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Sales skills upgrading

First, the grasp of customer psychology to improve sales

performance (Customer Psychology)

Course focus: six major customers common psychological and

coping style

Digital curiosity

What is the number of curiosity

We use digital curiosity

Two, transaction security

What is the transaction security

Three - the transaction security problem

The transaction security strategy

We obey the principle of mass

The principle of authority

Three, love to take advantage of

The customers love the advantage?

| love to take advantage of the magical effect

Four, eager to respect

The customer wants to be respected!

The desire to honor the magical

Five, taking the image

What is the image of civility

| had the image of refinement

Six, personal preference

Second speaking, sales FAB analysis (sales skills)
One, FAB is what

Two, the use of FAB

Three, the benefits of FAB

Can let the customer understand the product;



The true feeling to the customer.

The increasing customer's desire to buy, so that customers have in-
depth understanding, rapid turnover of products

Four, the importance of FAB

Five, how to find the product of FAB

Six, product FAB summary

Seven, FAB premise - demand

Eight, how to explore the needs of customers?

Nine, to seize the opportunity to say FAB

3, sales (sales incentive skills)

The attack has the heart, beautiful heart, a heart, know the heart of
100 pin without danger.

Seven heart sales law, six care, a big heart.

1, attempt to heart

Ambition is to want? To be sure, a person who wants to result will
take action immediately!

How to express your ambition, ambition must have, but must learn
how to.

2, believe in the heart of self ability

3, believe that customers believe in their own heart

Communicate by means of language let customers believe in
themselves, only communication can build trust, speak and
communicate the purpose of let the subject to take action,
according to your will to do.

How to communicate with customers:

Q: key to communication with customers

(1) ask simple questions (customers are their persuasion, find his
core values, with the value of leveraging him.)

(2) ask two questions.

(3) ask the closed question. (to make the customer feel more

comfortable than right or wrong.)



Listen: the secret of listening

Speaking skills.

(1) clear instructions to the customer

(2) do not say too much nonsense (when customers decide to buy,
you shut up the service from the next start.)

4, | believe that the heart of the company's products

Sales of the first state of mind: the exchange of Psychology (staff all
the problem is that the product is not worth.)

Believe in the heart of the heart of the heart of the product: to
repeat the success of the case.

Customers will always buy the results, not to buy the process and
ingredients. -- trying to talk about the success of your product.

5, believe that customers are now buying the heart

Resolve customer barriers: it is too expensive - on behalf of the
customer suspected of similar products and other places are
cheaper.

Quality! - on behalf of the customer wants to promise (guarantee).
Service! - on behalf of the customer wants to know what services
can provide. What kind of service do you have? What special service
do you want? -- tailor made service to him.

We can never answer all the questions, we can always ask the
customer questions.

6, believe that customers buy, use the product after the heart of
their own gratitude

The last heart is the heart

What is a sales champion? Sales champion is 1% of the professional
knowledge and 99% of the responsibility



