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Essential Selling Skills 
 

Overview: 

Essential Selling Skills is a dynamic, engaging workshop that 
leverages time-tested principles of selling.  ESS is a practical, 
customer-focused, needs-based approach to selling. 
 
Program Description: 

ESS is designed to improve sales productivity and results by helping 
sales people sell in a professional, consultative, and  The following 
topics are explored in-depth: 

• Building long-term relationships 

• Self-belief and positive mental attitude 

• Managing priorities 

• Networking and planning effective sales contacts 

• Asking smart questions and listening for understanding 

• Developing a compelling message that relates product and 
solution benefits to customer needs 

• Handling objections and customer resistance 

• Gaining commitment and completing the sale 

• Earning referrals 

• Preparing for competition 

 
Program Length:  2 or 3 days (depending on client customization) 
 
Assessment and Customization: 

Each person will complete a DiSC profile which aids in understanding 
customer behavioral styles, and individual strengths and weaknesses 
in his or her approach to selling. 
For client in-house programs, case studies will also be generated to 
focus on specific selling environments. 
 
Follow-up Reinforcement: 

Each participant will be given access to “Customer Mapping” as often 
as desired, to aid in upcoming sales calls. 
 
Strategic Outcomes: 

• Applying a simple, yet powerful “sales” model to any situation 
for the buyer 

• Recognizing other’s behavioral styles through “customer 
mapping” and adapting for enhanced communication 

• Assisting clients in identifying and prioritizing their needs, and 
creating business solutions for them 

• Increasing sales and profits 

• Building more focused and creative sales teams 

• Applying to all products and services to provide transferable 
skills 

ACT ONE Internat ional  
 
“If the prospect understood 
the proposition, he would not 
have to be sold; he would 
come to buy.” 

John H. Patterson 
 

“Power questions are the heart 
of the sale.” 

Jeffrey Gitomer 

 
Here’s what others are 
saying: 
  
“It is so important to work on 
your attitude and self-belief – 
daily.  This course gave me the 
encouragement and knowledge 
on how to do that.” 
 
“The video vignettes of Jeffrey 
Gitomer are priceless – they 
add so much to the learning.” 
 
“There is something in this 
course for everyone – even 
those not in sales.” 
 
“Now I see just how valuable 

DiSC profiling can really be.” 


