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Overview: 
Sales are vital to a business and individuals who can sell - themselves, 
ideas, products, services, and solutions - are the key to any organization’s 
success. For any organisation, its sales force is a major growth engine and 
a critical resource in which it makes substantial investments. The 
effectiveness of the sales force and high performance by them is an 
imperative, which no organization can neglect. Given the current 
Pandemic, ever increasing product & market complexity, a cutthroat 
competitive environment and demanding customers, it is important to 
optimise the performance of the sales force by learning to reduce costs 
while increasing sales. This program is aimed at helping the young 
executives by giving a comprehensive view of the entire sales process – 
from preparation through contact and on to scaling – by building the 
necessary sales and management habits that lead to success. 
 
Objectives 

• To understand customer and market orientation from a sales 
management perspective for business success. 

• To provide exposure to key concepts, theories - and recent 
developments in sales to illustrate their applicability in tackling the 
challenges in business 
 

Content: 

• Characteristics of an effective salesperson  

• How to acquire selling skills?  

• Right Mental Attitude  

• Building a rapport and relationship  

• Handling objections and hidden excuses  

• Handling dissatisfied customers  

• Creating a foolproof efficiency system for organising your sales  

• Simple tricks to raise yourself above 90% of the competition  

• IT application in salesforce management 
 

Pedagogy 
The participants would learn through an appropriate mix of classroom 
lectures, interactive discussions, case studies, class exercises, and take-
home assignments.  
 
Key takeaways 
Participants will be able to understand the evolving roles and 
responsibilities in modern day sales and make the leap from top sales 
performer to effective sales leader and manager apart from expansion of 
professional and personal network. 
 
Who Can Attend The Program? 
All Executives/ Managers who are directly or indirectly involved in the 
Sales activities of any organization. 
 
Programme Director 
Dr Jyothsna M Professor 
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