Cross-Selling and Upselling Strategies for

Cooperative Member Services Training Course

Professional Development Training Course Outline

Category Cooperative Societies Duration 5 Days

Online / On-site

Base Fee $1,100 USD Delivery Mode )
Hybrid

Course Introduction

In today's highly competitive cooperative sector, maximizing value from existing member relationshipsis essential for
sustainable growth. Cross-selling and upselling are proven strategies that not only increase revenue but also improve
member satisfaction and loyalty. Training Course on Cross-Selling and Upselling Strategies for Cooperative Member
Servicesistailored to equip cooperative professionals with innovative sal es techniques, persuasive communication
tools, and practical frameworks to identify, position, and sell complementary or higher-value services effectively.

This training focuses on real-life cooperative service offerings, helping your team to transform
every member interaction into an opportunity. With digital transformation reshaping cooperative
operations, understanding member needs, aligning products with life goals, and customizing offers
inreal-timeiscritical. Leverage actionable insights, behavioral segmentation, and emotional
intelligence to boost service uptake and increase the lifetime value of every member.

Programme Curriculum

Cross-Selling and Upselling Strategies for Cooperative Member Services Training Course

Introduction

In today's highly competitive cooperative sector, maximizing value from existing member relationships is essential for
sustainable growth. Cross-selling and upselling are proven strategies that not only increase revenue but also improve
member satisfaction and loyalty. Cross-Selling and Upselling Strategies for Cooperative Member Services Training Course
istailored to equip cooperative professionals with innovative sales techniques, persuasive communication tools, and
practical frameworksto identify, position, and sell complementary or higher-value services effectively.

This training focuses on real-life cooperative service offerings, helping your team to transform every member interaction
into an opportunity. With digital transformation reshaping cooperative operations, understanding member needs, aligning
products with life goals, and customizing offersin real-timeis critical. Leverage actionable insights, behavioral



segmentation, and emotional intelligence to boost service uptake and increase the lifetime value of every member.

Course Objectives

Participants will be able to:
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Understand the fundamentals of cross-selling and upselling in cooperative contexts.
Identify high-potential products and services aligned with member needs.

Master effective communication and persuasion strategies for member engagement.
Implement customer segmentation to personalize offers.

Apply emotional intelligence to enhance service recommendations.

Increase average revenue per member through bundled services.

Recognize the psychological triggers that drive member purchase behavior.

Create member-centric value propositions for cooperative services.

Utilize CRM tools and data analytics to track sales opportunities.

Foster a culture of sales excellence across departments.

. Develop scripts and pitches for common upsell/cross-sell situations.
. Handle member objections and resistance with professionalism.
. Monitor, evaluate, and optimize sales strategies for continuous improvement.

Target Audiences

1.
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Member Services Officers

Frontline Cooperative Staff

Branch Managers

Sales and Marketing Teams

Product Development Officers

Customer Relationship Managers

Loan Officers

Training & Capacity-Building Coordinators

Course Duration: 5 days

Course Modules

Module 1: Introduction to Cross-Selling & Upselling in Cooper atives

Define key concepts and objectives

Importance of relationship-based sales

Member lifecycle and sales touchpoints

Ethical considerationsin cooperative selling

Vaue mapping of core services

Case Study: SACCO XY Z'srevenue growth through bundled loan products

Module 2: Understanding Member Needs and Behavior

Profiling member demographics and psychographics

I dentifying pain points and service gaps

Using surveys and feedback tools

Empathy and emotional intelligencein sales

Needs-based recommendation systems

Case Study: Tailoring services based on rural vs. urban member segments

Module 3: Designing Cross-Sell and Upsell Offers

Packaging complementary services



Tiered membership and premium offerings

Personal finance coaching as a hook

Building strategic product ladders

Benefits of loyalty and referral programs

Case Study: Upselling savings plans using targeted SM S campaigns

Module 4: Communication Strategies That Convert
e Structuring persuasive conversations
Language framing and positive scripting
Handling objections and member pushback
Building credibility and trust quickly
Call-to-action best practices
Case Study: High conversion at point-of-contact using scripted offers

Module 5: Leveraging Technology and CRM Systems
e Using CRM datafor sales prediction
Real-time alerts and triggers
Personalizing digital outreach
Data dashboards for performance tracking
Integrating upsell prompts into mobile apps
Case Study: CRM-enhanced campaign for loan top-ups

Module 6: Coaching, Metrics, and Incentivesfor Teams
e Setting clear performance KPIs
Sales coaching and feedback loops
Recognition and rewards for top performers
Gamification of service sales
Aligning team goals with cooperative values
Case Study: Transforming staff culture with monthly upsell challenges

Module 7: Regulatory and Ethical Frameworksin Cooper ative Sales
e Understanding cooperative law and regulations
Member rights and informed consent
Transparency in product disclosures
Avoiding high-pressure sales tactics
Building long-term trust with members
Case Study: Member backlash from aggressive upsell—lessons |earned

Module 8: Building a Sustainable Cross-Sell & Upsell Strategy
e Strategy formulation and rollout plan
Monitoring results and continuous improvement
Aligning sales goal s with cooperative mission
Training for long-term capacity
Evaluating ROI and member impact
Case Study: 12-month strategic roadmap leading to 25% service uptake increase

Training M ethodology
e Interactive workshops and real-life simulations
e Case study analysis and role-play exercises
e Group discussions and brainstorming



e Hands-on CRM and tech tool demonstrations
o Personalized coaching and peer feedback

Register asa group from 3 participantsfor a Discount

Send us an email: info@fineskilltrainingcenter.com or call +254769199797

Certification

Upon successful completion of thistraining, participants will be issued with a globally- recognized certificate.
Tailor-Made Course

We also offer tailor-made courses based on your needs.

Key Notes

a. The participant must be conversant with English.

b. Upon completion of training the participant will be issued with an Authorized Training Certificate

¢. Course duration is flexible and the contents can be modified to fit any number of days.

d. The course fee includes facilitation training materials, 2 coffee breaks, buffet lunch and A Certificate upon successful
completion of Training.

e. One-year post-training support Consultation and Coaching provided after the course.

f. Payment should be done at |east a week before commence of the training, to FINESKILL
TRAINING CENTER account, as indicated in the invoice so as to enable us prepare better for you.

Upcoming Scheduled Sessions

Start Date End Date Location Price

10 Aug 2026 14 Aug 2026 Online $1,100
17 Aug 2026 21 Aug 2026 Online $1,100
24 Aug 2026 28 Aug 2026 Online $1,100
31 Aug 2026 04 Sep 2026 Online $1,100
07 Sep 2026 11 Sep 2026 Online $1,100
14 Sep 2026 18 Sep 2026 Online $1,100
21 Sep 2026 25 Sep 2026 Online $1,100
28 Sep 2026 02 Oct 2026 Online $1,100


mailto:info@fineskilltrainingcenter.com

Ready to enroll or request a customized program? Book online or contact us:

Register Online Now

Email: info@fineskilltrainingcenter.com | Website: www.fineskilltrainingcenter.com


https://www.fineskilltrainingcenter.com/courses/cross-selling-and-upselling-strategies-for-cooperative-member-services-training-course

