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North West Provider Sales Conference
Achieving 1 in 5

The Village: Bury
17 June 2010

Target Audience: Providers Sales Force and Business Development Managers.

Event Aim: Working together towards excellence in selling Apprenticeships.

Objectives: To provide sales staff with the techniques to use:

· To deliver the 1 in 5 targets 
· To achieve outstanding sales performance
Programme Outline
9.30 – 10.00

Registration, Refreshments and Network
10.00 -10.05
Welcome



Mark Hayes, NWPN
10.00 -10.10 

Introduction



Graham Fisher, NAS
10.10 – 10.25
Good for Business Resources 
John Myers, NAS
10.30 – 11.30
Workshop One



11.30- 11.45

Refreshments

11.45- 12.45 
Workshop Two
12.45- 13.30

Lunch

13.30 – 14.30 
Workshop Three
14.35 - 15.35
 
Workshop Four

15.35
- 15.45
Summary and Looking Forward 

John Myers, NAS

15.45 – 16.00
Refreshments and close
Workshops 

Pre Sales Techniques – 

Dr Peter Neal – Sales Improvement Ltd
Delegates attending this session will learn how to research potential customers, ensuring that they get the most out of their time and how research can be applied to sales.

· Profiling your potential customers.  Are you targeting the right sectors and occupations.

· Researching customers and the different techniques that can be used to get to know your customer before you meet them.

· Preparation for meetings.  How to ensure that you get the best out of your meeting with your customer. 

Managing a Sales Team (to be run once at 10.30am for delegates who have selected this option when booking)
Ben Poland – Ben Poland Ltd
Delegates attending this session should be Managers of sales staff.  The session will cover performance management and how to get the most out of your sales team.

· Management information from sales teams.  How to read them and judge performance output, and its level of output.

· How to set targets and review targets with a sales team

· Incentives for sales staff and how to use them to motivate sales staff

Innovative Selling Skills
Mike Ganley  - Sales & Marketing Training Development

Delegates attending this session will learn about selling techniques and the variety of methods that can be used and how to apply them in practice.

· When to use Telesales or Cold calling, and why and how to profile the best method by sector and occupation.

· What method sales to use, differences between transactional sales and consultative selling.

· How to identify ‘buying signals’ in meetings with customers and apply them to the sales process.

Account Management Skills
Mike O’Keefe – Training 4 Excellence

Delegates attending this session will explore how to make the most out of your current relationships with customers.  This session will cover how to account manage your customers and how to expand the relationship, so that more can be achieved from the relationship.

· How to review progress with customers 

· How to identify quality output from previous delivery and use it as a method to sell further.

· Different methods of keeping in touch with customers, including, meetings, newsletters, websites etc……

The ATA Sales Model
Mark Hayes – North West Apprenticeship Company

Delegates attending this session will learn about the ATA, what it is and how it works, along with case studies of how it has worked with a range of provider.

· The uniqueness of the ATA, and how it can be promoted.

· What sectors and occupations the ATA best applies in.

· How to work with the ATA and setup sales meetings.
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