HOW DO YOU SELL?
Selling a product or service determines the success of your company. You must of course know how best to promote your product or service. Below are some techniques to help you with this:
Tip 1: Juggling with numbers
Everyone knows that you have to round prices down. So not € 20, but € 19.90 (looks more attractive, the product costs just under 20 euros and people find that interesting). What not everyone knows is that offers work even better when you make an offer that can be calculated immediately. So: from € 20 to € 18. If you would discount to € 17.95, the difference is more difficult to calculate.
Tip 2: Sell yourself!
To sell to people, they have to believe in you during the sales pitch. Therefore, make sure you are interesting by being open and friendly. If potential customers don't find you interesting, chances are they won't get excited about your product or service.
Respect the buyer and he will respect you too. And … develop your empathy. If you respond kindly to a customer, it is easier to build a bond and good relationship. Put your ego aside. It's not about you, it's about the customer.
Tip 3: Selling is listening!
In most sales conversations, it is the salesperson who does the talking. It should be exactly the other way around! Your customer should be the one who is doing the talking. Your customer must feel heard. Get the feeling that you understand exactly what he or she is talking about.
And you do that by letting your customer speak. And be quiet yourself. Try to stick to the 80/20 rule. The customer is speaking 80% of the time, and you 20%. Train your questioning techniques and keep these traditional rules about asking questions in mind: What? True? When? Which? Why? Who? And how?
Tip 4: Sell the solution to a problem, not just a product or service
Of course you want your future customer to profit from your sale, but you have to convince him or her of that first. Discover what your customer's real needs are, what problems does this product or service solve in their daily life? For example, ask them about their daily schedule, where is the pain and where can your product / service offer a solution?
Tip 5: Be professional at all times and on all occasions
The biggest compliment you can get from a client is that he calls you a true 'professional'. It's not the most important thing if he likes you: he should respect you. Customers don't buy from you because they like you, but because they are willing to trust you. Being a professional is not one thing, but three: it is what you do, it is what you say and it is how you present yourself.
Tip 6: The scarcity principle
It is prohibited to advertise products that are not available. It is therefore not possible to advertise with a competitively priced bait that is not in stock at all. That does not mean that you cannot make use of the scarcity principle. Consider, for example, the Limited Edition of a game with specific extras.
It's easy to produce more, but customers love exclusivity. Or think of a closing sale. When it is announced in screaming letters on the shop window, it is bound to attract bargain hunters. Scarcity creates a sense of urgency: the customer is urged to act now, otherwise he is too late.
Tip 7: The first small step towards buying …
When you succeed in getting a customer’s attention, you get a step closer to your ultimate goal: to seduce him to make a purchase. Capturing someone’s attention can be done in several ways: by having the customer complete a survey, inviting him to a presentation or simply offering a cup of coffee.
Another beautiful, old-fashioned way to let the customer take the first step towards purchase is to organize a lottery. Let the customer write down his name and address, so that you immediately have his Name Address Place of residence (NAW) data, and the customer already starts to imagine what it is like to win the voucher that you are raffling off, for example.
Tip 8: Group feeling!
Everyone wanted shares in Google, so you too. Who doesn't want to be in the majority? If all those others think Google is a good investment, then surely it is? Of course there are independent thinkers, but most people tend to rely on the judgment of the majority. You can use this by creating marketing materials with texts such as; "Countless others preceded you!" 'Record sales!' Don't forget to add a nice picture of a large group of enthusiastic people.
Tip 9: Don’t make assumptions
Sellers who don't ask questions think they know what the customer wants. They make assumptions. And even when you do ask questions, assumptions quickly come into play.
“This customer will probably not want to spend that much money.” “I don't think this customer is coming to buy anything.” “That customer probably doesn't want me to bring an extra product to the attention.” All assumptions (and there are much more) that reduce turnover. Because you already fill in certain things for that customer. So don't, because you will cut your fingers. Better to ask a few extra questions to avoid making assumptions.
Tip 10: Show your passion
A salesman who recites a standard tune does not make you happy. And you don't want to buy anything at all. But someone who is (almost) jumping with enthusiasm about his profession, can sell anything.
So show your passion. Tell why your product or service is irresistibly great. Show that helping customers and working as an entrepreneur makes you happy, tell your process. Enthusiasm is contagious.
