
 

 

 

 

 

 

 

 

 

 

Sales Relationship Management Training  
 

 

 

 

The ability to establish and nurture relationships is a skill, for sales professionals. Without the former 

you won't be able to attract customers or generate profits for your company. Without the latter you'll 

have a number of people willing to pay for your products or services at any given time. Therefore, it's 

essential to possess the capability to build a foundation and cultivate a customer base who will continue 

supporting your company. If done effectively they may even become advocates for your brand 

attracting customers when you're not actively engaged. That's why we've developed a one day training 

course designed to help you acquire leads and maintain long term relationships with your clients. 

 

 

 

 



Course Overview 

During the part of this session participants will have the opportunity to get acquainted with each other 

and discuss what will be covered throughout the workshop. They will also have a chance to identify their 

personal learning goals. 

 

 

This one-day workshop aims to provide participants with the following skills; 

 

 

• Creating and nurturing leads by establishing communication channels with their customers. 

 

• Developing lead boards as a tool for tracking all generated leads and fostering relationships with 

them. 

 

• Maintain connections with others. 

 

• Master sales techniques to. Become highly regarded among companies seeking top notch sales 

professionals. 

 

• Highlight your strengths as a sale to impress others. 

 

• Recognize the impact that trust, credibility and relationships have on profits and find ways to 

enhance yourself in this regard. 

 

• Create impressions. Leave a lasting impact. 

 

• Acquire skills to navigate communication challenges  

 

• Enhance your ability to interpret relationship signals accurately. 

 

• Learn strategies for communication. 

 

 

How to nurture your leads effectively 

During this session our trainer will share five tips on how to strike the balance between enthusiasm and 

maintaining excellent relationships with your current leads. 

 

 

Creating a Prospecting or Leads Board 

Participants will also learn the skill of creating a lead board, which's essential for any successful sales 

professional. 

 

 

Building and Sustaining Rapport Skills 

Establishing rapport is pivotal in nurturing these relationships. Therefore, our trainer will provide 

participants with methods for establishing and maintaining rapport, with clients. 

 



 

Sales Techniques, for Maximizing Results with Minimal Effort 

In this session we will focus on providing participants with techniques to achieve results while putting in 

minimal effort. Our aim is to help them become regarded sales professionals, envied by companies. 

 

 

Selling Yourself; How to Make an Impression in Business 

The objective of this session is to guide participants on how to become the version of themselves and 

leave a memorable impact. We want them not to gain attention but also earn recognition. 

 

 

The Importance of Building Client Relationships 

This part of the session will teach participants skills that they can apply not in business settings but also 

in their everyday lives. 

 

 

Creating and Sustaining the Desired Impression 

During this session our goal is to transform participants into individuals who can sell by being 

themselves and projecting the version of who they are, rather than relying solely on words. 

 

 

Avoiding Sales Failures Due to Poor Relationships 

Our aim for this session is to help participants prevent mistakes that can lead to relationships. We will 

discuss scenarios that could potentially harm relationships and provide strategies for avoiding them. 

 

 

Enhancing Relationship Insight  

The trainer will demonstrate techniques, for understanding verbal cues and body language during 

relationship-based sales. Participants will learn how to interpret signals throughout the selling process. 

 

 

Effective Communication Strategies for Building Faster Connections 

In this session participants will learn techniques for communicating with customers. Establishing quick 

rapport without coming across as intrusive. Our aim is to equip participants with the skills they need to 

communicate effectively. 

 

 

Enhancing Relationship Building in Every Meeting 

Furthermore, participants will gain insights into enhancing relationships and achieving success, in every 

interaction. Ultimately this leads to increased profitability. We are here to support you in reaching that 

objective. 

 

 

Concluding the Workshop 

Towards the end of the day participants will have an opportunity to seek clarifications ask questions and 

create an action plan. 

 

 



Visit https://paramounttraining.com.au for more information or call 1300 810 725 
 

 

 

 

 

 

 

 

 


