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Sales Dialogue:  
Creating and 

7
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Communicating 
Value

7Keys to Effective Sales Dialogue

Are planned and practiced by salespeople 11

Encourage buyer feedback 22

Focus on creating value for the buyer 33
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Good salespeople are very much like surgeons in that they are serious in what
they do and leave nothing to chance.

Focus on creating value for the buyer 33

Successfully communicate value gain 44

Engage and involve the buyer 55

Support customer value through objective claims 66

7Encouraging Buyer Feedback
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7
Interesting and 

Understandable Sales Dialogue

Verbal Support
• Voice Characteristics, gesture

• Examples and Anecdotes

Having a 
Smartphone is 
like having your 
own personal 
secretary. This Smartphone has 

the same features as 
these other phones 

i 20% l
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• Comparisons and Analogies yet it costs 20% less.

Sales Aids

The use of printed materials, electronic materials, and 
product demonstrations to engage and involve buyers.
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7Working with Sales Aids:

State selling point & introduce the sales aid

Present the sales aid
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Explain the sales aid

Summarize

Video Exercise
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7Supporting Product Claims

Proof Providers

• Statistics – Facts that lend believability to product claims.

• Testimonials – Statements from satisfied customers of the 
selling organization’s products and services
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• Case Histories – A testimonial in a story or anecdotal 
form.
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7Group Sales Presentations

“When selling to groups, 
salespeople can expect tough 
questions and should prepare 
accordingly”
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“When selling to a group, 
salespeople should take every 
opportunity to pre‐sell individual 
group members prior to the 
group presentation”

7Sales Tactics for Selling to Groups

• Arrival – Arrive and setup before the buying group.

• Eye Contact – Make periodic
eye contact with each
member of the buying group.

• Communication – Solicit
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opinions and feedback from 
each member of the buying
group and avoid taking sides.

7Handling 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.
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• Answer each question 
succinctly and 
convincingly.


