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The Program
This skills-based program uses content from your own 
job: your customer cases, your products, your knottiest 
sales problems. You’ll learn how to open and sustain 
a dialogue, and then demonstrate and be coached on 
your skills. Your progress will be recorded on video and 
you will receive feedback from your classmates. You 
will get supportive advice on your performance, review 
what you’ve done, and do it again. 

You will come away from this program having demon-
strated the skills of probing and active listening, as well 
as the knowledge you need for planning sales calls, 
resolving objections, and closing so that you continue 
to build the relationship. Having practiced the skills 
eff ectively in class, you’ll be prepared to do it eff ec-
tively back on the job. And you’ll have a manual and 
a tip card to help you. 

What It Means To You
Of course, increasing the rate of closes is all the benefi t 
most salespeople ever want. But in addition, you’ll fi nd 
a signifi cant change in your professional life when you 
have mastered Socratic Selling Skills. You’ll fi nd it easier 
to get appointments and you’ll form deeper, stronger 
relationships with your customers. Selling is just more 
rewarding when you’re good at it!

What It Means To Your Organization
Higher sales and reduced cost of selling are just the 
beginning for an organization that trains its sales force 
in the skills of Socratic Selling. This sales model leads 
to deeper, stronger customer relationships, which help 
to insulate the organization against the eff ects 
of business downturns and personnel changes. There’s 
also a benefi t in standardizing sales skills: the sales-
people represent the organization more predictably 
and more professionally. Morale improves in the sales 
force. Turnover and recruiting costs decline. And most 
organizations report that the skills of Socratic Selling 
invigorate their salespeople!

Socratic Selling Skills

 …who do most of the selling. They are the stars, 

and they seem to have been born to sell. 

But you don’t have to be a natural-born salesperson 

if you simply master the behaviors of one. What are 

those behaviors? Successful salespeople focus every 

interaction with a customer on learning more about 

that customer and his or her needs. If you learn how 

to ask the right questions and listen to the answers, 

you can position your products and services success-

fully. And then you will become a sales star, too. 

In this two-day program, you will learn to plan a sales 

call, open a dialogue, uncover your customer’s needs, 

handle objections, resolve issues standing in the way 

of a sale, and close and solidify business relationships. 

IN ANY ORGANIZATION, THERE ARE ALWAYS A SMALL 
NUMBER OF SALESPEOPLE…

Acquire the skills to ask questions 

that get the answers you need—then 

use those answers to make the sale.




