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ntrepreneurs and executives
Ealke increasingly want to

know how they can sell more,
in less time, at a greater profit. With
that in mind, what is the single best
thing you can do to immediately
improve revenues, and raise your
bottom line? Focus the bulk of your
energy on your greatest revenue
generator: sales!

Of course, when it comes to
multiplying sales revenues, there are
no magic bullets. After all, if increas-
ing sales were that easy, everyone
would do it — including your compe-
fition. But as we began discussing in
July's issue, there are nine quick
fixes that can do wonders to help
you break loose from all those good
old sales techniques that just don't
work anymore, set yourself apart
from the pack, and start you on the

road to consistently performing at
the top 20% of the industry.

>> QUICK FIX #4:
TURN A SELF CENTRED
PRESENTATION INTO A
TWO-WAY DIALOGUE

Over 20 years ago, Neil Rackham
concluded a 12-year study
analyzing some 35,000 sales calls
conducted by 22 companies in 23
countries. The objective of the study
was to determine the precise behav-
iors of successiul sales people.

What did he find? That mediocre
sales people make statements.

The best ask questions.

During sales meetings, your
golden rule should be to takk no
more than 20% of the time. This
means listening for at least 80%
of the conversation.



The next time you make a sales call,
try one of the following simple exercises:

>> Turn all your feature and benefit state-
ments into questions. For example, instead
of just telling the prospect that your
product is web-based, try something like:

‘I understand that a web-based application
is important to many companies. Is that the
case with you?’ By asking questions rather
than making statements, you will ensure
that your next sales meeting is a two-way
dialogue rather than a one-sided — or even
self-centered — presentation.

>> Create a list in advance of all the ques-
tions you would like to ask. Then, carry that
list into the meeting with you, and commit
yourself to asking all the questions before
you leave. In addition to improving your
sales skills, having a prepared list of
questions will also demonstrate to the
client that you are diligent and well
prepared for the meeting.

>> Practice using the word ‘why’. Why is
that important to you? Why do you need
a 10% discount? Why do you want free
shipping? Why do you need the quote >> QUICK FIX #5: acknowledge their objection, rather
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Second, adopting a conversa- Most people say they are excellent listeners. But when is the last
tional frame of mind will encourage time you actually felt truly listened to? To hone your all-important
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>> Last but definitely not least, don’t interrupt. Resist your urge to
only buy from you for their own rea- complete your prospect’s sentences, and never, ever — ever! — cut
sons — not yours, them off mid-sentence. In other words, when it’s their turn to talk,

To discover what their reasons keep your mouth shut!
are, you need to support and




