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COURSE INTRODUCTION / OVERVIEW:

In the complex world of sales, a one-size-fits-all approach is no longer enough to win in competitive markets. Success
requires a deep understanding of the unique challenges, regulations, and buyer behaviors specific to each industry. This
specialized training course, offered by BIG BEN Training Center, is designed to give sales professionals the advanced skills
needed to excel in three distinct, high-growth sectors: Healthcare, Technology, and Finance. We'll move beyond general
sales theory to apply strategic concepts, drawing on the work of academics like Philip Kotler, whose principles of
marketing and segmentation are essential for success. The program will provide an in-depth look at sector-specific sales
techniques, with a focus on understanding the customer journey in each of these complex fields. Participants will learn
about healthcare sales strategies, navigating technology sales cycles, and mastering B2B financial services sales. This
course is for anyone who needs to tailor their approach to meet the demands of sophisticated buyers and complex
regulatory environments. We will focus on the specific pain points and value drivers for each sector, ensuring that every

participant leaves with a targeted, actionable sales plan for their industry.

TARGET AUDIENCE / THIS TRAINING COURSE IS SUITABLE FOR:

Sales professionals and account managers.

Business development executives.

Sales team leaders and directors.

Marketing professionals in specialized sectors.

Consultants and service providers.

Entrepreneurs in healthcare, technology, or finance.

Anyone new to selling in a specific, regulated industry.

TARGET SECTORS AND INDUSTRIES:

Technology and software.

Healthcare and pharmaceuticals.

Financial services and banking.

Telecommunications and IT.

Biotechnology and medical devices.

Insurance and wealth management.

e Government agencies and equivalents.
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TARGET ORGANIZATIONS DEPARTMENTS:

e Sales.
e Business development.

e Account management.

Corporate marketing.

Training and development.

Market research.

COURSE OFFERINGS:
By the end of this course, the participants will have able to:

o Apply sector-specific sales techniques to their industry.

o Navigate complex healthcare sales cycles and regulations.

e Understand the unique pain points of buyers in technology sales.

e Master relationship-based selling in B2B financial services.

o Use tailored sales messaging for each industry.

o |dentify the key decision-makers and influencers in each sector.

e Create a compelling value proposition that aligns with industry needs.

e Build credibility as an industry expert, not just a salesperson.

COURSE METHODOLOGY:

This training course uses a highly specialized and interactive methodology. The program is structured around three
distinct modules, each dedicated to a specific sector. We will use a variety of case studies from healthcare, technology,
and finance to highlight best practices and common pitfalls. Participants will engage in role-playing exercises that
simulate real-world client conversations, focusing on industry-specific scenarios. The trainers at BIG BEN Training Center
will facilitate workshops on sales messaging and value proposition development for each sector, ensuring that the content
is directly applicable. This targeted approach, which combines theoretical knowledge with practical application, ensures
that participants leave with a deep understanding of the specific skills and knowledge needed to succeed in their chosen

industry, giving them a significant competitive advantage over generalist sales professionals.
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COURSE AGENDA (COURSE UNITS):

UNIT ONE: FOUNDATIONS OF SECTOR-SPECIFIC SELLING

The need for a targeted approach in today's markets.

Understanding the unique buying behaviors of different industries.

The importance of sales messaging and positioning.

Conducting in-depth market and client research.

Building credibility and thought leadership in a specific sector.

The role of regulations and compliance in selling.

Identifying and targeting niche markets for growth.

UNIT TWO: WINNING IN THE TECHNOLOGY SECTOR

e Understanding the technology sales cycle.

Selling to IT professionals and business leaders.

Identifying technical and business pain points.

Technology sales strategies for SaaS, hardware, and services.

e Mastering product demonstration and proof of concept.

The role of partnerships and channels in technology sales.

Navigating procurement and complex buying committees.

UNIT THREE: SELLING IN HEALTHCARE AND LIFE SCIENCES

Navigating the healthcare sales cycle and regulations.

Understanding the roles of doctors, administrators, and payers.

Ethical selling in the pharmaceutical and medical device industries.

Building trust and credibility with healthcare professionals.

Value-based selling versus feature-based selling in healthcare.

Strategies for selling to hospitals, clinics, and government agencies.

Managing long sales cycles and relationship selling.
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UNIT FOUR: MASTERING FINANCIAL SERVICES SALES

e The unique dynamics of B2B financial services sales.

e Building long-term relationships with financial institutions.

e Selling complex products like software, analytics, and consulting.
e Understanding the role of trust and compliance.

e Sales strategies for wealth management and banking.

e Overcoming objections related to security and data.

e The importance of consultative selling in this sector.

UNIT FIVE: IMPLEMENTATION AND STRATEGIC APPLICATION

o Creating a personalized sales plan for your industry.

Applying lessons from one sector to another.

Best practices for post-sale relationship management.

Using data to refine your sector-specific sales approach.

Building a powerful network within your industry.

e Reviewing and adapting your strategy for market changes.

Developing a long-term plan for success.

FAQ:

QUALIFICATIONS REQUIRED FOR REGISTERING TO THIS COURSE?

There are no requirements.

HoOW LONG IS EACH DAILY SESSION, AND WHAT IS THE TOTAL NUMBER OF TRAINING
HOURS FOR THE COURSE?

This training course spans five days, with daily sessions ranging between 4 to 5 hours, including breaks and interactive

activities, bringing the total duration to 20 - 25 training hours.

SOMETHING TO THINK ABOUT:

In an increasingly specialized world, how can a sales professional become a trusted advisor in a highly regulated industry

without a deep, specialized academic background in that field?
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WHAT UNIQUE QUALITIES DOES THIS COURSE OFFER COMPARED TO

OTHER COURSES?

This training course is unique because it is not a general sales program, but a highly targeted and specialized one. Most
sales training programs use a generic approach, but this course acknowledges that what works in technology will not work
in healthcare or finance. The program is built around three deep-dive modules that provide sector-specific sales
techniques, which is a powerful advantage in today's competitive landscape. Participants will learn how to navigate
complex regulatory environments, understand unique buyer pain points, and build credibility as an industry expert. The
course goes beyond theoretical knowledge to provide practical, actionable strategies for each sector, ensuring that every
participant leaves with a clear roadmap for success. It is the only program that provides such a detailed, multi-industry

perspective, giving you the skills to excel in multiple high-growth markets.
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