HE SALES CALL

Training Objectives
A power packed program, which will help
prospective & enterprising sales professionals to
get an opportunity and confidence to sell
themselves, their ideas, concepts or potential
roducts and service for which they are gettin

Key Coaching Topics
An introduction to the art of selling.

Venue: Delegates will be able to

Klnne(szgrﬁjtlretrammg o Differentiate between the old mentality of
selling and today’s most effective
relationship-oriented approach

e Understand your basic job purpose
¢ |dentify major sales activities to perfo
e Understand the TASK of sales per.

. . : Duration: 4 hours
Attitude and Mannerism while de

Customers / clients

e Appearance and s

e Sales Eti

e The light of inner moti

Investments: Rs. 1500/-

Suite 208,V Mall,
Next to Sai Dham,
stern Express Highway, Ke
® East, Mumbai 400 101
Tel: +91 22 6526 4430

mail: info@tgmsglobal.co
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Connecting body, mind & soul

A division of TQMS
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