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Background

Not Asking for the Order

According to one statistic, 48% of sales people are simply NOT asking for the order!
Is this primarily a fear of rejection issue, or an issue of incompetence?
The One Broken Cog perspective

We believe this issue stems from a lack of confidence on the part of the Salesperson.
They are lacking confidence primarily in themselves, but this is due to a shortage of
skills. And skills are developed through education, repetition, and training

Management has a responsibility to ensure the sales reps are proficient in:

e Their product / offering

e The effective and efficient selling sequence

e The systematic process of discovery

e The ability to position the offering, the organization, the value, and themselves
e Their selling skills

Only when the sales rep is properly training and coached will they be able to develop
the core belief that their product or service will bring value to the prospect

For starters, we would ask sales management if their sales reps really understand the
job.

This is primarily a confidence issue, and this is satisfied with training and accountability.
And both are the responsibilities of the sales rep as well as the sales manager —
independently.

Some thoughts for the sales reps:

¢ Closing is a natural outcome of a professional selling process well executed

e If you don’t ask & understand how to handle objection, you will never know what
the prospect is thinking

e The only reason for a business to exist is to solve someone’s problem

e People love to talk about themselves and their problems

e Go see ‘Rudy’, the movie!

Yes, we can help youl!

Contact Brian and/or John at results@onebrokencog.com
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