
Verbal or non-Verbal cue that someone gives to

indicate interest in your product/ service.

It is your responsibility to act on the Buying Signal

in the moment when you receive one if you want

to earn the person’s business.

When you don’t act on a buying signal you

(unintentionally) send the message that you’re not

interested in earning the business.

When You Receive A

Buying Signal:

Issue an invitation
to the next step in 
working together.  

If the person is ready
to buy and you're 

ready to sell- 
Close The Sale!

If you're not
interested in earning
the person's business,

ignore the buying
signal.  

If you've missed a
buying signal and

realize it later, circle
back with the person
and invite them to the

next step.  
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1. Asking about a specific product or type of
service you offer

2. Asking about pricing

3. Asking about payment options or
payment plans

4. Asking about the start of service or
delivery

5. Asking you to repeat information you’ve
already covered

6. Asking about next steps in the process of
working with you

7. Asking what options are available

8. Asking for references

9. Asking for a discount
 

10. Asking about results and what to
expect

11. Asking another person’s opinion

12. Asking about what other clients
have experiences when working
with you or using your product

13. Making positive comments

14. Bringing up a negative
experience with a previous provider

15. Asking “why” or “how’ people
work with you

16. Taking out his/her calendar,
credit card, or other form of
payment

17. Taking notes when you’re
sharing about your product/service

                      CEO of “Sales Maven”, an organization dedicated to authentic selling, 
Nikki Rausch has the unique ability to transform the misunderstood process of

“selling”. With 25+ years of experience selling to such prestigious organizations as The
Bill & Melinda Gates Foundation, Hewlett-Packard, and NASA, Nikki shattered sales

records in many industries, receiving multiple “top producer” awards along the way.
Today, entrepreneurs and small business owners from a wide range of disciplines hire
Nikki to show them how to sell successfully and authentically, without being pushy or

“salesy”. Nikki’s popular books are available at Amazon. “The Selling Staircase”,
“Buying Signals” and “Six-Word Lessons on Influencing with Grace”. Tune in to her

podcast, Sales Maven now. It can be found on your favorite podcast platform.
Want more actionable tips to ignite your sales? Join the Sales Maven Society:

www.salesmavensociety.com
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Meet Nikki Rausch:


