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Train your sales force to cash so that they are no longer afraid to deal 

with it during their mee�ngs. 

 

To master the keys of the financial principles and to know how to use 

them during commercial contacts and nego�a�on. 

 

Introduc�on : 

• The training goals 

• The explana�on of cash vocabulary 

• The balance sheet, the profit and loss, the cash forecast 

• The levers for cash improvement (customer cycle from order to cash) 

• Why is the sales force involved ? 

 

The stakes for your company : 

• Margin stakes (reduce losses, retaining customers, less costs) 

• Cash stakes  (increase of cash) 

• Prac�cal examples 

 

The financial elements of the commercial nego�a�on : 

• Documents and informa�ons to be asked to the customer 

• The general selling condi�ons 

• The legal framework (la Loi de Modernisa�on de l’Economie) 

• The payment terms (down payment, 30 days, …) : how to nego�ate ? 

• The payment tools:  what are they, what to avoid, how to nego�ate ? 

 

The customer follow-up organisa�on : 

• The customer credit : why a credit limit ?, the sales representa�ve’s part 

• The recovery : its organisa�on, why is it important for the sales representa�ve ? 

• The disputes:  why is it important not to ignore them, how to deal with them ? 

 

 

 

• To understand and master the cash vocabulary 

• To know the various cash levers 

• To be able to nego�ate the key financial elements linked to the sale 

• To know how to help the accoun�ng /  finance in their rela�ons to customers 
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