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“Listen Your Way to Sales Success"

There are many factors and variables that affect our sales on any given day. There is however, one
key skill that will increase help you increase your sales immediately.

Listen to your customer!

That's it! That's all it takes to close more sales. Sounds simple doesn't it? Unfortunately, the majority of
salespeople fail to do this.

In the countless sales transactions | watch, | notice that most salespeople don't ask their customers
enough questions. Sure, they generally uncover a few basic needs that the customer has. They know
what they're looking for in a product with regard to features, specifications, color, and price.

What they don't do is probe to uncover additional information about the customer. They don't ask them
why they want that specific product, or why they're considering our store. They don't learn where the
customer has been shopping or what they've seen. They don't ask what they like and/or dislike about
the other stores they've been in to. They don't find out what their hot buttons are or what makes them
tick or what will motivate them to buy. They fail to gather enough information!

| believe that there are two primary reasons for this. First, we don't believe that people will give us this
information. The fact is, people will tell you anything you want to know providing they trust you and as
long as you ask the right questions in the appropriate manner. For example, if a customer tells you that
they are buying a product because they are going on a vacation, do you ask where they are going? Do
you show interest in their holiday or are you too concerned with closing the sale? Are you more
interested in your personal problems or watching the clock to care? In many cases, we are so
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preoccupied with something else that we miss vital clues customers give us.

An amazing thing occurs if you demonstrate even a tiny bit of interest in your customer. They'll begin to
open up! They'll provide you with information you may not have learned otherwise. They'll talk. They'll
tell you everything you need to know in order to close the sale. People love to talk about themselves
and they'll start to feel more comfortable with you as they talk. When people feel more comfortable
they relax. We all know that a prospect who is relaxed will be more likely to buy than someone who is
tense and uptight.

The second reason for not gathering sufficient information is that we feel it takes too much time. In my
training sessions | frequently hear that this time is better used overcoming objections. My response is
that if we gain more information and fully understand the customer's motives and needs, we can often

overcome objections before they occur. Use your time more effectively during the sales process.
Instead of spending so much time overcoming objections find out what your customer's true concerns
are beforehand. This will help you adapt your sales presentation to meet their specific needs, address
their concerns, and move you closer to closing the sale. Ask yourself, "What information do | still need
to help the customer make the appropriate buying decision?"

We've all heard the expression that information is power. Gain the extra leverage in the sales process
by investing the time gaining extra information from your customer. Do it consistently and you'll
develop stronger relationships with your customers, which, in turn, will help you close more sales.

Kelley Robertson is a Senior Partner of The Robertson Training Group and the author of, "Stop, Ask &
Listen — How to welcome your customers and increase your sales." Gain practical advice on how to
increase your sales by subscribing to his 59-Second Tip, a free weekly e-zine at
www.robertsontraininggroup.com. Kelley can be reached at 905-633-7750, 1-866—-694-3583 or
Kelley@RobertsonTrainingGroup.com.

Your Success

By Frank Schmidt

Success starts in your mind.
Positive Thinking creates the advantage.

Success comes with a good mood.
Listen to your most preferred CD before an important meeting.

Success is increased with a little attention.
Give others something maybe a nice gesture is enough.

Success comes when your body is healthy.
Body and soul are inseparable.
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Success comes with partnership.
Show this others by thinking for them.

Success is also a question of your outlook.
Do not leave it up to coincidence; instead plan carefully from head to toe.

Success is determinant with your security.
Everyone wants to be on the side of the winner.

Success is ruled by your target.
Set yourself realistic but always higher goals then demanded.

Success is a question of stamina.
Stay in the court! Hang in there! (Even when things seem to drift away)

Success is based on systematic work.
Without engagement no success.

Success is predetermined.
Train over and over again all possible situations.

Success is a state of your mind.
Check and if necessary change your old attitude towards others and situations.

Success is also the success of others.
It is no secret how they are successful! Watch them and let them teach you.

Success is the opposite of failure.
Delete the possibility of failure from your mind, since you are successful only.

Frank Schmidt is a seasoned Management Consultant. Over the past 12 years he has worked with
multiple Fortune 500 companies to assist other managers improve success ratios and performance
within their organizations. Visit his site

today for additional details.

Your Success

Success Tips for the Sales Professional

Remembering to Listen: Making the Most of Communication
Listen To A Talking Cockatiel

Just Listen. Please!

Success Secrets
Info Product Marketing Secrets Exposed!
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How To Win The War Of Internet Marketing
Blogs and RSS Revealed
Expand Your Professional Coaching and Consulting Business
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