Chapter 8—the approach: begin you presentation strategically
The approach opening the sales presentation
Your attitude during the approach
· Creative imagery—envison the worst thing that could happen
· First impression
· Appearance
· Attitude
Approach techniques and objectives
1. Open with a statement
2. Open with demo
3. Open with Q’s
The relationship builder
· B2B selling building a rapport
· Small talk to formal discussion
Situational approach
· Type of product sold
· Repeat sale
· Time you have
· Customer aware of problem
· Customer needs
Open with statements
1. Intro approach
a. Most common
b. Least powerful
2. Complimentary approach
a. Mutual acquaintance 
3. Referral approach
a. Use of a person
4. Premium approach
a. Give something for nothing
Demo approach
· Use of product
Open with Q’s
· Customer benefit approach
· Curiosity approach
· Opinion approach
· Shock approach
Using Questions
Direct Q’s
· Answered in few words
· Don’t allow prospect to answer with NO
Open ended Q’s
· Who what when where why how?
Rephrase Q’s
· Continue to probe for real answer
Redirect Q’s
· Redirect from a negative to positive or neutral position
3 rules for using Q’s
1. Use Q’s that are easily answered
2. Pause after Q
3. Listen
Needs Analysis—Key success
Needs Q should focus on results
Structure needs analysis using multiple Q approaches
· Situation
· Problem
· Implication
· Need payoff
1. Using one or more Q to find out problem
2. Asking about specific problems
3. Explores implications of problems
4. Figure out how motivated prospect is 
