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Love Wins

I heard a great song recently that has a compelling message.  Here’s part of the lyrics:  
I’ve heard it my whole life

The nicest guys always finish last

Look out for yourself they say

The golden rule is just a thing of the past

People say fighting dirty is the only game

that the world’s gonna  understand

Well not me not today, that’s not the way that I play

I say Love wins, love wins yeah yeah
You can cheat, you can lie, but

Love wins Love wins

Bill Cantos:  Love Wins
As I listened to the tune, I started thinking about how this message relates to sales excellence, and that provided the inspiration for today’s article.  Read on…

Love Your Product 

If you don’t have a PASSION for your product/service, then how will you ever convince anyone they should buy it?  You owe it to yourself to put in the time to study your product, learn its features in depth, and be able to comfortably talk about it, at a bare minimum.  Once you have mastered the features, you need to take the next step and understand benefits and value.  Ask yourself these questions: 


--- What about my product is unique?


--- What about my product will be most useful to my prospects?


--- Why should my prospect get excited about this product ?


--- What’s in it for them? ( WIFT)


--- What benefit will they receive from this product?


--- What value will it bring to their work, their family, their career, their life?


--- Why should they invest in this product, versus all the other similar products?

Customers will listen politely to features (if you don’t go overboard), but they will get very interested in the benefits.  Most importantly, they will buy the product if the value they perceive they will receive is greater than their investment.  Perception is reality, and if they don’t yet agree with your value proposition, then you have some more work to do!  At the point that they DO agree with your value proposition, the remainder of the close becomes academic.    

In short, your job is to get them to “feel the love” you have for your product or service. That will translate effortlessly into increased sales and delighted customers. 

Love Your Customer 
You need to climb into the mind of your prospect and see the world from their viewpoint.  They have needs and wants, both personally and professionally.  They struggle and suffer and fight and grieve just like you do.  The “role” they are currently wearing with you is “prospective customer” and they see you in the role of “salesman.”   They will automatically assume you are there to convince them to buy a product, and they have usually decided in advance that they will not buy, that they will resist your clever words and prevent the sale from occurring.  Ergo, if you allow these “roles” to become locked in, the result is a foregone and dismal failure.   

There is another way to approach that critical first meeting. Before you begin, you must find a way to build some trust and rapport.  The first step is your ATTITUDE.  If you view your prospect as a means to an end (just another deal to close so I can make my commission), you are dead before you start.  One of the strangest concepts I’ve run into recently comes from the following quote: 

“You Eat what you Kill.”
If anyone in the sales world seriously believes that ridiculous and unworkable statement, then they have my pity and my scorn.  The concept may apply to lions and gazelles, but it certainly doesn’t help anyone win business and create satisfied customers! If a valid prospect EVER senses that this is your real attitude, you can kiss that sale goodbye! 

The winning sales attitude is founded on sincerity and helpfulness, and you must communicate this to your prospect.  When you take some time to understand their motivations, their needs and wants, you will have taken the first critical step in building rapport.  When you’ve learned to appreciate your prospect and their unique challenges, then you will be prepared to effectively communicate the value of your product/service.  After trust and rapport is established, and you have learned to “love your customer”, you’ll figure out how to present your product in a way which is most favorable to them.  And that’s the secret!   Remember “Love Wins.” 

For more on this topic, read chapter 15 of my book “Precision Selling.” 

Until next time, 
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