
HOW TO SELL

WHAT:  Learn to love sales,  see it  as a service,  and bui ld
your sel l ing points.

WHY: Sales pay the bi l ls  and without them, you don't  have a
business.  Unfortunately,  many people have a negative view
of sales.  My goal  is  to change that AND turn you into a sales
machine.



W H A T  C O M E S  T O  M I N D  W H E N  Y O U  T H I N K  A B O U T  S A L E S ?

A R E  T H O S E  T H O U G H T S  A L W A Y S  T R U E ?  W H Y  O R  W H Y  N O T ?

s a l e s  m i n d s e t
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W H Y  I S  I T  S O  G R E A T  T O  W O R K  W I T H  Y O U ?

W H A T  D O  Y O U  W A N T  F O R  T H E M ?  ( R E S U L T S )

s a l e s  m i n d s e t
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M O V I N G  F O R W A R D ,  I  A M  N O T  A F R A I D  T O  T A L K  A B O U T  M Y  B I Z  B E C A U S E :

I  K N O W  T H A T  T A L K I N G  A B O U T  M Y  B U S I N E S S  M E A N S :

s a l e s  m i n d s e t
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Stop
selling,

start
helping
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W H A T  I S  T H E  P R I M A R Y  P R O B L E M  Y O U  S O L V E ?

P R I M A R Y  P R O B L E M  I N  O N E  S E N T E N C E

t h e  p r o b l e m

Growth Getters  |  How to  Sel l  Page 06

P R I M A R Y  P R O B L E M  I N  O N E  W O R D  ( N E G A T I V E  W O R D )



E X A C T L Y  W H A T  Y O U R  S E R V I C E  I S

C O N C I S E  V E R S I O N  O F  W H A T  Y O U  A R E  O F F E R I N G  ( T H E  S O L U T I O N )

t h e  o n e  l i n e r  s o l u t i o n
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W H A T  Y O U ' R E  O F F E R I N G  I N  O N E  W O R D  ( P O S I T I V E  V E R B )



W H A T  D O E S  Y O U R  C L I E N T ' S  " B E F O R E "  L O O K  L I K E ?

b e f o r e  &  a f t e r
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W H A T  D O E S  A F T E R  W O R K I N G  W I T H  Y O U  L O O K  L I K E ?



W H O  I S  Y O U R  P R O D U C T  O R  S E R V I C E  F O R  ( B E  S P E C I F I C )

f o r  &  n o t  f o r
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W H O  I S  I T  NOT  F O R ?



W H A T ' S  I N C L U D E D :

o u t l i n e  t h e  o f f e r
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T O T A L  V A L U E
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I D E A S  F O R  I N C R E A S I N G  V A L U E  W I T H O U T  R E Q U I R I N G  M O R E  T I M E  F R O M  Y O U :

$



S T E P  1  ( T H I S  I S  H O W  T H E Y  G E T  T H E  B A L L  R O L L I N G )

t h e  p r o c e s s

Growth Getters  |  How to  Sel l  Page 11

S T E P  2  ( T H I S  I S  W H A T  W I L L  H A P P E N  W H E N  W O R K I N G  W I T H  Y O U )

O P T I O N A L  M I D D L E  S T E P  ( T H I S  W O U L D  B E  A  2 N D  P A R T  O F  T H E  P R O C E S S )

F I N A L  S T E P  ( T H E  R E S U L T S  A F T E R  W O R K I N G  W I T H  Y O U .  A K A :  T R A N S F O R M A T I O N )



T H E  C E O  K I D  ( T H E C E O K I D . C O M )

p r o c e s s  e x a m p l e s
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G R O W T H  G E T T E R S  

F A B  F I T  F U N  ( F A B F I T F U N . C O M )

https://share.fabfitfun.com/x/Ov8r0h


J M  -  L I F E  C O A C H  ( J E N N I F E R M A R K O F F . C O M )
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V O N C O  M E D  ( V O N C O M E D . C O M )



U T A H  L I G H T S  ( U T A H L I G H T S . C O M )
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A  P E R F E C T  P L A T E  ( A P E R F E C T P L A T E . C O )



W H A T  A R E  T H E  B E N E F I T S  O F  W O R K I N G  W I T H  Y O U ?

t h e  b e n e f i t s
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W H Y  W I L L  T H E Y  B E  S O  H A P P Y  T H E Y  C H O S E  Y O U ?
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2 .
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4 .
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1 0 .



W H A T  P A R T S  O F  T H E  C U S T O M E R ' S  Y E S  P R O C E S S  C O U L D  B E  F R U S T R A T I N G ?

s i m p l i f y  t h e  s o l u t i o n
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H O W  C A N  Y O U  M A K E  T H E  P R O C E S S  S I M P L E R ?



W H A T  D O  Y O U  P R O M I S E ?

t h e  p r o m i s e  ( g u a r a n t e e )
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W H A T  H A P P E N S  I F  A  C U S T O M E R  I S N ' T  S A T I S F I E D ?

W H A T  D O E S  A  C U S T O M E R  N E E D  T O  D O  T O  Q U A L I F Y ?



W H E N  W I L L  Y O U  F O L L O W  U P ?

f o l l o w - u p  p l a n

Growth Getters  |  How to  Sel l  Page 18

H O W  C A N  Y O U  M A K E  F O L L O W - U P  E A S I E R ?



W H A T  D O  Y O U  N E E D  T O  B E  S U C C E S S F U L  A T  F O L L O W - U P ?

f o l l o w - u p  p l a n
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H O W  C A N  Y O U  B E  B E T T E R  O R G A N I Z E D  F O R  F O L L O W - U P ?



Reminder

Your customer doesn't care

how much you know until they

know how much you care.

Let's do it. I'm on it!

Quote by Damon Richards


