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The format is a 2 ½  – 3 hour session at your o�ces for a group of up to 8 people.   

A business development course designed to help partners and senior managers in
professional �rms make  the most of new business meetings and cross selling opportunities.   


	 
	 
	     
	 
	The Fish Course 
	 
	Contents 
	Rules of sales management     2  
	Section 2 
	A few thoughts about salesmen     6 
	Section 3 
	Preparation        8   
	       
	Section 4 
	Useful reminders       11  
	  
	Section 5 

	Section 7 
	The opening sequence      17 

	A strategy for handling objections  


