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June Special Offer 

BOGO HP!

Book a training course for June or July, 

pay 50% for a 2nd course in Sept – Dec 2010

Date

Course






Trainer


Location

22nd June
Close More Business During The Showround

Nina Lovatt

London

24th June
Creating Winning Tenders



Helen Sandman
London

1st    July
Project Management
- an introduction

Lee Price

London

8th    July
Yielding in a Challenging Market


Rosemary Bannister
London

How do I book?  

1. Log onto www.hbaa.org.uk, click on the Training page and choose from one of the above courses.  

2. Book using the on-line instructions.
3. Once booked you will receive via email a confirmation.  Email this confirmation along with details of the 2nd course you wish to book from the September to December programme and the name of the delegate attending.  
4. You will then be issued with an invoice.
	Course Title
	Content
	Trainer
	Date 2010
	Location

	Face to Face Selling Skills – Level 1

NEW DATE
	· Structuring the sale

· Uncovering and meeting the customers needs

· Building long term relationships
	Rosemary Bannister

HT Training Ltd
	Tues

14th Sept
	Milton Keynes

	Negotiating to Win - Stage 1 NEW DATE
	· The stages of negotiation

· Using non-financial elements

· How to haggle
	Rosemary Bannister

HT Training Ltd
	Wed

15th Sept
	Milton Keynes

	E-Marketing – an essential marketing tool
	· How search engines work and customers find you

· Your website

· E-newsletters and e-marketing
	Graeme Boyd

Emanation
	Wed

29th Sept
	London

	Be a Better Manager
	· Advanced coaching techniques

· Appraising staff

· Conducting disciplinary reviews that meet ACAS guidelines
	Michael Heath

Michael Heath Consulting
	Tues

5th Oct
	London



	Managing the Sales Effort 
	· Learning styles and their implications for sales people

· Measuring sales capability

· Developing and improving sales capability
	Helen Sandman

MG Training Solutions Ltd
	Thurs

7th Oct
	London



	Cold calling on the telephone


	· Earning the right to proceed

· Tracking down the decision maker

· Using your voice to gain the advantage
	Nina Lovatt.

HT Training Ltd
	Thurs

14th Oct
	Milton Keynes

	Negotiating to Win – Stage 2
	· The games people play

· The 3 negotiator profiles and how to deal with each

· Advanced listening skills
	Rosemary Bannister

HT Training Ltd
	Tues

26th Oct
	London

	Selling Skills – 

Level 2
	· Relationship selling

· Understanding behaviour

· Advanced communication skills
	Rosemary Bannister

HT Training Ltd
	Wed

27th Oct


	London



	Account Management


	· Identifying who needs an account plan

· Tools to analyse your customer

· Putting an account plan together
	Rosemary Bannister

HT Training Ltd
	Tues

2nd Nov
	Oxford

	How to Take Better Conference Enquiries
	· A smarter approach to converting enquiries

· Understanding the client’s motivations
	Nina Lovatt

HT Training Ltd 
	Wed

3rd Nov
	Coventry

	Pro-active Sales for Reservations and Conference 

Co-ordinators
	· Understanding your role in the sales process

· Uncovering customer needs through questioning

· Closing the sale
	Nina Lovatt

HT Training Ltd
	Thurs

18th Nov
	Coventry

	Improving Personal Effectiveness
	· Controlling your reactions when stressed

· Assertively making yourself heard

· Influencing others to your viewpoint
	Michael Heath

Michael Heath Consulting
	Tues

23rd Nov
	London

	Presentation Skills


	· Structuring the presentation to your audience

· Controlling your nerves

· Making your presentation come alive
	Rosemary Bannister

HT Training Ltd
	Thurs

9th Dec
	Coventry


Terms & Conditions:

· This applies to all new bookings made since 10th June.

· Courses must be booked by 25th June, 1st course to be from June or July programme priced at £149 + vat, 2nd course from September to December 2010 programme, priced at £74.50 + vat.  

· Members can use their free places for the 1st course. 

· 2nd course must be booked through the Executive Office, academy@hbaa.org.uk.

· The offer applies to the organisation rather than the individual so for example, the courses can be cooked for different delegates as long as they work for the same organisation.

· Cancellations:  If the course is cancelled by us we will transfer the payment to another course from the 2010 programme.  If you need to cancel the delegate from the course, normal cancellation charges will apply as per the invoice.

· Payment terms for all courses, 30 days from date of invoice or before the course whichever is sooner.
