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pets - peak efficiency telephone sales 

The objec t ive of the P.E.T .S workshop is to help your team to close more sales over 

the phone by maximizing their telephone selling and account management skills. It 

will provide a step-by-step approach for opening the call on inbound and outbound 

calls, turning around initial objec t ions, get ting into extended sales conversations, 

handling Late stage objec t ions and closing the sale over the phone. This will also 

include get t ing past gatekeepers and handling voice mail when appropriate; in order 

to drive new business. We also hone the skills of team Leaders and managers at 

coaching your team to continually bring new prospec ts into the selling c ycle. This 

workshop and coaching programme has and can be customised for var ious 

environments, solut ions and indust r y  sec tors. 
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course overview 
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This workshop is designed to maximise your telephone selling skills in order to 
develop new relationships and close more business. 

who shou ld attend? 
Anyone who has responsibilit y for direct or indirect desk based sales, relationship 
management, qualif ying Leads, closing sales and up/ cross-selling over the phone. 

objective 
The objective of this customised P.E.T.S workshop will be to max1m1se your 
telephone selling and account management skills. It will provide you with a 
step-by-step approach for opening the call (on inbound and outbound calls) , 
turning around initial objections, get ting into an extended sales conversations, 
handling Late stage objections, securing meetings, closing the sale over the 
phone,as well as get ting past gatekeepers and handling voice mail; in order to 
increase new business and up sell additional solutions where possible. You will also 
Learn the 'how to' of continually bringing new prospects into the selling cycle in order 
to generate new business and increase sales. This will also include techniques for 
reducing follow-up time scales and re-igniting client/prospect's interest without 
appearing as "pests" and prospect management. 

having attended this event you will be able to: 
•Get past "critical point number 1" the initial screener such as, "I'm not interested", "I'm
already using ABC company", that prevents you from asking question.

•Leverage additional sales from inbound calls.

•Develop an ef fective, comfor table, personal approach.

• Gain access to targeted high probabilit y prospects

•Find the Decision Maker.

•Get 75% of messages Lef t with a gatekeeper returned.

•Handle voice mail. Get up to 90% of voice mails returned

• Anticipate and turn around objections.

•Establish professional and credible relationships.

•Receive more returned calls.

• Work ratios more ef fectively.

•Know how to engage customers in the extended sales conversation.

•Encourage repeat business.

•Follow-up ef fectively with Leads and prospects.

• Transition into an inter view.

•Know the right questions to ask.



• Verify information for an on target presentation.

• Antic ipate and understand responses on the phone.

• Be motivated to make more calls.
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• Enthuse brokers, contrac tors, resellers to sell your solu tions to their clients.

• Gain commitment to next steps.

• Increase renewals.

• Close more sales over the phone.
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course style 

T his course is highly interactive and par ticipative and will provide oppor tunities for 
individual s to apply wor kshop methodology with  role play and receive analysis and 
feedback on t heir approach during t he session. 

course duration 
1 day . 

numbe r of pa rticipants 
T he recommended number of par ticipants is 6 to 12 per wor kshop. 

9:00 a.m 

1:00 p.m 

3:15 p.m 

5:30 p.m 

pets T� prog ra m me agend a 
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Int roduction and welcome 
T he sales cycle 
Client/Prospect Management 
Initial call approach 
Get ting Past Critical Point number 1 
Tur ning around initial objections 
Engaging prospects in Extended Sales Conversation 
Practice: T hey say, I say 

Lunch 

Conver ting Leads t hat fall into your Lap 
Improve Listening skill s  and resolving issues 
Transition into Inter view: finding t he 'Do' 
Tur n around Late stage/ complex sales issues 
Identif ying objections 
Resolving objections 
Get ting Past Critical Point number 2 
Verif ying Information 
Presenting ef fectively 
Up-selling add on solutions or products 
Closing 

Break 

Full Role-plays 
How to understand your ratios and maintain a st reamlined income 
Techniques for improving overall effectiveness 

Wrap up 

Conclusion 



about your trainer - Buki Mosaku 
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Buki Mosaku is the founder of Inquire Management and Results Oriented Sales 

Solutions a corporate development and sales training consultancy. He has trained 

thousands of sales people of all Levels working with companies such as Royal 

Dutch Shell , Motorola, Arkadin, Aviva Investors, Gl.G Par tners, Marsh, Willis, Prime, 

Fidelit y, Gar tmore , Threadneedle, Marsh, Heath Lamber t ,  LDcktons, SBJ, Alexander 

For bes, AON, Goldman Sachs, JP Morgan, Morgan Stanley, HSBC, Dun & 

Bradstreet , Lloyds lSB, Standard Life, Fidelit y Inter national as well as 

mid-market and star t up companies across Europe, Asia and Africa. 

He is the author of Fast Track-7 Steps to Generating More Prospec ts, Closing More 

Sales and Growing E xisting Business, ROAM™ - Results Oriented Appointment 

Making, Coaching Strategy for ROAM™ workshop, ROAR™ Results Oriented 

Accelerated Referral System, ROSS™ - Results Oriented Selling Skills, ROSM™-Results 

Oriented Sales Management , Coaching and Development for lSS™ workshop and 

PElS™ - Peak Ef ficiency Telephone Selling Skills audio programmes. He has also 

appeared inthe Times and regular ly appears as a guest on BBC radio sharing his 

views on sales, business development and staf f motivation. 

AVIVA 
I can thoroughly recommend Buki Mosaku to any organisation wanting to see a 

quantum shif t in per formance . .. We saw a huge average increase in produc tivit y of 

1679% in our sales suppor t team of 200 staf f .  Daniel Bingham, Sales Suppor t 

Manager , Aviva. 

• • • • 
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"Arkadin have utilised Buki Mosaku's unique training programme on several 

occasions, he has an inspirational style and a sales methodology that has an 

immediate impac t on thesales per formance and energy of the team ... this in tur n  

generates increased revenue and improved results. Leo Ripley, UK Sales 

Direc tor , Arkadin 

BT 

"The sales training was excellent , which in retur n will improve ser vice to our 

customers." 

Mat t Braddock,  Operations Manager , ITT 
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"Thank you for the best training course I have ever been on. I enjoyed ever y minute 

and am still on a high from it. We have all been using various bits from the training 

and it's great to see ever yone embracing your amazing ideas. I feel as if I have Lots of 

ball s to bounce back to the clients rather than giving up when they throw me an 

awkward one!" 

Delicia Thomas, IY Financial Advisor 

"Suddenly they star ted to hit target numbers of cross sales at tempts, handle 

conversations bet ter and delivered really meaningful numbers. As the other teams 

went through the process we saw the same results. "What has been created is a 

culture which is competitive, but in the right way. Before the input from Inquire we 

were pushing across 1-2% of call s to banking. Af ter initial training that doubled 

immediately and in recent weeks we have been doing 7-8%. That has meant an ext ra 

f 400,000 wor th of business that will cont inue to grow as the Inquire approach 

roll s- out." 

David Dunlop, CIS Head of Sales and Ser vice 

1m� SOURCE

Buki Mosaku is a credible trainer -he deal s with real situations. Ver y prac ticle 

... targeted focused training 

Mark Browning, MD Produc tion I TN 

" .. .The team were really impressed and pleased ... This has helped the team tackle the 

subjec t mat ter with more vigour and confidence. Some simple yet helpful 

techniques .. .we're positive that the results will continue." 

Laurence Smith I Senior Client Manager 

AON Limited I Private Clients 

1t:b\ Digital Look 
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"Many thanks again for a great session really enjoyed it - some ver y helpful tips .. .for 

the Account Managers - Look for ward to the next sessions!!" 

Myra l.yons, Senior Account Manager , Digital Look 

"Buki's sales training was a refreshing change ... His energetic and enthusiastic 

approach has resulted in an instant improvement in both sales per formance and a 

more positive at titude to sales by all who have experienced it ." Gar y Perera I Sales 

Manager Aon Limited I Private Clients 

Gar y Perera I Sales Manager 

Aon Limited I Private Clients 
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"Just wanted to say thank you for the training that you under took for my team Last 

week - feedback has been really good from the team ... "Tracy Ashton, Head of Cl ient 

Services, Commercial 
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" ... Mr Mosaku is an excellent trainer ... the del ivery was outstanding. T his has meant 

a def inite positive impac t in sales per formance and improves margins ... " 
Nik Patel , Head of Sales - Motorola Govt & Enterprise Business Middles East & Af rica 
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T he feedback was very positive and even the most 'hardened' sales trainers in the 

audience came away with something new". 

Fergus Craig, Training Manager - HSBC 

.OLD MUTUAL
'<_ ASSET MANAGERS 

We have used Buki and Inquire Management many times over the past few years. 

Buki's energy and del ivery style makes his training so ef fec tive. His enthusiasm and 

bel ief in the knowledge he impar ts has an amazing impac t on those he trains. His 

preparation prior to training sessions is second to none and execution sl ick, fun and 

power f ul. 

Karen Barnett, Human Resources Manager - Old Mutual Asset Managers (UK) Ltd 


