October 26, 2010

Things are different...customer mind sets have shifted...business is no longer coming in through the door, decisions are slower, large companies are reducing their number of suppliers, competition is more intense…

8 key questions you need to answer to finish 2010 strong and start 2011 fast
1. What are the primary reason(s) companies do business with you / your company?
2. Who makes a great customer / great prospect? 

3. What is your strategy for reaching those prospects?

4. What distinguishes your company from the competition? How are you different? 

5. What are the (three) objections you hear most often? How do you (attempt to) overcome them?

6. What is your biggest obstacle(s) to sales success? What are you doing to overcome them?

7. Based upon the foregoing, what is the most important change you can make to finish 2010 strong & start 2011 fast.
8. What do you personally most need to do to increase sales?
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