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...many people are
suspects,
not prospects...



Why People Buy
(Brian Tracy)

to something.
e Money = freedom. When “buy something” =
they feel “lost of freedom”
e More (variety), the better.
e Emotional values — more willing to buy a
better known product (company/brand) even
if it costs more |
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“People

decide emotionally
and then
justity logically...”



/ Steps Presentation

step 2 INTERVIEW
step 3AGREEMENT on NEED
Step 4 promote COMPANY

Step 5 promote SOLUTION to fill NEED

Step 6A ACTION + COMMITMENT
Step 6B CLOSING strateg

Step 7 pour CEMENT




Points to note...

Prospect “always” right.

Keep your (religion, politics, sex) to yourself —
remain

& acknowledge feedback & comments.

Emphasize of product/plan, instead of saying
anything negative of competitor’s.
Don’t make you can’t keep.
or be prejudice.
— look for the best.

Maintain (high energy) & mind focus to
benefit customer.



EXcC :

How do you emphasize VALUE of Public
Mutual funds ?

How do you emphasize BENEFITS of having a
plan ?

Discuss...
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