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Sales is Good ...

BIG DATA

Presentations are communication tools.

It is the mistakes that could make or break a campaign or even
the whole year's figures.

In this eBook, we have outlined 3 major mistakes that could
cost a business in the £'000s and, hence, must be avoided at all
times.

We hope you will find it useful.



Mistake #1

Not Giving The Reason 'Why'
Just saying your product or service is much better than your
competitors, isn’t going to be enough to convince your prospects.

You must always give the reasons why and how it is better.

For example, let’s take a cliché that many people use – “our service is
the best”. 

On its own, this phrase is meaningless.  It’s regarded as hype – and
therefore instantly unbelievable.

But if you give the reasons why your service is the best, your claim
suddenly becomes more believable.

You see, people assume (wrongly) that their prospects will make choices
based on minimal information.

Sometimes that’s true, but in the majority of cases, your prospects need
more information to be able to act decisively and choose you before
your competitors. 



Here’s why?

Before a prospect buys your product or service they are asking themselves many important questions.
For example; if the price ‘seems high’ why should I pay more for it?
·If the price seems low’ why is it low, is it inferior?
Why should I choose you over other businesses providing the same product or service type?

Now, what do you think happens if you don’t answer all these relevant concerns?  That’s right, the prospect
will turn to someone else.

To avoid that, you need to explain clearly why you charge higher than your competitors, you need to explain
how and why your product or service is better than your competitors, and so on.  Tell them about your
expertise.  How long do you spend training your staff?  What steps do you take to ensure customer
satisfaction, and so on?  This stuff is important – really important.

But here's the thing.  Often we think that if we say too much it will repel our prospects. Nothing could be
further from the truth.  Tests have proven time after time that as long as a prospect is interested in your
product or service they are willing to consume large amounts of information – as long as the information you
provide is interesting and informative.

The more relevant information you provide, the easier it becomes for your prospects to make an informed
decision. And as long as you give ‘the why', you’ll generate many more sales than ever before..



Mistake #2

Not Keeping In Touch
Let me ask you a question.

How often do you keep in touch with your clients, customers, or even
prospects?

If your answer is less than once every month, then you’re missing out on
an untapped goldmine.

You must keep in touch with your clients, customers, or patients
because you want to keep serving them for as long as possible; meaning
they ask for more and more services/products from you.

We know that sales is all about timing and changing circumstances.

Just because someone isn’t interested in buying your product or service
today, doesn’t mean they aren’t going to be interested tomorrow.

Let me explain this further…



Say that at present, you’re really happy with your car and have no intentions of changing it. Hence, any
advert, email, or contact you have with a car dealer or car manufacturer is wasted on you.

Mailshots go in the bin without a second thought. You pick up your mobile phone when the adverts come on
TV. You simply aren’t interested. And nothing will prevent you at this stage from even considering changing
your car.

However, 3 months later your circumstances have changed.  You need to do more traveling and so you
decide it’s time to look for a more suitable car.

Now every mail, advert, or communication to do with cars is instantly given attention by you.

You’re “in the market” for a new car, and you develop an insatiable appetite to find out as much as you can
about the cars which would suit you best.

This happens every single day when people are buying products and services.

If you don’t keep in touch regularly with your prospects, you’ll never get “lucky” with the timing.  This is also
known as ‘The Moving Parade’ – people move in & out of the market depending on circumstances.  By
keeping in contact once a month, the chances that you’ll hit the prospect at the right time increase ten-fold.

Do this one thing and your sales will increase.



Mistake #3

Not Asking For Order
How often do you see this?

Someone giving a polished presentation and/or saying all the right
things; only to ask for the order at the end.

I see this all the time.

Even with experienced sales professionals, I have witnessed reluctance
in asking for the order.  May be out of the fear of rejection.

Please allow me to suggest this.  You must ask for the order.

Period.

Why?

Because your prospect is silently begging to be led.

Asking for the order is something you must do to get the sale. If you
don’t ask for the order you won’t get the business.



Or you won’t get as much business as you should.

Closing is simply the way in which you ask for the order.

Basically, this means you should have two or three good logical closes you can use comfortably when
meeting with prospects.  This also applies to all of your marketing communications. If you want people to
request further information, or a meeting, or whatever, your communication must close to get the desired
outcome.

And of course, it's no different online.

Your buttons, your videos, all your social media, articles, and so on, all need to ask for the order or at least
get people to move to the next stage of your sales process.

This can be as simple as saying something like, ‘Shall we go ahead?” or "Shall we give it a try?"

That’s not hard for anyone to say, but the difference it makes to your sales and profits will be astronomical (I
chose that word very carefully!).



Thank you!
We hope that you found this short eBook useful.

Please get in touch to discuss any sales or marketing need that you may have.  We will be more than happy
to help and provide you with a solution.

Our details are below.

+44 7445 269 168

khan@theredkape.com

https://theredkape.com


