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Sales Effectiveness Business Suite 
 
The Evolution-U Sales Effectiveness Business Suite is a comprehensive series of trainings designed 
to create behavioural change across teams and individuals that positively impact organisational 
productivity, client interactions, team dynamics and staff retention. 
 
 
Sales Effectiveness Fundamentals (SEF) This 
training draws on leading NLP and sales psychology 
research to deliver a comprehensive framework for 
succeeding in sales. More Fortune 500 CEO’s come from 
the ranks of sales than any other area, however without 
an understanding of the underlying psychology of sales 
and a well-structured approach to the sales process, 
many executives continue to perform below their 
potential when it comes to closing the deal. 
Delivery options: 1-3 days, customisable modular structure, 
for up to 12 people. Additional participants quoted upon 
request.  
Level: Foundation to Advanced.  
 
Developing & Delivering Compelling Pitches 
(DDP) This intensive one day training draws on leading 
research in the areas of linguistics, psychology and 
public speaking to bring together powerful content to 
teach the key skills required to present like a pro. 
At some point in their career, most executives find 
themselves in a position of seniority requiring them to 
stand in front of clients or management and deliver 
presentations or pitches at a level commensurate with 
their title. Unfortunately its’ not that straight forward; 
without training in the public speaking, a well-structured 

presentation and an appropriate amount of confidence, 
even the most senior executive can struggle to do 
themselves justice. Fortunately, this can be fixed quickly 
by understanding and practicing the theory and 
techniques taught in this training. 
This course is available in virtual or full day module, for up 
to 8 people. Additional participants quoted upon request. 
Level: Advanced. 
 
The Psychology of Virtual Selling (PVS) Selling 
virtually presents a new set of challenges that many 
businesses continue to struggle with. This two one day 
virtual training introduces concepts to bridge the gap 
created in the Covid economy where coffee table chats 
and personal contact are less frequent or even non-
existent. The content taught draws on leading NLP and 
sales psychology research to deliver a virtual strategy 
for taking back s control of the sales process. 
This course is available in virtual. 120 mins delivery. 
Level: Advanced.  
 
All courses include instructor led presentation, group 
exercises and role plays and participants will be 
expected to contribute actively in class and apply the 
theory taught to the role plays.

  

1 NLP courses: NLP Certification, NLP Fundamentals and NLP in Business  

“A focused offering of engaging soft skills 

trainings, providing usable tools for better and 

measurable performance praised by our Clients”
 

The Evolution-U Business Suites are comprised 

of approximately 30 unique executive training 

courses containing 200+ unique modules drawing 

on best of breed business psychology and NLP 

applications which we have selected and 

formatted to deliver focused, results driven 

content.
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Sales Effectiveness Fundamentals (SEF) 
 
Course Outline 

The below course outlines have been developed using a combination of sales 
psychology, Neuro Linguistic Programming (NLP), and well-established Sales 101 
training techniques to deliver a unique high impact sales training syllabus. The content 
covered gives sales executives the tools required to build client relationships, identify 
high probability leads, develop the sale, and close the deal. 
 
The training structure comprises of three parts: 
 
(i) Pre-Learning: At the client’s option, 15-30 minutes of pre-session tasking shall be distributed to prepare participants for 
the content. This could be as simple as an outline of what will be covered to set expectations, articles to read, or some 
scenario planning to allow the content to be applied to real business situations. Pre-learning is customised based on the 
clients’ requirements. 
 
(ii) Course Delivery: Recommended course duration is 1 or 2 days which can be consecutive or two days within a two-week 
period (longer gaps not recommended). Interaction is encouraged during trainings through the use of frequent group 
breakouts, case studies and/or role plays. Courses are available both online and face to face. 
 
(iii) Post-Training: The key to achieving an ROI from soft skills training lies in the adoption of the skills taught. The training 
day is only the beginning, without a concerted focus to review, apply and analyse, it is likely that much of the value from 
the training will be lost. Evolution-U can propose post-training review processes ranging from a zero-cost client managed 
approach to the most advanced behavioural analysis tool available and instructor-led follow up sessions. 

 
The below symbols indicate content of high importance. If your sales training is a first-time team training, modules with the 

    symbol should be included. If your team is more advanced, modules with the          symbol should be included. 
 

    MANDATORY 
    RECOMMENDED (INTRODUCTORY LEVEL) 

 
RECOMMENDED (ADVANCED LEVEL) 

 
 
NOTE: Modules are designed to be stand alone and selected by the client, however final course design shall be at the 
discretion of Evolution-U in order to ensure logical flow of content. 
 
 
MODULE A: BUILDING RAPPORT     
 
DURATION OPTIONS: 60-120 MINUTES  
 

“This session covers the principle of building rapport which is THE key to effective communication, developing trust, and 
to building and maintaining relationships” 

 

Building rapport is the basis of all effective communication. If we want to successfully sell our product or service, negotiate 
a deal or build a long-term relationship, the chances of success are increased tremendously if there is rapport between the 
parties. In this module participants are taught NLP based techniques to build rapport using both conscious and unconscious 
triggers.  
 
 
MODULE B: FAST TRACKING TRUST  
 
DURATION OPTIONS: 45-90 MINUTES  
 
The Structure of Trust 
Understanding the Trust Equation is at the core of being a trusted advisor. An 
ability to operate within its boundaries and generate accelerated and long-
standing trust is the ultimate objective of this section. The module focuses on 
analysing the four dimensions of trust, namely Credibility, Reliability, Intimacy 
and Self Orientation. If the focus of the training is to develop deeper client 
relationships, then this module is recommended. 
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MODULE C: THE NLP 5 STEP SALES PROCESS  
 
DURATION OPTIONS: 15-120 MINUTES  
 
The NLP based 5 Step Sales Process provides a referenceable structure for managing the sale, so that at any time during a 
sales pitch, the sales executive can identify where they are, and whether a change of track is required. For organisations 
with well-developed sales processes this section may not be required however, if your is new or growing rapidly, a structure 
needs to be put in place and the NLP 5 Step Sales Process is an excellent option.  
 
The recommended duration for this section is a function of what else is covered during the training since each of the 5 steps 
is covered in detail in other modules listed in this document.  
 
 
MODULE D: UNDERSTANDING CLIENT NEEDS (QUESTIONING)     
 
DURATION OPTIONS: 60-120 MINUTES  
 
Asking the Right Questions 
The process of asking the right questions is the pathway to understanding client needs. Many sales professionals, however, 
fail to progress beyond Level 1 (FACT) type questions. This means that while they gather valuable information, they fail to 
understand the drivers impacting their client’s business because they don’t ask Level 2 (NEEDS) questions. This results in a 
lack of understanding of why buying decisions are being made, and an over reliance on intuition and experience. Level 3 
(DESIRE) questions are the most advanced questioning method that leverage off established relationships and the impact 
outcomes have on the client at Ann individual level. 
  
 
MODULE E: MANAGING OBJECTIONS     
 
DURATION OPTIONS: 60 MINUTES (Introductory Level) 
            120 MINUTES (Advanced Level) 
 

“Dealing with objections and going for the close is where many salespeople let themselves down. The techniques 
introduced in this session form the basis for closing the deal!” 

 
Dealing with Objections & Price Resistance (Introductory) 
In most sales the most common objection is price. By learning techniques to deal with inevitable price resistance we aim to 
manage a barrier that often derails the sale. In this final section techniques for dealing with objections and inevitable price 
push back are proposed and group discussion is encouraged so the principles can be applied in a setting relevant to the 
participants.   
 
Reframing (Advanced) 
The linguistic technique of reframing is used to reduce resistance, deal with objections, and generate options. This 
technique is used frequently in sales, negotiation and mediation and is considered one of the more difficult NLP based 
techniques to master. A readily usable structure to develop reframes is taught and exercises are conducted allowing 
participants to practice generating reframes to everyday business situations. 
 
 
MODULE F: GAINING CUSTOMER COMMITMENT  
 
DURATION OPTIONS: 60-90 MINUTES  
 
Creating Compelling Events 
Uncovering what will move the client to action is not an exact science however there are techniques that can help in this 
quest. Building on the principles taught in session #2 and utilising the principles of persuasion psychology, approaches to 
creating a compelling event are introduced. 
 
Generating Commitment 
This section introduces and analyses the powerful principle of reciprocity which states that across societies, there is an 
obligation to repay what has been given to us. A series of examples and class exercises are used to demonstrate the 
principle so that participants are in the position both to recognise when this is being used against them, and when they can 
use it to increase the chances of success on a given deal. 
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MODULE G: THE PSYCHOLOGY OF SALES     
 
DURATION OPTIONS: 30-60 MINUTES  
 
Salespeople need to be resilient. The top 20% of sales people make 80% of the money and 
without the right mindset, reaching the top 20%, then top 10% is highly unlikely. Failure is 
part of life and in sales, it is a valuable part of the learning process. The most successful 
sales people failed more than their less successful counterparts however, they knew how 
to learn from their set back and become incrementally better.  
 
Understanding the psychology underlying the process of the sale is valuable in developing 
one’s own sales style. Depending on the time allocated, this section gives participants a series of tools and reference points 
to build personal resilience so that they will approach clients interactions with the confidence and presence required to be 
a top decile sales person. 
 
 
MODULE H: PIPELINE MANAGEMENT & THE COMPETITOR MATRIX   
 
DURATION OPTIONS: 90-120 MINUTES  
 
Pipeline Management (Introductory) 
An approach to pipeline management is introduced where time allocation and funnel control are proposed as the key 
elements to disciplined pipeline management. This is followed with an individual or team exercise (as is most appropriate 
for the client) to implement the principles taught and review current pipeline management efficacy. 
 
The Competitor Matrix (Advanced) 
A SWOT based methodology is introduced for creating a visual tool used to analyse your 
product or services position relative to competitors in the eyes of your clients. Time is dedicated 
for participants to develop the competitor matrix for their organisation. 
 
 
MODULE I: CLOSING THE SALE  
 
DURATION OPTIONS: 60-90 MINUTES  
 
The Psychology of Closing 
Many sales executives experience anxiety and stress when approaching the close due to a failure to transition effectively 
through the close. This brief analysis of the psychology of closing discusses how to remove these issues and make the 
close just another step in the sale process.  
 
The Closing Techniques Weaponry 
Following on from the psychology of closing, the closing techniques weaponry gives a series of closing techniques which, 
with practise and pre-planning, can help reduce resistance to the sale.  
 
 
MODULE J: ROLE PLAYS AND REVIEW      

DURATION OPTIONS: 60-120 MINUTES  
 
Role Play and Analysis 
All sales trainings conclude with participants preparing in groups for customised role plays which will then be played out 
by a select number of team members from each group, and observed by all other participants. This is referred to as a 
“fishbowl” approach as everyone is able to observe and then give input in the post-role play analysis. The role play 
preparation will challenge participants to use the skills taught in a realistic scenario, while the post role play analysis will 
allow discussion, scenario sharing and best practises to be identified and adopted. Depending on the number of role plays 
and time allocated to this section, the first role play only can be fishbowl method and then all participants engage in one 
on one role plays. 
 
Top Takeaways  
We conclude with a 15-minute review whereby participants individually list their top takeaways 
from the training, then as a group discuss. The objective is to identify the minimum skills adoption 
required by the team and drive commitment to group improvement. This exercise forms an 
important part of the post-training follow up process.  
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MODULE K: ADVANCED SELLING STRATEGIES   
RECOMMENDED DURATION: 45-60 MINUTES 
 
There three most used advanced approaches to selling are; value added sales, solution based sales, and problem creation. 
Understanding the difference between the three strategies, in which situation each should be used and how the attributes 
of the different strategies can complement your teams existing approach to sales is a valuable process.  This section sets 
the platform for crucial discussions relating to how to win new clients by standing out from the crowd, and how maximise 
wallet share from existing clients. 
 
 
MODULE L: REFLECTIVE THOUGHT   
 
RECOMMENDED DURATION: 30 MINUTES 
 
Reflective thinking is a practise-based learning methodology used in both academic and real-world 
situations. In this section we define the process of reflective thought and contextualise how to apply 
it in the sales environment and with respect to client management. This section is valuable for use 
in post-training skills adoption.  
 
 
MODULE M: USING CONTRAST TO DRIVE CHANGE  
     
DURATION OPTIONS: 60-120 MINUTES  
 
What does expensive mean? One persons expensive is another persons cheap, and vice versa. The contrast principle is one 
of the most powerful tools available for use in sales, negotiation and product positioning. Based on the theory that what 
comes immediately before a request will influence the recipient’s likelihood of agreeing to the request, this module looks 
at detail into how to drive change in the client response by using Evolution-U’s proprietary approach to developing contrast. 
Participants will be tasked to work in groups and generate solutions to real client situations. 
 
 
MODULE N: THE BUYER-SELLER PARADIGM  
 
DURATION OPTIONS: 60-90 MINUTES 
 
The buyer-seller paradigm is an advanced sales analysis tool designed to give a deep 
understanding of your product or service positioning in relation to your client’s market 
positioning. Using a series of grids to analyse both the buyer and sellers’ perspective, 
participants develop a product positioning matrix to understand how best to pitch their product 
to any given client. 

MODULE X: REVIEW & APPLICATION SESSION  
 
RECOMMENDED DURATION: 1 x 120-minute webinar, 6-10 weeks after the original session 
 
Any soft skills training is only as good as the positive change it creates. An important part of the process of both measuring 
and creating behavioural change is the ‘Review and Application Session’ (RAS) that is held 6-10 weeks after the original 
training. This time period is required to allow participants to practise and apply the techniques taught, so that when attending 
the RAS, they will be able to share insights and the class will be able to develop a best practises template usable by current 
and future team members.  
 
When a RAS is booked, the instructor will collate all Module J feedback and deliver an action list to management and 
participants in order to retain focus on the key outcomes to be achieved in the RAS session. This ensures participants 
continue to review the materials and utilise the skills in the period between the training date and the RAS date, which is a 
critical step in ensuring adoption on new skills. The RAS session is chargeable. 
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MODULE Y: BEHAVIOURAL ANALYSIS 

 

 
DURATION:  2 x 15-20 minutes pre and post training online multiple-choice questionnaire 
 
Evolution-U has developed a proprietary online behavioural analysis tool 
which allows stakeholders to finally measure the real impact of soft skills 
training. Participants take a test before the training which will indicate their 
existing level or proficiency in each of the skills that will be covered in the 
training. Approx. 4-6 weeks after the training (and ideally after the Module X 
Review and Application Session), participants take the test for a second time. 
Variance is observed for behavioural impact of the training.  
 
There is also an option for managers to rank their team pre and post training, 
and to receive a report showing the variance between their opinion of each 
team members proficiency and the team members opinion of their own 
performance. This data can be used in coaching conversations to help each 
party better understand current operating levels and outcomes. 
 
The behavioural analysis tool is available without charge if a Module X Review and Application Session is booked, otherwise 
it is chargeable. 
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Developing & Delivering Compelling Pitches (DDP) 
 
Course Outline 

This intensive one day training draws on leading research in the areas of linguistics, 
psychology and public speaking to bring together powerful content to teach the key 
skills required to present like a pro.  
 
At some point in their career, most executives find themselves in a position of seniority 
requiring them to stand in front of clients or management and deliver presentations 
or pitches at a level commensurate with their title. Unfortunately it’s not that straight 
forward; without training in public speaking, a well structured presentation and an 
appropriate amount of confidence, even the most senior executive can struggle to do 
themselves justice. Fortunately, this can be fixed quickly by understanding and practicing the theory and techniques taught 
in this training. 
 
Learning Objectives 
 
By taking this course, participants will: 
• Learn a framework for building and presenting 

effective and engaging presentations that keep the 
audience hooked and wanting to hear more; 

• Understand the psychology behind presenting; why 
so many people struggle to stand in front of an 
audience and how to take back the initiative; 

• Learn proven sales techniques for creating a 
compelling opening and techniques for holding 
audience attention throughout the pitch; 

• Develop awareness of six components that assist us 
to be in control and constitute a well delivered 
presentation; 

• Identify their own weak spots and address them in 
class with the instructor and other students; 

• Be able to develop story lines to make even the 
most mundane of subjects interesting and engage 
the audience; 

• Be required to present multiple times during class, 
being recorded by video and receive structured 
feedback on their progress. 

 
This is a full day training designed for groups of up to 8 
attendees. Each participant shall partake in three 
instructor monitored presentations, receiving both group 
and instructor feedback. In addition to individual 
presentations, the course includes multiple group 
breakouts, individual exercises, and opportunities for 
participation.  Level: Advanced.

Course Content 
 
Pre-Course 
Participants are tasked to prepare a 3-minute business relevant presentation or pitch that they will give in class. The 
presentation/pitch will be delivered a total of three times during the training, each delivery building on the content 
introduced.  
 
How to Structure your Pitch Online 
Based on the Pyramid Principle developed by Barbara Minto of McKinsey and adapted for online delivery, this opening 
session introduces the best-known approach for structuring presentation information which participants then apply to their 
first reading (see below). 
 
Exercise # 1 - The First Reading 
Prior to attending the training, participants are required to develop a 3-minute business relevant presentation or pitch which 
they will deliver in front of the class. This forms the basis for initial analysis of technique leading into the introduction of tools 
and skill sets for improving our public speaking ability. Both spoken performance and body language are analysed with the 
use of video playback*. 
 
The Psychology of Presenting 
Many senior executives, despite their subject matter expertise, freeze when speaking in front of audiences, their peers or 
management. In this section, the underlying psychology that prevents us from being at our best in public speaking and 
presentation situations are analysed and tools introduced to help the executive overcome such limitations.  
 
Creating Compelling Pitches: Developing the Opening 
The first 30 seconds of a presentation or pitch can set the tone in the listeners mind. Most untrained presenters lose this 
opportunity to develop immediate rapport with their audience, throwing away influence. Fortunately, there are a number of 
techniques that can improve our odds and make the opening to a pitch compelling. This section introduces a series of 
techniques and guidelines for creating compelling scripts to improve client traction when making the pitch. Participants will 
be required to write their own scripts and use them to improve their pre-prepared presentation or pitch. 
 
The Six Keys to Controlled Presentations 
By understanding some simple principles, it is possible to take back the feeling of control when giving presentations and 
speaking in public. In this section, we analyse six of these principles; passion, rate of words, cadence, attention grabbers, 
pausing & silence and the power of simplicity. 
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Exercise # 2 - The Second Reading 
Participants will be given 10 minutes to rework their initial presentation based on the skills taught so far in the training. 
 
The Art of Storytelling 
The skilled presenter can make even the most mundane subject matter dynamic and appealing. In this instructor led 
session, approaches to developing a story line and thereby capturing the audience’s attention are introduced. This 
technique is used by all great orators and leaders to inspire and influence. 
 
Exercise # 3 - Putting it all together; The Third Reading 
Participants are given a subject matter on which they are comfortable to develop a compelling two three-minute speech 
on which they are peer assessed using the Evolution-U Speech Evaluation Form. The feedback delivered to each participant 
is documented and provides an invaluable reference resource for future such presentations. 
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The Psychology of Virtual Selling (PVS) 
 
Course Outline 

Selling virtually presents a new set of challenges that many businesses continue to 
struggle with. This two one day virtual training introduces concepts to bridge the 
gap created in the Covid economy where coffee table chats and personal contact 
are less frequent or even non-existent. The content taught draws on leading NLP 
and sales psychology research to deliver a virtual strategy for taking back s control 
of the sales process. 
 
Learning Objectives 
 
By taking this course, participants will: 
• Develop a series of techniques for building rapport, 

the foundation of successful selling; 
• Learn the underlying drivers of sales psychology 

and develop awareness of how to reframe the 
process thereby reducing the anxiety, resistance 
and doubt commonly associated with the selling; 

• Learn how to apply psychological triggers for 
increasing influence and embed them within the 
sales pitch.. 

 
As well as instructor led presentation, class exercises 
and role plays form an important part of this training. The 
instructor will facilitate discussion using the role plays as 
reference points for adding theory.  
120 mins delivery format 
Level: Advanced. 
 

 
Course Content 
 
Online Rapport Techniques 
Most people don’t like being sold to. Meanwhile, online selling is more difficult than face to face; it is far easier for a virtual 
‘target’ to disengage. Accordingly, transitioning from a sales type pitch to conversational business development is even 
more important online. In this section techniques for generating rapport online are discussed and participants are 
encouraged to share their best practises and develop new techniques that can be put into immediate effect. 
 
Introduction to Sales Psychology 
Understanding the psychology underlying the process of the sale is valuable in developing ones own sales style. This 
section analyses the reasons why a client buys and gives participants a guide for pre-sales pitch analysis and preparation. 
 
Using Persuasion Psychology to Empower your Sales Pitch 
Making our sales pitch stand out is more important now than ever. Our clients are as human as the rest of us when it comes 
to Zoom and Webex calls; they get distracted and remain focused for less time. In this section, a series of psychological 
triggers are introduced that have immediate business application and challenge participants to consider how to use the 
principles to enhance their sales pitch, retain clients attention, and increase the likelihood that the key messages are 
remembered. Based on scientific research these psychological triggers are proven to improve outcomes across culture 
and language. This section will include group breakout sessions. 

 
Who Should Take This Course 
Managers, Leaders, Business Owners, professionals, external client facing executives, any and all executives who would 
benefit from becoming more inclusive at work. This training can be tailored to different levels in an organisation. 
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CONTACT US 
 
 
 
 
 

Evolution-U 
Office B, 16/F, Hollywood Centre 
77-91 Queen’s Road West 
Sheung Wan 
Hong Kong 
 
Tel: +852 2201 4545 
Mob: +852 9498 9067 
Email: jessica@evolution-u.com 
Website: www.evolution-u.com 
 

Evolution U Consulting FZE 
The Executive Centre,  
Level 3, The Offices 3, One Central,  
Dubai World Trade Centre,  
Dubai, United Arab Emirates 
 
Tel: +971 56 288 0465 
 
Blog: https://neilorvay.substack.com  
Twitter: @NeilOrvay 

 
 

 
 

 

 

 

 

 

 

 
 

 
 
 
 

 
 
 

Blog YouTube Linkedin 

www.youtube.com/evolutionu 

www.linkedin.com/in/neilorvay/ 

www.facebook.com/evolutionutraining 

mailto:jessica@evolution-u.com
http://www.evolution-u.com/
https://neilorvay.substack.com/

