Extra Paragraphs

Take two or three of these extra paragraphs and combine them

with one opening and one closing paragraph.

Choose a title from the title file, make a few quick edits, and

you'll have your own unique article that you can send your list,

post on your blog or submit to article directories.

Some of these can also be used as quick tips that you can

send out a few  times a month.

------------------------------------

The way you write your sales pitch, where you place which word, how

long must it be, what do you say, how do you say it, what guarantees do

you give, how good do you make it sound, what is the perceived value,

what does the buyer get, why or why not ad bonus products, what about

the price.

------------------------------------

His statement rolled around in my head for the balance of the day and

that night. I needed to understand his thinking. The next morning, I

worked up some courage, not really sure what I would hear and went

into his office to ask him what he meant with his comment the day

before.

------------------------------------

Perhaps your problem is that you haven't taken the time to develop and

implement a sales process.  This may be because you viewed it as

“busywork” with too many forms to fill out, or you felt that your sales

team would perceive it as a “control” tactic.  Whatever your reason for

delay, now is the time to correct the error and increase sales.   To do

this we must evaluate our reasoning about our customers.

------------------------------------

Sometimes the “objection” is a smokescreen. Just an excuse not to buy

because the customer is not comfortable with you yet, or your product.

Re-state the objection, ask questions about it, respond appropriately

with a real solution. Cushion, probe, respond.

------------------------------------

What is the next reasonable step they must take?  If you can figure

out where they are and what it’s going to take to make them buy, then

we can find the next logical step for them to take.

------------------------------------

A vicious circle indeed and it seems that just a few at the top are

making it. Many well known marketers are making it, but there are many

more who remain quiet and anonymous that are raking in millions. It is

up to you if you want to be well known or not, but use the right secret

ingredient and you will be raking in the cash.

------------------------------------

Start early. Don’t bombard the client with questions, but you do need to

probe to find out how you can serve them. Listen to the answers. Take

notes. Make sure they know that you are sincere in your desire to find a

solution custom fit for them. Effective probing is the key to unlocking the

best possible sale in each and every circumstance.

------------------------------------

We should operate with the knowledge that everything we do in our

sales process is done to help our clients do what they need to do to

buy.  Any action that we take that is not done with the intent of

empowering or encouraging our client to move closer to a purchase is

wasted energy.

------------------------------------

The buzzword niche has now been around for a while, and in most

places you will be taught that to get good business you must find your

niche. For most this is easier said than done, think about it while you

walk the dog, it  may help but it wont resolve the issue at hand.

------------------------------------

Leave Work at Work. This one isn't going to directly get you more

sales, but it will help your overall attitude, and that can definitely lead to

more sales and a better career in general. It is VITAL that you have a

good work/life balance, and that you leave work at work. Don’t carry all

of the “no’s” home with you. Home is where, hopefully, the yes’s come

out to play much more than the no’s.

------------------------------------

The same logic holds true for any meetings with company executives of

your prospect.  Ask yourself what exactly is it that you want your client to

do as a result of this meeting?  You should never go into any meeting

without a plan of what you want that meeting to accomplish.

------------------------------------

------------------------------------

------------------------------------

Instead of asking “What do we need to do to close this deal?”  You

should be asking, “What does the customer need to do in order to

buy?”  This change results in a major shift in how you think about the job

of selling.  Consider these points:

------------------------------------

What this means is that your product, book, sales letter or email needs

to be unique to yourself. That is how your product will stand out from the

rest. Just duplicating someone else's work might bring you  some

success but the real success lies in you. Like any game before you can

get those tricky moves going you need to do the basics right. Learn the

basics and the rest will follow.

------------------------------------

In all areas of your work life and I mean ALL areas aspire to be as

helpful as you can. Help your customers, first and foremost. Help co-

workers, other departments, even the competition in some

circumstances (don’t give them a sale, of course!). The point is, if you

are helpful, they'll appreciate it. Appreciation and a good reputation go

a long way.

------------------------------------

------------------------------------

------------------------------------

Not only will this help you get More New Sales, it can help you sell

yourself along the way, which could mean raises, promotions, or any

number of things.

------------------------------------

Make contact with all of your customers who either haven't bought yet,

or have only recently bought. If it’s a potential customer, find out what

you can do to move them along in making their decision. Not the used

car sales guy-high pressure way, but by trying to sincerely serve them.

How can you help them? You are trying to solve a problem they have,

and whether they called you or you called on them… if they wanted to

hear your sales presentation, they need or want what you’re selling.

Make it a problem solving expedition, and SERVE the best you can.

------------------------------------

Closing is the most important thing you can do. If you don’t ask for the

business, you'll lose more sales than you make. That’s the obvious part.

The not-so-obvious part is when to start closing. Almost every training

course discusses this so you probably already know it, but it’s one of

the biggest ways to find out how far along the decision making process

the customer is at any time.

------------------------------------

Find out what other successful sales reps are doing, and use their

successes to create your own. Sometimes the difference is just a word

or phrase, or a different approach with a certain client type.

------------------------------------

Ask questions throughout. “Will this option meet your needs? Is this

component something you are interested in? Will this meet your need,

and/or am I on the right track?”

------------------------------------

Deliver on your promises. Do what you say you are going to do. Return

calls, answer questions completely and honestly. Nothing is worse than

nailing a sale and then losing it all on a technicality. Don’t be “that guy

(or girl)”. Don’t lie, it won't work out in the long run.

------------------------------------

Capturing trust is at the heart of sales. Whether you’re asking someone

to part with their own hard earned money, or asking a corporation to

narrow its profit margin with an added expense …you must deserve the

business. If they trust you… you’re one step closer.

------------------------------------

At some point and time, most customers will have questions that can

lead them to either wait to purchase, or purchase from someone else.

Or they can talk themselves out of buying altogether. These questions

are actually objections. Sometimes the customer doesn't even know it.

Sometimes the objection is completely different than the question being

asked. You need to know what is stopping the customer from buying.

------------------------------------

This can be a make or break moment in the sales call, and it comes

early. You could spend a ton of time working with a potential client

who’s already decided they’re not buying from you. Or, you could blow

right by serious concerns and never address the real need, losing a

valuable sale.

------------------------------------

First and foremost, don’t talk yourself out of a sale. Don’t “show up and

throw up” by reciting every detail about your product every time.

If you've done your probing and found out what the customer needs, you

can simply tailor the presentation to the points they need to know about.

If there is additional information that relates to an important point, by all

means throw it into the mix.

------------------------------------

The sales organization’s influence in enterprise revenue generation is

concentrated in the sales pipeline.  Identifying bona fide sales

opportunities, managing those opportunities through the sales pipeline

until they produce revenue, and then managing customer or client

relationships are the primary responsibilities of the sales and sales

management teams.  Rarely, if ever, does the sales organization

control the resources of manufacturing, marketing, finance, legal and

customer service.

------------------------------------

Just the basics, then get them involved. If you refer to your notes on the

customer, you can get them to ask questions, and then you’re helping

them instead of feeding them a pitch.

------------------------------------

I shouldn't even have to say it, but every feature should show the

customer a benefit. It’s Sales 101. If you don’t know about this part of

sales… find a basic sales class and sign up. You’re not ready to talk to

customers.

------------------------------------

What is the buying process of this customer?  We need to know

what it will take, and who needs to be involved for this client to make a

purchase.

------------------------------------

Think about when you were provided a service or sold something.

Doesn't it feel good when the service was provided in a quick, timely,

efficient, and friendly manner?  It feels so good that you will go back

and buy more (even if you don’t need anything) because you want to be

around that feeling.

------------------------------------

You MUST know more than the other salesperson. You need to learn

everything you can about your product or service, and every part of your

business that relates to it. You also must learn your competition inside

and out.

------------------------------------

What can we do to get them to take that step?  Once we know

what our customer needs to do next, then we can figure out what we

need to do next in our selling process.

------------------------------------

If your customers can’t tell that you are the expert, it'll be up to them to

make the decisions. If they rely on you as the best source of

information, they'll be more comfortable with you making decisions for

them, ultimately leading to a successful close.

------------------------------------

Many just throw in the towel after a while and that depends where they

can push their patience to, others last a bit longer and as these leave

new recruits eager to do the same join the party.

------------------------------------

Many new internet marketers make the same mistake, including me,

when you start out, you want to sell everything to everyone, make

millions of dollars and retire on the beach watching whatever you enjoy

watching.

------------------------------------

One of my favorite ways to learn (or teach) is a ride-along. Go on sales

calls with other reps at times. Sometimes, just the way a phrase is

framed in a conversation can change the way you see a product,

feature, benefit, or customer interaction.

------------------------------------

Revenue generation is a cross functional, company-wide process that

involves every department and all employees in the organization.  The

CEO and the Board of Directors set corporate strategy and everyone

else in the organization executes that strategy.

------------------------------------

Some reps are more laid back, some are more aggressive. Make note

of which style works with each type of customer. Use what you learn to

customize your own style of selling. If you are great at selling penny-

pinchers, and your colleague is great at up-selling and nailing big ticket

items… you can learn from each other!

------------------------------------

When I started my internet home based business I quickly learned that

nothing comes for free and you have to work at it to become successful.

I thought that I could make lots of money in a short period of time; well I

couldn't have been more wrong.

------------------------------------

He asked me to sit, and began by telling me how pleased he was that I

was on his team, and explained he believed his role was to get the best

out of people. I told him I felt a bit insulted, I considered myself better

than just good at sales. He reassured me I was, but if I wanted to be a

great sales person I had to listen carefully to some advice. I still

remember as if it were yesterday, at 9 am on a Friday morning he said

two words that stunned me, "Stop selling." I was dumbfounded, stop

selling? He went on to explain, "Your job is not to sell anything. Your job

is to help your customer make an informed purchasing decision."

------------------------------------

If you've already served, and the customer is happy with your

service, they should be more than glad to refer others to you. You've

already made the sale! You have nothing to lose. Ask for referrals.

Every time.

------------------------------------

Yes, I got into the get rich quick scams to begin with, searching on the

internet for ways to make money fast. First there was the "get paid for

doing surveys" scheme. Then I thought that I could sell things on e-bay

to make a quick buck. While there are lots of people doing this it’s not a

way to get rich quick. Next was the pyramid scheme. As time went on

the money kept going out and nothing was coming in.

------------------------------------

Don’t be afraid to pay for leads. You can pay fellow employees a “bird

dog fee” for sending leads your way, or you can use online paid lead

services. Just Google “sales leads” and see how many hits you get.

The point is, you need to have clients to talk to, and the more pro active

you are in getting them, the better your sales results will be.

------------------------------------

He said, "Clayton you're a good sales person, but you could be a great

sales person." As one of the top sales people in the region my ego was

bruised. I went away mad that he would say such a thing. I considered

myself a dedicated student of selling, I had been on many sales

courses and my results were very good.

------------------------------------

I could have quit there but I was determined. I changed my way of

thinking and started to search for legitimate ways to make money

online. That's when I found my first no "BS" internet home based

business. I learned everything there was to learn about it, applied the

strategies and then reread it all to see if there was anything I missed.

Doing those simple things can make all the difference.

------------------------------------

Buy a digital voice recorder. Keep track of ideas you have throughout

the day for leads, new customers, or things to do for current customers.

Finish your day by checking through your voice notes and acting on

them. It’s easier than stopping to write something down on the fly.

Transfer to do lists into your planner as needed, but when you think of

an opportunity, don’t put it off. Make note of it right away.

------------------------------------

While working my new business online I soon learned that one business

wasn't going to be enough to sustain me working at home. So I decided

to take on four more legit home based businesses so that I could obtain

multiple streams of income. If I could get each of them making

$500.00/month that would be enough to allow me to stay at home. I

dedicated myself to learning everything about them as well and all the

while I kept repeating the things I had learned. Repetition and

Duplication are the keys to making any home based business work.

------------------------------------

The picture most companies present to the world show the sales

organization “out there,” in front of customers and clients and in front of

the rest of the company’s departments.  Even marketing, the first cousin

of sales, is more often than not as disconnected from sales as are the

other departments.  The sales group leads the company charge, and

the other departments take up rear support positions, providing

tangible and intangible support.

------------------------------------

I always hated hearing this, but sales is a numbers game. The more

people you ask, the more presentations you make, the more you'll sell.

Get out and sell! It’s what you are paid to do.

------------------------------------

That is not to say that all such sales tips should be avoided, far from it.

Do learn from as many sources as you can but without forgetting your

own self, because that is what makes you different from l the rest of the

huge crowd. Business dealings depend on trust. So it is important to

focus on your human side. Only then can you convince the other person

that it is going to be a fair deal. As some put it, "the trust factor that is

the bedrock to any sales or selling relationship". It is here that modern

sales strategies fail. Their failure lies in their negligence of the human

elements. To be convincing and to build up trustfulness, you have focus

on your own personality rather than worrying about various external

factors.

------------------------------------

I know this is probably an oversimplification, but the fact remains that

you need to see more customers in order to close more sales. It’s not

always easy, but the best way to deal with it is to get busy. Make them

tell you no. A lot of them will also say yes.

------------------------------------

Marketing skills and writing have become more and more important to

the marketing of your products and will become increasingly so as the

internet increases in size.

------------------------------------

So for how long am I still going to be ranting on about the secret, or

maybe it is my sales ploy, who knows? Well lets let the cat out of the

bag and not keep you in suspense any longer. You cant buy the secret

ingredient. You are it. You just need to develop yourself using the right

information.

------------------------------------

Embrace “NO” You must not be afraid to hear the answer “no”. It's going

to happen every so often. A lot, if you sell for very long. It’s not personal,

so don’t take it personally. Embrace it. Learn to appreciate it.

------------------------------------

Funny enough it has been the same for as long as you possibly can

remember, from the first radio commercials, print commercials up to

the latest in HDTV, it has not changed, what has changed is the jargon,

the language and the way people perceive the world around them on a

daily basis.

------------------------------------

No’s can lead to yes’s. Sometimes a no can uncover a problem,

objection, or issue that can be resolved and lead to a yes. Even with a

definite no, if you've served your customer properly, you can take an

opportunity to try and get referrals. Always sell. Always ask the

questions. The no’s can’t hurt you if you don’t let them, but they can be a

big help.

------------------------------------

 Even with so much information at your finger tips it is not any easier to

 perfect your sales techniques or advertising techniques. Even when

 you refine your search to terms like sales closing techniques,

 motivation techniques, presentation techniques, sales skills, and so on

 and so forth, it is rather hard to narrow down your search any further

 from among the million odd articles.

------------------------------------

We have never observed a situation where the sales organization is in

disarray while all the other business segments are humming along with

little or no friction.  In those rare cases where the failure or

under performance of an enterprise’s revenue generation process lies

within the sales organization, the appropriate sales executives,

managers and sales professionals should be held accountable and

should suffer the requisite consequences.

------------------------------------

Listen to the customer if they want to sell themselves. Sometimes we

get so caught up in our own expertise, our own plans, our own ego’s,

we forget that the customer just might already know exactly what they

want. Give it to them.

------------------------------------

Things started to happen after a month and a half had went by. My site

was indexed from the search engines and I got a few signups to my

affiliate programs. This in it self was enough to keep me plugging

along, but still no sales. I was more determined than ever now,

spending countless hours at my desk.

------------------------------------

Yes, you still need to sell. You can up-sell, or make recommendations if

what the customer wants is impossible or will not serve them properly,

but don’t “sell” yourself out of a sale. Sometimes it’s okay to be an

order taker.

------------------------------------

To one degree or another everyone in an organization impacts the

revenue generating process.  The strategic plan of the board of

directors and the CEO provides the overall strategy for revenue

generation.  The marketing department provides crucial demographic

and psychographic customer or client information on which the sales

department relies in formulating industry and account strategies.

Manufacturing, finance, legal, customer service and all other

departments facilitate or constrain the process of generating revenue,

each in their own peculiar way.

------------------------------------

Well he had to repeat the statement two times before the light bulb

began to come on for me. Of course he was absolutely right. I needed

to move from being a gladiator ready to do battle, to becoming a

trusted advisor. My responsibility was to bring subject matter expertise

to the table and help the potential purchaser understand the pros and

cons of their decision. It is their money, it is their decision.  Had I done

everything I could to help them make an informed one?

------------------------------------

Many of the top sales professionals I know have been fortunate to have

had a mentor somewhere along the way who shared nuggets of golden

advice. Many years ago my Regional Sales Manager made a

statement one day that offended me. It also changed my life.

