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Realities Realities 

4%4%
RehearseRehearse
FacilitateFacilitate
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StructureStructure

1.1. Buying & Sales CycleBuying & Sales Cycle
2.2. Explore Behaviour ChangeExplore Behaviour Change
3.3. Sales ID Sales ID –– be, do and havebe, do and have
4.4. Handle Handle ‘‘TT’’ & & ‘‘PP’’ ObjectionsObjections
5.5. Facilitate ProgressFacilitate Progress
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1. Buying & Sales Cycle1. Buying & Sales Cycle

Traditional Sales Traditional Sales 
ModelModel

AssumptionsAssumptions
ClosureClosure
Sales TracksSales Tracks
‘‘You really do not You really do not 
know?know?’’
4%+4%+

Buying Facilitation Buying Facilitation 
ModelModel

NeutralNeutral
Long CycleLong Cycle
IgnoranceIgnorance
Discovery review & Discovery review & 
questionsquestions
Partnership & SeljePartnership & Selje
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2. Explore Behaviour Change2. Explore Behaviour Change

F + E + AF + E + A
Unconscious mind reading Unconscious mind reading -- defaultdefault
Map of the worldMap of the world’’
You cannot, NOTYou cannot, NOT……communicatecommunicate
Master objectionsMaster objections……what could be what could be 
achieved?achieved?
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3. Identity3. Identity……. to Skills. to Skills

IdentityIdentity……be, do and havebe, do and have……
BeliefsBeliefs
ValuesValues
BehavioursBehaviours
SkillsSkills
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Four Dominant TypesFour Dominant Types

RegulatorRegulator VisionaryVisionary

AnalystAnalyst FacilitatorFacilitator
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5. Handle Objections5. Handle Objections

Do you really know Do you really know 
what happens?what happens?

Decision Team Decision Team 
Stakeholders agendaStakeholders agenda
Client CultureClient Culture
PoliticsPolitics
ProcessesProcesses

Technical masteryTechnical mastery
Be Be ‘‘water tightwater tight’’ & & 
InoculateInoculate

‘‘Know selfKnow self’’
‘‘HotHot’’ and and ‘‘coldcold’’ buttonsbuttons
Flexible deliveryFlexible delivery
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SummarySummary

Buying & Sales CycleBuying & Sales Cycle
Research in Behaviour Research in Behaviour 
ChangeChange

Clear F+E+AClear F+E+A
Start with the endStart with the end……
Rehearse & practiseRehearse & practise

Identity Identity –– be, do and be, do and 
havehave

Clarity of BeliefsClarity of Beliefs
Solid core valuesSolid core values

Personality ObjectionsPersonality Objections
Look in the mirrorLook in the mirror
Sell benefits to RVFASell benefits to RVFA
RehearseRehearse

Handle ObjectionsHandle Objections
Decision treeDecision tree
StakeholdersStakeholders
Politics and policiesPolitics and policies
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Facilitated BuyingFacilitated Buying

4 4 -- 40 %40 %
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Facilitated BuyingFacilitated Buying

ISSUESISSUES
Change management Change management 
solutionssolutions
Understand Buying Understand Buying 
processprocess
Focus on StakeholdersFocus on Stakeholders
Power & Decision Power & Decision 
TeamTeam
Competing prioritiesCompeting priorities

SKILLSSKILLS
Commit personal Commit personal 
coachingcoaching
Apply neutral listening Apply neutral listening 
and empathyand empathy
Facilitated QuestionsFacilitated Questions
Culture DiagnosisCulture Diagnosis

Achieving systemic Achieving systemic 
buy inbuy in
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