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Keys to Effective Sales Dialogue |

C Are planned and practiced by salespeople j

C Encourage buyer feedback j

Focus on creating value for the buyer

( Successfully communicate value gain J

( Engage and involve the buyer j

( Support customer value through objective claimS_@

Good salespeople are very much like surgeons in that they are serio = iv whet
they do and leave nothing to chance.

Encouraging Buyer Feedback |

+ “Herm e, s, el b o ™
+ Thaes thik make w0 tnyni < farl”

+ "Woould s leature Le uselul Lo yuu in your cunenl oper slons?™
« "What do you think?™

Ll thie would b

= “len't that great?”™

- T e Bl this codne?™

< “Faoan yese comment, it sourd B yoss would wank the up-
graded memory. Is that comect?™

» "D THaT ARSWer your Concerm ™

= “Would shis be an im owerwhat delng righ
L

* T Lhia whel you had m rmend™




Interesting and
Understandable Sales Dialogue

Having a
Smartphone is
like having your
own personal -
secretary.

Verbal Support

* Voice Characteristics, gestur;

¢ Examples and Anecdote

Comparisons and Analogies—
AN

Sales Aids

The use of printed materials, electronic materials, and
product demonstrations to engage and involve buyers.

~

This Smartphone has
the same features as
these other phones
yet it costs 20% less.
J
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Interesting and
Understandable Sales Dialogue

EXHIBIT 7.3

Reasons for UsingSales Aids

= Caplure prospelive buyers allention.
» Gensrate InTesesl in The recammendad ol Bion
= Maks provsnlalioTs ITHR ParsLEs ne.

- In s participation and 3
= Provide the opportunity for collaboration and Lwo-way
Communication.

- Add clarity and enhance the prospect’s undarstanding.

« Buowvinhe e tivee evindeng e aned prol 1 onbuanoe

baoliovability.

- Augmeant (ha prospect s ratention of

+ Enhance the p e of th p and selling
organization

Interesting and
Understandable Sales Dialogue

s [or Preparing Visual Malerials

= Visual matenals should be kept simple.

« Wihen possible, use phrases and ler the byer's mind complets
the sentences.

and tormat o [

i ogeinsr.

+ theck for typagraphacal and spebing crors.

« Ua nlon sparingly 3nd for nctional rathar than Secoratvs
purposas.

= Leave plenty of page

» Tach vin sl should present anly ane des.

= Tantpet sy & sermmrs e ol ey ek e B sl s
T e visunal.

= Wheare passibla, usa graphics {charts and graphs) rathes than
tables

» Use bullet point: 1o emphasice key point:.

« Nomves wead e preeril ol dhece Ly Troem e vl

- Clusarky Ll wanh visua wilh Lithes ard breadings Lo yuide the
prospeciive buyes




Working with Sales Aids: |

-

u State selling point & intréduce the sales aid”

“ Present the sales aid .

P

Video Exercise
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Interesting and
Understandable Sales Dialogue |

s for Product

ations

= Assure the appearance of the product is neat and clean.

= Check for problem free operation.

» B confident and able to demonstrate the product skillful by,
+ Practice using the product pios to the demonstiation.

= Anlicipale problems and heve backeup o replacsment parls
on hand

= Make sur=that setup and knockdown ars easy and quick

Supporting Product Claims |

Proof Providers

o Statistics — Facts that lend believability to product claims.

¢ Testimonials — Statements from satisfied customers of the
selling organization’s products and services

e Case Histories — A testimonial in a story or anecdotal
form.

| Eepas T

Shor —




Group Sales Presentations |

i 8
e
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Sales Tactics for Selling to Groups |

e Arrival — Arrive and setup before the buying group.

¢ Eye Contact — Make periodic
eye contact with each
member of the buying group.

¢ Communication — Solicit
opinions and feedback from
each member of the buying
group and avoid taking sides-

Handling Questions
in Group Presentation

¢ Listen carefully and maintain eye contact with
the person asking the question.

* Repeat or restate the question as necessary to
ensure understanding.

* Answer each question
succinctly and
convincingly.




