
SELLING IN A  
VIRTUAL ENVIRONMENT

Virtual environment offers extensive opportuni�es for salespeople to grow their business, reach new customers and generate leads. 

Customers are now more technologically adept and comfortable to work with digitally savvy sales professionals. However, there is 

currently a very obvious gap in the virtual selling skillset of most salespeople specially when they are communica�ng with prospects and 

exis�ng customers.

InspireOne's “Selling in a Virtual Environment” is a 10 - day learning journey to equip your sales team with this cri�cal skill. 

LEARNING OBJECTIVES

Performance, Inspired

Performance, Inspired

LEARNING JOURNEY

A robust 10 - day journey to cover all cri�cal elements of selling virtually

Explore various ways of 
genera�ng leads 
through social selling

Develop your virtual 
and digital presence to 
reach out to poten�al 
customers

Be able to effec�vely 
handle sales 
conversa�ons in a 
virtual environment

Appreciate how 
customers’ expecta�ons 
change in a virtual sales 
environment 
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Context Se�ng

Day 1 - 2

Virtual Session 1: 

90 minutes virtual 

session:

Ÿ Leverage the power 

of social selling to 

generate leads

Ÿ Iden�fying various 

types of digital 

marke�ng 

campaigns

Microlearning

Day 3 - 4

Microlearning: 

20 minutes 

Microskills via 

Master-O:

Ÿ Social selling

Ÿ Professional 

telephone selling

Core Concept

Day 5

Virtual Session 2:  

90 minutes virtual 

session:

Ÿ Become adept at 

managing sales 

conversa�ons in a 

virtual world

Ÿ Tips for virtual sales 

presenta�ons

Ÿ Knowing various 

pla�orms and how 

to use them

Applica�on

Day 6 - 9

Record a Self Video: 

Record a self video of 

you presen�ng your 

company's value 

proposi�on to a client

Closure

Day 10

Virtual Session 3: 

90 minutes virtual 

session:

Ÿ Debrief on the 

applica�on ac�vity

Ÿ Having a strong 

personal process of 

managing leads

Microlearning:  

20 minutes Microskill:

Ÿ Virtual 

Presenta�ons
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