How to make yourself more trustworthy and
believable when presenting your products

One of the best ways to lose a sale is to over- opening statement you have just "unsold" your-

state your benefits. Sometimes it might be more self. The buyer, customer or person you are

beneficial to point out a defect to build confi- trying to convince knows immediately that you

dence. This lesson will point out some interest- are stretching the truth. The buyer (I refer to

ing concepts. anyone you are trying to get to buy into your
idea, product or service as a “buyer”) has three
questions:

| always encourage sales people to ask for a dis- 1. "So what?"

count when buying something to see how the

person reacts to your request. However, there 2. "What's in it for me?"

are a few exceptions.
3. "Can you prove it?"
| was recently in Toledo and a sales person told

me about a friend of his who sells parachutes! Instead of using the above overworked phrases
He said BUYERS ASK FOR A DISCOUNT! | you should use facts, figures, and examples in
would not advise asking for a discount. In certain your presentation to justify your statements.
cases you might want to pay a little extra. Open These facts make the buyer willing to accept
heart surgery. A root canal. In these cases you you and your offer. Your goal is to weave the
might want to have them give you some proof of facts into the conversation that makes the

their promised results. buyer understand the LEGITIMACY of what

you are saying.
Don't let them make the mistake that many sales

people make. This huge mistake is exaggerat- Like a shrewd attorney, you want to present
ing. When you are selling an idea or trying to your facts in the strongest possible light. For
convince someone of something, you more than example: "Our program will increase your prof-
||ke|y over exaggerate your Claims_ |tS by 6% - hel’e iS hOW." Or "ThiS pFOdUCt Iine
will cut your labor cost by 3% - | have the facts
To get your idea across you may feel you have to right here to prove what | am saying." Or "This
use such overworked phrases as: new marketing system will increase your sales

by at least 5% - let me show you what | mean"
"We are number one..."

_ . An idea is sold not necessarily when you go
"We are the best in the business..." into your close, but when the buyer agrees with
your statements - and that is what you are

You can save big money with us... looking for - buyer commitment.

As soon as one of these statements are made a
red flag goes up in the buyers mind. In your
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