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How To Convert Leads Into Sales

The focus of this sales training is to entice a lead to want to know more. 

The conversation should be tailored to what’s most interesting to the other person.

Curiosity - Engage with your prospect in a way that causes 
them to want more/ask questions. Be on the lookout for 
Buying Signals and act on them immediately.

To open a conversation, ask, “Is it ok ask about you and what 
you do?”

Once the person answers, _______ to see if they then ask you 
to share a little about you and what you do.

(If they don’t ask you to share about you and what you do, say, 
“It’s been so interesting to learn more about you and your 
business, are you interested in hearing a little about what I 
do?”)

When it’s your turn to share, ask yourself this question before answering, “_____________ do I already 
__________ about this _____________?”

Begin to create curiosity about what you do with how you answer questions.

Example 1: When talking to a consultant my answer might be, “Service based providers hire me to refine 
their discovery/consultation calls so they can identify quickly who’s a potential client and how to increase 
their close rate on those calls.”

Example 2: When talking to someone who sells a product my answer might be, “Businesses hire me to 
show them how to increase their average sales price per customer so they’re able to ramp up their 
revenue quicker and build long term customer loyalty.”

Hint: The intent of your response should be to leave the door for the other person to ________ a 
_________ - _____ question.

Key Language: 

It’s been so interesting to learn more about you and your business, are you interested in hearing a little 
about what I do?”

nikki@yoursalesmaven.com          360-509-6399            www.yoursalesmaven.com           All Rights Reserved © Sales Maven 2018

http://www.yoursalesmaven.com
https://www.amazon.com/Buying-Signals-green-light-increase/dp/1933750138/ref=sr_1_1?ie=UTF8&qid=1541182828&sr=8-1&keywords=buying+signals

