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Presenter�
Presentation Notes�
Sales experience

Cars, western wear, building supplies, appliances, kitchen, window/door, flooring product and installations

Super helpful in approaching MAV recruiting/outreach�



Sales?Sales?
•

 

What does it take to be a good
 

sales 
person?
•

 

Commitment to help and succeed
•

 

Product knowledge & belief in the product
•

 

Adaptable, empathetic, people person

•

 

Can that sales person sell anything? 
How?

Presenter�
Presentation Notes�
To be truly good at selling you have to believe in your product, and see yourself as the available expert… happy to share your depth of knowledge to help correctly address your client’s needs/wants. Being honest and committed to helping the client is KEY - even if that means making a sale will take longer. 

If the sales person successfully sells themself, they can sell anything.
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Selling?Selling?

•

 

We have an important “product”
 

and 
can be more effective by incorporating 
basic sales techniques.

•

 

How readily is your message 
received?

•

 

What sources of resistance are 
common?



AssumptionsAssumptions
•

 

Cultural Shift
•

 

Men (as a group) need to start being part 
of the solution and not the problem.

•

 

We need to balance involving men, while 
continuing to confront Patriarchy.

•

 

We are not going to recruit perpetrators.
•

 

Men have empathy and are just as self-
 interested as anyone else.

•

 

If we expect “average”
 

guys to join us, we 
need to meet them where they are without 
judging them.

Presenter�
Presentation Notes�
We are not going to recruit perpetrators.

“Fixing” them after they’ve perpetrated is a different process  than educating majority men who disdain male domination/violence.

Rather, we’re trying to recruit men who probably are guilty of some level of dominance and support sexism/sexist violence, through ignorance not malice.
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GoalsGoals

•

 

Learn basic sales techniques and 
application

•

 

Create a plan for utilizing in your 
program

•

 

Become more effective at engaging 
men



Framing Thoughts:Framing Thoughts:

•

 

Make a friend.

•

 

Be sincere in your desire to help the 
customer. 

•

 

You HAVE to genuinely care about them.

•

 

Continue improving your skills, learn 
from others and innovative new ideas.

•

 

Offer creative ideas and advice with 
product. 

Presenter�
Presentation Notes�
You need them to trust you; that you are an expert who is there to help them!�



Framing Thoughts:Framing Thoughts:

•

 

Be direct and answer all questions.

•

 

Never lie. Don't badmouth the 
“competition”

 
or say negative things 

about them. 

•

 

Don't patronize, stereotype or gossip.

•

 

Don't overbook.



Sales TechniqueSales Technique
•

 

Preparation

•

 

Initial Contact

•

 

Presentation

•

 

Objections

•

 

Closing the Sale

•

 

Follow-Up



Sales TechniqueSales Technique
Preparation
•

 

Who are you trying to reach?

•

 

Learn as much about them as you 
can!

•

 

Know your “product.”

•

 

Determine objective and purpose. 

Presenter�
Presentation Notes�
If you know someone who may have insight or information about the prospect, call them.



Your purpose may be to make an appointment, to inform, to question, to talk to a certain person, and to sell. If you want to close the sale on the first call or simply pave the way for a later call or sales presentation.
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Sales TechniqueSales Technique
Initial Contact

•

 

Be able to state your purpose quickly -

 
within 15 

seconds.

•

 

Get them interested with questions that make them 

think.

•

 

Build rapport and confidence…Use humor -

 
people 

love it!

–

 

Be sincere and friendly -

 

people buy from people they like.

•

 

Never lose sight of the objective.

Presenter�
Presentation Notes�
Don't open with, "Did you get the information I sent?" This allows the prospect to simply say, "no," just to get you off the phone. Instead, try something like, "I sent you some information by fax yesterday; I'm following up to provide additional information . . ."
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Sales TechniqueSales Technique
Presentation -

 

Most exciting part!

•

 

Be on time. Be prepared. Be relaxed. Be excited & 
make friends! 

•

 

90% of the time they'll tell you how to sell. Listen to 
them. 

•

 

Empathize and make it relevant. 

•

 

Focus on the

 
benefits, not features. People buy 

benefits.
•

 

W.I.I.F.M.?

•

 

Your best selling tool is a reference from a satisfied 
customer.

Presenter�
Presentation Notes�
Be excited! Your enthusiasm carries a strong message about your personal investment in the product.



Features, which are characteristics such as size, color and functionality. Benefits answer the customer's question: "Why would I want to own that product?" Benefits are directly connected to deeper needs and cause people to buy.



Be relaxed. That often is easier said than done.

It helps to give yourself plenty of time in transit so you don't arrived frazzled And, once you are there take a moment to take a few deep breaths and review what you want to say.



Experts advise only three options at a time during a presentation. Too many are overwhelming, resulting in them not choosing anything.
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Sales TechniqueSales Technique
Presentation (cont.)

 
-

 

Most exciting part!

•

 

Don't be afraid to ask.

•

 

Experts advise only three options/requests at a time. 

•

 

Adapt to your audience. 

•

 

Always follow through on promises.

•

 

Evaluate yourself. Develop action steps.

•

 

Incorporate their interests into your follow-up plan.

•

 

Follow up.  It often takes 5 to 10 exposures to get a 

sale.

Presenter�
Presentation Notes�
Experts advise only three options at a time during a presentation. Too many are overwhelming, resulting in them not choosing anything.
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Sales TechniqueSales Technique
Objections
•

 

Don't be put off; normal part of the sales process. 
Treat every objection with respect and a thoughtful 
response. 

•

 

Anticipate and provide information during 
presentation. 

Overcoming objections: 
•

 

Validate their position and offer new information to 
answer underlying question.

•

 

Learn why they feel as they do; get to cause of 
concerns.

•

 

Restate the objection so they can hear it. 
•

 

Tactfully respond directly to objection statement. 

Presenter�
Presentation Notes�
Don't be put off; normal part of the sales process. In fact, objections sometimes are a signal that the sale is progressing and you're getting closer to a positive response. When a prospect voices an objection, they may simply be asking for more information about your product - and their objection tells you in what area they need more information. 

Anticipate objections. Rehearse answers to standard objections. Learn to ask questions of prospects to get to their real questions.

Restate the objection so they can hear it. Tends to reduce the magnitude of an objection and allows prospects to modify your statement to more accurately express their true objection.

Tactfully respond directly to objection statement. If you must contradict what they are saying because you honestly believe they are wrong, provide factual information that can help them see where they may have a misunderstanding.

�



Sales TechniqueSales Technique
Closing the Sale

•

 

Don’t be shy about asking for sale. 

•

 

They will probably give signals when they are ready 

to buy.

•

 

Quit talking after a closing question. Let them say 

yes.

•

 

Lead them through a series of easier decisions 

leading to the bigger decision to “buy.”

•

 

Offer/remind them of incentives.

•

 

Don't give up too soon. 



Sales TechniqueSales Technique
Follow-Up
•

 

As important as making the sale!

•

 

Save time prospecting, qualifying and conducting 
other pre-sales activities for that particular 
customer again.

In our work, this can begin a process that will 
help 

them become fellow advocates for change.



Sales TechniqueSales Technique
No Better Advertising
•

 

Establishes and maintains your good reputation.

•

 

Builds goodwill between customer base and you.

•

 

Generates repeat and referral business.

•

 

Normalizes process for others.



A FrameworkA Framework……
Self Interest*

Barriers
Social Justice*

Barriers
Altruism*
Barriers

Average 

 
Joe

Aware Joe  Internalized 

 
Joe

Activist 

 
Joe 

On good

 

days we reach

Framework created by Jonathan Grove, brain-child of Bobbi Hughes, and drawn from the work of Dr Erin Casey, Rus Funk and Dr. Keith Edwards.

*Edwards, Keith; Aspiring Social Justice Ally Identity Development: A Conceptual Model



Resources:Resources:

•

 

Online:
•

 

Small Business Notes.com
 http://www.smallbusinessnotes.com/oper

 ating/marketing/salesprocess.html
•

 

http://sales-marketing-
 careers.suite101.com/article.cfm/retail_s

 ales_techniques_relationship_selling 
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