
 

 

 

 

 

                

 

 
 
 

 

 

 

 
 

 

 

 

Successful Selling 
 

From Idea to the Close 
 

28th July 2010  

 

 

 
 

 

 
At 

 
The Hampshire Plaza Hotel 

Lakdikapul, Hyderabad 

9:30 am to 5:30 pm 

 

A  Premium Showcase Programme 

 

Vnvision Holistic Management Consulting  
[ 

G-C, 6-3-713 Sapphire Building, Amrutha Hills, Somajiguda, Hyderabad – 500 082 A.P.                   

Tel- 040- 23415929, 66104961, 66630232   Fax: 040- 66630232 Email: services@vnvision.com 

www.vnvision.com  
Powering Ideas Through to Realization 
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http://www.vnvision.com/


 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

You will learn to:  

 

 Plan  Sales  better to increase Sales Revenue 

 Develop effective Selling techniques 

 Build long and profitable relationships with each of your  different Customers  

 Be more effective at all stages of the sale processes 

 Improve Sales Team confidence and morale 

 Inspire people to  exceed their targets by helping them improve their attitudes, skills 

and behaviors  

 

ñSuccess is the planned achievement of clearly defined Goalsò 

Objective: 

 

To provide the participants with proven 

Marketing & Sales techniques, approaches, 

knowledge and the attitude they will require 

achieving great results in todayôs competitive and 

demanding market place.  

 

Introduction 

An effective sales force has a clear and obvious 

impact on companies' efforts to achieve their 

growth targets. At the sa me time, today's 

salesperson has more challenging situations  than 

ever before, facing a myriad of challenges that can 

overwhelm even the most talented, top-notch 

performer. Over time, the role of the salesperson is 

changing ð from solo star to coordinator of a 

multifunctional ñselling teamò. Sales Professional 

achieves success today because they gain a major 

share of their targeted customers business. They 

manage the relationship and continuously build 

relationship equity. As today's sales environment is 

multifaceted, salespeople must become strategists 

with a plan. This plan requires more knowledge 

about the business, better relationships and better 

solutions. That is what ñSuccessful Sellingò 

training is all about.  This Sales management 

training holds the key to meeting company 

objectives and builds the platform for success. 



 

 
  
  
 
 
 
 
 

 
 

 
 
 
 
 
 

 
 
 
 
 
 
 

 
 
 
  
 
 
 
 
 
 
 

 
 
 
 
 

 
 
 
 
 
 
 
 
 

                 Session II   the Sales Process 
 

The Selling process 

a. Sales Planning 

b. Making the Calls 

c. Handling Objections and Queries 

d. Closing 

e. Follow-up 

Drive Sales 

a. Qualities of Smart  Salesman 

b. Seven P’s of Customer Interaction 

 

 

 

Session I     Knowing Your Customer 
 
Understanding the customer 

a. Making “King Customer” Win 

b. Credibility: The Key to a Sales Career 

c. Beyond Relationship to Customer Value 

Questioning Needs 

a. What Questioning fits into the 5 Selling steps 

b. Using Questions to Discover Needs 

Selling Benefits 

a. Focus on Customer’s needs, Benefits and Proof 

b. How to Sell Benefits 

 

Session IV Preparing & Learning for Sales 

Planning the Negotiation 

c. Why Negotiation is Important 

d. The 4 Negotiation Principles 

e. Planning to Negotiate 

Selling to Different Personality types 

a. Personality type and their Behaviors 

b. How to Sell to different Personality types 

c. How to flex your style 

Effective Team Meetings 

a. Planning for Meetings 

b. Running Effective Meetings 

Evaluation 

a. Know your day before start 

b. Plan for the day and work review 

c. Break your Annual Plan into Daily Plan 

 

 

Session III High Performance Sales 

Performance under Pressure 

a. Goal Setting 

b. Job Responsibilities 

Effective Selling Techniques 

a. Interpersonal Skills 

b. Business Etiquette 

Motivation and Engagement 

a. Satisfying Motivational Needs 

b. Asking for Referrals 

 

Programme Structure 



 

 
 
 
 
 
 
 
 
 

 
 
 
 

 
 
  
 
 
 
  
 
 
 
 
 
 
 
 
 

 
  

The Experience: 
 

I have practiced what I have learned for 

last six months and it has made 

tremendous impact on my performance.  

- Senior Manager in a manufacturing 

company 
 

[ 

Helped me concretize some of my own 

ideas and initiatives to improve the 

performance of mine and team members 

- Head (Marketing), one of growing 

Pharma Company  
[ 

The people who won awards this year 

were all part of the training  

-Head Marketing , A MNC Seed 

company 
 

The insights and brush-up session by 

you, opened new ways of thinking and 

help to dealing with them 

- Consultant, A leading Technical 

consulting firm  
 

 

The exercises made a great difference to 

our grasp of subtle issues. 

- Manager, Global IT consulting firm  
 

 

The stories instantly helped me recall 

how I could achieve a much better 

relationship with my family. 

-Sr. Manager, MNC Engineering 

services firm 

Participant Fee:  

Registration fee is Rs. 3500/ + Service Tax per 

participant, which includes course material, lunch, and 

tea. Cheque/DD should be drawn in favor of ñVnvisionò 

payable at Hyderabad.  
 

Please send the filled in registration form to 

services@vnvision.com 
 

 

 

Professionals who take care 

of Sales and  

 

You! 

 

Who should attend? 

Approach: 

We awaken the joy of creative expression and knowledge 

through various case studies, exercises and games. This 

helps the participant to relate to the present situation that he 

is facing and prepare a plan of action for next level.  

The Power of Sales Learning will help your Organization in 

 

 Wining Customer Expectations and fulfill their  requirements  

 Developing Customer Relationship and Experience Management  

 Enhancing Customer Delight and how to achieve it  

 How to implement the tactical, strategic, and sel f-management skills 

necessary in different types of selling roles  

 Achieving  requirements of  excellent customer service and produc t/service  

delivery  
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                                                                        Programme Director: 

S. Nandakumar 

Founder and President 

 Vnvision Holistic Management Consulting 

 

 

 

 

ü A Top ranked Post Graduate in Management from XLRI and Engineer from IIT (Madras) 

ü A Certified Management Consultant (CMC) with more than 30 years of corporate experience. Is a 

Certified Sales Facilitator of the Leadership Management International (LMI), Texas 

ü Has coached over 22,000 Top, Senior, Middle and Junior Managers from leading multinational 

corporations like Cognizant Technologies, GE, Baan and Intergraph, Neyveli Lignite Corporation, 

Nagarjuna Group, BHEL and Oracle Corporation, apart from public Programmes of the Centers 

Network promoted by Werner Erhardt 

ü Has established the management Consultancy operation of India’s largest Consulting firm Tata 

Consulting Services (TCS) at Chennai. Has been CEO for the Agri output Business and Group Vice 

President Corporate Planning and Business Development for the Nagarjuna Group, Hyderabad 

ü Has addressed several National and International forums including the world Business Academy 

and the ILO, the CII, the UNCTAD summit at LYONS, the Recent Coaching Assignments have been 

with Keane India, InfoTech Enterprises, Wockhardt, GVK Bio, ICICI Knowledge Park and 

Tirumala Music Centre 

ü He was the Chairman of the Institute of Management Consultants of India (IMCI), Hyderabad 

Chapter for three consecutive years and a Certified Management Consultant (CMC) of the IMCI. 

ü Guest faculty at Top B-schools like Manage, BITS Pilani, NIAM, ICFAI, IIPM and  IPE 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

                                                                        Co- Faculty 

Ms. Shyamala Rao (B.Sc, MBA)  

 

ü She has hands-on experience in line management, operational deliveries and internal/external 

interfaces in the areas of Branding, Marketing & Sales, Promotion and Public Relation. Has 

facilitated interventions at Sujana, Care Hospitals and Smart Value among others.  

ü Has facilitated Sales Training across  sectors  

ü Driven the entire Promotion, PR ,online branding  and Implementation Support of ISB, Unistab 

and  Digital Shoppy 

ü Relationship Head and Showroom In-charge at ASCO Mobile (General Motors franchisee) 

ü Brand/Marketing Manager at Lotus Chocolates handling a diversified portfolio of Singaporean 

brands. 

ü Relationship Executive  for Times of India responsible for 3 significant brand launches 

 

 

 

 

 

 

 
Some of our Clients 

 
Oracle    Intergraph     

Ramboll     Deloitte     

Dr. Reddy’s Labs    GVK Bio 

Anu’s Labs    Hyderabad Ch emicals 

Indian Immunologicals                                                Wockhardt 

Nagarjuna Group     Shriram Bioseed    

PHI Seeds (A DuPont Company)                              Hindustan Petroleum 

NTPC    NMDC 

ECIL    BHEL 

IVR Prime    Indu Projects                

JMC    APITCO    

InfoTech Enterprise     Magna Infotech     

Vasavi Power    Greenko PLC 

Tata Teleservices    Medha Servo 
 



 

 

 
 
 
 

 
 
 

 
 
 
 
 
 
 

 
  

 
 
 

 
 
 
 
 
 
 
 
 

 

 

 

 
 

 

 
 

 

 

 

 

 

 

Vnvisionõs Holistic Consulting 

Services  

Á Marketing and Sales Practice  

o Business Plan Preparation  

o Focused Counseling  

o Strategic Sales  Planning  

o Sales Process Implementation  

o Crafting Effective Sales teams  

Á Strategy Consulting  

o Visioning  

o Planning  

o Strategic Thinking  

o Concept Creation  

Á HR & Organization 

Development  

o HR Policies, Procedure, System 

and Documentation  

o Job Definition and Profiling  

o  Competency Mapping  

o Manpower Planning  

o Organization Structure Design  

Á Systems Design & 

Implementation Facilitation  

o Integrated Performance 

Management  

o Knowledge Management System  

o Project Management Systems  

Á Creating Learning 

Organizations  

o Sales Effectiveness  

o Self Management  

o Managerial Effectiveness  

o Holistic Development  

o Focused Programs  

 

Vnvision Holistic Management Consulting  

We listen deeply to your Needs  

Do you need toé 
Á Craft Strategy, Building Orga nizational Capabilities 

and Create a Learning Organization  

Á Draw up Business Plans that integrate 

organizational objectives to on the job performance 

in a manner that is clearly holistic and sustainable  

Á Build a  culture that matches hard targets with soft 

yet crucial goals like Creativity, Innovation and 

Learning  

Á Develop Marketing Strategy that cascades through 

to implementation and review  

Á Create dynamic Sales Plans that link goals with the 

daily action of each Sales Person  

Á Craft an  effective Sales Team dev elopment process  

 

What is our distinctive approach?  

Á A holistic  problem solving  approach -  no piecemeal 

quick fix  

Á A bias for action to ensure clear  timelines and 

responsibility  

Á A Process driven methodology involving those who 

will implement  

 

Vnvisionõs Marketing and Sales Practice  

 

Vnvision helps companies improve Sales 

Productivity through:  

1. Business and Sales Plan Preparation linkage with 

activity  

2. Action plan for Performance Development of each 

individual   

3. Sales Consulting & Sales Process Development  

4. Sales Force Performance Assessments  

5. Marketing & Sales Capability Building  

6. Strategic Account Management  

7. Market Research  

 

 

 



 

 

       ñSuccessful Selling 
From Idea to the Close ò 

Registration Form 

               

 

 

1. Name (Mr. / Mrs. / Ms.): 
éééééééééééééééééé 
 

2. Designation: ééééééééééééééééééééééééé 
 
3. Name of the Organization: ééééééééééééééééé 
 
4. Qualification: ééééééééééééééééééééééé 

 
5. Address for Communication: ééééééééééééééééééé

                         
ééééééééééééééééééééééééééééééééééé 

      
  éééééééééééééééééééééééééééééééééééé 
                       
6. Contact No: éééééééééééééééééééééééé 

 
7. E-mail: ééééééééééééééééééééééééééééé 
 
8. Payment can be made by Cash / Cheque / DD 

 
Cheque / DD to be issued in favor of òVnvisionó Payable at Hyderabadó. 

Cheque/DD No. ééééééé drawn on ééééééé. datedééééé 

 

Note: Reservations can be made by contacting 

040-23415929 / 040 ð 66630232 

Tele-Fax your Registration Form to 040 ð 66630232.                                 

 


