
 

      Interpersonal Selling Strategies 
 

 
The primary goal of salespeople is to obtain the most from buy - sell situations. To 
realize this goal, salespeople have to consciously and continually develop their selling 
strategies. Interpersonal Selling Strategies (ISS) provides a framework for this 
development. The ISS workshop is the first step in a continuing system of reinforcement 
and coaching. This is designed to enhance a salesperson's ability to project higher levels 
of confidence and competence, resulting in more substantial buyer commitments 
  
Selling in today's environment poses innumerable challenges. Most organizations face 
intensified competition, diversified product lines, longer sales cycles, increased customer 
sophistication, and a growing emphasis on knowing the customer's business and 
providing quality customer service. 
 
To succeed in this environment, many organizations are focusing their efforts on 
developing long - term customers.  They are relying on their salespeople to build and 
strengthen customer relationships.  For the salesperson, this means being sensitive to and 
satisfying the changing needs of customers. It requires making the buy - sell situation 
comfortable, so the customer will want to do business on a long - term basis. 

 
Module Highlights & Outcomes 
 
ISS presents several themes, which form the foundation of this seminar and result 
in highly effective, customer - oriented sales strategies. The following concepts 
and skills best explain these themes. 
 
The concepts of ISS are: 

1. Decision Making and the Decision Ladder 
2. Conversational Rapport 

 
         The skills of ISS are: 

1.  Recovery skills 
2. Knowledge skills 
3.  Risk - taking skills 

 
These concepts and skills are presented in a variety of activities that draw on 
the experiences of the group. Participants complete activities that allow for 
integration of real - world business and product or service knowledge. The 
seminar is realistic and geared to the experience level of the group. 

 
A unique seminar feature is that participants assume the role of "buyer" as 
well as that of "seller," which enables them to experience both sides of the 
buy - sell relationship. Participants can translate conclusions drawn from the 
buyer's perspective into meaningful selling points. 

 
 
 

 

 



Benefits of Using Interpersonal Selling Strategies 
 

ISS presents a natural process that salespeople can use to conduct buy - sell 
meetings with integrity and mutual respect. The concepts and skills taught in 
the program will help salespeople develop the interpersonal selling strategies 
they need to obtain commitment to high - level decisions from buyers in 
today's competitive marketplace. 

 
By completing an ISS seminar, participants will be able to: 

 
 Recognize degrees of "buying" and "not buying" during a buy - sell 

conversation. 
 Concentrate and listen effectively during a buy - sell conversation. 
 Start a productive buy - sell meeting.  
 Demonstrate rational empathy.  
 Be more flexible when relating to people. 
 Size up a buy - sell situation. 
 Qualify a prospect. 
 Execute in - depth probing for problems. 
 Ask the right questions. 
 Establish conversational compatibility. 
 Conduct business in terms the buyer can best accept. 
 Demonstrate conversational leadership. 
 Increase buyer interest and acceptance levels. 
 Face up to resistance. 
 Problem solve with logic and empathy. 
 Objectify problems. 
 Recognize when to close. 
 Know how to close with conviction. 
 Manage customer stalls and indecision. 

 
Program Specification 

 
Audience: -   Sales Managers, Sales people and marketing/ sales support staff. 

  
Class Size: -  6 -16 Person 
 
Length: -  2 Days 
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AchieveGlobal 

AchieveGlobal 
helps organizations 
translate business 
strategies into 
results by improving 
the performance of 
their people. Clients 
worldwide rely on 
AchieveGlobal’s 
proven expertise in 
leadership 
development, 
customer service, 
and sales 
effectiveness. 
Implementing 
research-based 
learning solutions, 
AchieveGlobal 
empowers clients to 
successfully 
develop leaders 
and acquire, grow, 
and retain profitable 
customer 
relationships. 
 
With 75 offices in 
42 countries—and 
programs and 
services in more 
than 40 languages 
and dialects—we 
can work with our 
customers virtually 
anywhere in the 
world. We welcome 
the opportunity to 
work with you too. 
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