Sales Development

Influencing People To Do
Business With You

Nick Bramley
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Why Nick Bramley?
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A 25 Years Plus Experience

A Sales & Business =
Development Specialist

A Practicality Not Theory -
A Breadth of Sector Exper.

A Not A Trainer......
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Influencing People
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A In Threes

A 1 Volunteer, 1 Recipient, 1 Obs

A 3 Minutes

A Sell the Pencil
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Most #fASell o a ' At wures
Many AnArticul a |l nspir

Many Run Out of Steam

Most See This as a Transactior

Nearly All Set Off Firsteé.
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How Many Asked Questions?

How Many Starteyg Asking Question
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What Do They Currently Use?

Why?

What Do They Like About It?

What Are the Downsides?

Have They Considered an Alternative?

What Would Be Needed to Consider One?
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Do They Ever Use a Pencil?

How Often & For What?

What is Their Feedback?

What Is Their Biggest Objection?

What Would It Take to Purchase?

Li sten & Noteéé.




Need, Want

EEEEEEEEEEEEEEEEEEEEE

YouMUSEstablish Which

If Not YouMUSTCreate One

How?

Questions

Observations

Advantages & Bendfi@TFeatures




Needé
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Have a Gap in Current Provision

Will Purchase Something Now

No PurchageStill Have a Problem

Need to Buy From Someone

Looking for a Supplier Match WE NEED YOU
Easiest Sales Opportunity
. (\,() S
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A Have No Real Gap in Current Provision
A Aspirational Requirement

A No Guarantee of a Purchase

A NoPurchaseNot End of

A Need Convincing

A Need to Convert to a Need
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Have No Real Gap in Current Provision

Very Aspirational

Unlikely To Really Purchase i) ig gi ieig
<

Not Established A Budget

Looking to Look (

Quite Often a Tyrekicker




Psychol ogy
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Altods

A It Can Be Emotional

A Your RoleTo Find the Key

A Wh a't

Not Just Tr

Not Just Pr

ATurns Them Ono?




Great Sales =Ff

A Ask Lots of Questions
A Listen & Make Notes

A Link Responses to Their Offering

A ALWAYS& 0o Secondéé
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People Are Differént
We All Make Decisions
In Different Ways




HEAD

ASK - > TELL




HEAD

ASK - > TELL




People Styles

HEAD

ANALYTICAL DRIVER

ASK - > TELL

AMIABLE EXPRESSIVE
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People Styles
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ASK
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The Director

Controlling & Direct

Fast & Decisive

Task & Results Orientated

Decisive & Immediate

Wants Information in Short Bursts
Headlines NOT Detall

Irritated by Inefficiency & Indecision

Under StreséMay Be Seen As Dictatorial
& Critical
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To To To To Po Do Do

Clean Desk

Neat Piles of Work
No Clutter
Functional

Almost Clinical

To Do Lists

Postlt Reminders

The Neat Driver
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The Swamped Driver

Bomb Site

Clutter

Overwhelmed Lists / Post It Notes
Spinning Too Many Plates

Neatness Gone

Too Busy To Now Tidy

Gone Too FaWwWaste of Time to Clean




