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WHO SHOULD ATTEND

Frontline Sales Team members

•	 Sales Managers and Sales Directors who manage sales teams

•	 Business Development Team members

•	 Business Development Team Managers and Directors

•	 Solutions Consulting / Solutions Engineering / Presales teams who are actively engaged in 

customer presentations and discussions

PROGRAM OUTLINE

No one buys a product per se. What is bought is what the customer ‘thinks’ the product or service will do 
for her or him. Being perceptive of the customer’s environment and his / her requirement is therefore a key 
criteria for a successful salesperson and should be at the core of their Sales DNA. Every successful salesperson 
should be a businessperson first and understand how to create business outcomes for their customers. Simon 
Sinek’s ‘Golden Circle’ framework will be used to illustrate customer orientation. The framework has been 
further developed by 1TeamConsulting to bring in the context of its application in B2B Sales scenarios.  
 
This 1 day program will help the participants prepare for their customer presentations and discussions with the 
Customer being the central focus, and presenting their product / services capability in relation to the benefits it 
provides to the customer. The program will also help the participants develop effective presentation strategies 
and skills to make impact.
 



KEY TOPICS AND SESSION PLAN

Morning

1. The Golden Circle Framework

• Introduction to the ‘Golden Circle’ Framework – The Why, How 
and What

• Golden Circle’ Framework applied in B2B Sales – The Value Scale

2.  Developing Your Presentation Strategy

 Preparation

Understanding your audience

• Developing the Presentation Storyboard – The Why, How, What 
sequence

• Building Variety and Emphasis
• Arriving at the right mix of Presentation, Interaction, 

Facilitation to capture attention
• Preparing and Planning Presentation Resources
 Content
 Materials, Props
 Co-Presenters / Facilitators

3.  Introduction to the short cases for 
Afternoon Preparation and Presentation

Afternoon

4.  Presenting with Impact

Presentation Styles
• Beginning with a Story
• Achieving a Balanced Style
• Handling Difficult Audiences / Objections

6.  Presentation Preparation

7.  Case Study Presentation

• Team Presentations
• Presentation Critique and DebriefSix Sigma Control Plans

8. Program Wrap-up and Close
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1TEAM’s Training Programs combine theory and 
practice in the context of the customer’s environment 
to ensure impact and retention of learning. These 
sessions are high energy, interactive and workshop 
oriented to ensure maximum participation and 
knowledge acquisition for today’s adult learners. In 
line with our core belief - ‘Knowledge Transforms’ 
- we help participants understand how the session 
concepts can be innovatively applied in their 
own business context and achieve business 
transformations.

Management is, above all, a practice where art, science, and craft meet
Henry Mintzberg

Based in Singapore, the hub of 
the South Asia region, One Team 
Consulting aims to help Corporates 
build their competitive edge to 
face the ever changing business 
environment.


