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Dynamic Selling Skills  

 

 Duration:  

 2-days non-accredited workshop   

 3-days accredited training course   
 

Target Audience:   
 
This programme is aimed at all sales agents, representatives or executives wishing to improve and further refine 
their sales techniques.  
 
Aim: 
 
This lively, interactive and high impact programme equips learners with the required sales skills and techniques 

to spark new sales.  Delegates will be able to identify customer needs, overcome resistance and reinforce the 

benefits of their product.  They will learn how to close the sale, understand communication, body language, 

voice, dress and overall appearance of their effect on sales.   

Learners will be able to organise their thoughts and information in a logical and concise manner as well as 

communicate enthusiasm about their product in a more dynamic sales style. 

 
Learning Outcomes:  
 
After this programme delegates will be able to:  
 

 Determine and communicate product features, advantages and benefits 

 Practically demonstrate an ability to implement the sales process effectively by using own products and 
services  

 Effectively deal with sales objections  

 Demonstrate an ability to successfully close a sale  

 Identify cross and up-selling opportunities 

 Apply effective communication skills to enhance sales   

 Demonstrate an understanding of the principles of customer relationships 
 
 
Unit Standard Alignment: 
 
 

US ID US Title NQF Level Credits 

10324 
Describe features, advantages and 
benefits of a range of products or 
services 

4 6 
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Entry Requirements: 
 
In order to access this programme, learners need to have proven competency in:  

 Language, numeracy, literacy and communication at NQF 4 or equivalent   
 
  
Course Outline: 
 
 
Module 1: Analyse the Organisation’s Offerings    
 

 Background to the organization (Mission, Vision, Values and Strategy)  

 Organization specific product features, advantages and benefits 

 Role and responsibilities of a Sales Representative   
 
 
Module 2: The Sales Process 
 

 Planning your pitch  
 Identifying the customer’s need  
 Creating an interest and desire (AIDA) 
 Dealing with sales objections  

 Closing the sale  

 Cross-selling opportunities  
 

 
Module 3: Sales and Communication Techniques  
 

 The Professional Look  
 Voice and mannerisms 

 Listening and Questioning skills 

 Barriers to effective communication  
 

 
Module 4: Maintaining Client Relationships   
 

 Nature and principles of Client Relationship Management 
 
 

Associate Courses 

Dynamic Presentation Skill 

Microsoft PowerPoint Course 

Customer Service Excellence 

 

 

We tailor-make our training solutions.   
 

Contact your New Link consultant today to discuss your specific 

training requirements!  
 


