Sales Tips From Ato Z

Here are 31 of our favorite sales tips: from A to Z

Accountability ~ Measure you results against plan. It's May 15th, half way thru Q2 2012. Are you
50% of your Q2 plan? How is actual compared to 2012 plan? Par is 35%.

3 B’s of selling~ Be Bright; Be Brief; & Be Gone.

Be Your Best~ the 4th B of selling. Decision makers want to do business with the best. BéBearly
prepared. Set your objectives, hustle and give your professional best.

Closing ~ Do you know your biggest competitor? It's not a company or person... it's status quo. The
prospect didn’t do anything. If your prospects stay with the status quo too often, dlsbgou

haven't helped them understand the value of changing. You need to ask quality queggans, lis
provide options, and recommend the solution that will improve results.

Customer Service~ Do you have delighted customers? Are your largest customers happpwith y
When was the last time you met with them or sent them a thank you note? Did admgecust
recently leave? Or do you even know when they last ordered?

Distractions ~ A recent study concluded we waste at least 1.5 hours a day. With a Idtighdirakes
distractions can be managed.

Enthusiasm sells~ It convinces a prospect you love what you do. Enthusiasm is a choice. Everyone
likes to do business with a winner. Enthusiasm is contagious. Go sell something. Bastithusi
Close more sales.

Follow up can turn a no into a yes. Follow up creates trust. Prospects initially say nodibegus
may be afraid to make a bad decision. Follow up demonstrates you are serious antiustad
Relentless follow up. Heat Up Your Sales.

Goalsneed to be written down or they are just dreams. Make them SMART goals. Infenybaly
on the team what the goals are so all can work together. Post your goalshivigibigty place
where you and your team can always see them: near the coffee pot, above your kesk, in t
conference room and in the car.

High Payoff Activities ~ Two ways to grow the business: 1) Obtain new accounts; and, 2) Get
current accounts to buy more stuff. Save e-mail, twitter, Facebook, linkeddmgepaersonal
development, and other non-selling activities for after dinner. Definitely savediusletter for
reading again and again! Focus on High Payoff Activities. Ask yourself, “Ishihisest use of my
time?”

Humor ~ Did you hear the one aboutTell a joke once in a while. One that makes you laugh out
loud. Sometimes business can be stressful and overwhelming. Have a thought, or story or joke
available that puts a smile on your face to keep things in perspective.

| ~ There is no “I” in Teaml ogetherEveryoneAchievesMore.



Jesus~ Hope is not a good sales strategy; but it is godzke hopeful. We pray all the time; for t
children, for the troops, for the prospects, ckerbmpetitors, and mean peoj

KISS ~ Keep It Simple, Silly

Listen ~ The best sales specialists ask quality questioddisten. They liste with both ears; it's ni
coincidence God made us with two ears and onlynomth. Ask questions and listen until you f
the problems; the obstacles to growth. Then prothdecooke-to-order solution to solve yot
client’s problem. When you listen ywill understand his business, his problem, andybads

(Did you know ‘silent’ has the same letters adelis?’

Motivation ~ Share achievements of your team to hi-level management in a visible and posil
way. Spread the good news in the compeewsletter and the local newspapers. Show pridand
support for, your people. Nice jc

Networking is not easy. That’s why ‘work’ is part of the wopend 90% of your networking tin
with people you haven’t met. At a recent chambengvthere was table of eight from the san
bank! How many new contacts did they me

Objections ~ Write down the three objections you anticipatendvefore you meet your custom
Your responses will be professional and creates#tipe mindset. Since objections duying
signals, you are just a few questions away fromsiotpthe sale. Good Luc

Presentation~ Another High Payoff Activity. Your presentation stie so compelling, the buyer
jumping out of her seat to start working with ydinis requires meticuus preparation. Knoy
yourself, your product or service, your compang, ¢bmpetition, the customer, her customers
competition better than anyone else. And rementigeptospects need you more than you need t
They are the ones with the needs. Yre the one with the solutions. YOU have the BESUitgms
to their problems.

QR Code~ These codes are cool. Remember, the code is besmged by
smart phone. Don’t ugée code as a link to your website if your webist

not mobile ready. Doh! Wese the code to provide our contact info. Qt

Read. Ding. Done. Sync. Contact manager loadec.

Referrals ~ Do you ak for and get referrals? Do you give referrals? bast
way to get referrals is to give them. Join a reflegroup or two. Have a go
of giving 10 referrals each quarter. Give a coupmmendations on LinkedIn and write a cot
5-Star reviews on Gae Places. After just five years you'll have givarer 200 referrals and yo
business will be smokin’! Always send a thank yaterfor every referral, and keep your con
posted of progress.

Sales Process If your sales are undercooked, it may bu are missing one of the six steps in
sales proces#’s what Sales Kitchen focuses on when we workwitu to Heat Up Your Sales. [
you have all the steps?



Thank You! ~ People like to feel appreciated. Thank you for your business. Thank you for the
referral; the present; the card; and the kind words. Thank you for stayingrtateg early; skipping
lunch; and the good work that you do. Thank you very much!

Trust ~ Bake trust into your sales solutions. Ingredients include ‘client focus’ ataldoation.’
Understand your customer’s goals. Help them achieve those goals. Show theanytm work
together to reach the best solution. It's all about Know, Like and Trust. And thesjrefathese is
trust.

Unigue ~ Customers are looking for innovative and creative ways to exceed their goals
Demonstrating how you are unique; how you differentiate yourself from the dozeospetitors ~
as well as provide a value ~ will put you in an advantageous position to earn theindrtiseir
business.

Value ~ Providing value even before you close the sale sets you apart. When a prospeatitpet
about your work before the sale, think how good the relationship will be when you do stargworkin
together.

Workshops ~ Focus on the things you do best and continue to get better. Attend Lunch & Learn
workshops. Listen to books-on-tape during drive-time. You have customers becausehmbist.
Continue to improve and you’ll have even more customers.

WOW ~ Make sure your sales presentation gets a “WOW?” from everyone presénti/ies
preparation. Use facts. Anticipate questions and objections. Smile and be enthuydiaatis be
prepared. Ask yourself, “In what ways can | exceed my customer’s eiipestand bring them to an
all caps WOW?”

X ~ Experience has shown that the other people in your company won’t buy from you. Stog was
time talking to them, pick up the phone and schedule appointments, another high payoff activit

You tube ~ Do you have a video describing your product or service. Chances are all your
competition does... Create a different video for six or seven things you do better than the
competition. Keep ‘em at 2 minutes or less; and include a new phone number so you cahdrack w
leads are coming from.

7727777 ~ Are you getting enough rest. How many times have we heard: Focus on high payoff
activities... Well let’s not be too focused that we forget to get enough rest. Fadlewp in the
prospects waiting room is bad form. Take care of number one, and you will be a pleasonie

with; an asset to any organization. Now go sell something.
Thank you for taking the time to read through these sales tips.

I’'m hopeful you found it to be a high payoff activity.

By Mike Cooper, May 15, 2012



