Selling Tips (512 words)
By Bob ‘Idea Man’ Hooey
“Success is not final, failure is not fatal: it is the courage to continue that counts.” Winston Churchill. Regardless of the challenges you face, you can move on to selling success.
Here in Northern Alberta, in winter time, you have to get up and clean the drive way or brush off your car and warm it up before you go out. In this weather, chances are, in this weather, they’re not just looking. They have something specific in mind that they’re checking out. That’s why they chose to come and see you. 

Say hi and say thank you for coming to visit us. Be grateful that they’ve gotten in their car and driven through the snow to come in. Take the time to give them a warm welcome and to gently draw them out as to what they are looking for, so you can help them. That’s what a selling professional does. That is what understanding your products and services allows you to do. 

Are you leaving money on the sales table?

I am sure you are open to ways to upgrade your sales results. My bet is you could use a bit more money each month on your commission checks. Am I right? 
That focus is one of the ones I keep in mind when I am researching and writing each Secret Selling Tips issue: "How can I help my fellow selling professionals work smarter, have more fun in selling, and make more money?"
Let me ask you a few simple questions:
· How did you do with acquiring new customers last year? 

· Were you able to convert or close 5% more each month? 

· Could you have done better? How?
Strategically working with your customer base provides the following:
· valuable feedback and insights that can lead to innovative breakthroughs in quality and service.
· One of my clients, The Brick has a CANI - Constant and Never-ending Improvement commitment, do you live it? Do you have one?
· increased retained sales.
· Repeat and add-on sales.
· referrals to like minded prospects.
We want you to succeed and this is one of the techniques used by top selling professionals to generate amazing sales records. It is critical that you invest time on a regular basis to track your sales activities. This will provide you with invaluable information to help you adjust what you are doing to better serve and better sell your customers. 
Point to Ponder: 
"Understand that you need to sell you and your ideas in order to advance your career, gain more respect, and increase your success, influence and income." 
Jay Abraham 
Work with your manager to create or use a company provided system approach. "What gets measured, gets done." 
· You are not alone for sure. However, if you look back and see that you have, simply resolve to improve this year. Success is build on successive steps in the right direction. Very much like CANI... constant and never ending improvement.

· 1) Discuss where you have been leaving money on the sales table.

· 2) Outline specific strategies to ensure you improve in these areas.
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