TRUSTED
ADVISOR
COURSE OUTLINE
This Trusted Advisor course has been
created for service professionals
operating in any industry, and at any
level, and serves as a practical guide
on establishing and maintaining
relationships with clients and
colleagues.

It will assist anyone whose business is
built on trust, and who believes that
service business growth depends on
excellent service and positive customer
experiences, resulting in long-term
client relationships.

OBJ ECTI VES OF THI S COURSE
To understand what it means to be a Trusted Advisor
To understand what characteristics are needed to become a
Trusted Advisor
To enable you to reinforce those characteristics you already
have and to determine which of them need to be developed
To understand the importance of the role of the Trusted Advisor
in the sales process so that it develops into one that is trusted
by customers.
To understand that a Trusted Advisor's behaviour makes the
selling process of service more assertive

Module 1: Trusted Advsor

Module 5: From Lead to Closure:
Understanding yourself and your

What is a Trusted Advisor?
Evolution of a Trusted
Advisor
Expertise and Interpersonal
Skills
Characteristics that a
customer finds important in
a person they are buying
from

Module 2: Maintaining
Confidence and Credibility

Trust as a formula
The Trust development
Process

customers

Understand the Sales Lead to Closure
process
How to determine the opportunity type
How to identify the customer type
How to create understanding of the
customer situation
How to pre-identify needs and related
solutions

Module 6: From Lead to Closure: Dealing
with customers (Interaction Phase)

Make the customers aware of their
needs
Create a buying vision
Calculate the impact of your solution

Module 3: Communication
Methods

Elements to ensure

Gain access to power

Module 7: From Lead to Closure:
Dealing with customers (Closure Phase)

engagement with
communication
Forming messages
Types of communication
What is a good

Make and agree on a formal
proposal
Manage and control
expectations

communication?
Presenting a solution to your
customer

The available course
languages are:
English,

Module 4: Organisation and
Productivity
What is Time Management
Setting goals
The process of Time
Management

German,
Dutch,
French,
Spanish,
Turkish and
Russian

Noventum is a multinational firm, specializing in
strategic service management and providing service
solutions, training and IT services to companies
worldwide. Our mission is to use our expertise to
unlock the unlimited potential of Service Business in
organizations. We assist companies develop strategies
for profitable and sustainable service-driven growth.
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