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MACRO Consulting Group Sales and 
Marketing Training Outline 

Build Your Brand 
 
I. Introduction to Sales and Marketing  

A. Importance of sales and marketing in driving business growth 
B. Understanding the customer buying journey and sales funnel  
C. Setting the objectives and expectations for the training program 

 
II. Product and Service Knowledge  

A. In-depth understanding of the organization's products and services  
B. Identifying unique selling propositions and value propositions  
C. Effective communication of product features and benefits 

 
III. Target Market Analysis  

A. Identifying target market segments and customer personas  
B. Conducting market research and competitive analysis  
C. Tailoring sales and marketing strategies to target audiences 

 
IV. Prospecting and Lead Generation  

A. Techniques for identifying and qualifying potential leads  
B. Building a pipeline of prospects through various channels  
C. Leveraging technology and tools for efficient lead management 

 
V. Effective Sales Techniques  

A. Consultative selling approaches and relationship building  
B. Effective questioning and active listening skills  
C. Overcoming objections and closing sales 

 
VI. Sales Presentation and Pitching  

A. Crafting compelling sales presentations and pitches  
B. Presentation delivery techniques and engaging storytelling  
C. Customizing presentations for different customer needs and 
preferences 
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VII. Negotiation and Deal Closing  

A. Strategies for effective negotiation and win-win outcomes  
B. Understanding customer motivations and objections during negotiations  
C. Closing techniques and handling contract agreements 

 
VIII. Digital Marketing Strategies  

A. Introduction to digital marketing channels and platforms  
B. Social media marketing, content marketing, and email marketing 
strategies  
C. Tracking and analyzing digital marketing metrics for performance 
optimization 

 
IX. Customer Relationship Management  

A. Building and maintaining strong customer relationships  
B. Customer retention and loyalty strategies  
C. Effective customer feedback and referral programs 

 
X. Sales Team Collaboration and Management  

A. Effective teamwork and collaboration within the sales team  
B. Sales performance measurement and goal setting  
C. Sales coaching and professional development 

 
XI. Continuous Learning and Adaptation  

A. Staying updated with industry trends and market changes  
B. Embracing a culture of continuous learning and improvement  
C. Seeking customer feedback and using it to refine sales and marketing 
strategies 

 
XII. Conclusion  

A. Recap of key concepts and skills covered in the training program  
B. Commitment to delivering effective sales and marketing strategies  
C. Providing resources and support for ongoing learning and development 
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