
 
 
  

  

Business of Trust Sales Training 

Learn how to build trusted 
relationships to grow sales. 

The Business of Trust training is based 
on a proven approach of providing value 
in every interaction. This masterclass has 
now	been delivered to more than 10,000 
people who are responsible for business-
to-business sales around the world in 
both public and in-house workshops – 
from consultants and small business 
owners to employees and leaders of 
Fortune 500 firms. 

The aim of this masterclass is to increase 
the skills and confidence of individuals 
and teams, from all levels within your 
organisation, to be able to build trust 
with economic buyers, leading to more 
profitable work with the clients you most 
want to work with. 

An additional outcome is that attendees 
will develop a specific action plan for 
growing or developing the relationship 
they have with either a new prospect or 
existing client. 

 

 

 

 
Evolve with QUTeX 

 
One of the major outcomes of this masterclass is that you will have developed	a relationship 

plan for a current or desired client, as well as having a personal development plan focused on 

the most important things you need to work on to become a trusted business partner (or to 

further strengthen the partner relationships they already have). 

In addition to developing a relationship plan for a client, you will also have learned: 

• What behaviours build trust and rapport in sales conversations….and how to avoid those 

that do not. 

• How to identify the right person to talk to in any organisation, and build the confidence to 

talk to people higher up the client hierarchy. 

• How to identify the four common types of business relationships, and how you can create 

the right relationships with the right people. 

• How to write engaging emails/make engaging phone calls that make senior decision 

makers want to meet you. 

• How to ask questions and deliver value in every conversation to engage your clients/ 

prospects, build trust and win work…profitably and quickly, without any hard sell. 

• The skill of ‘selling’ their ideas and services in an engaging way. 

• How to have broad and deep conversations outside of their area of expertise, which 

lowers self-orientation and fosters trust. 

• How to follow up meetings in a way that continues to build the relationship. 

• How to feel confident about bid go/no go decisions. 

• How to adapt the tools to any sales situation including presentations, pitches and bids. 

 

 

Who should participate? 
 

For anyone who works in a business-to-business or professional services environment and 

wants to improve the way they engage with clients and prospective clients, to build more trust, 

and more easily make sales. The learnings will benefit those who have many years experience 

and are looking for some new tools for their toolkit, right through to people who are new to 

sales and client relationships or are just starting out in their careers. 

 

Team Participation 

If you are planning to send a group from your organisation, from our experience, the training 

works best if there is some depth in the attendees (both senior and junior staff), and that they 

are from different parts of the business. We find this helps with the embedding as a greater 

cross-section of people understand the intent of the sales approach. 

One approach we find particularly effective is to structure your attendance around key client 

teams, so that the team works together across the sessions on the client as a whole, with each 

taking responsibility for different key contacts to strengthen their relationship with. 
 

Duration: 4 Half Days 

Cost: From $1125 

Apply Now  
Web: QUT.edu.au/QUTeX 

Phone: 07 3138 7733 

Email: qutex@qut.edu.au 

Blog:  blogs.qut.edu.au/qutex 

Cost 
Early Bird registration (closes 4 weeks prior) $1,125.00  (GST included) 

Standard Registration $1,250.00  (GST included) 

QUT Alumni / Staff registration $937.50  (GST included) 

Group registration (5+ from same organisation) $1,250.00  (GST included per person) 
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Business of Trust Sales Training 

Included as part of this 

Masterclass is FREE access to  

“The Client Magnet” 

The Client Magnet is an online course 

where you’ll learn proven tools and 

techniques for finding the right buyers, 

and then engaging with them in a way 

that makes them want to buy from you so 

you can avoid the hard sell.  

Techniques will be shared with you that 

the most successful professional services 

and business-to-business sellers use – no 

matter what their role title is. 

 
Core concepts 

 

By the end of the masterclass, we hope that all attendees will have the tools they need to build 

trusted, partner	relationships	(be it with customers, suppliers or internally within and between 

teams)	so they can: 

• Interact effectively with anyone. 

• Build sustainable differentiation. 

• Create environments in which people buy (and they don’t have to sell). 

• Achieve	consensus quickly. 

• Be sought out as a business advisor beyond just their own technical expertise. 

• Get even more repeat business. 

• Increase business referrals. 

This masterclass is highly interactive, involving a lot of hands-on workshopping and providing 

practical tools and techniques that can be implemented straight away. 

 

Online Classroom 

Half days 1 and 2 are primarily focused on teaching, and half days 3 and 4 are primarily 

focused on putting it all into practice. This practical component is critical in giving you the 

opportunity and the confidence to try it out in the ‘real world’. 
 

Face to Face Classroom 

Day 1 is primarily focused on teaching; Day 2 is primarily focused on putting it all into practice. 

This practical component is critical in giving you the opportunity and the confidence to try it out 

in the ‘real world’. 
 

 

Your expert facilitator 
 
Keith Dugdale - Managing Director of The Business of 

Trust 
As an author, business coach and international speaker, Keith's career 

focus has been on helping people to build trusted relationships in 

business, primarily in a sales environment. After 25 years with PwC in 

Europe, Asia and Australia, he has learned to ‘decode’ what it is that the 

best-of-the-best sellers, rainmakers and relationship builders do. 

Together with David Lambert, he co-created their Smarter Selling 

methods to teach others these exact techniques through this 

masterclass, and in their book ‘Smarter Selling: How to grow sales by 

building trusted relationships’	now in its second edition published by 

Financial Times Prentice Hall and translated into five languages 

including Chinese and Russian. 

By focusing on trust and not selling he has helped individuals and organisations understand 

how to: 

• raise the profitability of their work. Partly by focusing on having the relationship with 

the economic buyer, and partly through removing proposal processes out of the sales 

cycle as much as possible. 

• shorten the sales cycle by getting to the stage very quickly where clients want to buy 

a service because they want to work with the provider. 

• have the confidence of people to have broad and deep conversations, build 

relationships and ultimately win work. 

• build a client centric sales culture. 
 

Duration: 4 Half Days 

Cost: From $1125 

Apply Now  
Web: QUT.edu.au/QUTeX 

Phone: 07 3138 7733 

Email: qutex@qut.edu.au 

Blog:  blogs.qut.edu.au/qutex 
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