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CHAPTERT H R E E

Mistake #3: Tinkering

INCORRECT SALES MANUAL

Contact prospect

Present product
Sale lost -<«—| Ask for business |—> Sale made

Move on to next sale

Deliver product

/



CORRECT SALES MANUAL

Target top prospect |

y

Prepare prospect with creative letter and/or referral call

Y

Approach prospect using preceding letter
and/or referral as introduction

y

Set appointment to discuss business

y

Interview prospect to ascertain values, standards, and needs

]

Prospect does not meet your standards

Y

Thank prospect for his/her time.
Move on to next prospect

y

Prospect does
meet your
standards

i

Present solutions to prospect’s expressed needs

Y
Survey prospect to ascertain and correct any problems
Y
/ Ask for business \
Prospect objects Prospect agrees
Y y
Continue adding value for two years Deliver Product
or until prospect agrees to business Y
¢ Continue adding value
Y

Build a mutually beneficial partnership
in which you have both agreed
to invest on a regular basis




CHAPTER FO U R

Mistake #4: Moonlighting

PRIORITIZATION TEMPLATE

1. Priority:

Vision statement:

Mission statement:

2. Priority:

Vision statement:

Mission statement:




3. Priority:

Vision statement:

Mission statement:

4. Priority:

Vision statement:

Mission statement:

5. Priority:

Vision statement:

Mission statement:




CHAPTERS EV E N

Mistake #7: Gambling

HOW TENSION IN A SALES CALL
ACTS AS THE ANTAGONIST OF TRUST

Tension

Resistance Acceptance

Trust



CHAPTER EIG H T

Mistake #8: Begging

DIAGRAM 1: BEGGING FOR BUSINESS

5. Asking for Business Again

4. Managing Objections

3. Asking for Business

2. Interviewing Prospect

1. Approaching Prospect

DIAGRAM 2: ESTABLISHING BUY-IN

4. Asking for Business

3. Offering Solutions

2. Interviewing Prospect

1. Approaching Prospect




CHAPTERT E N

Mistake #10: Stagnating

JACK TROUT AND STEVE RIVKIN'S
“EXPLOSION OF CHOICE” CHART

ITEM EARLY 1970s LATE 1990s
Vehicle models 140 260
KFC menu items 7 14
Vehicle styles 654 1,212
Frito-Lay chip varieties 10 78
SUV styles 8 38
Breakfast cereals 160 340
PC models 0 400
Pop-Tarts 3 29
Software titles 0 250,000
Soft drink brands 20 87
Websites 0 4,757,894
Bottled water brands 16 50
Movie releases 267 458
Milk types 4 19
Airports 11,261 18,202
Colgate toothpastes 2 17
Magazine titles 339 790

Mouthwashes 15 66



New book titles 40,530

Dental flosses 12
Community colleges 886
Prescription drugs 6,131
Amusement parks 362
OTC pain relievers 17
TV screen sizes S
Levi’s jean styles 41
Houston TV channels 5
Running shoe styles 5
Radio stations 7,038
Women’s hosiery styles 5
McDonald’s items 13
Contact lens types 1

77,446
64
1,742
7,563
1,174
141

15

70

185
285
12,458
90

43

36

From Differentiate or Die, “The Explosion of Choice,” by Jack Trout and Steve Rivkin (John Wiley &

Sons, 2000). Reprinted by permission of John Wiley & Sons, Inc.



