Sales Training
< for IT Companies

Select from 5§ Different Topics
-+ SELLING SOLUTIONS - SALES PIPELINE -+ CUSTOMER SATISFACTION - WORD OF MOUTH - WIN MAJOR OPPORTUNITIES

- Small Classes - Interactive - Effective Canberra.NET

1 An Introduction to the Essence of Selling Solutions

This half day interactive workshop will provide participants with the Ofundamental tenetsO in successfully selling
solutions. Ten of these tenets will be presented B experience has shown that successful implementation of the
tenets will lead to dramatic increases in identifying and converting opportunities, and the margin associated with
these opportunities.

Key topics include:

getting buy-in to the solution sales process from EVERYONE in the selling organisation
identifying opportunities within a prospect BEFORE they go out to tender

providing truly UNIQUE solutions B even if you sell packaged products

a reliable process to follow to progress opportunities

testing buyer commitment

eliminating competition.
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The session will be crafted to the unique needs of attendees via a survey to be completed in advance of the
session.

2 Building and Managing a Sales Pipeline

Pipeline management is the key to removing the stress and uncertainty associated with achieving a sales target.

This session will provide a checklist process by which the progress of opportunities through the sales pipeline can
be measured B and specific suggestions will be made as to the types of actions that need to take place to move to
later stages of the pipeline.

Discussion will also be held around how to prioritise personal activities associated with different opportunities in the
sales pipeline.

3 Improving Customer &daction and Customer Value

Customer satisfaction and value perception are integral to retaining customers, getting positive word of mouth
referrals, and being able to charge a premium. They are also important factors in attracting and keeping quality staff
Dcritical in a market where it is very difficult to attract good talent.

The session will describe the key OkillersO of customer satisfaction, and based on this will outline a framework for
creating a customer satisfaction improvement program, including what actions different members of the
organisation need to take to increase customer satisfaction.



4 Developing a Word of Mouth Marketing Strategy

With the rise of Osocial networking® applications, Oword of mouth® marketing is undergoing a renaissance.

This session will outline the key techniques to achieve powerful yet inexpensive word of mouth marketing programs,
based on emerging best practice.

5 Developing a Strategy to Win a Major Opportunity

In this session a workshop process and associated OOngage tool® will be presented, to assist attendees develop
winning strategies to win major opportunities. Designed to be repeated a number of times during the sales
campaign, the process analyses key aspects of the sale, including relationships with buying influences, the events
affecting the timing of the sale, the involvement of competitors etc.

The outcome of the process is a documented set of actions that need to be taken to increase the likelihood of
winning the deal.

WEDNESDAY THURSDAY PRICE CLASS SIZE
20 AUGUST 21 AUGUST

1 An Introduction to the Essence of 1:3@4:30 8:0@®11:00 $150 per person Maximum 20 Participants
Selling Solutions
Choose Wednesday or Thursday ses:

2 Building and Managing a Sales Pipeli 8:0@10:00 bb $100 per person Maximun®0 Participants

3 Improving Customer Satisfaction and 10:3®12:30 bb $100 per person Maximum 20 Participants
Customer Value

4 Developing a Word of Mouth Marketit BD 12:0@&2:00 $100 per person Maximum 20 Participants
Strategy

5 Developing a Strategy Win a Major  bb 2:3®4:30 $100 per person Maximum 20 Participants
Opportunity

Where

Training sessions will be held at: Microsoft, Level 2, 44 Sydney Avenue, Barton ACT 2600

® Limited Class SiPPlease Register Early!

Registration deadline: Timday, 31 July

In order to offer these great prices, this training is being run on a cost recovery basis only (no profit).
Please register by Thursday, 31 July to guarantee a minimum number of 10 students per class for
the program to take place.

Engagingand Experienced Instructor

Bruce Rasmussen owns Carpe Diem Consulting, a management consulting firm that develops and delivers the
sales and marketing readiness training on behalf of Microsoft to their Partners in Australia, NZ and SE Asia. Bruce
just returned from being invited to speak at MicrosoftOs Worldwide Partner Conference in Houston, Texas. BruceOs
session received the 4th highest feedback from attendees P out of over 200 sessions delivered at the conference.

Organized by Canberra.NET ¢ N
Canberra.NET
[ ]



- &
e Sales Training for IT Companies ' Q) canverraner

-+ Small Classes - Interactive - Effective
®

REGISTRATION F O RaMi 19 008 568036
Attn: Ellen Meinhart

Name:

Organisation/Company: Position:

Postal Address:

Post Code:

Phone: (work hours) Mobile:

Email:

FEEEENN LIS RN /EsEYS WEDNESDAY THURSDAY PRICE PARTICIPANT NAME
and Participant Name(s) 20 AUGUST 21 AUGUST

1 An Introduction to the Essence of ] 1:364:30 ] 8:0@11:00  $150
Selling Solutions
Choose Wednesday or Thursday ses:

2 Building and Managing a Sales Pipeli [] 8:0@10:00 bb $100

3 Improving Customer Satisfaction and [ 10:3@12:30 bb $100
Customer Value

4 Developing a Word of Mouth Marketit BB [0 12:0&2:00 $100
Strategy

5 Developig a Strategy to Win a Major Db [ 2:3®4:30 $100
Opportunity

Total Amount:

Card Type:

Card Holders Name:

Card Number: Expiry Date:

Signature:

[ INVOICE REQUIRED (please check if unable to pay with credit card)

Please complete this form and return with payment to: Email e.meinhart@aiia.com.au or Fax(02) 6285 1408

RECEIPT / TAX INVOICE - This document will become your RECEIPT / TAX INVOICE when completed and payment is made in full so please keep a
copy for your records.

STRICTLY PAYMENT D upon registration.

CANCELLATION POLICY DAIIA is pleased to provide full refunds for cancellations advised within 5 working days of the event. Cancellations after 5
working days but before 3 working days will receive 50% of total amount. There will be no refunds for cancellations within 3 working days of the event. You
may substitute a colleague at any time if you are unable to attend.

PRIVACY DISCLAIMER - AllIA will handle any Personal Information collected from in accordance with its Information Handling Policy. You acknowledge
and agree that AIlA may use Personal Information to register you for this event and to notify you of further related AllIA events and activities. AllA will not
disclose your Personal Information to third parties, except to a service provider for the sole purpose of performing an activity on behalf of AllA. In this case,
AlIA will use all reasonable efforts to ensure that the recipient handles your Personal Information in accordance with appropriate privacy principles. The
attendee and organisation name may be included in a list for circulation to attendees at the seminar.



