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Title 

Consultative Selling 

Training Aim 

To understand the sales process from opening the sales call to identifying and presenting the benefits of a solution to the customer, deal with customer objections and to close the call effectively. 

Training Contents

Understanding how Radio Works 

· Background to radio

· Growth and Development of the Independent Radio Sector<

· Popularity of Radio and Growing % of Media spend

· Radio V Press - Advantages of Radio over other media
Professionalism 

· Defining professionalism and your selling style
· Developing Credibility

· Approaching and planning targets

· What you need to know about your product, industry and competition
The Selling Process 

· Defining and identifying customers
· Features and benefits of Radio
· Getting that appointment

· The 1,2,3,4 stages of selling

· Handling Objections
 Practical Selling 

· Avoiding the Ten mistakes we make in Selling Radio

· Role play selling skills and group work

· Role play selling skills to press advertisers
Successful Proposals 

· Selling Campaigns.....not Advertising

· Writing Proposals

· Using Research, JNLR to your benefit
· Creative Copy Writing

· Selling Sponsorship and Promotional Activity
Certification 
This is a FETAC Level 6 course and thee entry requirements are National Vocational Certification Level 2, Leaving Certificate or equivalent qualification and/or relevant industry and work experience.
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