THE BASIC STEPS OF A SALES CALL

Pre-Call Planning

Know all there is to know about the client before calling on him/her. Have a sales goal in mind (e.g., property visit, establish rapport, fact-finding visit, sale, and so on).

Introduction

Build rapport with a personalized greeting and maintain prospect's interest.

· Gain attention

· Maintain interest

Fact-Finding

Pinpoint the prospect's needs and explore solutions together.

Fact-finding – Qualify the following

· Authority

· Budget

· Need and wants
· Dominant buying motive (the number one emotional impulse that causes a person to buy).

Questioning

· General (open)

· Specific (closed)

· Leading

· Probing

Active listening

Sell

Sell benefits and overcome objections, if necessary (convince the customer to buy).

Features

· A part of the product or something built into it.

Benefits

· A positive advantage that the feature of your product has for the prospect - what the feature means to him.

Create Desire

· Use the five senses to create a positive mental picture for the prospect.

Overcome Objections

Closing

· Gauge the prospect's interest, then gain a commitment to action

· Buying signals - physical and vocal signs that indicate a prospect is ready to buy.

· Trial closes - seeing if the prospect is ready to buy - usually asking an "opinion."

· Close - ask for the sale.

