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Sales Skills for High Impact

OVERVIEW

In this course, new to mid-level sales professionals
learn how to leverage the powerful skills of top
performers while improving their interactions with
customers. Through hands-on exercises, sales
professionals enhance their ability to identify

and articulate problems and solutions, create
a personalized sales playbook and develop a
strategy for continued growth and success.
In addition to providing leading-edge practices
and sales innovations, each session also
includes working sessions with industry-leading
sales faculty. Participants are encouraged to
ask questions and bring their unique selling
challenges to work on throughout the course.
Gain the sales skills that improve your
organization’s bottom line, create more value than
ever for your customers and advance your career.

“

We’re selling at least 40% of our time, regardless
of our roles within our organizations. Gaining an
understanding of the current sales process is crucial
for today’s working professionals.
– Michele Cunningham
Faculty, Daniels School of Business Executive Education

“

Massive changes have disrupted the selling
process in recent years: the integration of digital
processes, communication and most recently,
the global pandemic. As power continues to
shift to customers, sales professionals must equip
themselves with new tools and improved skills to
build relationships and create value for customers
and prospects who have greater access to
information and more complex needs.
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OBJECTIVES
In this three-day workshop, participants will:
• Establish proficiency with key concepts and techniques of professional selling
• Form a salient strategy and successfully execute formal sales interactions
• Learn how to utilize and develop a sales playbook
• Increase confidence in selling and staying on pace with the evolution of the sales discipline and practice
as it continues to evolve
• Evaluate whether current thinking or process is the best way or if there may be an alternative way of
thinking or doing
• Develop a clear sense about what to learn next about sales or how sales education can support their
career

WHO SHOULD ATTEND
A variety of professionals will benefit from the Sales Skills for High Impact workshop.

Salespeople looking to improve outcomes
Professionals looking to change careers into a sales position
Salespeople who are new in their roles
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FACULTY

Michele Cunningham

Daniel Zuch

Michele Cunningham has taught at the Daniels
College of Business for more than 20 years and is
the current Director of the Sales Leadership Center.
She brings her extensive background as a marketing
and sales consultant to the classroom, where she is
particularly focused on motivating students to develop
the ability to sell themselves and the organizations,
causes and ideas that matter to them. Michele has
received the Diamond Award from the University of
Denver, Daniels College of Business and the Astor,
Lenox and Tilden Foundation Award from the New
York Public Library.

Dan Zuch is an experienced executive with multiple
decades of experience in B2B and B2C sales. His
career includes successful tenures in technology,
luxury hospitality and consulting at mid-stage,
early-stage and distressed companies. In particular,
Dan’s expertise is focused on sales methodology,
process, tactical execution and persuasion. Dan has
recently pivoted from the corporate world into higher
education. He joined the University of Denver Daniels
School of Business as Executive in Residence in
2022, with a particular focus on the Sales Leadership
Center. He aims to positively affect the lives of students
seeking to excel in their careers.

Faculty
Daniels Executive Education

Faculty
Daniels Executive Education
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SYLLABUS
SESSION 1 – THE SALES PLAYBOOK
AGENDA
• Introductions and commonality
• Course objectives
• Course agenda
• Sales playbook as a foundation
• Introduction to the sales process

SESSION 2 – APPROACH, QUALIFICATION & DISCOVERY
AGENDA
• Stage 1 - Development: The Approach
f
f
f
f

Tactics
What do you do with your leads?
Criteria for moving to stage 2
Reporting

• Stage 2 - Development: Qualification & Discovery
f
f
f
f

Emotional and logical drivers
Decision-making process
Procurement and measuring success
Criteria for moving to stage 3
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SESSION 3 – THE BUSINESS DISCUSSION
AGENDA
• Review Approach, Qualification & Discovery
• Stage 3 - Development: The Business Discussion
f
f
f
f
f

Objectives
Tactics
Templates
Criteria for moving to stage 4
Reporting

SESSION 4 – DEMONSTRATION
AGENDA
• Stage 4 - Product Demonstration
f
f
f
f
f

Objectives
Tactics
Best practices
Criteria for moving to stage 5
Reporting

• Role play and sales competition presentation preparation
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SESSION 5 – NEGOTIATION
AGENDA
• Review Stages 1-4
• Stage 5 - Negotiation
f
f
f
f
f

Best practices
Tactics relevant to market segments
Objections
Messaging
Criteria for moving to stage 6

• Role play
• Sales competition presentation preparation

SESSION 6 – THE CLOSE
AGENDA
• Stage 6 - The Close
f
f
f
f

Closing techniques customized for target audience
Tactics relevant to market segments
Criteria for closing sale
Reporting

• Sales competition presentation (recorded at Daniels Sales Leadership Center as an artifact of
learning)
• Awards
• Sales playbook completion
• Course conclusion
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SAMPLE SCHEDULE
DAY 1
9:00 a.m. - 9:30 a.m.
9:30 a.m. - 10:25 a.m.

DAY 2
Introductions & commonality
Course objectives and
agenda

10:25 a.m. - 10:45 a.m.

Break

10:45 a.m. - 11:30 a.m.

Sales playbook

11:30 a.m. - 12:10 p.m.

Introduction to sales
process

12:10 p.m. - 12:55 p.m.

Lunch

12:55 p.m. - 2:25 p.m.

Stage 1 - The Approach

2:25 p.m. - 2:45 p.m.

Break

2:45 p.m. - 4:00 p.m.

Stage 2 - Qualification &
Discovery

9:00 a.m. - 10:25 a.m.

Stage 3 - Business
Discussion

10:25 a.m. - 10:45 a.m.

Break

10:45 a.m. - 12:10 p.m.

Stage 3 (continued)

12:10 p.m. - 12:55 p.m.

Lunch

12:55 p.m. - 2:20 p.m.

Stage 4 - Product
Demonstration

2:20 p.m. - 2:40 p.m.

Break

2:45 p.m. - 4:00 p.m.

Stage 4 (continued)

DAY 3
9:00 a.m. - 10:25 a.m.

Stage 5 - Negotiation

10:25 a.m. - 10:45 a.m.

Break

10:45 a.m. - 12:10 p.m.

Stage 5 (continued)

12:10 p.m. - 12:55 p.m.

Lunch

12:55 p.m. - 1:35 p.m.

Stage 6 - The Close

1:35 p.m. - 2:15 p.m.

Competition preparation

2:15 p.m. - 2:35 p.m.

Break

2:35 p.m. - 3:45 p.m.

Sales Competition

3:45 p.m. - 4:00 p.m.

Awards and wrap-up
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ABOUT US
TRANSFORMATIONAL LEARNING
At Daniels Executive Education, we believe that investing in people transforms organizational performance.
That is why we proudly offer life-changing learning opportunities, powered by the top-ranked Daniels
College of Business, the eighth-oldest business school in the nation.
Each year, Daniels Executive Education partners with dozens of organizations and hundreds of clients to
accelerate capacity to create measurable results and lead with purpose.

53+

years Daniels
has offered
transformational
learning through
Executive Education.

98% 928
of participants would
recommend their
Executive Education
program to a friend
or colleague.

professionals were
involved with
Executive Education
last year.
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