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COUN-
SELL

WELL

A workshop for Counsellors

May 10th, 2019 2-6 pm
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GET SET GO!

Prepared by SANJAY SINGH




Ask Questions ?

Knowledge is
having the right
answer.
Intelligence is
asking the right
question.
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Be ready with your set of
need analysis questions
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WE STAND FOR Value
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WHAT IS IT?
Integrity Honesty Service-oriented

ACADEMIC
STAFF

BY PROFESSIONAL EXPERTISE

Keep a presentation

ready which is self
explanatory for the

parents.




INNOVATIVE
LEARNING
EXPERIENCES
What all do you have in
your Sales Kit?
‘Even a brave soldier is
ineffective without his

arms and ammunitions.

FAQ

FREQUENTLY ASKED QUESTIONS

KEEP A LI STANDARD

T OF \
AND ANSWER!

S
QUESTIONS A

READY .
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l FEATURES 3 BENEFITS
z ADVANTAGES ‘ CLOSE
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LEAD
GENERATION

Prepared by SANJAY SINGH

Where to get leads from?

l TG OF CUSTOMERS 3 APPLICATORS

2 INFLUENCERS ‘ REFERRALS




Telecalling Script

1-2-1 & 1-2-MANY
MEETINGS

sH CONCEPT BEHIND

PRODU

CONCEPT IS ESTABLISHED INVITE




SMS, WHATS APP, SOCIAL
MEDIA, DM

WHAT SHOULD BE THERE IN SUCH

COMMUNICATIONS?
[————— | —
THE CONCEPT THE PROOF OF CONCEPT CALL TO ACTION
Testimonials What action do you expect
Concept is never the product. Awards your prospect to take after
It is normally the solution Rewards reading your communication?
that your product provides. Certifications

Sample results

Demo classes

LEAD REGISTER

CENTRALLY KEPT, HARD COPY,
UPDATED EVERYDAY

DAILY CLOSING ON LEAD REGISTER
MAKE USE OF LEAD CODES

THIS REGISTER IS TOP SECRET
MUST BE USED IN EVERYDAY REVIEW

Lead Codes ca =. Prospec onvinced about product
: inable to trust us
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OBJECTION
HANDLING

&NEED
ANALYSIS

Prepared by SANJAY SINGH

The 4 Objections
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AT DO THEY USE RIGHT N

WHAT IS THEIR EXPERIENCE WITH WHAT
THEY USE RIGHT NOW?

WHICH PART OF THEIR ERIENCE WILL
THEY LIKE TO IMPRC

DO NOT TELL Y

uTsH Igd b
ma % GIVE A PRICE RANGE

AT POINT OF RAM
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ARE TOP CHOICE, GO FOR
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THE GIVE AND
TAKE KIT

SELLING AID FOR SMART
NEGOTIATORS

What you can take in
lieu of what you can

give?
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THE ATTITUDE
TO CLOSE

Prepared by SANJAY SINGH
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The Sales Closing Kit

What is the right time to ask
for order?

Do Part Closing
4 art closing will lead to final closing
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FOLLOW UP
FOR FINAL
CLOSURE

Prepared by SANJAY SINGH

THREE BASKETS

HOT LEADS (SQL) WARM LEADS (SQL 1) COLD LEDS (MQlL)

Leads which have the following Leads which have the following Leads which have the following

- Willingness to buy - Willingness to buy - Willingness ta buy

- Capability to buy - Capability to buy

- Urgency to buy

Such leads are also known as SQL or Such leads are also known as SQL 1 or Such leads are also known as MQL or
Sales Qualified Leads. Sales Qualified Leads Level 1 Marketing Qualified Leads

SQOL has the potential to close in SQL Level 1 has the potential to close in MQL has the potential to close in more
current month. next month. than 2 months
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HOW TO CLOSE
HOT LEADS?

HIGHLIGHT FINANCIAL LOSS

H OW T 0 FEHTE \._.IF:.".'T:.EI'-JE"T"
CONVERT
WARM

LEADS INTO

HOT LEADS?

PROVIDE SOLUTION EXPERIENCE CURVE

TASTE OF PUDDING LIES IN ITS EATING
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NOT HAPPY WITH PRODUCT

Who are the competitors which are
being considered?

What is the SWOT analysis of all
competitors vis a vis our own
product?

Why our product is better than all

competition?

3 BOX APPROACH

NOT HAPPY WITH PRICE

Create |east count denominator of
products?

Pitch lower value product options.

Work toward closing.

- probling solving classes

- Share faculty credentia

FOLLOW UP TYPES

NOT HAPPY WITH
CREDIBILITY

Share credibility related
documents with client.
Offer VAS

- Remedial programs
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PERSISTENCE IN
FOLLOW UP

EVOLVE AS A RELEVANT OPTION TO THE
CUSTOMER.

CONTACT US
TODAY!

HOW TO GET IN TOUCH

TELEPHONE
EMAIL

MAIN OFFICE
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