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PRICE is what You Pay
VALUE is what you Get

- Warren Buffett -
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Always Position Yourself as a
Valuable Financial Partner

Not a Quoting Machine

- Joe Micallef -
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Win More Business
By Mastering The Sales Process

» The Sales Process?

» 9 Steps to Sales Success
d Phase 1: Prepare
d Phase 2: Propose

] Phase 3: Proceed




Sales Process: 9 Steps to Sales Success
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Presenter
Presentation Notes
Linear process. Need all the steps. You don’t know enough about them to make sure that what you’re selling them actually
matches what they need.
Cannot jump from credible reason to solution
Need to help client make an informed decision

There are other steps we need to execute in the sales process before we even deserve the
customer’s business. We need to make sure that what we’re selling them will meet their needs
and wants and increase the likelihood that we’re going to be successful in winning the
business.
Our role is not to give out prices – it’s to help customers make great decisions and make it
easier to buy what we have to sell.


Sales Process: 3 Key Phases
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Presenter
Presentation Notes
First – it’s a linear process – if you miss steps out, you dramatically increase the likelihood that you are going to be
unsuccessful.
Second – the hard work is at the beginning of the process. But here’s the thing – the harder you work early in the
sales process, the easier the back end of the process becomes.
Third – if you miss out the early part of the process and still manage to win the business, you’re probably not going
to end up with a great customer. It’s unlikely they will remain loyal. It’s going to be difficult to re-position yourself as
a trusted adviser and generally – they are only ever going to become more and more sensitive to price.


Sales Process: Outcome Focus

\ Have a ‘
\ Credible
Secure \ Reason

Next Build

Step ':""—‘ | Rapport &

TN Credibility

» Have a SPECIFIC Focus

» Consider outcomes before
action

TASK

Consider Outcomes for a
FIRST or PROGRESS
Meeting
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Presenter
Presentation Notes
Jim Rohn success or failure is a collection of focused events over a period of time …. It is not ONE cataclysmic event

Consider outcomes before actions:
1. Why am I doing this? 
2. How can I improve my results? 
3. Is this the best way to achieve my outcome? 

Understand Real Outcomes – Not going to sell in first meeting …. Eg. Build Rapport, etc .... Understand client’s real outcomes
Great salespeople distinguish between what they are doing, and what they need to achieve by doing it. They know what the real outcomes are, both for themselves and for the person who is buying from them. 

Summary:
1. Make every moment count by being outcome focused in everything you do. 
2. Understand that your outcomes as a salesperson are as important as the customer’s outcomes as a buyer. 
3. Think about your outcomes before taking action, and ask those three key questions to make sure you improve your outcomes in every selling situation. 
4. Make the distinction between the action you’re taking and the real outcomes you’re trying to achieve. 


Sales Process: Have a Credible Reason
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» Have a COMPELLING Reason to
Engage
» Use Weapons of Influence:
1.  Liking
Reciprocity
Authority
Social Proof
Scarcity
Proximity

S

TASK
Consider 1 -2
Compelling Stories
to Engage Customers
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Presenter
Presentation Notes
Common Mistakes:
Make it about YOU and not THEM
I want to find out about your business
I can save you money
I can add value to your business
We’ve got the best product

Weapons of Influence - Robert Cialdini – Guru of Persuasion – Techniques to improve likelihood of getting a meeting

LIKING – Referrals, Compliments, Groups
RECEIPROCITY – What have you got to give?
AUTHORITY – Information, Specialists
SOCIAL PROOF – other client, proven success, case studies
SCARCITY – Limited time, limited service
PROXIMITY – In the area

AND FINALLY …. “IT JUST MAKES SENSE ......”




Sales Process: Build Rapport & Credibility
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Presenter
Presentation Notes
Customers generally buy for emotional reasons but need to justify their decisions based on rational reasons. You want them to feel COMFORTABLE and I want them to feel CONFIDENT.

High credibility and low rapport = emotional deficit (lack of rapport creates distrust)
High rapport and low credibility = rational deficit (create doubt about ability to deliver on promises)

Difference vs Sameness : It’s all about them, Information, Body Language, Speech
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Sales Process: Explore & Listen

Pre-Determine Broader Needs
and Questions
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Presenter
Presentation Notes
Steve Covey - Seek to understand before being understood
Great salespeople are great listeners – they listen not only for words but also for emotions and hidden meaning.
Don’t go looking for the sale – go looking for ways to help.



Sales Process: Gain Permission
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» Confirm Customer’s Needs
» Gain Permission to Help
» Be a Trusted Adviser

TASK
Script how you would
Gain Permission to
Offer a Solution
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Presenter
Presentation Notes
Before we get to offering our solution there’s one more step – we need to gain permission.
Have you got one of those friends who every time you share a problem with them, rather than
listening to you and asking if you want help, they jump straight in and start telling you how to solve your problem?
They’re painful aren’t they?
Guess what – salespeople who do this are painful too!
Just because a customer has told you they have a problem doesn’t give you the right to solve it. The art of gaining
permission is all about confirming with the customer that they want you to help them and they are committed to
working with you to come to a mutually beneficial solution.
This step is all about building commitment. Doing this well is often the difference between being seen as a pushy
alesperson and being seen as what David Maister called a “trusted adviser”.
Bottom line - don’t offer solutions until you have gained permission.


Sales Process: Offer Solution
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> Predetermine Solution For
Every Need

» PRACTICE your Valuable
Solution

» Create Quality Proposals
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Presenter
Presentation Notes
It has taken a while to get here but I can promise that every step we have engaged in has
significantly increased the probability that the customer will say yes to your solution and be
less price sensitive than if you had made the big mistake and jumped straight through to this
step.

I never cease to be amazed at how many salespeople drop the ball when they finally get an opportunity to present their solution.


Sales Process: Ask For The Outcome
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» Seek Decision & Action
> Assume Interest &
Willingness to Proceed

» BE BRAVE - Overcome
Limiting Beliefs

TASK
Script how you would
specifically
Ask for an Outcome
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Sales Process: Handle Objections
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» Predetermine Objections
» Prepare Responses
» Practice Responses

TASK

Consider Common
Objections.

Script 2-3 preferred
Objection Handling strategies
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Presenter
Presentation Notes
Professional salespeople know most objections are generally just excuses or negotiating responses
Handling objections is about persuading people to do things that we know
they should be doing, not about tricking them into buying anything they
don’t want. You need to know these responses before you’re out in front of
the customer, not during the objection phase.


Sales Process: Secure Next Steps
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» Consider NEXT STEPS &
Always Propose

> MAKE IT EASY
> Diligently FOLLOW UP

TASK
|[dentify Next Steps.

Script How you Secure and
Follow Up.
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Presenter
Presentation Notes
This is the last step in our sales process. What this step is all about is ensuring we have the skills required to maintain
momentum in the sales process.
This is critical in both the complex sale and the competitive sale because if you don’t have a next step, you’re not
going to get.
GREAT salespeople ALWAYS have a Next Step
Next Steps include:
Second Meeting
Opportunity to do more relationship building
2nd attempt to propose if first attempt failed



Win More Business
By Mastering The Sales Process

. Master the Linear Sales Process

. Be Deliberately Engaging & Credible
Explore Broader Needs

Develop Strategies & Scripts

. Be Confident & Compelling

. Understand Next Steps ﬁ
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Win More Business
By Mastering The Sales Process

_ Exercises

1. ldentify your Strengths & Weaknesses

2. Complete Sales Process for Upcoming
Meetings

3. Develop at least 2 — 3 strategies / scripts
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Win More Business
By Mastering The Sales Process

Contact Joe Micallef

www.growupsales.com
joe@growupsales.com
773 329 0066
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