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Influence and persuade with clarity 
 

Increase your impact 
 

Feel natural and look believable 
 

Motivate and secure commitment  
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“ I think that Natural Training is a major force in getting people to adjust their thinking – their 
way is the best way to present a spoken message” . 
Claire Aimable Lina, HR Manager, Marks and Spencer 
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What we do 
 
 
We are a corporate training company specialising in spoken communication skills as they relate to making a 
presentation, selling an idea and talking on the phone. 
 
At Natural Training, we start with you - not a rulebook. Our training allows your personality to reveal itself. You 
will be more believable, convincing and - best of all - professional. Other people will be more confident doing 
business with you. 
 
Our training taps into your instinctive brilliance. Take our workshops and something clicks. Almost all our clients 
say 'I'll never need a refresher'. Years later, they say they are using what they learnt on a daily basis.  
 
The result?  You will communicate with more credibility, ensure your organisation is represented with the 
reputation it deserves, you will become more professional and engaging and you will increase impact and obtain 
greater recognition. 
 
  
 
 

“ Absolutely the right training if you want to have an impact when you present” . 
Matt Weston, Director, Business Bricks. 
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Why we are different 
 
 
Traditional corporate training is often based on " hints and tips" . 
 
For example:  

·  Maintain eye contact for 3 seconds with each member of the audience.  
·  When closing a deal, ask close-ended or "yes"  questions.  
·  Vulnerable prospects are likely to listen to a phone call for at least the first 30 seconds, so talk fast! 

 
But rules are for robots. Hints and tips divorce us from our natural, convincing self. Corporate training shouldn't 
be about turning you into a "wind-up"  corporate communicator - Mr or Ms Perfect Presenter.  
 
Audiences will see this fake approach and run a mile! 
 
Much better is the natural way - training that reflects your unique style.  
 
This has the potential to be highly-effective.  
 
Natural Training helps you to be comfortable, engaging and professional - in your own skin. 
 
From there we give you tools to help you communicate more effectively - whether on the phone, in a sales 
meeting or presenting a message. 
 
 
  

" I had serious doubts this training could improve my technique - but I'd certainly recommend 
it now."   Yasmin Gaielle, Trainer, Searchflow. 
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Our people 

 
 
 
Matt Drought 
Director/Facilitator 
 
Matt graduated in PR and since worked at IBM and TMP Worldwide.  He spent ten years in advertising and sales 
– his last role was the Account Director of Marks and Spencer.  He won many sales awards along the way. 
 
Matt says: "Presenting today isn't all fun and games. Try teaching acting skills and 'throw the beanbag' games to 
a top team pitching for an £8m client. It won't work. To present well is to be clear, memorable, naturally 
engaging and persuasive - in your own style."   
 
 
 
Feena Coleman 
Director/Facilitator 
 
Feena graduated in Finance and worked in investment banking until starting Natural Training. When Feena wasn't 
presenting, she was listening to others conducting meetings.  
 
Feena says: "Corporate training always seems useful at the time. However, most of the time you get back to your 
day-to-day job and quickly forget about it. Natural Training works because it ingrains behaviour to such an extent 
that it becomes second-nature."   
 
 
 
Claire Sands 
Facilitator 
 
Claire has worked in HR and Training for the past 15 years at Marks and Spencer and gets a natural high from 
helping people be at their best. Claire has a nationally accredited Diploma in Psychotherapy and Counselling, and 
is a qualified Life-Coach. 
 
Claire says: "Training doesn't have to be complicated. The best bit about our training is the simplicity. We help 
participants move from clutter to clarity with ease."   
 
 
 
 
 
 
 
 
 
 

“ A brilliant way to get you heard” . 
Andy Bell, Managing Director, Mint Digital 
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Why you should use us 

 
 
If you feel: 
 
 

-  Your people need to be more confident selling your organisation 
 
 
-  You have difficulty defining your point of difference in the market 
 
 
-  Your people talk too much and don’t listen enough 
 
 
-  You are not converting conversations and meetings into sales 
 
 
-  Your account service people feel that they are not “ salespeople”  

 
 
 

  

“ Just do it!”  
Juergen Kramny, Bosch 
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The training we provide 

 
 
Spoken Presentation Skills 
 
Our presentation skills workshops help you overcome nerves and present with clarity in front of any size group.  
We re-align your thinking to focus purely on the message. By taking away the clutter, you'll find you can be much 
more relaxed. 
 
Once certain of your message, you can grow into your natural style. This is you at your best. It's similar to you 
being natural with friends having a good time – but it’s highly professional and effective. It is the most complete - 
and fastest - way to become a confident speaker. Better still, once learnt it is never forgotten.  See courses 
pages 10-15 
 
 
 
Sales skills 
 
Most salesmen run round, trotting out the same tired lines. Customers are sceptical and wary of "being sold to" .  
Prospective customers need to be consulted with and engaged. A fruitful relationship needs to be established 
from the start.  
 
You're going to be more successful if you recognise true needs, do a lot of listening and deliver beneficial 
solutions. If your customer feels he's understood, chances are you've got a sale.  
 
Our courses make you naturally engaging and consultative and effective.  
 
Resulting in more sales for your organization.  See courses pages 17-19 
 
 
 
Telemarketing skills 
 
Telemarketing today seems to be more about telling than selling. 
 
Most receivers of cold calls feel that they are being sold to. Make them feel consulted by asking professional 
questions and your success rate will improve dramatically.  Our telemarketing workshops are more fulfilling, 
information-laden phone conversations that get results. 
 
 
Our training establishes your credibility quickly and gets you the information you need to sell.  
 
See courses pages 21-24 
 
 
  
 

“ Simple and easy to understand and apply.”  
Ivy Chung, Kodak 
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Our clients 
 
Our clients consistently rate us as the best corporate training they have undertaken. We will 
be delighted to put you in touch with our past clients for some first-hand feedback about 
our workshops.  

 
"The Program was exceptional. You’ll be pleased to hear that all the Sales Team have been 
using the techniques they’ve been taught over the weekend.”  
David Davies, Sales manager, The Training Camp 
 
“ Original, hands-on.  Feel like I learnt a lot.  Learnt that by reducing uncertainty = less 
nerves.  Excellent – a must!”  
Danielle Mallen, EIRIS Ltd, 2005 
 
"An excellent and refreshing approach to a variety of training/presenting scenarios, 
especially for those with experience already.  Thoroughly enjoyed both days.  Both as 
individuals and as a 
team I feel we have really benefited."  
Emma Ridehalgh,  
Training Manager, Searchflow 2005�
 
"Very informative and practical. Gave structure to the ideas, will definitely implement the 
'hotzone' and cold calling techniques."  
Ian Turnpenny, Associate Director, Lovell Consulting  
 
“ Made me more confident and enthusiastic about presenting, less fear factor!  I will be 
more efficient in preparing next time.”  
Alex Thomas 
Commercial Director, LSM Partners 2005 
 
“ Extremely valuable - helped address how sales can be natural and not simply a chore.”  
Simon Hopkins 
Chief Executive, Fortune Group 
   
"The best bit was that I walked out of the room with the training in my blood – not easily 
forgotten like other training courses."   
Richard Coles 
Financial Analyst, Monster Worldwide, 2004  
 
“ A great ‘before and after’ – made a huge difference.  Helps that Matt gets what I do.  
Heroic!”  
Matt Weston 
Publisher, Business Bricks, 2005 
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Products 
 

 
 
 
spoken presentation skills 
 
sales skills        
 
telemarketing skills 
 
  

“ I thoroughly enjoyed this course – I got a great deal out of it and look forward to my next 
presentation.”  
Jodi Roberts, Account Manager, Nestle 
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spoken presentation skills 
 

 
Learn to control your nerves and make an impact! 
 

 
Simply the most effective presentation skills course on the market.  Natural Training Presentation 
Skills is a highly practical course that teaches you how to boost your credibility and deliver truly 
outstanding presentations that engage your audience and get the results you need. 
 
Our unique approach includes a template tool to help you achieve maximum clarity from your 
presentation.  It acts as a roadmap throughout so that you are able to look your audience in the 
eye with a minimum use of notes. 
 
This training is suitable for all sorts of spoken presentations – not just the formal, stand-up variety 
but for any time you need to get your point across in front of team members, managers or clients.  
The course takes two full days and can be undertaken either with a group of 6 at work or during 
one of our open day courses where you will meet another 5 workshop participants. 
 
 
Course highlights 
- Learn to prepare a presentation in less than twenty minutes 
- Lots of personal coaching to work on your unique strengths and weaknesses 
- Engage and interact with your audience confidently 
- Prepare PowerPoint in under 5 minutes 
- Increase your impact and earn the recognition you deserve 
 
 
Who should attend? 
Executives at all levels who present an idea, project, training or proposals internally or externally.  
Particularly relevant for people who don’t look forward to giving their next presentation! 
 
 
Complementary Natural Training courses 
- Advanced presentation skills 
- Sales presentation skills 
- Winning pitch 
- Bespoke 1-1 presentation skills training 

 
  

“ The best bit was that I walked out of the room with the training in my blood – not 
easily forgotten like other courses.”  
Richard Coles, Finance Manager, TMP Worldwide 
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sales presentation skills 
 
 

Learn to make a winning presentation to sell your ideas!  
 
 
How often do you spend days preparing for an important sales presentation, deliver it perfectly 
with your team, and the decision STILL doesn’t fall your way.  Frustrating isn’t it?   
 
One of the reasons could be that you are too close to the information you are presenting.  While 
the presentation may seem common sense to you, it may not make complete, or even partial sense 
to the client. 
 
Good presentation skills training for salespeople does more than teach you a few tricks, such as 
how to move your hands or pitch your voice.  Good training will demonstrate how to define your 
message to the prospect in a compelling and persuasive way. 
 
Natural Training teaches you how to structure a presentation to give you maximum chance of 
closing the deal.  You will leave the training with a new sense of confidence in yourself and others 
around you.  
 
This training is suitable for all sorts of spoken presentations – not just the formal, stand-up variety 
but for any time you need to get your point across in front of team members, managers or clients.  
The course takes two full days and can be undertaken either with a group of 6 at work or during 
one of our open day courses where you participants from other companies. 
 
 
Course highlights 
- Define a persuasive message for maximum certainty of closing the deal 
- Persuade with power and speak with conviction – in your own natural style 
- Lots of personal coaching to work on your unique strengths and weaknesses 
- Prepare PowerPoint in under 5 minutes 
 
 
Who should attend? 
Sales executives and managers who present products or pitch ideas. 
 
 
Complementary Natural Training courses 
- Advanced presentation skills 
- Winning pitch 
- Sales conference session 
- Bespoke 1-1 presentation skills training 
 
 
 

 
  “ Made me more confident and enthusiastic about presenting, will be more efficient in 

preparation next time”  
Alex Thomas, LSM Partners 
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advanced presentation skills 

 
 

Developing the finer points of delivery and style. 
 
 

You are a reasonably confident presenter.  You have presented more than a few times, to more 
than a few people.  You have handled some tricky audience members and dealt with a few 
technology breakdowns. 
 
But there’s still something missing. 
 
Maybe a few audience decisions haven’t gone your way lately.  Maybe you’ve recently been 
promoted and need to make more regular, professional presentations to more people.  Maybe you 
need to get up to date with the latest presentation technology. 
 
Or maybe like every good athlete you simply need a coach to confirm that you’re doing all the 
basics right, and to stretch yourself a little further with a few more ideas. 
 
Natural Training’s Advanced Presentation Skills could be for you.  We will get you to present to us 
and give you some feedback on your natural, professional style.  There’s also aspects of delivery, 
technology, persuasive language and audience interaction that we will work on. 
 
Workshop highlights 
- Open and honest feedback about your current presentation style – with instant DVD playback 
- Lots of personal coaching to pinpoint your unique strengths and weaknesses 
- Strong audience participation techniques 
- Powerful and emotive language, word stressing, transitions, bridging. 
- Varying intensity – movement and energy. 
- Building credibility from the outset 
 
Who should attend? 
Middle-senior executives who need to take their presentation content and delivery to the highest 
level. 
 
Complementary Natural Training courses 
- Sales skills 
- Winning pitch 
- Bespoke 1-1 presentation skills training 

 
 
 

“ An easy to understand (and use!) technique for facing communication challenges.”  
Rodney Harris, Hallmark Cards 
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creative presentation skills 
 

 
Sell your creative ideas with the pride and clarity they deserve. 
 
 
Clients love getting creative solutions presented by agencies.  The reasons are many, but include: 
 
- They adore seeing their name in lights 
- They think creatives are terribly clever, and 
- They like bright colours. 
 
But much more than this, they appreciate the way an agency has listened to them and dovetailed 
in with their business strategy.  Good creative is the manifestation of sound agency acumen as it 
encompasses good media advice, good account direction, a clever interactive strategy etc. 
 
Why then do clients sometimes reject your wonderful creative? 
 
Research has shown that it is often to do with the way your ideas are presented. 
 
How often do you spend days preparing for an important sales presentation, deliver it perfectly 
with your team, and the decision STILL doesn’t fall your way.  Frustrating isn’t it?   
 
Natural Training teaches you how to structure a presentation to give you maximum chance of 
getting your ideas accepted.   
 
Workshop highlights 
- Open and honest feedback about your current presentation style – with instant DVD playback 
- Lots of personal coaching to pinpoint your unique strengths and weaknesses 
- Strong audience participation techniques 
- Building credibility from the outset 
 
Who should attend? 
Middle-senior creative executives right through to Creative Directors through to anyone who needs 
to present an idea! 

" I will use the skills to present our creative concepts to clients in a clear, engaging way.”  
Pete Bayer, Art Director, TMP Worldwide 
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winning pitch presentation 
 
 

A big presentation looming?  You might need some help. 
 
 

Pitching for new business, or making a big presentation to a large audience might sound exciting, 
glamorous and fun.  But as you might have experienced, being in the middle of the process can at 
times be pure misery.  Dealing with your team members’ egos, personalities and different styles, 
while trying to get a clear, persuasive message across to the client is not easy.   
 
At Natural Training we have helped many executives to coordinate the pitching process, ensuring 
that the team is well drilled, the message is targeted and the visual aids and support technology 
are all working in concert.  A trained consultant (or two) can come in a month, week, or night 
before, or even the day of the presentation to bring focus and clarity to the event.   
 
It’s amazing what a fresh pair of eyes can do to elevate the presentation from slightly confused to 
truly outstanding.  Try us – you and your bottom line will be happy you did! 
 
 
Course highlights 
- Discover a simple way to define your message with the audience in mind 
- Lots of personal coaching to work on individual strengths and  weaknesses 
- Engage and interact with your audience confidently and with impact 
- Define each of your team member’s roles to ensure maximum clarity 
- Practice the right way – in the shortest amount of time. 
 
 
Who should attend? 
Executives at all levels who present an idea, project, training or proposals internally or externally.  
Particularly relevant for teams who have left themselves little time to prepare or practice a 
presentation. 
 
 
Complementary Natural Training courses 
- Advanced presentation skills 
- Sales presentation skills 
- Bespoke 1-1 presentation skills training 
 
 

 
 
 

“ Really changed the way I think about pre-planning a presentation.”  
Rob Cleveland, United Energy 
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conference training session 
 
 

Some valuable input for your next conference or seminar. 
 
 

Make your next conference or seminar a truly memorable one by inviting an experienced Natural 
Training facilitator along to coordinate the sessions.  We will consult with your thought-leaders to 
create a highly beneficial conference featuring presentation skills training throughout. 
 
The options are endless but could include any of the following three ideas: 

1.  A Natural Training facilitator hosts the day, mixing up your guest speakers with modules 
from one of our popular courses, such as presentation skills or sales training. 
2.  Two or three days of presentation skills training, focused on an upcoming range of your 
products or services or new system that you are implementing.  For example, we ask your 
people to present on your new product/service. 
3.  Bespoke conference session where you tell us your aims and we tailor the perfect blend 
of product and personal training to suit. 

 
Benefits of using Natural Training 
- Takes the pain out of organising the conference 
- Enables you to incorporate best-practice training into your conference, rather than your team 
hearing the same messages as last year. 
- Enables each participant to get something highly valuable from the conference. 
- We follow-up each individual to ensure that promises are being kept, new ways of working are 
being upheld and newly-acquired skills are being practised. 
- Training could include; preparing a presentation in under 20 minutes, engaging with your 
audience, getting your message across, delivering in your own natural style, selling via questioning 
and consulting with impact. 
 
 
Who should attend? 
Suitable for conferences from 5 – 1000 candidates from many disciplines including sales, 
marketing, HR and client services. 
 
 
Complementary Natural Training courses 
- Advanced presentation skills 
- Sales presentation skills 
- Winning pitch 
- Bespoke 1-1 presentation skills training 
 
 

“ very good, interactive, efficient. Leart a lot within one day”  
Sandra Pointel, Research, EIRIS 
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Products 
 

 
 
 
spoken presentation skills 
 
sales skills        
 
telemarketing skills 
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question based sales 
 
 

The most valuable (yet often overlooked) sales skill today. 
 
 

In most organisations around the world we teach our people what to say, but we very rarely if ever 
spend any time teaching them what to ask.  We assume that people know how to ask the 
questions.   
 
Yet, if you have been on many meetings with your people, from entry level positions to senior 
executives you will quickly learn that most people don’t ask the right type of questions – the 
questions that will lead to deeper, richer and more complete sales. 
 
The best sales people know that questions are important.  They ask questions to identify new 
opportunities, qualify accounts and uncover needs.  They ask questions to find out who is making 
the decision, and how to best position the solution.  They ask questions to smoke out any 
objections, and to find out what else needs to occur to close a transaction.  In short, the best 
salespeople know that questions increase their certainty of making sales. 
 
This workshop is unique and one of the most valuable you will ever come across, because it 
focuses purely on high value, structured and thought-provoking questioning techniques.  Leading 
to richer, deeper sales. 
 
 
Course highlights 
- Learn the four stages of questioning to get the information you need. 
- Build credibility quickly and more effectively 
- Receive significantly more call-backs from messages left by leveraging curiosity 
- Lots of personal coaching to work on your unique strengths and weaknesses 
- At the end of the training:  walk away with your own unique template full of the right questions 
specific to the prospects in your industry. 
 
 
Who should attend? 
Executives at all levels who sell their ideas to new prospects, existing clients or internal team 
members.  
 
 
Complementary Natural Training courses 
- Complete sales skills  
- Sales presentation skills 
- Bespoke 1-1 presentation skills training 

 

“ Introduced us to a clear, methodical approach to sales.”  
Noam Savchensky, Creative Director, Mint Digital 
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sales presentation skills 
 
 

Learn to make a winning presentation to sell your ideas! 
 
 

How often do you spend days preparing for an important sales presentation, deliver it perfectly 
with your team, and the decision STILL doesn’t fall your way.  Frustrating isn’t it?   
 
One of the reasons could be that you are too close to the information you are presenting.  While 
the presentation may seem common sense to you, it may not make complete, or even partial sense 
to the client. 
 
Good presentation skills training for salespeople does more than teach you a few tricks, such as 
how to move your hands or pitch your voice.  Good training will demonstrate how to define your 
message to the prospect in a compelling and persuasive way. 
 
Natural Training teaches you how to structure a presentation to give you maximum chance of 
closing the deal.  You will leave the training with a new sense of confidence in yourself and others 
around you.  
 
This training is suitable for all sorts of spoken presentations – not just the formal, stand-up variety 
but for any time you need to get your point across in front of team members, managers or clients.  
The course takes two full days and can be undertaken either with a group of 6 at work or during 
one of our open day courses where you participants from other companies. 
 
Course highlights 
- Define a persuasive message for maximum certainty of closing the deal 
- Persuade with power and speak with conviction – in your own natural style 
- Lots of personal coaching to work on your unique strengths and weaknesses 
- Prepare PowerPoint in under 5 minutes 
 
Who should attend? 
Sales executives and managers who present products or pitch ideas. 
 
Complementary Natural Training courses 
- Advanced presentation skills 
- Winning pitch 
- Sales conference session 
- Bespoke 1-1 presentation skills training 

 

“ The course was tailored and focused, integrating each participant’s strengths and 
weaknesses”  
Nadia Laine, Client Team, EIRIS 
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complete sales skills 
 
 

From initial call to close – 3 days of intense training. 
 
 

Traditionally sales training attempts to dissect the sales process into many small pieces, such as 
handling objections, closing, mirroring, cold calling etc.  Sales trainers then attempt to give many 
“ hints and tips”  about how to cope in those situations.  This process is flawed in three ways: 
 
1. Everyone uses the same or similar “ hints and tips” , which means that your prospect is dealing 
with clones of the same type of salesperson wearing different company badges. 
2. In real life a sale rarely, if ever, follows a predictable pattern.  For example, you could be 
moving from initial cold-call to handling objections within 30 seconds.  Agile salespeople cope 
much better than pattern-seekers. 
3. “ Hints and tips”  don’t teach salespeople to think on their feet. 
 
Rather than teach “ hints and tips”  our workshops focus on the natural skills that are common to 
the world’s best salespeople.  Skills such as: 
 
- Building credibility by asking intelligent questions 
- Gaining confidence by asking the right questions at the right time 
- Focussing purely on the issues of the prospect 
- Presenting the right solution in a persuasive and engaging way 
- DEVELOPING your own NATURAL STYLE. 
 
At the end of the 3 day workshop you will have; 
- A template full of intelligent questions focussed on YOUR industry and YOUR prospects 
- A unique insight into human behaviour and personality styles for your prospects 
- A system to achieve significantly more success from COLD CALLING. 
- The ability to prepare a presentation in less than twenty minutes 
- A new found confidence based on your natural style of presenting. 
- The ability to prepare PowerPoint in under 5 minutes 
 
Who should attend? 
Executives at all levels who sell their ideas to new prospects, existing clients or internal team 
members.  Not just a sales skill – this workshop is a life skill. 
 
Complementary Natural Training courses 
- Advanced presentation skills 
- Bespoke 1-1 presentation skills training 
 

“ Excellent, very helpful, everyone should use it.”  
Dori Angelatos, William Mercer 
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Products 
 

 
 
 
spoken presentation skills 
 
sales skills        
 
telemarketing skills 
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highly effective telesales 
 
 

Engage the prospect in meaningful, valuable conversations 
 
 
Telesales today seems to be a game of “ let’s see how much you can talk before the prospect can 
hang up” .  This counter-productive sales behaviour rarely achieves a positive result and only serves 
to frustrate both seller and potential buyer. 
 
More useful, and infinitely more successful, is to engage the prospect in a conversation by ASKING 
QUESTIONS. 
 
Asking intelligent questions has many benefits including: 
1. Establishing your credibility quickly (in much the same way as a doctor establishes credibility 
by asking questions)/ 
2. Enabling you to find out the issues most affecting your prospect/customer. 
 
During this one day course participants uncover a range of highly effective telesales techniques 
such as our valuable 4 stage questioning process and structuring the right message for the 
prospect or existing client. 
 
 
Course highlights 
- Learn a proven method for achieving a higher level of voicemail call-backs 
- Lots of personal coaching to work on your unique strengths and weaknesses 
- Gain the credibility you need in the first minute of the conversation 
- Learn basic aspects of human behaviour such as leveraging curiosity  
- Leave the workshop with a template full of the types of questions specific to your prospects, 
clients and industry. 
 
 
Who should attend? 
Telesales professionals or salespeople who utilize the phone on a regular basis.  Ideal for call center 
staff and/or team leaders.  
 
 
Complementary Natural Training courses 
- Advanced presentation skills 
- Sales presentation skills 
- Bespoke 1-1 spoken communication skills training 
  

 

“ Empowering and Positive. Great ideas for effective modern telesales”   
Erika King, Lovell Consulting 
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“ hotzone”  telesales 
 
Increase your sales by 100% using this simple workshop 

 
The most successful selling organisations in the world have some version of a "Hotzone"  sales 
culture in place.  
 
A Hotzone is a designated time (say 2-3 hours) during the week where sales and account teams 
make a set number of phone calls to potential new clients and existing contacts.  No other work is 
attended to – this is pure selling. 
 
The extra business a Hotzone can generate is staggering.   
 
We estimate that this exercise done over just 12 weeks, with a team of 5, will generate an 
extra 120 prospective client meetings a year - that's an extra 2 meetings per week.  This workshop 
is guaranteed to add revenue to your bottom line. 
 
But it must be done in the right way.  This breakthrough workshop establishes your Hotzone, 
ensuring that your people have maximum chance of communicating the right messages, 
establishing meetings and selling products, services and ideas on the spot. 
 
How it works 
- The first session is for several  hours on the afternoon prior to the Hotzone, to focus the team, 
rehearse sales messages and establish clean call lists. 
- Targets are established, such as 3 hours, 30 calls and  3 appointments. 
- The actual Hotzone session on the next day (2-4 hours) is supervised, with lots of personal 
coaching and honing of  sales skills and messages. 
- It is recommended that a Natural Training consultant is also on hand for the following week, or    
as long as it takes to establish the right Hotzone culture. 
 
 
Who should attend? 
Telesales professionals or salespeople who utilize the phone on a regular basis.  Ideal for call center 
staff and/or team leaders.  
 
 
Complementary Natural Training courses 
- Advanced presentation skills 
- Sales presentation skills 
- Bespoke 1-1 spoken communication skills training 

“ The Hotzone is an incredibly practical and highly beneficial on-the-job workshop.”  
Andy Bell, Managing Director, Mint Digital 
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message focus session 
 
 

Define a persuasive and well structured sales message. 
 
 

One of the biggest problems we all face in communication is that we are  often too close to our 
own information to see it clearly.  In other words, we have so much detail about our product or 
service that it is hard to pick out just the right amount of detail, or the right message, that the 
prospect will need to make a decision. 
 
At Natural Training we will guide a short session with your stakeholders to identify the key 
message for your prospects.  A message that sells, enthuses, persuades and motivates.  Quite often 
there is more than one, because there is more than one audience.  We’ll make sure you have the 
right message for every market segment. 
 
Our secret lies within our approach.  Utilising our unique message template and leveraging some of 
the best marketing theory, we steer your people through a session that filters out all the 
superfluous detail and focuses purely on delivering the right message. 
 
We then ensure that everyone in the group is delivering the message/s in a way that your prospects 
and customers understand.  The course typically runs for ½ day and can include up to 10 people. 
 
Course highlights 
- Learn to distil a message from clutter to clarity in less than twenty minutes 
- Discover a template system useful for all sorts of spoken communication 
- Understand ‘inside-out’ thinking that focuses purely on the audience 
- Practice saying your message out loud and receive constructive feedback. 
 
Who should attend? 
Executives at all levels who present an idea, project, training or proposal internally or externally.  
Particularly relevant for companies with a large range of products or services, or those who are 
continually innovating. 
 
Complementary Natural Training courses 
- Advanced presentation skills 
- Sales presentation skills 
- Winning pitch 
- Bespoke 1-1 presentation skills training 
 

“ The best bit was that I walked out of the room with the training in my blood – not 
easily forgotten like other training courses.”  
Richard Coles, TMP Worldwide 
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cold-calling with impact 
 
 

Maximise ‘cold’ chances by engaging in natural conversations 
 
 

Cold-calling is the part of sales most of us fear to tread.  At times we can feel like a pest – 
intruding on people’s lives and forcing them to listen.  Then there’s the monotony of beating the 
same drum call after call after call.   
 
However cold-calling is a part of life that is here to stay, as it enables us to establish that crucial 
first personal rapport with our prospects.  So, if we have to cold call, there’s only one thing to do;  
MAXIMISE YOUR CHANCES FROM EVERY CALL. 
 
We also have to understand the mind of the prospect, ensuring that we make them curious and 
eager to learn more about our product or service.  
 
This 1 day training course takes you through our unique system that builds your credibility from the 
outset – resulting in a more engaging, valuable conversation.  We then take you through our 4-
stage questioning process; one which has helped some of the best salespeople in the world to 
meet and exceed their targets. 
 
Course highlights 
- Learn how to leverage human curiosity and achieve more CALL-BACKS from voicemail cold-calls 
- Finish the day with a template full of intelligent questions focussed on YOUR industry and YOUR 
prospects  
- Lots of personal coaching to work on your unique strengths and weaknesses 
- TRULY understand your target market 
- Increase your impact and earn the recognition you deserve 
 
Who should attend? 
Executives at all levels who have aggressive sales targets to meet.  Particularly relevant for 
salespeople who are not enjoying or gaining results from cold-calling. 
 
Complementary Natural Training courses 
- Complete sales skills 
- Sales presentation skills 
- Winning pitch 
- Bespoke 1-1 presentation skills training 
 

 
 

"Very informative and practical. Gave structure to the ideas, will definitely implement the 
'hotzone' and cold calling techniques."  
Ian Turnpenny, Associate Director, Lovell Consulting  
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Contact us 

 
 
Call for a chat, a quote or a personal consultation. 
 
 
If you have any questions, please contact us on: 
 
  
Phone 
0870 063 5485 
 
Fax 
0870 063 5486 
 
Mail 
1/67 Gauden Road 
London 
SW4 6LL 
UNITED KINGDOM 
 
Email 
matt.drought@naturaltraining.com  
Feena.coleman@naturaltraining.com 
 
  
 
 
 


