“Building a Sales Culture” by Michael Wickett
Industry Key Points

●   Industries are becoming very competitive and more complex in product and services.

●   Companies cannot achieve their goals by using the skills and strategies of yesterday.

●   Companies must focus on growth through “differentiation” which is dependent upon the ability of the sales team to create customers for life.

●  The top 3% of successful companies in America invest at least 1% of their annual gross sales to training their sales force.

●  In order to make a quantum leap in sales and growth, a company must change the behaviors of its employees.  The only way to successfully change behavior is with “spaced repletion” training.

Michael Wickett models his training after the skills of the top 10% of Sales Professionals in the world (who obtain 90% of revenues).  Michael delivers a high content program for both Managers and Customer Service Representatives to create a new sales culture by addressing the following topics:

►  Skill with Questions (the foundation of selling)


►  Selling Value (focusing on customer results)


►  Gaining Favorable Attention (priming prospects to be receptive to hearing about Your Value-added products and services)


►  Creating Powerful Evidence (to eliminate ‘doubt’)


►  Trial Closing and Closing Techniques


►  A Complete Review (essential to reinforce and retain skills)

Each session varies from 90 minutes to 2 hours in length.  This allows attendees to maintain their normal work flow and practice the skills they learn immediately.  The program is completely custom designed to focus on your desired outcome of creating a highly effective sales culture.
