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Key principles
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Using zoom

Chat

Reactions

Whiteboard

Screenshare

Breakouts

Mic mute / video on
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Selling Your 
Consulting Services

The live online training course will help you to develop 
new prospects, create, develop and gain new business 
opportunities.
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Purpose

This training will allow you to improve your 
sales, marketing and client development skills  
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Introductions

Name
Location
Business
Length of time
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Key principles 

Personal learning objectives

The stages of the client 
engagement process

Three engagement principles

Your value proposition 
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Task: Personal learning objectives

AREAS TO 
IMPROVE

SKILLS TO LEARN QUESTIONS TO 
GET ANSWERED
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The stages of 
the client 
engagement 
process

Commit Commit (close, follow-up)

Convince Convince (proposal)

Consult Consult (discovery, first meetings)

Connect Connect (prospecting / approaching)
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Task: Goal setting

TARGET NUMBER OF 
NEW CLIENTS IN THE 

NEXT SIX MONTHS

NUMBER OF 
PROPOSALS

NUMBER OF FIRST 
MEETINGS

PROSPECTING / 
PROMOTIONAL 

ACTIVITY
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Task: Share your 
goals
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The customer experience
HOW DO YOU LIKE TO BE SOLD TO?
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Task: How do 
you like to be 
sold to?

Discuss in group

One person make notes 

Present back
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Three 
principles

Focus on the 
customer

01
Earn the 
right

02
Persuade 
through 
involvement

03
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Driving principles

Focus on

Focus on the 
customer
• Help customers analyse 

their present situations 
and develop clear 
statements of needs to 
solve problems.

Earn

Earn the right to 
advance 
• Gather quality 

information about what 
problems customers are 
trying to solve; do not 
“pitch” your products.

Persuade 
through

Persuade through 
involvement
• Help customers articulate 

their situations and 
problems rather than 
define their needs for 
them.
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Your value proposition : Impact  statement

START WITH WHY ADD THE WHAT AND 
HOW
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Start with why
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Marketing  strategies 1: Why clients buy from you

What is the why?
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Marketing strategy
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Impact 
statement 1

How would you explain 
your role to a new client?

What do  for a client?

What makes you different?
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Task: Create an impact statement 
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Task: Practice 
your impact 
statement
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Ideal prospect 
profile

Who is best chance of getting engagement?

Which type of business?

Who is the best contact?
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Define your 
target market

Size of company

Vertical or market sector

Location

Psychographics – values, 
culture, style
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Target Market Discussion
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The process

Approaching

Exploring needs

Exploring and developing options

Proposing and closing

Implementing results

Maintaining and growing relationships
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Task: Learning 
points from 
this session

Make a note of three 
or you learning points 
or actions from this 
session


