
FRAN'S TOP  10 SALES TIPS

1 .  KNOW  YOUR  TARGET  MARKET

3 .   WHAT  MAKES  YOU  DIFFERENT?

2 .  KNOW  THY  COMPETITOR

Thank  you  for  subscr ib ing  to  Fran ’s

sa les  t ips ,  we  hope  you  enjoy  her

words  of  wisdom !

Real ly  understand  your  target  market .   Having  a  clear ly  def ined  target
market  i s  imperat ive  to  your  sa les  plan  and  without  th is  you  wil l  have  no
direct ion  to  the  business  or  know  where  to  start  with  your  market ing .   

Think  about  who  would  be  an  ideal  customer  and  what  they  look  l ike .  Ask
yoursel f  some  quest ions :  Are  they  male  or  female?  How  old?  What  job  do
they  hold?  What  industry  are  they  in?  Where  are  they  located?  

Researching  your  compet i tors  wil l  help  you  understand  i f  your  pr ic ing  i s
r ight ,  i f  the  serv ices  and /or  products  that  you  want  to  of fer  wil l  be  of
interest  to  people  and  how  they  are  market ing  themselves .   

Knowledge  i s  power !

We  have  a  lot  of  conversat ions  with  our  cl ients  about  th is  because  they  say
that  they  are  of fer ing  the  same  serv ices  as  everybody  else  and  that  may
wel l  be  the  case ,  however ,  the  fundamental  di f ference  i s  YOU !   

What  i s  your  background  and  what  exper ience  do  you  br ing  to  the  table?

Also ,  remember ,  people  buy  into  people  and  i f  they  get  to  know  you ,  l ike
you  and  bel ieve  that  you  have  thei r  best  interest  at  heart ,  they  wil l  spend
their  money  with  you !

4 .   WHAT  ARE  THE  BENEFITS  OF  USING  YOUR  PRODUCT  OR  SERVICE?   

To  successful ly  se l l  your  product  or  serv ice  you  f i r s t  need  to  understand
how  i t  wil l  help  somebody .   Think  about  what  problem  or  needs  they  may
have  and  what  would  br ing  them  to  you .   

Now  th ink  about  how  your  product  or  serv ice  wil l  resolve  thei r  problems  or
meet  thei r  need .  Knowing  th is  ensures  that  your  customer  wil l  understand
what 's  in  i t  for  them  in  buying  f rom  you .   

This  i s  cal led  the  WIFM  factor .  (What ’s  in  i t  for  me ! )



7 .  KNOW  WHAT  THE  MOST  EFFECTIVE  LEAD  GENERATION  SOURCE  IS           
    FOR  YOU   

6 .  STOP  THAT  ROLLER  COASTER  EFFECT

A  sa les  plan  i s  created  f rom  the  goals  you  want  to  achieve .  By  regular ly
monitor ing  (weekly  i s  ideal ) ,  what  business  you  have  won  for  that  month
against  what  you  need  to  generate ,  you  are  able  to  keep  control  of  the
revenue  within  the  business .   

This  approach  stops  the  ro l ler  coaster  ef fect  that  can  happen  when  you  get
busy .

When  was  the  last  t ime  you  analysed  where  your  business  comes  f rom?  I f
you  know  what  sa les  and  market ing  methods  br ing  you  the  most  business ,

then  just  keep  doing  them !   This  knowledge ,  when  used  in  conjunct ion
with  your  sa les  plan ,  again  gives  you  control  in  your  business .

8 .  FOLLOW  UP  QUOTES

You  should  be  doing  th is  24  to  48  hours  after  you  have  sent  them  out  to
f i rs t ly  conf i rm  that  the  customer  has  received  i t  and  to  answer  any  in i t ia l
quest ions  that  they  may  have .   I f  they  have  not  had  t ime  to  read  i t ,  arrange
a  t ime  to  cal l  them  back .   

Customers  WILL  NOT  cal l  you  and  why  should  they?   I f  you  want  thei r
bus iness ,  prove  i t !

9 .  LEARN  HOW  TO  SHUT  UP !   

10 .  DON ’T  DROP  YOUR  PANTS  TOO  SOON !  

When  present ing  your  recommendat ions  and  pr ices ,  give  the  customer  the
detai l s  and  then  shut  up !   I f  you  start  speaking ,  you  could  end  up  ta lk ing
yoursel f  out  of  business  or  ta lk ing  your  pr ices  down .   

This  i s  our  af fect ionate  term  for  negot iat ing  and  we  use  i t  to  get  people  to
remember  not  to  negot iate  without  chal lenging  why  the  customer  wants
to  do  th is?   Ask  thei r  reasons ,  present  the  benef i ts  of  your  product /serv ice
again  and  i f  they  st i l l  want  to  “haggle ” ,  take  t ime  out  to  th ink  about  i t !   

5 .  SET  GOALS  AND  WRITE  THEM  DOWN

Being  clear  about  what  YOU  want  to  achieve  i s  fundamental  to  being
successful ,  but  make  sure  that  the  goals  that  you  set  for  yoursel f  are
achievable .
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