The Art of Selling
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Features
Benefits

Qualifying checklist

Professional image
Professional skills

Sales tools

Mental preparation
Customer feedback

Sales vocabulary
Win/win goals

Price patience
Decisive action

Customer service
Internal reports
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Customer feedback

The Sales Process
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Document the selling activity
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Customer

Competition
Qualifying process

Sales cycle length
Effective presentation

Specific customer needs
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Listening

Objections
Implementation

Customer’s timing
Negotiation

Cycling
Contact tracking
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Customer Service
References and referrals



