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M Mastering the Retail Sales Process Through Simulation

Simulations stand for a unity of “Education and Training with Entertainment” - the perfect combination of topic relevant
contents, an interactive setting for participants and - just simply - fun! The crucial success factor for sustainable learning is the
replica of company and your individual business reality. The main idea is to integrates corporate reality and philosophy to
reach business goals.

Bbusinesss with its strategic partners “SIMDUSTRY®” are presenting a simulation-based Sales and Customer Experience
solution for Retail Sales in different industries. We accompany our sales retail solution with board simulations as a highly
effective learning tool as to serve organizational comprehensive changes and development.

We appreciate board simulations as a highly effective learning tool for the following reasons: Real time Feedback.
Conseguences of decisions and behaviors are experienced directly Visualization of relationships and interactions relevant for
success. Mapping of the complexity and interdependencies of decisions and behaviors Risk-free learning. “Learning by
doing” without economic or personal consequences Reproducing individual business situations. lllustration of a real business
world on the simulation board Team working & interaction. Networking and experience exchange between the simulation
teams and members Learning in competition/ Multiplayer environment. Having fun in competition with other teams.

SIMSales Retail simulation turns delegates into sales
people in competing retail companies. Each company is
competing for the “maximum commercial efficiency”. In
teams they explore and simulate the five steps of the sales
process. What questions can SIMSales Retail answers the
following questions: How can | maximize sales, customer
experience and relations in a retail environment? How do
| adapt my approach to different customers? How do |
best use my time when there are no customers in the
retail shop?
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W Key Messages

o 73% of top-performing sales teams follow a structured sales process—consistency drives conversion
o 86% of buyers are willing to pay more for a great customer experience—selling is serving.

o Confidence in closing increases by up to 40% when sales staff simulate real scenarios.

ot Effective upselling can boost average order value by 30-10%—but only when customer trust is earned.
£ Companies that accelerate new hire sales readiness achieve 60% faster time-to-productivity.

W Objective:

Gain awareness and mastery of the 5 steps of the sales process
ot Identify the special success factor of each step within the sales process
ot Handle unexpected “events” in the whole sales process with confidence and competence
ot Train the communication skills driving sales success
o Understand better the processes to assist in on-the-job training

ﬁ Delivery Format ﬁ Target Audience

ot Duration: 2 days (standalone) or embedded in a learning journey of Retail sales Staff

of Available: Onsite. of Retail Supervisors

of Includes: Simulation license, toolkits, personality assessment, of Retail Sales trainers
and facilitation guides
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ﬁ 7 Reasons for Business Simulations

Simulation games mimicking business realities have been taking over the L&D landscape as the next step to enhance

traditional methods. SIMDUSTRY® is one of the leading simulation companies worldwide - onsite.

But what makes business simulations so effective for staff development?

"Real Time" Feedback

Participants directly experience the
consequences of decisions and
behaviors.

Risk free Learning &
culture of error
"Learning by doing" without economic

Visualization of
interactions for success

Mapping of the complexity and
interdependencies of decisions and
behavior.

Reproducing individual
business situations

Illustration of a real business world

or personal consequences which in the simulation board.

strengthens self-confidence.

Learning in competition Team working &

interactions

Networking and exchange of
experience between the simulation
teams and the members.

Having fun in competition with
other teams.

Sustainable anchoring
of learning

Higher memory through haptic &
visual experience as well as repetition.
Higher engagement through
gamification elements.
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Decide how to invest your time
to attract new clients or widen
your knowledge.

Explore and simulate the full
sales process and its critical
success factors.
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Test and deepen knowledge
of your products, your company
and your business environment.
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NEW CLIENTS | rvoweence
FACHWISSEN

NEUE KUNDEN

PROFILE PROFIL

EVENTCARD
| EREIGNISKARTE

Bind talents to the company by
minimizing their retention risk.

Create development plans
considering both personal
& business needs

Develop a solid succession
plan for the team members and
the manager him or herself.

M Unique Selling Points (Key Benefits)

of Built on proven sales psychology and learning models, participants master core sales behaviors through
immersive, scenario-based learning.

ot Participants learn by doing—making decisions, reacting to customer scenarios, and reflecting on performance in
a competitive, engaging format.

ot Boosts key sales metrics like conversion, confidence, and consistency, while improving customer satisfaction
and team collaboration.
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Analysis of individual traits e.g.

with the MBTI, DISC, etc. z

Training and setting the stage for
implementation

& Insights into
implemention results

>~ B

Diving deeper on topics e.g. negotiation,
selling to different personality types, solution
selling & buying center analysis, customer

centricity

Coaching / consulting session with the focus on
challenges in the implementation of learnings

Turns your participants into sales people in competing retail companies competing for the “maximum
commercial efficiency”. In teams they explore and simulate the five steps of the sales process - not easy, but full

of fun, in-depth insights and learning.
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W Simulation KPIs

Sales (Turnover)
It means that the decision taken increases the chance of making sale.

Customer experience
@ It means that the chosen behavior allows the customer to understand and appretiate the product
through its presentation and, thus, enjoy the buying experience.

(O/O\O\ Relationship

ﬁﬁﬁﬁ* It means that the sales process gives the opportunity to improve the relationship with the buyer and
increases the possibilities of his buying, being willing to return and recommending the shop to others.

ﬁ Development Program Approach

of Sales Concepts Turned into Action
Core sales models such as Sales KPIs, customer types, buying behavior, objection handling, and
upselling are embedded into the experience—not just taught, but practiced.

Product Conversation Mastery
Learners apply the Features-Functions-Benefits (FFB) model to confidently talk about any
product—turning technical info into customer value.

Customer Psychology Built-In
The simulation focuses on why customers buy or don’t buy, how to overcome customer fears, and how
to tailor the approach to different buyer profiles.

Performance-Based Learning with Measurable Results
Participants track and improve on sales KPlIs within the simulation—reinforcing a performance mindset
and outcome-based learning.

Practice Objection Handling in Real Time

Salespeople sharpen their ability to respond to realistic objections—gaining tools to stay confident,
credible, and customer-focused under pressure.
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M Core Learning Models Integrated

of Buyer Persona Framework
A buyer persona helps in categorizing customers based on demographics, behavior, and needs, which
allows for better targeting and understanding of different customer segments.

of Open-Ended vs. Closed-Ended Questions
Open-ended questions encourage detailed responses, while closed-ended questions help confirm
specific information. Both play a role in uncovering customer needs and leading the conversation.

FAB Technique

The Feature-Advantage-Benefit model involves explaining the feature of a product, the advantage it
offers, and the benefit to the customer. It's useful in sales to show how a product/service solves the
customer’s problem.

Acknowledge, Ask, and Answer
A model that involves acknowledging the objection, asking further questions to clarify, and then
answering the objection with a focused solution.

The Assumptive Close
The salesperson assumes the customer is ready to purchase and proceeds with finalizing the deal, often
using phrases like "When should we set up delivery?”

The Alternative Close

Giving the customer two options to close the deal, such as, "Would you prefer the standard package or
the premium package?"

SIMSALES 8
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W Learning Models - Program Agenda

of Why Retail Sales Simulation?
of Simulation Objectives
ot Setting Up The Simulation

&8 Needs Identification

Customer Types
ot Direct Customer (Fast-paced + Task-oriented)
ot Spirited Customer (People-oriented + Fast-paced)
of Considerate Customer (People-oriented + Slower-paced)
ot Systematic Customer (Task-oriented + Slower-paced)
of Activity - Identify Customer Types

Types Of Questions
of Open-ended Questions
of Closed-ended Questions
ot Probing Questions
ot Priority/Value-based Questions
ot Reflective Questions

ﬁ Presentation & Upselling

of Why Do Customers Buy?

ot Introduce The Product

of Connect The Product To the Need

of Present Features As Benefits (FFB)

of The Power Of Suggestion (Upsell-sell)

of Involving The Customer

ot Using Positive Language And Reassurance

M Handling Objections

o£ An Objection Is Not A Rejection
£ Why Don't Customers Buy?
o£ Activity - Objection Handling Handbook

ﬁ Closing

of Help Customers Act

of When To Close

ot Closing Techniques For Retail
of Common Closing Mistakes

& Cross-Selling

of Types Of Cross-selling Techniques
of When To Cross-sell
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