
Advanced Sel l ing Strategies

D A N  F L O R O S
with

           C o r p o ra t e  Tra i n i n g  P r o g ra m

Dan Floros  is  a  GLOBALLY renowned business-mentor  who helps  

smal l  to  medium s ize  business  owners  reach their  objec t ives  

faster  than they ever  thought  poss ible  -  by  establ ishing c lar i t y, 

focus, &  s impl ic i t y  on what  real ly  matters .

The sa les  strategies  out l ined in  this  program have been ut i l i sed 

by Dan’s  c l ients  across  a  wide range of  industr ies, result ing in  

consistent  Revenue Growth and Bottom Line prof i ts .

Advanced S el l ing Strategies  with Dan Floros –  the sel l ing sk i l ls  you MUST 
master  to  move in  the top 10% of  income earners  in  your  f ield.

Welcome to a  new wor ld.  The f ie ld  of  se l l ing has  radical ly  changed in  the last  few years .  Sa les  people  who do not  
adjust  and change quick ly  wi l l  see their  incomes drop, as  competit ion gets  tougher  and more determined.  In  this  
h ighly  prac t ica l  and informative program with Dan, you wi l l  learn to :

• Ident i fy  the 7  fundamental  steps  as  prac t iced by a l l  sa les  profess ionals

•Understand why sa lespeople  are  the most  valuable  asset  in  any organisat ion

•L ink your  mark et ing with your  sa les  message in  the quest  for  increas ing 

revenues

•G et  more and better  appointments  with better  prospec ts

• Introduce attent ion grabbing words  and quest ions

•Establ ish  high levels  of  rappor t  f rom the f i rst  meet ing

•Learn how to become a  highly  ef fec t ive  communicator, us ing the 4  k eys  to  

l i s tening success

•Understand the di f ference between ‘se l l ing’ and ‘consult ing’ 

•Bui ld  high levels  of  t rust  and integr i t y  with  your  prospec ts

•Focus  in  on, and ident i fy  the essent ia l  needs and gaps of  your  prospec ts

•Use power ful , proven quest ions  to  uncover  hidden needs

•Develop a  profess ional  presentat ion that  h ighl ights  your  organisat ional  

capabi l i t ies  and customer  benef i ts

•Use the “ Inver ted Model  of  Sel l ing” in  today ’s  competit ive  environment

•Posit ively  inf luence your  customer ’s  percept ion of  you as  a  sa les  profess ional

• Isolate  and overcome k ey concerns  that  stop a  customer  f rom buying

•The seven best  sa les  c los ing techniques  ever  discovered

•Types  of  objec t ions  and how to answer  them

•Save the lost  sa le

•Design the ult imate system for  af ter  sa les  ser v ice

•Resel l  and up sel l  your  customer  cont inuously

• Increase your  sa les  results  year  in  year  out

Increase your sales 
revenue by 

focusing on the few 
core competencies 

as practiced by 
the world’s most 

effective sales 
professionals.

Over 85% of sales people 
have not been thoroughly 
trained in their profession.

Over 95% of sales people 
could dramatically 

increase their sales with 
the ideas taught in this 

training program.
www.danfloros.com


