Surviving the Selling Cycle

Follow up – Don’t Give Up


Have you started Planning Sales & Marketing for 2014?  


Consider starting to Set January appointments in early December.


Understand Consultative selling versus Telemarketing and Typical Cold Calling and Networking

Formulate a sales plan that is measurable and obtainable.  Know the potential customer is a solid prospect in advance.


Do You know what your Ideal Customer looks like?



You need to know who they are


You need to know what they want and need


You need to satisfy their needs and wants better than your competitors


You need to give them a reason to consider you, try you and enjoy their experience


They need to know who you are


They need to know about you


They need to be able to find you – You need to stay top of mind.


They need to hear from you


They need to trust you


They need to respect you

 What is your Total Monthly Revenue Need?


--How many sales needed monthly to reach that?


--How many contacts do you need to make to make the Sales needed?


Is your product a short sale cycle 1-90 days or a long sales cycle might be 4-12 months?

Cost to purchase plays a large part in those cycles.  

Be prepared for the Waiting Game – Plan follow-ups carefully.  FU, FU, FU.  Timing is Key:  Buyer and Seller have to be in sync.

Don’t think about how you sell, instead think how you can help Buyers

Effective sellers listen as well as educate – not the How To Do, but the what you can do for them to make 

Be timely in all you do.  Optimize your time.

Don’t focus on closing the sale.  Create Trust, Be sincere, focus on building a connecting relationship.

Sell Yourself and Be Successful

Know the benefits to the Potential Buyer in advance and by heart.  

What is Your value proposition?  What problems does your product solve or the service really provide for them.

Do you use CRM software to track sales and/or just keep up with contacts?

Organize your process from first contact so you know clearly where you are in the Sales Cycle.

Jumpstart – aggregate all your marketing contacts to one place using a Contact Management Software.

Two to consider - ACT! Or Zoho.com

Listen to your customers. And ask for referrals and testimonials.

And use Social Media to educate about your product/service.  Build you credibility and ask for referrals.

http://www.socialmediaexaminer.com/finding-clients-on-linkedin/
And in closing: Don’t forget to say Thank You to the Buyer.
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