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How to Sell Like A pro





Visit our website at 


www.newyork.dalecarnegie.com








Now, for the first time ever, the time-tested, proven sales techniques perfected by Dale Carnegie Training( are available in a three-day seminar format.  This seminar is designed for salespeople whose schedules won’t allow them to take our famous eight-week Sales Advantage course.  It has the same proven content transformed into an accelerated learning format.


In just three days, you’ll cover all the bases from prospecting to getting appointments, from establishing rapport to crafting solutions, from overcoming objections to closing the deal, from time and territory management to creating your personal success plan.


As you learn these skills, you’ll also acquire the confidence and enthusiasm that separates the pros from the run-of-the-mill.  How to Sell Like a Pro uses the proprietary Dale Carnegie Success Achievement Cycle to help you acquire the kind of winning attitude that gives prospects the confidence to buy from you.  You’ll be amazed at how your new attitude gets you by gatekeepers, helps you book appointments, builds trust quickly and leads to more and bigger sales.








    Dale Carnegie Training®


 —The Global Leader in Business Training





   Build Rapport	Understand and apply a proven selling process to 


	create partnerships


	Learn how to make buyers eager to talk with you


                                                             Establish immediate credibility to build alignment 


	with buyers


   Generate Interest 	Uncover and appeal to different buyer interests


Use power questions to get the information you need


                                                             Widen the buyer expectation gap to create interest


   Provide Solutions	Develop solutions that are unique to each buyer


   	Present solutions that are persuasive and 		convincing 


	Appeal to logic and emotions


   Resolve Objections	Find points of agreement to lower buyer resistance 


	Ask the right questions to uncover hidden 	objections


	Respond to objections with confidence


   Appeal to Motives and Gain 	Evaluate buyers to move the sale forward 


   Commitment 	Engage the prospect’s emotions in the buying process	


	Ask for the sale with confidence                                              


   Uncover Opportunities 	Penetrate existing accounts and increase 	customer loyalty 


	Prospect for results to fill your sales pipeline


	Create a referral network of champions who bring 


                                                             business to you


   Plan for Success	Develop a motivating personal vision


	Set meaningful goals to ensure higher levels of 


	sales success 


                                                             Manage your time to focus on profitable action


                                                             Create added value for clients with effective 


	follow-through


   Master the Selling Process	Tie the sales process together


  Find and communicate strengths to create	


  relationships 


	Build on the successes you have experienced in 	this program 





At a glance 		       Participants learn how to





MASTER THE SALES CYCLE 


WIN NEW BUSINESS 


STRENGTHEN THE BOTTOM LINE








Offered by


Dale Carnegie Training


780 Third Avenue


New York, NY 10017





212.750.4455		    	  FAX 212.644.8078


eric_knors@dale-carnegie.com       www.newyork.dalecarnegie.com
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The vast majority of Dale Carnegie Training® local franchising�organizations in the U.S. have been accredited


by the Accrediting Council for Continuing 


Education and Training (ACCET).
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