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Winning Pursuits

This hands-on one-and-a-half-day workshop is designed to provide participants with the
mindset, skills and tools to increase their success in winning business.

Learning Outcomes

o Define clear and compelling sales opportunities
« Assess an opportunity more effectively
« ldentify the importance of questions in winning pursuits

« Describe the key players in a customer pursuit, their power and authority, change style and
the likelihood they will support a sales initiative

o Articulate a differentiated value proposition
o Examine various pursuit strategies

o Leverageatoolinordertogettogreen
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