


7 Steps to 
Selling Success





Consultant Style Selling…

• Different from traditional selling

• It’s not about you, it’s about the client

• Focused on solving problems

• Positions you as the expert

• Establishes you as a trusted advisor





I will not ask for your business until
I can first come up with a plan for 

improving it



Four Types of Sellers

1. The Commercial Visitor
2. The Product Peddler
3. The Consultant Seller
4. The Sustaining Resource







90% of Sellers Today

The Product Peddler
The Commercial Visitor



40% of 
Sellers!





50% of 
Sellers!



Product Peddler
✓ Open
✓ Pitch
✓ Deal with objections
✓ Close
✓ Deal with objections
✓ Close
✓ Deal With Objections



Top 10% of Sellers Today

The Consultant Seller
The Sustaining Resource



8% of Sellers!



2% of 
Sellers!











“The customer rarely buys what 
the business thinks its’ selling. 

Top Performers in every industry sell concepts. 
That’s why they are top performers.”

-Peter Drucker



“You’re not making 
sales

You’re witnessing 
purchases.”

- Kevin Malone



Solution











Best Written Proposals 

1. Customer focused
2. Problem solver
3. Set you apart
4. Demonstrates professional integrity
5. Stand out in the market
6. Understand the client





“Knowledge tells,

Passion Sells.”
-Joseph Segel





The prospect is NOT buying 
advertising.



The prospect IS buying what 
advertising DOES for them



The 9 components of a successful 
proposal



1. Title Page

2. Situation Review

5. Media Analysis

3. The Competition

4. Industry/
Consumer Research

6. Competitive Media

7. Strategy

8. Tactical Execution 

9. Investment







Title Page



Proposal

A Marketing Partnership between 
    WVBO and Van Dyn Hoven Jeep

Presented by 
Jeff Schmidt

February 19, 2015





Creating the Regional Jeep Center of Northeast Wisconsin – Take the hill!

How to Sell More Jeeps



Situation Review





Situation Review

Drive Traffic to website
Improve conversion rates
Capture data

This is what you told me…



This Campaign Will…

Create Excitement
Interest
Desire



This Campaign is…

Designed to increase the sale of 
personal computers



The Competition





The Competition

Here are your competitive advantages and challenges

Advantages Challenges
✓ Staff longevity

✓Staff knowledge

✓Superior facility

✓Huge selection

✓Location

✓Name awareness

✓Price perception



The Competition

List the businesses
                   In your category





Industry/Consumer



Industry/Consumer





Competitive Media

Media Analysis













Why Radio









Radio has become a “Tech Geek”





Strategy







Tactical Execution 

Schedule Page 



Making The Magic Happen

➡ 672 Commercials per month

➡ 5 Rotating banner ads

➡ 12 Facebook page mentions

➡ 4 Sampling events per year



Investment

The products, systems, and services 
detailed on this proposal are available to 
(Client) through Date (5 business days) 
For an investment of $22,000 per month.





800-232-3131
MemberResponse@Rab.com
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