INDUSTRIAL SALE

This sale will involve a product meant for sale to a business rather than an individual.  It cannot be a product or service meant for resale.  You are going to be representing an actual business and should contact them immediately for any sales aids they might provide.  If you send a positive letter telling how and why you’re attempting to sell their product for a class presentation, they’ll be more likely to support you in your endeavors. 
The process will be in 2 stages:

First, you’ll attempt to interest me (acting as the purchasing manager) in your product/service.  You’ll want to keep in mind the points covering the sales process in class.

STAGE 1


Prospecting--How did you conclude I was a legitimate prospect?


*Include what sources you used to find my company.


*How did you get my name?


The preapproach.


*Determine how good and/or service can help my company.

*What comparable products (made by competitor) is my company presently using, if any?


The initial approach.


*Firm handshake.


*Put the customer at ease (use customer’s name).


*Introduce yourself and your company.


*Begin conversation/Establish rapport.


*Explain what your product/service is.


Determine customer needs.


*Observing/Listening/Questioning.


*Keep in mind questioning strategies.



*Determining needs.  



*Inquire about company.  Appear interested.



*Demonstrate your knowledge of the industry.

*Find out what product/service customer using now.  Why is yours better?


*Confirming selling points.



*Encouraging customers to communicate.



*Clarifying the customer’s point of view.


STAGE 2

Presenting the product.

*Will be part of final presentation.

Handling questions and objections.

*Understand the difference between the two.

*Welcome and plan ahead for them.

*Keep in mind common objections.  Don’t be thrown.

*Listen carefully/Acknowledge/Restate/Answer.

Closing the sale (part I).

*The first close will involve your asking to make a presentation to all employees/department heads/etc.  Use a trial close for this purpose.

*Tell me why what I’m using isn’t as good as yours or why I need it!

In the next stage, you’ll come to the company boardroom and make a formal presentation to a group of people most affected by this “major” purchase.

You are going to employ a PowerPoint presentation consisting of approximately 10 slides.  In addition, you’ll have at least one other visual aid.  This might be a sample of the product, corporate literature, etc.  The slides should be both informative and also embody pictorial representations of your product.

This presentation (including questions from the board) should run 10-15 minutes.

Closing the sale (part II).

*The final close won’t be possible until after the official sales presentation.

*Use major objections to close the sale.

*State in no uncertain terms why the product you’re attempting to sell is better than what they’re presently using, or will save them money if not in use.

*Use an effective presentation to close the sale.

*Following the presentation, invite a contingent of board members to accompany you on a short excursion to a local business in order to see your product/service in action.  You might throw in lunch or dinner.

Reassuring and follow-up.  (after the actual sale has been made).

*Don’t leave me high and dry.  Offer to call and come for a visit.  Whatever it takes.

