
BECOME A 
PEAK SALES 
PERFORMER 
H I G H L Y  I N T E N S I V E  A N D  A C T I V I T Y  B A S E D  T H R E E - D A Y  S A L E S
P E R F O R M A N C E  D E V E L O P M E N T  T R A I N I N G  P R O G R A M M E



DAY 1: 9.00 AM - 5.00 PM   MODULE 100: BECOMING A PEAK PERFORMER
  

(101) Key Performer  (102) Role of a Salesperson in an organization 
(103) Consultative Sales Approach  
(104) Know Your Market Place  (Terrain) and How to Embrace the Change in 
          VUCAV Market environment
  

 DAY 2: 9.00 AM - 5.00 PM MODULE 200: GUIDING CUSTOMER JOURNEY AS AN
ASSISTANT BUYER

  

  (201)  Taking Customer Journey Through Sales Process
             (customize according to the distribution vertical )
  (202)  Customer  Profiling & Customer Buying Psychology  (203) Role of KPIs  
  (204)  Personal Grooming & Branding 
  




  DAY 3: 9.00 AM - 5.00 PM MODULE 300: PERSONAL BRANDING AND PERSONAL
EFFECTIVENESS 

  
  

(301) Effective communication  (302) Goal setting and planning for personal 
                                                                    Development
(303) Lead Generation campaigns  (304) Personal Growth & Self Leadership 
  

PATH TO BECOME 
A PEAK SALES PERFORMER 


T H I S  T R A I N I N G  P R O G R A M M E  I S  D E S I G N E D  T O  P R O V I D E  H I G H  P E R F O R M I N G ,  L O W

P E R F O R M I N G ,  S L O W  P E R F O R M I N G  A S  W E L L  A S  N I L  P E R F O R M I N G  C A T E G O R I E S  I N  T H E

S A L E S  T E A M  W I T H  T H E  E S S E N T I A L  C O M P E T E N C I E S ,  T E C H N I Q U E S  A N D  S T R A T E G I E S  T O

U N D E R S T A N D  T H E  S A L E S  P R O C E S S  A N D  H O W  T O  O V E R C O M E  O B J E C T I O N S  S O  T H A T  T H E Y

W I L L  C L O S E  M O R E  S A L E S  E X C E E D I N G  T H E  E X P E C T A T I O N S  T O  B E C O M E  P E A K  P E R F O R M E R S .




This is an in-house training

program which will be

conducted at the client's

venue or a venue arranged

by the Skills Academy at

client's request. Clients can

choose the whole program

or modules of it to conduct

for their staff. However, in

order to achieve the

expected outcome of this

program we recommend

you to grant your staff full

access to the whole 3

modules.

P R O G R A M M E  O U T L I N E   

CHOOSE WHOLE PROGRAM OR MODULES FOR YOUR STAFF





F u l l  P r o g r a m  /  3  D a y s

T w o  M o d u l e s  /  2  D a y s :

O n e  M o d u l e  /  1  D a y

S e s s i o n  F e e  f o r  F u l l  P r o g r a m  ( 3  D a y s ) :

5 4 0 , 0 0 0  L K R  ( 2 0 %  D i s c o u n t  A v a i l a b l e )

S e s s i o n  F e e  f o r  T w o  M o d u l e s  ( 2  D a y s ) :

3 6 0 , 0 0 0  L K R  ( 1 0 %  D i s c o u n t  A v a i l a b l e )

S e s s i o n  F e e  f o r  O n e  M o d u l e  ( 1  D a y ) :

1 8 0 , 0 0 0  L K R  

P R O G R A M  D U R A T I O N   

1 .

2 .

3 .

P R O G R A M  I N V E S T M E N T  

Y o u r  i n v e s t m e n t  w i l l  b e  d e c i d e d  b y  t h e  n u m b e r
o f  m o d u l e s  y o u  c h o o s e  f o r  y o u r  s t a f f  a n d  w h o
w i l l  b e  p r o v i d i n g  t h e  V e n u e ,  F a c i l i t i e s ,
R e f r e s h m e n t s  &  E t c .

O P T I O N  1 :  V e n u e ,  F a c i l i t i e s ,  R e f r e s h m e n t s
&  E t c .  w i l l  b e  p r o v i d e d  b y  t h e  c l i e n t

M a x i m u m  P a r t i c i p a n t s :  5 0

T h e  S e s s i o n  f e e s  q u o t e d  a b o v e  i s  a a p p l i c a b l e  f o r  t h e
c l i e n t s  l o c a t e d  5 0  K m  f r o m  C o l o m b o .  I f  t h e  d i s t a n c e
e x c e e d s  5 0  K m ,  a d d i t i o n a l  c h a r g e s  w i l l  a p p l y  a n d  S k i l l s
A c a d e m y  i s  a l w a y s  r e a d y  t o  o f f e r  y o u  t h e  b e s t  v a l u e
o p t i o n .

O P T I O N  2 :  V e n u e ,  F a c i l i t i e s ,  R e f r e s h m e n t s
&  E t c .  w i l l  b e  p r o v i d e d  b y  S k i l l s  A c a d e m y

I n v e s t m e n t  =  S e s s i o n  F e e  +  C o s t  o f  t h e
V e n u e ,  F a c i l i t i e s ,  R e f r e s h m e n t s  &  E t c .  

M a x i m u m  P a r t i c i p a n t s :  5 0
 

C o r p o r a t e  T r a i n e r  &  S e n i o r  C o n s u l t a n t  

P H D  -  c u r r e n t l y  r e a d i n g  f o r  D o c t o r a l  P r o g r a m ,  M B A  –  P I M  (
S r i J  ) ,  B . A .  S p e .  ( H o n s ) ( C o l o m b o ) ,  C I A M  ( L I M R A  U S A ) ,  P F A
( L I M R A  U S A ,  C e r t i f i e d  M o d e r a t o r  f o r  A g e n c y  T r a i n i n g  ( L I M R A
U S A )

2 5  y e a r s '  e x p e r i e n c e  i n  S a l e s ,  M a r k e t i n g ,  B u s i n e s s
D e v e l o p m e n t  a n d  T r a i n i n g  i n  b o t h  l o c a l  a n d  m u l t i n a t i o n a l
c o r p o r a t e  e n t i t i e s  i n  S r i  L a n k a

H e l d  d i v e r s e  s e n i o r  m a n a g e m e n t  r o l e s  i n  t h e  c a p a c i t y  o f
D i r e c t o r ,  C h i e f  O p e r a t i n g  O f f i c e r  a n d  G e n e r a l  M a n a g e r ,  i n
a d d i t i o n  t o  o t h e r  s e n i o r  m a n a g e m e n t  p o s i t i o n s .  

P o s s e s s  e x t e n s i v e  e x p e r i e n c e  i n  p r o j e c t - b a s e d  f o r e i g n
a s s i g n m e n t s .  

R E S O U R C E  P E R S O N






M r .  P i y a l  G u n a w a r d e n a  

+94 70 300 11 10                indika@skillsacademy.lk            www.skillsacademy.lk




Contact  : Indika  

L E A R N I N G  M E T H O D O L O G Y   

T h e  i n t e r a c t i v e  s e s s i o n ,  S y n d i c a t e  t a s k s ,  A u d i o - v i s u a l s ,  C a s e
s t u d i e s ,  R o l e - p l a y s ,  A s s i g n m e n t s ,  p r e s e n t a t i o n s  

P R O G R A M  P A R T I C I P A N T S ’  P R O F I L E   

B u s i n e s s  D e v e l o p m e n t  O f f i c e r s ,  S a l e s  E x e c u t i v e s ,  T e l l e r s ,
S a l e s  A d v i s o r s ,  S a l e s  A s s i s t a n t s  w o r k  i n  B r a n c h e s  a n d
c u s t o m e r  t o u c h  p o i n t s  

http://www.skillsacademy.lk/

