Sales Blast
One Day

I. Who are we?
e What is our competitive advantage?
e Who is our ideal customer?
e Which customer is “Fool’s Gold”?
e Tag lines

II.  Who is our customer?
e  Who is the “ideal” customer?
e Who is a good customer?
e Besides the perfect customer...

III. Planning and Prospecting
e What Jack Welch, Sun Tsu and you have in common
e Discuss, analyze and practice each step of the first contact with the customer
e  Why opening is Closing
e Practice, practice, practice

IV. Communication Challenge
e Teamwork and Communication are the only option!

V. Needs Analysis, Inquiry, Request for Quote

Discuss, analyze and practice the second step in sales, Needs Analysis
Turning Needs Analysis into Closing

Mini-Closes and their importance

Non-Answer — Answers and how to handle them

VI. Full Disclosure Selling
e How does your customer buy? Do you really know?
e How to ask the kind of questions that will let you understand exactly how your customer thinks and
buys
e Sell customers like partners instead of adversaries

VII. Closing

Avoid the number one problem in Closing
Train yourself to ask for the order

Closes that work

Closing mindsets that will help you sell more

VIII. Closing Practice



Sales Blast: Goals and Results

Salespeople will learn:

Their competitive advantage

How to Prospect for Profitability

How to turn “Needs Analysis” into Closing opportunities
To avoid number one problem in Closing

To communicate in and through difficult situations

To communicate with their co-workers

How to listen, what to listen for, and how to keep a conversation going
How to sell customers as business partners

How to sell as a partner

New techniques to Close more sales



