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Section 2: Negotiating the Sales Pathway
Companies may offer services, but people provide solutions.   
Many organizations have heard this perspective, they may understand it, they may even pronounce it, but until an examination is made of how your organization executes this core belief, no evaluation can be made on the effectiveness of your team’s sales cultivation process.
People provide the emotional and visceral strength for your organization to connect with potential customers, and to expand business with existing clients.  In fact, relationship building succeeds more on the personal level than on the company level.  Because of this, people energy must be channeled into the most promising pathways that support your organization’s core business and cost structure.

Encompassing this energy, however, is a key business supposition: Potential customers perceive only one face when they think of your organization.  It’s not the company name.  It’s not the product.  It’s not the service.  It’s a person!  Your organization’s viability depends on how well that one person negotiates the sales pathways.  

The second step in Earning Success, therefore, is to understand how your organization actually obtains customers and grows revenues.

Additional Sub-Sections
2. Dissecting Sales

3. Defined Roles

4. Style Differences

5. The Importance of Rain

6. Consultative Sales

7. Sales Math

8. Prospecting

9. Defining Success

10. Cycled Selling

11. Two-Timing

12. Training Success

13. Us vs Us

14. Client Meetings

15. Tools of the Trade

16. Listening

17. Negotiated Win

18. Closing the Deal

19. After the Yes

20. The Right to Return

21. Pathway Recap
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