STARTING POINT

SOMEONE AT THIS
STAGE IS:

sales but their sales are
constant from week to week.
They can't seem to break
$1000. Their pay is
commission based. Less
than $1000 is 15% but more
than $1000 is 18%.

TO GET TO THE NEXT

STAGE:
Now the learner should
reflect on past customer
interactions.

Were their customer service
skills on par?

CONTENT IDEAS:

Overview video

MILESTONE 1

SOMEONE AT THIS
STAGE IS:

display. How could they

make it more appealing?

Learn how to redesign their

current display.

TO GET TO THE NEXT

STAGE:
Focus on the customer
service skills that are
needed to boost sales.

CONTENT IDEAS:

Reflect on the 5 tips before

each section.

MILESTONE 2 MILESTONE 3

SOMEONE AT THIS
STAGE IS:

Salesperson is making good Reflect on their current table Once they have ideas fora The learner may not know
new set-up, they need to
self-reflect on how they
present themselves in the
market (how others see
them). Are they
unapproachable?

SOMEONE AT THIS
STAGE IS:

that they were
unapproachable. They need the 5 sales tips to their next
to look at various examples
of what it looks like to be
approachable.

TO GET TO THE NEXT TO GET TO THE NEXT

Next the learner should
evaluate their knowledge of products. Be able to
the product. Have they
focused more on learning
wine production, wine
knowledge, or about
competitors?

Learn more about your

describe the taste and how
the customer would serve
them in a social setting.

CONTENT IDEAS: CONTENT IDEAS:

Reference Guide for the fruit Make a checklist of the 5
infused wine.

idol courses)

GOAL

SOMEONE AT THIS
STAGE IS:

By the end of this course the
learner will be able to apply

market and boost their sales
by 20%

TO GET TO THE NEXT

STAGE:
Now that the customer is
ready to purchase the leaner
should reflect on how they
display their discounts.
People love bargains. A
discount will close the deal.

CONTENT IDEAS:

Report sales after applying
the 5 tips.
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