
co
n

ti
n

u
ed

 o
n

 n
ex

t 
p

ag
e

Ta
b

le
 1

–1
S

al
es

 T
ra

in
in

g
 M

o
d

u
le

s 
M

at
ri

x

P
O

W
E

R
-

D
U

R
A

T
IO

N
M

O
D

U
L
E

G
A

P
P

O
IN

T
 

A
N

C
IL

L
A

R
Y

O
F

C
H

A
P

T
E

R
N

A
M

E
A

N
A

LY
S

IS
O

B
J

E
C

T
IV

E
S

L
ID

E
S

M
A

T
E

R
IA

L
S

S
E

S
S

IO
N

N
E

M

3
S

el
lin

g
 T

o
d

ay
To

 p
ro

vi
d

e 
th

e 
Ye

s
20

–3
0

X
p

ar
ti

ci
p

an
ts

 a
n

 
m

in
u

te
s

o
ve

rv
ie

w
/o

ri
en

ta
ti

o
n

 
o

f 
se

lli
n

g
 t

o
d

ay
 

3
E

ff
ec

ti
ve

To
 p

ro
vi

d
e 

th
e 

Ye
s

Ye
s

30
–4

0
X

S
el

lin
g

p
ar

ti
ci

p
an

ts
 a

n
 

m
in

u
te

s
o

ve
rv

ie
w

/o
ri

en
ta

ti
o

n
 

o
f 

ef
fe

ct
iv

e 
se

lli
n

g

3
S

al
es

 C
yc

le
s

To
 p

ro
vi

d
e 

an
 

Ye
s

30
–4

0
X

X
X

o
ve

rv
ie

w
/o

ri
en

ta
ti

o
n

 
m

in
u

te
s

o
f 

b
as

ic
 s

al
es

 c
yc

le
s 

an
d

 t
h

e 
o

rg
an

iz
at

io
n

’s
 

sa
le

s 
cy

cl
e

3
B

as
ic

 
Ye

s
E

it
h

er
 t

o
 p

ro
vi

d
e 

a 
Ye

s
60

X
K

n
o

w
le

d
g

e
st

ar
ti

n
g

 p
o

in
t 

fo
r 

b
as

ic
 

m
in

u
te

s
kn

o
w

le
d

g
e 

tr
ai

n
in

g
 o

r 
o

r 
m

o
re

to
 s

u
p

p
le

m
en

t 
yo

u
r 

ex
is

ti
n

g
 t

ra
in

in
g

 f
o

r 
p

ro
d

u
ct

, c
o

m
p

et
it

o
r, 

an
d

 c
u

st
o

m
er

 
kn

o
w

le
d

g
e

N
 =

 n
o

vi
ce

 s
al

es
p

eo
p

le
; E

 =
 e

xp
er

ie
n

ce
d

 s
al

es
p

eo
p

le
; M

 =
 s

al
es

 m
an

ag
em

en
t.



Ta
b

le
 1

–1
, 
co

n
ti

n
u

ed
S

al
es

 T
ra

in
in

g
 M

o
d

u
le

s 
M

at
ri

x

P
O

W
E

R
-

D
U

R
A

T
IO

N
M

O
D

U
L
E

G
A

P
P

O
IN

T
 

A
N

C
IL

L
A

R
Y

O
F

C
H

A
P

T
E

R
N

A
M

E
A

N
A

LY
S

IS
O

B
J

E
C

T
IV

E
S

L
ID

E
S

M
A

T
E

R
IA

L
S

S
E

S
S

IO
N

N
E

M

co
n

ti
n

u
ed

 o
n

 n
ex

t 
p

ag
e

4
S

al
es

 M
in

d
 

Ye
s

To
 p

ro
vi

d
e 

a 
Ye

s
1.

25
–1

.5
X

X
X

Fo
cu

s
d

is
ci

p
lin

ed
 m

et
h

o
d

 f
o

r 
h

o
u

rs
im

p
ro

vi
n

g
 a

 
sa

le
sp

er
so

n
’s

 
p

ro
d

u
ct

iv
it

y

5
M

an
ag

in
g

 
Ye

s
To

 p
ro

vi
d

e 
in

si
g

h
ts

Ye
s

Le
ss

 
X

X
X

Ta
sk

s 
an

d
 

in
to

 m
an

ag
in

g
 t

as
ks

th
an

 1
R

el
at

io
n

sh
ip

s
an

d
 r

el
at

io
n

sh
ip

s 
h

o
u

r
ef

fe
ct

iv
el

y

6
C

o
n

d
it

io
n

s 
o

f
Ye

s 
To

 h
el

p
 p

ar
ti

ci
p

an
ts

Ye
s

1 
h

o
u

r
X

X
X

S
at

is
fa

ct
io

n
u

n
d

er
st

an
d

 t
h

e 
co

n
ce

p
t 

o
f 

co
n

d
it

io
n

s 
o

f 
sa

ti
sf

ac
ti

o
n

 a
n

d
 t

h
e 

d
if

fe
re

n
ce

 b
et

w
ee

n
 

ex
p

lic
it

 a
n

d
 im

p
lic

it
 

co
n

d
it

io
n

s

7
P

la
n

n
in

g
 a

n
d

To
 p

ro
vi

d
e 

an
Ye

s
Ye

s
1 

h
o

u
r

X
X

O
rg

an
iz

in
g

o
p

p
o

rt
u

n
it

y 
fo

r 
sa

le
sp

eo
p

le
 t

o
 

ex
am

in
e 

th
ei

r 
ac

ti
vi

ti
es

 a
n

d
 t

h
e 

w
ay

 
th

ey
 a

llo
ca

te
 t

h
ei

r 
ti

m
e 

fo
r 

th
o

se
 

ac
ti

vi
ti

es

N
 =

 n
o

vi
ce

 s
al

es
p

eo
p

le
; E

 =
 e

xp
er

ie
n

ce
d

 s
al

es
p

eo
p

le
; M

 =
 s

al
es

 m
an

ag
em

en
t.



Ta
b

le
 1

–1
, 
co

n
ti

n
u

ed
S

al
es

 T
ra

in
in

g
 M

o
d

u
le

s 
M

at
ri

x

P
O

W
E

R
-

D
U

R
A

T
IO

N
M

O
D

U
L
E

G
A

P
P

O
IN

T
 

A
N

C
IL

L
A

R
Y

O
F

C
H

A
P

T
E

R
N

A
M

E
A

N
A

LY
S

IS
O

B
J

E
C

T
IV

E
S

L
ID

E
S

M
A

T
E

R
IA

L
S

S
E

S
S

IO
N

N
E

M

co
n

ti
n

u
ed

 o
n

 n
ex

t 
p

ag
e

8
A

rt
fu

l L
is

te
n

in
g

Ye
s

To
 p

ro
vi

d
e 

in
si

g
h

ts
 

Ye
s

30
–4

0
X

X
X

in
to

 e
ff

ec
ti

ve
 li

st
en

in
g

m
in

u
te

s

8
In

q
u

ir
y

Ye
s

To
 im

p
ro

ve
 t

h
e 

Ye
s

Ye
s

1.
25

–1
.5

X
X

X
in

q
u

ir
y 

sk
ill

s 
o

f 
th

e 
h

o
u

rs
p

ar
ti

ci
p

an
ts

 s
o

 t
h

at
 

th
ey

 c
an

 g
et

 t
h

ei
r 

cu
st

o
m

er
s 

to
 

co
m

fo
rt

ab
ly

 d
is

cl
o

se
 

im
p

o
rt

an
t 

in
fo

rm
at

io
n

, 
su

ch
 a

s 
im

p
lic

it
 

co
n

d
it

io
n

s 
o

f 
sa

ti
sf

ac
ti

o
n

9
C

o
m

m
u

n
ic

at
in

g
—

To
 p

ro
vi

d
e 

a 
fo

rm
u

la
Ye

s
Ye

s
1–

1.
5

X
X

X
A

 B
as

ic
 F

o
rm

u
la

th
at

 c
an

 b
e 

u
se

d
 f

o
r 

al
l 

h
o

u
rs

co
m

m
u

n
ic

at
io

n
s,

 w
it

h
 

em
p

h
as

is
 o

n
 w

ri
tt

en
 

co
m

m
u

n
ic

at
io

n
s 

su
ch

 
as

 e
m

ai
l

10
P

re
se

n
ta

ti
o

n
s

To
 p

ro
vi

d
e 

in
si

g
h

ts
 

Ye
s

Ye
s

1–
1.

25
X

X
X

in
to

 e
ff

ec
ti

ve
 

h
o

u
rs

p
re

se
n

ta
ti

o
n

s 
an

d
 

id
ea

s 
to

 e
n

g
ag

e 
th

e 
cu

st
o

m
er

 m
o

re
 f

u
lly

N
 =

 n
o

vi
ce

 s
al

es
p

eo
p

le
; E

 =
 e

xp
er

ie
n

ce
d

 s
al

es
p

eo
p

le
; M

 =
 s

al
es

 m
an

ag
em

en
t.



Ta
b

le
 1

–1
, 
co

n
ti

n
u

ed
S

al
es

 T
ra

in
in

g
 M

o
d

u
le

s 
M

at
ri

x

P
O

W
E

R
-

D
U

R
A

T
IO

N
M

O
D

U
L
E

G
A

P
P

O
IN

T
 

A
N

C
IL

L
A

R
Y

O
F

C
H

A
P

T
E

R
N

A
M

E
A

N
A

LY
S

IS
O

B
J

E
C

T
IV

E
S

L
ID

E
S

M
A

T
E

R
IA

L
S

S
E

S
S

IO
N

N
E

M

11
Fe

at
u

re
s,

 
Ye

s
To

 p
ro

vi
d

e 
a 

si
m

p
le

Ye
s

Ye
s

45
X

X
X

B
en

ef
it

s,
 a

n
d

 
m

et
h

o
d

 f
o

r 
cr

ea
ti

n
g

m
in

u
te

s
P

ro
o

f 
an

d
 u

si
n

g
 b

en
ef

it
 

st
at

em
en

ts

12
C

o
m

p
el

lin
g

 
Ye

s
To

 p
ro

vi
d

e 
a 

m
et

h
o

d
Ye

s
45

–6
0 

X
X

X
O

ff
er

s
o

f 
co

lla
b

o
ra

ti
n

g
 w

it
h

 
m

in
u

te
s

th
e 

cu
st

o
m

er
 t

o
 r

ea
ch

 
ag

re
em

en
t 

13
N

et
w

o
rk

in
g

Ye
s

To
 p

ro
vi

d
e 

sk
ill

s 
Ye

s
Ye

s
Le

ss
 t

h
an

 
X

X
X

fo
r 

fi
n

d
in

g
 b

u
si

n
es

s 
in

 
1 

h
o

u
r

to
d

ay
’s

 c
o

n
n

ec
te

d
 

w
o

rl
d

N
 =

 n
o

vi
ce

 s
al

es
p

eo
p

le
; E

 =
 e

xp
er

ie
n

ce
d

 s
al

es
p

eo
p

le
; M

 =
 s

al
es

 m
an

ag
em

en
t.



Table 1–2
Half-Day Training Session for Novice Salespeople

WHERE TO FIND IN 
TIME MODULE/ACTIVITY DURATION THE WORKBOOK

9:00 a.m. Welcome and Check-in (introductions 15 minutes Chapter 1, page 6
and expectations for the training)

9:15 a.m. Selling Today 30 minutes Chapter 3, page 34

9:45 a.m. Effective Selling 30 minutes Chapter 3, page 38

10:15 a.m. Break 15 minutes

10:30 a.m. Basic Knowledge 1.5 hours Chapter 3, page 49

Noon Check-out 15 minutes Chapter 1, page 6



Table 1–3
Half-Day Training Session for Experienced Salespeople

WHERE TO FIND IN 
TIME MODULE/ACTIVITY DURATION THE WORKBOOK

9:00 a.m. Welcome and Check-in (introductions 15 minutes Chapter 1, page 6
and expectations for the training)

9:15 a.m. Artful Listening 45 minutes Chapter 8, page 134

10:00 a.m. Break 15 minutes

10:15 a.m. Inquiry 1 hour Chapter 8, page 139

11:15 a.m. Break 15 minutes

11:30 a.m. Inquiry, continued 30 minutes Chapter 8, page 139

Noon Check-out 15 minutes Chapter 1, page 6



Table 1–4
Full-Day Training Program A 

WHERE TO FIND IN 
TIME MODULE/ACTIVITY DURATION THE WORKBOOK

9:00 a.m. Welcome and Check-in (introductions 15 minutes Chapter 1, page 6
and expectations for the training)

9:15 a.m. Sales Mind Focus 1.25 hours Chapter 4, page 77

10:30 a.m. Break 15 minutes

10:45 a.m. Managing Tasks and Relationships 45 minutes Chapter 5, page 93

11:30 a.m. Break 15 minutes

11:45 a.m. Conditions of Satisfaction 45 minutes Chapter 6, page 111

12:30 p.m. Lunch 1.5 hours

2:00 p.m. Communicating—A Basic Formula 1 hour Chapter 9, page 163

3:00 p.m. Break 15 minutes

3:15 p.m. Communicating—A Basic Formula, 1.5 hours Chapter 9, page 163
continued

4:45 p.m. Check-out 15 minutes Chapter 1, page 6



Table 1–5
Full-Day Training Program B

WHERE TO FIND IN 
TIME MODULE/ACTIVITY DURATION THE WORKBOOK

9:00 a.m. Welcome and Check-in (introductions 15 minutes Chapter 1, page 6
and expectations for the training)

9:15 a.m. Sales Mind Focus 1.25 hours Chapter 4, page 77

10:30 a.m. Break 15 minutes

10:45 a.m. Conditions of Satisfaction 45 minutes Chapter 6, page 111

11:30 a.m. Break 15 minutes

11:45 a.m. Features, Benefits, and Proof 45 minutes Chapter 11, page 207

12:30 p.m. Lunch 1.5 hours

2:00 p.m. Communicating—A Basic Formula 1 hour Chapter 9, page 163

3:00 p.m. Break 15 minutes

3:15 p.m. Communicating—A Basic Formula, 1.5 hours Chapter 9, page 163
continued 

4:45 p.m. Check-out 15 minutes Chapter 1, page 6



Table 3–1
Slide Information for the Selling Today Module 

NUMBER TITLE/TOPIC DESCRIPTION TIME

3–1 Title slide: Selling today Provides the opportunity for the 2 minutes
class to get settled and the 
facilitator to welcome the group 
as appropriate

3–2 World of oversupply Customers have more choices and 2 minutes
more information about their 
choices. Customers want sales 
people to add value.

Discussion question

3–3 Adding value Structured exercise 10 minutes

3–4 Customer focus and you Discussion question 5 minutes

3–5 End of the module



Table 3–2
Slide Information for the Effective Selling Module 

NUMBER TITLE/TOPIC DESCRIPTION TIME

3–6 Title slide: Effective Provides the opportunity for the 2–5
selling class to get settled and the minutes

facilitator to welcome the group 
as appropriate

3–7 A salesperson has the Three key activities a salesperson 1 minute
knowledge or ability performs to be successful

3–8 Matching the right Structured exercise 5–10
product/service to the minutes
right customer at the 
right price

3–9 Communicating Structured exercise 5–10
effectively minutes

3–10 Thinking and acting Structured exercise 5–10
strategically minutes

3–11 Building effective Structured exercise 5–10
relationships minutes

3–12 End of the module



Table 3–3
Slide Information for the Sales Cycles Module 

NUMBER TITLE/TOPIC DESCRIPTION TIME

3–13 Title slide: Sales cycles Provides the opportunity for the 1 minute
class to get settled and the 
facilitator to welcome the group 
as appropriate

3–14 Workflow Illustration of the workflow of a 5–8 
business that includes the sales minutes
process, delivery, and customer 
satisfaction

3–15 Different sales cycles Different versions of sales cycles 1 minute

3–16 Sales process Example of a sales process 3–5 
minutes

3–17 What works for you? Structured exercise 15–20 
minutes

3–18 End of the module



Table 4–1
Slide Information for the Sales Mind Focus Module 

NUMBER TITLE/TOPIC DESCRIPTION TIME

4–1 Title slide: Sales mind Lets the class get settled and lets 2–5 
focus the facilitator welcome the group minutes 

as appropriate

4–2 Why test your thinking? Improved thinking 2–3 
minutes

4–3 Facts and opinions Definitions and examples 3–5 
minutes

4–4 Sentence structure Listening for facts and opinions; 3–5
discussion questions minutes

4–5 Directing effective action The three “knows”; 1 minute
discussion question

4–6 Practice Structured exercise 2–3 
minutes

4–7 Practice Structured exercise 2–3 
minutes

4–8 Practice Structured exercise 3–5 
minutes

4–9 Practice Structured exercise 3–5 
minutes

4–10 Practice Structured exercise 3–5 
minutes

4–11 Practice Structured exercise 15–20 
minutes

4–12 Recap Structured exercise 10–15 
minutes

4–13 End of the module



Table 5–1
Slide Information for the Managing Tasks and Relationships Module 

NUMBER TITLE/TOPIC DESCRIPTION TIME

5–1 Title slide: Managing Enables the class to get settled 2 minutes
tasks and relationships and the facilitator to welcome 

the group as appropriate

5–2 Relationships happen Design vs. default— 1 minute
prepare vs. repair

5–3 What is your orientation? Three discussion questions 5 minutes

5–4 Definitions Task and relationship 1 minute

5–5 Types of relationships Two discussion questions 2–3 
minutes

5–6 Which relationship Depends . . . 1 minute
is better?

5–7 Transactional relationship Structured exercise 5–10 
minutes

5–8 Transactional relationship Structured exercise 5–10 
minutes

5–9 Consultative relationship Structured exercise 5–10 
minutes

5–10 Consultative relationship Structured exercise 5–10 
minutes

5–11 Transactional relationship Structured exercise 5–10 
minutes

5–12 Consultative relationship Structured exercise 5–10 
minutes

5–13 Practice Structured exercise 10–15 
minutes

5–14 Practice Structured exercise 10–15 
minutes

5–15 Practice Structured exercise 10–15 
minutes

5–16 Recap Structured exercise 10–15 
minutes

5–17 End of the module



Table 6–1
Slide Information for the Conditions of Satisfaction Module 

NUMBER TITLE/TOPIC DESCRIPTION TIME

6–1 Title slide: Conditions of Lets the class get settled and lets 2 minutes
satisfaction the facilitator welcome the group 

as appropriate

6–2 Conditions of satisfaction Expectations, concerns; implicit 1 minute
and explicit conditions

6–3 Definitions Implicit and explicit conditions 1 minute

6–4 Explicit conditions of Structured exercise 10–15
satisfaction minutes

6–5 Implicit conditions of Structured exercise 10–15 
satisfaction minutes

6–6 Practice Structured exercise 10–15 
minutes

6–7 Recap Structured exercise 10–15 
minutes

6–8 End of the module



Table 7–1
Slide Information for the Planning and Organizing Module 

NUMBER TITLE/TOPIC DESCRIPTION TIME

7–1 Title slide: Planning and Enables the class to get settled 2 minutes
organizing and the facilitator to welcome 

the group as appropriate

7–2 Where does my time go? Structured exercise 5–10 
minutes

7–3 Where does my time go? Structured exercise 2–3 
minutes

7–4 Where does my time go? Structured exercise 10–12 
minutes

7–5 Where does my time go? Structured exercise 3–5 
minutes

7–6 Recap Structured exercise 10–15 
minutes

7–7 End of the module



Table 8–1
Slide Information for the Artful Listening Module 

NUMBER TITLE/TOPIC DESCRIPTION TIME

8–1 Title slide: Artful listening Lets the class get settled and lets 1 minute
the facilitator welcome the 
group as appropriate

8–2 Listening: What’s the Prepare to speak rather 1 minute
big deal? than listen

8–3 Listening: What’s the Distort—delete—generalize 1 minute
big deal?

8–4 Word traps Definition 1 minute

8–5 Word traps Structured exercise 10–15 
minutes

8–6 Am I listening to learn? Curious—interested— 1 minute
great questions

8–7 Recap Structured exercise 10–15 
minutes

8–8 End of the module



Table 8–2
Slide Information for the Inquiry Module 

NUMBER TITLE/TOPIC DESCRIPTION TIME

8–9 Title slide: Inquiry Lets the class get settled and 1 minute
lets the facilitator welcome the 
group as appropriate

8–10 Definition Definition of inquiry 1 minute

8–11 The basics Closed-ended questions 1 minute

8–12 The basics Open-ended questions 1 minute

8–13 The basics Structured exercise 5 minutes

8–14 Linking questions An explanation 1 minute

8–15 Linking questions Pointers for linking questions 1 minute

8–16 Practice Structured exercise 5–10 
minutes

8–17 Sales cycle and questions Different questions for 1 minute
different phases

8–18 Crafting questions Formula for crafting questions 1 minute

8–19 Qualification questions Discussion question 2–3 
minutes

8–20 Practice Structured exercise 5–10 
minutes

8–21 Understanding the Discussion question 2–3 
customer questions minutes

8–22 Practice Structured exercise 5–10 
minutes

8–23 Conditions of Implicit and explicit 1 minute
satisfaction review

8–24 Conditions of Discussion question 2–3 
satisfaction review minutes

8–25 Practice Structured exercise 5–10 
minutes

8–26 Practice Structured exercise 5–10 
minutes

8–27 Practice Structured exercise 5–10 
minutes

8–28 Recap Structured exercise 10–15 
minutes

8–29 End of the module



Table 9–1
Slide Information for the Communicating: A Basic Formula Module 

NUMBER TITLE/TOPIC DESCRIPTION TIME

9–1 Title slide: Enables the class to get settled 1 minute
Communicating— and the facilitator to welcome
a basic formula the group as appropriate

9–2 The components Body language, tone, and words 1 minute

9–3 Communicating Face-to-face, telephone, and 1 minute
written communication

9–4 Basic formula Four steps 1 minute

9–5 Preparation Four questions 1 minute

9–6 Draft the message Framework 1 minute

9–7 Check for unintended Two questions 1 minute
consequences

9–8 Refine Two discussion questions 2–3 
minutes

9–9 Applying the model In-person communication 1 minute

9–10 Face-to-face Structured exercise 10–15 
minutes

9–11 Applying the model Telephone communication 1 minute

9–12 Telephone Structured exercise 10–15 
minutes

9–13 Applying the model Written communication 1 minute

9–14 Written communication Structured exercise 15–20
(email) minutes

9–15 Recap Structured exercise 10–15 
minutes

9–16 End of the module



Table 10–1
Slide Information for the Presentations Module 

NUMBER TITLE/TOPIC DESCRIPTION TIME

10–1 Title slide: Presentations Lets the class get settled and lets 2 minutes
the facilitator welcome the group 
as appropriate

10–2 What are the different Discussion question 2–3 
types of presentations? minutes

10–3 Components of effective Six components 1 minute
presentations

10–4 Five-sensing and Key points 2–3
prepared components minutes

10–5 Professional component Key points 1 minute

10–6 Positive-language Key points and discussion 2–3 
component question minutes

10–7 Relationship-focused Key points 2–3
component minutes

10–8 Dynamic component Definition 10 
seconds

10–9 Dynamic component Key points 2–3 
minutes

10–10 Practice Structured exercise 30–45 
minutes

10–11 Recap Structured exercise 10–15 
minutes

10–12 End of the module



Table 11–1
Slide Information for the Features, Benefits, and Proof Module 

NUMBER TITLE/TOPIC DESCRIPTION TIME

11–1 Title slide: Features, Enables the class to get settled 2–5 
benefits, and proof and the facilitator to welcome the minutes

group as appropriate

11–2 Two parts of a feature Name and purpose 1 minute

11–3 What turns a feature into Two reasons 1 minute
a benefit

11–4 Types of proof Five examples 1 minute

11–5 What types of proof are Discussion question 2–3 
available to you? minutes

11–6 Practice Structured exercise 15–20 
minutes

11–7 Recap Structured exercise 10–15 
minutes

11–8 End of the module



Table 12–1
Slide Information for the Compelling Offers Module 

NUMBER TITLE/TOPIC DESCRIPTION TIME

12–1 Title slide: Compelling Enables the class to get settled 2 minutes
offers and the facilitator to welcome 

the group as appropriate 2 minutes 

12–2 Components Four components 1 minute

12–3 A collaborative approach Shared understanding 1 minute

12–4 Advocacy model Five parts of the model 1 minute

12–5 Example of advocacy Example 1 minute

12–6 Example of advocacy, Example 2 minutes
continued 

12–7 Example of advocacy Example 1 minute

12–8 Example of advocacy, Example and discussion 2–3 
continued questions minutes

12–9 Unproductive advocacy Example 1 minute

12–10 Productive advocacy Components 1 minute

12–11 When would you use the Discussion question 1–2 
advocacy model? minutes

12–12 Practice Structured exercise 20–25 
minutes

12–13 Recap Structured exercise 10–15 
minutes

12–14 End of the module



Table 13–1
Slide Information for the Networking Module 

NUMBER TITLE DESCRIPTION TIME

13–1 Title slide: Networking Lets the class get settled and 2–5 
lets the facilitator welcome the minutes 
group as appropriate

13–2 Definition Definition of the term 1 minute
“networking” (optional)

13–3 Six degrees of separation Example of the power 3 minutes
of networks

13–4 What networks do we Discussion question 3 minutes
already participate in?

13–5 Key principles Overview of six principles 1 minute

13–6 Give Detail of the principle 1 minute

13–7 Trust Detail of the principle 1 minute

13–8 Invest Detail of the principle 1 minute

13–9 Embrace Detail of the principle 1 minute

13–10 Master Detail of the principle 1 minute

13–11 Energize Detail of the principle 1 minute

13–12 NetWORK Networking takes work and 1 minute
discipline

13–13 Practice Structured exercise 5–10 
minutes

13–14 Practice Structured exercise, continued 10–15 
minutes

13–15 Recap Structured exercise 10–15 
minutes

13–16 End of the module



Table A–1
One-Day Program A—Novice Salespeople

WHERE TO FIND IN 
TIME MODULE/ACTIVITY DURATION THE WORKBOOK

9:00 a.m. Welcome and Check-in (introductions 15 minutes Chapter 1, page 6
and expectations for the training)

9:15 a.m. Selling Today 30 minutes Chapter 3, page 34

9:45 a.m. Effective Selling 30 minutes Chapter 3, page 38

10:15 a.m. Break 15 minutes

10:30 a.m. Sales Cycles 1 hour Chapter 3, page 42

11:30 a.m. Basic Knowledge 1 hour Chapter 3, page 49

12:30 p.m. Lunch 1.5 hours

2:00 p.m. Sales Mind Focus 1.25 hours Chapter 4, page 77

3:15 p.m. Break 15 minutes

3:30 p.m. Managing Tasks and Relationships 45 minutes Chapter 5, page 91

4:15 p.m. Conditions of Satisfaction 45 minutes Chapter 6, page 109

5:00 p.m. Check-out 15 minutes Chapter 1, page 6



Table A–2
One-Day Program B—Novice Salespeople

WHERE TO FIND IN 
TIME MODULE/ACTIVITY DURATION THE WORKBOOK

9:00 a.m. Welcome and Check-in (introductions 15 minutes Chapter 1, page 6
and expectations for the training)

9:15 a.m. Artful Listening 45 minutes Chapter 8, page 132

10:00 a.m. Break 15 minutes

10:15 a.m. Inquiry 1 hour Chapter 8, page 137

11:15 a.m. Break 15 minutes

11:30 a.m. Inquiry, continued 30 minutes Chapter 8, page 137

Noon Lunch 1.5 hours

1:30 p.m. Communicating—A Basic Formula 1 hour Chapter 9, page 159

2:30 p.m. Break 15 minutes

2:45 p.m. Communicating—A Basic Formula, 30 minutes Chapter 9, page 159
continued

3:45 p.m. Networking 1 hour Chapter 13, page 229

4:45 p.m. Check-out 15 minutes Chapter 1, page 6



Table A–3
One-Day Program C—Experienced Salespeople or Mixed Group

WHERE TO FIND IN 
TIME MODULE/ACTIVITY DURATION THE WORKBOOK

9:00 a.m. Welcome and Check-in (introductions 15 minutes Chapter 1, page 6
and expectations for the training)

9:15 a.m. Features, Benefits, Proof 1 hour Chapter 11, page 203

10:15 a.m. Break 15 minutes

10:30 a.m. Compelling Offers 1 hour Chapter 12, page 215

11:30 a.m. Break 15 minutes

11:45 a.m. Presentations 45 minutes Chapter 10, page 189

12:30 p.m. Lunch 1.5 hours

2:00 p.m. Presentations, continued 1 hour Chapter 10, page 189

3:00 p.m. Break 15 minutes

3:15 p.m. Review of all modules trained to date 1 hour

4:15 p.m. Check-out 15 minutes Chapter 1, page 6



Table A–4
One-Day Program D—Experienced Salespeople or Mixed Group

WHERE TO FIND IN 
TIME MODULE/ACTIVITY DURATION THE WORKBOOK

9:00 a.m. Welcome and Check-in (introductions 15 minutes Chapter 1, page 6
and expectations for the training)

9:15 a.m. Sales Mind Focus 1.25 hours Chapter 4, page 77

10:30 a.m. Break 15 minutes

10:45 a.m. Managing Tasks and Relationships 45 minutes Chapter 5, page 91

11:30 a.m. Break 15 minutes

11:45 a.m. Conditions of Satisfaction 45 minutes Chapter 6, page 109

12:30 p.m. Lunch 1.5 hours

2:00 p.m. Planning and Organizing 1 hour Chapter 7, page 119

3:00 p.m. Break 15 minutes

3:15 p.m. Networking 1 hour Chapter 13, page 229

4:15 p.m. Check-out 15 minute Chapter 1, page 6



Table A–5
One-Day Program E—Experienced Salespeople or Mixed Group

WHERE TO FIND IN 
TIME MODULE/ACTIVITY DURATION THE WORKBOOK

9:00 a.m. Welcome and Check-in (introductions 15 minutes Chapter 1, page 6
and expectations for the training)

9:15 a.m. Artful Listening 45 minutes Chapter 8, page 132

10:00 a.m. Break 15 minutes

10:15 a.m. Inquiry 1 hour Chapter 8, page 137

11:15 a.m. Break 15 minutes

11:30 a.m. Inquiry, continued 30 minutes Chapter 8, page 137

Noon Lunch 1.5 hours

1:30 p.m. Communicating—A Basic Formula 1 hour Chapter 9, page 159

2:30 p.m. Break 15 minutes

2:45 p.m. Communicating—A Basic Formula, 1 hour Chapter 9, page 159
continued 

3:45 p.m. Check-out 15 minutes Chapter 1, page 6
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