How to Make Your Sales HEGa|@s 4

M eetings More Valuable HerEt]C

By Don Coope’rThe Sales HeretlcTM Original thinking for boosting your sales

In my seminars, one of the most frequent compldihtsar from salespeople is that
regular sales meetings are a waste of their tim@ratluctive sales meetings not
only drain the morale of your sales team, theyarnally cost you sales, because
your people are sitting in a meeting room rathantactually selling.

I’m not saying you should abandon your regularsateetings, just make them
more valuable to your salespeople. Here are soeasifbr turning your sales
meetings into can’t-miss events:

Prepare Yourselvesfor Objections

Your salespeople already know the objections thedys seem to come up, so
deal with them ahead of time. Each meeting, brimg @ommon objection. Spend
ten or fifteen minutes brainstorming answers t€hoose the best, then role-play
the objection and response so everyone can practibe safety of your meeting
room. Have the group critique each person, progidoth positive and
constructive feedback.

Dissect Your Competition

Collect your competitors’ sales and marketing &tare. At least a week before
your meeting, give a salesperson the informatiomfone of the companies. Have
the person deliver a presentation on the streragtdsveaknesses of the company
or one of its products or services. Then discuss best to sell against them. Have
a different salesperson review another compangrfother specific product or
service) each meeting.

Practice Your Introductions

Discuss ideas for effective fifteen, thirty, angtgisecond introductions. Practice
them each meeting, so salespeople can recite timamtisly and easily at
networking functions.

Tackle Challenges

Allow each person to share some challenge thexpemrencing, whether in
general or with a specific situation. Spend a setlmer of minutes brainstorming
ways to overcome it.
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Share Success Stories

Give everyone an opportunity to share good newscaomplishment, a
discovery, a new tactic or anything else positvelebrate everything with prizes,
candy or at the least, wild applause.

Make Commitments

Have each person make some kind of commitment. i@ehem all and follow up
on each commitment the following meeting. Againyaed people who follow
through on the commitment they made.

Bring in an Expert

A professional speaker or sales trainer can help salespeople dramatically
improve their skills at prospecting, qualifyingepenting, overcoming objections,
negotiating, closing, asking for referrals and mdits an investment that can pay
massive dividends.

Hear from a Customer

Invite one of your clients to join you to act asre-person focus group. Ask them
about their experiences with your company and ergaithem to be brutally
honest. You'll likely be surprised by what you hdawth negative and positive.

In addition to the above strategies, ask your dak@® what they would find
valuable. Incorporate as many ideas as possiblg@ut increase your
participation rate, your team’s enthusiasm and r@salt, your sales!

Don Cooper—The Sales Heretic™—is an internationally-
acclaimed sales expert who helps salespeople, business owners
and professionals dramatically increase their sales. He delivers
custom seminars and keynote speeches for corporations,
associations, chambers of commerce and other business
organizations.

His most popular programs include:
e The Myth of Price: Why you should charge more and how to do it
« Opportunity Walks:  Why most prospects don’t buy and what to do about it
« The Future of Selling: How to be a sales leader in the 21 century

For information about booking Don to speak to your group, please call 303-832-
4248 or e-mail Don@DonCooper.com. You can also find free articles, tips and
other sales-boosting resources at www.DonCooper.com.
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