
ENROLL NOWCHAMPION IN B2B SALES
“Stop Selling, Start Closing”

Course overview:
Ultimately B2B sales is the strongest tool to close the deal though now a days online marketing is becom-
ing popular and cost effective for lead generating.

B2B sales or Corporate sales involves multiple decision maker, and they are very busy even not answer-
ing phone calls, email or face to face meeting, all these make long sales cycle even sometime sales 
person lose patience.

In this session participants will learn prospecting to closing deal of B2B sales. We will discuss and show 
the solution based on real life experience what to do/ when it to do:

• Prospect says, let me think about it. 
• Prospect says, actually we have better offer than you. 
• Prospect says, Credit facility. 
• What to do? When prospect says, please call me next time. 
• Prospect says, I think your price is high. 
• Prospect says, If I’m interested we will contact you. 
• What to do? When prospect says, thank you for your visit, if we are interested we will let you know. 
• What to do? When prospect says, No, we are happy with existing services or products. 
• Prospect Says, ‘If I’m interested we will contact you’ 
• Prospect Says, ’I think you price is high’ 
• Prospect Says, ‘No, we are happy with existing services or products’ etc. and list is endless. 

So of course it makes sense that you would want to stay motivated in order to both deal closing and 
rejecting as well as maintain the energy to continuously pursue new channels and connections.

Building an effective pipeline requires increasingly cohesive efforts between sales and marketing.

Participants will learn the followings:
• Developing sales pitches and materials using self-conducted market analysis. 
• How to find out prospect? 
• How to get an appointment with unknown prospect? 
• How to be digitally advanced in corporate sales? 
• How to reach decision makers in sales cycle easily? 
• How to follow up prospects time to time without annoying? 
• What to do? When prospects do not receive phone calls or reluctant to meet again. 
• Adaptability of changing in fast moving corporate world. 
• Developing sales talent through the use of sales management techniques 
• Closing techniques and how to negotiate for the best possible deal 
• Keeping you motivated through use of compassion and other interpersonal skills. 
• Overcome from any tough situation in front of customer. 
• Keeping customer long time with the business. 
• Prospecting and Pipeline Management. 
• Prospects mind mapping 
• Influence to the influencer 
• The key selling skills to become a Successful Corporate Business Manager.

Course Content
Part A

• Key understanding of B2B Sales and Corporate Sales. 
• Difference between marketing and selling. 
• Key etiquettes of Ice –breaking session. 
• Understanding your targeted buyers and knowing the competitors. 
• Networking, referrals and leads.

Part B
• Identifying decision makers. 
• Open ended questions and close ended questions. 
• Key factor of corporate relationship. 
• Understanding prospects current situations and goal. 
• Faster revenue growth matrix

Part C
• Confirming and summering what you have heard. 
• Knowing your offered value proposition. 
• MUST DOs in B2B Sales-Real life examples. 
• MUST AVOID in B2B sales -Real life examples. 
• Quiz

Part D
• Handling price objections 
• Price Vs. Cost Vs. Value 
• Mindset winning strategy 
• Follow up and follow up again. 
• Objection and opportunity theory. 
• ‘Business belongs to company but customer is yours’-How to practice it.

Part E
• Key influence of digital marketing on corporate sales. 
• How to generate referral customer from digital marketing? 
• Customer memory in B2B sales process. 
• How to influencer to Influencer.

Part F
• Corporate communication and follow up. 
• How Digital marketing vibrates B2B sales process. 
• Pipeline management.

Part G
• Adaptable in changing world 
• Recognizing buyers signals. 
• Review key learnings of the whole session 
• How to close a B2B sales deal. 
• Components of proper CRM 
• Quiz
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