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Evaluate the impact of your Analyze & evaluate the
strategic sales activities on efficiency of actions to create
turnover, reputation and N loyal and long-lasting client w IS IT A CAPABILITY PROBLEM OR A PROCESS
stability of client relations. relationships.
PROBLEM?

iy }
o irmd f’[) When forecasting is done right and
\) Ir LISth ° organizations are still not meeting their sales

y- \0 STIMULATE YOUR BUSINESS . Q
v targets, it is usually a mix of both.

.ﬁ SIMSales trains the sales process as the best stra-
/ ~ tegy to boost sales capability. Nine out of 10

§ organizations use a sales process to support their
sales training.

w WHAT IS THE RIGHT SALES APPROACH?

f’h There is no “one size fits all” answer to this question.
° Sales teams should be able to use a variety of
approaches based on the situation.

approaches and methodologies they can customize
to leverage the sales training they received.

| ,ﬁ SIMSales equips your salespeople with frameworks,

NEW CLIENTS OR EXISTING CLIENTS - WHICH

w CONSUMES SUBSTANTIAL RESOURCES AND
PAYS OFF ONLY THROUGH LONG-LASTING
RELATIONSHIPS?

PUDRETS mpeers \ { #bh New clients guarantee the growth, though investing

— * 5% more into deepening established customer
relationships boost the revenue by 25 up to by 95%.

.ﬁ With SIMSales your salespeople learn to prioritize

~ new clients and establish client loyalty and the key
activities for creating long-lasting relationships and
winning new clients.

Set up a strategic client
development and drive
client acquisition.

Develop your client portfolio
under limited resources.

Onsite

versions

SIMSales can be easily customized to reflect specific business realities. TURN PAGE y



Maximize ROI with customized Transformation Journeys

SIMSales Training
Training and setting the stage
for implementation

DNLA Sales Performance &

Social Competence + Coaching
Diagnostic + individualization of learning paths

Co-Creation

Transfer Evaluation
& Insights into implementation
results

Highly Interactive Training

Diving deeper on skills e.g. negotiation, sel-

ling to different personality types, solution
Coaching on the job

Coaching on the job for getting

selling & buying center analysis, customer

centricity
feedback and work on transfer

challenges

DNLA Sales Performance &

Social Competence
~ Development measurement

Get your f -
simulation@sim

ree Demo Session!
dustry.de

SIMDUSTRY® SIMSales

turns your participants into sales professionals in compe-
ting companies, taking responsibility for developing stra-
tegic portfolios and creating customer loyalty. Over several
business periods they take decisions competing for the
most successful sales performance!

TARGET GROUP

DURATION

1-2 days
(stand-alone)

Sales managers
All external sales reps

B2C ( but not retail) sales or
(insurance, financial services)
B2B all sectors

B2B2B/C ( companies who sell
through distributors)

embedded in a
comprehensive
Learning Journey

LEARNING GOALS/CONTENT

Client portfolio analysis and strategic client
development
Sales activity & resource planning
Tools for managing sales processes & building
relationships
Reflection & direct application of learnings to own
client portfolio & sales activities

..and much more




