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AAAU 3HAETE KAKO AA MPOAABATE?

OTKpMjTe KaKo BaLLUOT KAUEHT KynyBa!

Wto ga ce Hanpasu BO C/y4aj KOra Kynysa4doT BOOMWTO He pasmuciayBa 3a
KyrnyBatbe M BOOMWTO HE € 3auHTepecuMpaH Aa pasroBapa CO NpoLaBayvoT?
MpopaBaunTe He ce ceKoralw BO uaeasnHa cuTyauuja ga nmaart npeg cebe Kynysau
KOj WTO e 3anHTepecnpaH Aa Kynu o, HUBHUTE NPOU3BOAM UJIN YCAYTHU.

OBOj M3BOHpEeAeH MPOAaXKeH TPEHWUHI OCWUIypyBa Pas3BOj Ha MPOAAKHWUTE BELUTUHU U
KNYYHUTE BU3HUC KOMMETEHLMM 33 ycrewHa Npoaakba Bo AeHEWHOTO OMNMKPYKyBakbe.
CoBnaflyBatbeTO Ha MocebHWUTe TEXHMKM Ha Npoaarkba, AeTasHo obpaboTeHM Ha 0BOj
TPEHWHT, 3HAYUTESIHO M 3rosIeMyBaaT LWAHCUTE 33 OCTBapyBatbe Ha MPOAANKHM
pe3ynTat, nofobpyBarbe Ha MPOLUEHTOT Ha peannsaumja, Kpeuparbe [0r0POYHM
MapTHEPCKM OZIHOCK CO K/IMEHTUTE M NOA06PYBarbe Ha IMYHaTa penyTauumja.

TpeHuH20m 8e 800U KOH NpoMeHa Ha 0OHecysaH-emo 80 hpodaxcbama.

YyecHMUMTE KoM Ke v yCBOjaT HOBWUTE METOAM BO MPMCTanoT Ha npoaaxba, aobveaat
ronemMa MoTMBauMja 3a paboTa. PesyntaTvTe o4 OBOj TPEHWHT Ke BWM MOMOrHaT Aa
pa3BMeTE N OAAPMHKMUTE KyNTYpa Ha o4/ IM4Ha n3Beaba BO npoaaxkbaTta.
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TpeHuHr nporpama

Mogayn 1 —TlpopaxeH npouec

MpofaxHW TpeHaoBU BO 21-BeK. ANaTKM 33 OTKPMBArbe Ha HaBUKUTE Ha
KynyBatbe 1 pasnTe H13 KoM npoara KynyBayoT Kora PasMmUCIyBa 3a HEKO)
npown3Boa Uau ycayra. MpakTUKK 3a NPUCTanyBake Ha KynyBay Koj LUTO He
€ BO aKTMBHa MOTpara 3a NpousBoAOT M Hema noTpeba 3a Kynysake.
OTKpuBarbe Ha ¢asuTe Ha npogaxba v CcOOABETHOTO OAHECyBakbe Ha
NpPOo4aBaYvoT BO CceKoja oA The Gpasun. Pas3Boj Ha KNYYHWUTE KOMMNETEHLUMKN Ha
NPOAANKHNOT KOHCYNTAHT M TAaKTUKM 33 IMYHA MOTMBALMja 1 NOCTaByBakbe
LLesIM M NPUOPUTETM 33 NMOCTUTHYBaHE Ha BPBHU Pe3yNTaTH.

Mogayn 2 — lMcuxonoruja Bo npoaarkbaTa

OTKpuBatbe Ha nepuenuujata Ha KynyBayoT 3a Hac. CermeHTaumja Ha
KynyBaumte crnopes, HAYMHOT Ha OJHecyBarbe W reHepaLuCKaTa
npmnaaHocT. Kpenparbe Ha GpAekcMbuneH NpodakeH CTUA BO 3aBMCHOCT
o4, cTMnoT Ha KauneHToT (DRS mMogen - AOMWHAHTHO, pe3epBMpaHo U
coumjanHo). OTKpuBarbe Ha pakTopmuTe 3a MOTMBALM]a NPU KynyBarbe Kaj
reHepauujata MWAEHUYMUM. ANaTKM Ha HeBepbasHa KOMyHMKauMja
(roBOp Ha TENOTO) M YMTakbe Ha CUTHAUTE 33 KYMYyBakbe Kaj KMEHTOT.

Mogyn 3 — Ipaaerbe nosepba 1 BAUjaHME

TaKTMKKM Ha OTBaparbe Ha NPOLAXKHMOT PasroBOP CO KOpUCTEHe HeBp3aH
pasrosop (small talk). Hajogobpw npakTnkm 3a 6p30 rpagere Ha H6asa Ha
noTeHUMjanHW KanmeHTn (networking) w CTeKkHyBatbe HaK/JOHOCT M
CcopaboTAMBOCT Kaj HMB (MPUHLMNM Ha KapHeru). Anatku Ha ybeayBatrbe
(HanoMHMEBM NpPUHUMNKM) 33 co34aBarbe [AOMAAIMBOCT M OOBPCKA Kaj
KnneHToT. ABCD momen 3a 6p30 CTeKHyBakbe foBepba Kaj KAMEHTOT U
rpasierbe 40NTopoYeH NapTHEPCKU OAHOC Ha copaboTKa 1 NpujaTencrso.

Mogayn 4 — OTKpUBaHE M Kpenpare notpebu

Pasbuparbe Ha noTpebute M MoTMBaLMjaTa Ha KAMEHTOT Aa Hanpasu
MPOMEHa CO MPUMeHa Ha Co/yLMja Koja Mma A0NOAHUTENHa BPEAHOCT 3a
Hero. TexHWKa Ha nocTaByBatbe QYHKLMOHANHM Mpallakba 3a Joupparse
Ha NpobaemMuTe Ha KAMEHTOT M HacouyBarbe Ha KAWEHTOT 33 YPreHTHO
pewasarbe Ha npobnemmTe CO coAyuMjaTa Ha NpoaaBadvoT. AnaTku 3a
aKTMBHO EMNAaTUMYHO CAYWake Ha KAMEHTOT, CO Len OTKpPUBake Ha
HeroBuTe NOTpebun U NOCTUIHYBakbe COFNACHOCT AeKa e Hy»Ha NPoMeHa.

Mopayn 5 — MoKHO npeseHTUpare

LlenTa Ha npeseHTaumjaTa e Aa ce ybeau U UMNPECUOHUPA KMEHTOT, a He
camo fga ce uHbopmupa. MpeTcTaByBarbe Ha YHUKaTHa coayuuja Ha
KNMEHTOT, GasupaHa Ha HerosuTe noTpebu, CO MPUMEHA Ha MOKHM
npeseHTaumun (pitching) no moaennte FABEC n STRONG. Bexbatbe nnyHa
eqHOMMHYTHa npeseHTauunja (elevator pitch). Hajoobpu npakTvku Ha
HapaTMBHO pacKaskyBarbe (Storyteling), Kako anaTka 3a €MOTUBHO
BP3YyBakbe Ha KIMEHTOT M NPOoM3BOA0T (conyumjaTa).
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Mogpayn 6 — CknydyBarbe Ha npoaabata

CKNy4yBaHETO € NPBMOT YeKop BO rpafer-eto 3af0BOAICTBO W AONTOPOYHA

copaboTKa CO KAMEHTOT. TaKTMKM Ha MOKHO CKAy4vyBakbe, AOMMHALMja U

BOOZYLUEBYBaHE Ha KJAMEHTOT. TexXHWUKM Ha aCepTMBHO CrpaByBakbe CO |

NPUroBOpW 1 CKIydyBakbe of cple co Baparbe 3anoxba of KAMEHTOT U

NoKa<yBarbe MocBeTeHOCT. Mogen 3a pelaBake Ha npurosopuTe BO 3 BB

yekopu. TaKTMKM Ha BKPCTEHa W AOMNONHWUTENHa npojaskba. Cneperbe Ha

KINEHTOT U ﬁl,O6VIBaH:>e Nnpenopakn 3a HOBU KJIMEHTU. c‘osi <
Mogpayn 7 — [pUHUMIN Ha BPBHA yCAyra

Kpeuparbe HaBnkn 1 nepuenuuja (mindset) 3a AMAepPCTBO U YCAYKAMBOCT Kaj

npojasadyoT (servant leadership). 3anosHaBarbe CO NMPUHLMMAMUTE Ha BPBHA
ycayra v Kpeuparbe He3abopaBHO WMCKYCTBO 3a KaMeHToT. OTKpuBarbe Ha
MOMEHTUTE Ha BUCTMHA Kaj KynysBayoT v Manupare Ha WCKYCTBOTO Mpeky
YHMKaTHa BpeaHOCHa noHyada (unique value proposition). Moaen 3a
yHanpeaysatbe Ha pPenaupmTe CO K/AMEHTUTE Of TPAHCAKLMCKM, MpeKy SALES FUNNEL
KOHCYNTaHCKM BO NapTHepcku oaHoc (relationship selling).

Mopayn 8 — YnpasyBsarbe CO NPOAAKHUTE NPUJSTUKK

ANaTKM 3a NPOHaorake NPOAANKHM MPUINKN 1 YNPaByBakbe CO MPOAAKHATA
nmHKka (funnel management). TexHWKM Ha 3aKakyBarb€ COCTAHOK M
HaaMWHyBatbe Ha bOapuepuTe [0 oAroBopHuTe avua (gate keepers).
MpaKTUKKX 33 yCnewHo Boaeke npoaaxHu pasrosopn co VIP auua (C-level
selling). MpakTMkM Ha camo MmoTMBaLMja 3a edUKacHO WM KBAHTUTATWMBHO
BoAetbe TenepOHCKM pas3roBopm co HenosHatv auua (cold calling).
YHanpeayBatkbe Ha npodaxbata npeky edpuKkacHo Kopucterse Ha CRM.

Mopayn 9 — NnaHnpare Ha npogaxbarta

[ednHnparbe Ha 3-Te KAYYHM ACNEKTU Ha NAAHWParHEeTo; Uenn (Tapretm),
3aZa4n (aKTMBHOCTM) U NpuopuTeTU. Kpeuparbe Ha roAMWEH NpoAarkeH
nnaH co Tapret no moaennte SMARTER n 5x4. [lebnHunparse NpUopuTETU
co mogenot Ha [lapetro (80/20) u Gerbier. OTKkpuBarbe Ha KAYYHUTE
nHamnkatopu (KPI's) 3a cneaerbe Ha npoaarkbaTa nNo MHAYCTPUK. TeXHUKM 3a
NIM4HA N TMMCKa MOTMBAUMjA 33 WCMOJIHYBarbe Ha MAaHWpaHWTe Tapretu
cnopen moaenot Ha Locke.

3a KOro e An3ajHMpaH 0BOj NPOLAXKeH TPEHUHT?

3a cume uHOUBUOYANYU KOU CaKAam 0a CMeKHAam npooaMcHU KomnemeHuuu u
ycnewHo 0a gpyHKuuoHuUpaam 6o B2B kako u 8o B2C cumyauuu, HoO 80e0HO UumMaam
ambuuuu 0a cmaHam mMeHauepu Ha npooaxba 80 UOHUHA.
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Mpuctan

TPEHWHTOT € MHTepPaKTUBEH CO MHOTY Bexbwu,
OVCKYCUW, UTparbe Yioru, CTYAUW Ha Cayyaj,
MHory ramndukaumja, paboTta Bo Naposu v BO
rpynu. MaTepujannte 3a y4ecHUUMUTE CoapKaT
npernes, Ha KAy4YHWUTE TOYKM Of, TPEHWHIOT,
aKTMBHOCTM W BEXKOW, KAaKO U MHAMBMAYaNEH
MNaH 3a akumMja 3a CeKoj y4eCHWK BefHal Aa
ro MPUMEeHW Hay4eHOoTO BO MpakKca.

Mo 3aBpLUYBaHbETO HA TPEHWMHIOT YYECHULMTE
Ke 6uaaTt cnocobHU ycnewHo Aa ce HocaT co
NpoJaXKHWUTE NPean3BULM.

TpeHWHroT e CO BKYMHO Tpaeke o4 24 4yaca,
T.e. 3 aeHa no 8 yaca.

N3Bop

OBOj TPEHWHI e pasBWeH MO eAMHCTBEHaTa
MeToZa 3a NPUCTan KOH NPOAAXKHMOT npoLiec
NpeKy KyMmOBHMOT LMKAYC BO copaboTka co
Robert L. Jolles, npoaarkeH rypy Koj noseke o,
30 roaMHM  paboTM Ha  pa3BOjOT  Ha
NPOAAXHWUTE BeWTWHM WU e aBTop Ha
MHOTYBPOjHM KHWUIMM 33 Npofarkba Kako LWTo e
M KHMrata HapedeHa: “Customer Centered
Selling” Koja M onuwyBa MmeToAUTE
06paboTeHM BO OBOj TPEHMHT.

OBaa KHWra e npornaceH 3a bectcenep of
CTpaHa Ha cnucaHunjata New York n Times u ce
Haofa BMCOKO Ha MCTaTa Ha Hajaobpu KHWUrm
3a NpoAaxkba Ha cuTe Bpemuiba.
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Mo 3aBPLWYBakbETO Ha TPEHWHTOT, y4eCHUUnTe Ke:

ja no3HaBaaT cekoja dasa BO MPOLECOT Ha KynyBarbe U
CBOjaTa y/a0ra BO TOj npouec

3HaaT KaKo Zla My MpMCTanaT Ha KymnyBayoT KOj He e BO
aKTMBHa MoTpara no Npom3BOA0T M ycayraTa

Hay4aT Kako Aa M ynoTpebyBaaT edUKaCHUTE TEXHMKM
3a BOZeHe NpoJaxKeH pa3rosop

HayyaT Aa NoCTaByBaaT BUCTUHCKM Npallakba U OAAMYHO
0@ TV CAylaaT CBOUTE KIMEHTH

™ noaobpaTt cBOUTE KOMYHMKAUMCKM U NPe3eHTaUUCKM
BELWTUHU 1 YBEPAUBOCT

cTaHaT noybeAnnBM NPoAaBayM M Aa HayyaT Kako Aa ja
3ronemart gosepbaTa Kaj Kynysauute

NNaHMpaaT MOBMUM 33 3aKaKyBakbe Ha COCTaHOUM 3a
npoAaxba co jacHW uenu u cTpaternja

M3rpafat O4HOC CO KynyBayoT W Ke My ja npeTtcrasaT
BMCTMHCKATa BPeAHOCT Ha Npon3BOA0T

™ onpeaenat, OCBEH O4YUINeAHUTE, WCTO TaKka M

CKpUeHuTe noTpebu Ha KyrnysayoT

Hay4aT TexXHMKM Ha CrnpasByBarbe CO
nperosapakbe v CKydyBarbe Ha npoaarkba

npurosopu,

T OTKpMWjaT TajHMTe Ha edMKaCHO BOAEHE MPOAAMKHM
TMMOBW M HMBHA MOTMBaLMja

ce cnpaBaT CO HeoA/lyYHOCTa, HEeCWUrypHocta MU
O41arakbeTo Ha MPOAAKHUTE aKTUBHOCTM

CTeKHAT BMCOKO HMBO Ha CaMO MOTMBaUMja 1 xenba 3a
MCNONIHYBak€ BPBHM pesynTaTu

MOXaT ﬂOGd)I/IKaCHO Aa ce d)OKycmpaaT Ha aKTMBHOCTMU
3a 3rosiemyBarbe Ha NpoAyKTUBHOCTA

Ceptudurauumja

CuTe y4ecHUUM ce CTEKHYBaaT Cco
UHTEpPHaLMOHANEH cepTUDUKAT 04,
PEHOMMPAHWNOT CBETCKM TPEHWUHT LieHTap
DOOR International. , npnsHat oz
HajroNemmTe CBETCKM KOMMNaHMM Kako
wTo ce: Microsoft, General Motors,
Abbot, Philip Morris, Sony, Unilever...
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3a noseKe MHOO MOKe Aa He KOHTaKTMpaTe Ha:
info@doortraining.mk

Develop. Grow. Achieve.



