Benefits of training programs for the commercial area[image: final post]



The training programs for the commercial area are intended to establish solid foundations between the sellers and the companies, for this purpose neuroscience techniques are used to make this process natural and long-lasting.

Our goals:

· Create a stronger connection between the commercial area and the company.
· Further develop the business skills of sellers.
· Minimize staff turnover in the commercial area.
· And more.

In the specific case of Consumption Neuropsychology, the purpose is to deliver the information based on the training structure so that it reaches with a basic principle of study, the following aspects: Attention, Emotion, Coding and Learning. In this sense, the  information transfer and value becomes more fluid and the reception of it fits within the paradigms or expectations of the assistant, to whom during this process the information is redirected in order to focus it on the main interest of the company and thus the unconscious connection of the seller with the company is generated.

To efficiently comply with this process, a methodology is used to escalate the information in a theoretical and practical way that is taught in the program. This methodology allows to increase in each section the level of Attention, Emotion, Coding and Learning of the assistants through the activation of neurosensory receptors.

In these sense, the training programs would comply with the process under the following scheme: 

· Concentration: impact/learning, learning/experience, experience/identification, identification/motivation.
· Relaxation: belonging/safety, safety/stability, stability/productivity, productivity/profitability.
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· Excitation: innovation/growth, growth/expansion, expansion/recognition, recognition/loyalty.

Our purpose is to transfer to each of the attendees the keys of each of their organizations, which is why our symbolic value such to transfer of the information is:

	Biological
	Cultural/Organizational
	Social/Team

	Power
	Dominance, Attraction
	Alpha

	Pleasure
	Satisfaction, Recognition
	Success

	Belonging
	Social acceptance, Alpha
	Center of attention

	Exploration
	Discovery, extension of frontier or range of action
	Adventure (sexual, social, range measurement)




The sales techniques to be used in each training will be those designed according to each business model and commercial goals. Our sales techniques include aspects such as: Neurocommunication, Neuroselling, traditional techniques, tangible goods sales techniques, service techniques and more. Likewise, the preparation for resilience in the face of changing market aspects such as: changes in behavior or consumption as a result of COVID-19.

At the end of each training program, an activity will be carried out to evaluate the receptivity of the attendees, this will allow them to know the level of commitment reached and the effectiveness in each participant. Additionally, further evaluations will be carried out in a period of 3 months in order to contrast their behavior and results in reference to the program taught. All results will be shared exclusively with the on charge personnal in the company in order to keep them informed about the effectiveness, progress and needs in the short or medium term for the commercial area at the training level, leaving the decision to carry out any update, reinforcement or improvement training in the hands of the company.


[bookmark: _GoBack][image: firmsNaranja]
image1.png
mo

Mauricio
Baccante

mauriciobaccante.wixsite.com/home




image2.png
/}‘ZWQ/MD\DMW/E




