


ÅThe 10 Phases of a Sale

Å1 ïIdentifying a Prospect

Å2 ïQualifying the Prospect

Å3 ïUnderstanding Their Problem

Å4 ïDiscovering what Causes The Problem

Å5 ïIdentifying the Impact Costs of the Problem

Å6 ïDiscovering the Solution

Å7 ïPresenting the Solution

Å8 ïCost Justifying the Solution

Å9 ïAsking for the Business

Å10 ïDelivery of the Solution



ñThe Value of the Opportunityò

üWhat is the Opportunity?

üWhat is the Value of It to YOUR Business?

üWhat is the Value of It to THEIR Business?

üWho has more to Gain?

üWho has more to Lose?

üHow do You EVALUATE these Values?



ñWho Determines the Solution?ò

üLet The Customer Tell You What the ñCorrect 

Solution Is !ò

üDonôt Tell Them The Solutions You Have in Your 

Inventory Until You Know the Solution They Want

üWANT versus NEED

üWhich One Will They ñBUYò?

üWhich One Do They ñWANTò to Buy?



ñHow to Discover The Right Solutionò

üDiscover the Solution Through Questioning

üThey Know the Solution, But They Might Not be Able 

to Describe It

üLet Them ïHELP Them ïDiscover the Solution

üIf They Discover It ïThey Will Buy It

üWhen They Can Describe The Solution ïThen Tell 

Them You ñMightò have a Product that ñISò the 

Solution

üñDonôt Spill Your Candy in The Lobbyò



ñHow to Discover The Right Solutionò

üAsk Questions to Answer The Questions

üWhat are The Problems?

üWhat Does or Does Not Happen as a Result of the 

Problems?

üHow Do The Problems & The Results Affect Cash 

Flow?

üWhat do They ñCostò?

üThis is ñCost Justificationò



ñHow to Sell The Solutionò

üBe Sure You Can Describe Each Problem and Itôs 

Solution in Their Words ïVerify It with Them

üBe sure You Can Describe and Have Verified the 

Cost (Justification)

üKnow Your Solution (Product) Meets this Criteria

üWAIT to Tell Them Your Solution

üUntil é.

üThey ASK you for it !!



ñHow to Sell The Solutionò

üYou Know the ñRightò Solution é

üSuggest a Process Which Engages the Prospect in a 

Series of Interactions with You, Your Product, Your 

Company

üYou Tour Their Plant

üThey Tour Your Plant

üThey Visit Your Design Department

üYou Both, Together, Visit Their Product Sale Sites



ñHow to Sell The Solutionò

üHave a Goal for Each Interaction (a date and action)

üState the Goal When Suggesting the Interaction

üHave the Goal Present a Solution to One or More of 

Their Problems

üDefine The Financial Impact of the Solution

üBuild The Solution to Fit Your Product



ñHow to Close The Solutionò

üAsk: 

üIf I Were to Be Able to Provide a Solution That Would 

ñFixò the Problems and Would Cost Less than The 

Problems Are Costing You, Would that be of Interest 

to You?

üThey WILL Say ñ YESò

üThen Present Your Solution

üNext Time ïHow To Present Your Solution

üThe Cost Justification =  The ñRightò Price




