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Solutions Marketing and Sales modular course enable learners to master the skills required for
defining and implementing a Product Marketing Strategy and create Sales Kit for an enterprise
or startup. The learner will learn how to create a Product Marketing Strategy through the use of
a Sales Canvas, how to engage in sales through the use of a sales pitch. The sales pitch will be
composed of a set of ‘open’, ‘control’ and ‘confirming’ questions during the phases of Discovery,
Solutioning, Closing and After Sales. The learner will also learn to develop and implement a
sales kit.

Learning Outcomes

1. Describe Customer Buying journey and anticipate objections (C2, PL0O1)
2. Create sales scripts for different phases of selling (C3, PL02)
3. Comparing the consumer trends and demand forecasting techniques (C4, PL02)

Topics

Introduction to Sales Canvas

Develop Sales Canvas

Customer Persona and Product Market Fit
Discovery Phase for marketing strategy
Solutioning Phase for marketing strategy
Closing Phase

After Sales Engagement

Develop and Implement Sales and marketing Kit
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