Agent Pipeline

12 Tips to
Master the Sales Process

Know The Products You Are Selling
Clients expect you will be knowledgeable about the product
you are selling. If you aren't, it could damage the trust
between you and the client.

Believe in The Product You are Selling
Being passionate about a product makes selling that
product much easier. Your client will recognize this and most
likely take your passion into consideration.

Understand Your Buyer Personas

Understanding the buyer personas you have identified is a
huge part of a successful sales process. Trusting and staying
loyal to these personas can strengthen your selling skills.

Client Success is Also Your Success

If a client has their needs fulfilled, this is also a win for you.
You can analyze your wins to see which sales processes and
strategy led you to a successful sale.

Practice Active Listening

Listening more than you talk is a big key to understanding
your clients’ needs and in turn, understanding how to
successfully sell to your clients.

Follow Up

Following up with your clients allows you to seem more
personable, builds relationships, and can lead to further
sales.
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Be Personable

Being personable will help strengthen the relationship
between you and your clients and allow them to see you as
authentic.

Focus On the Client - Not the Product

The client and their needs should be the number one thing
you focus on if you want to successfully sell to their needs
and have a strong sales process.

Use Closing Questions

Using closing questions throughout a sale can be almost like
a call to action. This provides the client to take you up on
your offer for services or a product.

Address Concerns

Being a sales person means there will be times when you
run into problems with clients. Don't dwell on this. Look at
what the problem is and provide a solution.

Stay Balanced

Work-life balance is important to keep your selling skills
sharp Spending time with family or doing hobbies can
relieve stress and allow you to be your best.

Build Strong Relationships

Building personal relationships with clients assists you in
selling because they will see you as authentic and be more
willing to purchase your product if they feel they know you.
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