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So You Got The Sale, Now What?
By Kerri Salls
When you close the sale with a new client don't you feel great? Did you know that you increase the

lifelong value of that new client by doing a few more steps? They aren't secrets, but when you apply
them, they unlock the door to greater returns for you.

First, congratulate your new client on their decision and reinforce their commitment to work with you.
You want to build that bond so tight, your client will never want to let go.

Second, help your new client see that you are not a flash in the pan, that you are making a personal
commitment to them, their company, and their needs. Tell them what your future together holds.

To build a deeper connection, ask your client sincerely why they bought from you. Listen actively. They
will appreciate your interest and it will be priceless insight into your target market as you reach out to
other prospects.

Each time you call or email to thank them for their business you have the opportunity to engage them
in a number of ways. Be sure to leave the door open for them to contact you directly with any questions
they might have now or down the road. Start a habit of telling them what to expect next: what they'll
receive, what you'll do, what they'll need to do, etc. Restate the results and benefits to them that you
will deliver on. Set the expectation that you will be in touch in 30 days so even if they don't call you with
a guestion/problem, you are going to make yourself available to them at that time.

We all get unsettled by surprises. It's human nature. Be sure to explain what reactions and surprises
your new client may have in the first/next month of using your product or service.

If you don't receive payment upfront with the sale, have an automatic procedure in place to follow-up,
confirm, or inquire about payment. That way the process is independent of the personal rapport you
have established.

In each subsequent call/visit for the lifecycle of that client, it is part of the sales process to ferret out the
client's unspoken concerns and doubts.
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When you take these steps and take good care of your clients, they will never leave you. Since it costs
7x more (in time, money, effort) to win a new client than to keep an established one, isn't it worth it to
you to pay attention to the details?

Kerri Salls, MBA runs a virtual business school to train, consult and coach small business CEQO's and
entrepreneurs in 10 key strategies to make more profit in less time. Learn more at

http://www.breakthrough—-business—school.com/products.html
or sign up for a free weekly newsletter at

http://www.breakthrough—-business—school.com/newsletter.shtml
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One of the hardest parts of selling anything is closing the
sale. You know when you're having a problem with
closing. You spend lots of time with customers, but don't
get many sales.

Here are three simple ways to close the sale:

1. Show you really empathize with the customer. If they
hurt, you feel their pain. If they want, you understand their
desire with all your being.

2. Ask questions. Ask questions. And ask MORE
guestions. You lead the direction of the conversation. If
you get the right answers, you get the sale.

3. Be ready to answer the objection it costs too much.
Reduce the price down to what it would cost the customer
by the day or per hour.

You can also point out most everything these days costs
too much. Ask the customer how much they think they
should pay for the product or service. Once they answer
you, their expectations will become more reasonable.

Finally, practice closing too soon. What feels like "too
soon" is often just right.



So You Got The Sale, Now What?

Offer Kevin's popular FREE email courses from your site.Your visitors and customers will love it!
Seehttp://[7LessonCourses.com Reach Kevin atmailto:kevin@drnunley.com or 801-328-9006.
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