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How to close asalein 5
questions

1. What is your pain/need/problem??

2. What criteria are you going to use to
choose your provider?

3. What is your definition of those
criteria?

4. Why are those criteria so important to
you?

5. If I can provide a solution that satisfies
that criteria better than anyone else,

. .
will | be your provider” ELEVATE
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Relationships

Rapport Likeablility Credibility Respect Trust




Relationships

1. Likeability/Rapport —
Controlled by human
behavior

2. Trust, Respect, Credibility —
Controlled by questions
and strengthened with
human behavior

3. “You are judged by the
______ questions youask” .  ELEVATE



“STOP trying to be
Interesting,

| (¢ be INTERESTED”
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Solution selling is puking!

The more the client
defines the solution and
we respond to that
proposed solution, the
more we dre perceived as
a commodity and

differentiation is then left

________________________________________________ TMSA CONFERENCE




We need a better approach to
our green/sustainability

initiative



2 gquestion strategies

1. Respond to redirect

2. Deficit questions
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Tell me more about that...
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3 Level Question

 Demand for going green is only going

11

increase. In fact Forbes came out with
a recent article stating that 68% of
shoppers will base future purchases
on who they believe is actively running
a sustainable organization

My experience is there are 3 key
areas that go into “green initiatives”.
Product sourcing, improving efficiency
In warehousing, and reducing
emissions from transportation

Which one of these did you prioritize
with your last vendor? ELEVATE
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5 Steps to Handle Any
Objection

1. Listen without interruption
2. Empathize

3.

4.

5. Answer
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What else
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Thank You



