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Why Buy? 
 

 
 
 

High spots 
 

- Understand how your 
customer‟s business works 
and where the pressures 
are 
 

- Know what to look for in a 
Company Report 
 

- Be amazed at how much 
information is available to 
you if you know where to 
look 

 
- Gain confidence in making 

business decisions which 
enhance your bottom line 

 
 
“Very interesting course, well 
delivered” 
 
“Excellent course which I will 
highly recommend to others” 
 
“Very pleased with the content.  
Presented in a way that was easy 
to understand” 
 
 
 
 
 
 

To book or find 
out more: 
 

t: 0845 072 0144 
 
e: info@tack.co.uk 
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Financial Understanding for Sales 
Professionals 
Increase your ‘selling power’ by talking money 
 

Duration:  2 days  Fee:  £990 + VAT 
 

Business and personal benefit 
How many sales professionals win the business but don‟t know the effect on 
the bottom line? 
 

This course will enable you to understand your own business better as well as 
gain insights to your customers‟ businesses, their problems and pressures.  
You will be better prepared for customer meetings and be several steps ahead 
of your competitors in demonstrating understanding and empathy for their 
business pressures. You will also know how to present your offering in the 
most attractive way.  You will leave with a number of tools to help you including 
a financial jargon buster, a company analysis spreadsheet and a negotiation 
variable “what-if” spreadsheet.   
 

Target audience 
Sales professionals who wish to gain control over the financial implications of 
the selling process and better understand the financial workings of business.  
As they progress through their careers in sales and sales management they 
will inevitably be more exposed to financial decision making.  This course 
provides the understanding they will need.  
 

Objectives 
You will leave the course able to: 
 

- Establish what your customers are trying to achieve with their business 
and how their „return on investment‟ is achieved 

- Assess how your decisions and actions affect your company‟s profitability 
– using case studies and practical exercises  

- Interpret company accounts and use financial measures selectively and 
knowledgeably to reveal the financial health and pressure points that a 
client is under before you make your sales call 

- Evaluate the impact of pricing – the factors that affect the pricing decision 
and when to employ different strategies in different markets 

- Present a persuasive financial case – targeting their known „hot issues‟ 
and geared to achieving their objectives 

- Assess the costs and revenues which are relevant to your decision-making 
and those which are not 

 

Before, during & after your programme 
You‟ll receive support at every stage to maximise your investment and bring 
your learning to life: 
 
- Pre- and de-brief calls to establish your goals and assess progress 
- One to one input from your TACK consultant as group sizes are limited for 

maximum personal benefit 
- All TACK programmes are interactive in style.  We believe in „learning by 

doing‟ to ensure your learning experience is 100% relevant to „real life‟ 
situations 

- Comprehensive materials including workbook and Personal Action Plan 
- TACK Tips – SMS messages designed to inspire, motivate and reinforce 

key learning points! 
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Module Learning points Outcomes 
After this module you will... 

Understanding the financial 

structure of businesses 

- Profit and return on investment 

- Fixed and working capital 

- Financial objectives 

- Understand what drives profitability 

- Know what your offering does to your customer‟s 

Return on Investment 

Different forms of business and 

what we need to know about 

them 

- Limited companies, partnerships, public and private companies, sole 

traders  

- What is the difference and does it matter? 

- Be aware of the risks you take when dealing with the 

different types of business 

Basic financial statements 

- What financial information is needed to run a business? 

- What do the statements mean? 

- How to measure cash flow 

- Understand what is shown by the three main financial 

statements used by any business the Profit Statement, 

the Balance Sheet and the Cash Flow Statement 

- Know how to judge results 

Private company accounts – 

Mars Ltd 

- What information is available to you? 

- How to interpret it usefully 

- Know what information is publicly available and how to 

use it 

Public company information – 

Tesco Plc 

- The information public companies have to reveal 

- How this helps salespeople who deal with them 

- Be able to find the information you need and use it to 

support your sales effort 

Analysing accounts and finding 

the ‘hot buttons’ 

- The financial ratios which reveal performance and trends in the 

business 

- What they mean 

- Know what drives your customer, what their issues are, 

and how you can help them 

Strategic business planning 
- How top managers plan for the future of their businesses? 

- How to become a „business partner‟ for them 

- Understand the process of strategic planning  

- Be able to discuss business comfortably with your 

customer‟s senior managers 

Sales forecasting 
- The forecasting process 

- Techniques of forecasting 

- Be able to create a sales forecast which deals with a 

range of optimistic and pessimistic assumptions 
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Module Learning points Outcomes 
After this module you will... 

Understanding your costs 

- Fixed, variable and mixed costs and how they behave when 

sales volumes change 

- The importance of „contribution‟ 

- Be able to make a business decision knowing the 

impact on your costs 

- Know how „contribution‟ affects profits 

- Know how to measure the „bottom line‟ impact of your 

decisions 

The structure of a business’ costs 

- Some businesses have high fixed costs and some low – what 

does this mean? 

- How do I find the break-even point of the business in sales? 

- Know how falling or rising sales affect a business 

- Be more informed about extending credit 

Costing case study – ‘what if’ 

decisions 

- A number of „what if‟ decisions are to be made 

- How do we approach them and calculate the bottom line 

impacts? 

- Feel confident in assessing the financial impact of 

your decisions 

Pricing 

- The economics, accounting and marketing approaches to 

pricing are very different and all have something to contribute to 

price setting 

- Are they relevant to sales negotiation and how do we get the 

best out of all of them? 

- Understand the different influences on price 

- Be able to sell at higher prices with confidence 

- Be able to calculate the cost of discounts 

Financial aspects of negotiation 

- Understanding financial variables 

- Cost versus value of variable 

- Negotiating the best package for your company 

- Know what to defend and what to trade 

- Be able to see the deal from the other party‟s 

perspective and make suggestions which are 

acceptable to them 

- Win the sale and maintain the margin 

Practical case study – putting it all 

together 

- A very complex negotiation is about to take place 

- Your FD has prepared a spreadsheet which takes all variables 

into account 

- Checking the impact of various suggestions 

- Be able to identify which variables have to be 

protected and which may be flexed with little impact 

on the bottom line. 

- Negotiate more scientifically and confidently 

Quiz - what we have learned? - Revision and discussion of key points of course 
- Reinforce your learning 

- Identify any future study needs 
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Financial Understanding for Sales 
Professionals 
 

Supporting your career development 
 

Whatever route you take in your sales career, we‟re on hand to provide 
support and access to a programme that is specific to your needs. 
 

To support your broader management, leadership and personal 
development needs, please contact us for more information on our 
complete range of open programmes.  

 

Leadership 
Strategic Sales Management 
Field Sales Management 2 
Field Sales Management 

Developing roles 
Managing Channel Partners 

Marketing Essentials 
Key Account Management 

Developing skills 

Financial Understanding for Sales Professionals 
 

Solution Selling 
Negotiating Skills 
Presentation Skills 

Foundation 

PRO-PAYBACK Selling
®
  

in Action 

PRO-PAYBACK 
Selling

®
 

PRO-PAYBACK  
Selling

®
 Blended 

Professional Telephone Selling 

Introducing sales Appointment Making 
Sales for Non-
Salespeople 

 

The TACK difference 
 

- Accredited Centre for sales and sales management qualifications 
from The Institute of Sales & Marketing Management 

 

- Winner of the Sales Trainer of the Year at the British Excellence in 
Sales and Marketing awards in 2008 

 

- The only training company to have won two National Training 
Awards for sales training 

 

- First training company to achieve ISO 9001 Quality Assurance, 
continuously maintained since 1992 

 

- First training company to achieve Investors in People accreditation, 
maintained continuously since 1991 

 

- Leadership & management programmes endorsed by The Institute 
of Leadership and Management 

 

- Training designed and delivered in 45 countries and 25 languages 
 

 

 

   
 

 

Why Buy? 
 
 

Why open 
programmes? 
 

With courses ranging from  
1-3 days and running regularly 
across the UK, TACK's open 
programmes give you access to 
training and development at a 
time and place that’s 
convenient to you: 

 
- As well as networking 

opportunities you‟ll gain a 
different perspective from 
other delegates, their 
companies, sectors and 
experiences 
 

- You can be more open and 
self-critical amongst strangers  

 
- The right programme can be 

selected to address individual 
development needs  

 
- Training one or two people at 

a time spreads your 
investment 

 
- Departmental work schedules 

are less likely to be disrupted  
 
- TACK handles all the 

administration  

 

 
 
 
 
To book or find 
out more: 
 

t: 0845 072 0144 
 

e: info@tack.co.uk 
 
©
 TACK International 

Jun11 v4 

mailto:info@tack.co.uk

