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PUrpose

o walkthreugh the bare essentials of
selling

o elpryeu ter everceme paralysis caused
By emotienal Parrers e selling

o stimulate yeu ter generate more: sales




Bilblical perspective

All"hard Work BiRgs a prefit, but mere talk leads
Only te peverty. Proverbs 14:23

I & man IS, 1azy;, the rafters sag; I his hands are
idle, the house leaks. Ecclesiastes 10:18

SOW yeUr seed in the morning, and at evening
let not your hands be idle; for yeu do not Knew.
Which will suceeed, Whether this or that, or
whether both will doregually’ Well. Ecclesiastes 11:6




Selling = A definition

Selling Is a tWo-Way: Persuasive: Process
WhICH takes place: between a sellerrand a
pUYEr and results i a transaction. The
pUYEr and: sellerr recegnise: and appreciate
Each ethers reles in making sure: that
POLh parties; gaifiren the deal.

Selling 1S norfleecing semeone: te; Uy,
SOmething they den't Want oI need.




Emotional barriers

Lack: eff experience Fear Of

Semething more pressing

needs, to be done rejeCtion

They've said ‘no” hefore

he managingl director: IS
poundl te be oo husy: to
talk to me




Scenario

Youive got the' product
Youive designediyoulr Business plan
Yourve got your leads
YoUufve goet a phone en yeur desk Wihich
/sAEHRgIng!

Wihat 6o, )ou Ao iow?




Sell! Sell! Sell!

Prehe Definition
Match |ldentification
Confirm Proof
Close Agreement
Desire
Action




DIPADA 1n more depth

Make sure you are negotiating with someone who can
make a decision. Using open ended guestions — establish
wants and needs of prospective customer, prioritise:
what’s most important?

Identify your product as a potential solution which
Identification meets your customer’s needs. Trial close, “...if I...will
you...?” If the answer is no, go back to definition

Definition

Using Features and benefits, describe how your product
fits the bill

Gain your customer’s agreement that you're your
Agreement product does meet their needs. If they don't agree,
clarify what's missing for them.

Also called the close, this is where you agree what you will
Action do next. It might be a product demonstration, a follow up
meeting with an influencer or it might be a sale




Desire

The missingl D iRl the previeus; slide: Is
desire. It deesn't fit 1nte) the Process
diagram; uit BY fellowing It UL Yo
clistemer’s desire willlincreaseras you
MeVve threugh the: process; Becalse: you
will loe demenstrating hew: yeur product
MEEets thellr neeads.




20 Questions

Use open ended guestions, those that canit be answered
yesior no. This willfensure that youl get the: maximum
Infiermation and avoeidithe conversation seunding like an

Interegation

Prepare infadvance — Wiiat infermation willlyou need to
KROW: te) determine Whether yeur product IS sultable for
the customer

ASK guUestions anout your: cUStomer's DUSINESS —
particularly: these abkouit hew: they: make money, WAy,
thelr customers buy. firom: them,

Be: truthful: e clear about yourr ebjective from the: start
— you are trying| te selli yourre not conducting| a
guestionnaire!




Features & Benefits

Definition: a featlre Is a characterstic off a preduct, a
penefit Is the value that It BHNgs o a custeomer

People buy: henefiiis — net features

Benefits: are linked directly: to the Buyers moetivation
Moeney: profit wealthr and gain
Ease and convenience
Belenging
Security
Image and prestige




Clesing

ABC — Always, Be Clesing

TV/pes of close
x Direct — “Cani | have your husiness?™
x Tmal — “...0f L will you...?”

s Alternative - “Would yeu like that 1n red or
plue?”

s Assumptive — “I'll 'get that delivered on
\Wednesday fier you:




10 Golden Rules

You must sell!

You must deal with decision makers

You need to clese — always ask fior the business
INever stop selling

A sale Is net a sale until the order Is signed, product delivered and
the bill paid

Dontt pin alllyeur hepes en ene or twe eppertunities

Don't practice onismall customers — aim: at those who have the
potential to do mest business

Keep! lists of prospect customers
Donft give It away/
When yeu dontt sell, always know: wiy.




