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The solution sale remains one of the best ways to maintain premium pricing – it’s hard for a 

competitor to copy an integrated solution. But the sophisticated buyer now wants business 

insights, and to move their relationship with the seller from transactional to relational, even 

intimate. Consequently, sellers need to be even more savvy and productive. 

It’s been said that star performers who sell solutions are almost 200% more productive 

than the average seller. When we ask sales managers what sets their star performers apart 

from the rest, they consistently tell us that the stars are intuitive strategic storytellers. Storytelling 

skills have become vital in the new selling environment. 

So to bring the next 20–40% of their sales teams up to the star performer level, organizations 

must help them to explicitly learn the storytelling techniques that their stars know implicitly.  

Good sellers not only tell effective stories but they know how to get the buyer to share their story 

and they can trigger new stories to be told. 
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Expected Outcomes 

 

 

Workshop Overview 

They will learn how to use stories to establish rapport, build credibility, demonstrate value  

and ask for the business.  

 

This is not about made-up stories or ones that have been embellished beyond recognition. Your 

sellers will learn how to find and share stories from your company and their own experience so 

they can have sales conversations that bring new ideas and creative ways to help the customer’s 

business. We want your sellers to help their customers shift to a better story. 

The workshop is interactive, as we strongly believe in the power of practical activities to foster 

learning. Throughout the workshop, participants will engage in hands-on activities designed to 

build their skills and knowledge. 

 

Coaching: 

We offer one-on-one or group coaching to reinforce the skills (Optional). 

 

For more information, please contact  Khun Sarun Lerdbhan  

Tel. (66) 2197 4588-9   E-mail:  sarun@spg-asia.com 

www.spg-asia.com, 

www.aclc-asia.com 
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