
Selling  
during 
COVID-19 
Up to 8 delegates



The brain and 
behavioural science of 
building connections 
with prospects and 
influencing them to say 
yes, resulting in more 
sales.



COVID-19 may be changing the way you work and where you work, but one 
thing it doesn’t change is your need to get results. We feel your pain because 
we’re feeling it, too.   

Travel restrictions, temporary hiring freezes, changes in market demand, and 
remote teams all create new challenges and make it harder to make sales. We 
get it. 

In this programme, Salecology harnesses the latest thinking on Neuroscience, 
Linguistics and Sociology to teach you how to connect with prospects and 
customers in the current market conditions, how to solicit using video 
conference calls, and how to maintain personal performance and motivation.  

Since this is a Salecology workshop, we will be focusing on both the rational 
and emotional aspects of selling, changing your skills and behaviour to build 
relationships with customers. We will look at how to connect and engage with 
customers remotely, and walk that balance between being empathetic and 
human, whilst still focusing on sales.  

The programme is divided into 3 x 90-minute live virtual classroom courses to 
ensure that you master the content and leave the programme with new skills  
and confidence to sell remotely during this time of self-isolation.  You can 
purchase the programme in its entirety or individually.

Introduction

To learn more contact us at:
hello@salecology.com
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Course Elements 

Empathetic Sales Approach 

Neuroscientist Antonio Damasio discovered, "We are not thinking machines 
that feel, we are feeling machines that think." 

Damasio made a groundbreaking discovery that when emotions are 
impaired, so is decision-making. The current climate has invoked the 
Customer’s  ‘Fight, Flight or Freeze’ mental mode. This means that some are 
soldiering on, whilst others are more fearful or sceptic about doing business.  
Our sales team need to realise it is not business as usual, change their 
approach and enhance their ability to demonstrate empathy when dealing 
with prospects and customers.  

A more empathetic sales approach will help build trust with people, 
removing the ‘flight and freeze’, and enable the customers to engage in sales 
conversation. We all know that people buy from people they trust! This 
couldn't be more true during the COVID-19 pandemic.   

We will show you how to harness the 4 stages of a every sale and adapt you 
current approach to demonstrate empathy, build closer relationships and 
increase your success rate. 

Video Based Selling 

Sound and sight are strongly linked, in fact neuroscience has recently 
demonstrated that the brain often recodes visual signals as sounds, 
and gives the viewer additional information beyond just what the 
senses pick up. It is an ‘intuition’ or emotional reaction.  

Everything you need to be successful



Video based selling, isn’t just a replacement of face to face selling. You 
can replicate similar patterns on a video call, but there are also lots 
more things at play.  Video removes the fight or flight responses often 
attributed to cold calling or being approached, but also invites the 
caller into the persons personal space, whether it is at home, office or 
social situation. People respond most favourably, and more personally 
to video calling. 
  
Many sales people are new to selling over video, and it can feel a little 
alien to them. This part of the programme will provide you the tools 
and techniques to embrace the technology and adopt behaviours that 
will drive connectivity and engage your customers.  In addition it will 
provide insight into how to utilise video messages during prospecting 
to get more people to connect with you.  

Maintaining Personal Performance & Motivation 

As the COVID-19 pandemic sweeps the world, many philanthropic  
salespeople are of course dealing with greater concerns, such as the 
health of family, friends, or themselves.  Then they are expected to 
work from home and all the distractions that come from that.  

Resilience and personal performance are closely linked. Resilience 
involves a degree of stamina, but more importantly, it requires self-
belief and persistence.  This module provides you with ways to 
maintain your motivation and set your self up to succeed. It shows you 
how to balance your daily activities to ensure you are functioning at 
your best and gaining the emotional support you need to consistently 
perform at your optimum levels.  

Everything you need to be successful



Module 1: Changing The Game 
This module focuses the current market conditions as a result of COVID-19 and what we need to do to 

change our sales approach to achieve results.  We will look at lessons learned from economic 

challenges of the past, and explore which markets and industries are active and which ones are quiet.  

From there we will teach you how to connect with your prospects, what to say once they say hello and 

how to engage them into a conversation.  We will explore how to approach your sales in a human 

empathetic manner and instil energy into your prospects and customers.   

Module 2: Adapting your style 
All sales meetings typically follow the same process in terms of flow.  Salecology’s 4 parts of a call looks 

at the amount of time spent in each stage depending  on the content of the meeting.  In this module 

we will look at how to adapt your behaviour across the four stages of a sale n the current environment 

of COVID-19, where to explore more and where to scale back on some of the usual questioning 

techniques taught on solution selling courses.  

The key to this module is how to emphasise your human traits and engage with the customers on a 

more emotional level, balancing the fact and logical aspects of your solution whilst emotionally 

engaging the customer with the power of your verbal and non verbal behaviour. 

1: Empathetic Sales Approach
Module 1

✓ What is happening in the market

✓ Which markets are active and which are quiet

✓ Lessons learnt from 2001 and 2008

✓ What is going on in your prospects mind

✓ Changes in customer motivations

✓ Expect and welcome distractions on the calls

✓ Be human, be empathetic but be optimistic - 
they need that

Module 2 

✓ Pre-call planning, 4 key areas to check and 
review before the call

✓ How to utilise the initial positioning statement

✓ How to deal with genuine issues arising from 
the call and how to take ownership

✓ How to utilise problem questions in the current 
climate without pressing to hard

✓ How to utilise the solution heartbeat with 
emotional use of voice

✓ A reasonable request at a unreasonable time

The Empathetic Sales Approach Class is targeted at enhancing the emotional intelligence skills of 
empathy and apply them to selling from home and during the trials and challenges of COVID-19.

Key Learning

TO LEARN MORE CONTACT US AT 
HELLO@SALECOLOGY.COM



Module 1: Introduction to video soliciting 
This module introduces you to using video conferencing tools throughout the sales process.  We 

compare video conference to face-to-face solicitation, and telephone solicitation.  We look at the 

psychology of video conferencing the perceptions that people have.   

Reviewing a myriad of tools available, you will learn hands on how to utilise the various attributes of 
video calls, such as multimedia, screen sharing, recording and videos and how to move from one to 
another. 

Module 2: How to sell over video 
According to a recent Harvard Business Review article , face-to-face meetings can be up to 34 times 

more successful than other methods. We know face-to-face meetings have always been the preference 

for sales professionals but video based calls should be part of that toolkit and is likely to replace the 

majority of ‘in person’ meetings over the forthcoming years. This will become the new normal even after 

we come out of the lockdown. 

This module provides you the tools to adjust your sales style and behaviour to build rapport and 

connections with people over the video. We look at how to get the prospect to engage in activities and 

to keep their attention.  You will learn hints and tips on how to engage the prospect from initial contact, 

solution demonstrations, negotiating and closing. Video calls will get you closer to your customers, 

reduce the cost of sale and maximise conversion. 

2: Video Based Selling Module 1

✓ Is selling different over video call vs face-to-face 
vs telephone

✓ Benefits of video calling

✓ People’s perception and behaviour on video 
calls

✓ Walk through various platforms available

✓ Video call functionality: Record, play video, 
slideshows, media etc.

Module 2 

✓ Set the stage - lighting and sound

✓ Appearing professional

✓ Video based invites and cold/follow-up calling

✓ Communication and thinking preferences (VAK)

✓ Power of getting the prospect physically 
involved

✓ Use of voice and para-language on video

✓ Engaging multiple people on the call

✓ Tips and Tricks for better engagement

✓ Engaging Kinaesthetic people

The class is designed to teach you how to continue your sales meetings and calls during social isolation 
through the use of video calling.  

Key Learning

TO LEARN MORE CONTACT US AT 
HELLO@SALECOLOGY.COM



Module 1: Me, Myself and I 
We know you are already strong and independent, but many people get their energy from being 

around others and enjoy the ‘Buzz’ from the office - which is in itself infectious and gives us a lift when 

we are feeling a little slow or tired.  

This module focuses on how you manage your personal performance and maintain your mental health 

through enhancing your resilience.  We explore what resilience is, where it comes from, and how to 

build resilience during a time where most people are self isolating, social distancing and many are 

working form home. 

Module 2: Building Your Inner Strength. 
In this module we look at how to build self resilience and motivation by understanding the role our 

emotions and beliefs play in our lives.  Then we explore how the positive thinking model can help us to 

build our own resilience, and tips on how to lose bad habits. 

You will learn new tools and techniques to identify when you are on top of your game,  when you are 

not, and how to pivot your mindset to get back in the game. We will share with you the seven steps to 

achieve resilience, and how to create daily routines and activities to ensure you maintain your optimum 

level of performance. 

3: Maintaining Personal 
Performance & Motivation

Module 1

✓ What is resilience

✓ Where resilience comes form 

✓ Who do we feel stress

✓ How to become resilient

✓ The 3 brain model

✓ The behaviour chain

Module 2 

✓ Understanding emotions

✓ Positive Thinking Model

✓ Beliefs

✓ Steps to achieve resilience

✓ Active thinking

✓ Circle of Influence

✓ Mindset Management 

✓ Losing Bad Habits

The session is designed to help you maintain your drive and motivation through self isolation and to ensure 

you remain mentally healthy. 

Key Learning

TO LEARN MORE CONTACT US AT 
HELLO@SALECOLOGY.COM



Maybe you already have a sales process that you 
use internally, or perhaps you have just designed 
and implemented a new sales competency 
framework for your organisation. In either 
situation it’s essential that you, the organisation 
and the individuals taking part get the most out of 
any sales development and enablement 
programmes. 

There’s no denying that a bespoke sales 
development programme, focused around your 
own products, services, industry and market is 
likely to reap the greatest benefits. A programme 
that uses your language and is precisely aligned to 
your sales organisation is going to yield the most 
valuable information for you and your team to 
work with and take action on.  

We can tailor and bespoke these, or any other of 
our programmes, for a wider rollout across a sales 
team or organsiation. Please do not hesitate to 
contact our customer success team at 
hello@salecology.com to discuss your 
requirement in more detail.  

Tailor & bespoke programmes for your sales organisation
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Salecology are the world’s leading sales behaviour psychologists. We transform 
your team from the inside out.  The Salecology methodology is the brain and 
applied behavioural science of building connections with your customers and 
influencing them to say YES, resulting in more sales. 

At Salecology we offer a range of high impact services to help you and your 
company move from good to great. We have specialist expertise to help enhance 
and develop your organisation from individual sales improvement solutions to 
complete sales transformation. Our goal is to drive significant, sustainable impact 

that will accelerate your business and deliver top line revenue growth.  We have 
an unbeaten track record in giving companies the edge they need to succeed. 

Our clients rely on the Salecology to keep their sales forces at the peak of their 
game, and we’ve helped them to achieve double-digit growth throughout one of 
the toughest trading periods in history. No organisation can afford to stand still in 
today’s constantly evolving business environment. So we don’t. At Salecology we 
make it our business to keep up with the world’s most innovative and successful 
approaches to selling – and to translate them into solutions that deliver direct top 
line growth for your business. 

Why Salecology?



Salecology explained

Salecology is the Psychology of asking. It looks at all the touchpoints with prospects 
and helps you to build a better connectivity with them. Salecology will help you 
understand how your prospects and customers think, how they make decisions, 
and how to influence them to make the right choices. As research continues into 
Neuroscience, we continue to learn why people are acting and behaving the way 
they do and that 95% of all decisions are made in the subconscious mind.

In light of this research, never before have we seen solicitors and retailers trying to 
influence this subconscious mind as much as today. A strong product is not going 
to win the deal, but then again neither is a great personality.

Salecology teaches you how to get into the customer’s head, understand how 
they think, act and behave, thus enabling you to modify your behaviour to connect 
in a way which is personal to them. Salecology will show you how to connect, build 
better relationships and present ideas and solutions that resonate better with the 
prospects — how — because you know how they like to receive information, 
process it and make decisions. 

The revolution here is that it connects several aspects of human nature, as 
opposed to just one. People may have learnt personality on some course — usually 
team building, others may have read about mirroring techniques, and others been 
on a sales course learning questioning techniques. What makes Salecology unique 
is, for the first time, it brings all the sciences together to transform the performance 
of sales companies.

People Deal with People they Trust!



accelerate your 
sales today

International


Salecology International 
Rex House,  
4 - 12 Regent Street 
London 
SW1Y 4PE 

(UK)  207 649 9959 

email: hello@salecology.com 
www.salecology.com

UK

Rex House 
4 - 12 Regent Street 
London 
SW1Y 4PE 
+44 207 649 9959

Canada

3-2 Broadway Ave 
Toronto 
Ontario 
M4P 1T4  
+ 1 905 464 1389

USA

111 West Ocean Blvd 
Long Beach 
California 
90802 
+ 1 646 652 0475 
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