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Your GPS to Sales Success #3

Here comes my favorite set of directions...No tolls! And, if you live in New York, New Jersey or
Illinois (and some parts of California) you know what I mean. Of course, in order to avoid the tolls
you can choose a circuitous route. It's little back roads, passing a golf course, over the river and
through the woods and you finally get there. So, you say, how does this apply to sales.

Not all sales are a Direct Line...you already know that. We all wish it was so easy as going on a
sales call and having the customers say YES, and their check clears. What happens more often is
you come in with a proposal, the customer asks you to change it, then they ask you to modify the
proposal a second time, then they tell you they have no money, then they tell you to come back in
six months, then they tell you they've only got $500, and the list can go on and on and on. This
particular client has just taken you on the same circuitous route that your GPS did! 

Your GPS didn't give up, you finally got where you were going, and I'm sure you should follow
that same pattern for your sales calls.

In sales you must be ready for obstacles which sometimes are objections and other times
complaints. You have to learn to deal with them in a positive vein keeping in mind your goal in
getting to your destination (just like your GPS).

Hope you are enjoying the sales advice: GPS #4 will deal with construction and detours.

With gratitude,

By the way, if you need any specific sales help, just give me a call.
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