Sales Effectiveness

Sales Effectiveness Training by BEMA U leverages the fervor, knowledge and experience of sales professionals to create a new relationship dynamic with

VALUE PROVIDED BY
Sales Effectiveness Training:

customers that thrives through powerful communication techniques. The impact of this training opens up the possibility for greater business breakthroughs -
beginning with a thoughtful and engaged sales team.

Qualification Questions Proof Statement Problem Impact

Are a large portion of your company’s sales driven by
customer demand vs. salesperson communication?
Is your sales team engaging your customers on levels that

go beyond your company’s offerings?

Do you feel that your sales team has a connection with

clients that could be stronger?

Do you feel that your sales team is aware of new and
engaging ways to approach their sales goals, but no

strategic plan to enact them?

Does your sales team work proactively to leverage the
experience / insight of key teams within your

organization?

62% of consumers stop doing
business with companies due
to poor customer service
(relationships).

Communication with
customers is poor.

Low engagement leads to longer sales cycles,
frustration and weak customer relationships.
Customers don't feel as though their needs are being
met because they aren’t being heard (activated based
on wants and needs).

Loss of market share to competition.

No plan / process to
manage the evolution of
the marketplace /
industry.

Sales teams are not motivated to engage the
customers around core changes in the industry.
Innovation is stifled.

Company appears to be archaic / not current.
Customers rely on competitors for insight and
business evolution.

The accessibility and
transfer of knowledge is
limited.

The nature of sales creates a competitive
environment, weakening overall production as high-
value sales professionals are unwilling / not
incentivized to share key insights and knowledge.

effectively.
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engaging learning environment that puts the unique
characteristics of each salesperson front-and-center,
allowing those characteristics to exist as the driving
force that leads to future sales success.




