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Effective Selling –  
What is it all about? 

 

I don’t know about you but it’s not often I meet an effective sales person.  

 

It isn't the buyer's fault.  Buyers, guess what, generally want to buy. And they can even buy 

without being tiresome or difficult if they are helped to buy rather than sold to. 

 

What's the difference?  The difference is empathy with the buyer and an understanding of 

the buying process.  Grasp these two essentials and selling becomes a problem solving skill 

that anyone can employ. 

 

When, as a buyer, I meet sales people I simply want them to follow a few simple rules.   

 

Let me outline them. 

 

MAKE ME FEEL SPECIAL 

Demonstrate that you have done some research and know something of my market sector, 

my business, my organisation and, perhaps, even me!  Given my job and the reality of 

current trading, show an understanding of my likely challenges and goals.  Speak to me 

strategically, demonstrate an understanding of underlying commercial, business and 

financial issues.  Don't bluff, don't show off but do show me that you have taken the trouble 

to bring more than just you and your product to the meeting. 

 

DISCOVER MY NEEDS 

As a buyer I wouldn't be meeting with you if I didn't have needs.  Needs that neither I, nor 

others within my organisation, can meet.  So please ask me about what I'm trying to 

achieve, how I am trying to achieve it, my priorities, my opinions, previous experiences of 

other suppliers and products, what's worked, what hasn't and why. Identify any major 

financial constraints. Ask how would I measure the success of a product, service and 

supplier and how that success would impact upon my business. 

 

Ask me about time frames, others involved in the decision and how the buying process 

works.  Identify who else you might need to talk to.  Don't sell.  Question and listen so that 

you can build up the picture.  I need your help to tell me the true reality of my situation, 

to verbalise what the solution might look like and to understand how that solution can be 

best brought to bear to achieve my goals. 


