CHAPTER 3 The Prrwonal Seliing Proces oY
likened to a chain, each link of which must
| fail to get the order. However, each step
altered to meet the situation at hand.

The actual selling process can be _
be closed successfully or the seller wil
overlaps others, and their sequence may be

The eight steps of the sales process are:

8 Follow-up

7 Gaining commitment

6 Meeting objections

[ 5 Presentation

, 4 Need a-casment

3 Approach

2 Preapproach—planning the sale

1 Prospecting

Prospecting

Succeeding in today's competitive environment means that a company must con-

stantly find new customers. A salesperson’s basic strategy should be to spend as

much time as possible with excellent prospects—people who recognize their
need and are ready to buy. As Phil Clark, an IBM regional sales manager in Dal-
las, succinctly told his sales force, “The idea is that through our advertising and
promotional efforts we stand on a ladder shouting loudly all over Dallas, ‘Every-
one who is ready to buy a computer please raise their hands.’ Then we gosell one

Prospecting is the method or system by which salespeople learn the names of

to e(;h person who responds.”

people who need the product and can afford it. There are two steps in successful
prospecting. The first step is identifying leads—generating potential customers.
The second step is qualifying leads according to who is most likely to b@

s ?

Identifying Leads
Names and addresses of good prospects can be obtained in a number of ways:

Referrals from customm(Salespeople indicate that their number one
source of referrals i their eXisting customers, E@R&Eﬁm&
thirds of their leads A Referrals from customers are a}éiébii tﬂgbgéﬁ most
credible source of leads. “If you provide valuable, worthwhile products and
services to your clients, they will want to share you with others,” says i
Maribeth Kuzmeski, founder and president of Red Zone Market;n 3(It‘ j
human nature! But sometimes they need a little nudge. So Whatev%r i pid )
business is, you should have a system in place for promoting this po:i(t)il:-: :
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