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Purpose
The purpose of this job aid is to guide users through the step-by-step process of withdrawing from a

scheduled offering.
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A warning pop-up
displays.

Select Yes to continue.

Confirmaton
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Note: Users who withdraw from an offering will see a warning if this item
is a prerequisite for another enrollment. Then the system will
automatically withdraw the user from the dependent offering.

If you wish to remove the
associated item from
your To-Do List, select
Yes.
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Item Description: Where do you start to develop a consultative sales relationship when there isn't a well-defined purchasing channel for the product or service
you're trying to sell? Just getting your foot in the door isn't enough. First, you must understand the decision-making process and recognize apprapriate selling
strategies for each phase of the process. Then, you must identify key points of influence and strategies for creating wins for each influencer. This course will
help you to become a problem solver for clients rather than a product promoter. It will help you recognize each role you'll assume during the sales process,
and how these roles influence each stage of the buy decision. |t will help you recognize key influencers in the complex sales characteristic of large

organizations. Finally, it will help you develop win stratesies for each key influencer.
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