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You've met a new prospect, accurately assessed their needs and determined that you can provide the
product and service she is looking for. You've presented your information in an engaging manner and
the prospective customer appears interested. Many salespeople now make one or two very fatal
mistakes that cost them the sale.

1.They don't ask for the sale.
2.They talk the customer out of the sale.

You may scoff and think these don't happen. After all, how can salesperson or business owner NOT
ask for the sale or talk the customer out it? Let's first address the issue of asking for the sale.

My experience has taught me that the majority of salespeople fail to ask for the sale. Instead, they wait
for the customer to say, "I'll take it." However, in many cases, the customer doesn't say this. She may
be thinking that the machine will enhance her operation and, hopefully, drive more revenue to the
bottom line. She may see that you offer something your competitors do not. She may also want to act
quickly and have the equipment delivered and installed in the next few days. But she may not tell you
that.

This is your responsibility! If you've worked through the sales process and done everything properly up
to that point then you've earned the right to ask for the sale. Remember, the prospect expects you to
ask for the sale. You ask you get. The more you ask, the more you get. If you leave the prospect's
business without asking for the sale you run the risk that a more assertive competitor will present their
equipment and service, ask for, and get the sale! Then your work, effort and energy have been for
nothing. I'm not suggesting you will close every sale by asking but | will guarantee that you will
generate more business by consistently asking people for their business.

In the last few months | have had at least three situations where I've been ready to buy a product or

service but the salesperson failed to ask me. One of these involved membership in a networking group
and during the meeting | announced | was ready to join if someone wanted to take my money. To my
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surprise, no one approached and signed me up. It's little wonder this group is not experiencing growth
in its membership.

Unfortunately, many salespeople are afraid of the rejection that comes with selling. By not asking for
the sale, they avoid the possibility of the customer saying no. Other salespeople are concerned they
will appear pushy and risk offending the prospect. Here are a few simple statements and questions you
can use to move the sale forward:

"What are the next steps?"

"What do you think about what we've discussed so far?"

"What would be the best day to arrange delivery and set-up?"
"Is there any reason we shouldn't get started on the paperwork?"

The next biggest mistake salespeople make once they do ask for the sale is to talk the customer out if
making the decision. A few years ago, | was considering an activity for one of my training sessions.
After listening to the salesman's presentation and seeing the product | told him | wanted one. He
proceeded to say, "If you want some time to think about it, that's okay, there's no rush." | again told him
| wanted to purchase the activity and he responded by saying that many of his customers like to
consider the purchase before making a final decision. Finally, | reached across the desk and took the
activity out of his hands and said, "I'll take this one. Here's my card, send me a bill." | couldn't help but
wonder how many sales opportunities this business owner missed.

If you want to increase your sales, IMMEDIATELY, remain silent once you ask for the sale. Here's why
this simple technique is so powerful.

In every sales situation, the customer or prospect has a mental checklist of conditions that must be met
before they will be prepared to make a purchasing decision. Remaining silent allows them time to
mentally tick off each item on that list. Talking interrupts this process and does not give the customer
time to review what, if any, conditions remain unfulfilled. The longer a customer takes during this
process the greater the likelihood they will make the purchase. Yet, most salespeople get so nervous
during this period of silence they end up blurting out something like, "Have you been offered a better
deal by someone else?"

Don't give the customer a possible objection! Ask for the sale and remain silent until they respond,
regardless how long it takes. | recall reading a story about a salesperson whose prospect took almost
two minutes to say yes after being asked to make a decision. By remaining silent she closed the sale.
Avoid the risk of talking your customer out of the sale by keeping quiet after you ask for the sale.

If you're serious about building your business get serious about asking for the sale and develop the
discipline to stay silent afterwards.

Kelley Robertson is a Senior Partner of The Robertson Training Group and helps businesses maintain
their competitive advantage by teaching them how to increase their sales, develop their negotiating
skills, and motivate their employees. He is also the author of the best-selling book, "Stop, Ask & Listen.
How to welcome your customers and increase your sales." His web site is www.KelleyRobertson.com
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and he can be reached at 905-633-7750, 1-866—-694-3583 or at RTG@cogeco.com.

MISTAKES
By R J Farey

Don't worry about making mistakes.

Everyone makes mistakes.

Why should you be different.

The person who never made a mistake, never made anything.

Mistakes can be costly. They can also be educational.

Look upon your mistakes as an asset.

Life is a learning process. Learn from your mistakes.

Profit from them and you will not only make more money, you will also become a better person.
You must face the fact that from time to time make the odd mistake.

As long as they are not life threatening, pick yourself up, dust yourself down and get on with your life.
Just remember to not make the same mistake twice.

As | said before, "Learn from your mistakes."

Better still, learn from other people's mistakes.

There are people out there who have become millionaires working on the internet. Do you think they
never made mistakes? They are only too willing to admit to their mistakes and to explain how they
resolved them.

If you want to get to the top, and | presume that you do, study those who have already made it to the
top. Study the way that they did it. Copy the methods of successful people. They will not be too proud
to explain the problems they encountered on the way. Problems that you will surely meet as you
progress and gain experience.

Disregard the “overnight gurus' trying to sell you the latest get rich scheme. If you listen to them you will
be making the biggest mistake of all.

The old adage' Learn to walk before you try to run.' Holds good in any type of business venture.
The main difference when setting up a business on the internet, as against setting up a conventional
business, is that on the internet there is no shortage of genuine advice for the newcomer to take

advantage of.

Good advice is there for the taking. Don't disregard it just because it is free. Some of the very best
things in life are free.

Just make sure that you take full advantage of them.

Relax, nothing is so bad that it can't be fixed.



Two Mistakes That Will Cost You Money

Here's to your great success. Bob....

R J Farey

Bob has been on line for over five years. He loves affiliate programs because all of the technical stuff is
done by the owners of the programs. Leaving him free to concentrate on the promotion side of the
business. If this article has set you thinking. Take a look at:
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