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Useful questions
Introduction

Convincing a customer to buy a service is one hurdle. The next hurdle is to convince them to buy from you. Many sales people fail to understand that customers do not always look for the same features and benefits. Similar businesses can often purchase the same service for completely different reasons.

Example

A training company engaged two businesses for Apprenticeship services in construction

Profile

Both organisations operated as housing associations

Both employed 300-350 people

Both operated as not for profit organisations

Both faced similar skills shortages in construction

Despite the similarities both organisation had completely different reasons for wanting to use Apprenticeships. This demonstrates that every organisation, no matter how similar, needs to be treated as a unique individual. Any sales person who tries to engage an employer has to understand their business issues and the ‘Decision Making Parameters’ that must be pressed to secure a deal.

Decision Making Parameters – DMP

Every customer has a series of parameters that must be met. If they are met they are more likely to buy from you.

Many sales people wrongly assume that price overrides all other parameters. This is a deadly assumption for it means sales conversations concentrate on price rather than other issues. It also means that WBL is often given away for free, thus devaluing the service.

Good sales people uncover the customer’s DMP so that they can understand what is important to them. They also try to influence the DMP so that the service on offer fits better.

2 Powerful Questions

1. What are the 4 most important ‘tick boxes’ that you will need to be met for you to implement Apprenticeships?

2. How would you prioritise these?

