SALES OVERVIEW

Achieving High Performance Selling
Selling is about finding out what people want, why they want it and talking to them about how you and
your company can help them get it… this is the supreme law of selling.
To be outstandingly successful in business, you must first have a “great idea”. Then you have to turn
that idea into an outstanding product or service and then you have to be very, very good at marketing
and sales.
Businesses need to develop a “sales factor”. The “sales factor” is a “string of ideas”, just like puppet
strings. Once you know how to pull on each, you can make the marketplace move to any melody you
want, such as more sales, more clients and a vastly improved lifestyle. The “sales factor” is a
combination of knowledge, attitude, skills and habits, driven by acceptance that a very high priority in
business is the sales and marketing of a business.
It’s not the solving of people’s problems and making them happy that’s at stake – it’s the “sales and
marketing” of solving people’s problems and making them happier that’s important.
Another way of saying the same thing – if you don’t “sell your business” to potential clients – then you
won’t get a chance to sell your products or services to potential clients.
This is why the art and science of professional selling are both critical to a business’ ongoing success.

Professional Selling Skills Are Important
In the current difficult economic times, adherence to professional selling skills can improve the chances of
successfully selling products and/or services. This is normally referred to as high performance selling.
The
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key words in formulating a professional selling approach are:
Attention
Interest
Conviction
Desire
Close

Attention

The professional salesperson is trying to gain the favourable attention of the prospect to move the
prospect from “rejection to acceptance.”
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Interest

The purpose is to get the prospect interested in hearing more about the product and/or service. This
involves creating an “interest in the product or service rather than indifference.”

Conviction

This is where the professional sales person attempts to convince the prospect that the product is of good
quality, worth the investment and will perform appropriately for the purchaser. This is part of “achieving
belief rather than doubt.”

Desire

The professional sales person is attempting to get the prospect to see themselves in the enviable position
of their problem being solved and having what they want. This is “moving from procrastination to
desire.”

Close

For the professional sales person to get a decision in their favour. The sales person will have to move the
prospect from “fear to confidence in the products or services that are being offered.”

Professional Advice
If you are interested in any of the work discussed in this article being undertaken, we invite you to visit
www.esssmallbusiness.com.au to utilise the “Find an Accountant/Adviser”. Simply enter in your postcode
and the Find an Accountant/Adviser directory will identify accountants located in or near your postcode,
who are able to supply a range of business advisory services, including the types of services mentioned in
this article.

