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WHAT WILL I LEARN? How to: 

• Apply questioning and listening skills to clearly understand what the 

customer wants and why it is important 

• Establish personal credibility and mutual value in every customer interaction 

• Communicate the value of your products and services in a way that 

addresses customer needs and why they represent value for your customer’s 

current and future business 

• Adopt an approach for ending every meeting or call with appropriate next 

steps for both parties 

• Apply Needs Based selling to your business or organisation and create a 

model of sales excellence for your own job role 

• Evaluate and enhance your impact as a Trusted Advisor to your customers 

• Become a Trusted Advisor to your customers and clients 

• Identify sales behaviours you will Stop, Start and Continue, to immediately 

apply the skills you’ve learnt 

https://www.andmeetings.com/our-venues/london-city/barbican


 

 

 

 

Who Should Participate in This Workshop? 

 
 Anyone trying to win more business and develop stronger relationships with cusomers; eg 

Salespeople, Consultants, Business Developers and Entrepreneurs who work alone or in 

small teams. 

 

Workshop Leaders 
 

Jenny Powell, co-founder, Miradorus Has 20+ years 

experience working with salespeople across a broad range of 

industries, helping people to accelerate their sales results- 

from the initial planning right through to the final negotiation 

and Strategic Account Planning  

 
 

Jill Pergant, Miradorus Jill has been facilitating sales training 

programmes and workshops for salespeople and consultants for 

more than 20 years. She works with individuals and teams to 

drive high levels of performance and achieve business results, 

across a broad range of industries and geographies. 

 

 

Testimonials 
 

“Since taking the Consultative Selling Skills programme, I have tailored what I need to communicate 

to each individual contact and listened more. This has given me a much clearer picture of what they 

need and allowed me to offer better solutions. The day after the training I had a call with a client – I 

applied my learning. I hardly said anything and asked more open questions about why they wanted a 

pre-paid card. I realised I’d made some assumptions about the client, and without my training I 

wouldn’t have realised they were wrong. As a result I have now created a much bigger opportunity 

for my business and I’ll follow up next week.  Jack Miles Cordoba Rewards 

 

“The workshop our team completed was hugely beneficial and we all gained learnings that are 

directly applicable to winning more business – and having more fun doing it! Since doing the training 

we’ve seen a real uptake in new business – I’d strongly recommend to other businesses.” James 

Smithers, senior Consultant WSP 

 

“We’ve been evangelical about the approach we learnt from the Miradorus training as it’s worked so 

well for everyone who completed it. It is now one of the key anchors of the business and has also 

been integrated it into our CRM system” Jonathan Orr Managing Director, Molecular Products 

Group 
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