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B E C O M E  A  H I G H  P E R F O R M I N G  S A L E S  I N D I V I D U A L  A C C R E D I T E D  B Y  T H E

C P D  S T A N D A R D S  O F F I C E  I N  J U S T  2 4  H O U R S !

G A I N  2 4  C P D  P O I N T S  T O O !

Selling with Purpose



At its essence, selling is handing over something of value in exchange for money or another item of value. But

to get to the point where someone is willing to part with their money to obtain an item or service often

requires persuasion. Through coaching, people are able to find their own solutions, develop their skills and

change their behaviour and attitudes. It is about developing self-awareness in individuals and groups to

unlock their selling potential.

What is Selling? 

In today's Volatile, Uncertain, Complex and Ambiguous (VUCA) world, coaching enables individuals within an

organisation to take responsibility for their own development,  goals and accountability. It helps to generate

more autonomous individuals that are motivated, self-directed and committed.  Organisations are

increasingly aware of the value of developing this into their culture.

Why is Coaching the Development Activity of
the future & the chosen style of the workshop?

Why is an CPD accreditation important?

CPD helps you continue to make a meaningful contribution to your team. You become more effective in

the workplace. This assists you to advance in your career and move into new positions where you can

lead, manage, influence, coach and mentor others.

CPD can lead to increased public confidence in individual professionals and their profession as a whole.

CPD helps you to stay interested and interesting.  Experience is a great teacher, but it does mean that we

tend to do what we have done before.  Focused CPD opens you up to new possibilities, new knowledge

and new skill areas.

CPD ensures that you and your knowledge stay up to date with current industry trends and best practices. ...

CPD ensures that you maintain, develop and enhance the knowledge, understanding and skills you need to

deliver exceptional service to your customers and be an asset to your colleagues

They provide credibility in a way that other accreditations and qualifications can’t because theirs is

evidence-based. They have done all the research, They know the field of CPD inside out, and they are

working with their community of providers to improve it on an on-going basis.

What is the CPD Standard Office?



Describe Behaviours of a Successful Sales Person

Explain the importance of Mental Toughness in Sales and how it will promote a positive mindset

Complete Social Styles Questionnaire to identify your own and other communication preferences

Recite the 7 Step Buying Cycle

Establish customer need using Open Questioning techniques

Practice Active Listening

Demonstrate Overcoming Objections using the AAA technique

Create a Call / Meeting Structure and complete Final Assessment

About the Programme
‘Selling for Purpose’ provides a 360 look at selling through a 24 hour blended (or virtual) programme. Delivered

by 123 People Development, in partnership with AQR International, and delivery partners with Welcome Two and

HMB Learning Solutions, delegates will discover a measurable shift in behaviours and provide evidence of

improved sales techniques. 

The programme includes the use of high-quality psychometrics (MTQPlus) before and after to evidence impact.

The programme is designed to be an Immersive experience while providing the opportunity to build self-

awareness, and practice new selling techniques within a safe environment. 

What can I expect?
A highly effective, CPD Standards accredited programme, Providing confidence of quality.

The 'fast track' approach enables individuals to professionalise their practise almost immediately. (Providing

delegates meet the requisite level of experience and competence).

The opportunity to develop essential sales skills, in the minimum time required away from the workplace.  In just 24

hours! 

A highly effective programme designed by internationally acclaimed coach and mentor Samantha Sloan.

MTQPlus assessment to measure progress from the beginning to the completion of the workshop as well as access to

your own distance travelled report. This will demonstrate changes in your mindset following the course.

Learning Objectives

The  MTQPlus is a high-quality psychometric instrument that has an important place in selling.  'The law of causality

confirms that all sales results are the outcome of the actions taken by the salesperson and that all actions are driven by

thinking.  So, why do so many interventions focus on trying to change actions to improve results?

If we really want to improve sales results, we must understand how the salesperson thinks and what drives them. The start

point for this is the MTQPlus.'  John Tunstall FISM

Why MTQPlu?MTQPlus?  



Programme Outline

T U T O R  L E D  T R A I N I N G  -  M O D U L E  1

Welcome  and  I n t roduc t ions

Agenda  and  Ob jec t i ve s

Se l l  me  a  . . .

What  I S  /  I SNT  Se l l i ng

T ra i t s  and  Behav iou r s  o f  a  Success fu l  Sa le spe r son

B reak

Impor tance  o f  MTQPLUS

Ref lec t ion  and  C lose

P R E - W O R K

De legates  to  comp le te  MTQP lu s  p s ychomet r i c  a s ses sment

Comp le te  Soc ia l  S t y l e s  Ques t i ona i re

What  do  you  f i nd  mos t  cha l l eng ing  a round  Se l l i ng?

T U T O R  L E D  T R A I N I N G  -  M O D U L E  3

T U T O R  L E D  T R A I N I N G  -  M O D U L E  2

T U T O R  L E D  T R A I N I N G  -  M O D U L E  4

Know ledge  /  Sk i l l s  /  M indse t

Cons ide ra t ions  /  Resea rch ing

B reak

Commun ica t ion  S t y l e s

3  V ’ s

Re f lec t ion  and  C lose

We lcome  to  Modu le  3  

7  S teps  o f  t he  Buy i ng  Cyc le

Bu i l d i ng  Rappor t  

B reak

Ques t ion i ng  Techn iques  

L i s ten i ng  Techn iques

T rans i t i on  and  Fea tu res  /  Advan tage  /  Benef i t

B reak

Ove rcoming  Ob jec t ions

C los i ng  the  Ca l l  /  Meet i ng  /  Depar tu re  D r i l l

Summary  and  C lose



Delegates to complete MTQPlus psychometric assessment again.

All delegates will receive a copy of their ‘Distance-Travelled’ MTQPlus report. All materials included - workbooks, handouts and additional resources.

DESIGNED BY SAMANTHA SLOAN

A passionate developer of people with over 14 years facilitation, design and training experience across a wide range of

sectors. Recognising that there is no one-size-fits-all approach, Sam understands that development can be tailored to any

organisation for a true return on investment, by focusing on the business culture, behaviour and strategic goals.

Sam possesses exceptional communication and facilitation skills. Her ability to effortlessly adapt her style to her audience

ensures your learning experience is both supportive and enriching. Sam also has a wealth of practical experience across

many sectors which, coupled with her natural ability to coach, creates highly a targeted, relevant, and memorable training

experience.  She has also led very successful sales teams.

O N  C O M P L E T I O N

Fo r  emp loyees ,  CPD  he lps  keep  the i r  know ledge  and  s k i l l s  up- to-da te .  I t  a l so  ensu res  t ha t  t he  p ro fes s iona l

s tanda rd  o f  t he i r  qua l i f i ca t ions  and  reg i s t ra t i ons  i s  ma in ta i ned .  Fu r the rmore ,  i t  con t r i bu tes  to  t he i r  p ro fes s iona l

sense  o f  d i rec t i on .  Comp le t i ng  CPD  he lps  bu i l d  t he i r  con f idence  and  c red ib i l i t y ,  a l l ows  t hem to  showcase  the i r

ach ievement s  and  equ ips  t hem w i th  too l s  to  cope  pos i t i ve l y  w i t h  change .

CPD i s  bene f i c ia l  fo r  emp loyees ’  ca ree r  p rog res s ion  and  advancement .  Ou r  CPD  re sea rch  p ro jec t  con f i rmed  tha t

fo r  anyone  hop ing  to  ge t  p romoted ,  o r  wan t i ng  to  spec ia l i se  i n  a  d i f fe ren t  a rea ,  demons t ra t i ng  t he i r  l ea rn i ng

ag i l i t y  and  ded ica t ion  to  CPD  can  make  a  subs tan t i ve  d i f fe rence .  I n  r ea l  te rms ,  t h i s  means  t ha t  CPD  con t r ibu tes

to  ach iev i ng  h ighe r  sa la r i e s .

Upon  comp le t i on ,  once  de legates  a re  ab le  to  demons t ra te  w i th i n  t he  wo r k shop  they  have  reached  the  requ i red

s tanda rds  se t  down  f rom the  f i na l  a s ses sment  t hey  w i l l  r ece i ve  t he  CPD  Cer t i f i ca t ion  and  awarded  24  CPD po in t s .

T U T O R  L E D  T R A I N I N G  -  M O D U L E  5

Welcome  to  modu le  5  /  Conso l ida t ion  

Ca l l  S t r uc tu re  /  B r i ng  a l l  Toge the r  /  P rac t i ce

T U T O R  L E D  T R A I N I N G  -  M O D U L E  6

L i ve  As ses sment s  (5  M inu te  Ca l l )

B reak

Ba r r i e r s  

Ac t ion  P lann ing  and  Nex t  S teps

C lose



contact@123peopledevelopment.co.uk
 

Contact Us

TO BOOK YOUR PLACE 

hayley@hmb-solutions.co.uk
 

erica@welcometwo.co.uk
 

https://aqrinternational.co.uk/contact-us
http://123peopledevelopment.co.uk/
https://123peopledevelopment.co.uk/services/selling-with-purpose/
https://aqrinternational.co.uk/contact-us
http://hmb-solutions.co.uk/
http://welcometwo.co.uk/

