PROMOTION =

-
IDEA
.

STRATESY

SALES VS
MARKETING

Lbalt dayud) ilagay G gui & Londie olyidl

a5 idaall
ar :allf

PM1-117 : s st oS

* Loadio wlapre wliagiliwly lidi 5 g,

o Lolipday digaall gy suill (sulis ogd.

o Loslilly Jualsill wilhlge 51540

o 2yllads odaall oolidhe §,0u] 1 L.

o Dbl Julaiy ol By sl Joa 65,5 o luiSI


http://holistiquetraining.com/ar/course/advanced-sales-and-marketing-mastery-ar

s sqoal!

:Ja.ms».dl sda

o mihlee 515 o sray ulll wlapall Jlae 8 Gl siaall.

o fosiie wladlyiul w4l o sisg ouill Gisuill & praiasisll.
o Jloc¥l 45k (5 puta.

o Wl il Olanals Jlac¥l ol

fan ey oS Liall s - Jo S Olagtuwdly (gl 5o 5a1) SUSU (batll sl oo de site de sams 555001 1ia auatuy
Jmily pany 535 i elaadl dlainall oY laally 2aa¥l 15 dpwlu¥ oY laall e ¢ gl bylual Al ool
ol lgall sia Gurlet 248K il Al Jalay oS Lbiall a s . ogil Lo copmuntl Zyarlaill oy Laill 2o 331 ol 03!
deall 2y (&l la¥ly o laill

saalall

et Lo« 3z suilly olaggall Jlon 3 Zosiiall 28 pnally ool lpally oS Ul sy 5530 ISl galiall 138 yanc (3
2o 3301 2oLl ¥ laall iy g« Laall Bl (gl gl s 85500l 15 pmng o il 3 3 25l
il y wlagall & rlaall Guiaal

ol bbaaally oy sSIl s siae

Section 1: The Modern Sales Environment

e Understanding contemporary sales trends.

e Key competencies of successful salespeople.



e Assessing sales performance indicators.

* |dentifying root causes of sales challenges.

Section 2: Strategic Sales Planning

 Effective time management for salespeople.
* Developing a sales success strategy.
e Setting and achieving sales goals.

¢ Conducting account and territory analysis.

Section 3: Advanced Sales Techniques

e Effective prospecting and lead generation.
e Structuring and delivering impactful presentations.
e Overcoming objections with ease.

* Closing techniques that secure business.

Section 4: Marketing Essentials

e Exploring different marketing models.
e Understanding the psychology of marketing.
 Digital marketing strategies and tools.

e Utilising data analytics for marketing insights.

Section 5: Managing Customer Relationships

¢ Building and maintaining customer relationships.
e Advanced negotiation skills.
e Implementing customer care philosophies.

e Responding to diverse buyer behaviours.
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WHAT'S A PRICING STRATEGY?
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