This is one whitepaper in a series of scribbles, all of them about the Very Fine Process of selling.

The reason I created these is that, in my opinion, many developers under-estimate their own ability to close a deal in a sales situation. I did create these papers with the VFP developers in mind. 

I hope you find them useful.

If you are not interested in better sales-figures then don’t waste your time reading this!

Shocktherapy can help.

It sure ain’t easy to get the attention you want when making cold calls… 

Unless you do a surprise attack.

Last night I received a phonecall, yes that’s right, around six, just as I wanted to start dinner.

The lady on the other side introduced herself with name and company name. I was prepared to tell her that I was not interested at all, even though I did not know what she had to say or sell.

Then it happened! She said: “Sorry I bother you around this time. I know you probably want to start your dinner, therefore I will make it quick. You only have to say “yes” or “no” to my two questions. I see here in my database that you are a professional software developer, I want to ask you whether or not you do your banking over Internet and, going along with that question, ‘Are you interested in receiving 50 Euro for free?’”

Before I could answer, she repeated: “If you are not interested, a simple NO will do and I won’t bother you anymore.” 

As I am interested in sales techniques I did not hang up immediately but listened what the lady had to say. 20 minutes later I hung up. 50 Euro richer, even though I already did my banking over Internet… and with a cold meal.

The point here is that this lady found a way to immediately make contact with me in a way that was within my own conception and understanding (I actually wanted to start my meal) and she gave me a way to back out of this conversation if I wanted, risking NOT to get those free 50 Euro. Also she made me curious, I wanted to know how “they” knew about my profession (NO, I am not gonna tell you how they found that out, I want to protect my private life from your preying eyes!)

As developers, trying to sell our services to companies (even the company we work for in a 9 to 5 job) we have to get the attention of others, shocktherapy can help with this.

Danger.

The danger is that going too far will distract people. Let your common sense guide you, subtle try to find how far you can go. Once you are familiar with this technique you can push a little harder.

This same approach can work in sales letters as well. If you read this far the header of this whitepaper did prove just that.

Boudewijn Lutgerink.

