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INTRODUCTION

The SalesPro Programme is a comprehensive, practical Module 2: Advisor Support, Administration and Client
and industry-relevant learning journey designed to equip Engagement

professionals with the skills, confidence and strategic » Understanding the advisor support role

mindset required to succeed in today’s client-centric business + Administrative support for advisors

environment. Developed by Novia One Business School, » Documentation completion and quality control

the programme focuses on strengthening sales capability, » Diary management and appointment setting
enhancing client engagement, improving operational » Soft skills for professional impact

effectiveness, and promoting ethical business practices.
Module 3: Sales, Retention and Business Protection

In an increasingly competitive marketplace, + Introduction to telesales (non-advice products)
organisations require professionals who can communicate + Telephonic advice-driven sales

effectively, build trusted relationships, support advisory » |dentifying and closing leakage points
functions, and contribute to sustainable business growth. + Lapse prevention strategies

The programme combines customer engagement, sales » Retention calls that work

excellence, retention strategies, administrative effectiveness, » Integration and action planning

and practice management to prepare learners to engage

confidently, sell responsibly, and build lasting client Module 4: Sales Process and Client Solutions
relationships that create value for both customers and » Clear and transparent communication
organisations. + Lead generation and prospecting

+ Client solutions
OVERVIEW OF THE HIGH-LEVEL PROGRAMME
Module 1: Foundations of Effective Client Engagement Module 5: Practice Management and Ethical Conduct
» Understanding the client’s perspective . Practice management

+ Active listening techniques + Building long-term client trust

» Questioning skills
» Objection handling

+ Collaboration and problem solving









