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1. Personal Preparation: (Prior to meeting) 
A. Review the current and prior lesson and highlight main points for discussion and 

review. Bring a printed copy of both to the meeting. 
B. Pray for each group member.  
C. Contact group members early in the week reminding them about the meeting date 

and time. 
D. Review the facilitator guide. 

 
2. Welcome and Open in Prayer: (5 minutes) 

 
3. Previous Lesson Review: (30 minutes)  

A. Purpose – This time allows the group to share how they implemented the action 
steps from the last meeting. Each member should share for two to three minutes. 
Reference the facilitator guide from the last lesson for action steps. 

 
4. Spiritual Connection: (10 minutes) 

A. Purpose – This serves as a time to allow the group to focus their thoughts and 
attention on the Lord.  

B. Read and discuss 1 Corinthians 3:6 – “ I planted, Apollos watered, but God gave the 
increase.”   

 
5. Discussion, “From Pitch to Profit: How to Succeed at Sales”: (35 minutes) 

A. Purpose – To engage each group member to unpack what they learned in the lesson. 
B. Review the summary statement – “Most businesses need sales to succeed, but many 

businesses don’t have a clear sales process. Success in sales requires you to target 
the right prospects, discern their needs, build trust, and close deals. In this lesson, 
you will learn six practical, Biblical steps to increase your sales and profits.” 

C. Read Mark 4:3-8 –  “Listen! A farmer went out to sow his seed. As he was scattering 
the seed, some fell along the path, and the birds came and ate it up. Some fell on 
rocky places, where it did not have much soil. It sprang up quickly, because the soil 
was shallow. But when the sun came up, the plants were scorched, and they 
withered because they had no root. Other seed fell among thorns, which grew up 
and choked the plants, so that they did not bear grain. Still other seed fell on good 
soil. It came up, grew and produced a crop, multiplying thirty, sixty, or even a 
hundred times.” (NIV) 

D. Ask the group to discuss how sales is related to a calling from God.  
E. Examine this statement from the lesson and its impact, “Selling is not about 

presenting a product or a service to a prospect, but about offering a certain kind of 
future.” 

F. Review the personal core values of selling mentioned in the lesson: confidence, 
risk/reward, and trust. 

G. Allow the group to provide insights on the six steps of the sales process. 
H. Discuss the importance of the decision making process and grid. 
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I. Ask the members to comment on the importance of follow-up and the application of 
Luke 6:31 to the sales process.  

 
6. Q & A: (25 minutes) 

A. Use this time for members to speak openly, ask questions, and discuss with the 
group current issues in their company or personal life. These questions do not have 
to relate to the lesson. 

B. Remember to guide the conversation by LAQR (Listen, Accept, Question, Respond).  
C. It is appropriate to discuss any of the personal reflection questions (if your group 

members do not have questions).  
 

7. Action Plan: (5 minutes) 
A. Memorize Philippians 2:4 
B. Go through the six steps of the sales process and think/pray about if you are 

following these steps and/or how you can start implementing these steps in your 
business. 

C. Pray for each other to have a clear understanding of how to succeed at sales.    
 

8. Summary/Closing Prayer: (10 minutes) 
A. Briefly describe the topic and preparation for the next meeting. Assign two people to 

share about their business (using the template provided in place of the lesson) at the 
next meeting. 

B. Estimated time for homework: two to three hours to go through the steps of the 
sales process and map out a plan to implement the steps. Group members will have 
approximately four weeks for this homework, as business presentations are the next 
meeting. 

C. Ask if there are any spoken prayer requests and close in prayer.  
 


