
Take the Complexity Out of Selling for 

BETTER RESULTS. INCREASED SALES. 

Learn more and register now at https://tracksellinginstitute.com/learntrack

Track Selling LearnTrack TM

Online, on-demand, self-paced curriculum 
for learning Track Selling System™  Core Skills
Building on the success of our three-day instructor-led, in-person, and virtual 
classes, the Track Selling Institute now offers LearnTrack, an online,  
on-demand, self-paced delivered curriculum conveniently from your browser. 
This nine-course series covers the same material as our instructor-led  
courses. The curriculum can be taken before the instructor-led courses as 
preparation for training, after the instructor-led courses as a refresher, or 
independent of the instructor-led courses. 
A compelling feature of the online, on-demand, self-paced format is that  
you can start and stop at your convenience using a desktop, tablet or  
smartphone — anywhere you have an internet connection. The learning  
system automatically tracks your progress, places a bookmark where you 
pause, and provides reinforcement and friendly communication as you learn.
As you proceed through the training, 
you  and your virtual sales partner,  
Elio, sell a  hypersonic car to your  
prospect, Ms. Hassan.  Throughout the 
sales process,  you’ll learn sales skills 
from your mentor,  MAX, a futuristic  
avatar sales guru and  Track Selling  
System expert.
In this courseware, you’ll learn about the Five Buying Decisions prospects 
make before buying, the Six Buying Motives that persuade a prospect to 
buy, and the Seven Steps of the Track Selling System that carry salespeople 
smoothly through the buying process in the correct order. This curriculum is 
100% adaptable to any industry’s products, services, and sales cycle.

The sales training curriculum 
consists of a nine-course series 
starting with an introductory 
course and continuing with a 
course for each of the Seven Steps 
of the Track Selling System. Each 
course has a short, 5- or 10-  
question quiz to score your mastery 
of the content of that course.

The ninth and final course tests your overall system knowledge with a  
20-question quiz. Once completed, you’ll receive a Certificate of Completion. 
Courses average 15- to 30-minutes each, for a total committment of about  
4 hours.
Track Selling PracticeTrack TM is a complementary offering that allows you  
to practice your new found skills in virtual sessions. These are instructor 
facilitated sessions enabling you to practice and role play using real-world 
scenarios or your own sales situations. 
(Visit our website to learn more about Track Selling PracticeTrack.)

The Track Selling System has  
been a leading global sales  
training methodology for  

over  60 years.   
We have trained over  

250,000 sales professionals 
 and sales leaders from over 

3,000 companies in  
22 countries. 

Our graduates hail from  
industry leaders such as IBM, 

Apple®, Bank of America,  
Coca-Cola,  and Hewlett-Packard, 

as well as small businesses  
with a sales staff of one or  

two professionals.
The Track Selling System is a  

proven, field-tested methodology 
for selling. It’s based on the  

science and psychology of how 
and why people buy. 

It eliminates the stereotypes of 
salespeople maneuvering,  

tricking, or cajoling prospects  
into buying. 

According to a Pepperdine  
University survey, on average 

graduates see sales increase by 
25% or more, year-over-year  
after attending the training.

Our Story



Track Selling LearnTrack TM 
Online, on-demand, self-paced curriculum for learning Track Selling Core Skills

• Help your prospect understand why they should do business with you
• Determine what your prospect needs to know about your business
• Learn how to improve your communication by adding visuals

• Describe your product or service with feature/benefit statements
• Learn how to sell, not tell
• Discover how to present the value of your product or service effectively
• Understand how to sell value and maintain price integrity

• Develop a low-pressure yet persuasive method to close the sale
• Understand practical ways of handling objections
• Discover how to close the deal more than once
• Learn about the value of the Track Selling Partnership Agreement™

• Pass the final exam covering all Seven Steps
• Receive your personalized Track Selling System™ PDF Certificate

• Understand the science and psychology of selling
• Discover how people prefer to buy: 5 Buying Decisions
• Recognize why people buy: 6 Buying Motives
• Align with your prospect’s buying process: 7 Steps of the Sale

• Discover the importance of building trust and rapport
• Learn how to maintain a positive attitude and why it’s important
• Recognize non-verbal communication signals and their impact

• Learn the value of developing the Track Selling Sales Plan™
• Discover how to improve listening skills
• Understand the types of questions to ask and how to ask them
• Sell yourself by asking the right questions

• Learn how to use the Track Selling Track Dialogue™
• State a compelling Agreement on Need to prospect to create consensus

Course 7:  Step 6 - Act of Commitment: Close the sale

• Thank your customer, assure them they’ve made a great decision, and 
schedule the next steps

• Learn how to keep products or services sold and avoid buyer’s remorse
• Build a foundation for future sales

Course Curriculum 

OBJECTIVES
DEFINE SALES 

PROFESSIONALISM
Understand what 

it takes to be a 
competent, successful 

sales professional

MOTIVATE 
PROSPECTS

Learn how to translate 
specific product features 
into customer benefits.

APPLY SALES 
TECHNIQUES 

Implement newly 
learned techniques for 
improving success in 
business and in life.

FOCUS ON  
THE CUSTOMER
Learn the concept  

that selling MUST BE 
“customer-oriented” and 
not “product-centered.”

Learn more and register now at https://tracksellinginstitute.com/learntrack

Course 1:  Overview of the Track Selling System

Course 2:  Step 1 - Approach: Build trust and rapport

Course 3:  Step 2 - Qualification: Ask great questions

Course 4:  Step 3 - Agreement on Need: Gain consensus

Course 5:  Step 4 - Sell the Company: Tell what’s needed

Course 6:  Step 5 - Fill the Need: Sell, don’t tell

Course 8:  Step 7 - Cement the Sale: Keep it sold

Course 9:  Mastering the Seven Steps


