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Conquest Training Systems, Inc.


The “Mental Health Club” for Professionals
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2-Day
Quick Start

Conquest Training Systems, Inc.
February 24th & 25th, 2000

Agenda
DAY 1

· Introductions

· Conquest Training Systems, Inc. & Sandler Sales Overview

· Class Logistics, Rules, and Commitments

· The Business of Sales

· The Process: Why & Macro View (Sandler Submarine)

3:00 - BREAK

· Bonding & Rapport

· Up-Front Contracts ( UFC )

· Techniques - Reverse, Dummy-up, Negative Reverse, & Stealth Selling

DAY 2

· Pain / Gain Puzzle - Part 1
· Pain / Gain Puzzle- Part 2
· Budget Steps

· Decision Steps

3:00 - BREAK

· Fulfillment Steps

· Post - Sell Step

· Review, Role Play, and Questions

· Done - You Learned More, Go Earn More
Our approach to sales is built on a set of principles and rules that are not beyond our creation but how you are created.

Our approach to sales is layered with a methodology that brings objectivity to subjectivity.

In order to succeed, you must see your weakness, your strength, and your client in a new way. This new way will create power and change.

You must have COMMITMENT, CONVICTION, and BELIEF.
Conquest Training Systems, Inc.

Layered Methodologies and Processes
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Strategic Selling

Process

Humanistics

“Help people master their craft and profession and love doing it.”

“It’s not easy and cheap; It’s hard, different and takes commitment!”

Conquest Training Systems help companies meet their objectives through improving people and process in sales, management, and business infrastructure.

Our services include:

· Evaluations – Can prospective new hires or your existing sales force carry your company where it needs to go or achieve the projected growth? Conquest will help shed light on the strengths and weaknesses of the client. You will know what to fix and why the problem exists.

· Sales Training – Custom on-site classes or our President’s Club classes in our training canter. President’s Club is a curriculum of classes that allows a community of sales professionals to learn, share, and role-play the concepts, behaviors, and techniques taught.

· Business Management Training – The Executive Club for visionary CEOs, presidents, general managers, and operations management. This training brings a systemic approach to solving a spectrum of issues ranging from ‘Cost of turn over’ to ‘Executing the Vision’.

· ONE on ONE Coaching – Fine-tuning yourself or your organization sometimes needs a third eye to point out the flaw that is stopping the break through or creating chaos. Coaching is reserved for only the most committed to success and improvement.



Selling Challenges

	1.
	Closing
	

	2.
	Qualifying
	

	3.
	Budget
	

	4.
	Think-It-Over (TIO)
	

	5.
	Gatekeeper
	

	6.
	Price Objections
	

	7.
	Decision Maker
	

	8.
	Other Objections
	

	9.
	Sales Cycle
	

	10.
	Referrals
	

	11.
	Selling System/Process
	

	12.
	Prospecting
	


	TOP THREE
	
	TOTAL COST

	1.
	
	1.

	2.
	
	2.

	3.
	
	3.


Production = 

Closing Attempts  X  % of Success  X  %Commissions

	
	
	Closing Attempts
	X
	% of Success
	X
	Commissions

	
	
	
	
	
	
	

	Monthly
	=
	
	X
	
	X
	

	
	
	
	
	
	
	

	Possible
	=
	
	X
	
	X
	


Look external to you: 

Someone you consider a “Best in Class” producer?



What one attribute do they have you admire?



Look internal to you: 

What is your best attribute in sales?



What is your weakness in sales?



Sports & Sales – How are they Similar?

Sports & Sales – How are they Different?

RULE:

If you keep doing what you’ve been doing,
you’ll keep getting what you’ve been getting.

Adult Learning Model:

· Awareness

· Knowledge

· Application

· Skill

· Ownership

Selling Challenges

Name:

Title:

Company:

What percent of your time do you spend in the following activities?

· Prospecting:


· Actual Selling:


· Servicing Existing Customers:


· Administrative Activities:


· Presentations/Demonstrations:


· Writing Proposals:


1. I would be more effective and could close more business faster, and would sell more, if I could address the following challenges.
(Check all that apply)
	· Getting too many “think it overs”
	· Shortening the selling cycle

	· Closing percentage
	· Prospecting

	· Using the phone more effectively
	· Getting past the gate keeper

	· Getting to the decision maker
	· Getting beat up on discounts & price

	· Handling objections better
	· Qualifying more effectively

	· Doing unpaid consulting
	· Establishing rapport


Other:  


2. In the last 12 months, the above challenges have cost:
In sales:

In personal income:

Other:  


3. On a scale of 0 – 10, my commitment to deal with and do away with these challenges is:

It’s not important enough to fix) 0  1  2  3  4  5  6  7  8  9  10 (I am totally committed to fix this.)

Selling Challenges

	
Do you have problems with…?
	
	In
Control
	
	Need To Improve

	
	
	
	
	

	1. “Think It Overs”…acceptable as possible future business
	
	
	
	

	2. No Contract…no one really knows what will happen next
	
	
	
	

	3. Objections…and can’t handle them effectively
	
	
	
	

	4. Poor Closing Skills…afraid to ask for the order
	
	
	
	

	5. Likes People…may be too empathetic
	
	
	
	

	6. Being Assertive…has difficulty taking control
	
	
	
	

	7. Goal Setting…no clear, measurable goals
	
	
	
	

	8. Ineffective Cold Calls…doesn’t make them
	
	
	
	

	9. Fear of Rejection…takes it personally, lets it affect performance
	
	
	
	

	10. Negative Prospects…can’t turn them into positive prospects
	
	
	
	

	11. Drilled by Secretary…can’t get past the “gatekeeper”
	
	
	
	

	12. Why Someone Would Buy…Doesn’t understand the reasons why people buy
	
	
	
	

	13. What Someone Would Buy…Can’t diagnose people’s needs or wants
	
	
	
	

	14. No System…wings it
	
	
	
	

	15. No Tracking…Doesn’t monitor behavior and activity
	
	
	
	

	16. Wasting Time…trouble prioritizing activities
	
	
	
	

	17. Poor Belief System…insecure about role of salesperson
	
	
	
	

	18. Asking Questions & Getting Information…more comfortable making presentations
	
	
	
	

	19. Doesn’t Understand People…what motivated buying decision
	
	
	
	

	20. Getting Referrals…passes up the best opportunity to increase business
	
	
	
	

	21. Selling Cycle Too Long…can’t get clients/customers to make decisions
	
	
	
	

	22. Making Bids and Proposals…with no clear understanding of what will happen next
	
	
	
	

	23. Weak Interviewing Skills…asks the wrong questions of prospective employees
	
	
	
	

	24. Turnover of Staff…planned and unplanned
	
	
	
	

	25. Inconsistency…fails to employ a consistent approach to selling situations
	
	
	
	

	26. Lack of direction…needs a goal program and a way to track progress
	
	
	
	

	27. Has Need for Approval…self-esteem may be on the low side
	
	
	
	

	28. Prospects Lying…accepts everything the prospect says with out question
	
	
	
	

	29. Getting to the Decision Maker…comfortable dealing on a less threatening level
	
	
	
	

	30. Discussing Money…waits for it to become an objection
	
	
	
	

	31. Bailing Out…takes the road of least resistance
	
	
	
	

	32. Unsolved Sales Problems…fails to get to the real issues
	
	
	
	

	33. Lack of Commitment…coasting, won’t accept responsibility
	
	
	
	


Goals & Activities Worksheet

	My Monthly Income Goal (MIG) is
	$
a

	My Base Salary is
	$
b

	In order to reach my MIG I must make this in commissions (a-b=c)
	$
c

	
	

	My average sale is
	$
d

	My commission rate is
	%
e

	My Monthly Average Commission (MAC) is (dXe=f)
	$
f

	
	

	MIG(c) ______( MAC(f) ______= (g) _____ the number of deals I must close to meet my MIG.
	
g

	
	

	To produce _____(g) deals, I must meet face to face with _____ (h) prospects.
	
h

	To meet face to face with _____ (h) prospects, I must book _____(I) appointments.
	
i

	In order to book _____(i) appointments, I must first speak to _____ (j) suspects.
	
j

	In order to speak to ____(j) suspects, I must dial the phone _____ (k) times.
	
k


Workspace

Sales Plan Chart


Buyer Seller Process at Work

	Traditional Selling Process
	The Prospect’s Process
	Sandler Selling System

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


The Language of the Buyer Seller Dance

	Step
	What the Buyer Said
	What the Seller Thinks
	What the Buyer Meant

	1
	I am interested in what you have to offer.
	I’ve got a live one!
	I’m shopping around and comparing prices.

	2
	Tell me more about it.
	They are ready for me to convince them to buy.
	I want as much data as I can get without making a commitment.

	3
	Sounds Good! Give me some time to think it over and we will get right back to you.
	They’ll call soon and give me the PO number.
	Don’t call me. I’ll call you if I decide to buy.

	4
	- Silence -
	They are probably busy or forgot, so I will call them for the order.
	No Sale, It’s over!


Your Company Value



Why a System?



Why a System?









Won’t Decide - WHY?  (Prospect)
	Can’t
	Won’t

	
	


Won’t Decide - WHY?  (Us)
	I’m Not…
	They Can’t / Won’t

	
	





No Guts, No Gain Rules

10.
The unsuccessful person has difficulty seeing things objectively.

9.
The unsuccessful person has tunnel vision; they wear blinders.

8.
The unsuccessful person worries about their education.

7.
The unsuccessful person spends too much time worrying about how much money they have.

6.
Being broke is a condition; being poor is a state of mind.

5.
You are earning right now exactly what you think you are worth.

4.
The unsuccessful person is too realistic; they have given up their dreams.

3.
The unsuccessful person is “I” centered.

2.
If you didn’t bring it with you, you’re not going to find it here.

1.
Only by risking failure can we accomplish anything.

Change: Not Whether; But What and How

· What Stops Change?

· Old Behavior

· Community

· Family, Peers, Work Style

· Internal Games

· You win the games that you design

· It’s hard, It used to be…

· I don’t want to…

· I’m doing good…

You can perform in your roles “R” only in a manner that is consistent with how you see yourself conceptually “I”.

In your “I” you are always a “10,” a winner. You were born a “10” and unless you allow role performance to de-value your worth, you will always be a “10”.

Explain how this statement works for you in the field:


Sample “I” / “R” Goals

Identity / Feelings / Attitude

1. I will feel comfortable asking for referrals.

2. I won’t feel intimidated asking for decisions.

3. I am comfortable asking my prospect if we have a chance to do business.

4. I am unafraid of any outcome from a sales call.

5. I am comfortable discussing money with my prospects and clients.

6. I have no fear of talking or hearing about my competition.

7. I am comfortable that I can help my prospect improve his business.

8. I am comfortable and confident calling ‘at the top’.

9. I am comfortable asking my prospect to stick to the agenda.

10. I feel financially independent, as if I didn’t need this order.

Role / Behavior / Actions

1. I will ask each person I speak to for a referral.

2. I will ask for decisions and commitments now.

3. I will ask what it takes to do business.

4. I will be an “active” listener, uncovering the intent if my prospects questions before I answer.

5. I will find “pain” before moving on or allowing myself to discuss “money”.

6. If my prospect says something that is absurd or obviously untrue, I will gently let him know.

7. I will learn a lesson from each person who does not buy from me.

8. If I do not get the business, I will find out why.

9. I will ask and find out how and why my prospect makes decisions.

10. I will shorten my selling cycle by getting decisions not, instead of returning next week to continue the selling process.


DATE


ATTITUDE / BEHAVIOR JOURNAL

	MY “I” GOAL FOR TODAY IS:


	HISTORICAL REVIEW (END OF DAY)



	MY “R” GOAL FOR TODAY IS:


	HISTORICAL REVIEW (END OF DAY)



	DIALS


FACE TO FACE


FUTURES

CLOSED FILES


REFERRALS

OTHER


SOLD



	ATTITUDE ASSESSMENT

“I” (1-10)


WHY?


“R” (1-10)


WHY?




Bonding & Rapport

The goal of building Rapport is to make people feel comfortable with you. It is important to understand that fundamentally a buyer/seller relationship starts with a feeling of distrust on the part of the buyer, and apprehension on the part of the seller.

RULE:  People buy from people they trust and like.

RULE:  Style is more important than substance.

Rapport is often related to the word charisma. What is charisma?

THE ABILITY TO CONFORM OURSELVES TO OTHERS SO THAT OTHERS EXPERIENCE US AS A REFLECTION OF THEMSELVES.

How do you currently try to develop rapport with your customers and prospects?


One of the more important ways to build rapport is to make sure your prospect always feels OK. What are some words to describe feeling OK? Not OK?

	OK
	
	Not OK

	
	
	

	
	
	

	
	
	

	
	
	


How do people often find their “I am OK” state?


What do salespeople do to make their prospects not OK?


RULE:  When prospects feel NOT OK, one of the two things happens, FIGHT or FLIGHT! Either way, they’ll find a way to get rid of you, so you lose.

RULE:  The prospect always has to feel OK…all of the time!
RULE:  People are stroke deprived; we never get enough compliments, attention, etc.

Transactional Analysis



Transactional Analysis Exercise:

Toy Store

	Seller
	Roles/Emotion

	
	

	
	

	
	


Transactional Analysis


Seller
Buyer



Transactional Analysis

How Ego States Form



Internal Decision Process



Transactional Analysis



Check List of CHARACTERISTICS of the 3 Modalities

A person relies on his senses to perceive the world. Of the five senses, three are primarily used to perceive, store, and retrieve reality; eyes, ears, and touch. Each person has differing abilities in each mode. Based on the sense preferred, the person is labeled as visual, auditory, or kinesthetic. A person communicated best with someone of the same modality (i.e., visual with visual). Therefore, the more one has strength in all three modalities, the greater the number of people with whom they can communicate. Below is a list of the characteristics of each mode. By learning where your preferences are and knowing others’ preferences, you will understand the communication between yourself and others better.

	
	EYES

R
L
	BODY

MOVEMENT
	VOICE

SPEED
	PROCESS SPEED
	PREDICATES

	VISUAL
	(
	STILL
	FAST
	
	See

Look

Focus

Watch

Clear
	Foggy

Picture

Reveal

Notice

Appears

	AUDITORY
	(
	METRONOME
	
	
	Listen

Said

Hear

Sounds Like
	Talk

Speak

Rhyme

	KINESTHETIC
	(
	LOTS OF MOVEMENT
	SLOW
	
	Grasp

Feel

Hold it

I don’t get it
	Handle

Grab

Action words


Behaviors of the three modes:
	VISUAL
	AUDITORY
	KINESTHETIC

	· Organized

· Neat and orderly

· Observant

· Quieter – appearance oriented

· More deliberate

· Good Speller

· Memorized by seeing pictures

· Less distracted by noise

· Has trouble remembering verbal instruction

· Mind wanders with too much verbal

· Rather read than be read to
	· Talks to self

· Easily distracted

· Moves lips when reading

· Can repeat back/tell in own words

· Math and writing are difficult

· Spoken language is easier

· Speaks in rhythmic pattern

· Likes music

· Can mimic tone, timbre, and pitch

· Learns by listening and talking

· Memorizes by steps, procedure sequence
	· Responds to physical reward.

· Touches people and stands close

· Moves a lot

· Larger physical reaction

· Early large muscle development

· Learns by doing

· Memorizes by walking through it

· Points when reading

· Gestures a lot

· Responds physically




V, A, K Self Evaluation

Instructions:  Check the box by each statement that applies to you.

· 1.  I prefer radio instead of newspapers for current events.  (A)

· 2.  I tap my fingers or my feet when I hear a catchy tune.  (K)

· 3.  I like the outdoors, and spend a lot of time there.  (K)

· 4.  When I am lost, I stop at a gas station for directions.  (A)

· 5.  I think I have good physical coordination.  (K)

· 6.  When introduced to a new acquaintance, I repeat that person’s name aloud.  (A)

· 7.  I have a tendency to put on extra weight easily.  (K)

· 8.  I like using maps.  (V)

· 9.  I like to pet my dog or cat and/or other people’s pets too.  (K)

· 10. I work out on a regular basis.  (K)

· 11. I like to listen to talk radio while driving.  (A)

· 12. I cannot sit still for long periods; I must stretch my muscles frequently.  (K)

· 13. When shopping, I frequently touch the clothes hanging on the racks as I walk

by.  (K)

· 14. I watch TV ads on purpose.  (V)

· 15. I prefer to have someone explain something rather than read instructions.  (A)

· 16. I like to keep fit.  (K)

· 17. I like to keep my house organized and clean.  (V)

· 18. While thinking to myself, I hear the dialogue in my head.  (A)

· 19. I prefer to listen to books on tape rather than reading them.  (A)

· 20. I would rather participate in, not watch, my favorite sport.  (K)

· 21. I quiz myself before taking tests by reading aloud.  (A)

· 22. I like to read.  (V)

· 23. I rely on my gut instincts.  (K)

· 24. I pay a great deal of attention to my emotions.  (K)

· 25. I let things rattle around in my head.  (A)

· 26. I prefer to have written instructions rather than have someone explain

something to me.  (V)

· 27. I cannot tolerate new noises my car makes.  (A)

· 28. I write “to-do” lists.  (V)

· 29. I keep a diary or a journal.  (V)

· 30. People sometimes accuse me of talking too much.  (A)

· 31. I dislike it when people block my view at a movie theater.  (V)

· 32. I see more than two movies every month.  (V)

· 33. I like to watch people.  (V)

· 34. I tend to wash my car a lot.  (V)

· 35. I see things visually in my mind.  (V)

· 36. Things click into place for me.  (A)

· 37. When I sit down, I feel the chair.  (K)

· 38. It is important to me to feel physically comfortable.  (K)

· 39. I tend to write things down.  (V)

· 40. First visual impressions of someone new are not as important to me as what

they say.  (A)

· 41. I look for the big picture.  (V)

Count the total numbers of Visual (V) statements, the total number of Auditory (A) statements and the total number of Kinesthetic (K) statements you chose. The orientation with the highest score is your dominant preference. The runner up is your auxiliary preference.

VISUAL



AUDITORY



KINESTHETIC



Elements of the Up Front Contract

An effective selling/communications system meets the needs of both parties (buyer and seller), promotes integrity, enhances rapport, and keeps both parties feeling like they are in control. A consultative mutual agreement at the beginning of the sales call starts both parties seeking a solution. We call this an Up-Front Contract. Elements and typical ways of expressing the components are below.

THANKS

· Thanks for inviting me in.

TIME

· How much time will we have?

· We’ll need about _____ minutes. Will that work for you?

· Normally this takes about…

· Would you be able to invest about…..

AGENDA & PURPOSE

· Can I share with you how I normally do business and you can tell me if you’re comfortable with that?

· Can I make a suggestion as to what we might cover today and you can tell me if you’re comfortable with us going in that direction?

· In a first meeting like this, what has made sense in the past is for us to ask questions of each other so we can both figure out where there’s a fit.

· So that we can both make the best use of our time, why don’t we prepare to ask each other questions so we can determine if it even makes sense to move forward. (After all, it may not.) And if so, how?

· Would you feel more comfortable if we both asked each other some questions, so that we could get a feel as to whether or not there might be a reason for us to do business together?

· What can we do today to make sure this is a successful meeting for you?

· What would you like to cover during this meeting?

· Is there anything else you would like to cover?

· What would you like me to be prepared to discuss?

· I don’t know much about your business. Would you be more comfortable if I spent some time during our meeting asking you some questions?

HANDLING OBJECTIONS UP FRONT
· You probably want me to come in and give you a presentation. The problem is I really don’t know enough about the issues you’re facing yet. Would it be OK if we spent some time discussing them first, so that when I’m ready to offer some solutions, I’m better informed?

· My biggest fear is that…

· You know, there’s one thing I am worried about…

· I’m somewhat concerned about…

· If that’s the case, could we discuss it?

· Can I share a concern that I have with you?

· I know you want me to do a bid (or a quote). Before I do that could I ask you some questions about… to see if it even makes sense to clutter your desk with one more quote?

THE NEXT STEM (NO IS OK)
Stopping the process
· We may not have the answer you are looking for, and if that’s the case, I’m OK with NO.

· This may not work for you, and if it doesn’t, I hope you’re comfortable telling me that. OK?

· If you determine we aren’t a fir for you, please be comfortable telling me that? OK?

· I would like us both to be at ease telling the other if there is not a good fit here. Could you do that?

Moving Forward
· If it looked like our solution would work, do you think we could figure out what our next step would be?

· At the end of our meeting, if it looked like a fit, could we determine what our next step is?

· If you have a totally satisfactory solution, WHAT would be our next step?

Sample Reversing Questions

· What were you hoping I could do?

· How were you hoping I could help?

· How were you hoping to deal with…?

· What have you tried so far?

· How much were you hoping it would be?

· How do you feel about…?

· Have you already made up your mind…
- that I couldn’t help?
- not to talk to another trainer?
- that you couldn’t afford it?
- that it would be unfair to the person you’re currently working with
  to talk to me?
- That no one has a better approach or strategy than what you are
   now using?

· Is it over?

· Now that it’s over, may I ask you a couple of questions?

· What is it that we said to one another that you didn’t like or made you decide that I could not help?

· Are you open to…
- inviting me over?
- discussing your situation?
- finding out whether or not we had something for one another?
- discovering how I might help?

· How committed are you to dealing with your pain?

Sample Reversing Questions

	SELLER:
	BUYER:

	What can you do for me?
	I don’t know…

I’m not sure…

Maybe nothing…



	I don’t need training (help, etc.)
	I don’t understand…

Tell me more…

You probably don’t…



	I don’t think we need to meet.
	That’s probably a good decision…

How did you come to that decision?



	It’s not necessary to set an appointment. I don’t think there’s anything you can do for me.
	But are you saying that you don’t want to find out if there is?

But would it make sense to find out?



	Red Flags to Watch for

	Probably

Perhaps

Maybe

Possibly we might

There’s a possibility

We could
	But you’re not sure?

	Thinking about

Considering

Weighing the alternative

Looking into

Examining

Analyzing
	But you haven’t made any decisions yet?


	Stalls – usually designed to put you off or delay the process

	Need to talk to…

I’m not ready to…

I don’t have any money, (budget, etc.)

Call me back next week.

I’m too busy.

I don’t have the time.
	Let’s pretend…

What would happen if…?

    Why?

        How?

            When?



	Responses to Objections in the form of STATEMENTS

	Your price is too high

We don’t need that

I’ve already got a…
	Which means?



	You must be telling me that for a reason.
	For a reason?

Because?

And?



	We’ve made up our minds to…
	And what follows is…?

And you’ve already made up your mind that…




Harvesting





COMPETITION





YOU





Why are we here?





Farming





Referral





Cold Call





Face to Face





Networking





Marketing





Farming & Harvesting





Lesson Learned





Clear Future





Must





Can’t





Won’t





Want





No





Yes





Sales Meeting





Harvesting





Lesson Learned





Clear Future





Must





Can’t





Won’t





Want





No





Yes





Sales�Meeting





Possible Outcomes





Emotional





Intellectual





It’s Over





Introduction/Referral





New Appointment





Feed Forward





Feed Back





Harvesting





Lessons Learned�(Failures)





Clear Future





Must





Can’t





Won’t





Want





No





Yes





Sales Meeting





Pain





Decision





Budget





UFC





Bonding 


&


Rapport





Post


Sell





Fulfillment





Yes





NO





Pain





Decision





Budget





UFC





Bonding 


&


Rapport





Post


Sell





Fulfillment





Yes





NO





Test commitment at every step. 





Watch for defects or failure. 





ASK: Where did it break down?





Ego States





Child





Adult





Parent























Child











Adult











Parent











Child











Adult











Parent











Child











Adult











Parent











Child











Adult











Parent
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Logic, deduction, acquisition, testing





Internal events, emotions, feelings





2) Permission





Child











Adult











Parent





3)  Responsibility





4)  Decides / computes





1)  Creates wants / desires











Child











Adult











Parent











Child











Adult











Parent











Critical


Parent





SELLER





BUYER





1





Not OK





3





4





2











Bonding & Rapport  (  Up Front Contracts  (  Pain  (  Budget  (  Decision  (  Fulfillment  (  Post Sell
3033 N. 44th Street, Suite 340, Phoenix, AZ  85018  (  602.840.0003  (  (Fax) 602.852.0868


_1010918353.vsd

