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““Generating Sales in a Service CultureGenerating Sales in a Service Culture””



My ObjectiveMy Objective

• Thoughts, ideas and processes
• Help you sell more services
• Be more successful
• Earn more money
• Have more fun



K I S K I S -- M I FM I F



80% 80% -- 20%20%

80 % of all products and 
services are sold by 20 % 

of the salesforce



• Any company’s greatest asset is the 
undeveloped potential of its people.
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Fears

Uncertainty

Doubts





Seven Steps To A SaleSeven Steps To A Sale

1

2

3

4

5

6

7



Seven Steps To A SaleSeven Steps To A Sale

1

2

3

4

5

6

7

Approach
a. Attitude
b. Appearance



Seven Steps To A SaleSeven Steps To A Sale

1

2

3

4

5

6

7

Approach

Qualification



Seven Steps To A SaleSeven Steps To A Sale

1

2

3

4

5

6

7

Approach

Qualification

Agreement on Need



Seven Steps To A SaleSeven Steps To A Sale

1

2

3

4

5

6

7

Approach

Qualification

Agreement on Need

Sell the Company



Seven Steps To A SaleSeven Steps To A Sale

1

2

3

4

5

6

7

Approach

Qualification

Agreement on Need

Sell the Company

Fill the Need



Seven Steps To A SaleSeven Steps To A Sale

1

2

3

4

5

6

7

Approach

Qualification

Agreement on Need

Sell the Company

Fill the Need

Act of 
Commitment



Seven Steps To A SaleSeven Steps To A Sale

1

2

3

4

5

6

7

Approach

Qualification

Agreement on Need

Sell the Company

Fill the Need

Act of 
Commitment

Cement 
the Sale



Seven Steps & The Five Buying DecisionsSeven Steps & The Five Buying Decisions

1. Approach

2. Qualification

3. Agreement on Need

4. Sell the Company

5. Fill the Need

6. Act of 
Commitment

7. Cement 
the Sale

1. Salesperson   2. Company   3. Product/Service   4. Price   5. Time  



The Greatest MythThe Greatest Myth
InIn

SellingSelling



It is your people knowledge 
that makes your 
product/technical  
knowledge pay off




