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Are you going to hit this year's revenue targets? This is a perennial issue 

with many of our clients at this time. The first thing we ask is: Are you 
focused on the right metrics and are your salespeople on top of their 
game? All too often we find businesses that look at end results while 

neglecting the sales process. They aren't tracking activities and building 
their sales pipeline strength. This is like playing tennis with one eye on the 

scoreboard instead of two on the ball. 
 
Read on below for our trusty dozen selling fundamentals. Then call us to 

talk about our "Client Builder" sales methodology training.  

Click here to set up a 15-minute phone call with us. 

  

   PBC News 
 

Wish You Had Clear Goals and Action  

Plans for Your Business? 
 

Attend our PBC Business Growth Workshop! 

Want to diagnose your business and create a 

profitable growth strategy for the rest of 2018 
and beyond? 

Join our PBC Business Growth Workshop! 
Monday, November 12, 2018 
1:00 PM to 5:00 PM 

 

https://theprofessionalbusinesscoaches.com/training/81-sales-training
https://calendly.com/bernieheine/15-minute-meeting
http://www.facebook.com/pages/Professional-Business-Coaches-Inc/135695753160633
https://twitter.com/bernieheine
https://theprofessionalbusinesscoaches.com/files/Business_Growth_Workshop-11-12-18_flyer.pdf
https://theprofessionalbusinesscoaches.com/


Location: ACTSmart, Inc., 70 

Corporate Park Drive, Suite 1225, 

Pembroke, MA. 

 PLUS NEW On-Line ticket, if you 

can't make it to Pembroke. 

Seating is very limited! 

See our flyer for more details, or Sign Up NOW here. 

 Featured Article 

The Trusty Dozen Selling Fundamentals

Focus on the Process, and the Revenue will Follow. 

Of course, you need to be aware of sales 

numbers and the health of your order book, but 
successful wealth creators focus every day on the 
detailed application of client-building activities 

within a systematic approach. 

Here are a dozen trusty sales fundamentals to 
look out for... 

#1 Make the first contact personal: People phoning 
people is still the best way to boost your sales! Video-

calling is a great added dimension. Email and Social 
Media are good supports to your telesales efforts. 

#2 Be confident, smiling, and authentic: Great 
salespeople are always in motion and building emotion. 

They stand up, smile, move around, and engage with 
customers in their territory. 

#3 Acknowledge the gatekeeper: Interact 
authentically with the first contact person and you will 

quickly earn an advocate inside that client's 
organization. Speak to that person on the line or sitting 
at reception as though they are the CEO. Good 

http://www.goamerican.com/
https://theprofessionalbusinesscoaches.com/files/Business_Growth_Workshop-11-12-18_flyer.pdf
https://pbc-business-growth-workshop-11-12-18.eventbrite.com/
http://www.goamerican.com/
https://theprofessionalbusinesscoaches.com/blog/a-great-sales-process-makes-a-great-salesperson
https://theprofessionalbusinesscoaches.com/blog/a-great-sales-process-makes-a-great-salesperson
https://theprofessionalbusinesscoaches.com/blog/sales-prospecting-the-vital-connection-between-marketing-and-sales
https://theprofessionalbusinesscoaches.com/training/81-sales-training


salespeople take them along and never try to out-maneuver them. 

#4 Begin with the WHY: Why should anybody want 
your product or service? Always lead with your brand 

ideals and values so as to appeal to the hearts first, 
then minds and wallets. Features and benefits have 

their place later in the sales process. Simon Sinek has a 
brilliant TED talk here. 

#5 Show tenacity in the face of objections: 

Practice, practice, and practice your best responses to 
objections. Train for unconscious competence at recall 

that will impress prospects that you know your stuff. 
STAY on the phone. So many sales are lost because 

people give up after the first objection. 

#6 Seek understanding with good questions: Ask 
only open, thought-provoking questions that help your 

prospects to think broadly about their business and how 
your products and services can add value. "What if..." 
can be the most powerful words for creativity. 

#7 Listen with empathy: Especially for buying 
questions. These begin with, "How much..? How soon..? 

or How many..?" in reference to your products or 
service. These verbal clues tell you that it is time to stop 
selling and to start closing. Your clients are ready to 

BUY! At this point, you shift your focus to making it as easy as possible to 
do business with you now. 

#8 Double-check that you really know your client: 
Always get your new clients' complete and correct 
contact details and shipping information. Be sure to 

automate and error-proof this system. Nothing puts a 
customer off quicker than spelling their name wrong. 

#9 Confirm the next contact: The final action in every 
customer contact should be to schedule and confirm the 
details of the next contact. Who will do what and when? 

Failure to do this sets your client adrift and ruins all of 
your previous good work. Nail down a time and keep 

your commitments. 

#10 Sales are all about momentum: Arrange a 

series of prospects to call. This is not research time. 
Ensure that you record the information for each call 

https://www.youtube.com/watch?v=u4ZoJKF_VuA&vl=en
https://www.youtube.com/watch?v=u4ZoJKF_VuA&vl=en
https://theprofessionalbusinesscoaches.com/blog/sales-prospecting-the-vital-connection-between-marketing-and-sales
http://theprofessionalbusinesscoaches.com/index.php/blog/what-if-two-powerful-words-in-business-innovation
https://theprofessionalbusinesscoaches.com/blog/sales-prospecting-the-vital-connection-between-marketing-and-sales
https://theprofessionalbusinesscoaches.com/blog/a-great-sales-process-makes-a-great-salesperson
https://theprofessionalbusinesscoaches.com/blog/12-principles-for-an-effective-sales-process
https://theprofessionalbusinesscoaches.com/blog/12-principles-for-an-effective-sales-process


correctly and rapidly move on to the next, using each call to energize 
yourself for the next. 

#11 Voicemail is a genuine opportunity: 

Unanswered phones are opportunities to leave your 
well-rehearsed story and intrigue the prospective client. 

Of course, it will be just one among possibly several for 
the prospect, and one in a long series for you. It's good 

to rehearse to keep it fresh. Always let your prospective client know that 

you will follow up via email and another call, at another time. 

#12 Be tenacious: Sales are very rarely made on the 

first attempt. Most require 7 or 8 contacts. If you are 
having trouble reaching an individual within an 
organization, vary the times you call or increase the 

frequency. Your client will appreciate your tenacity. 

 At PBC we train the 7-step Client Builder sales methodology. It combines 
the latest sales philosophies and reinforces these "trusty dozen selling 
fundamentals" with drills and roleplays. In this way, we help you to ensure 

your sales organization is at the top of its game. Fine-tuning the sales 
process means you can close more business, spend your time and 

resources more effectively, and grow your profits! 

Call PBC for a free consultation or click here to set up a 15-minute phone 

call with us.  

 Related Videos 

12 Principles for an Effective 

Sales Process 

A Great Sales Process Makes a 

Great Salesperson 

https://theprofessionalbusinesscoaches.com/training/81-sales-training
https://calendly.com/bernieheine/15-minute-meeting
https://calendly.com/bernieheine/15-minute-meeting
https://theprofessionalbusinesscoaches.com/blog/a-great-sales-process-makes-a-great-salesperson
https://theprofessionalbusinesscoaches.com/blog/12-principles-for-an-effective-sales-process
https://theprofessionalbusinesscoaches.com/blog/a-great-sales-process-makes-a-great-salesperson
https://theprofessionalbusinesscoaches.com/blog/a-great-sales-process-makes-a-great-salesperson


Need a Guest Speaker 

for your next meeting? 

See our website for a list of 

our seminars and past videos 

Meet PBC Team 

Connect with us on social media and be part of the dialog 

Bernhard Heine 

Professional Business Coaches, Inc. 

(781) 319-9820

https://theprofessionalbusinesscoaches.com/events
http://www.theprofessionalbusinesscoaches.com/
https://theprofessionalbusinesscoaches.com/about/2-about-bernhard-heine
https://theprofessionalbusinesscoaches.com/about/422-philip-ashcroft
https://theprofessionalbusinesscoaches.com/about/704-paul-crossman
https://theprofessionalbusinesscoaches.com/about/1242-shari-gibbons
https://www.linkedin.com/in/philipashcroft/
https://www.linkedin.com/in/paulgcrossman/
https://www.linkedin.com/in/sharibowlesgibbons
https://www.facebook.com/ProfessionalBusinessCoaches/
https://www.linkedin.com/company/professionalbusinesscoaches/
https://twitter.com/bernieheine
https://plus.google.com/+ProfessionalBusinessCoachesIncMarshfield
https://theprofessionalbusinesscoaches.com/index.php/blog/rss
https://www.youtube.com/user/ProfBizCoach
https://vimeo.com/profbizcoach
http://www.meetup.com/South-Shore-Professional-Roundtable/
http://visitor.r20.constantcontact.com/d.jsp?llr=bkdh5ieab&p=oi&m=1104106720577&sit=qyobbgufb&f=e35c6748-c682-4c4a-b16b-20255dac8851
https://www.linkedin.com/in/bernieheine/
http://visitor.r20.constantcontact.com/d.jsp?llr=bkdh5ieab&p=oi&m=1104106720577&sit=qyobbgufb&f=e35c6748-c682-4c4a-b16b-20255dac8851

