ARTHASHASTRA TRAINING ACADEMY LLP
Sales Mastery Program (SMP)
Sales Coach: Ankit
Email: ankit@arthashastra.business
Mobile: 97528-09028

Sales Mastery Program Introduction

In today’s hyper-competitive business landscape, having a good product or service isn’t
enough. What separates average companies from top performers is how well their sales
teams execute. And that execution starts with effective sales training.

%? 1. Productivity Is Not About Working Harder—It's About Selling Smarter

Sales training equips teams with proven frameworks, tools, and techniques that eliminate
guesswork. Reps learn how to:

Prioritize high-conversion activities
Qualify leads faster and better
Navigate objections with confidence

Close deals more consistently

When every rep knows what to say, how to say it, and when to say it, they move
faster—and with more impact.
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Trained sales reps outperform untrained reps by up to 57% in productivity.

37 2. skill > Luck: You Can’t Scale Hope



Hoping a rep will figure it out or that one “rockstar” will carry the team is a broken model. A
great sales culture depends on replicating excellence, not relying on it.

Training helps create:

e Standardized sales processes that scale
e Consistent customer experiences across the team
e Confidence and clarity in conversations

SKILL
>

LUCK

When skills are taught, practiced, and reinforced, performance becomes predictable—not

accidental.

.=] 3. Training Builds a Culture of Growth & Accountability

Sales training isn't just about scripts and strategies—it's about shaping mindset and

behavior.

A strong training program:



e Instills a growth mindset across the team
e Encourages healthy competition and collaboration
e Fosters accountability—everyone knows what “great” looks like

TRAINING
BUILDS A
CULTURE OF

GROWTH&
ACCOUNTABILITY

When reps see improvement, they feel empowered. That energy feeds into the
culture—and culture drives results.

“2 4. It’s Not Just Training. It’s Future-Proofing.
Markets shift. Products evolve. Buyers change.
Sales training ensures your team is:

e Adaptable to changing trends
e Aligned with business goals
e Always learning and staying sharp



STOP
LEARNING

STOP
WINNING

A team that stops learning is a team that stops winning.

5. Training Isn’t a Cost. It’s a Multiplier.

Companies that invest in continuous sales training don’t just increase revenue. They build
sales machines, where:

Reps are more productive
Teams are more aligned
Culture is competitive yet supportive

Growth becomes part of the DNA



Because when your sales team wins, your entire company grows.



Arthashastra’s Certified Sales Mastery Program
( TOPICS )

Sales Passion: Ignite your inner fire for higher results

Pre-Call Rituals of Top Performers-Pre call preparation techniques
Cracking The Code: Uncover hidden buyer needs

Dial Like a Pro: Voice, Vibes and Victory- Tele calling techniques
Fearless Cold Calling: Breaking through the silence

How to Qualify Leads Efficiently: Spotting genuine opportunities through UPI Model
Personal Development and Emotional Intelligence in Sales

Opening Techniques: Overcoming initial hurdle challenges

9. Closing with conviction: Overcoming final hurdle challenges

10. Overcome Smokescreen Objections: Preemptive Strategies (Session:1)
11. Overcome Smokescreen Objections: Preemptive Strategies (Session:2)
12. Overcome Smokescreen Objections: Preemptive Strategies (Session:3)
13. Effective Demo Strategies: Turn showcases into Sales

14. Identifying and Overcoming Decision-Making Delays

15. Developing a Value-Based Selling Approach

16. The Ultimate Follow-Up Hack: Keep the Conversation Alive

17. High Ticket Sales-Neuroscience Techniques

18. Mastering the Art of Persuasion: Influence with Integrity

19. Ignite Your Confidence: Crush Sales Anxiety

20. Storytelling for Sales: Make your Pitch Memorable

21. The Psychology of Selling: Tap Into Your Customer’'s Mind

22. Winning Negotiation Tactics: Seal the Deal with Confidence

23. Beyond the Pitch: Building a Sales Funnel That Converts

24. Upsell Like a Boss: Grow Revenue with Ease

@GN~ DNA

SESSION PLAN

Session : 1 Sales Passion - Ignite Your Inner Fire for Higher Results

Duration: 1.5 Hours



Brief Description: Sales passion is the emotional fuel that drives consistent action,
resilience, and peak performance. It's more than motivation—it’'s the why behind every call,
pitch, and follow-up. Passionate salespeople don’t just chase targets—they chase impact,
and that mindset directly translates into better client relationships, increased conversions,
and long-term success.

Why Training on This Topic Helps:

1. Builds Purpose-Driven Sellers:
Training helps reps connect their personal values and goals to the bigger mission,
making their work more meaningful and energetic.

2. Boosts Confidence & Resilience:
Passion amplifies confidence. Training helps reps overcome fear of rejection, handle
objections better, and bounce back faster from losses.

3. Improves Engagement & Energy on Calls:
A passionate tone is contagious. Prospects can sense it. Passion training enhances
communication style, presence, and influence.

4. Sustains Performance Under Pressure:
Targets get tougher. Markets shift. But a passion-fueled mindset keeps salespeople
focused and driven even in high-stress cycles.

5. Creates a Winning Culture:
Passion isn't taught—it’s sparked. Group training around this topic fosters
camaraderie, positivity, and healthy competition.

Bottom Line:
When sales teams are trained to tap into their passion, they don'’t just perform better—they
enjoy the journey more, stay longer, and grow faster. Passion turns pressure into power.

Session : 2 Pre-Call Rituals of Top Performers — Pre-Call Preparation Techniques
Duration: 1.5 Hours

Brief Description: The top 1% of sales performers don’t “wing it"—they prepare with
purpose. Pre-call rituals are the strategic routines and mental frameworks elite sellers use
before every client interaction. These rituals go beyond reviewing notes—they align mindset,
message, and intent to deliver high-impact conversations. Pre-call preparation sets the tone
for control, confidence, and conversion.

Why Training on This Topic Helps:



1. Sharpens Focus and Intent:
Salespeople learn how to set clear objectives for the call—what to uncover, what to
offer, and what outcome to drive.

2. Reduces Call Anxiety:
Structured rituals like role-play, mental scripting, and voice warm-ups help reps start
calls strong and stay in control.

3. Improves Questioning & Listening:
Preparation boosts the quality of discovery questions, leading to deeper insights and
more tailored solutions.

4. Increases Call Effectiveness:
When reps prepare for objections, anticipate needs, and personalize their approach,
they convert faster and close bigger.

5. Drives Consistent High Performance:
Rituals create consistency. Training helps reps adopt habits that make every call feel
intentional—not rushed or reactive.

Bottom Line:

Training your team on pre-call preparation techniques isn’t just about structure—it’'s about
sharpening their edge. When preparation becomes a ritual, performance becomes
predictable—and predictability drives revenue.

Session : 3 Cracking The Code — Uncover Hidden Buyer Needs
Duration: 1.5 Hours

Brief Description: Behind every stated buyer need lies a deeper, often unspoken
motivator—the real reason they’ll say yes or no. "Cracking the Code" is about moving
beyond surface-level questions to uncover what truly drives a buyer's decision-making:
fears, ambitions, pain points, and internal pressures. It's the skill of decoding cues, reading
between the lines, and turning conversations into insights.

Why Training on This Topic Helps:

1. Transforms Reps into Strategic Advisors:
Training teaches reps how to go beyond the product pitch and start solving real
business problems, making them more valuable to the buyer.



2. Enhances Discovery Conversations:
Reps learn how to ask layered, high-impact questions that reveal needs the buyer
hasn’t verbalized yet.

3. Increases Deal Velocity and Size:
By understanding emotional and strategic triggers, reps can position solutions more
powerfully and close larger, faster deals.

4. Builds Trust and Buyer Confidence:
When reps show they "get" the buyer’s world better than the buyer expected, trust is
built—and trust accelerates decision-making.

5. Reduces the Risk of Ghosting or Stalls:
Reps who uncover true needs can tailor follow-ups and proposals with precision,
keeping the momentum alive.

Bottom Line:

Training your sales team to uncover hidden buyer needs is like giving them X-ray vision.
They don'’t just sell—they diagnose, differentiate, and deliver with depth. And that’'s how
great sales conversations become closed deals.

Topic : 4 Dial Like a Pro — Voice, Vibes, and Victory (Telecalling Techniques)
Duration: 1.5 Hours

Brief Description: In telecalling, how you say something is often more powerful than what
you say. “Dial Like a Pro” focuses on mastering the three V’s: Voice (tone, clarity, pace),
Vibes (energy, attitude, presence), and Victory (call outcomes). It's about turning cold calls
into warm conversations and average reps into phone warriors. Top performers don't just
make calls—they make an impact.

Why Training on This Topic Helps:

1. Enhances First Impressions:
Voice modulation and tone training help reps sound confident, credible, and
engaging from the very first second.

2. Boosts Energy and Connection:
Vibe is everything on a call. Training helps reps bring positive energy, emotional
intelligence, and active listening into every interaction.



3. Improves Handling of Objections & Rejections:
Through real-call simulations and script drills, reps learn how to stay composed,
redirect objections, and keep control of the call.

4. Drives Call Conversions:
With structured opening hooks, question flows, and closing techniques, reps become
sharper at driving outcomes—be it a meeting booked or a deal advanced.

5. Builds Call Confidence and Consistency:
Practice-backed rituals and feedback loops in training ensure reps sound like pros
on every single dial, not just the lucky ones.

Bottom Line:

Telecalling is a craft—and like any craft, it demands technique, tone, and timing. Training on
“Dial Like a Pro” equips your sales team with the tools to dominate the phone, lift conversion
rates, and turn dials into deals.

Topic : 5 Fearless Cold Calling — Breaking Through the Silence
Duration: 1.5 Hours

Brief Description: Cold calling is one of the toughest yet most powerful tools in sales—if
done fearlessly. "Fearless Cold Calling" is about shedding hesitation, embracing the
unknown, and confidently initiating conversations that others avoid. It’s not just dialing
numbers; it's about breaking through the silence with purpose, presence, and persuasion.
Top performers don’t fear cold calls—they own them.

Why Training on This Topic Helps:

1. Eliminates Call Reluctance:
Training helps reps reframe fear of rejection into opportunity, building confidence
through mindset shifts and proven tactics.

2. Strengthens Opening Hooks:
Reps learn how to grab attention in the first 5 seconds and spark curiosity—turning
cold intros into warm dialogues.

3. Improves Objection Handling:
Training equips reps with scripts and reflex responses to handle brush-offs like “I'm
not interested” or “Call me later” with calm and control.



4. Boosts Call Volume & Quality:
Fearless reps make more calls—and make them count. Training instills rhythm,
structure, and consistency in daily outreach.

5. Increases Pipeline Opportunities:
Cold calling, when done right, creates fresh conversations and new leads—fueling
the top of the funnel with quality prospects.

Bottom Line:

Fear is the biggest barrier in cold calling—not the script, not the product. Training your team
to call with courage and clarity helps them break through the noise, start meaningful
conversations, and fill the pipeline with confidence.

Session : 6 How to Qualify Leads Efficiently — Spotting Genuine Opportunities through the
UPI Model

Duration: 1.5 Hours

Brief Description: Time is the most valuable currency in sales. “How to Qualify Leads
Efficiently” using the UPI Model (Urgency, Potential, Intent) empowers sales professionals to
focus on high-quality prospects instead of wasting energy on dead-end leads. It's about
asking the right questions, recognizing buying signals, and prioritizing leads who are ready,
relevant, and real.

Why Training on This Topic Helps:

1. Improves Lead Filtering:
Training helps reps identify red flags early and use the UPI model to assess whether
a lead is worth pursuing or passing.

2. Boosts Conversion Rates:
By focusing only on leads with genuine urgency, real potential, and clear intent, reps
close faster and more consistently.

3. Reduces Wasted Effort:
Instead of chasing every inquiry, reps learn to prioritize their pipeline, saving time
and maximizing productivity.

4. Enhances Discovery Skills:
Training teaches how to ask smarter questions that reveal buying readiness and



decision-making power.

5. Builds a Healthier Pipeline:
A well-qualified pipeline is a high-performing one. The UPI model ensures the funnel
is filled with leads that can actually convert.

Bottom Line:

Qualifying isn't about saying “yes” to everyone—it’s about confidently saying “no” to the
wrong ones. Training your sales team on the UPI Model helps them spot real opportunities,
work smarter, and win bigger with less noise and more focus.

Session : 7 Personal Development and Emotional Intelligence in Sales
Duration: 1.5 Hours

Brief Description: Success in sales isn't just about techniques—it's about who you are when
you show up. Personal development and emotional intelligence (EQ) are the inner engines
that drive outer performance. Reps with strong self-awareness, emotional control, empathy,
and growth mindsets connect deeper, sell smarter, and bounce back faster. It's about
mastering yourself before mastering the sale.

Why Training on This Topic Helps:

1. Improves Emotional Control Under Pressure:
Training in EQ helps reps stay calm and composed during rejections, objections, or
tough negotiations.

2. Enhances Empathy and Listening Skills:
Reps learn to understand what the buyer feels—not just what they say—leading to
stronger trust and better rapport.

3. Builds Confidence and Self-Awareness:
Personal growth tools help reps identify blind spots, manage limiting beliefs, and
show up more intentionally in sales conversations.

4. Strengthens Relationships, Not Just Transactions:
EQ-driven reps focus on human connection, leading to more referrals, renewals, and
long-term partnerships.

5. Creates Resilient, Growth-Oriented Teams:
A culture of personal development leads to motivated, accountable reps who learn



from failure and constantly improve.

Bottom Line:

When salespeople grow personally, they perform professionally. Training on emotional
intelligence and personal development creates high-impact sellers who connect, adapt, and
lead—no matter the market or challenge.

Session : 8 Opening Techniques — Overcoming Initial Hurdle Challenges
Duration: 1.5 Hours

Brief Description: The first few seconds of any sales interaction are make-or-break. Whether
it’s a cold call, meeting, or pitch, the opening sets the tone, builds or breaks trust, and
determines whether the conversation moves forward or falls flat. Mastering opening
techniques is about overcoming the initial resistance, grabbing attention, and creating
instant relevance—before the prospect checks out.

Why Training on This Topic Helps:

1. Builds Instant Credibility and Trust:
Training equips reps with impactful openers that communicate confidence, clarity,
and value right away.

2. Reduces Resistance and Awkward Starts:
Reps learn how to disarm skepticism, handle gatekeepers, and shift conversations
from “What do you want?” to “Tell me more.”

3. Increases Engagement Rates:
Strong openers lead to better attention spans, deeper conversations, and more
qualified discovery.

4. Provides Tested Frameworks and Scripts:
Instead of guessing, reps get proven techniques like curiosity statements, value-first
intros, or problem-led openings.

5. Boosts Overall Conversion:
When the first impression is strong, the rest of the sales process becomes
smoother—because the hardest part is already won.

Bottom Line:
Opening a conversation is the toughest hurdle in sales—but also the most rewarding to



master. Training your team on effective opening techniques helps them break the ice, build
quick rapport, and set the stage for high-impact sales conversations.

Session : 9 Closing with Conviction — Overcoming Final Hurdle Challenges
Duration: 1.5 Hours

Brief Description: The close is where the deal is won—or lost. “Closing with Conviction” is
about finishing strong, handling last-minute objections with confidence, and guiding the
buyer to a clear decision. It’s not about pressure—it’s about certainty, clarity, and timing.
Top closers don’t stumble at the finish line—they lead their prospects across it with
conviction.

Why Training on This Topic Helps:

1. Boosts Confidence in High-Stakes Moments:
Training prepares reps to ask for the sale boldly, without hesitation or fear of
rejection.

2. Equips Reps with Proven Closing Techniques:
From assumptive to urgency-based closes, reps learn when and how to use the right
approach for the right prospect.

3. Strengthens Objection Handling at the Finish Line:
Reps are trained to address late-stage doubts, hidden concerns, and pricing
pushbacks without losing momentum.

4. Reduces Deal Drop-Offs and “Think It Over” Responses:
A strong close creates clarity and commitment, reducing no-decision outcomes and
ghosting.

5. Improves Forecast Accuracy and Revenue Predictability:
Confident closers bring deals to a clear conclusion—yes or no—resulting in cleaner
pipelines and better forecasting.

Bottom Line:

The best salespeople don’t just pitch well—they close with certainty. Training your team on
“Closing with Conviction” empowers them to overcome hesitation, handle late-stage
resistance, and seal more deals—consistently and confidently.



Session 10,11,12 : Overcome Smokescreen Objections — Preemptive Strategies
Duration: 1.5 Hours

Brief Description: Smokescreen objections like “Let me think about it,” “Send me some
information,” or “It’s too expensive” often mask the buyer’s real concern. They’re not true
objections—they’re stalls. Learning to recognize and overcome these with preemptive
strategies helps sales reps stay in control, uncover the truth, and move the deal forward with
clarity and confidence.

Why Training on This Topic Helps:

1. Teaches Objection Diagnosis:
Reps learn to differentiate between real objections and smokescreens—so they
don’t waste time solving the wrong problem.

2. Equips with Preemptive Scripts:
Training provides powerful language patterns and question frameworks to surface
hidden concerns before they become roadblocks.

3. Builds Conversational Control:
Reps stay composed, curious, and in command—steering the conversation with
purpose instead of getting thrown off track.

4. Shortens Sales Cycles:
By handling objections before they arise, reps prevent stalls and accelerate
decisions.

5. Improves Close Rates:
When buyers feel truly understood (not just heard), they’re more likely to open up,
trust, and commit.

Bottom Line:

Smokescreen objections don’t stop great salespeople—they sharpen them. Training on
preemptive objection-handling gives your team the mindset, techniques, and confidence to
uncover truth, eliminate guesswork, and close more deals—faster and smarter.

Session 13 : Effective Demo Strategies — Turn Showcases into Sales

Duration: 1.5 Hours



Brief Description: A product demo isn’t just a walkthrough—it’s your best shot at showing
how your solution transforms the buyer’s world. "Effective Demo Strategies" focuses on
delivering tailored, value-driven demos that speak directly to the prospect’s needs, pain
points, and goals. Great demos don’t just inform—they convert.

Why Training on This Topic Helps:

1. Teaches Personalization Over Presentation:
Reps learn to tailor every demo around the buyer’s specific use case, making it
relevant, engaging, and solution-focused.

2. Improves Storytelling and Flow:
Training helps reps craft a compelling narrative around the product—connecting
features to real outcomes instead of just listing functions.

3. Builds Confidence with Tools & Tech:
A smooth, well-practiced demo eliminates awkward pauses and technical hiccups
that can break credibility.

4. Handles Questions and Objections Live:
Reps are trained to navigate interruptions, address objections mid-demo, and keep
the conversation fluid and outcome-focused.

5. Increases Win Rates Post-Demo:
Effective demos create clarity and conviction, turning interest into intent and intent
into closed deals.

Bottom Line:

A good demo shows what the product does. A great demo shows why it matters. Training
your team on effective demo strategies ensures they don’t just demo—they sell through it,
creating real buying momentum with every click and conversation.

Session 14 : Identifying and Overcoming Decision-Making Delays
Duration: 1.5 Hours

Brief Description: One of the biggest threats to closing a deal isn’t rejection—it’s indecision.
“Identifying and Overcoming Decision-Making Delays” equips sales teams to recognize early
warning signs of stalled deals, uncover the root causes behind a buyer’s hesitation, and use



strategic tactics to keep the momentum moving forward. The best salespeople don’t just
wait—they guide decisions.

Why Training on This Topic Helps:

1. Teaches Reps to Spot Red Flags Early:
Training helps reps identify patterns of delay—vague timelines, multiple
stakeholders, or non-committal language—before deals go cold.

2. Uncovers the Real Reason for Stalls:
Reps learn how to dig deeper using diagnostic questions to reveal hidden concerns,
internal politics, or risk aversion.

3. Equips Reps with Actionable Tactics:
Whether it's setting clear next steps, offering decision deadlines, or creating
urgency, training provides tools to move stalled deals forward.

4. Improves Forecast Accuracy:
When delays are addressed head-on, reps can better predict deal closures and
maintain a healthier, more realistic pipeline.

5. Boosts Closing Speed and Confidence:
Training instills the confidence to challenge delays diplomatically, helping reps lead
prospects toward clear outcomes.

Bottom Line:

Indecision kills deals quietly. Training your sales team to recognize and overcome
decision-making delays helps them maintain control, build momentum, and turn “maybe
later” into “let’s move forward.”

Session 15 : Developing a Value-Based Selling Approach
Duration: 1.5 Hours

Brief Description: Value-based selling is about shifting the focus from what you’re selling to
why it matters to the buyer. Instead of pitching features or price, sales reps learn to connect
their solution directly to the customer’s goals, challenges, and desired outcomes. It’s not
about pushing a product—it’s about solving a problem. This approach positions salespeople
as trusted advisors, not just vendors.

Why Training on This Topic Helps:



1. Improves Customer Alignment:
Training teaches reps how to uncover what the buyer truly values—so every pitch,
demo, and proposal is tailored to those priorities.

2. Increases Deal Size and Retention:
When reps sell on value, not price, buyers are more willing to invest—and more
likely to stay loyal.

3. Elevates Sales Conversations:
Reps move from transactional conversations to strategic discussions, gaining more
influence with decision-makers.

4. Reduces Discounting Pressure:
By proving ROl and relevance, reps can defend pricing and avoid the trap of
competing on cost.

5. Strengthens Competitive Positioning:
When the conversation is about value, not features, competitors become less
relevant and differentiation becomes clearer.

Bottom Line:

Buyers don’t want to be sold—they want to be understood. Training your team in
value-based selling turns reps into problem-solvers who drive real impact, leading to
stronger relationships, bigger wins, and long-term growth.

Session 16 : The Ultimate Follow-Up Hack — Keep the Conversation Alive
Duration: 1.5 Hours

Brief Description: In sales, fortune truly lies in the follow-up—but most reps either give up
too soon or follow up the wrong way. “The Ultimate Follow-Up Hack” is about mastering the
art of consistent, value-driven follow-ups that don’t annoy, but advance the sale. It’s not just
about checking in—it’s about keeping the conversation alive, relevant, and moving forward
with purpose.

Why Training on This Topic Helps:

1. Teaches Strategic Follow-Up Timing & Frequency:
Reps learn when to follow up, how often, and how to space their outreach to stay
top-of-mind without being pushy.



2. Elevates Follow-Up Quality:
Training helps reps move beyond “Just checking in...” and craft follow-ups that offer
insight, add value, and invite engagement.

3. Improves Response Rates:
With better messaging and personalization tactics, reps break through inbox noise
and spark more replies.

4. Reduces Pipeline Drop-Offs:
Consistent, smart follow-ups keep prospects warm, maintain momentum, and
reduce deals going dark.

5. Builds Trust and Buyer Readiness:
When follow-ups feel helpful—not desperate—buyers are more likely to stay
engaged and move toward a decision.

Bottom Line:

The deal isn't lost when the call ends—it’s lost when follow-up is weak. Training your team
on follow-up mastery helps them re-open doors, reignite interest, and turn “not now” into
“let’s do it.”

Session 17: High Ticket Sales — Neuroscience Techniques
Duration: 1.5 Hours

Brief Description: High-ticket sales aren’t just about persuasion—they’re about
understanding how the buyer’s brain works. Using neuroscience techniques, sales reps can
tap into the emotional and psychological triggers that influence high-stakes decisions. This
approach goes beyond logic and features—it speaks to trust, certainty, and perceived value,
which are crucial when large investments are on the line.

Why Training on This Topic Helps:

1. Enhances Emotional Intelligence in Selling:
Reps learn how emotions like fear, trust, urgency, and reward influence buying
behavior—especially in high-value deals.

2. Strengthens Trust-Building Techniques:
Neuroscience-based strategies teach how to create psychological safety, reduce
buyer anxiety, and build faster rapport.



3. Increases Buyer Confidence and Clarity:
By structuring conversations to align with how the brain processes decisions, reps
help buyers feel more certain and in control.

4. Optimizes Message Framing:
Training helps reps frame their pitch around outcomes, not features—activating the
brain’s reward system and boosting perceived ROI.

5. Improves Closing Rates on Premium Offers:
When reps understand and apply cognitive triggers, they can navigate complex
objections, reduce hesitation, and close high-ticket deals with more consistency.

Bottom Line:

Selling high-ticket items requires more than a pitch—it requires psychology. Training your
team in neuroscience-backed sales techniques equips them to sell smarter, connect deeper,
and close bigger deals by aligning with how decisions are actually made.

Session 18 : Mastering the Art of Persuasion — Influence with Integrity
Duration: 1.5 Hours

Brief Description: Persuasion is not about manipulation—it's about influence with integrity.
“Mastering the Art of Persuasion” teaches sales professionals how to ethically guide
decisions by understanding buyer psychology, earning trust, and communicating with clarity
and conviction. True persuasion is about helping the customer see why your solution
matters—on their terms.

Why Training on This Topic Helps:

1. Builds Ethical Influence Skills:
Reps learn to persuade through value, empathy, and credibility—not pressure
tactics—creating long-term trust.

2. Strengthens Message Framing:
Training helps reps position their offering in ways that speak directly to the buyer’s
emotions, logic, and values.

3. Improves Objection Navigation:
Persuasive reps don’t argue—they reframe. Training develops techniques to shift
perspectives and handle objections gracefully.



4. Increases Buy-In and Action:
By using storytelling, social proof, and confidence-driven language, reps create a
sense of urgency and alignment without being pushy.

5. Elevates Sales Conversations:
The best persuaders inspire, not convince. This training helps reps lead more
impactful conversations that motivate buyers to say yes with certainty.

Bottom Line:

Persuasion done right feels like clarity, not pressure. Training your sales team to influence
with integrity builds stronger relationships, higher conversions, and a reputation of trust that
drives long-term success.

Session 19 : Ignite Your Confidence — Crush Sales Anxiety
Duration: 1.5 Hours

Brief Description: Sales success starts with self-belief. “Ignite Your Confidence” focuses on
helping sales professionals overcome fear, self-doubt, and anxiety that often hold them back
during cold calls, meetings, or high-pressure pitches. It’s about rewiring mindset, building
inner strength, and stepping into every sales conversation with clarity, composure, and
conviction.

Why Training on This Topic Helps:

1. Builds Mental Resilience:
Reps learn how to manage nerves, rejection, and pressure using mindset tools,
affirmations, and visualization techniques.

2. Boosts Communication Presence:
Confident reps speak with authority, maintain better control in conversations, and
naturally gain trust from prospects.

3. Improves Risk-Taking and Initiative:
Training helps reps push past hesitation—making bold calls, asking direct questions,
and closing with intent.

4. Reduces Call Reluctance and Overthinking:
With practical frameworks and psychological tools, reps shift from anxiety to action



and increase productivity.

5. Creates a Culture of Self-Belief and Ownership:
Confident teams perform better, support each other, and bring high energy into
every pitch, meeting, and objection.

Bottom Line:

Confidence is the fuel that powers performance. Training your sales team to crush anxiety
and ignite belief within themselves leads to stronger conversations, higher conversions, and
unstoppable momentum in the field.

Session 20 : Storytelling for Sales — Make Your Pitch Memorable
Duration: 1.5 Hours

Brief Description: Facts tell, but stories sell. “Storytelling for Sales” teaches reps how to
transform data, features, and benefits into compelling narratives that captivate attention,
build emotional connection, and make their pitch unforgettable. A great story doesn’t just
inform—it inspires action, builds trust, and leaves a lasting impression.

Why Training on This Topic Helps:

1. Captures Attention Instantly:
Reps learn how to open conversations with relatable, relevant stories that hook
prospects from the start.

2. Simplifies Complex Solutions:
Training teaches how to turn technical jargon into clear, engaging narratives that
prospects understand and remember.

3. Creates Emotional Connection:
Stories humanize the pitch and make it easier for buyers to see themselves
benefiting from the solution.

4. Builds Trust and Credibility:
Sharing customer success stories and real-world use cases increases authenticity and
reinforces social proof.

5. Drives Action and Recall:
People forget pitches—but they remember stories. Training ensures reps pitch in a



way that lingers long after the call ends.

Bottom Line:

In a crowded market, the best way to stand out is through story. Training your sales team in
storytelling helps them turn product talk into persuasive, human conversations that win
hearts—and deals.

Session 21 : The Psychology of Selling — Tap Into Your Customer’s Mind
Duration: 1.5 Hours

Brief Description: Great salespeople don’t just sell products—they understand how people
think. “The Psychology of Selling” focuses on the mental and emotional triggers that drive
buying decisions. It’s about decoding customer behavior, anticipating reactions, and tailoring
your approach to match how the brain processes trust, urgency, value, and risk.

Why Training on This Topic Helps:

1. Deepens Buyer Understanding:
Reps learn to identify key psychological motivators like fear, desire, status, and
certainty—unlocking deeper conversations.

2. Enhances Persuasion Without Pressure:
Training shows how to guide decisions using cognitive triggers (like reciprocity,
scarcity, and social proof) ethically and effectively.

3. Improves Objection Handling:
By understanding what’s behind the objection, reps can address the true concern,
not just the surface excuse.

4. Builds Emotional Intelligence in Sales Conversations:
Reps learn to read body language, tone, and subtle cues—helping them respond
with empathy and precision.

5. Increases Close Rates and Buyer Confidence:
When sales conversations align with how people naturally make decisions, buyers
feel understood—and more ready to say yes.

Bottom Line:
Sales is 80% psychology, 20% pitch. Training your team on the psychology of selling gives



them the mental edge to influence authentically, connect deeply, and close more deals—by
working with the customer’s mind, not against it.

Session 22 : Winning Negotiation Tactics — Seal the Deal with Confidence
Duration: 1.5 Hours

Brief Description: Negotiation is where good deals are either won or lost. “Winning
Negotiation Tactics” equips sales professionals with the mindset, strategies, and language
needed to navigate tough conversations, protect value, and close confidently—without
discounting or desperation. It's not about winning against the buyer, but winning with them
by creating outcomes both sides feel great about.

Why Training on This Topic Helps:

1. Builds Confidence in High-Stakes Moments:
Reps learn how to stay calm, assertive, and in control—especially when the pressure
to discount or concede rises.

2. Teaches Value Protection Over Price Cuts:
Training helps reps negotiate on value, not cost—reducing the need for unnecessary
discounts and defending margins effectively.

3. Improves Listening and Strategic Questioning:
Reps gain skills to uncover what the buyer really wants, allowing them to offer
smarter, more flexible terms without giving away too much.

4. Equips with Tactical Tools and Frameworks:
From anchoring and silence to trade-offs and walk-away power, reps are trained in
proven methods to steer negotiations successfully.

5. Closes Deals Faster and Stronger:
Effective negotiation training reduces back-and-forth, builds mutual respect, and
leads to faster decisions with higher satisfaction.

Bottom Line:

Confidence closes deals—and that confidence comes from knowing how to negotiate right.
Training your sales team in winning negotiation tactics ensures they protect value, hold their
ground, and walk into every closing conversation prepared to win—without losing the
relationship.



Session 23 : Beyond the Pitch — Building a Sales Funnel That Converts
Duration: 1.5 Hours

Brief Description: A winning pitch means little if there’s no system to support it. “Beyond the
Pitch” focuses on helping sales professionals understand, design, and optimize a sales funnel
that consistently attracts, nurtures, and converts prospects into loyal customers. It’s not just

about what you say—it’s about the journey you guide your buyer through.

Why Training on This Topic Helps:

1. Clarifies the Full Sales Journey:
Reps learn to think beyond the pitch by mapping the complete funnel—from lead
generation to final conversion—ensuring no opportunity slips through the cracks.

2. Improves Lead Qualification and Follow-Up:
Training ensures reps know where leads belong in the funnel and how to engage
them at each stage with the right message at the right time.

3. Enhances Conversion Rates:
A well-structured funnel helps reps build momentum with prospects—creating more
opportunities, stronger relationships, and faster decisions.

4. Drives Consistency and Predictability:
Reps learn to build and manage a repeatable system that reduces guesswork and
increases efficiency in their sales process.

5. Aligns Sales with Strategy:
Training bridges tactical selling with strategic thinking, enabling reps to align their
daily actions with broader revenue goals.

Bottom Line:
Selling doesn’t end at the pitch—it begins there. Training your team to build and manage a
high-converting sales funnel turns one-time conversations into scalable success.

Session 24 : Upsell Like a Boss — Grow Revenue with Ease
Duration: 1.5 Hours

Brief Description: Upselling isn’t pushy—it’s powerful when done right. “Upsell Like a Boss”
focuses on teaching sales professionals how to identify opportunities, position added value,



and expand customer accounts without friction. It’s about offering more of what customers
truly need while maximizing revenue per deal in a way that feels natural and helpful.

Why Training on This Topic Helps:

1. Unlocks Hidden Revenue Opportunities:
Reps learn to recognize buying signals and timing cues that indicate when a
customer is ready for more.

2. Strengthens Customer Relationships:
By offering relevant upgrades or add-ons, reps position themselves as trusted
advisors—not just sellers.

3. Boosts Average Deal Size:
Training equips sales teams with techniques to increase order value without
increasing resistance, using bundling, tiered offers, and benefit stacking.

4. Reduces Churn Through Value Expansion:
Customers who use more of your product or service tend to stay longer—training
ensures reps grow accounts, not just acquire them.

5. Builds Confidence in Suggestive Selling:
Reps are often hesitant to upsell—this training removes the fear and replaces it with
strategies that feel consultative, not aggressive.

Bottom Line:
Upselling is smart selling. Training your team to upsell with confidence and care helps grow
accounts, deepen trust, and increase revenue—all without needing more leads.
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