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Practical Training for Technical Specialists 
 
Training for professional or technical staff must be practical, well structured, and delivered in a 
way that addresses the realities of managing your clients. Importantly, staff must gain extra 
confidence in their ability to proactively seek sales opportunities and effectively manage sales 
conversations. 
 
Sales Training Format Options 
 
Experience has shown that every company requires a different training solution. The specific 
industry; the company’s position in the market; the company culture; the staff structure; and 
current staff skill-set, all combine to create a particular manner of handling sales opportunities. 
 
Effective sales training must cater for the environment in which your team operates. 
 
Fully Customized: 3, 4 or 5-day corporate sales training programs are tailored to suit the 
requirements of the company and the experience level of participants. This time enables 
effective skill development and learning of new sales behaviors. 
 
Totally Relevant: All training programs include research into specific sales opportunities 
relevant for the company to ensure skills and techniques covered in training can be 
immediately understood and utilized by the team. 
 
Realistic Situations: The customization process includes the development of realistic sales 
scenarios that your team will relate to. 
 
Very Interactive: Unlike a lot of training that relies heavily on using too many PowerPoint 
slides (known as ‘Death by PowerPoint’), this training will involve your team in individual work, 
small group discussion, group analysis, relevant exercises, and participative sales simulations. 
 
Proven Effective: The techniques, skills and strategies presented in the workshop have been 
successfully implemented by many hundreds of workshop graduates and can be used 
immediately in the field to win more business. 
 
Support for Managers: The effectiveness of training is greatly influenced by the 
encouragement and reinforcement participants receive from the managers on the job after 
training. Marketing Nous provides guidance for management with post-training activities. 
 
 

Professional Selling Skills 
Training for Professionals

& Technical Staff

“Giving you the confidence to succeed”
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Training Modules 
 
Marketing Nous training programs incorporate a variety of proven learning modules. Each 
program will be customized to include the topics that are relevant for your team.  
 
Learning Modules Include: 
 
Professional Selling Skills 
 

• Introduction to the sales process 
• Understanding communication styles 
• Proactively building trust 
• Using the SOX™ Question Strategy 
• Making initial contact/prospecting 
• The client meeting agenda 
• Presenting your recommendation 
• Gaining commitment/closing the sale 
• Managing objections and client questions 
• Key account management strategies 

 
Professional Presentation Skills 
 

• Presentations as conversations 
• Managing time 
• Achieving personal impact 
• Creating and delivering high impact presentations 
using the PEAC™ Presentation Model 

• Using PowerPoint effectively 
 
Setting Goals and Time Management 
 

• Using the PASS™ Goal Setting Model  
• Identifying priorities 
• Strategies for personal accountability 

 
Team Building 
 

• Effective delegation skills 
• Communicating in teams 
• Conflict management 

 
Sales Management Training and Sales Process 
Improvement 
 

• Train-the trainer in professional selling skills 
and/or presentation skills 

• Training in setting goals and time management 
• Developing new sales reporting formats 
• Making sales activities the focus of regular reviews; being held accountable 
• Executive coaching for the Sales Manager role (who may be the General Manager, 
CEO, Senior Partner, Operations Manager or other senior manager) 

• Profiling team members to determine potential and suitability 
• Creating a sales manual that outlines expectations and processes 

Marketing Nous training methods 
have enabled our sales team to 
challenge their current practices 
and to see new innovative ways of 
improving their selling skills in a 
fun and interactive environment. 
Our sales results have increased 
since incorporating Stuart's 
sessions into our sales conference 
and this has been during a 
downturn in the market. 
 
Justin Zakaras 
National Sales and 
Marketing Manager 
Danley Construction Products 
 

 
We have used Marketing Nous for 
several years in our sales training 
exercises at our national sales 
conferences. We are now engaging 
Stuart Ayling on a monthly basis via 
webinars to further instruct our 
sales force to enforce the sales 
principles. 
 
I have seen a definite improvement 
in the sales team in preparing and 
dealing with our customers - which 
gives AMS an edge. 
 
We would recommend Marketing 
Nous training to any organization 
that wants to improve their sales 
performance. 
 
Dirk Kuiper 
General Manager 
AMS 
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Developed for Your Team 
 
There is more to creating high-impact sales training than simply using PowerPoint slides, 
workbooks, and white boards. Delivering an effective training program means more than just 
preparing the paperwork; it requires a combination of: 
 

• Current market knowledge and research into your industry 
• Involvement of participants prior to the training session 
• An understanding of your company culture, history, future direction and priorities 
• Involvement of management to support the program and changes 
• A plan for post-training enhancement and ongoing development 
• Inclusion of field-tested sales strategies and professional skills 
• An interactive adult-learning format to encourage discussion, learning and retention 

 
Your investment in a workshop program includes: 
 

• Pre-workshop interviews with company management and selected participants 
• Pre-workshop input requested from all participants to be used in the training 
• Instructional design and other preparation including company-specific examples 
• Facilitation of interactive workshop, including client sales simulations and detailed 

review of SOX™ questions developed by your team 
• Post-workshop follow up, resources, and 26-week series of sales tips via email 
• Guidance to develop standardised sales ‘best practices’ for your company 

 

Available Internationally 
 
Marketing Nous is located in Brisbane, Australia and has 
experience developing and delivering training workshops 
at locations throughout Australia, South East Asia and 
the Middle East. 
 

To Inquire 
 
For further information and to discuss your company’s 
specific requirements contact 
 
Stuart Ayling 
BBus (Marketing), GCM (International Business) 
Managing Director and Chief Sales Strategist 
Marketing Nous Pty Ltd 
 
stuart@marketingnous.com.au 
www.marketingnous.com.au 
Office: +61 7 3806 2238 
 
LinkedIn profile http://au.linkedin.com/in/sayling 
 
Associate Member, National Speakers Association of Australia 

 
 
 

What impressed me straight away 
with Stuart was his ability to get the 
right information out of us as 
managers as to what we really 
wanted to achieve as a business. 
 
Stuart then tailored his course 
detail to suit life experiences from a 
day-to-day point of view which 
really gave me some confidence 
that we were on the right track with 
this style of training. 
 
In fact we have already seen a new 
client on board as a result of our 
revised learning's from the 
workshop. 
 
Mark Mahoney 
Managing Director 
iMS Group 
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Join Our Family of Satisfied Clients 
 
"We wanted our managers to be better prepared to initiate and manage sales opportunities and 
to be more pro-active in looking for new sales opportunities. We also wanted them to be able to 
manage their time better. It was very important to our company because we are moving from a 
technically focused service base to a more sales oriented company. 
 
We provided attendees with feedback sheets and all comments on content and delivery of the 
program were very complimentary. Stuart kept the interest of a very diverse group and 
everyone came away with something of value. 
 
Our company will achieve better results because our team is more focused, they have 
improved communication, time management and delegation skills." 
 
Steve Russell, National Human Resource Manager 
Siltech Group 
 
"After our first successful training session I decided to engage Stuart's services again to 
conduct another staff training workshop on presentation skills. This time to look at up-selling to 
our highest level product, as well as at techniques to increase conversion rates. 
 
Once again Stuart produced a motivating full-day session with easy-to-use techniques that we 
practiced through role-plays and peer sessions. This training was conducted within the first 
week of January, and by the next week sales of this product had doubled from 10% of all new 
sales to 20%. The extremely cost effective session with Stuart paid for itself within the first 
week of applying the new techniques and I have no hesitation to continue engaging Stuart's 
services.” 
 
Maria Morton, General Manager 
Teach International 
 
“For me the most valuable thing was how much work you had put in to personalising the 
training to our firm. The training had maximum relevance because we looked at every day 
problems we encountered in real life. You helped us develop scripts for sticky situations and 
greatly increased the confidence levels of my team. 
 
Also, you imparted a lot of valuable information. At other training sessions I’ve felt the trainer 
has about one hour of content and spins out the day with endless “now break into small groups 
and…”. You didn’t do that. Your follow up after the sessions was also relevant and helpful." 
 
Anne Barry, Principal 
AB Accountancy 
 
"We identified an opportunity to improve our sales team’s presentation skills and needed 
professional help to make it happen. Stuart took time to understand our business and the 
training requirements of our staff. He was thorough in the pre-planning stage and was able to 
understand our training objectives and tailor his course to suit. 
 
Stuart created a positive learning environment for all involved. Initially addressing the 
presentation structure in theory, he created a safe environment for the team to ‘test’ their new 
skills by presenting to their peers. I had positive feedback from all who participated and the 
result of improved presentations is already evident. Stuart provided our team with the steps and 
strategies to provide an effective presentation in the future." 
 
Kylie Kinsella, Sales Manager – Australia & NZ 
Hurll Nu-Way 

More testimonials available on website
www.marketingnous.com.au/testimonials.htm
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