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My objective of this article is for you to understand that getting to your point
quickly will improve your sales and communication effectiveness. If you agree,
please share this article with all of your friends and visit my website for more
information (www.brianshannon.net).

Now that | have told you my objective and what | want you to do, the rest of this
article is easy. Once you master the concept above, the interaction with your
prospects, your co-workers and even your family will be more productive. How
do I know? Well, | used to be like you. When | was twenty-one | was taught a
sales process that had me asking lots of questions to avoid giving the buyer too
much information about my proposed solution. My sales meetings would
typically take 60-90 minutes and at the end of them, my target buyer sometimes
had no idea what it was | trying to sell them or how much it would cost. My
training told me to gather as much information as possible, and then bring it back
to my team for a discussion. At that point, we would figure out the right way to
deliver a proposal. Not only did this process seem to irritate some of my
prospective clients, | found it too be a huge waste of my time.

| am a proponent of asking good questions. However, | am not an advocate of
dancing around questions made by the client in order to hide what your solution
might really be. Direct questions deserve direct responses. You prefer that
when dealing with a potential buyer and they desire the same kind of treatment in
return. Why wait to the end to give them the bottom line?

| start most of my presentations by stating my objective for the meeting. This
seems to disarm the buyer because they are no longer wondering what it is I am
there to do. It also sets a tone of candor with them. Direct communication is
often reciprocated by the client. This can be good for your sales efforts in two
ways. First, you will likely be able to determine how serious your buyer is right
from the start based on their response to your direct approach. Remember, the
two best situations for any sales person is to be the winner of a deal OR the first
one to exit and move onto the next real buyer. A hard lesson for aspiring sales
people to learn.

My experience tells me this works. | sell to decision makers and | am one for my
company. Company executives tend to make up their minds in less than five
minutes. If that is true, then why wait to the last five minutes of a ninety minute
presentation to tell them what the bottom line is? Most likely they have already
tuned out of your presentation or have left the meeting because Osomething else
came up.O Did you ever think that they were leaving because you gave them no
reason to stay?
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When giving a presentation to a prospective buyer, start with the following two
deliverables. First, state your objective for the meeting in one sentence.
Secondly, state the top reason why any decision-maker in the room would buy
your product. This will likely serve several purposes for the meeting. For
starters, the buyer might be pleasantly surprised by how your get-to-the-point
message is so different than all of the vendors they usually see. Next, it should
set the tone that you are a no-nonsense kind of person and your audience will
likely treat you in a more candid fashion. This should reduce the number of
meetings you have where you leave and have no real idea of how interested they
are. Finally, when you state your specific purpose of the meeting and follow with
your top reason to buy, you should be able to quickly read the room and figure
out how receptive they are to your idea. Again, first to win or first to leave is your
objective.

| am solicited by people trying to sell me and my company things all the time. |
ALWAYS respond best to people who understand that | am incredibly busy and
give me the cliff notes version of their presentation. Again, | am a straight-
shooter and respond to people who try to sell me in that fashion. Sales people
who are direct with me may not always win the business, but they will know
where they stand after a short meeting. Direct conversations will likely lead to
more constructive sales engagements for both parties!



