SALES QUOTE

TO MOTIVATE
AND

INSPIRE
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“Trust 1s the sum of 3 factors:
competence, integrity, and intimacy.”
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rers have to see Why a seller

PN stands out from other options.
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“The first step in d

determining a seller’s motivation.

goals is

Is he motivated extrinsically,

intrinsically, altruistically,

economically, politically?

Find out and you can he

sellers set goals tiney are

driven to achieve.”
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“Don’t under value=
what you offer. Many
sellers do and start
pricing too low.”



“Seller superiority is one

R

d of the most powertul
® differentiators that affects

N o i A

=3 purchase decision.”
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“Connect Convmce,
and collaborate. Thls is
What sales Wlnners do

better than second place
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‘ ‘ x “Diagnosing needs

* “ isn’t nearly as

| | important as simply
demonstrating
understanding of

needs.”
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“Buyers want to talk to sellers, but only

if they bring value to the table.’






“There are two types of resonance:

rational & emotional.

Sellers should keep

both in mind.”
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The morc buyers SCC }/'OU. aS 4 SOUrce

of 1n51ght the more they see

how you can help them succeed.”



“Ask disruptive questions to push buyers

out of their comfort zones and into the learning zone.”
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“If you want to make work meaningtul to you,

you need to choose your New Reality.

A New Reality is the place you’ll be

when things change for the better.”




“Collaborate with
and 1involve
buyers, and
you’ll get._' v

results?’



sellers only to the-extent

<7 they trust them?
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“At the heart of

insight selling
T is bringin
R\ g g
Al torward ideas
, \ that make
= a difference.”
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“Buyers have to believe tha

sellers can deliver on
their promises. -
You have ol
to substantiate.?
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“The more trust you build,

the more buyers are open to

gaining insight from you.”



“Broad, open-ended sales questions are great for helping you find out
what's going on in your prospects’ and clients’ worlds. They help you
connect with buyers personally, understand their needs, understand

what’s important to them, and help them create better futures

for themselves.”
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“It’s during collaboration [betwv buyers & sellers]

that ideas are born and insights come alive.”
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“Research

show up- ront investment

and knowledge of the
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“Sellers who are systematic,

make tough decisions about

where to S ed their time




“In my experience, only two things set apart those who live by

goals and those who don’t. Salespeople who live by goals:
now where they’re headed

ommit to a goals routine.”
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“You need to ‘ !~ ?t a

think of your sales and ™
outreach eftorts in three parts:

interest, consideration, and commitment.”




Stay focused, pers

drive value for bt yers i z:..conversatlons

and you 11 see an 1nc1§, ase “"’sales wins.’




“Insight Sellers don't just sell the value of their

products and services, they become the value.”






“Objections help identity areas

where you have not fully
communicated the value.
They provide you with the

opportunity to learn valuable
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“To build your pipeline

and reach potential
buyers, it’s essential to

always be expanding

your network.”
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n activities that ‘

“You need to spend your time O
return.

are most hkely to generate an outsized

l Once you choose where to spend your time,

need to avoid distraction and maximize

output per work hour.”
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lead to repeat business,
account ShEOMW !

increased referr:
and greater rey
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“If you want to achieve
your goals, you must

do things differently.

This requires changing -
your behaviors, and
often changing bad
habits that derail your
focus, priorities, and,
ultimately, your results.”
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