What is the mental process you should
go through before the sales call?

When a prospect sees you coming through the
door what is their first reaction? You and | both
know this is the moment of truth. We know they
are putting up their wall of resistance and it is
easy for us to feel it and let them take control.
What can we do to improve the outcome of the
call?

The mental picture you have of your customer
before you walk through the door will greatly af-
fect the response you get.

Step aside and take a look at yourself as you get
out of your car prior to calling on this person we
shall assume is a stranger. As you walk into the
warehouse, or step into the office, your attitude
will be tremendously influenced by the planning
you have done before you made this call. Are you
carefully prepared and organized? This is a
greater confidence builder than you realize.

How strong is the inner fire of belief in what you
can do for him or her? Belief in your job is re-
flected the moment the customer looks at you.

Is your presentation logically arranged, with all
data in order, so that you can automatically put
your finger on any bit of evidence?

Have you figured out in advance exactly WHAT
you are going to sell... perhaps, have written the
order ready for his or her signature before you go
in? There's nothing like such a concrete objective
to help steer your course straight from your open-
ing to your close.

Let's take a typical case. It's Monday morning.
Your prospect has spent all day Sunday look-
ing at new automobiles and expects to buy one
this week. He came in late and is two hours be-
hind with his work. He is getting ready for a
conference call. He has an appointment at
eleven thirty and had placed his watch on his
desk to remind him. His wife has phoned and
asked him to pay the mortgage at noon. He
has just interviewed three people for a job
opening. His mind is a million miles away from
what you have to sell.

In a fraction of a second you have got to clear
his mind of a thousand disturbing thoughts
which are crowding into his consciousness de-
manding attention. The moment he lays his
eyes on you, his first reaction is one of self-
protection! How can he get rid of you and get
back to his automobile, his bills, and the routine
of the day? Yet nearly everything he buys has
been sold to him by sales people who have
known how to "cut through" that attitude and
get attention.

What is your mental picture of this customer or
prospect? Do you feel he or she is your supe-

rior and that you are liable to be a little embar-
rassed in their presence?

Get this mental picture right in your mind be-
fore making the call and the results will speak
for themselves. Don’'t assume they are going to
be eager to see you coming through the door —
be prepared.

©BobOros.com  Questions or information: Bob@BobOros.com




