
The Art of Selling
Quick Tool

The Sales Process

Know your customer 
and your business

Know your product

Develop need-qualifying 
questions

Prepare yourself

Set the call/walk-in 
objectives

Initiate contact

Present the message

Close the sale

Document the selling activity

Plan for Renewal & 
Referrals

Mission
Marketing Support Customer

Features
Benefits Competition

Qualifying checklist
Qualifying process

Sales cycle length 
Effective presentationProfessional image

Professional skills

Specific customer needs
Sales tools

Mental preparation
Customer feedback

Rapport
Listening

Sales vocabulary
Win/win goals

Objections
Implementation

Price patience
Decisive action

Customer’s timing
Negotiation

Cycling
Contact tracking

Customer service
Internal reports

Customer Service
References and referralsCustomer feedback


