business. Some needs are complicated. Some
are complex projects. Some require quotes
from manufacturers. And, if your situation
is truly one of those situations, you are ex-
cused from this comment. That said, too
many of you are not excused; you have the
tools, price sheets, etc., available to you to
quote price and, yet, when the customer
asks “How much?” you immediately re-
treat to the Batcave to develop the magic
proposal. Why? If you have the tools, quote
the price. Because if you do not quote the

price, you cannot close. Which leads us to ...
(5) Being unwilling to seek commitment: Notice that I

Not every appointment
can end with a

closed sale, but

every appointment

should end with
a commitment for
a next step.

and sales navigator. He helps companies
build more profitable and productive
sales forces. To schedule a free

did not say “being unwilling to close the sale.” Not every ap-
pointment can end with a closed sale, but every appointment
should end with a commitment for a next step. If you can close
(i.e., you have identified needs, presented and proposed), then
by all means, ask the closing question. If you really do have to

45-minute Sales Strategy Review,

email troy@troyharrison.com.

continue the sales process in another ap-
pointment, then set the next appointment
right then and there. If you do not, you have
no one to blame but yourself for the cus-
tomer losing interest.

Don’t get me wrong — many, if not most,
sales will not be closed in one call. However,
bybeing prepared, you can shorten the sales
cycle without annoying your customer. B

Troy Harrison is the author of “Sell Like
You Mean It!” and “The Pocket Sales
Manager,” and is a speaker, consultant

call (913) 645-3603 or

Visit www.troyharrison.com.

ADVERTISER INDEX

31 « BPO Media

www.workflowotg.com / www.theimagingchannel.com

2-3 « Capture the Magic

(800) 843-5059 / www.bta.org/BTALasVegas

23 « DocuWare

(845) 999-6743 / www.docuware.com/partner

14 « eGoldFax

(714) 886-6251 / www.egoldfax.com

31 « ENX Magazine

(818) 505-0022 / www.enxmag.com

5+ Epson

https://epson.com/businessinkjet

32 « Fall Colors Retreat

(800) 843-5059 / www.bta.org/BTAAsheville

7 « FP Mailing Solutions

www.fp-usa.com

13 « Fujitsu

www.fujitsu.com

19 - Katun

www.katun.com

13 « KIP

(800) 252-6793 / www.kip.com

11 « Kodak Alaris

www.alarisworld.com

17 « Konica Minolta

www.rethinkwork.com

23 « Moving Office Equipment

(877) 480-0391 / www.moetrans.com

9 « Toshiba

https://business.toshiba.com

www.officetechnologymag.com | August 2022



