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SALES PROCESS

1. Pre-Qualify

Ensure that the person is a prospect. That is, someone that fits the criteria you have set for your customers (eg. A class customers)

2. Warm up

Build rapport with prospect.

3. Purpose and Introduction

Inform them of what your process is before you can give them a price (eg. ask a series of questions etc) and what outcome you are looking for (eg. sale).

4. Identify Needs (D)

This is the start of the main process. Ask a series of questions to clarify exactly what they are looking for. This is also a good time to develop a bit of D (dissatisfaction).

5. Paint the Vision (V)

Explain the advantages and benefits of using your business. Build the V (vision) of what it would be like to use you.

6. Match the Needs

Tell the prospect what product/service best suits their requirements. Provide the best solution.
7. Close or Re-Appoint

Close the sale or ask when the best time would be for you to give them a follow up call.

8. First Steps (FS)

Explain to the customer what happens now that they have decided to buy. Ensure that you stress how easy it will be (eg. credit cards, while they wait etc)

An integral part of this Sales Process is the Formula for Change. Afterall, in any sale you are getting the prospect to change from their current situation, product, service provider etc.
Formula for Change
D x V + FS > R(resistance to buy)
D = Dissatisfaction

This is the prospects’ dissatisfaction with their current situation. In sales terms, this may be their current provider/product or lack thereof.

V = Vision

This is how they see the benefits of making a change. In sales terms, it is how much better they believe it will be with your solution.

FS = Ease of First Steps

This is how easy it will be to make the change, once they have made a decision to change. This is an area often overlooked and can harpoon a successful decision. In sales terms, it is how easy you make it for the customer to buy once they have decided to look at your product/service (eg. Minimal paperwork, easy finance, credit cards etc).
R = Resistance to Change/Buy

This is the natural resistance people have towards change. Some people will have a higher resistance to others, but to make a change they must overcome this. In sales terms, prospects may have a current product/service that they are reasonably happy with, so have a resistance to change and try yours. You must overcome this to make a sale.
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