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Background 
“We are a software development company.  Our people have great technical minds and are adept at solving 
complex IT problems.  However we have never been great at sales.  None of us were ever trained in sales, or really 
knew much about it.  Although we have been experiencing good ‘word of mouth’ growth we still waited for 
people to come to us.  We didn't develop, apply or measure any sales systems.”  
 

Challenge 
“Over the last few months it was apparent that I had 
to become more involved in sales.  I knew the first 
thing I had to do was to find out more about what 
people need (versus what we offered) and the sales 
process. I came across Sales for Non Salespeople and 
went along to the workshop.”  
 
Solution 
“The Sales for Non Salespeople workshop taught me to really focus on client needs.  I learnt to ask questions that 
opened the client up, that helped me to find out more information about what they are doing.  I learnt how to ask 
questions in the right way.  I was also absolutely gob smacked that I could produce a presentation in such a short 
time and present it in such a great way.  It was a tailored presentation that focused on true client needs and really 
hit home.  I never thought I would be able to achieve so much in such a short time as on this course.”  
 

Result 
“We now treat the sales process very seriously at Fry-IT as we realise just how important it is.  We are now 
proactive, not reactive.  Sales are no longer slap-dash.  The workshop has honestly helped me enormously.  Before 
I was tempted to talk a lot and not really listen.  Now after the course I am finding out so much more about our 
clients.  Even just going back to our existing clients with my new skills has made me 
understand that we were missing so much in the past - I hadn't really uncovered 
their problems or issues at all.”  
 
“As a result we have sold more services to our existing clients, plus we have opened 
up lots of new doors.  Sales for Non Salespeople changed the way I think about 
selling and it has helped me enormously.  The workshop was brilliant and I highly recommend it." 
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“ I am finding out 
so much more 
about our clients”  


