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Growing Your Sales

	The Sales Process
The development of a selling strategy is of vital importance in guiding yourself and your employees towards growth in sales. The more work that is put into planning your sales, the easier the actual selling will be.

 Prepare Yourself
1. Training/ knowledge
Whether the person selling the product is a salesperson or an owner, buyers will have certain expectations.

· A prospective buyer will expect you to have an excellent knowledge of what you are selling. A thorough understanding of the product and market place should be demonstrated. What is it that makes your product unique and how it will benefit the buyer? A buyer will require any queries they have answered.

· Therefore the training of all salespeople is essential. Before salespeople represent your company they should attend a training session about the company, its products and its sales approach.

· A buyer will also expect to deal with someone who has authority on pricing and who can therefore offer them the best deal possible.

· The seller should also have a working knowledge of the competitors' products; this will enable them to compare their product favourably with others. 

2. Know your customer
· Keep a track of all previous customers. The use of a customer database will help you keep a track of who your customers are and what they like.

· Researching your potential customers will have a benefit to the effectiveness of your sales strategy. It is an advantage to gain as much information as possible about the company and buyer that you are dealing with.

· If you are aware of customers needs and concerns, you will be able to present your products in a way that will meet their needs. 


The Sale
· Build Rapport
It is in the first few minutes that your prospect will decide on whether to listen to you or not. The objective in those first few minutes is to build a rapport with the customer. A good salesperson will be able to carry on a conversation with a prospect on various topics. The aim is to create a relaxed dialogue and a friendly atmosphere for sales to take place.

· Be Professional
Use selling tools where appropriate and always have all necessary information at hand. Always turn up for meetings on time and well groomed.

· Sell Solutions
Propose how your product or service would specifically solve a problem or handle a need. A salesperson should take their gaze away from their own business and products, and instead focus on the customer and the customer needs. Whether the sale is over the phone, over a counter or in an office, the salesperson should put themselves in the customers' shoes. This will help the seller provide a presentation or dialogue that addresses the concerns of the customer and illustrates how these concerns will be solved by the product.

· Handle objections/problems
Objections are barriers to closing sales and should be given your full attention. Many objections can be answered through an explanation or a negotiation. However some objections will be raised merely as an excuse for not buying. Listen attentively to the customer, and learn to distinguish between the two.

· Close the Sale 
Deals are closed through leading the buyer to make a decision. This the point where you review the customers' willingness and ability to make a commitment. There are various methods to close a sale and a well-timed silence is often a valuable one. Others methods include; making 'special offers' if they buy now, or alternatively, asking for decisions, for example "would you like that in red or blue?" 

Follow Up
· Follow up means staying in touch with your customer and continuing the relationship.

· Find out how your client likes your product. If there is a problem, receiving feedback will give you an opportunity to solve it.

· Providing an after sales service is one of the best ways to create goodwill with your customers, helping maintain customer loyalty. Thus providing an ideal chance to create repeat business or get referrals to new prospects.

    

Sales Methods
The sales method or combinations of sales methods you choose will depend on the nature of what you are selling and who you are selling to. The aforementioned 'Sales Process' will be incorporated into the sales method you choose.

· Face to face, the process of actually meeting your customer in person to inform them of your product, and to persuade them to purchase the product. There are various forms of 'face to face' selling including; over the counter, door to door and call out sales reps. While costly, 'Face to face' gives a personal face to your business and is the best method for gaining immediate feedback from the customer.

· Telemarketing, direct selling of your product by telephone based on either 'cold calling' or on a pre-screened list of prospective clients. Telemarketing can generate sales leads, improve customer service and gather market data. Telemarketing is often best-utilised in combination with other selling methods, such as advertising or direct mail.

· Direct Mail. Involves sending direct mail that tells potential customers about your business. Trying to sell your goods and services by direct mail can be seen as a scatter-gun approach. Use the addressee's name on the envelope and a short statement to attract their attention. In the letter use testimonials that explain why your business works; give background on your business and explain how you can meet your customers' needs.

· Internet. The key to getting customers to buy online is having a site that inspires visitors with confidence. For further information on this topic have a look at the guides in the e-enabling your business channel.
	


