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Detailed Syllabus Description for E2+ Training in 

Business Communication & Sales Influence 

1. Situation 

OCRI has been helping Entrepreneurs to get started ‘on the right foot’ for some time by running 

Entrepreneur’s Edge (E2) courses.  The purpose of these courses has been to provide a toolkit for 

the key rôles during market entry, chasm-crossing, high growth tornado markets.  This it has done 

admirably.  A need for more practical day-to-day skills has now been identified and Holis has been 

asked to improve the everyday Business Communication and Influence skills of the attendees.   

A particular focus has been thrown on assisting students with a technical background in confident, 

ethical sales communication.  Acquiring efficient and repeatable techniques for direct sales, channel 

partner selection & management, acquiring the right investors and deciding on OEM or 

manufacturing partners are even more critical with present market conditions. 

Ideally, E2 Alumni will attend this course and take away skills and disciplines that provide: 

 reduced wasted time and effort on incorrectly qualified prospects 

 easier, earlier elevation of opportunities from low priced tactical to high priced strategic 

 faster time to closure through earlier connection with personal & corporate drivers 

 more accurate and less stressful opportunity management by standard language and methodologies 

 easier ‘acquisition’ of sales sponsors/internal coaches in large, complex sales 

 more time to use their creativity and domain knowledge; less spent on sales drudgery 

2. Course Proposal 

Holis has two principal products which are relevant to solving this problem; the 5 day Fearless 
Selling Course and our 3 Public courses on Communication & Influence. 

We will tailor the ‘Communication is a Two-Way Street’ Workshop to take into account the OCRI 

training that has already been carried out on the E2 trainings.  It will also allow for the wide 

variation of development of attendees’ companies - some will be in ‘garage startup’ mode, some will 

be running well with a significant number of employees and customers, but may not have crossed 

the chasm yet.  Time prevents us effectively covering ABC Convincers©, the Sales Precision Model, 

Customer Traits and the practice of Rapport, State Management and Visual Acuity but they will be 

mentioned.  What can fully covered in the short time available will, however change the way that 

students do business for ever and for the better. 

The training will take place over ‘One Long Morning’ from 0730 (for an 0800 prompt start) until 2 
pm, with 2 x 15 minute breaks.  The details are as follows: 

3. Syllabus Detail 

Part 1 (2½ hours): Changing the way we think about ‘selling’ ideas, services or products:  
This will ‘soften up’ the students through instruction, demonstration and practical exercises, for the 
change that will take place in sections 2 & 3.  It will include the following parts of the Holis syllabus: 

 Overview of the Holis BCI Programme - Theory and performances 
‘Creating a business conversation that flows in both directions and finishes with a request to buy’ 

 The Human Communication Model - How we can use it in every aspect of business 
Understanding how we all filter, process and react to messages communicated to us 

 Four Position Model - Theory and Exercises 
Putting real, practical muscle on ‘Seeing things from the customer’s point of view’ 

 The Hierarchy of Ideas - Theory and Exercises 
Precision Language 101 - Getting the answers you want and that the customer needs 
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Part 2 (1½ hours): The essential ABC of an effective Business Conversation:  
Attendees will learn the Vision Questioning Tools that will allow them to carry out two key tasks.  The first is to 
analyse internally (i.e. in their own offices) what it is that potential customers for a specific offering, in a specific 
sector or company might actually take away from doing business with them. They will then practice using the 
very same tools externally (i.e. in a face-to-face meeting or a phone call) to confidently and easily elicit the 
customers real needs and drivers and then in a way that the customer will completely understand confirm how 
they can do business together.   

 Vision Questioning Tools - Theory and performances 
‘Creating a business conversation that flows in both directions and finishes with a request to buy’ 

 TakeAways© - What are they, and why are they so doggone useful? 
Understanding and creating what creates ‘push and pull’ influence for the individual and their company 

 Intro to the Sales Precision Model - Theory and Demo only 
Drilling down into the deep structures that create good business 

 Model Offering - Exercises 
Coached session to carry out an analysis and create Precision Questions for a Model Company 

 

Part 3 (1½ hours): Putting it all together:  
The attendees will use the Part Two tools to carry out a full ABC Analysis© on their own offering(s) and take away 
proficiency that will allow them to repeat this analysis whenever & wherever needed in the future.  They will 
then learn & practice (in groups) the simple structures (not scripts) of an effective business conversation and will 
be given a demonstration of a complex ΨŦǳƭƭ onΩ effective ABC meeting that they can discuss and analyse.   

Part 3 will finish with each person creating a highly effective ΨElevator PitchΩ from their own ABC Analysis. 

Pre-work (EMail) 
Each attendee will be sent two simple tasks to complete and EMail back or bring to the training. 

Workbooks 
Each attendee will be supplied with workbooks, course reference material and forms for use later.  It is assumed 
that the printing and binding of these will be carried out by OCRI.  All will be given access to the Holis 
Documentation Download website for use at their work. 

Marketing Assistance 
Holis will supply marketing messages and ideas based on their own ABC Sales© Analysis of this course. 

4. Timings 
 

The BCI Workshop can be delivered as often as necessary, depending upon response. 
It is an ambitious agenda but can be delivered effectively in the time if the numbers are kept below 12 

 


