
CONSULTATIVE SELLING

Spotting opportunities for organic growth in existing
accounts is key to an effective overall agency
growth strategy.

This workshop provides consultants with the
knowledge, skills and confidence to identify, open
and convert organic growth opportunities within
their portfolio and across the wider business.

This highly practical workshop enables participants to
apply the content directly to their role for immediate
use back in the workplace.

WHY CHOOSE AMBER?
We help businesses to grow through people
development. Specialising in management and
communication skills, we offer a wide range of
training including:

Presentation Skills; Personal Effectiveness
(Insights Discovery); Communicating with Impact;
Storytelling for Business; Time Management and
many more.

Formats include online and face-to-face workshops
plus one-to-one coaching programmes for
individual needs.

WORKSHOP INCLUDES:

Why organic growth is so important.

How consultative selling differs from
transactional selling.

The importance of knowledge in the sales
process.

Understanding the decision-making unit
(DMU) and their respective buying
motivators.

How to use the S.P.I.N. selling approach to
unlock opportunities.

People buy people: adapting your approach
for different personality types.

Turning theory into practice: building your
sales plan.

How to measure and manage success.

For more information please contact:

Richard Baines

07768 145572

richard@ambergroup.net

www.ambergroup.co.uk
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We help businesses to grow through people 
development. Specialising in management and 
communications skills, we offer a wide range of 
training including:
 
Presentation Skills; Personal Effectiveness (Insights 
Discovery); Media Training; Communicating with 
Impact; Storytelling for Business; Bid Support; Time 
Management and many more. 
 
Formats include online and face-to-face workshops 
plus one-to-one coaching programmes for 
individual needs. 

WORKSHOP INCLUDES:

•	 Why a mindset shift is important?
•	 The difference between manager and 

leader.
•	 Understanding client expectations. 
•	 Knowledge & insight; strategic direction; 

outcomes v outputs and value delivery.
•	 Understanding agency expectations.
•	 Commercial ownership; client 

retention; team leadership and agency 
ambassador.

•	 They key components of a trusted 
advisor.

•	 Measuring your current performance.
•	 Your personal AD development plan.

THE ACCOUNT DIRECTOR MINDSET	

Designed for Senior Account Managers about to 
become Account Directors and for AD’s new to the 
role, this workshop offers a valuable insight into what 
makes a great AD.  We look at the expectations of the 
role through the eyes of its two key stakeholders: the 
Client and the Agency.  We then identify the behaviours 
required to deliver for each stakeholder and to become 
a genuine trusted advisor at the senior level.

This workshop is very practical in nature and allows 
participants to apply the content directly to their 
portfolio ready for immediate application back in the 
workplace.
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