
5 WAYS YOU  
ARE SABOTAGING
YOUR SALES

AND WHAT  
TO DO INSTEAD



1. Ask Questions Before Begining  
Your Presentation

 Ask your customer questions. Getting crucial 
information up front about what's important 
to your customer or what problem they 
are looking to solve allows you to tailor 
your presentation to demonstrate how your 
product/service meets their need. Here is  
a simple, yet important question to ask, 
"What's important to you in a (insert your 
product or service here.)"

2. Talk “With” Your Client - create a 
conversational feel to the presentation

 Business owners that are so focused on getting 
their message across may forget that the best 
sales presentations feel like a conversation. 
There should be a good back and forth 
dialogue going on. Make sure you pause from 
time to time so your client can comment and 
ask questions throughout the presentation. 
Their comments and questions give you keen 
insight into how the presentation is going and 
where you might need to make adjustments to 
ensure you are meeting their expectations.

1. Don't Ask Questions

2. Talk "At" Your Client - instead of "With" Your Client

3. Tell Them What You Can't Do

4. Tell Them How You Benefit From The Sale

5. Selling Past The Close

5 WAYS TO INCREASE YOUR SALES

5 WAYS YOU SABOTAGE YOUR SALES



3. Tell Them What You Can Do 
 When your client wants to schedule a time 

to meet with you, tell them when you're 
available. Many times business owners will tell 
a client all the times they are not available. 
For instance, telling a client, "I can't meet on 
Thursday or Friday because I am already 
booked..." is not helpful to your client. Do 
all that you can to answer the question in a 
concise, helpful manner.
A little something extra: When a client 
makes a request of something you are not 
able to do, tell them, "I can't do that, here is 
what I can do for you..." List all of the things 
you are able to do. This demonstrates that you 
are willing to provide options to please them.

4. Position Your Product/Service To  
Solve Your Client’s Need and Problems
Telling a client that you will win a prize, hit a 
company goal, or qualify for a contest is not 
an incentive for them to buy. A useful quote 
to keep in mind is, "People Buy For Their 
Reasons, Not Yours" by Abby Donnelly. Focus 
your presentation on how your product or 
service will benefit and solve a problem that 
the client is interested in.

5. As soon as you client is ready to buy, 
stop talking and make the sale
When you get a yes from your client in 
regards to buying your product/service, 
move on to closing the sale. When you keep 
talking, you risk your client changing their 
mind and losing the sale. Many times that yes 
comes before you're done with your whole 
presentation. That's okay, stop selling and 
take the order.



Want more tips on how to avoid sabotaging
your sales and ways to increase your sales?
Call or email Sales Maven today to schedule
a complimentary 1/2 hour consultation.

360-509-6399
Nikki@YourSalesMaven.com
www.YourSalesMaven.com


