
 

 
 

Day Four - Sales 

What We Want For You Here at BSH - PROFIT 

These “mini guides” have been produced as a “taster” so you can see who we 

are, what we believe in and the kind of incredible profit boosting information 

products you can expect from The Business Super Heroes (BSH.)  

 

At BSH we believe that it is all very well and good giving out masses of fliers, 

ads and all sorts of other promotional materials to get more business, but if 

you are not making good profits on your sales, then you will simply end up 

further in debt. 

 

Been there. Done that. Not going back. Ever. 

 

So, first and foremost, at BSH we know that profit isn’t just a buzzword, nor 

is it something to be gained one week and lost the next. No. 

 

PROFIT IS EVERYTHING. 

 

So these mini bites are a quick “demo” of the sort of products and services 

you can expect from us at BSH, where we want to ensure you always put 

profit first. So, as you read through this mini guide always ensure you take 

the time to fully implement what you learn here into your own business in a 

highly profitable way. If a tip or tactic isn't going to be profitable for your 

business, don't do it! 



 

 
 

We wish you luck for your business success ... but with our Super Hero 

Academy why just leave it to luck? 

Paul   



 

 
 

 

CUSTOMERS WANT TO BE CONVINCED 

If a prospect has asked you to do a quotation, they need some sort of 

problem solving; a problem they hope you can help with. 

 

Your job is to demonstrate to them you are the best person to solve their 

problems, and, even if you are much more expensive than your competition, 

your job is to convince them that you are worthy of the extra amount by 

showing how much extra value they get from you as opposed to the cheaper 

competition. 

 

Always ensure you focus on the value you offer and not the price you charge. 

Be proud of your prices and ensure you are pricing for profit. Since the 

majority of people don't want the cheapest of anything, then your job is to 

show how your higher prices are worth the extra money. 

BE POSITIVE ABOUT CLOSING THE DEAL 

If you are in any way nervous, distracted, guarded, cautious etc after you 

have done your sales presentation, that will shine through.  

 

Remember this saying that a wise man once told me ... "Behaviour breeds 

behaviour" so if you are cautious about saying a price, the customer will be 

cautious about accepting it. However, the flip side is also true, so always be 

upbeat about your company and your pricing. 



 

 
 

EXPECT TO CLOSE THE DEAL 

If you have done the right thing by the customer, you are sure that your 

goods or services exactly meets your customers’ requirements and you have 

demonstrated real value to the customer, then why wouldn't they choose 

you?  

 

Always act like the price is really not a big thing, and is just simply another 

part of the sales process.  Since you have met all their objectives with your 

slick sales presentation, it only makes sense for your prospect to continue to 

deal with you. Give the impression of success and it will surely come to you.  

 

Remember when you quote you are helping the customer achieve two 

things: 

 

#1: You are helping the customer buy your great quality goods or services 

that are perfectly suited to their requirements 

#2: You are potentially stopping them from being conned by another 

company who, while they may be slightly cheaper than you, may also cause a 

lot of damage or even con the prospect out of a lot of money.   

 

You must honestly believe you are actually doing the customer a favour by 

giving them the right product at a fair price, and also stopping them from 

being conned by a rogue trader. 



 

 
 

SHAKING HANDS 

The general rule is always shake hands as firmly as the customer does. Shake 

hands with males generally as a matter of course; if dealing with ladies let 

them take the lead ... if they want to shake hands then shake hands, if not 

that's fine too. 

 

And don't be all macho about it guys ... a firm handshake will suffice but a 

bone crusher will not impress anyone. 

ENSURE THE CUSTOMER KNOWS THAT YOU WANT 

REFERRALS FROM THE START 

If you are confident that you will probably get the job, then you could start 

sowing the seeds of getting referrals early! While this may sound counter 

intuitive, by getting the seed sown straight away, even before you have 

finished the quotation, this serves 2 purposes ... 

 

#1 - The customer will start to think about who she can refer you to 

#2 - The customer will know that to get referrals you will work incredibly 

hard for her, so planting the seeds of your dedication to her total satisfaction. 

BE PERSISTENT  

Don't crumble at the first objection. Simply answer any objections using 

ready prepared scripts and move on. You have spent time and money 

preparing a quotation so make it worth your while! Talking of scripts ...  



 

 
 

DEVELOP THE BEST SCRIPTS 

Scripts are so essential to your success that you really MUST prepare the very 

best answers to the questions you get asked about most often NOW. 

 

Preparing scripts is easy ... just list the questions you get asked most often 

and write down your perfect answer to that question. Then, in a few days 

time, come back to it and see if you can make it any better. Then try them 

out on your customers!  

 

If the script got you the result you wanted ... carry on using it until it stops 

working. If it didn't have the desired effect, adapt the script until it does get 

the result you want then use it all the time! All scripts are basically a system 

... which leads us on to ... 

DEVELOP YOUR SALES SYSTEMS 

A system is simply a group of tasks which, when performed together, gets the 

end result you are looking for. In fact, everything we do in life is the result of 

a system. 

 

Consider making cheese on toast for example. Here is your "cheese on toast" 

system. Put bread in toaster on low setting. Warm up grill. Grate cheese. 

When toast pops up put cheese on top of lightly browned toast. Put under grill 

until cheese melted. Put on French mustard. Eat. Enjoy. 



 

 
 

This is a very simple system for making cheese on toast, but the exact same 

analysis is required for you to make your sales system a success too. If the 

customer raises a price objection, be prepared to go straight into the "price 

objection handling" system. If the prospect says you are one of three 

companies they have invited to quote, go into the "How to out-shine the 

competition" system. If the prospects asks if they can think about it, go into 

the "not quite sold on my products yet" system. 

 

Remember all a system is is a group of linked tasks that is complete only 

when the system has produced the perfect end result .  

MAKE IT EASY FOR THE CUSTOMER TO BUY YOUR 

GOODS OR SERVICES 

When I mentor my Elite members it never ceases to amaze me that in this 

day and age some companies make it so difficult to be paid! "I only take 

cheques on Wednesday mornings" or "cash only" simply doesn't cut it these 

days.  

 

With on line payments, cards, direct debits, Paypal etc there is no reason why 

you can't offer your customers at least 4 ways to pay you, if not more. And if 

you do accept certain ways to pay for your services, tell everyone what you 

will accept on all your literature. 



 

 
 

TURN UP ON TIME FOR THE QUOTATION 

Not rocket science this one, but vital! If you are going to be late, call ahead 

and advise the customer! Be courteous! If you are late without warning, you 

go into a quotation with the prospect already hating you. 

 

Enough said. 

LINK FEATURES TO BENEFITS  

Always remember benefits not features. People have never in the history of 

mankind bought a drill because they want a drill. Ever.  

 

People don’t want a drill, they want a hole.  

 

Spewing out tons of technical specs will rarely make any customer more likely 

to purchase your goods or services, and may leave the potential customers 

feeling stupid or isolated.  

 

So leave the technical specs out of your sales pitch ... you don't need it. 

Always tell the customer about the benefits they will receive as a result of 

choosing your services. 



 

 
 

SELL RESULTS NOT THE PRODUCT 

Similar to the benefits not features article above, people have called you 

because they want something changed in their lives, not for your dazzling 

good looks and charm!  

 

So always sell the results they can reasonably expect after they have bought 

your goods or services whilst being careful not to overestimate what you can 

realistically achieve.  

 

Under promise and over deliver is a great line to go by. 

USE YOUR LAPTOP PRESENTATION / IMPACT PACK 

Once you have set up and finely tuned your sales scripts and your sales 

presentations when you go out to do your quotes, back up your sales pitch 

with photos (evidence) of previous jobs, and scanned copies (or originals) of 

some testimonials.  

 

This will be done either via your laptop / ipad or your impact folder. 

Your "Impact Folder " could be the best investment you can make in your 

sales efforts, and all it is is a folder that contains everything you need to 

totally WOW your prospects. 

 

What should go in your pack? Everything and anything you can think of that 

could help you secure a sale.  

http://www.marketingforcarpetcleaners.org/sales-scripts/


 

 
 

 Testimonials.  

 Price comparison demonstrations.  

 Demo content.  

 Your certificate of insurance.  

 Your WOW statement.  

 Pictures of jobs you have done. Y 

 our customer service policy.  

 Put anything and everything in the pack that will totally blow your 

prospects off their feet with your professionalism and demonstrate your 

superb customer service. 

STORIES TELL – PICTURES SELL!  

Won’t your customers want to see pictures of your quality work? 

 

If you performed top quality carpet cleaning services for example and you 

showed your prospect quality, high definition before and after photos of a 

filthy carpet that you restored back to life, and your prospect wanted a quality 

carpet cleaner, your prospect would probably choose you over the 

competition wouldn’t they? 

 

Demonstrate the quality of your work to your customers with quality 

photographs and / or videos and how can they not be impressed? (oh, and 

never use stock photo's, you will be caught out!) 

http://www.marketingforcarpetcleaners.org/black-carpet-turned-beige/


 

 
 

NO JARGON 

There was a time when sales people used to come round and try and sell you 

something and all you would hear out of their mouths were abbreviations, 

company slang and technical terms that meant nothing to you, the consumer.  

 

The sales people thought it made them sound knowledgeable and clever but 

to the prospect it's like they were talking in a foreign language. This just 

leaves the prospect feeling isolated and stupid. Don’t do it!  

 

Talk in language the customer is likely to understand, and on the off chance 

they want to know the technical specs, tell them if they ask! 

BE A CUSTOMER ADVISOR 

The key to relationship selling is to be seen as an adviser or a consultant, not 

as a salesperson. People hate to be sold to, but people love to buy.   

 

The best way to sell is to ensure the customer gets what she wants, and to 

ensure she gets the perfect product or service for her needs. These days the 

saying “look after the customer and they will look after you” has never been 

more true! 



 

 
 

CREATE AN ENJOYABLE ATMOSPHERE  

One of the most important elements in selling is to create an atmosphere 

where everyone is happy with the outcome. The prospect will never be happy 

to spend her money if you have not created an enjoyable atmosphere. 

 

What is an enjoyable atmosphere?  Simply this … it is whatever the customer 

wants it to be. 

 

You will quickly learn to gauge what is a nice and pleasant atmosphere for 

that particular customer.  If the customer is flamboyant then you can match 

that.  If the customer is demure then you should respect that also. 

 

The atmosphere should be easy, relaxed, trusting and stress free 

without any sort of pressure being applied to the buyer from the 

seller.  

 

The atmosphere should be one of mutual trust and acceptance of each other. 

TELL A STORY ABOUT HOW YOU HELPED A 

CUSTOMER LIKE THEM  

People love stories.  Ever since you were a child stories have been used to 

make things seem much more interesting, and the same can be said for your 

products and services too.   

 



 

 
 

Stories are naturally believable, especially when backed up by photos or other 

evidence of your professional work, and are great ways of getting new 

business!  

PEOPLE JUST WANT A SOLUTION TO THEIR 

PROBLEMS 

Whenever you are asked to do a quotation, it is really important to remember 

that you have been asked to do a quote for a reason … and that reason is the 

prospect has a problem they need a solution to.  Your job is simply to provide 

that solution. 

 

You will achieve far greater sales when you demonstrate to your 

prospects you can provide the solution to their problem. 

 

People have not just asked you to their home before a quotation because 

they want to see what colour your van is.  Nor have they invited you to do a 

quote because they want to know what you had for breakfast.  

 

The only reason people have called you to ask for a quote is because they 

have a problem, and they are hoping you can provide a solution to the 

problem! 

 

So always go above and beyond the call of duty and make sure that the 

customer knows she can and will find a solution to her problems with you and 

your company.  



 

 
 

 

Do this and you will see an instant boost in your conversions - guaranteed!  

OFFER OPINIONS AND RECOMMENDATIONS 

Remember you are the expert.  Generally the customer is not. As long as the 

customer trusts you to be the expert in your field, one of the most powerful 

sales lines in the world is   

 

“ For you in your situation, I recommend x product because...”  

 

And you then go on to list all the benefits of the product you recommend that 

matches your prospects needs. 

 

This not only shows that you have listened to her needs but it also sets you 

up as a professional to be listened to, and it shows excellent product 

knowledge too.    

BUILD A CHECKLIST OF QUESTIONS 

A great way to put price in it's place is to build a checklist of questions to 

ensure that you don’t miss asking any important questions. This will show you 

are extremely professional and once again will help ensure that you have fully 

met or exceeded your customers needs. 

 



 

 
 

Not only that, but your checklist of questions will also ensure you sell a lot 

more of your products or services too by making sure you don’t miss out on 

any totally scrummy potential up-sells. 

 


