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	Why people buy


Hot to generate leads





Types of Closes

























	Qualifying leads with BANT
BANT refers to a series of questions you can ask a prospect to further refine their likelihood of buying from you. It focuses on four areas.
1. Budget – does the prospect have a budget to purchase?
2. Authority – Does the person you are engaging with have the authority to sign off on a purchase
3. Need – Does the prospect have a demonstrable need for your product/service
4. Timeline – when is the prospect planning to buy. Is there a sense of urgency?
Earn Trust Through Listening










The Four Ps of Presentation






Types of Objections












Purchase decisions are rooted as much in emotional impulses as logical facts


Buyers have egos


Buyers have a greater commitment to fleeing losses than to seeking gains


Buyers are naturally suspicious


Buyers respond psychologically to visual elements and stories


Buyers crave value


Buyers travel in packs



Visitor


Someone who discovers your buisness through one of your marketing channels - website, blog, social media


A visitor may have been referred through an existing customer


Landing Page


A web page that a visitor lands on that has a distinct purpose generally used to capture leads


Call to action


Forms


Offer


Something of value offered to the visitor in exchange for their information


Usually found on a landing page


Compels a visitor to leave certain prescribed information in exchange for an offer


A hyperlinked  button, message or image that compels visitors to take some sort of action



Direct Request


You simply ask for the order


"Can I get you to sign and send  through the acceptance page on the proposal?"


Benefit Summary


Summarise the benefits of what has been discussed


Add a commitment phrase on the end


Higher Authority


Assumptive


Asks a question where the response indicates  a commitment to the sale


"Shall we go ahead and put that payment plan in place?"


Alternative Choice


Gives the prospect a choice between two buying options rather than buying or not buying


"Would you prefer Model A or Model B?"


Compliment or Vanity


Where the purchase appeals to the person's ego or identity


"You offer your customers exceptional value and I know that our product will only make your value proposition better"


Having to gain approval from another person (manager) to go ahaed.


Combination


Combine two  or more of the above 








Essential that you get committement before "going to" the higher authority



Truly listen to the prospect


To their words


Feedback what you have just heard


Either verbatim


Confirm that you have heard the prospect correctly


Have I understood you?


Ask a relevant follow up question


To their feelings


To their body language


Or by paraphrasing


Or using your own words


Did I miss something?


Did I get something wrong?


Ask an open question


It confirms you have listened



Prioritise your agenda


Your presentation must be well organised and logical


Personalise it


Tailor your approach to your prospect


Prepare illustrations


Use visual aids


Practise


Practise in front of a mirror


Practise in front of a colleague


Practise makes perfect


Use product demonstrations


Customers need to visualise your solution 


Reflect their language and culture


Consider the level of formality


Don't waste your customer's time



Product - "The quality isn't as good as your competitors"


Does the buyer understand all the features of your product?


Source - " I haven't heard of you, so how can I trust you?"


Describe your comany's strengths


Talk about the product warranty


Use testimonials and use third party research 


Use product demonstrations


Describe who has invested in the company


Talk about the commitment the company has made in terms of warranties


Price - "I can't afford that"


Can be used as a negotiating ploy to determine price flexibility


People will buy when they see value - demonstrate value then price will be less of an obstacle


This is more of a stall than an objection and indicates you need to build the relationship between you and the prospect


Money - "I can't afford this at the moment"


"I'm already satisfied"


"I have to think about it"


Probe to see if the objection is price or budget related


May be masking another objection


Help the prospect understand how they can afford your product/service


Probe to see if being 'satisfied' is good enough for the prospect


How can the features of your product/service move the prospect from 'satisfied' to 'ecstatic'


Probe to uncover the risk or fear that the prospect has toward your company or product/service
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