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American Cancer Society


Steps for Success in Sales Presentations
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OPEN THE CONVERSATION


Create a positive selling climate.


Begin building relationship and then smoothly segue to business discussion.





2.	UNDERSTAND THE CONSTITUENT’S    CURRENT SITUATION 


Probe, using active listening. 


Ask insightful questions, both open and closed-ended. 





3.	IDENTIFY AND CONFIRM SPECIFIC                       NEED 


Continue to use active listening to create the objective of determining the dialog’s next direction. 





PRESENT SOLUTIONS


Present a solution statement that clearly addresses the constituent’s needs and outlines the supporting features and benefits. Make certain to provide appropriate and approved fulfillment package. 








HOT TIP:


Be Respectful: Please, Thank You and May I, go a long way. Treat others as you would like to be treated. Good old-fashioned manners never go out of style.











American Cancer Society


Steps to Prepare for Sales Success
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SET OBJECTIVES


Make certain that they are specific, measurable, actionable and time-bound.








GAIN PRODUCT KNOWLEDGE 


Be sure to understand enough about the products you’re selling or understand enough to know who to have accompany you on the call.








CONDUCT PROSPECT RESEARCH   


Be prepared with enough knowledge about the constituent to be receptive and responsive to their needs. 








GATHER APPROPRIATE SUPPORT MATERIALS 


“Load the trunk” with fulfillment packets, brochures, Reports To The Community, 10 Questions, one page fact sheet and other contingency information. 








HOT TIPS:


Volunteers should be involved in the ask: 


Staff and volunteers should work together in the preparation, meeting and follow-up of sales asks. Coordinate your efforts to get on the same page.





Don’t Oversell: Know when enough is enough. Say thank you and graciously move on. 
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8 Keys to Sales Success
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FIND SIMILARITIES – LINKING THEM TO YOU AND TO THE CAUSE





ACTIVE LISTENING


Know what questions to ask


Find the right time to use them





BE AN AUTHORITY


Know your product and demonstrate knowledge





THE SUCCESS STORIES


Share stories of what the American Cancer Society has accomplished





WHAT’S IN IT FOR THEM


Emphasize value – Features & Benefits





RECOGNIZE THE OPPORTUNITY – RECOGNIZE THE TIME TO PASS


Keep working on building the relationship in a positive way for the future, even if it means accepting a “no” for now.


 


MAKING THE CLOSE


Initiate action, next steps, follow up, customization.





HOT TIP:


Do As You Say: Follow through in the manner and within the time promised.
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