


TRAIN THE 

SALES TRAINER COURSE
How would you rate the leadership at your stores? Sales managers & trainers determine the success 
of each salesperson, as well as the store as a whole.

Training is always reserved for new hires, or maybe those that need a refresh. But who is training 
your trainers? In today’s ever-changing sales environment, one-me leadership training is no longer 
good enough. It’s me to teach your leaders not just how to train, but how to lead. 

Train the Sales Trainer Course is designed exclusively for store owners, managers, & trainers.

Course parcipipants will learn to:
- Increase producvity with five benchmarks – how to measure producvity effecvely.

- Provide a formal sales training program for your salespeople, teaching your staff to market your 
store and themselves.

- Turn objecons into money in the register! Maximize each and every selling opportunity. 

- Effecvely add-on and up-sell. Convert a repair or service into a sale.

- Smoothly perform a turnover or convert a turnover into a sale.  Create a compe ve edge within your market.

- - Effecvely use telephone & email to increase your boom line. 

- Train for staff retenon and professionalism on the sales floor.

Course features include:

- A comprehensive training manual, including our renowned PMSA Relaonship Retail Sales System.  
(PMSA=Preparedness—Making the Sale—Saving the Sale—Aer the Sale)

- A thorough and detailed demonstraon of the selling process- and how to implement it.

- Role play “effecve coaching” in sales simulaons!

- A complete producvity improvement implementaon Process.

- A breakdown of the 20 ps and techniques of training that will help you successfully train your staff.

- P- Praccal methods for you to use that will get your employees’ aenon, trigger their desire to be involved, and keep 
learning more.

- Suggesons and ideas about how to make training fun and interacve. 

- Ideas for games and contests that can be used in your store to help increase sales.

- The skills, ability, and knowledge to confidently go back to your place of business and produce posive results.
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