Power Up Your Selling Effectiveness:
Overcoming Common Roadblocks to Selling

With Uncommon Success Techniques

Introduction

1) The Importance of Salespeople
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The president who sold himself
Get me a salesperson, quick

2) Overcommg Roadblocks in Your Mind ..

3) Get the Cash by Making the Call

The professional salesperson
Bridging the gap correctly
Making a positive impression
Carrying your tools for success
Building the bridge of trust

I have them here someplace

Backside-kicks to remember the obvious

Killing phone fear

Will she go out with you?

Reasons for resistance
Misperception of a sales call
Connecting with a prospective client
Don’t try to sell them anything

I am imposing on the person

You are the solution provider
Simple rule for success

4) Refine Your Calling Technique and

Gain More Sales

Consistent process pays off
Research the prospect

Creative calls

Ways to be distinctive

But my heart is not in it

No salespeople allowed!

Doing the follow-up call

The good — the bad — the very ugly
Present your proposal personally
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* Go beyond your office walls
= Polish your attitude before stepping out
» The fabulous-five success skills
* The risk of rigidity
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* Check your mental energy
= Moving to action
= Don’t be a “kinda do” person
* Audit your mindset
= Compile your Pre-Call Strategy Sheet
= Questions before the call
* The power of touch
» Disadvantages of automating the selling process
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Persevering through the cycles
= Cognitive restructuring
*= Be a farmer
= Post-Call Summary Sheet
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= Be creative over the extra mile
= Personal differentiation
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* The watering can got the sale
* The balloon did not burst the sale
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Creating your own limbo
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* Probing questions
* Assemble alliances
= A confidant’s value
* The step after losing a sale
=  Follow-up conversation



10) Domg it Four-legged and Winning
How to be more effective
= Coaching calls reveal a lot
= Sales Call Feedback Sheet
* QOvercoming sales phobia
= Value in selling deep and wide
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= Conquer, overcome, and control —

steps to failure
* The proposal

» Know your competition’s offerings

= How important is trust

= Keep the client in a positive perspective

» Failing with a superior attitude
= Just answer the question

* What color do you want

» ROl is a higher priority

= How not to give your expertise away

* Pushing or pulling

12) Negotlatlng Price to Win Every Time ... 141

Bargaining for a deal

* Lose by providing the lowest price
= A higher price is the better price

* Pricing aspects to consider
= Negotiating the price
=  Confrontation to conversation
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= Lance as a role model
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» (Celebrating success by selling more
= Novices need to be put in a box

=  The Columbo Technique

14) Leveragmg Your Time ..............

How to increase your selling time
» Expanding your sales force for free

= Referral power
» Train to achieve more
* Value of training
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» Falling short
= Avoid the Waldo Pepper Effect
= Obliterate the demon
=  Commit, but don’t over commit
= A simple success plan
» Use Paul Harvey to quiet a storm
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Don’t have a wobbly career in sales
= A 100 to 1 winning strategy
= Lessons from squirrels
» Learn to read your prospect’s eyes
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= Stretch out your hand
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