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[image: C:\Users\Mom Desktop\Desktop\images7RN59VDA.jpg]ajor companies and associations hire trainers to present courses to their sales personnel. During these sessions they hold discussions regarding objections, closing statements, telephone sales or marketing techniques. The truth is, the trainers would be a lot more effective if they could stand in front of these sales people with a hammer and hit them on the head while screaming—
ASK FOR THE BUSINESS!!!
Every sales person would increase their sales 20 percent or more if they would just ask more often.  Every manager would increase their recruiting efforts 20 percent or more if they would just ask more often. Every sales manager and every sales person knows this. So why don’t they ask more often?

Most would say that the majority of sales personnel do not ask for the business because they are afraid of rejection. They do not want to hear the word no and be seen as a failure. The truth is that our sales people are not afraid of failure—they are afraid of success. We know this because if they do not ask, then they are assured of failure.  How can you get any business when you don’t ask?  If they ask, they may actually get invoed in all the headaches!  
Those who are used to high levels of success cannot understand why someone would dress for success, learn everything they need to know and then run around all day and talk to hundreds of people without asking for business. This happens everyday. 
One reason why these people are hesitant to ask is that they feel unworthy. They feel unworthy because they have not delivered enough value to their targets. It is very uncomfortable to say "can I have the sale?" when you have not delivered any more than the last person who visited. It is certainly very uncomfortable to say this when the person has a long term relationship with someone else who has delivered much value over the years. 
Let’s take a look at this simple statement in response to a phone inquiry:
I work on referrals.  Do you know anyone else who is looking to purchase?
Simple statement, but uncomfortable and ineffective.  Now let us first deliver value.  
Did you read the article I faxed on repairing credit in preparation for buying? 
Did you find it valuable with regard to your financial situation?
Yes. It was great—I never had anyone explain what I can do to help us in our situation. Before reading this, we felt alone in our problem. 
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Now we realize that there are many in our predicament.
Do you know anyone else who could use this type of information? 
As you know, I specialize in helping people, like yourselves, who are
 going through this process.
The first example asks for help when there is no positive standing.It is a “ME” statement all the way—I work on referrals. The second statement is a natural transition from the delivery of value to the asking stage: 
Is there anyone else we can help here?
If you are completely lost as to why you are not asking more often, we might suggest that you first determine whether you are delivering enough value. The delivery of flyers or sending of letters is not a value mechanism. Generating leads for your business clients is a perfect example of value. So are seminars, articles, newsletters and other sources of information.  
This Sales Report is an example of a target providing value for a client—not just recipes and handy homeowner hints—but sales tips designed to increase production. The ultimate value is to show someone else how to increase their business. It is easier to ask for the business when you are delivering valuable sales advice—whether you are working with the direct public and asking for their business or referrals or you are working with long term business clients, such as financial planners or large relocation companies. When you deliver significant value you will never be uncomfortable again!...
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