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COURSE INTRODUCTION / OVERVIEW:

This training course is designed to equip sales and marketing professionals with the skills needed to thrive in the digital
age. The modern sales landscape has been fundamentally reshaped by social media, and a solid understanding of digital
platforms is now essential for connecting with customers and driving revenue. This program provides a comprehensive
framework for integrating digital tools and social media into the entire sales process, from prospecting to closing deals.
We will explore key concepts from prominent authors in the field, such as Philip Kotler, whose work has defined modern
marketing. His book, "Marketing Management," provides a foundational approach to understanding how digital channels
fit into a broader marketing and sales strategy. BIG BEN Training Center has designed this curriculum to ensure
participants can effectively use platforms like LinkedIn, Facebook, and Instagram to identify leads, build relationships, and
create compelling content that converts. By mastering these principles, professionals will not only increase their digital
footprint but also gain a powerful competitive advantage by turning their online presence into a key driver of business

growth.

TARGET AUDIENCE / THIS TRAINING COURSE IS SUITABLE FOR:

Sales and marketing professionals.

Social media managers.

Business development executives.

Entrepreneurs and small business owners.

Digital marketing specialists.

Account managers.

Corporate communications staff.

Government agencies and non-profit organization leaders.

TARGET SECTORS AND INDUSTRIES:

e Technology and software.

Retail and e-commerce.

Financial services.

e Professional services and consulting.

Real estate.

Media and advertising.

Healthcare.
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Digital strategy.

Client relations.

Public relations.

E-commerce.

Corporate training.

COURSE OFFERINGS:

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

e Develop a professional digital sales strategy.

e Use social media platforms to identify and qualify leads.

o Create engaging content that attracts potential clients.

e Build a strong personal brand on professional networks like LinkedIn.
o Integrate social media marketing with traditional sales activities.

e Track and analyze social media engagement and sales metrics.

e Use digital tools to automate parts of the sales process.

e Engage in ethical and effective online outreach.

e Build and nurture a network of valuable professional connections.

e Convert social media interactions into concrete sales opportunities.

COURSE METHODOLOGY:

This training course uses a practical, hands-on methodology to ensure a deep and applicable understanding of digital
sales. The program is built around a series of real-world case studies and interactive workshops that challenge
participants to apply their skills in a safe environment. We will use a workshop format to facilitate group discussions and
collaborative problem-solving, where attendees can work on creating digital content and sales pitches. A key part of our
approach is the use of practical exercises where participants will set up and optimize their own professional social media
profiles, allowing them to directly apply their knowledge. The curriculum is designed to be highly engaging, with live
platform demonstrations and expert-led Q&A sessions. The focus is on moving beyond theory to developing a hands-on
skill set that can be used immediately. BIG BEN Training Center is committed to providing a learning experience that
empowers professionals to leverage the power of social media to drive revenue, build their personal brand, and become a

leader in their industry.

COURSE AGENDA (COURSE UNITS):

UNIT ONE: THE NEW DIGITAL SALES LANDSCAPE.
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e The importance of content marketing fo

e Navigating the ethical considerations of di

gital sales.

UNIT TWO: STRATEGIC SOCIAL PROSPECTING.

e Using LinkedIn Sales Navigator to find and

qualify leads.

e Developing a targeted social media prospecting strategy.

e Engaging with prospects through meaningful conversations.

Best practices for online outreach and con

Identifying buying signals on social media.

UNIT THREE: CONTENT CREATION AND DIGITAL ENGAGEMENT.

nection requests.

Creating a targeted list of potential clients.

The importance of personalization in digital communication.

e Developing a content strategy for social media.

Creating engaging posts, articles, and vide

Building a community around your brand.

The role of video content in building trust.

UNIT FOUR: MEASURING PERFORMANCE AND ANALYTICS.

Setting realistic goals for your digital sales

[0}

Using social media to demonstrate industry expertise.

Responding to comments and direct messages effectively.

Curating and sharing valuable third-party content.

Tracking key metrics for digital sales success.

Using analytics to measure the ROl of social media efforts.
Monitoring social media for brand mentions and leads.
Analyzing the performance of your content.

Using social listening tools to understand your audience.

Creating and presenting a digital sales report.

efforts.

UNIT FIVE: BUILDING YOUR DIGITAL SALES FUNNEL.

e Creating a clear path from social media en
e Using lead magnets and landing pages.

o Integrating digital sales with your CRM.

gagement to sales.
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QUALIFICATIONS REQUIRED FOR REGISTERING TO THIS COURSE?

There are no requirements.

HoOWw 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 era where social media platforms are designed for constant connectivity and engagement, how can a sales
professional ethically and effectively build personal relationships without blurring the lines between their professional

and personal lives?

WHAT UNIQUE QUALITIES DOES THIS COURSE OFFER COMPARED TO
OTHER COURSES?

This training course stands out by bridging the gap between traditional sales and modern digital marketing, providing a
unified framework for success in the online world. While other sales programs may briefly mention social media, our
curriculum is a deep, hands-on exploration of how to use these platforms as a core part of the sales process, from start to
finish. We provide a robust framework based on the foundational work of academic experts like Philip Kotler, giving the
content a strong, credible basis. The course is highly interactive and uses real-world case studies and practical exercises
where participants will build their own digital presence and sales strategy. This practical experience is a key differentiator,
as it ensures attendees can immediately apply their new skills to their own careers. The program's emphasis on building a
strong personal brand and using social media for genuine relationship building is also unique. BIG BEN Training Center has
designed this program to empower professionals to not only increase their digital footprint but also to turn their online

presence into a key driver of business growth.
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