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What type of marketer are you?
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Do you have the right tools?
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The problem with most Marketing!
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If you don’t know how to
properly structure
communication what you
say doesn’t matter much.
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What you say matters

k6 Questions are a core part of developing a
good dialog with customers. How you
position those questions is critical
pbecause people are more likely to buy
when they are a part of the decision.
Position them well and have a questioning

strategy ahead of time. 77
~-Jeffrey Gitomer




But what you hear matters most

‘ . listening m

Effective Listening | Efficient Listening

Waiting to assess

Waiting to rebut
Leads to probing questions Focused on you and your offer
Requires good note-taking Your Thoughts > Customer Needs

Listens to all content Really not listening, just hearing.

Ear to talk
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Clarifies ambiguous words*
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Investigates emphasis and emotion.




What does the road look like ahead?




Be sure to have the vehicle you need

to get down it!
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If not your plan will be going nowhere




UESTION N2 1: The "‘Whatl' Question

'WHAT DOYOU DO?
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OUESTION N2 2: The ‘How Quesliion

HOWDOYOUDOIT?
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UESTION Nt S: The "When and Where' Question

WHEN AND WHERE DOYOU DOT?
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UESTION N2 4: The ‘Why' Question

WHY DOYOU DOIT THATWAY?
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ESTION N2 & The ‘Who' Question

WHO AREYOU DOING ITWITH?

You need Zo /learn whnch ot her
suppliers already coork ewith your
- prospect. Youwr research, Zhorough
as ¢ may be, wont tell you
whether your prospect recently
had a contlict with a vendor or is

planning a é{g change.
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QUESTION Nz &: The ‘How" Question

HOW CAN IHELPYOUDOIT?
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Organization is the key




To multiple layers of successful sales!



Questions?
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PARAGON

Insurance Sales, Inc.

Contact Mike 800-221-3906
Mike@isuparagon.com



