The Sales Cycle

PLANNING A SALES
CYCLE THAT SELLS!!
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The Sales Cycle —
Planning A Sales Cycle That Sells!!

Arhe 10 Phases of a Sale
AL ldentifying a Prospect
&1 Qualifying the Prospect
A1 Understanding Their Problem
Al Discovering what Causes The Problem
551 ldentifying the Impact Costs of the Problem
561 Discovering the Solution
A i Presenting the Solution
i Cost Justifying the Solution
21 Asking for the Business
A 07 Delivery of the Solution
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NThe Val ue of t |

U What is the Opportunity?

U What is the Value of It to YOUR Business?
U What is the Value of It to THEIR Business?
0 Who has more to Gain?

0 Who has more to Lose?

U How do You EVALUATE these Values?
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NWho Deter ml nes

UL et The Cust omer Tel | Yo u
Solution I s 10
UDonot Tel | Them The Sol ut.i

Inventory Until You Know the Solution They Want
U WANT versus NEED
UwWhi ch One Wi I | They ABUYO-
UWhi ch One Do They nWANTO t

* @ &
X &
o
o
ponnn 0



NHow t o DI scover T

U Discover the Solution Through Questioning

U They Know the Solution, But They Might Not be Able
to Describe It

ULet ThemT HELP Them 1 Discover the Solution
U If They Discover It T They Will Buy It

U When They Can Describe The Solution T Then Tell
Them You fnAMi ghto have a Pr
Solution

unDonot Spill Your Candy 17
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NHow t o DI scover T

U Ask Questions to Answer The Questions
U0 What are The Problems?

U What Does or Does Not Happen as a Result of the
Problems?

U How Do The Problems & The Results Affect Cash
Flow?

GWhat do They nCost o?
UThi s 1 s ncCost Justi fir cat i1 ¢
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IAlcc
nNHow t o Sell T

UBe Sure You Can Descri be I
Solution in Their Words 1 Verify It with Them

U Be sure You Can Describe and Have Verified the
Cost (Justification)

U Know Your Solution (Product) Meets this Criteria
U WAIT to Tell Them Your Solution

uaunt i | é .

U They ASK you for it !!
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IAlcc
nNHow t o Sell T

UYou Know the ARIighto Sol ut

U Suggest a Process Which Engages the Prospect in a
Series of Interactions with You, Your Product, Your
Company

U You Tour Their Plant

U They Tour Your Plant

U They Visit Your Design Department

U You Both, Together, Visit Their Product Sale Sites
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IAlcc
nNHow t o Sell T

U Have a Goal for Each Interaction (a date and action)
U State the Goal When Suggesting the Interaction

U Have the Goal Present a Solution to One or More of
Their Problems

U Define The Financial Impact of the Solution
U Build The Solution to Fit Your Product
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JAlcc
NnNHow t o Cl| ose

U Ask:

U If | Were to Be Able to Provide a Solution That Would
AFI xX0 the Problems and Wo:
Problems Are Costing You, Would that be of Interest
to You?

UThey WILL Say A YESO

U Then Present Your Solution

U Next Time T How To Present Your Solution

UThe Cost Justi fication =
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