
Strategic Marketing & Global Sales Management Excellence

Description

Introduction

In todayâ??s fast-paced, digital-first business environment, strategic marketing and global sales
management are the backbone of sustainable revenue growth. As companies compete in highly
disruptive markets, senior executives must integrate AI-powered marketing, data-driven sales
management, and customer-centric strategies to maintain a competitive edge.

This advanced program is designed to equip marketing and sales leaders with cutting-edge
frameworks, leadership strategies, and global expansion techniques to drive exceptional business
growth. Through real-world case studies, AI-driven analytics, and hands-on strategic planning,
participants will gain the expertise needed to optimize market positioning, enhance customer
engagement, and lead high-performing global sales teams.

Objectives

By the end of this course, participants will be able to:

Master advanced strategic marketing and sales management frameworks for global business
success
Utilize AI, machine learning, and big data analytics for customer insights and sales forecasting
Develop and implement omnichannel marketing and personalized customer engagement
strategies
Lead high-performance sales teams with data-driven decision-making and agile leadership
Build scalable and sustainable sales operations for global expansion
Execute customer-centric and value-based selling techniques
Leverage digital transformation, automation, and AI to revolutionize marketing and sales
operations

Who Should Attend?

This course is ideal for:

CEOs, CMOs, CSOs, and C-suite Executives driving marketing and sales strategies
Senior Sales Directors & Marketing Heads managing international growth
Business Development Leaders & Global Sales Managers responsible for expansion
Entrepreneurs & Business Owners looking to scale through innovative sales and marketing
approaches
Investment & Private Equity Professionals assessing scalable revenue models
Government & Trade Policy Executives involved in international commerce and trade
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Course Outline

Day 1: The Future of Strategic Marketing & Global Sales Management

The digital-first transformation of marketing and sales
Key global economic and consumer behavior trends
Aligning corporate vision with sales and marketing strategies
Ethical leadership and the role of trust in customer relationships

Day 2: AI, Big Data & Predictive Analytics in Marketing & Sales

Leveraging AI-driven marketing automation and personalization
Predictive analytics: Forecasting customer behavior and sales trends
Data-driven decision-making for senior executives
Case study: How AI is transforming global sales and marketing

Day 3: Competitive Positioning & Market Differentiation

Brand positioning and storytelling for global impact
The science of pricing strategies and consumer psychology
Blue Ocean Strategy: Creating uncontested market space
Case study: Brands that successfully redefined their markets

Day 4: Customer-Centric Marketing & Sales Excellence

The neuroscience of customer decision-making
Building a customer-first organizational culture
Behavioral economics and value-based selling techniques
Personalization at scale: Hyper-targeted engagement strategies

Day 5: High-Performance Global Sales Leadership

Leading and motivating elite sales teams
Agile sales management: Optimizing sales processes for efficiency
Building high-impact incentive structures to drive performance
The role of CRM, automation, and digital tools in sales leadership

Day 6: Omnichannel Marketing & Integrated Sales Strategies

Creating a seamless omnichannel customer experience
Digital marketing funnels and conversion optimization
Aligning marketing and sales for unified revenue growth
Case study: Omnichannel strategies that drive revenue
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Day 7: Advanced Negotiation & Deal Closing Strategies

Executive-level negotiation techniques for complex sales deals
The power of influence, persuasion, and storytelling in negotiations
Handling objections and overcoming deal roadblocks
Conflict resolution and stakeholder relationship management

Day 8: Global Expansion & International Market Penetration

Strategies for scaling sales operations into new markets
Understanding geopolitical, cultural, and economic factors
Partnerships, joint ventures, and international business development
Case study: Success stories of global business expansion

Day 9: Crisis Management & Business Resilience in Sales & Marketing

Navigating economic downturns and market disruptions
Crisis leadership: Turning setbacks into strategic opportunities
Risk management and contingency planning in global sales operations
AI-driven forecasting models for proactive decision-making

Day 10: Strategic Execution & Leadership Excellence

Bridging strategy and execution: Creating long-term impact
The power of thought leadership and executive presence
Capstone project: Developing a global sales and marketing strategy
Graduation, executive networking, and certification ceremony

Certification

Upon successful completion of the program, participants will receive an Executive Certification in
Strategic Marketing & Global Sales Management Excellence, demonstrating their expertise in
cutting-edge marketing strategies, high-performance global sales leadership, and AI-driven
revenue optimization.

DUBAI KNOWLEDGE & HUMAN DEVELOPMENT AUTHORITY LICENSE: 632786

Page 3
info@learnifytraining.com +971564620901 www.learnifytraining.com


