






•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•









•

•

•

•



•

•

•



•

•



•

•

•



•

•



•

•

•



•

•




	Dia 1: ESSENTIAL SELLING SKILLS
	Dia 2: PROGRAM OVERVIEW
	Dia 3: PROGRAM OVERVIEW
	Dia 4: CONTENT OVERVIEW
	Dia 5: LEARNING PATH
	Dia 6: CONTENT DESCRIPTION
	Dia 7: STEP 1: INTRODUCTION TO THE DAPA SALES METHOD
	Dia 8: STEP 2: PREPARATION OF A SALES MEETING
	Dia 9: STEP 3: THE FIRST APPROACH
	Dia 10: STEP 4: DEFINING YOUR CUSTOMER’S NEEDS
	Dia 11: STEP 5: EFFECTIVE ARGUMENTATION
	Dia 12: STEP 6: HANDLING OBJECTIONS
	Dia 13: STEP 7: CLOSING THE DEAL
	Dia 14: STEP 8 & 9: FINAL CONSIDERATIONS & TIME TO PRACTICE
	Dia 15: GROW YOUR PEOPLE,  GROW YOUR BUSINESS

