
STRATEGIES TO OPEN THE SALES CALL 

  

Delegates will be able to 
• Differentiate between the old mentality of 

selling and today’s most effective  
relationship-oriented approach 

• Assess their strengths and developmental 
needs 

• Feel comfortable and confident in front of 
customers 

• Understand customer’s situation and identify 
selling opportunities

Contact us at  
KINNESQUI training centre 

Suite 208,V Mall, 
 Next to Sai Dham, 

 Off Western Express Highway, Kandivali 
East, Mumbai 400 101  
Tel: +91 22 6526 4430                  

Email: info@tqmsglobal.com              
 Website: www.tqmsglobal.com 

 

“I am the world’s 
worst salesman: 
therefore I must 
make it easy for 
people to buy”. 

 

F.W.Woolworth  

Venue:  
Kinnesqui training 

centre 
 
 

Duration: 4 hours 
 

Investments: Rs. 1500/- 
plus Service Tax 

 
The above cost includes 
� Professional training 
� Reference material 
� Breakfast/ Hi-Teas 

 

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 
products and service for which they are getting 

geared on. 

To master crucial step of the sales cycle i.e. 
advance from pre-sale preparation to opening the 

sales call. Key Coaching Topics 
An introduction to the art of selling. 
• Understand your basic job purpose 

• Identify major sales activities to perform 
• Understand the TASK of sales person 

 
 

Attitude and Mannerism while dealing with 
Customers / clients 

• Appearance and self image 
• Sales Etiquette 

• The light of inner motivation and inspiration 

 

Opening the call / conversation 
• Understanding what are Customers/clients 

needs and wants  
• The art and science of asking Q’s  
• Techniques of gaining attention  

• Develop and build long-lasting client 
relationship thru trust 

mailto:info@tqmsglobal.com

