Introduction

In today's fast-paced business environment, a sales professional plays multiple roles: business negotiator,
coach, counselor, leader, account manager, support resource, and occasionally an enforcer. The role is
diverse, complex, and continually evolving. To succeed, modern sales professionals must exhibit a high
degree of flexibility and possess a wide range of skills.

A Certified Sales Professional (CSP) certification goes beyond just proving knowledge in sales. It represents
a comprehensive understanding of sales strategies and practices, distinguishing elite salespeople from
those just beginning their careers.

How to Become a Certified Sales Professional

Becoming a Certified Sales Professional (CSP) involves committing to mastering the art of sales, achieving
the required qualifications, and gaining an in-depth understanding of the standards of professional sales.
This course outlines the journey toward earning a CSP certification, highlighting the importance of the
credentials for those striving to reach the highest levels of sales excellence.

To earn the CSP certification, candidates must develop crucial competencies and meet the rigorous
certification standards. These criteria ensure that CSP-certified professionals possess the knowledge and
skills necessary for superior sales performance.

Targeted Groups
This CSP certification course is ideal for:

¢ Sales and marketing professionals
¢ Anyone involved in selling a product or idea

Course Objectives
By the end of this CSP training course, participants will be able to:

Integrate consultative and value-added selling techniques into their practices
Understand the sales cycle process and the psychology behind it

Align their selling cycle with the customer’s buying cycle

Manage customer value effectively

Identify the necessary behaviors and skills to maximize sales performance
Develop the personal habits required for optimal selling effectiveness

Apply the various steps of the sales process and recognize their significance



¢ Analyze and implement successful negotiation principles and objection handling
¢ Understand the basics of customer relationship management and influencing sales outcomes

Targeted Competencies
Upon completing the CSP course, participants will be able to enhance the following competencies:

Partnering: Building strong relationships, communicating effectively, and managing expectations
Insight: Assessing customer needs, gathering intelligence, and understanding the business context
Solution: Aligning with customer needs, resolving challenges, and driving success

Effectiveness: Leveraging the sales process, executing strategies, and optimizing personal time
management

CSP Certification Course Content
Unit 1: The Changing Business Environment

» Navigating turbulent times in the business world

¢ The evolution of personal selling

¢ Understanding whether we are selling a product or assisting the customer in buying
¢ Personal selling profile

Unit 2: Preparation and Self-Organization

¢ Personal management techniques for sales professionals

e The impact of personal appearance in sales

e Time management strategies for salespeople

¢ Understanding the psychology behind the sales process

» Developing a sales strategy for success using the BAT formula (Behavior, Attitude, Techniques)

Unit 3: The Sales Meeting

e Key functions of an effective sales presentation
¢ Professional skills for sales meetings
e The ASAP formula (Art, Science, Agility, and Performance)
e The 7-step sales process
e Overcoming objections, focusing on six key factors:
o Need
o Features
o Company



o Price
o Time
o Competition
e Effective closing techniques

Unit 4: Creating Rapport through Communication

e The purpose of communication in sales

¢ Key elements of communication

¢ Questioning and probing techniques using the RAIN model (Rapport, Aspirations, Impact, Need
Analysis)

Unit 5: Managing the Customer Relationship

Establishing service beliefs and a positive sales philosophy
Maintaining a positive attitude and its importance in sales
Valuing customers and managing customer relationships
Understanding the causes of customer attrition

» Adapting to different buyer personalities and responses



