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Course Content & Outline

Section 1: Understanding Emotions

.Understanding the return on emotions and the neuroscience of sales e

.How emotions influence a customer’s buying habits

.Identifying emotional challenges and opportunities

.Recognising personal emotional triggers, motivations, and drives

.Engaging the power of likeability

.Increasing reputation through confidence, authenticity and likeability

Section 2: Managing Emotions

JAssessing how stress and conflict lead to emotional outbursts e

.Reviewing successful sales leaders and how they efficiently manage negative emotions

.Redirecting negative emotions into positive action

.Setting and managing expectations for consultative selling

.The importance of effective emotional management throughout negotiations

.Applying emotional responses in appropriate situations

Section 3: Understanding the Emotions of Others

.Comprehending the power of empathy e

Engaging with specific emotions through sales techniques to influence certain types of e
.purchases

.Marston’s personality types and how these apply to different types of customers e

.Recognising the connection between verbal and non-verbal communication e

.Utilising various communication tactics to lead an emotional conversation e

Section 4: Social Skills in the Sales Process

.Connecting with customers on an emotional level

.Building personal relationships with customers to encourage brand loyalty e
.Generating value through propositions and presentations e

.Addressing conflict and dissatisfaction calmly and reasonably e

.Effective qualifying and closing for partnership e



Section 5: Emotionally Intelligent Culture and Leadership

.Leading with emotional and social responsibility

.Developing and encouraging emotionally intelligent teams

Implementing reward programs, work incentives and events to build relationships and
.reduce stress

.Regularly recognising and appreciating the hard work of others

Bonding with employees and encouraging positive relationships within and outside the
.workplace
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Emotional Intelligence Activities In The workplace 15

Boost workplace harmony with emotional intelligence activities. Foster empathy,

.communication, and regulation for stronger teams and success
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YouTube Video

https://www.youtube.com/embed/xcqOuoTauQY?si=QISGALgHQFXaVY0G
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