
 
 

Marketing and Sales – getting known in the market and 
dong a good deal 

 

 

 

 

 

  
In this workshop, participants will ponder what 
barriers/fears exist within the business that are 
inhibiting effective marketing.  

The ideal customer is profiled and their journey 
in dealing with the business is mapped and 
understood – firstly to identify pain points, and 
then how to deliver a ‘first class’ experience.  

Most businesses don’t know how to ‘tell their 
story’ – as to what makes them special and 
different.  So, participants will use the Engine 
Room template to draft their story. 

A huge challenge for any business is to ‘feed the 
workflow pipe’ – with the right work, at the right 
time – as possibly two thirds of all business 
challenges can dissipate or diminish if this steady 
stream of client work can be achieved! 

The workshop also covers the topics of selecting 
the right tenders, writing winning contracts, 
negotiating win:win contracts and delivering 
exceptional customer service, 

This collaborative session includes discussion to 
tie content to immediate application, and 
provides an environment where participants 
understand and practice new ways of thinking. 
After the session, participants are able to provide 
innovative solutions towards attracting and 
maintaining customers  

 

 
    
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 

 
 

Online Platform 
• Pre-workshop articles,  

podcasts, videos and survey. 
• Post-workshop articles, 

podcasts, videos, workshop 
slides, and templates. 

• Group on-line discussions to gain 
deeper understanding and share 
insights. 
  

Activities and Tools  
• Pre-workshop Survey 
• Reflection Journal  
• Barriers/fears that exist 
• Customer persona 
• Customer journey mapping  
• The Story Formula 
• Tender selection, quote formulation 
• The four acts for delivering 

exceptional customer service 
 

At the conclusion of this workshop, participants 
will be able to:  
 

• Understand what barriers/fears are 
inhibiting marketing 

• Understand who is the ideal customer –
develop the ‘Customer Persona’ 

• Map out the customer journey  
• Identify customer ‘pain points’ in the 

‘purchasing journey’ and identify the 
ingredients for a ‘first class experience’ 

• Tell the business story with confidence and 
be a strong advocate of the brand 

• Understand the important and criteria for 
informed project selection 

• Draft a professional winning quotation 
• Understand the importance for diligent 

contract review/negotiation 
• Identify opportunities for improvement 

(using the Engine Room model - four acts 
for delivering exceptional customer 
service. 

 
 

Length  
• ½ day workshop | 8:00am - 12:30pm  

 
 

Are there too few people in your business attracting and maintaining 
clients? Wouldn’t it be great if more key staff were committed (and 
equipped) to attract new clients and maintain current client relationships? 

It’s important for everyone in the team, to learn that solving customer 
‘pain points’ today, gives the business a competitive edge tomorrow.  
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