans

Lead And Motivate Sales Teams    
To Achieve Target 
● Techniques to lead and motivate 
sales team

● Ways to keep salesperson 
informedTarget Participants

Managing Director,Chief Executive Officer, Executive Director 
as well as Sales and Marketing Directors, Managers, and 
Executives

Key Learning Outcomes
By the end of the course, participants 
should be able to:

● Implement strategies in seeking for 
new customer.

● Implement sales strategies to increase 
market share.

● Lead the sales team effectively.

Duration
3 Days


