
 
      

   SSS AAA LLL EEE SSS TTT RRR AAA CCC KKK     S e l l i n g  C h e c k l i s t  I ,  PAGE 1 
  
 

2001 Crocker  Road,  S te  260,  C leve land,  OH 44136-7475   (440)  892-1910 /  892-8817 ( fax)    rad iowatch@aol .com 

The road to selling, especially today, can often appear 
impassable.  At every turn you hear; try this, donÕt do that, go 
here, donÕt go there, etc.  What is the starting point?  Try 
listening for what the client needs, then find a way do it!  
Granted, this sounds arrogant and simplistic, but think about 
it; to ÒhearÓ requires no real attention, while listening is 100% 
concentration.  Do you hear the clientÕs need, or are you 
merely waiting to present your package. 

 
The confusing selling road raises numerous obstacles to master: 
 

¥ Do you make a positive professional appearance, or can you be seen as a ÒRemember EarlÓ rep? 

¥ Is eye contract important to you, or do your eyes drift around the room? 

¥ Are you focused enough on the client to understand their key needs? 

¥ Have you learned how to eliminate distractions and keep the focus on your presentation? 

¥ Can you handle the one-on-one meeting pressure to see the buying signals? 

¥ Are you confident and prepared to overcome price objections 

¥ Do you know the client and your cluster product well enough to be quick on you feet? 

¥ Are you dynamically persuasive in one-on-one presentations? 

¥ Are you an idea salesperson, or comfortable to merely copy others success? 

¥ Can you recognize scripts that sell for the client, not just fill an avail? 

¥ Can you hear a spec spot that rings the cash register for the client? 

¥ Are you quick at evaluating promotional ideas, positioning statement etc 

 
Selling starts with the client.  Closing depends on your devotion to training yourself to be a good seller. 
 
 

Success Comes From...
The Courage to Create
The Confidence to Commit
The Cooperation to Complete
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