
 

 

 

Sales Excellence Programme 
Using World Renowned SPIN Selling Methodology 

 
““It’s not about having the right opportunities. It’s about handling the opportunities right”” 

 
Overview 
The sales landscape has changed beyond almost all recognition in recent years and today it takes greater 
skill, acumen and determination to win new customers and retain existing accounts. Self-serving sales reps 
are continually being left out in the cold, in the wake of a new generation of ‘strategic partners’ whose 
customers have come to rely on, not just for their product or service, but for the value those sales 
professionals bring to their bottom line.  
 
This programme is a sample of the type of training content delivered by Bespoke Sales, and is designed to 
transform your sales team into veracious, value adding, trusted advisors whom your customers simply 
cannot operate without.  
 
By using a spaced learning approach throughout this programme, your team will be able to:  
 

• Get through to more prospects, in less time 

• Qualify more thoroughly 

• Make memorable, winning presentations 

• Close faster and generate more referrals than ever before  
 

The skills and techniques taught during this programme aim to: 
 

• Double the rate at which pipelines are filled 

• Reduce sales cycles 

• Increase order values 

• And close at a rate your industry will envy! 
 
All attendees will take away practical skills, tools and action plans to move them from sales reps to 
strategic partners, which will result in dramatically increased sales and profitability. At Bespoke, our ethos 
is to create lasting behavioural change, guaranteed to provide measurable results – and we do this 
through a spaced learning approach, evidence based development and a commitment from internal 
managers to following up on training content.  
 
What will I learn? 
By the end of the course your team will be able to: 

 Identify the 9 personal qualities all top producers use to gain their competitive advantage  

 Set clear and focused goals aimed at both short and long-term sales success 

 Create action plans around listening skills, body language and winning in a complex 

environment 



 

 

 Define, with absolute clarity, the ideal customer and be confident in using all research tools 

to create smart call prospecting 

 Complete a smart call opening statement which gets through more doors 

 Determine the true buyer motivations behind all opportunities 

 Build a bank of top quality questions which pull out real pain points, using the world-renowned 

SPIN selling methodology 

 Use questions to pre-empt objections, making closing faster and less stressful 

 Turn ‘objections’ into selling opportunities while building trust and credibility 

 Present solutions, using customers language, and sell to their hot buttons 

 Negotiate a win-win close every time 

 Leverage relationships in order to create cross sell and up sell opportunities for the future 

 Take away the formula for creating an abundance of top quality referrals 

 

What will the training cover? 

• Personal qualities essential for sales success 

• Listening skills and body language 

• Ideal customer profile 

• Prospect research tools and prospecting skills 

• Relationship building and understanding buyer motivations 

• SPIN Selling questioning and needs analysis 

• Presenting solutions 

• Handling objections 

• Closing skills 

• Up selling, cross selling, repeat sales and referrals 

 
 
Is this right for me? 
As a front-line sales professional, this programme will empower you to excel in your sales career, 
allowing you to maximise your commission earnings. To those of you new to sales, you will quickly learn 
how to become a top producer. For those more experienced attendees, the programme will refresh the 
skills needed to stay on top of your game and maintain your competitive advantage in today’s complex 
environment.  
As a sales manager, this programme will arm your entire sales team with the tools they need to generate 
record numbers of new accounts, retain and grow existing accounts, and exceed sales targets 
consistently – avoiding the discomfort of unpredictable results.  
 
Duration? 
4x1 day, scheduled at three-week intervals, plus ½ day consolidation 

 


