Mid term Review Notes Personal Selling

According to Pink: 
“There are no natural salespeople, in part because we’re all naturally salespeople.”

Sales Meaning: Have to help my client do their job better every time I see them, so that they and their company achieve their goals. Building a relationship, creating trust.
· Offering something of value
· Create demand; through a fundamental need the client has, that will help them improve and do their job better

Knowledge and adaptive selling: 
· Product knowledge and company
· Being assertive (takes charge, risks taker, make statements) or responsive (more emotions in dealing with others, more personable, animated) 
· Drivers (High assertive, low responsive) business oriented, serious
· Analytical (Low assertive low responsive) analytical, fact based, solution oriented
· Amiable (low assertive, high responsive) open, honest
· Expressive (High assertive, high responsive) Build relationships
· Adaptive: Lets discuss, considerate, accommodate to others
· Non adaptive: I’m right, its always done like this, ill tell you how it should be

· economic value of prospecting, be positive, you are trying to help them remember that 
· How to obtain leads: satisfied customers (current and previous), endless chain method (finding g a new customer from an existing one (referral)
· Center of influence: build a network of influential people who can aid in prospecting
· The internet: make yourself apparent on sites, boards, forums
· Ads and publicity, cold call, sales letters, shows, seminars

Planning the sales call
· Obtain prior info: the prospect as an individual the organization, any concerns
· Set Objectives: Specific, Measurable, Realistic, and Time specific
· Call objectives: Setting goals that must be met for each call (ex: name of someone important, or other valuable info)
· Making apt: Right person, right time, right place, building relationship with subordinate to ensure meeting (Secretary), calling to make apt;.

3 types of Goals
· Performance (I want to sell 5 million$ worth this month)
· Activity ( I want to make 5 presentations each day for the next month)
· Conversion ( I want to sign this contract and close the deal by this day)

Call 1 (1st time meeting client)
· Objective: Book next appt. invite other decision makers to next meeting
· Activities: Introduce yourself  (background), presentation, describe product, identify key needs, who else do I need? (key players in decision making)

Call 2 
· Objective: Book next appt.. ask for formal proposal 
· Activities: Make a presentation (formal) to everyone on the call, deeper needs analysis with everyone present at the meeting, relate benefits of your product to the needs that were brought up 
· 

Call 3 (Conversion Call)

· Objective: Book next appointment, attempt to close
· Activities: Present the proposal, Elicit and comment on proposal, proposal modifications

Call 4

· Objective: book next appointment, close sale
· Activities: present modifications, negotiate/modify, 

Call 5

· Objective: Book next appt.
· Activities: review progress with order 

Types of Traps
· Failure Trap
· Technology Trap
· Organization Trap
· Quota Trap : focusing on sales and meeting quota rather than providing value to customer
· Identity Trap : finding work life balance to be ensure all around life efficiency and happiness ( don't let work determine who you are)
· Yes Trap: Value to saying no (focus on productive tasks)
· Party Trap: What you do outside of work effects work efficiency (health, habits)
· Control Trap: Taking on too much control, must be able to delegate tasks to others for your own efficiency and productivity (let go of ego, insecurities, trust others)

Key Motivators
· Money, security, achievement, recognition, acceptance, self acceptance

Ambiverts Advantage:
· They can adapt( carry qualities of introverts and extroverts) being able to show power but also sit back and listen and inspect

Most important elements in sales
· Desire to achieve, don't take rejection personally ( it's the product not you), believe in continuing education , must be able to adapt and understand different personalities and situations(learn new skills and techniques constantly)

Perspective Taking: Understanding and taking into consideration another persons point of view while still maintaining yours. Paying attention to where they are coming from

How to Bag the Elephant

1. Small Firms think big: Identify their needs 
2. Know the elephant Know who does what (influencer, buyer, killer)
· Know the company's lingo
· Their budget
3. Romance the Elephant
· Select the right targets and position yourself
· Knock on doors (phone calls, emails, follow ups
· Choose a salesperson that will match the prospect
· Negotiate with a person not the company (personal)
· Build an alliance


Asymmetrical Info: When either the buyer or seller has more info than the other
Caveat Venditor: Seller beware or vice versa

If a customer has more knowledge than you; instead of focusing on facts, guide them through what they already know. Being honest and providing them with value rather than focusing on sales or quota.

How to Conduct Negotiations’:
· Negotiate with people personally
· Set your own priorities and don't surrender quickly
· [bookmark: _GoBack]Don't sell yourself short just to make a sale (sometimes better to withdraw)
· Create a pricing strategy and stick to it(reasonable for both parties)
· Know what competitors are offering
· Focus on the buyers needs and how the price is fair 

Customer Centric Selling: 
· Understanding the clients needs and providing them with value rather than just meeting your quota (Provide them with a solution)
· Personalize products for specific buyers and their needs

Solution Focused Selling: Only focus is how your product can provide a solution to the client’s needs

Relationship Focused: Try to understand their needs and which product is better suitable for the client. Establishing a relationship and working together to find the best solution. 
Describing Sales Jobs: is the stage of the relationship with the client new or continuing, is the salespersons role now to take orders or create new solutions, are you selling products or services? 

Characteristics of successful salespeople: Motivation, Flexibility, and Creativity. 

PowerPoint Session 2 (Communication skills):

When asking questions to clients: 
- Encourage full responses, ask short and simple questions and avoid leading questions where you won’t get a genuine answer but rather a biased one. 

Listening to Verbal Communication from customers

**6 Steps (on exam) 

· Repeating Information
· Rephrasing information 
· Clarifying information 
· Summarize the conversation 
· Tolerating Silences
· Concentrating on the ideas Being Communicated

Reasons for listening: Listening allows the seller to learn a lot about their client and what their needs really are, it involves the speaker in the conversation so it’s not just about the salesperson, it gives you a chance to think and leads to mutual problem solving. 

Non-verbal communication: Messages can be sent with nonverbal reactions also. Positive Signals: uncrossed arms and legs, leaning forward, nodding. Negative Signals: No eye contact, crossed legs or arms, fidgeting/distracted.

PowerPoint Session 3:

Adaptive Selling for Relationship Building

2 dimensions of social styles: Assertiveness and Responsiveness

Assertive: Take charge attitude, Competitive, Directive, Takes initiative. 

Responsive: Shows emotions, people oriented, approachable, uses opinions.

4 Categories of Social Styles: Drivers, Expressive, Amiable, Analytical

Drivers: High assertive, low responsive; effective/efficient, documented evidence, stress results, quick

Analyticals: Low assertive, low responsive; How product can solve problem, problem solver, evidence that salesperson analyzed situation

Amiables: Low assertive, high responsive; open, honest, evidence of trustworthiness, like/gives personal attention and interest

Expressives: High assertive, high responsive; open/friendly, to develop relationship, testimonials

PowerPoint Session 4:

Prospecting

We prospect to develop our business, because you need to keep the feed coming into your business, when you lose clients you lose sales. Prospecting leads to business development. 

Characteristics of a good prospect:
· Does a want or need exist. 
· Does the lead have the ability to pay
· Does the lead have the authority to buy?
· Is the lead eligible to buy? 

Information needed about a prospects organization 

· Demographics: type of organization, size/number of locations, products/services offered

· Prospects Competitors: types, who are they, how do they differ in their business

· Historical Buying Patterns: Amount purchased in your product category, sole supplier or multiple suppliers, satisfaction level with suppliers

· Current Buying Situation

· Relationships, Styles, Evaluation of Product/Service: Decision making styles, formal reporting relationships, product evaluation process

· Personal Information and Attitudes: Name, family status, education, interests.

How and where to obtain leads: Satisfied customers, endless-chain method, networking, the Internet, Ads & Direct mail, catalogs, shows, seminars, cold calling. 

PowerPoint Session 5:

Planning the sales call

Setting objectives and goals: SMART – specific, measurable, attainable, realistic, time specific. 

Setting call objectives: What are we trying to do for the client? 

-Set objectives for MORE than one call, on average it takes 4-5 calls to close a sale

-Must realize that buyers are setting their own goals – budget, how are you going to make me do my job better 

- Some buyers might not actually be looking to buy, some might be looking for market/product/competitor information or just looking for a new supplier

Making an appointment: 

Secretaries, assistants, subordinates are actually extremely important, and can lead you to your actual prospect.
How to get to the right person: Focus on receptivity, how eager is the prospect to talk to you? 
Focus of dissatisfaction; dissatisfied with something. 
Focus of Power: who is the decision maker in the company and how to get to him. 
Not only one person has the authority to buy!



We’re all in sales now.  We are persuading, negotiating, and pitching, like lawyers selling juries on their verdict or public figures selling their personal brand on Twitter. In fact, a study Pink commissioned showed that people spend 40 percent of their work time selling something.

Entrepreneurship, elasticity, and ed-med. The reason we’re all in sales is because the workforce has changed. With the rise in small businesses and startups – thanks to innovations like eBay, Etsy, and Apple’s app store – more employees wear different hats, including a sales hat. Even jobs at large companies are broader and require some selling. And the growing field of education and health services (the largest job sector in the US economy) is about selling: convincing students to pay attention, and patients to follow through with treatments.

From caveat emptor to caveat venditor. Selling does have a bad reputation. Pink writes, “To the smart set, sales is an endeavour that requires little intellectual throw weight – a task for slick glad-handers who skate through life on a shoeshine and a smile” – and deception, of course. But deception was only possible because buyers lacked information or expertise. Now, since buyers have reviews, ratings, and comparison-shopping at their fingertips, sellers have more incentives to be fair and honest. Its “seller beware.”

Attunement. The first trait of successful sellers is understanding the perspective of the buyer, and studies have shown us how to do this: assume that the buyer is the one with the power; focus on understanding the buyer’s thoughts rather than their feelings; and mimic the buyer’s gestures. As it turns out, studies also show that extroverts aren’t the best sellers; that title goes to ambiverts, who score around 4-4.5 on the extroversion scale of 1-7.

Buoyancy. The second trait of successful sellers is “buoyancy,” the combination of “a gritty spirit and a sunny outlook.” To survive repeated rejections, follow three practices. 1) Ask yourself questions beforehand (“Can I succeed?”) rather than pumping yourself up (“I am the best”); they encourage your brain to come up with answers, reasons, and intrinsic motivation. 2) Be mostly positive: it can make the buyer more positive and open to different possibilities (although a little negativity keeps you grounded). 3) Be optimistic: believe that rejections are temporary, contained, and due to external factors.






How to Master the art of Selling review:

You need to listen twice as much as you talk. You will learn a lot more and do better if you listen to the client and learn their needs and wants. Before asking a question, make sure it’s something they know the answer to. Ask open questions which will lead to them giving you information that can help you in your presentation. Get the client involved. Champions sell the benefits that the client needs ands wants to buy. Don’t sell what you want, sell what they want. Use your expertise to guide a client to the best solution that your inventory provides. Learn to love “no”. Don’t take things personally if they don’t go your way, taking calculated risks and recounting your success always helps. 



Ziglar on Selling review: 

Selling begins with finding someone willing to buy, this means you must start prospecting. Prospects are people capable of making decisions on products or services that you are selling. The best way to begin prospecting is to have a genuine interest in the other person.
There are four components, which are key to Sales Success. These four recipe ingredients are: attitude, discipline, organization and integrity. 
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