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Course Overview:

Understanding the 21 Laws of Influence for Sales is vital for understanding the influencing
process. This program will help explain how customers react and respond to psychological
patterns and pressures. It goes over established societal demands regarding the sales
industry.

People are creatures of habit. Customers tend to follow these same habits and patterns.
Therefore, it is important for salespeople to understand what biases customers already have
in place in order to make business pleasurable for both parties. You want to fly below their
influencing radar, in other words. The 21 Laws of Influence for Sales program asks the
guestion, “Wouldn't you want to know the influencing strategies that people use to sell you
products and services? Don’t you want to understand how you can use those in a noble way
to help you and perhaps improve your sales process?” Sales ethics is the first step of setting
up a long-term trusting relationship with your clients during the sales process. This course
reiterates how important it is to always ask yourself whether you are leading to a greater
good or potentially causing future harm. We stress that the best and correct use of the
information you will learn in this program is in conjunction with the Principles of Noble Intent.

21 Laws of Influence for Sales Course:

Session 1: Introduction

Session 2: The Law of Agendas

Session 3: The Law of Benchmarking and Score Keeping
Session 4: The Law of Belief Replacement

Session 5:
Session 6:
Session 7:
Session 8:
Session 9:

Session 10:
Session 11:
Session 12:
Session 13:
Session 14:
Session 15:
Session 16:
Session 17:
Session 18:
Session 19:
Session 20:
Session 21:
Session 22:

The Law of Commitment

The Law of Consistency

The Law of Contrast

The Law of Expectation

The Law of Expertise

The Law of Friends

The Law of Image

The Law of Logic

The Law of People Pleasing

The Law of Perception

The Law of Prospecting and Networking
The Law of Reciprocity

The Law of Satisfaction & Standards
The Law of Scarcity

The Law of Similarity and Attraction
The Law of Societal Pressure

The Law of Status

The Law of 3rd Party Endorsement
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Features and Benefits:

* Learn what each influencing law is and how it applies to sales.

» Gives salespeople the valuable knowledge needed that will set them apart from the
competition.

» Provides strategies that the sales manager or sales coach can use to help motivate their
teams and increase their bottom line.

» Offers way on how the salesperson, sales manager, or sales coach should act to use the
law in a positive way to gain trust and rapport.

* Helps salespeople find out what's best for them and the client.

 Provides vital information that will insure that salespeople use the laws appropriately by
providing a ‘beware’ section for each law.

eTraining Methodology:

Through eTraining, you can learn when you want. You decide the time. There are no
classes to attend meaning you can learn around your schedule at your own pace.

You can learn how you want. All eTraining courses are taught in three different formats:
audio, video, and written formats. This gives you the ability to learn in the format that is best
suited for your individual learning style, or you can even pick a combination of all three:
audio, video and written. The course comes complete with activities, whitepapers, scripts,
online quizzes, and a final exam to ensure full comprehension of the course material.

Learn where you want. With leadership development eTraining, you can take this course at
your desk, at home during quiet time, while exercising, or when you are traveling. We call
this flexibility: My Way, My Place, My Pace.

Our Guarantee:

Take 30 days to study, learn and benefit. If you are not impressed simply call our office for a
full, no questions asked refund. We are this confident that you will love our programs!
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