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Be a source of business 
intelligence and information 
with your prospects and 
customers.





www.dealermarketing.com













7 Steps to 
Selling Success



� Learn about the prospect’s industry
� Learn about the prospect’s company

- Website, Social Media, Search
� Have an Valid Business Reason (VBR)
� Walk the store
� Know the decision-maker’s name
� Prepare smart questions in advance

HOMEWORK
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Before The Call…

1. Create a Valid Business Reason for contacting 
the prospect

2. Prepare your Meeting Planner

3. Hone your Elevator Speech
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� Learn about the 
INDUSTRY

� Learn about the 
BUSINESS

� Learn about the 
INDIVIDUAL

� Develop questions

� Informed

� Professional

� Open-ended

� Headquarters  or owner
� Fiscal year
� Background information
� Organizational structure
� Marketing practices
� New products / services
� Sponsorships and causes
� Walk the store
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Our goal is to understand them. 
Find The Pain



Client Needs Analysis

Buyers are more likely to deal with 
salespeople who best understand the 
buyer’s needs instead of the seller’s 

own products or services.
   

More sales are lost by doing a poor 
job in the needs analysis stage of the 
sale than for any other single reason.





Why do people come to you?





Client Needs Analysis
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Client Needs Analysis



Client Needs Analysis
very important question
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Remember…

1. The one asking questions controls the 
conversation

2. Keep the client’s wall down with questions

3. DO NOT START SELLING!

Client Needs Analysis
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Jeff Schmidt
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Development
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to 
Selling Success
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