
Workshop Overview:
Module 1: Relationship Selling as a Strategy 

During this introductory module, we differentiate between selling strategies, and 
build a case for why the Relationship Selling methodology is most effective. In 
addition, we explore the importance of matching the selling process with the buyer’s 
journey—a strategy that is imperative when adopting this customer-centric sales 
approach. 

Module 2: Preparing for Sales Calls

The first step in the selling process is doing your homework and preparing. 
Although good prep work takes time, it is well worth the investment. During the 
module, we explore how to prepare (both mentally and physically) for sales calls, 
and how to conduct an effective joint sales call. 

Module 3: Discovering Customer Needs 

Effective salespeople are good communicators. They ask good questions and listen  
to the responses in order to learn about their customers. Moreover, they take 
a strategic approach to discovery by asking targeted questions to gain insights 
into the customer, their challenges, and future objectives. By applying a strategic 
approach to discovery, salespeople gather a wealth of information that can be used 
to identify needs and potential opportunities. 

After completing the content and practice sessions within the above modules, 
participants are then immersed into a real-life selling simulation where they 
compete for the business of a fictitious customer. Upon completing Module 3, all 
salespeople go into Round I of the simulation. 

Sales Simulation: Round I

During this module, we address how to take the new process and skills back to the 
workplace, and how to adopt the new practices. We end this module by discussing 
why coaching is such a critical skill, and how managers can dramatically improve 
their level of leadership and management capabilities when they become proficient 
in this practice area. 

Module 4: Defining Value 

An important aspect of relationship selling is understanding how your prospects 
and customers define value, and knowing your value proposition. During this 
module, we discuss how to understand the value drivers of your customer, and how 
those drivers are used to make buying decisions. In addition, we discuss how to 
communicate your value proposition in a way that is compelling. Upon completing 
Module 4, the simulation continues with Round II. 

The following outlines 
the modules and skills 
included in this two-day 
session. During this 
workshop, we introduce 
the Relationship Selling 
methodology that includes 
the skills, processes, 
and tools to maximize 
the salesperson’s 
effectiveness. 

In addition, we provide 
a simulation-based 
learning experience that 
enables the participants 
to practice the skills in a 
real-life selling situation, 
and to gain immediate 
feedback from the 
customer’s perspective. 
The customized sales 
simulation is a rich, 
interactive learning 
experience that works well 
for new sales people as 
well as seasoned sales 
professionals.
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Workshop Overview Continued:
Sales Simulation: Round II 

Round II represents the second meeting with the prospective customer with 
the teams continuing to compete for the business of the customer. Round II’s 
focus is on how to facilitate a follow-up call, clarify needs, gain agreement on 
those needs, and identify what is most important to the customer from a value 
perspective. 

Module 5: Recommending Solutions

The presentation phase of the sales process needs to speak to the customer’s 
needs and value drivers. Customers want solutions that will address their needs 
and help them achieve their objectives. During this module, we outline how to 
develop a solution that will do just that, and how to communicate the benefits of 
your solution as part of your presentation. 

Module 6: Closing the Sale 

The final module focuses on gaining agreement to move forward with the 
relationship. Effective salespeople gain agreement at each step of the sales 
process, and facilitate the buying process. In this module, we introduce a 5-step 
process for handling objections, and outline best practices related to asking for 
the business. When implemented successfully, the selling process and buyer’s 
journey are in sync through the close. 

Course Length: 

Two days

Includes: 

•  Participant materials
•  Simulation materials
•  Pre-Call Planning Tool
•  ICON® Discovery Worksheet
•  Post-Training Webcast

For more information: 

Contact StarQuest at 800.462.7865 or email us at info@starquestgroup.com

Course Overview—Continued
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Skills Addressed:
•  Building customer

relationships
• Preparing for meetings
•  Knowing your customer’s

business
•  Discovering customer

needs
• Defining customer value
•  Identifying your value

proposition
• Recommending solutions




