STRATEGIC SELLING PHILOSOPHY

and

THE TEN COMMANDMENTS OF EFFECTIVE CLOSING

Successful salespeople, over an extended period of time, eventually develop a selling philosophy.  They learn what works for the client and themselves, and they learn what does not work.  For example, they learn that what use to be considered clever, tactical approaches to concluding a sale simply make a salesperson look immature and foolish.  They learn that sincerity has been better than clever forever.  Further, successful salespeople understand the power of having a framework for strategic sales campaign management, a framework that would not embarrass them were it made public.  Those successful salespeople would fully endorse the following: TEN COMMANDMENTS OF EFFECTIVE CLOSING. 

1.  Be certain your value proposition is attractively different, solidifying your unique position, and verified by your professional assessment and laboratory process

2. Focus your energy on those who have authority to commit, and produce three witnesses to affirm your credibility for your prospect’s peace of mind

3. Do not rush the complete information exchange process causing your prospect to suspect you

4. Do not ask for commitments that fall short of the basic test of reasonableness

5. Guard the trust of your prospect with all your heart, all your mind and all your soul: Do not risk that trust for any prize or any person, for once the trust is compromised the opportunity is lost

6. Know well the events of the buying process: Anticipate and execute each with forethought

7. Do not force the timing of the decision, yet have no fear when the moment is right to present a rough draft proposal

8. Be forewarned of the four most serious roadblocks to closure: trust, differentiating value proposition, timing and money

9. Know your prospect’s funding ability and seek fair consideration

10. Loseth not thy cool

