PORTER HENRY & CO. CURRICULUM INVENTORY
SALESABILITY  SERIES [CORE SALES TRAINING WORKSHOPS] 

	Title/Length
	Content Overview
	Unique Features
	Media Support

	SalesAbility II 

[2 days]
	Sales call planning,  lead-in, identifying needs, presenting benefits, handling objections, closing
	Consultative model, FOCUS questioning process, listening, negotiating to close, building relationship
	LG, WBK, PPTS, PWA, Toolbox, Video, In-field assignments,

	Managing the Territory 
[1/2 – 1 day]
	Allocating calls based on ROI, managing time
	Determine (EV)  Expected Value of accounts, routing by frequency/potential   
	LG, WBK, PPTS, PWA, Toolbox

	Prospecting for New business
[1 day]
	Telephone and related methods for prospecting, tracking results
	How to plan cold calls, sell appointment , qualify customer, handle gatekeeper, voicemail challenge
	LG, WBK, PPTS, PWA, Toolbox

	Achieving a Competitive Edge

[1/2 day]
	Preparing a competitive comparison to head off real or potential threat
	Using TOP tool to analyze “total offering”, how and when to present to customer 
	LG, WBK, PPTS, PWA, Toolbox

	Presenting Value-Added Benefits [1/2 day]


	How to quantify value-added (free) services to “recapture” value and differentiate
	Using IMPACT resources and QPA formula to quantify cost or benefit
	LG, WBK, PPTS, PWA, Toolbox

	Selling to Multi-Level Decision-Makers [1/2 day]
	Identifying decision-makers, selling high, wide, and deep 
	Analyzing account decision process, decision-makers,  opportunities, gaining access
	LG, WBK, PPTS, PWA, Toolbox

	Implementing Account Strategies

[1/2 day]
	Introduces a variety of strategies and tactics for account penetration
	Defines skills vs. strategy; covers strategies like setting up a “coach”, team sell, negotiating, etc.    
	LG, WBK, PPTS, PWA, Toolbox

	Building  Relationships with Personal Style
[1/2 day]
	How to identify four personal styles and flex own style to complement customer’s 
	Determines four styles dimensions: Deliberator, Visionary, Decider Empathizer  
	LG, WBK, PPTS, PWA, Toolbox


MEDIA: LG=Leader Guide, WBK=Workbook, PPTS=PowerPoints, PWA=Prework
ACCOUNTABILITY SERIES [ADVANCED, STRATEGIC WORKSHOPS]
	Title/Length
	Content Overview
	Unique Features
	Media Support

	Strategic Business Development
[2 days]
	Provides tools and 3 major strategies for penetrating complex accounts, variety of sub-strategies
	Account analysis, action plan process;
Alignment, Multi-Level Selling, 

Allocation of 

Resources strategies
	LG, WBK, PPTS, PWA, Toolbox

	Value-Added Negotiating 

[2 days]
	How to plan and execute effective negotiations 
	Negotiating styles test, how to plan negotiation, use 10 tactics, offset customer tactics, team negotiating
	LG, WBK, PPTS, PWA, Toolbox, Video

	Strategic Multi-Level Selling 

[1 day]
	Selling high, wide, and deep in complex accounts (advanced version of ½ day workshop)
	Strategic Multi-Level Selling tool (MAP) to navigate account, gain access with 10 tactics 
	LG, WBK, PPTS, PWA, Toolbox

	Team Selling

[1 day]

Can be expanded  with  “team building” content 
	Covers team planning steps, sales calls, planning and delivery of “finalist” presentation 
	Planning “finalist” presentation using R-E-A-D profile to present to decision  committee
	LG, WBK, PPTS, PWA, Toolbox, Video

	Solution Selling
[1 day]
	In-depth consultative selling process to identify problem(s), get buy-in,  help develop and sell-in solution 
	Employs OAG (Opportunity Analysis Grid) to identify problems, IMPACT process to quantify and project value of solution  
	LG, WBK, PPTS, PWA, Toolbox

	Group Presentations 

[1/2 day to 1 day]
 
	Isolated from team selling (above) and expanded treatment for presenting to committees and groups
	How to predict group participants’ roles, capitalize on group dynamics to reach consensus
	LG, WBK, PPTS, PWA, Toolbox

	Value-Driven Selling [1 day] 
	Provides training on how to quantify solutions, benefits,

intangibles, savings, negotiable issues 
	Using Q1, Q2 questions to qualify and quantify values, determine/project total $ values 
	LG, WBK, PPTS, PWA, Toolbox


MEDIA: LG=Leader Guide, WBK=Workbook, PPTS=PowerPoints, PWA=Prework

MANAGEABILITY SERIES [SALES MGR. DEVELOPMENT WORKSHOPS]
	Title/Length
	Content Overview
	Unique Features
	Media Support

	Field Coaching
[1 day]


	Comprehensive field coaching program, covering both strategic and
tactical coaching
	180 CAP tool to assess performance before and after workshop; how to allocate coaching time for ROI
	LG, WBK, PPTS, PWA, Toolbox, Video

	Sales Leadership
[1 day]
	Covers 4 abilities: Vision, Influence, Decision-Making, Personal Characteristics
	360 SLP tool assesses leadership, before and after workshop; includes many assessments
	LG, WBK, PPTS, PWA, Toolbox
Video

	Managing Sales Performance
[1/2 to full day]
	How to monitor 10 sales performance indicators, identify gaps/gains, take appropriate actions
	Provides model for tracking sales performance, uses simulation format to apply principles
	LG, WBK, PPTS, PWA, Toolbox  

	Recruiting & Selecting Stars
[1 day]
	Process and skills for recruiting to final decision on applicants
	STAR questioning process to evaluate behaviors; decision matrix to select best candidate
	LG, WBK, PPTS, PWA, Toolbox

	Motivational Sales Meetings 

[1day]
	Designing and delivering effective sales meetings
	How to plan and conduct effective sales meetings
	LG, WBK, PPTS, PWA, Toolbox
Video

	Distance Sales Coaching
[1day]
	Provides system   for coaching sales rep skills from anywhere via email and telephone 
	Total system and training for tracking improvements  with two-way  feedback for coaching
	LG, WBK, PPTS, PWA, Toolbox, CD training version for salesperson

	Counseling for Improved Performance
[1/2 day ]
	Counseling sales reps with problems caused by attitude or  motivation 
	How to prepare and counsel to surface  causes, build a joint plan to improve
	LG, WBK, PPTS, PWA, Toolbox

	Managing Priorities & Time
[1/2 day]
	Enables sales managers to compare priorities, determine “ideal” time allocations by  10-15 activities
	Managers work in homogeneous teams to compare current time allocations,  priorities, develop “ideal” time models
	LG, WBK, PPTS, PWA, Toolbox

	The Ultimate Sales Manager Simulation
[2 days]
	Highlights and applies seven critical sales manager abilities 
	Participants manage

simulated sales team with variety of team & rep challenges  
	LG, WBK, PPTS, PWA, Toolbox


MEDIA: LG=Leader Guide, WBK=Workbook, PPTS=PowerPoints, PWA=Prework

SPECIALIZED AND DISTANCE LEARNING COURSES

	Title/Length
	Content Overview
	Unique Features
	Media Support

	Impact Selling workshop [2 days]
	Core skills totally customized to pharmaceutical  selling
	Custom-designed to pharma selling; includes 4-6 hour preworkshop assignment 
	LG, WBK, PPTS, PWA, Toolbox

	Hospital Selling

Workshop

[1 day]
	How to navigate and sell in medical institution
	Customized to pharma hospital selling, uses PH multi-level content 
	LG, WBK, PPTS, PWA, Toolbox

	Enhanced Presentation Skills

[1-2 days depending on group size/video]
	Focused on improving individual  presentation skills with creative drills and speech practice 
	Proprietary exercises for projecting voice, pausing, gestures, pacing, etc.
	LG, WBK, PPTS, PWA, Toolbox, option for Video playback

	Mobile Sales Motivation [Six 30-minute audio CDs and 24 tools]
	Audio series & toolbox for downtime, on-the- job reinforcement 
	Only program of its kind, covers selling, negotiating, self-motivation etc
	Professional audio and toolbox kit; includes 3 sales meetings for manager follow-up   

	SalesAbility Coach

[selling skills assessment]
	Video-based assessment of 10 selling skills
	Uses mutually exclusive 3-choice testing method for 30 selling scenarios
	Thirty 1-2 minute videos and workbook

	Ultimate Sales Manager Self-Study
	Contains four skills for self-study and self-testing
	Total basic training for new sales managers in self-study format
	Self-study, modular workbook

	Retail Selling  Success Workshop
[1/2 to full day]
	Retail selling and customer relation skills to improve confidence, professionalism
	Retail selling skills plus dealing with difficult customers, browsers, avoiding retail selling errors 
	LEADER OUTLINE, WBK, PPTS

	Exceptional Customer Service

Workshop 

[1 day] 
	Professional customer selling skills workshop
	Telephone etiquette, 6 magic phrases, dealing with angry customers, active listening, how to re-energize yourself
	LEADER OUTLINE, WBK, PPTS

	SalesAbility Pro

[6 hour self-study and 1 day clinic]


	Covers SalesAbility selling skills in  audio/workbook self study plus clinic  
	Alternate method to teach selling skills, reinforce with one-day clinic
	Audio-driven workbook, Clinic LG & WBK


MEDIA: LG=Leader Guide, WBK=Workbook, PPTS=PowerPoints, PWA=Prework
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