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.

Yes, but…

Just step back for a moment and try to recall how often you started a reply with these words.

There is another version that expresses the same “NO, You’re wrong”.

“Yes but…” is often used when somebody is argumenting against something another person said.

In sales situations this can be heard often too. Does the following situation ring a bell?

A salesman showed a new gadget to a prospect. The prospect seems to be interested and then brings up the argument: “I think it is very expensive!”. Salesman: “YES, But… you get this, and that and such and so…” showing once more the items that go with the gadget.

What actually happens is that with the “yes, but” approach you ATTACK the possible customer.

So what do we do then.

The amount of money a possible customer will spend in a sales deal is just that, an amount of money.

Denying that is no use and the fact that the customer brings up this argument is A) Not an attack to you, the salesperson B) an excellent opportunity to show sales skills and most of all C) not for you to judge on whether or not it is much money and that is what the underlying message of the “yes, but…” approach is.

Keep ‘m talking.

In my opinion the best way to do that, is asking OPEN questions. 

What about a simple: “Maybe so, with what do you compare this product?”

Once again you have the customer talking OR NOT!! Maybe they just have no way of comparing this product with another product.

How much discount do we get.

Let’s face it, this is a question every customer should ask, once an agreement is reached on what you will deliver (develop) the price is often a point of discussion where this question very often will be asked. The first time I was confronted with this question (I was 21 at that time and still learning) I did not know what to say so that is exactly what I did, say nothing at all. I just sat there, looking the customer in the eye and a somewhat inconvenient silence “filled the air”.

Finally the customer all of a sudden turned red in his face and he said: “Oh, well, I can always ASK it,  can’t I?” “Sure”, I replied. The deal was closed, no discount!

To be honest, my thoughts went like a crazy harddisk spinning harder and harder trying to find out what to say… 

Hello silence my old friend.

Isn’t that one line from a song by Simon and Garfunkel? Salespersons should know that song by heart. Once you ask questions and get answers it can be a good thing to wait with giving a reply once the customer stopped talking. People feel uncomfortable with silence very often. Therefore they want to fill the room with “noise”, the question you just asked will be a grateful lead for them to talk a little more…

Giving you a little more information, maybe just that tiny piece of information you need.

As said, very often people do not feel comfortable with silence. Salespersons are most of the time, like normal people. Therefore this technique requires a bit of training and self-control.

Keep asking questions.

Talking about how good your company is how fantastic product ABC is, how promising the development of product XYZ looks will not make you close the sale, even worse, you can loose the customers’ interest. Once you are invited for a meeting that is THE opportunity to find out where the needs of the possible customer are. Asking questions and making them talk gives you invaluable information, IF YOU CAN LISTEN.

Attitude does it all.

Some time ago my teacher said that she considered good sales-skills as a great spiritual development. I was surprised and asked her for her motivation.

She said: “Most people have a big ego, and they want to make that shine. They do that by showing off how good they are. Doing so in sales very likely will make the customers run away. A salesperson who has good control over his/her ego and can make that small enough to take the time to REALLY LISTEN in stead of talking and give some good answers or ask good questions will be succesful. The control over your ego is the goal of nearly every spiritual discipline, thus, creating good sales-skills is a spiritual discipline.

As VFP developers we are, rightfully so, proud of the tool we use. It is mature, stable, blazing fast and flexible enough to create nearly every possible app with it one can think of.

However, reality shows that customers are only interested in what you can do as long as it fullfills THEIR needs. Show your professionality by thinking WITH the customer about a possible solution that fits their needs. The tool you use is not the first interest of the customer, unless YOU make it a point of importance, and very often the customer will attack you on your choice of tools. 

What’s worse is that you can loose the contract, not something you would like to happen, is it?

Concentrate on the solution to develop, that is in the interest of the customer to start with but in your own interest as well, it makes you a valuable partner for the customer. The tool(s) you want to use are not important in that stage.

If you go to the hairdresser you don’t ask whether they use “Zwilling” scissors or another brand, you don’t care (I hope). What you care about is whether or not your hair is done well!

