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Why Nick Bramley?

Å25 Years Plus Experience

ÅSales & Business                                                                               
Development Specialist

ÅPracticality Not Theory

ÅBreadth of Sector Expertise

ÅNot A Trainer......



Influencing People...



The Psychology of Sellingé..

Practical Exercise



Practical Exerciseé..

Å In Threes

Å 1 Volunteer, 1 Recipient, 1 Observer

Å 3 Minutes

Å Sell the Pencil

Å Please Sit Down When Finished.....



Observerôs Feedbacké..



Feedbacké..

Å Most ñSellò a Series of Features

Å Many ñArticulateò But Lack Inspiration

Å Many Run Out of Steam

Å Most See This as a Transaction 

Å Nearly All Set Off Firsté..



Questionsé..

How Many Asked Questions?

How Many StartedBy Asking Questions?



Possible Questionsé..

Å What Do They Currently Use?

Å Why? 

Å What Do They Like About It?

Å What Are the Downsides?

Å Have They Considered an Alternative?

Å What Would Be Needed to Consider One?



Possible Questionsé..

Å Do They Ever Use a Pencil?

Å How Often & For What? 

Å What is Their Feedback?

Å What Is Their Biggest Objection?

Å What Would It Take to Purchase?

Å Listen & Noteéé.



Need, Want, Desireé..

Å You MUSTEstablish Which

Å If Not ïYou MUSTCreate One

Å How?

Å Questions

Å Observations

Å Advantages & Benefits NOTFeatures



Needé..

Å Have a Gap in Current Provision

Å Will Purchase Something Now

Å No Purchase ïStill Have a Problem

Å Need to Buy From Someone

Å Looking for a Supplier Match

Å Easiest Sales Opportunity



Wanté..

Å Have No Real Gap in Current Provision

Å Aspirational Requirement

Å No Guarantee of a Purchase

Å No Purchase ïNot End of Worldé..

Å Need Convincing

Å Need to Convert to a Need



Desireé..

Å Have No Real Gap in Current Provision

Å Very Aspirational

Å Unlikely To Really Purchase

Å Not Established A Budget

Å Looking to Look Goodé..

Å Quite Often a Tyrekicker



Psychology of Sellingé..

Å Itôs Not Just Transactional

Å Itôs Not Just Practical 

Å It Can Be Emotional

Å Your Role ïTo Find the Key

Å What ñTurns Them Onò? 



Great Sales Peopleé..

Å Ask Lots of Questions

Å Listen & Make Notes 

Å Link Responses to Their Offering

Å ALWAYSGo Secondéé



People Are Different ï

We All Make Decisions 

In Different Ways

How People Make Buying Decisions?
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DRIVER

EXPRESSIVE

ANALYTICAL

AMIABLE
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Driverôs Characteristics

The Director

Å Controlling & Direct

Å Fast & Decisive

Å Task & Results Orientated

Å Decisive & Immediate

Å Wants Information in Short Bursts 

Å Headlines NOT Detail

Å Irritated by Inefficiency & Indecision

Å Under Stress - May Be Seen As Dictatorial                                                                 
& Critical 



Driverôs Habitat & Habits

The Neat Driver

Å Clean Desk

Å Neat ïPiles of Work

Å No Clutter

Å Functional

Å Almost Clinical

Å To Do Lists

Å Post-It Reminders



Driverôs Habitat & Habits

The Swamped Driver

Å Bomb Site

Å Clutter

Å Overwhelmed Lists / Post It Notes

Å Spinning Too Many Plates

Å Neatness Gone

Å Too Busy To Now Tidy

Å Gone Too Far ïWaste of Time to Clean


