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Have you ‘served’ your sales team 
with training that creates a great 
‘customer experience’ and grows 
sales? 
 
 
Who in your organization is in sales?  
 
 
The 5 phases to buying and selling 
are: 
 
 
 

1.  The Greeting 
 
 
 
 
 

 
 
2.  Quali fying and Connection 
 
 
 
 
 
3 Connect and Bui ld Trust Tips: 
 
 
Be an       
 

 
Be an       
 
 
Prove your       
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3.  Counsel ing 
 
 
 
 
 
 
 
 
 
4.  The Presentation 

 
 

 
 
 
 
 
 

 
 

5.  The Close 
 

 
 
 
 
 
 
 
Assumption 
 

 
 
Either Or 
 
 
 

Puppy Dog 
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