Opening-closing paragraphs

Use these to open and close your articles. Then
choose 2 to 5 paragraphs from the 'paragraphs' file
and you will have a complete article that is uniquely
created by you. Then submit it to article directories
to get visitors to your squeeze page.


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

Openings:
Use these to open your articles

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


Everyone would agree that a structured sales method is needed for
maximum efficiency, yet we all know of companies that ignore this fact.
Without a set of steps or structure, sales are lost or ineffective so the
process in use has to be assessed.


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


What's the a biggest motivational tool out there when you start an
internet home based business? Well for me it was the anticipation of
making my first sale.


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



Just take a look at history. Ancient civilizations were all conquered by
foreign nations with superior weaponry like guns, grenades and
cannons. Your swords and shields won't win you the battle no matter
how motivated or hyped up you are. It is the same when it comes to
sales. In the sales line today, you just can’t approach your 21st century
customers with obsolete tactics from the 80s.



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


Have you heard of the word ‘cold calling’? Have you ever wondered
why people coined the term ‘cold calling’? Because you will most
probably receive a ‘chilly’ response on the other side!



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


More New Sales. That’s what we're all looking for. Have you ever
wondered why there are times when you can’t figure out what to do
next? You find yourself browsing at a book store, music store, hanging
out at the house instead of out selling. Why?


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


Imagine this …everybody walking the universe with a piece of tape
across their forehead saying “Make me feel important “. This is the
essence of sales and providing outrageous customer service.  It’s also
the essence of building a great company and attracting all-star talent.


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


Revenue is down.  Sales are slowing.  The CEO looks up from the
business plan and realizes that the company won't meet analysts’
expectations.  Focusing on the organization’s sales leader, the stage is
set for sacrificing a scapegoat.


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



If you are a sales person, you are in one of the toughest professions out
there. It has been said less than 1% of the population has what it takes
to be successful in sales. Those are not great odds. But many of us are
attracted to the sales arena. We are the modern day gladiators who
face daily challenges, survive and often thrive. We like helping people;
we enjoy the competitive nature and recognition that comes with being
successful at what we do.



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



A Google search on sales techniques or strategies (including more
specific searches like a search on real estate sales technique or
prospecting techniques or marketing tips or motivation strategies) will
yield over a million results instantly.


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



The internet has become a huge mall with little alley ways and secret
entrances all over the place. There are a huge amount of sales
websites all vying for the same attention. Indeed a highly competitive
market.


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

Closings
Use these to close your articles

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



Do not believe that you are not a writer. For some it is harder work than
for others, but if you intend to be a successful internet marketer and
have those vacations at the beach, every moment spent will be worth
your while.



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



People prefer to seek out their own merchants. All they need to do is
switch on Google and type a few words into that little box. They don’t
need a salesman to call them up during their dinnertime to tell them how
their latest lawnmower will change their life!



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


Over the years I have shared this nugget with many "good" sales
people. I smile as I watch their reaction when I suggest they can
improve their sales if they STOP SELLING. If you practice this
philosophy today I commend you. Should you adopt it going forward, I
wish you much personal success.


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



The above mentioned are called people’s universal needs.  This is
what professional selling and customer service is.  You are meeting
people’s universal needs.  It’s so easy, but often overlooked.   Try it for
a day… to everyone you come across… try making them feel important
and see what happens!



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



The focus, and we simply cannot say it too many times, should be on
making your buyer feel good, convincing him, ergo, trust building.
Selling is essentially, when reduced to its elementary, most basic
precepts a deal or a pact between two like minded people or parties.
Let us also not forget that trust goes a long way. The same buyer, if and
when convinced and satisfied with the sales, will come back and
maybe also bring in other buyers. This is a very fundamental precept of
the sales technique. And the one on which you can always fall back up
on in times of trouble!


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


It's important to take a critical look at the entire revenue generation
process and how each business segment contributes to or detracts
from the success of the process. Every department in an organization
either contributes to the company’s revenue generation process or
contaminate it.


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



Things have been picking up more steadily each and every month. The
more I apply the things I've learned the more successful I become. The
more I repeat things I've learned the more successful I become and the
more I track and duplicate things I've learned....well you get the point.


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



This may seem like a lot of work before the sale, but remember before
you drive over to see a client or worse, get on an airplane to fly there, if
we don’t have a knowledge of their buying process and where they
are in that process, we won't know what to say or do to enable them.
Then we are nothing more than a professional visitor, not a
professional sales person.



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


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. Plus, it just makes sense. Be kind, be helpful. You
never know, maybe we are entertaining angels unaware…

















