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all about — now is not the time to mess with
that. Improve it ‘yes’, mess with it ‘no’.

So where does this leave the sales
approach during these “unprecedented
times”. That is the last time | will use the ‘un’
word as | am sick and tired of hearing it.
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workshop” That’s a pity because closing
wasn’t the problem, it was elsewhere in the
sales process. If you can do the 20 things
on this list, closing takes care of itself!

To start with focus on quality calls
and not quantity calls. That might mean

prospect.
5. DEVELOP GREAT RELATIONSHIPS - be
likeable, trustworthy, credible and sincere.
6. DIFFERENTIATE — stand out from your

competition by doing what’s on this list
extremely well.







