
OVERVIEW

This course will be geared 
towards enhancing participants’ under-

standing of the sales and customer service 
process and enhancing selling and serving skills with the 

prime aim of building and nurturing a customer centric culture. 
With this key objective in focus, the course emphases will be on sharing 

sales tactics and customer service techniques and strategies that will help in 
improving the external sales and service processes and creating a suitable 
environment for building long-term customer relationships which should result 
in maximizing customer and organizational value.

WHO SHOULD ATTEND?
Workshop should be a useful development source for sales and customer 
service professionals. This includes both front end and back end sales man-
agement. In particular, the workshop should be beneficial for Sales Executives 
and Managers (junior, middle and senior levels), Marketing Managers, Busi-
ness Development Managers and Key Account Managers.

MATERIAL COVERED
No prior workshop preparation will be needed. All the material will be provided 
during the workshop. There may be some light reading involved. If that is the 
case then the relevant material will be given out during the first day of the work-
shop.

AGENDA: (TIME WISE ALLOCATION OF TOPICS)
Customer Centricity  2 Hours
Customer needs analysis 2 Hours
Value creation   2 hours
Selling Techniques   3 hours
Selling Strategies  3 hours
Relationship Development 2 hours

Note: Total workshop time (excluding tea and lunch breaks) will be approxi-
mately 14 hours over two days.
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FACULTY
Dr. Khurram Sharif is a business consultant with Mega Business Solutions; a Saudi Human 
Resource Development and Marketing Consulting firm. He did his MBA from Lancaster Univer-
sity and his PhD (in Marketing) from Kingston University, United Kingdom. He has taught, 
trained and consulted in the GCC and the Sub-Continent region. His experience ranges from 
Pharmaceutical Sales, Vocational Training and Higher Education. He is a master trainer who has 
worked with a number of international blue chip clients. Dr. Sharif uses ‘experiential’ approach 
to training where he involves himself and the participants in the knowledge creation and learn-
ing process.

BENEFIT?
Upon completion of the workshop, participants should be able to incorporate learned tools to 
improve and further develop their sales management and customer serving skills by:
- Understanding key stages of the sales & customer service process
- Conducting customer needs analysis and formulate an appropriate selling proposition
- Identifying critical success factors within the sales function and effectively manage their
 implementation
- Creating and effectively managing a sales pitch
- Appreciating concept of ‘customer lifetime value’ and how to capture it within the sales
 process
- Understanding and better management of customer relationships and experiences

-  Customer Centricity

-  Customer needs analysis

-  Value creation

-  Selling Techniques

-  Selling Strategies

-  Relationship Development

Workshop Fees PKR 40,000/participant
Inclusive of Course material IBA Workshop Certificate Lunch Refreshments & Business networking

TOPICS COVERED

Experience

EXECUTIVE
EDUCATION
Centre for Executive Education, IBA, Karachi

Center for Executive Education (CEE)
Institute of Business Administration City Campus.
Off Garden Road, Karachi-74400.

Contact us for Client Specific Customized Executive Programs & Consultancy

For Further Information
T: (92-21) 38104701 (Ext. 1804, 1807, 1809, 1812)
F: (92-21) 38103008
Email: ceeinfo@iba.edu.pk  |  Visit: cee.iba.edu.pk

Join Us:
 https://www.facebook.com/CEEIBAKarachi/
 https://www.youtube.com/user/CEEIBA
 https://twitter.com/CEEIBA/
 https://www.linkedin.com/groups/3148760
 https://plus.google.com/112360614740206381722


