Fundamental Sales Skills

Master the concepts of selling.




You will Know

This training is designed to ensure
you learn and master the
concepts of selling.

You will learn how to manage
and configure sales,

Link the relationship between
sales and marketing, and
manage a wide range of
features and functions of sales.
This scienftific and practical
training will help you establish
your sales credentials and give a
boost to your career.
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Learning Pyramids -wiiem ciese

EARN'NB wnl » 10% of what we Read

WLEDGE RETENTION R » 20% of what we Hear

> 30% of what we €€

» 50% of what we both S€e and Hear

» 70% of what is DiscuUssed with each other
» 80% of what we Experience personally

» 90% of what we TeCI C h to someone else
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What is Sales
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Salesman Role

place

Time Products Visibility

price
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What are the importance of sales mene
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Importance of Sales man.

Making Revenue

Achieving organization targets / Goals

Linking between organization and customers

Success sales Dept. moving company from loss to profit
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The strategic importance of Salesman

No NO
Purchase production

NO Money NO Job

because nothing happens until somebody sells something!
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Sales philosophy 10

SALES PHILOSOPHY

Our 1%t priority is, and always will be, to
deliver the highest quality products and
services to our customers...

How can you provide value if

you don’t know what you are
taking about?

The Sales Success Philosophy

| am subject matter expert
My Job is to help
Qualified prospects If you are not solving a
Make a better decision problem for your prospect,
About how to solve a problem

why are you there?

Using my products or services
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5 Distinct Profiles
five different ﬁ

profiles for Sales
People

Lone
wolf Hard
Worker Relati?é\ship
Builder
Problem

Solver
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Builder Solver

o
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The Relationship Builder

» Classic consultative rep
» Builds advocates internally
» Creates relationships with prospects

< Relationship Builders focus on developing strong personal and professional
relationships throughout the customer organization.

)
0‘0

These sellers are very generous with their fime, do everything they can to
meet customers' needs, and work diligently to resolve any tensions that
arise in the commercial relationship. Ironically, while most Sales programs
are designed to create and encourage Relationship Builders, it is the least
effective of all of them.
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The Reactive Problem Solver

>

Highly detail-oriented

v

Reliably responds to stakeholders

v

Ensures all problems are solved

< Reactive Problem Solvers are considered highly reliable and detail-
oriented from the customers' perspective. They are known for their focus
on post-Sales follow-ups to ensure that service issues are addressed and
solved quickly and thoroughly.
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The Hard Worker

» Doesn't give up easily 4 sgun aludiog ¥
» Self-motivated Jiss

» Interested in feedback and personal development ( 4wse 4,35 ) 3, slhely algy
A3 skl g

<« Hard Workers are the members of your team that show up early, stay late,
and always go the exira mile. These Salespeople can make more call in
an hour and meet with more prospects in a week than anyone else on
your team. The hustle never stops for hard workers.

Hazem EL Mahdi-SELLING SKILLS

9/14/2022




The Lone Wolf

» Follows own instincts
» Self-assured
>

Delivers results, but difficult to manage

0‘0

Lone Wolves are deeply self-confident and have a natural ability to
succeed on their own instincts. They break rules, are hard to manage, and
do things their way or no way at all. They are the least common profile of
all Salespeople, but they are the second most common among top
performing Salespeople.
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The Challenger

» Different view of the world
» Loves to debate and push customer
» Strong understanding of customers' business

< Challengers use their deep understanding of their customers' business to
challenge their thinking and maintain control of the Sales conversation.

<« Challengers aren't afraid of expressing controversial views and are
assertive with everyone they communicate with.

<« Among top performing Salespeople, Challengers are most common.
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The clear winner

The "Challenger

The “Lorns Wol "

lcarc] Worker"

The “Probilem Solwer®

“Relatonship Builder"
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Planning for a successftul Call

2 — During Visit

Focus on Customer needs .Direct beneficiary

Know what is client needs. Indirect beneficiary

Offer the appropriate Products.

Speaks about products value and advantages

allows the customer 1o speak .. and does Not Insist on selling from the first

glance-(Peep)

Deal with the customers Objections

Do the right things to generate Sales

Understand the hints of purchase from the client.
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Who is A sales
professiondal
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A sales professional

» Who adds real value

» Respects your Time

» Collaborates with his client/ colleague.
» Take a service orientation

» Helps 1o Solve Problems
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What Is Five-Step Sales Process ¢

You have
5 mints
answer
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5 C’'s sales -Five-Step Sales Process 3

capture
attention
. Create

: Compelling
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HOW TO WIN MORE HIGH-END SALES
(JUST FOLLOW THIS 5 STEP PROCESS...)




What Is the six =Steps of Personal Sales Process ¢

WHAT IS PERSONAL SELLING??
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6 steps of Personal Selling
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personal

selling

Closing

Objection
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Marketing MIX -4 P’s

Price is the

g Brand * Discount Only_ element
*Services « Offer price IN Th?
« packaging « Credit policy marketing
Mix which
S produces

Product revenue:

* ADV Market

 Publicity e Channel
*Sales ; « Distribution
promortion
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Types of Personal Selling

Retall

* Single transactions
* Repeat Transaction
e In order Making the order

Y4

B2B

 Selling products to be used in the manufacture of
other products.

e Distributor

Y4

-

Direct

e Telemarketing and internet-based
selling
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I e

Type of Sales
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Channels of distribution

Producer

Selling Directly to Consumers

I::?-'\{ Consumer '

Selling through Retailers

\)t-

v-;»:;:»{ Retailer

Producer

Selling through Wholesalers

T Wholesaler l ‘_»l Retailer

g >

T Consumer '




Distribution channels

Producer or
manufacturer

Producer or .
Retailer
manufacturer

manufacturer | §
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Answer The Question
How to increase your Sales ¢
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To increase your Sales

» The selling comes

from :
1. Getting new Maintaining
existing
Cus’romers customers

2. Maintaining existing
customers

Hazem EL Mahdi-SELLING SKILLS 9/14/2022



l
t' 100

Mﬂu

New Customers

% Bad literature
6

Waiting for
purchase order O/Lw
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Planning for a successful Call

Before
Visit

Success in the sales process requires that you do the right things in a timely manner
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Planning for a successful Call
1 — Before Visit

ifi Information
Planning @ Sets a clear Specifies the Product

o o gOC” of his ’rc:rge’r Compeﬂfor
visit. Visit. customer. activity Value
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Planning for a successful Call
3 — After Visit

» Record everything that happened on the visit
» Analyzes the results of the visit

» The results and points are used as a prelude 1o the ne
VIsit.

Remember .... Confirm the date of the next visit
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/ habits for the most effective salesman

* Be aware of the product you are selling

e Determine the typical and target customer

e Know the sales steps

* Help the client make the decision

e Display product value, not product price

e Get the purchase order

e Be positive all the time / Good listener
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Selling Process
WOrksnop
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Communication skills

» Why is communication skill one of the most
important skills a salesman requires?

» Because asalesperson is the link between the company
and the customers and vice versa.
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...Communication Process

/\_»

Sender Feedback Receiver

L N

A 4
@
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Channel

" » l ] r
@ NS

E-mails
Conference /

Memo

Face-Face |
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Verbal Communication Written Communication



Communication Skills

\ Listening )
Public

Storytelling —_— speaking
\\ Conunug>\>\\ /

cation
skills
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Selling Cycle

Overco
ming
Objecti 4
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Selling Cycle

': Overco | g ' Presenti |
\ ming \ ng /
. Objecti " Mercha
on ndise
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Greeting

While opening the sales call

— Create a good impression, smile , appearance
— Greet, Introduce yourself & your Organisation
— Make the customer comfortable

Customers buy three things in this sequence:

Hazem EL Mahdi-SELLING SKILLS 9/14/2022



Selling Cycle

a. N\ ., / 3.

F i :'.

'-. Overco ,' g ( Presenti ;‘

\ ming
\Bjea/ \Jﬂ Eba/
ndise
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Qualifying Customer

We qualify customers on basis of....
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Qualifying Needs

Customer needs can be classified as :

« Stated Needs(what they say)

» Unstated Needs (what they mean to say)
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Understanding Needs

* Ask background questions to know if the customer is looking

for something specific

» Ask for age, gender, size, height, weight, etc. of the person

who is going to use the product(depending upon the product

customer is looking for)
« Ask if they are looking for any specific brand
e Ask for user’s liking about Color, style, shape, etc.

» Ask if they have any specific budget in mind
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Selling Cycle

| Overco ,' Q [

\ ming ‘ ng
Objesn/ f

Hazem EL Mahdi-SELLING SKILLS 9/14/2022



Merchandise Presentation

Preparation required:

e @Gain product knowledge

e Be familiar with product placement in the store
* Be confident about yourself

* And..

Practice... Practice... Practice...
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Objection
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What is an Objection / Doubt??

Doubts are milestones that brings
you and customers closer to sales

Why
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Most Common

Sales Objection » Price of the Products
E'ﬂ: » Trust
' » Fear of Change
’1 » Timing
» Indifferent
>

Satisfied with Current Product/ Service
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How To Handle Sales Objection

Q)

e Listen to e Validate e Say It back
the the to
Objecftion . problem Prospect

e Answer the
objection
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How to Handel A Sales Objection ¢

Products
Features

Price &
Quality

Give Free
Sample
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Yes , But

YES, but.”

too cliclhe
+o0 dan "9

Yoo S;M?le

+DO c\n'- LA\%V\

Yoo
dorikk

{oo randowa
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(AIAC)

Acknowledge, Inquiry, Answer and Confirm

OK, I like what you are saying, but my situation is
completely unique...”

“Yes, that’s good, but I've not had good experiences..”
“Great, | like that, but here is where | differ...”

“OK -1 like that, but can | only do halfe”

“Yes, but can we start small and work upe”

“Good, | like it, but if you give me a deal on this, I'll give
you more business”

Yes, | understand why you quoted all of this, but | don’t
have the budget, can | still get all of the services for lesse”
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WHAT SHOULD BE AVOIDED WHILE
HANDLING OBJECTIONS?

» Don't argue

» Don’t pressurize @
» Don't lose your temper w
» Don't keep on talking
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WHAT SHOULD BE AVOIDED WHILE HANDLING
OBJECTIONS?

» Don’t apologize for the price

» Don’t make price the focal point of your sales

presentation

» Don't appear nervous
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Selling Cycle

': Overco g ' Presenti ;‘
\ ming \ ng /
ndise
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Closing the Sale

Sale is not complete unless it is closed..!!
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Look for Buying Signals..!!

Verbal Signals

v Do you have <specific> color?
v What discount do | get?
v How much will this cost me?

v’ Can | get the product delivered to my
home?

v Do you accept Cards?

v’ Is there any warranty or guarantee on
this product?

Hazem EL Mahdi-SELLING SKILLS

Non-Verbal Signal

v’ Customer tries the product
v’ Repeatedly looks at mirror and smiles

v Through eyes ,checks for feedback
from the person accompanying him/her

v’ Holds it separately in hand or keeps
product in the basket
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As you notice a strong buying signal..!!

Hazem EL Mahdi-SELLING SKILLS 9/14/2022



How to ask for sale?

« Ma’'m, let’s go to the billing counter?

* By what name would you want the bill to
be generated?

g

« When would you want the delivery to be
made?

 May | know the address where delivery
needs to be made?

* Would you be paying by cash or card?
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Closing the sale

Collect required information

~ Bill the products
38 0 ¢
e

Thank the customer
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How do Customers Buy?
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Decision

Qaking

1.
Need

\ Analysis /&

Customer’s

Exploring

Buying .-I Options .. /

Cycle

3.
Eliminating

\ Doubts
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Buying Cycle

*What did you buy?

Need Analysis Why did you buy?

Where did you buy it from?

Why did you buy it from that place/shop?
Bid you explore some options before buying
wdt you bought?

Bid you explore some alternative products

Exploring Options

.

* Did you ask any question before buying?
« Were all your questions answered to
sati your

sfaction?

Eliminating Doubts

FAW

* Did you bargain on price?

Decision Making « Did you buy the product?

FAW
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Aligning Selling Cycle with Buying Cycle

BUYING CYCLE SELLING CYCLE

Greeting

Need Analysis Qualifying Customer

Evaluate Options Presenting Merchandise

Eliminating Doubts Overcoming Objection

Decision Making Close and Add-ons

$31383
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