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“Everyone makes a living selling something!”
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Likes and Dislikes
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Likes and Dislikes

Uncertamty
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you on the Growth Stage Diagram?



Bryan’s Objectives




What you sell:




What your clients want:




What you sell



What your customers want:

700
//;/// .
//7// 7
nA My ”
me and my spouse
oy //; y °
70
0
/4%
G









'

7




Selling Principles

* Selling is a process, not a personality, not social media!

* You make more money solving problems than you do by
selling a product or a service!

* You should know more about your client (relator, loan
partner, homeowner) than you do about your product.

* Whoever has the most information has the most
influence!



The Sales P.R.O.C.E.S.S.
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How many squares do you count?




How many squares do you count?




How many squares do you count?




How many squares do you count?
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