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Introduction to the sales training materials

1. Audience

This collection of sales training materials, developed in 2022 by the Power Africa Off-
grid Project, aims to benefit the staff of off-grid solar (OGS) companies. OGS
companies can adapt the training materials as they require, branding each set of slides

with their logos and adding information on relevant solar products and markets.

2. Purpose
These training materials help OGS companies train their sales-focused staff members

to improve their sales and management operations.

3. Facilitating the training

e The training should ideally be presented by experienced facilitators who
understand the content and can communicate it to trainees.

e Facilitators should not rush the training and must ensure that trainees are
relaxed and comfortable to share information and ask questions.

e The training is designed to be interactive and immersive. Depending on how
much time is available, and the appropriateness to the target trainees, certain
slides, activities, and discussions can be skipped or completed by the facilitator,
with the trainees observing and taking notes.

e Consider printing and handing out the slides as a reference for the trainees.

4. Training certificates
This collection of sales training materials is not accredited with an education
accreditation body. OGS companies can consider awarding certificates of completion

to employees who have completed the course.

This collection of sales training materials is made possible by the support of the American People through the United States
Agency for International Development (USAID). The contents of this collection are the sole responsibility of RTI International
and do not necessarily reflect the views of USAID or the United States Government. This [report] was prepared under Contract
Number AID-720-674-18-D-00004 / AID-720-674-19-F-00005.



Content of the sales training

This collection of sales training materials consists of three sets of slides addressing

the following audiences:
1. Off-grid solar sales agents.
2. Off-grid solar telephone sales agents.

3. Sales managers of OGS companies.

The sets of slides are divided into sections to ensure that trainees can process the
information and so that it is not overwhelming. Each set of slides is designed to be
presented in one day, with the material further sub-divided into several modules to

structure the training.

OGS companies can choose to reorganize and further break up the training materials

to adjust the pace of the training as required to meet the needs of their trainees.

The OGS sales training materials are structured as follows:

1. Sales agent training
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https://www.dropbox.com/sh/4v0ycevl5w3lt0z/AACMKVqtDJ3ZpjYBKp6tZUq7a?dl=0

2. Telesales agent training
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3. Sales management training
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