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Increasing your sales performance with EQ (I) – Data Mining 

 

 

Below are four challenges sales organizations face:  

 

1. Increased competition and changing market environment leading to erosion of margin. 

 

2. How to find sweet spots to differentiate your sales organization from your competitors.  

 

3. A more educated (demanding) buyers, leading to higher expectation from clients on sales 

professional to go beyond products, features and functions selling. 

 

4. Sculpting an agile and a growth mindset for your sales organization to constantly evolve 

and adapt to the ever-changing market place.  
 

 

 

 

“Your price is too expensive, give me a discount or I will not buy from you!” 
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Why learning the Increasing Sales Performance through EQ (I) – Data mining is important for 

you and your organization performance? 

 

A successful sales order in the bag is a combination of providing value added solution at a “correct” 

price point, identifying key stakeholders, managing their expectations and needs, pitching the 

idea to these stakeholders, finding out, amplify customer’s pain point, working as a team with 

colleagues, managing emotions and handling rejections and objections from clients.  On top of 

these, to be disciplined enough to follow through a simple sales process.  Sounds complicated? 

That’s why we are here to take you through this fascinating, fun and rewarding journey of selling.  

 

 

What can you expect? 
 

The Increasing your sales performance with EQ consist of two modules, Data Mining and Closing 

in and Influencing. Each module is two days. It focuses on developing three key areas of your 

sales team over a period of time.  Skillsets, Mindsets and Awareness.  Part one of this two parts 

program focus on uncovering and amplifying customers’ pain points and developing useful 

mindsets and values in order to be successful in the selling profession.   

 

 

 

 

 

 

 

 

 

 

 
 

 

 

We have incorporated best practices on selling skills, understanding and reading human  

behavior, buying psychology, emotional intelligence (EQ), resilience topics, high performance 

mindsets, latest discoveries in neuroscience and even a topic on empathy (part II).   
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The Increasing your sales performance with EQ (I) – Data Mining, cover the following topics: 
 

1. Why the need to change the way we sell? 

2. What is selling? 

3. Selling process. 

4. How to selling value? 

5. Why people buy? 

6. Listening and questioning skills. 

7. Building trust with clients.  

 

At the end of this two-day workshop, you will: 
 

1) Discover the changing nature of selling in this digital age. 

2) Explore the value equation and how it impacts your sales performance. 

3) Learn a more effective and efficient sales process.  

4) Discover your blind spots as a sales professional. 

5) Understand why people buy services and products. 

6) Learn how to uncover customers’ rocks - How to deep dive to explore and uncover your 

customers’ business needs and challenges.  

7) Discover 4 barriers to communications and learn ways to communicate effectively with 

customers.   

8)  Learn and practice high impact questioning techniques used by ICF (International Coach 

Federation) professional executive coaches to help you “advance” your sales. 

9)  Learn how to build trust with your customer using the SPARK strategy.  

 

Target audience  

Sales and marketing professionals 

 

Workshop size  

14 to 20 
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