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NMPOrPAMMA KYPCA

1. Module 1: OcHOBbI ycneLlHbIX Npogax (4 3aHATUA)

BeegneHve B npodeccuto. MNcmxonornsa npogax
e Tunbl npogax: B2B, B2C, Enterprise

® BopoHKa npogax v eé atansbl

e KntoueBble HaBbIKM U MblILL/IEHME Celinza

K nogpo6Hee o Kypce j

3agaHvie: Bblbpath 415t cebst NpoayKT/ycryry, ¢ KOTopbiM 6yaeTe pa6oTaTb Ha Kypce. MocTpouTh BOPOHKY

NpPoAAX A7 BbIGPaHHOrO NPoAyKTa.
Balu naeasbHbIil KAVEHT U NPOAYKT
® AHanu3 npoaykTa: amun vs npeumMyLiecTsa

e Co3spgaHue noptperta ngeansHoro knneHta (ICP) n Buyer Persona
® AHasIn3 KOHKYPEHTOB

e Odhhepsbl 1 Kak C HUMK paboTaTb

3agaHune: Cosgatb 3 ICP n 2-3 odhepa.

McnxoTunbl KIMEHTOB U afanTauns KOMMYHMKaL MK
e Mogenv noBefeHns KNMeHToB, NCUXOTUNbI

® Kak 6bICTPO onpefenuTb NCUXOTUN KIMeHTa?

e CTWIM KOMMYHUKaLMK OJ1s1 KaKA4oro Tina



e ApjanTauuvs Balleli NpeseHTauumn u apryMeHToB
3agaHue: Y Bac yxe ecTb NpoAyKT/ycnyra, NponuLLIMTE COOTBETCTBYHOLLNE BO3PaKEHNST KNIMEHTOB C
pasNNYHbIMU NCMXOTMNAMK, CHOPMYNNPYIATE CKPUNTbI OTPABOTKMU.
OpraHusauusi paboyero npouecca 1 TanmM-MeHegKMeHT

e [pyHUMNbI NOCTPOEHMUS NNYHOW BOPOHKM Npoaax (gaxe 6e3 CRM)

e TexHVKM NpYopUTETM3ALMM TMA0B U 3aaa4

e CTpyKTypa paboyero gHs ceiinsa: TaliM-6/10k1 as1s paboTbl C BOPOHKOW, 3BOHKOB, d)0/1/10y-aros,
OTYETHOCTU
3agaHune: CocTaBuTb MAeaslbHOe pacnucaHme cBoeli paboyei Hegeny ¢ y4ETOM TaiM-6/10K0B.

2. Module 2: OT KoHTakTa K neperosopam (6 3aHsTWiA)

Kesanudukaums nupos. Metogonorns BANT
e 3auyeMm KBanmduumposatb NMM40B?

e Budget, Authority, Need, Timeline

e Bonpockl g5 kBanMuKaLmm Ha Kaxxgom atane
MpakTrka: Ponesas nrpa «KBasmmdmkaLMoHHbI 3BOHOK»: CTYAEHT UrpaeT «npogasLa», Apyron —
«KNuneHTa». Kaxablii nosyyaeT ycnoBus ans avasora (Huwwa, ypoBeHb 0CBEAOM/IEHHOCTU K/TMEHTA,
oTpulaHune).
Discovery Call. TexHuka SPIN-npogax

e [loaroTtoBka n CTpykTypa discovery-3BOHKa

e Situation, Problem, Implication, Need-Payoff questions
® Kak BeCTU K/imeHTa No HaMmeyeHHOMY nyTu

® AKTMBHOE C/yLlaHne 1 06HapyxeHne «6onm»
3agaHue: MoarotToBMTb CTPYKTYPY M cKpunT discovery-3BoHka no metogonorum SPIN.
MepBbIii KOHTAKT: X0/04HbIE MUCbMA Y 3BOHKU

e CTpykTypa a(pheKTMBHOrO XON04HOI0 SiucTa

e [lepcoHanusauns n A/B TectupoBaHue

e CKpvNTbl 4151 XONOAHbIX 3BOHKOB
MpakTuka: CTyaeHTbl rotoBAaT 30 CEKYHAHbIA NUTY A/15 XONI0AHOr0 3BOHKA. [lpyrne oueHmnBatoT no
KpUTEPUSIM: YETKOCTb, LIEHHOCTb, 3axBaT BHMMaHMs. MOXHO AaTb OrpaHNYeHne: «xMMeeLLlb 3 NPeaIOXeHNS,
yTOObI 3a4€Tb».
Po3po6ka KoMepLiiHOT Npono3uLii

® Pa3paboTka KOMMEepPYECKOro nNpeasiokeHus

e CTpyKTypa 1 KntoyeBble anemeHTbl K

e Kak o60ocHOBaTh LieHy?

® Kak roToBUTbCS K Npe3eHTaummn?

® ®DOKyC Ha LleHHOCTH, a He Ha oyHKLMoHase

e Follow-up nocne oTnpaskn NPeL/IoKeHNs
3agaHune: Co3garb Wab/ioH KOMMEPYECKOTO NpeasiokKeHns. (Y KaX4oro ectb CBOI NpOAyKT/ycayra)
MpakTnyeckoe 3aHaTue: MNMpeseHTauusa Nnpoaykra



MpakTunka: OTOMTNE BO3PaKEHW CTYAEHTOB 1 Npenogasarens.
Ctparerum Follow-up
e Co3fgaHue Lenoyvek NpUKOCHOBEHNI

MpaBuna ahhekTMBHOTO (YoI0y-ana: Koraa 1 kak 4yacTo nucatb
® YnpouleHve npoLecca HasHauyeHnst BCTpey

e CokpalleHne nyTu KnmeHTa
3apaHune: PaspaboTtath cTpaTervio qposioy-ana a1s KAveHTa, «B3siBLUENO NoAyMaTh».

3. Module 3: PaboTa ¢ Bo3paxeHusiMu 1 3akpbiThe caenku (5 3aHATuin)

TUNMUHbIE BO3PAKEHUS 1 NX MPUUNHDI
e Knaccudpmkalysi BO3paxKeHiA: LieHa, BPeMsi, KOHKYPEHTbI, aBTOpUTET

® BbiIsiBNIeHME CKPbITbIX BO3PAXEHW

e [lcmxonorvs NoBeAeHUs KNneHTa
3agaHune: CocTaBUTb KapTy 8 cambiX pacnpoCcTpaHEHHbIX BO3pakeHWii B Ballieii HuLLe + Mo 2 BapuaHTa
OTPabOoTKM.
TexHVKM paboTbl C BO3PaKEHNAMN

e AnropuTM 06paboTKN BO3PaXKEHUIA

e TexHukmn «Feel, Felt, Found», «bymepaHr» 1 gpyrue

® Kak npeBpaTuTb BO3paXeHne B apryMeHT?
MpakTrka: MpoBecTn poneByk Nrpy «PaboTta ¢ BO3PaXEHUAMU.
KaxkapIli CTy4eHT NonyyaeT KapTouKy C BO3PaXEHNEM («Y Hac yXXe eCTb NOCTaBLMK», «MHE HE UHTEPECHO,
apyroe). 3agaya gpyroro — otpaboTark OTBeT. [locsie cepuy 06MeHMBAOTCA U AeNatoT BbIBOAbI.
MeperoBopbI O LieHax 1 YC/I0BUAX

e [logroTtoBka K neperosopam

® Kak He faBatb CKUAKY?

e LleHHoCTb vs LleHa TexHunka BATNA (Best Alternative to a Negotiated Agreement)
3afaHue: PaspaboTarh cueHapuii neperoBopoB A5 3a4aHHOro keiica.
TeXHUKN 3aKpbITUSA CAENKN

e Korga nopa 3akpbiBaTb CAEKY?

e CurHauibl oT KnneHta Assumptive Close, Summary Close, Now or Never Close

e [leiicTBMSA Noc/ie nonyveHns «da»
3apaHne: PoneBas nrpa «3akpbiTue CAesKu».
[JelictBus nocne «Het». AHann3 NpoUrpaHHbIX CAEN0K
e Kak npaBu/ibHO pearnposarb Ha 0TKa3?

e C6op dhmabeka Ans ynydlieHums npouecca

® [lepeBof «X0N0AHbIX» NUA0B B «TEMN/Y0» 6a3y
3agaHue: MNMpoaHaM3npoBaTth Kelic NPONIPaHHOro corialleHnst u onpeaenvTb TOYKKU pocTa.

4. Module 4: TocTpoeHne OTHOLEHWI, KapbepHoe pa3suTre n N B npogaxax (5 3aHATUIN)

Onboarding n Customer Success



e [lepenava kiveHTa B gpyroi otaen
e Kak obecrneunTb NO/OXUTENbHbIV OMNbIT?

® OcHoBbl Upsell u Cross-sell
3apaHune: Hanucatb «Welcome» N1McbMOo A/151 HOBOTO K/ieHTa, NocTponTb 2 npeanoxenunsa Upsell n Cross-
sell.
KntoueBble METPUKM M aHa/IUTUKA B MPoAaxax

® SQL, CR, ARPU, LTV, CAC — 4TO HY>HO 3HaTb?

e Kak paccunTaTb CBOIi NnaH Nnpoaax?

e Kak aHa/M3npoBaTtb CBOK 3dEKTUBHOCTbL?
3agaHue: MNMpoaHa/M3npoBaTtb OTYET N0 NpoAakam 1 NPeanoXnTb 3 AeNCTBUS A1 YYULLEHNS.
MoaroToBMTLECA K (PMHANBHOMY MPaKTUYECKOMY 3aHATUIO: BbIOpaTh HULLY, MPOAYKT, co3aaTe K u
NMOArOTOBUTBLCA K NPe3eHTauun.
Kapbepa B npogaxax v MYHbI 6peHs,

e KapbepHble Tpeku: Sales Manager, Account Executive, Head of Sales

e [locTpoeHne nuyHoro 6peHaa B NPodecCcnoHasIbHbIX CETAX

e [logroToBka Kk cobecefoBaHMio Ha no3uuumio Sales Manager
3agaHve: NMoArotoBMTLEA K PUHASIbBHOMY NPaKTUYECKOMY 3aHATUIO: BbIOpaTh HULLY, NPOAYKT, co3aathb K u
MOArOTOBUTBLCA K NPe3eHTauumn.
CTrpaterms KOMMyHUKaLmMm N «YBOUNCTBEHHbIE» CKpUnTbl 13 VI

e Kak roBoputb c NI/ A3bIKOM nNpoaask

e PaspaboTka cTpartermm meponpuatna (Customer Approach)

e [eHepatop CkpunToB: 3BOHKN 1 MecceHpxepbl
3apaHve: Bopkwon: Agantauus nog cermeHTbl. CTyAeHTbl 6epyT OAMH NPOAYKT Y TeHepUpYIOT ABa PasHbIX
noaxopa: ona B2B (gupekTtopa IT-koMmnaHum) — dhokyc Ha uudppax u akoHomuu, a ana B2C (yactHoro
KNueHTa Kypcalycnyrn) — pokyc Ha amMmoumusax n komdopre.
PaboTa ¢ Bo3paxeHusiMn n «oxatne» cornaweHms c N

® TpeHaxép paboTbl C BO3PKEHUAMN

e Marus Follow-up (Mncbma nocne BCcTpeun)

e LN-reHepaTop othdepos, cTparter u yuntesb

5. ®vHanbHaA npakTnka

Q B KOHLIE Kypca BbINO/HAETCA AUNIOMHbIA NPOEKT.

BOHYCbl KYPCA
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