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Overview
An intensive (but fun!) high impact day covering all foundations of 
the selling process. Essential knowledge for anyone who wants a 
refresher in Media Sales.

Topics Breakdown
Exploration 
Objections 
Negotiation
Managing Clients' Expectations 
Business Development
Prospecting
How to approach clients and agencies

Outcome 
Confident, empowered individuals, who know what it takes to 
find revenue, treat their clients right, win pitches and get return 
business.

Who should attend?
Anyone in sales after a one-day refresher and who wants to start 
the year by leaping into it. From beginner to 10 years in.
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TOPIC 1: Exploration: Why do people buy? 

Essential underpinning to every business 
transaction. Critical to the success of the sales 
person.

Covering: Questions, listening, exploration, 
building rapport, understanding the big picture. 
How it’s critical to the success of any sales 
person. How to build trust. 

Outcome: Mind-shift on how to ask the right 
questions, why, how to respond, how to keep 
the client discussing their needs. How to get 
alignment, put forward solutions and be the 
expert.

TOPIC 2: Selling: What do we have to do to be 
successful in business?

Covering: What the client needs (or think they
need), buying signals, benefits, conscious and
unconscious communication. Perceptions.

Outcome: The ability to put forward your
solution in a professional manner.

TOPIC 3: Objections: Understanding what this 
really means and how to convert into a sale.

Covering: Different types of objections. 
Understanding what the objection means. 
Insight to how we feel and react to feedback 
and objections.

Outcome: Embracing objections and using them 
to forge more meaningful relationships.

TOPIC 4: Negotiation: Successful negotiators 
are created not born.

Covering: Preparation, techniques, styles, 
mindset.

Outcome: Confident, successful negotiators 
who have a plan of action and all bases covered.

COURSE PROGRAM TOPIC 5: Managing clients' expectations: Service 
excellence. Managing tricky situations.

Covering: Servicing excellence, communication 
styles. Buying Signals. Building client 
relationships. What to do if it’s all unraveling and 
the wheels are falling off…!

Outcome: Understanding what is motivating your 
client and how they want to be communicated 
to. Effective use of emails, phone calls and 
meetings.

TOPIC 6: Business Development/Prospecting: 
Nowadays prospecting couldn’t be easier. How 
do make prospecting easy and comfortable.

Covering: Energy. Who to target, when, how, 
what to say, building rapport, what to do? How 
to convert. Relevance. Timing.

Outcome: Someone who embraces prospecting 
with a clear head and genuine enthusiasm.

Sales ACCELERATOR
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$595pp
This is a one day course held 
from 8:30am - 6pm. 

Please go to our website to 
find out when our next course 
dates are.

www.smarterselling.com.au



Overview
A Foundation Media Sales Course so that a Graduate can ‘hit the 
ground running’.

Topics Breakdown
Exploration 
Objections 
Negotiation
Managing Clients' Expectations 
Business Development
Prospecting

Outcome 
Confident, empowered individuals, who know what it takes to 
find revenue, treat their clients right, win pitches and return 
business. Being ahead of the pack when it comes to knowing 
what’s expected of them, how the company works, how an 
Advertising agency works. Company etiquette.

Who should attend?
Media sales graduates. 
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TOPIC 1: Exploration: Why do people buy? 

Essential underpinning to every business 
transaction. Critical to the success of the sales 
person.

Covering: Questions, listening, exploration, 
building rapport, understanding the big picture. 
How it’s critical to the success of any sales 
person. 

Outcome: Mind-shift on how to ask the right 
questions, why, how to respond, how to keep 
the client discussing their needs. How to find 
alignment. 

TOPIC 2: Selling: What do we have to do to be 
successful in business?

Covering: What the client needs (or think they
need), buying signals, benefits, conscious and
unconscious communication. Perceptions.

Outcome: The ability to put forward your
solution in a professional manner.

TOPIC 3: Objections: Understanding what this 
really means and how to convert into a sale.

Covering: Different types of objections. 
Understanding what the objection means. 
Insight to how we feel and react to feedback 
and objections.

Outcome: Embracing objections and using them 
to forge more meaningful relationships.

   
TOPIC 4: Negotiation: Successful negotiators 
are created not born.

Covering: Preparation, techniques, styles, 
mindset.

Outcome: Confident, successful negotiators 
who have a plan of action and all bases covered.

COURSE PROGRAM TOPIC 5: Managing clients' expectations: Service 
excellence. Managing tricky situations.

Covering: Servicing excellence, communication 
styles. Buying Signals. Building client 
relationships. What to do if it’s all unraveling and 
the wheels are falling off…!

Outcome: Understanding what is motivating your 
client and how they want to be communicated 
to. Effective use of emails, phone calls and 
meetings.

TOPIC 6: Business Development/Prospecting: 
Nowadays prospecting couldn’t be easier. How 
do make prospecting easy and comfortable.

Covering: Energy. Who to target, when, how, 
what to say, building rapport, what to do? How 
to convert. Relevance. Timing.

Outcome: Someone who embraces prospecting 
with a clear head and genuine enthusiasm.
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www.smarterselling.com.au

(m) 0438-717-570
charmaine@smarterselling.com.au

I look forward to seeing if I can 
help support you and your 
team on this next phase of 
your sales career.

Charmaine Keegan
Director 


