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Dear Readers,
The world is again trapped in to uncertanities with
the trade war. Businesses have again halted for a
moment to understand the trend. We talked about
this VUCA world in our initial issues of VALUE
TALK in the year 2018. Despite of all challenges,
Industry is working on sharpening their resources.
Sales has always been one of the most critical
function for any business and business owners
tend to spend time and efforts to strengthen it. In
this issue of VALUETALK our expert has
highlighted some important pointers to drive and
strengthen sales processes, also focused building
and empowering sales team for effectiveness.

Add Value Consultants, through our newsletter
VALUETALK, tries to spotlight the areas of prime
concerns and to provide solutions through
industry experts.

Have a Great Time....!!! 

Regards,
Chetan Bhojani
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 training, salespeople may
fail to establish this
connection, focusing
instead on short-term
transactional goals.

Training Your Sales Team
Is Crucial:
 The biggest challenge
organizations face is how
to train their sales teams
effectively. Early-stage
managers often struggle
with sales performance
because the sales process
itself isn’t optimized.
Allocating marketing
budgets for lead generation
is important, but closing
deals requires well-trained
salespeople who
understand how to use the
process and automation
tools available to them.

Salespeople also need to be
mentally resilient. Handling
objections, dealing with
rejection, and maintaining a
positive attitude are all
critical to success.
Generally, the sales person
complains that the client
mentioned “You are too
expensive,” my response is
simple: You haven’t shown
the value yet, to the client.
When a salesperson

As a woman in sales
leadership, I’ve often
encountered the
misconception that
sales is a male-
dominated field.
However, sales is the
backbone of every
organization, and it’s
time we break this
stereotype. Women can
thrive in sales, just as
much as anyone else,
and are just as capable
of driving revenue and
building lasting client
relationships. But in
order to unlock the full
potential of any sales
team—whether male or
female—it’s essential to
prioritize training.
Here’s why:

1. Sales Drives Revenue:
 The primary function of
any sales team is to
generate revenue. Whether
selling a product, service,
or experience, salespeople
fulfill the needs of their
clients. The revenue that
powers an organization’s
growth stems directly from
the sales team. However,
achieving these results
requires a clear
understanding of how to

 close deals effectively.

2. Sales Is Both an Art and
a Science:
 Sales isn’t just about
pitching a product; it’s a
blend of skill and strategy.
The art of sales involves
softer aspects like
communication style,
building rapport, and
maintaining the right
mental attitude. The
science is the process—
having a well-defined sales
strategy, including effective
lead generation,
prospecting, and closing
techniques. Without
training, the art and
science of sales can fall
apart, leaving your team
struggling to meet targets.

3. Building Relationships
Drives Long-Term
Success:
In B2B sales especially,
relationships are
paramount. A good
salesperson doesn’t just
focus on numbers; they
focus on building lasting
relationships with clients.
These relationships lead to
repeat business, referrals,
and positive word-of-
mouth. But without proper
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demonstrates how their
solution solves the
client’s problems, price
becomes secondary. A
seasoned professional is
able to navigate but an
untrained sales
professional is not able to
navigate such situations
and hence training plays
an important role in
addressing these
problems.

Invest in Training,
Automation, and
Process:
 Sales leaders must
understand the unique
needs of their teams and
invest in comprehensive
training that addresses
both the mental and
practical aspects of sales.
With the right tools—
such as automated
processes for mundane
tasks—your team can
focus on what truly
matters: relationship-
building and solving
customer problems.

Are you facing challenges
in training your sales
team?

Ms. Deepika Udeshi

She is a seasoned sales
consultant with 20+ years
of experience in
Enterprise and B2B sales.
She is into sales
consulting, sales training
and mentoring leaders.
She is also a faculty of
Sales Management for
reputed management
colleges. She drives sales
training sessions for the
growth of sales teams
and empaneled with
various training institutes
of repute. 
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An insightful session on “How to Plan for Startups: Legal and Ethical Steps”
was conducted at the GTU Innovation and Startup Centre, Rajkot, organized

by GTU Venture on 8th April 2025.

Sessions on “International Business” at Ahmedabad Management
Association

Two sessions on "Digital Tools for Export Market"  and  “Mastering
Communication Skill to deal with Export Customers” were organized by
Ahmedabad Management Association(AMA) on 19th April, 2025.
The session was conducted by Mr. Chetan Bhojani, Founder & CEO, Add
Value Consultants. 


