
  

 

 

 

 

 

 

Let’s talk about the sales process.  No matter the product, the industry, the length of 

time...the process is generally the process.  Where it begins and ends might be a little 

different for someone but again...the process is generally the process. 

 

I know many of you reading this really believe you are not in sales or don’t want to be 

considered a salesperson.  Guess what though...EVERYONE is in sales!  Most people 

think that if sales is not in your title, you don’t sell.  But we all do. If you are a recruiter, 

you are selling a position.  If you are a manager you are selling ideas to your team. If you 

are inviting someone to join a network marketing company, you are selling an 

4 SIMPLE WORDS THAT WILL 
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opportunity.  If nothing else, we sell the most important commodity every single 

day...OURSELVES. 

 

Let’s break down the sales process for everyone. I have it divided into 7 steps that work 

for me and in the middle of it all, I’m going to give you 4 simple words that need to be 

used at that moment that can close more sales.  Ready? 

 

 

Step One-Setting Goals-Too often salespeople say that they don’t have time to plan; 

they are too busy selling.  This piece of the puzzle is really the nuts and bolts of the sales 

process.  You need to have a system for planning your time and sticking to it, while 

making the most out of every hour of the day.  Setting goals and writing them down is 

the foundation for the entire sales process. 

 

 

 

 

 

 



Step Two-Finding the Golden Clients-Prospecting is about process, persistence 

and patience.  Incorporating different avenues to find and “hang out” with potential 

clients and identifying your niche, will help build your network and your circles of 

influence. With the speed of connecting today, using technology is great but don’t forget 

the power of face-to-face meetings. 

 

Step Three-Landing the Appointment-”If I could just get in there, I know I could 

sell this!” Many times salespeople are great at the pitch but they can’t get onto the ball 

field.  Again, having a system in place for contacting prospective clients will result in an 

increase in the quantity and quality of appointments booked.  Preparation for picking up 

the phone, handling social media, what to say and not say and how to work with men 

and women is essential. 

 

 

 

 

 

Step Four-Doing the Homework-Preparation now cuts down on perspiration later.  

A key element here is doing the research before you go to the appointment.  Sounds 

basic enough yet many salespeople have not looked up their prospect’s business, visited 

their webpage, understand their mission or vision and most importantly, what they 

stand for. If it’s an individual you are going to work with, how did you meet?  Was the 
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initial meeting at a conference or networking event? How did they fit in? Go in with 

some information so that when they ask you a question about how you can help them, 

you have an answer that wasn’t pulled from the sky. 

 

Step Five-The Client-Focused Mindset-Client-centric service is part of the 

foundation of building and maintaining successful relationships.  The best salespeople 

are those that have their client’s best interest in mind.  This is one of the most crucial 

pieces to the process because it includes building rapport, asking questions, listening 

and coming up with a mutually beneficial solution that you have designed WITH your 

client instead of FOR your client. 

 

 
 

 

 

And this is where you are going to insert those 4 simple words that can increase your 

sales!   

In this step, not before and not after.  When I tell you what those 4 words are, you 

cannot roll your eyes or say “are you kidding” or anything else.  Are you ready? 



After you have finished gaining their trust, identifying their needs, showing your 

product knowledge, asked and answered their questions, and are ready to get their 

commitment, you are going to ask this question.... 

 
 

“Is There Anything Else?” 
 
I know some of you are definitely rolling your eyes and ready to toss this information 

onto the floor so let me quickly explain why this is so important, right here in the 

process! 

 

You’ve done a great job doing your fact finding and have really been listening to your 

client, however, we all know that not everything that needs to be shared is.  When I was 

selling insurance, and I knew it was time to start taking an application, that’s when I 

would hear “Oh by the way” or “Did I mention” or some other little statement that 

stalled the process.  These 4 simple words are presented during the fact finding, 

question and answer period. Why you ask?  When you ask this question, right here, you 

will get the objection right now, not when you are “closing” and you can address it right 

here and right now. 

 

And what if your client answers with a YES? That’s great because you can answer the 

concerns that are raised and then...you ask again “Is there anything else?” and if there is 

another yes, you answer and when you ask and the answer is no, the most amazing thing 

will happen.  There aren’t any objections and the close is a natural part of the process 

and isn’t that better than having to close the deal? 

 

Ok back to the final steps~ 
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Step Six-From Solution to Sold-You’ve answered all the questions, including the 

last one we just discussed and now you have gained the commitment.  Solutions that are 

a joint effort are what makes the sale.  Trust and respect are part of that solution. Many 

times salespeople want to put on their dancing shoes and boogie right out the door but 

spend some time continuing to build the relationship...you have heard of referrals? 

 

Step Seven-From Transaction to Relationship-Good salespeople create 

transactions.  Great salespeople build relationships that lead to repeat purchases from 

their clients, testimonials acknowledging their performance and referrals to their friends 

and family.   

 

 

Did you know that women refer people, companies, goods and services out 92% of the 

time?  Since women are responsible for influencing 85% of consumer purchasing 

decisions, working with women, gaining their trust and providing an answer to their 

challenges, will be a win-win for everyone.  

 

The sale doesn’t end with the signature on the contract.  That’s just the beginning.  What 

happens after that will set the stage for long-term relationships for both you and your 

client.   

 

 


