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Selling is a Profession

ÅHire a Sales professional with experience

ÅSelling techniques get lost in translation ς
without sales training

ïAsking the right questions

ïListening is the most important selling technique

ïSelling from High level to granular



Selling Skills

ÅSales training

ÅSales coaching

ÅMust invest in our company and in yourself

ÅTraining & Continuing Technology Education



Learning to Speak to the 
Business Side with Customers

ÅROI ςover time cost savings

ÅHow to reduce cost ςVoIP vs. TDM

ÅSkill Gap assessment

ÅTechnology is continuing to evolve

ïEvolving your selling skills



Sales Evolution

Transaction
Selling

·Cost, appeasing
Base selling

Technical
Selling

·Feature, 
base selling 

Application
Selling

·Process,
niche process

Solution
Selling

·Interoperable,
Integration of 
Technologies 
with Business
Process

Consultative
Selling 

·Problem Identifying
·Client Agrees or  

Signoffs
·Client willing to   

change in or to grow
·Budget Allocation
·Quoting



Stagesof Engagement

ÅGetting evolved at the beginning

ïLearning the business aspect or side to customer

ïAssessment

ïDesign

ïPricing/Cost

ïPurchasing

ïFulfillment Management



Å How do you build trust with a customer?

Å How do you create value, not just about it?

Å How do you differ from your competition, offerings/products?

Å Information is commodity; knowledge is power.

Å Iƻǿ Řƻ ȅƻǳ ōŜŎƻƳŜ ǘƘŜ ŎƭƛŜƴǘΩǎ ǇŜǊǎƻƴŀƭ ōǊŀƴŘ ƳŀƴŀƎŜǊΚ

Å How do you build customer loyalty?

Å It is easier to differentiate your product in the future than in the present.

Å [I think Chance recommended putting these points into rhetorical 
questions. ]

Lessons for SuccessfulSelling
in the New Economy


