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Rehearse
Famhtate




Structure

BUying & Sales Cycle
Explere Behavieur Change
Sales ID'— e, do and have
Handle 1 & P Okjections
Eacllitate Pregress



1. Buying| & Sales Cycle

TradienalrSales BUying| Facilitation
Model Moedel

a ASsUmptiens x Neviral

s Closure x [Long Cycle

= Sales Tracks x lgnorance

x Youlreally do not a [DIscoVery review: &
KnoOW?* guestions

496 a Partnership & Selje
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2. Explore Behavieur Change

F+E+ A

Uncenscious mind reading - default
Viap: eff the worla!

Youl cannet, NOIF..communicate

Master ehjections.. Wiiat could e
achievea?




3. ldentity.... to Skills

ldentity...l0e, dorand have...

Beliefs
Valles
Behaviours
Skills




Eoulr Dominant TypPes

Regulater

\Visionary

Eacilitator




5. Handle Onjections

D yeu really kKnow, echnical masteny
What Nappens? = Be ‘water tight” &

= Decision| Tream Inoculate

s Stakeholders agenda

= Client Culture Know:self

x Politics s ‘Hot" and ‘cold” buttons
s Processes n Elexible deliveny
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Summany

Buying & Sales Cycle ldentity’ — be, @6 and

Research in Behaviour nave
Chanee s Clarity of Beliefs

s Clear F+E+A s Solid core values

= Start with the end. .. Personality: Objections

Rehearse & practi = Look in the mirror
b S SEgcall AL TSE = Sell benefits to RVFA

= Rehearse

IHandle Okjectiens
s Decision tree

s Stakehoelders

s Politics' and pelicies
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Eacllitated Buying




Eacllitated Buying

ISSUES SKILLS

Change management = Commit personal
Solutions Coaching

Apply: neutiral listening
and empathy.

Facilitated Questions
Culture Diagnesis

Understand’ Buying
Process

FOcUS on Stakenolders
Power & Decision

fleam oy :
: v a Achieving| systemic
Competing prierties buy in
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