Sales master, elite team training course
完 整 讲 义

Complete speak righteousness

销售从被拒绝开始

Sales from the beginning of rejection

有些销售人员往往总是担心自己如果首先提出交易，容易被客户利用自己比较迫切的心里进行讨价还价，最终导致自己的利益受损，因此，一般情况下他们会等客户首先提出交易。结果原本可以达成交易的机会就在等待中白白地失去了。从另一方面来说，如果客户主动提出交易，那么销售员在交易中就会处于劣势。因为，如果客户主动地提出解决方案，那么， 销售员与客户的谈判就只好在客户提出的方案上进行，而客户提出的方案显然是对客户更有利的。...

Some sales staff are always worried about if the first proposed transaction, easy to customers use their urgent heart is for a supply of sth., eventually leads to their own interests, therefore, generally they will customers first proposed transaction. The results could deal opportunities in waiting in vain lost. On the other hand, if the customer initiated transactions, so sales will be in the transaction at a disadvantage. Because, if the customer take the initiative to propose solutions, then, is a salesperson and customer negotiations had to customers in the proposed scheme, and the customer proposed scheme is clearly more advantageous to the customer. ...

销售员被拒绝的七种情况

Seven cases of salesman rejected

•被客户拒绝的7种情况 

In 7 cases, rejected by the customer

身为销售员的你可能遭遇以下情景：纵使你费劲唇舌、不停地介绍自家产品的优点及好处，顾客还是对你摇头说不；当你进行电话拜访时，刚一开口说明来意，就听到对方连忙说：“谢谢，我不需要。”面对此类令人沮丧的回应，你有时候甚至会觉得仿佛受到了诅咒，一个被拒绝的诅咒。 

As a salesman, you may encounter the following situations: even if you hard words, kept the advantages and benefits of their products, customers or to you said "no; when you make phone call, I just say that what he wanted, he heard someone said hurriedly:" thank you, I don't need." This kind of frustrating to respond, you sometimes feel as if under a curse, a curse to be rejected.

在你的销售中，被拒绝每天都会发生，看看吧！下面的七种情况是不是让你头痛了？ 

In your sales, refused to happen every day, have a look! In seven cases the following Is it right? Gives you a headache?

1．“对不起，我没空。” 

1 "I'm sorry, I did not empty."

“请问您是李经理吗？我是联想电脑公司的推销员，我们公司是做电脑……”，“哦，我知道了，今天很忙，没时间，下次吧。” 

"Are you Mr. Li? I was Lenovo computer company salesman, our company is doing the computer......" , "Oh, I know, today is very busy, no time, next time."

2．“我需要考虑一下。” 

2 I'll think it over.

“材料我们是看过了。但是这件事情关系重大，我们还得再考虑考虑。” 

"We have seen the material. But this is very important, we have to consider again."

3．“老实说，我们的预算已经花光了！” 

3 "to be honest, we budget has been spent!"

“您好，欢迎您参观上海大众的汽车展厅，这是最新款的Polo轿车，1。6升，带主副驾驶双安全气囊，双角度电子液压助力转向……而且您看，这款车的两个前大灯像不像两个大眼睛，整个车身也是流线型的设计，极富动感……我们作为Polo轿车的专业经销商，在这个品牌的研发方面已经有多年的经验了，您购买后可以享受到良好的服务” 

"Hello, welcome you to visit the Shanghai Volkswagen automobile showrooms, this is the latest model Polo sedan, 1. 6 rise, with the main and assistant driver airbags, double angle electronic hydraulic power steering...... But you see, this car two headlamps like two big eyes, the design of the whole body is streamlined, highly dynamic...... We as Polo car distributors, R & D in this brand has had many years of experience, you can enjoy the good service after purchase"

“好是好，就是太贵了。我是自己买车，预算可没有这么高啊。” 

"Good is good, but it's too expensive. I am my own car, the budget was not so high."

4．“我想再多比较两家供货商。” 

4 "I want to compare the two suppliers."

“经理，您好！我来过几次了，您好像对我们公司不是很满意。能了解一下是什么原因导致您有这样的看法呢？” 

"The manager, hello! I've been here several times, you seem to our company is not very satisfactory. To know more about what causes you to have such a view?"

“同类的产品我用过不少，没有一个我们满意的，我不相信你们能做得比他们好。” 

"I spent a lot of similar products, not one of us satisfied, I don't believe you can do better than them."

5．“我想买，但价钱太贵了。” 

5 "I want to buy, but the price is too expensive."

“李经理，您好，又来拜访您了。我这次来主要是想谈合同的事情。我们的资料您也看过了，产品您应该是比较满意的。” 

"Mr. Li, Hello, came to visit you. This time I mainly want to talk about the contract. Our data you have seen, you should be satisfied with the product."

“产品你们做得是不错，就是太贵了，要知道有几家公司的同类产品就比你们的便宜不少嘛。这样吧，把价格再降30％，我们可以考虑。” 

"The products you are doing is good, is too expensive, want to know a few companies of similar products than you a lot cheaper. So, the 30% lower and lower prices, we can consider."

6．“我对现在的手里的产品很满意。” 

6 "I'm very satisfied with the products."

“您好，我是王牌的DVD的推销员。您看，这是最新的款式，带逐行扫描，并且有色差输出，更重要的是它的纠错功能也很不错……” 

"Hello, I'm DVD salesman. You see, this is the latest style, with progressive scan, and color output, more important is the function of correcting it is also very good......"

“哦，我们已经有了，我对现在用的DVD很满意，目前我还不需要换新。” 

"Oh, we have, I am now using DVD is satisfied, at present I do not need to change."

7．“我需要总部批准” 

7 "I need approval from headquarters"

“您好！我是上次去您那里的那个电脑推销员小李，您上次很看好我们的电脑，我想问一下什么时候能给您送货？” 

Hello. I was the last to go to the computer where the salesman you Xiao Li, the last time you very optimistic about our computer, I would like to ask what time can you deliver the goods?"

“知道知道，你们的产品真的很好。可是，我没有权力动用公司的资产，我需要总部的批准。” 

"Know, you are really very good. However, I have no right to use the assets of the company, I need approval."

假如你是一个销售员，相信还有无数种被拒绝的情况发生，这些拒绝就像一道无法逾越的屏障，有些人面对着它一筹莫展，最终怀疑自己不是一块销售的料，从而离开这个行业；有些人则在遭到拒绝后逐渐成长，从而成为一名伟大的销售员，拥有令人羡慕的收入。

If you are a salesman, I believe there are countless rejection occurs, these refused to like an insurmountable barrier, some people in the face of it be nonplussed over sth., eventually doubt yourself is not a piece of marketing material, so as to leave the industry; some people grow in rejected, and to become a great salesmen, has an enviable revenue.

销售员，你为什么会被拒绝？（1）

The salesman, why would you be rejected? 1.

•错位的“心理障碍”之墙 

• dislocation "mental disorder" wall

你为什么会被拒绝？因为你认为自己会失败！ 

Why would you be rejected? Because you think you'll fail!

阻止销售员与客户最终达成协议的原因有很多，但最为常见的是销售员自身的心理障碍，这些心理障碍往往阻碍了销售员的销售热情，甚至没有勇气提出交易。 

There are many reasons to stop sales staff and customers to reach a deal, but the most common is the psychological barrier sales itself, these psychological disorders are often hampered sales sales enthusiasm, do not even have the courage to put forward transaction.

许多销售员在即将与客户就要达成协议时，反而对于达成交易的前景感到特别敏感起来，患得患失，担心会失去即将到手的订单。在这种不自信心理作用下，他们特别关注客户说的每一个字、每一句话。同时，他们也不能主动地提出与客户达成交易，惟恐此举会引起客户的不快而丧失订单。在达成协议之前的这段关键时期，销售员往往是在消极被动地等待。而这段时期是每次达成成交的关键时期，销售员的竞争者肯定也会利用这段难得的时期加紧攻关客户。因此，不能及时、主动

Many salespeople in the forthcoming and customers to reach an agreement, but the prospect of a deal are particularly sensitive, worry about personal gains and losses, fear of losing the hand to order. In this kind of insecurity psychological role, they pay special attention to the customer said every word, every sentence. At the same time, they also can not take the initiative to make a deal with customers, for fear that this will cause customers and not lose the order. During this critical period to reach an agreement before, sales are often in a passive waiting. And this period is a key period for each transaction, the salesman competitors will certainly take advantage of this rare period to key customers. Therefore, can not be timely, active

The salesman, why would you be rejected? 2.

•不到位的自身素质 

Do not place their own quality

销售生涯的最大障碍不是价格，不是竞争，不是客户的抗拒，而是销售人员自身的缺陷。 

The biggest obstacle to sales career is not price, not competition, resist not customer defects, but the sales people.

面对知名度不高的产品，尤其是高价产品，客户常常怀有戒备之心，力求从各个角度证实自己的购买会物有所值，然后才会做出购买行为。客户会通过与销售员的交谈，以及对环境和销售员的言行举止的观察来判断自己是否应该做出购买决定。销售员只有赢得客户的信任，才可能促进客户购买。然而，有很多销售员并不能了解自己的问题所在，往往是一些最基础的问题导致了客户的拒绝。以下列举出6个方面问题以及化解的方法： 

In the face of not high profile products, especially high priced products, customers often have a guard, to buy things from every angle that will own the value, then it would make the purchase behavior. Customers with sales talk, and observation of the environment and the sales behavior to decide whether they should make a purchase decision. The salesman only to win the trust of customers, can promote customers to buy. However, there are many salespeople can not understand their problem, often is some of the most basic problem caused the customer refused. The following is a list of 6 problems and resolving method:

1．知识障碍：缺乏对产品相关知识和关键专业环节的学习掌握。 

1 obstacles: lack of knowledge on product knowledge and key professional link master.

产品知识是谈判的基础，在与客户的沟通中，客户很可能会提及一些专业问题和深度的相关服务流程问题。如果销售员不能给予恰当的答复，甚至一问三不知，无疑是给客户的购买热情浇冷水。 

Product knowledge is the basis of negotiation, in communication with customers, customer service flow problems are likely to mention some professional and depth. If the salesperson can not give a proper answer, or even deny all knowledge of an event, is no doubt to the customer buying enthusiasm poured cold water.

化解方法：接受培训和自我学习，不懂就问，在学习中把握关键环节；千万不要对客户说“不知道”，的确不知道的要告诉客户向专家请教后再给予回复。 

Resolve method: training and self learning, do not know to ask, to grasp the key link in the study; don't say "don't know" to the customer, do not know to tell clients to consult experts and then reply.

2．心理障碍：对不好结果的担忧、惧怕或不愿采取行动。 

2 psychological barriers: not good for the fear, fear or unwilling to take action.

胆怯、怕被拒绝是新销售员常见的心理障碍。通常表现为：外出拜访怕见客户，不知道如何与客户沟通；不愿给客户打电话，担心不被客户接纳。 

Timid, afraid of being rejected is a common psychological obstacles of new sales. Usually go out to visit: fear to see customers, do not know how to communicate with customers; unwilling to call the customer, worried that customers will not be accepted.

销售的成功在于缩短和客户的距离，通过建立良好的关系，消除客户的疑虑。如果不能与客户主动沟通，势必丧失成功销售的机会。 

Success is shortened and the customer distance, through the establishment of a good relationship, to eliminate the doubts of customers. If communication with customers will lose not active, successful sales opportunities.

化解方法：增强自信，自我激励。也可以试着换个角度考虑问题：销售的目的是为了自我价值的实现，基础是满足客户需要、为客户带来利益和价值。即使被拒绝了也没关系，如果客户的确不需要，当然有拒绝的权利；如果客户需要却不愿购买，那就正好利用这个机会了解客户不买的原因，这对以后的销售是很有价值的信息。 

Resolve method: confidence, self motivation. You can also try to look at the issue from another angle: sales in order to achieve the purpose of self value, is the basis of benefit and value for the customer to meet the needs of customers. Even if rejected also never mind, if the customer does not need to, of course, have the right to refuse; if customers need not to buy, it will use this opportunity to understand why customers do not buy, the future sales is very valuable information.

3．心态障碍：对销售职业及客户服务的不正确认知。 

3 obstacles: the occupation mentality service and customer sales incorrect cognition.

一些销售员轻视销售职业，认为这个职业地位不高，从事这个行业实属无奈，感觉很委屈，总是不能热情饱满地面对客户，所以也无法调动起客户的购买热情。 

Some salesman despise sales occupation, don't think that high occupation status, engaged in this industry really helpless, feel very grievance, can not always enthusiastic ground to the customer, so also unable to mobilize the enthusiasm of customers to buy.

化解方法：正确认识自己和销售职业，为自己确定正确的人生目标和职业生涯发展规划。销售是一个富有挑战性的职业，需要不断地为自己树立目标，并通过努力不断地实现目标，从中获得成就感。销售是一个需要广泛知识的职业，只有具备丰富的产品知识、销售专业知识、社会知识等，才能准确把握市场脉搏。 

Solution: correct understanding of their own occupation and sales, to determine the correct life goals and planning for their own occupation career development. Sales is a challenging occupation, need to constantly set goals for yourself, and through continuous efforts to achieve the goal, the sense of achievement in. Sales is a need for extensive knowledge of occupation, only have a wealth of product knowledge, sales of professional knowledge, social knowledge, can accurately grasp the pulse of the market.

4．技巧障碍：对整个销售流程不熟悉，对客户购买过程控制技巧的应用不熟练。 

4 obstacles: not familiar with the techniques of the whole sales process, to the customer buying process control techniques not skilled.

具体表现：对产品的介绍缺乏清晰的思路和方法，不能言及重点，无法把产品的利益点准确传达给客户；缺乏对顾客心理和购买动机的正确判断，不能准确捕捉客户购买的信号，所以往往错失成交的良机；急功近利，缺乏客户管理手段，不能与有意向的客户建立良好关系。 

Specific performance: lack of ideas and methods of clear on product introduction, not mention key, cannot take the product benefit accurately convey to customers; the lack of correct judgment of customer psychology and purchasing motivation, can not accurately capture customer buy signal, so often wrong opportunity loss transactions; eager for quick success and instant benefits, the lack of customer management, not and with the intention of customers to establish a good relationship.

化解方法：充分了解客户的需求，寻找产品和品牌价值可以给客户带来的利益点；理清客户关心的利益点和沟通思路；多向同事和上级请教经验，了解客户成交的信号和应该采取的相应措施；学会时间管理，进行客户分类，将更多的时间投入更有成交可能的客户；如果不能准确把握客户的购买心理和动机，就将与客户的沟通过程告诉你的上司，请他（她）给出判断。 

Method: to fully understand the needs of customers, product and brand value can bring customers benefits; clarify points of interest and communication idea of customer care; multi colleagues and superiors to consult experience, understanding customer transactions signal and the corresponding measures to be taken; learn about time management, customer classification, spend more time more transactions potential clients; if can not accurately grasp the customer buying psychology and motivation, will communicate with customer to tell your boss, ask him (her) gives the judge.

5．习惯障碍：以往积累的不利于职业发展的行为习惯。 

The 5 habit disorder: accumulated in the past is not conducive to the development of occupation behavior.

不良的习惯也是不能促成客户签单的重要原因之一。一些销售员习惯了生硬的语言和态度，使客户觉得不被尊重。一些销售员不会微笑或习惯以貌取人，凭自己的直觉判断将客户归类，并采取不当的言行。也许他们的判断是正确的，但这样做会造成不良的口碑传播和潜在的客户损失。 

One of the important reasons of bad habits are not bring customers sign. Some salesman used blunt language and attitude, so that customers feel disrespected. Some sales staff will not smile or used to judge people by outward appearance, with their own intuition judgment customer classification, and take improper words and deeds. Perhaps they were right, but doing so will cause bad reputation spread and potential customer loss.

化解方法：保持积极的态度、尊重客户、做好客户记录和客户分析，发现、总结和改变自己的不良习惯，使客户乐于和你沟通。 

Solution: keep a positive attitude, respect for the customer, make customer records and customer analysis, found, summarize and change their bad habits, so that customers are willing to communicate with you.

销售人员与客户的沟通过程，是客户进行品牌体验的关键环节，也是消费者情感体验的一部分。客户需要深层次了解产品情况，作为决策的依据。而销售员对产品的详细讲解和态度，对客户的决策有很大影响。销售人员的行为举止将影响客户对企业和品牌的认知，是产品销售和品牌展示的关键。 

Sales staff and customer communication process, is the key to customer brand experience, but also a part of consumer affect experience. Customers need a deep understanding of the product, as decision-making basis. And the salesperson to explain in detail and attitude of products, has a great influence on the customer's decision. Sales personnel behavior will influence customer perceptions of corporate and brand, is the key to product sales and brand.

6．环境障碍：容易受周围的人或

6 obstacles: easy to be around people or

All I can do is let me feel surprised! 1.

他是世界著名推销大师——乔•吉拉德，他在15年中共销售13001辆（每次只卖一辆）汽车。这项记录被《吉尼斯世界记录大全》收入并被誉为“世界上最伟大的推销员”。乔•吉拉德４９岁时便退休了。那时他连续12年荣登世界吉尼斯记录大全世界销售第一的宝座，他所保持的世界汽车销售纪录：连续12年平均每天销售6辆车，至今无人突破。 

He is a world famous marketing master -- Jo Gilad, in his 15 years in the sales of 13001 units (each only sell a car). The record was "Guinness book of World Records" income and is known as "the greatest salesman in the world". When Jo Gilad was 49 years old retired. When he had 12 consecutive years topped the Guinness book of world records the world first throne, he held the world record car sales: for 12 consecutive years, the average daily sales of 6 cars, has no breakthrough.

乔•吉拉德，也是全球最受欢迎的演讲大师，曾为众多世界500强企业精英传授他的宝贵经验，来自世界各地数以百万的人们被他的演讲所感动，被他的事迹所激励。三十五岁以前，乔•吉拉德是个全盘的失败者，他患有相当严重的口吃，换过四十个工作仍一事无成，甚至曾经当过小偷，开过赌场；然而，谁能想象得到，像这样一个谁都不看好，而且是背了一身债务、几乎走投无路的人，竟然能够在短短三年内爬上销售届的世界第一，并被吉尼斯世界纪录称为世界上最伟大的推销员呢？他是怎样做到的呢？ 

Jo Gilad, is also the world's most popular speech master, for many of the world top 500 enterprises elite to impart his valuable experience, people from all over the world millions of being moved by his speech, inspired by his deeds. Before the age of thirty-five, Jo Gilad was a total loser, he suffers from a severe stutter, had forty is still without a single success, even once a thief, a casino; however, who can imagine, like one who is not optimistic, but also back a debt, almost be driven into a corner. Actually, in just three years, climbed up the sales world first, and by Guinness world records as the world's greatest salesman? How did he do it?

“有人问我，怎么能卖出这么多汽车？有人会说是秘密。我最讨厌的就是有人装模作样说什么秘密，这世上没有秘密。我用我的方式成功。”乔•吉拉德在一次演讲中说。 

"People ask me, how can sell so many cars? Some people will say that is a secret. I hate the most is someone affectation said what secret, there is no secret. I use my way to success." Jo Gilad said in a speech.

推销产品其实是推销自己 

Sales is to sell yourself

在全世界，人们都问乔•吉拉德同样一个问题：你是怎样卖出东西的？生意的机会遍布每一个细节。多年前他就养成一个习惯：只要碰到人，左手马上就会到口袋里去拿名片。 

All over the world, people have asked Jo Gilad the same question: what do you sell? Business opportunities throughout every detail. He has a habit for many years ago: as long as the hit man, soon will be left to the pocket card.

“给你一个选择：你可以留着这张名片，也可以扔掉它。如果留下，你知道我是干什么的、卖什么的，必要时可以与我联系。”所以，乔•吉拉德认为，推销的要点是，并非推销产品，而是推销自己。 

"Give you a choice: you can keep this card, can throw it away. If you leave, you know what I do, what to sell, you can contact me when necessary." So, Jo Gilad think, selling point is, not to sell products, but selling yourself.

“如果你给别人名片时想，这是很愚蠢很尴尬的事，那怎么能给出去呢？”他说，恰恰那些举动显得很愚蠢的人，正是那些成功和有钱的人。他到处用名片，到处留下他的味道、他的痕迹。每次付账时，他都不会忘记在账单里放上两张名片。去餐厅吃饭，他给的小费每次都比别人多，同时放上两张名片。出于好奇，人家要看看这个人是做什么的。人们在谈论他、想认识他，根据名片来买他的东西，经年累月，生意便源源不断。 

"If you give someone a business card to, this is stupid and embarrassed matter, it is how to give out?" He said, precisely those moves look foolish, it is the successful and wealthy people. He was with the card, leaving his taste, he traces everywhere. Pay the bill every time, he never forgot to put two cards in the bill. Go to the restaurant, he leave each time more than others, and put two cards. Out of curiosity, people want to have a look this person is doing what. People are talking about him, want to know him to buy his things, month after month and year after year, according to the business card, business will Everfount.

他甚至不放过看体育比赛的机会来推广自己。他买最好的座位，拿了１万张名片。而他的绝妙之处就在于，在人们欢呼的时候把名片扔出去。于是大家注意了乔•吉拉德——已经没有人注意那个体育明星了。在全世界，到处有人问乔•吉拉德卖什么。他说，是全世界最好的产品——独一无二的乔•吉拉德。 

He won't even let go watching sports opportunities to promote their. He bought the best seats, with 10000 business card. And his wonderful lies, the card thrown out when people cheer. So we pay attention to Jo Gilad -- have no attention to the sports star. All over the world, people everywhere asked Joe Gilad sell what. He said, is the best products in the world -- the one and only Jo Gilad.

他说，不可思议的是，有的推销员回到家里，甚至连妻子都不知道他是卖什么的。“从今天起，大家不要再躲藏了，应该让别人知道你，知道你所做的事情。” 

He said, unbelievable, some salesman back home, even his wife did not know what he is. "From today, you don't hide, should let others know you, know what you do."

要推销出自己，面部表情很重要：它可以拒人千里，也可以使陌生人立即成为朋友。笑可以增加你的面值。乔•吉拉德这样解释他富有感染力并为他带来财富的笑容：皱眉需要９块肌肉，而微笑，不仅用嘴、用眼睛，还要用手臂、用整个身体。 

To sell out their, facial expression is very important: it can be refused, also can make the stranger instantly become friends. Smile can increase your face value. Jo Gilad explains his infectious and create wealth for his smile: smile it takes 9 muscles, not only with the eyes, mouth, and, with arms, the whole body.

“当你笑时，整个世界都在笑。”要热爱自己的职业，成功的起点是首先要热爱自己的职业。“就算你是挖地沟的，如果你喜欢，关别人什么事？”他曾问一个神情沮丧的人是做什么的，那人说是推销员。乔•吉拉德告诉对方：销售员怎么能是你这种状态？如果你是医生，那你的病人一定遭殃了。 

"When you smile, the whole world laugh." To love your occupation, success is the starting point of the first love of their occupation. "Even if you're digging the trench, if you like, 'what's the matter?" He asked a depressed person is doing what, said the man was a salesman. Jo Gilad told him: how can the salesman is you this state? If you are a doctor, you must suffer the patient.

热爱自己的职业 

Love your occupation

乔•吉拉德也经常被人问起过职业，听到答案后对方不屑一顾：你是卖汽车的？但乔•吉拉德并不理会：我就是一个销售员，我热爱做的工作。 

Jo Gilad has often been asked about occupation, to hear the answer each other a contemptuous disregard: you sell the car? But Jo Gilad didn't care: I was a salesperson, I love to do the work.

工作是通向健康、通向财富之路。乔•吉拉德认为，它可以使你一步步向上走。全世界汽车推销员的平均记录是每周卖７辆车，而乔•吉拉德每天就可以卖出６辆。 

Work is the path to health, leading to the road to wealth. Jo Gilad thinks, it can make you a step by step to go up. Average record the world car salesman is every sell 7 cars, and Jo Gilad every day can be sold 6 cars.

刚做汽车销售时，他只是公司４２名销售员之一，而那里的销售员他有一半不认识，他们常常是来了又走，流动很快。有一次他不到２０分钟卖了一辆车给一个人，最后对方告诉他：其实我就在这里工作。这个人说他来买车是为了学习乔•吉拉德的秘密。 

Just do auto sales, one of his only 42 sales, where sales he half do not know, they often come and go, flow quickly. Once he is less than 20 minutes to sell a car to a person, the other told him: in fact, I'll work here. The man said he to buy a car in order to learn the secret of Jo Gilad.

吉拉德认为，最好在一个职业上一直做下去。因为所有的工作都会有问题，但是，如果跳槽，情况会变得更糟。 

Gilad think, the best in an occupation has been doing. Because all of the work will have problems, however, if the job hopping, the situation will get worse.

他特别强调，一次只做一件事。以种树为例，把树种下去、精心呵护，等树慢慢长大，并最终给你回报。你在那里待得越久，

He stressed in particular, to do only one thing at a time. To plant trees as an example, the tree down, care, and other trees grow slowly, and finally return to you. The longer you stay there,
Great salesmen are not born, but trained

•没有天才，金牌销售是炼出来的！ 

• no genius, gold sales is out of!

吉拉德似乎就是为了销售而出生的，他做每一笔生意都那么轻松写意，他的每一个顾客都对他信赖、忠诚，他谈吐优雅，有一种无法不让你信任的魅力，他诠释了“无法拒绝的销售”。然而，如果你去到他的家中，看到他曾经做过的销售笔记，听他讲起曾经遭遇到的挫折，才知道原来眼前这个人曾经是那么的艰难，而他一直坚持着他的信念，一直对自己无比的信任。 

Gilad seems to be in order to sell was born, he did every business are so relaxed, his every customer trust, loyalty to him, he is an elegant style of conversation, one can not help you trust charm, he explained "can not refuse the sale". However, if you go to his home, see he did sales notes, listen to him talk had to encounter setbacks, just know originally in front of the person who had been so difficult, but he has always adhered to his faith, has been on their trust.

你是否曾经希望自己是一位天生的销售人员？对不起，这种人并不存在。 

Have you ever wished you are a born salesman? Sorry, this person does not exist.

专业销售人员可以归结为两种类型：“猎人”和“农夫”。猎人更擅长于寻找新商机、新业务，他们具有冒险精神和进取心，通常适合与外部销售和开发新的客户资源。农夫则更适合于正在进行的销售业务，并处理已有的客户资源。 

Professional sales staff can be classified into two types: "Hunter" and "the farmer". The hunter is better at finding new opportunities, new business, they have the spirit of adventure and enterprising, usually for and external sales and develop new customer resources. The farmer is more suitable for the ongoing sales, and deal in existing customer resources.

销售岗位应该适合于一个人的个性和能力，就像是某种类型的种子在一些土壤中会比在另外一块土壤中成长得更好一样，不同的销售人员会在不同的岗位上发挥出超常的能力。 

Sales jobs should be suitable for a person's personality and ability, as a kind of seeds in the soil will grow better than in another piece of soil, different sales personnel will play a supernormal abilities in different positions.

“天生销售狂” 

"Born to sales"

有些人对足球疯狂，对有些销售人来说，销售就是疯狂的。如果没有对成功的极度渴望，你就永远不会体验到极度成功的喜悦。 

Some people are crazy about football, some sales people, sales is crazy. If there is no excessive desire to succeed, you will never experience the joy of success to the extreme.

当你对某个领域的工作完全倾心的时候，其中的每一件事情都会让你感到兴奋。你并不需要具备了不起的天分去获得成功的销售业绩，你就可以通过发展自己的成功渴望、教育、体验和已经成为习惯的本能来完成销售工作，从而找到一条让你兴奋和成功的道路。 

When you're on a field work completely enamoured, each of these things will make you feel excited. You don't need to have great talent to succeed in sales, you will be able to finish the sales work through the development of their own desire to succeed, education, experience and have become accustomed to instinct, so as to find a make you happy and successful road.

没有捷径可走 

There is no shortcut

的确，有些人拥有某些与生俱来的“个人技巧”，这是他们的优势，但这并不够。销售就像进行体育活动：拥有天生的优秀素质会使你有很大的优势，但是，必须结合合理的训练和丰富的经验，你才能成为一名冠军。 

Indeed, some people have some innate "skills", this is the advantage of them, but this is not enough. Sales like sports: with excellent quality natural will make you a great advantage, however, must be combined with proper training and experience, you can become a champion.

如果一位猎头让你在两份销售工作中做出选择，他的建议一定是选择那家能够提供最大限度培训机会的公司，这样，当你日后再想跳槽时，就会有更多的工作机会让你进行选择。猎头是正确的，更多的选择就意味着更多的金钱。因此，当你面对选择时，一定要选择那个最能传授他们技能的工作。 

If a recruiter let you choose between two sales jobs, his advice is choose the home to provide the maximum limit opportunities for training company, so that, when you later want the job, there will be more opportunities for you to choose. Headhunting is correct, more choice means more money. Therefore, when you face the choice, must choose the job can teach them skills.

销售教育有多种多样的形式，如果你的老板没有提供正式的销售培训机会，就要向他提出这种要求，他可以为你安排一位销售训练师，或是为你支付参加专题研讨会的费用，因为他希望销售人员能够销售得更多。 

Sales of education have a variety of forms, if your boss does not provide formal sales training opportunities, to make such a request to him, he can arrange a sales trainer for you, or pay attend the seminar fee for you, because he hopes the sales staff to sell more.

你可以拿出几个月的时间来专门学习销售，所有这些努力并不能保证你一定会获得成功，关键在于你要能够把学习到的知识运用到日常的销售工作中去。是什么让潜在的客户发生了购买行为？是什么让他们无情地走开了？是的，这就是经验，没有捷径，经验只能通过一些老式的积累方式才能获得。 

You can take a few months to learn sales, all these efforts can not guarantee that you will succeed, the key is that you can learn the knowledge into daily sales work. What makes a potential customer purchase behavior happened? What makes them mercilessly away? Yes, this is the experience, there is no shortcut, experience can only be obtained through some old-fashioned to accumulation.

•世界上没有永远的拒绝，也没有最好的产品 

• never refused on the world, nor the best products

刚开始做销售是一件很辛苦的事情，你对行业不熟悉，对顾客消费习惯不了解，所有的一切都需要你从零开始。有时候你一天要和十几个甚至几十个潜在顾客交谈，还要忍受对方的抱怨和粗暴的拒绝，然而一个月下来你的收入却没有丝毫的增加。很多想从事销售工作的人都因为不能忍受开始时的辛苦而转向别的行业。 失败后，随之而来的就是抱怨，有的销售员抱怨公司的制度不好，有的抱怨公司的产品不好，还有的抱怨公司没有自己固定的客户群……要知道，你才是销售员。世界上没有永远的拒绝，也没有最好的产品。所有的一切仅仅围绕一个原则，什么样的顾客需要什么样的产品，不要以为你的产品和对手的产品在功能上无法相提并论，无论是产品的价格和适应性、你的服务，还有你自己，都能够为顾客找到合适而且合算的理由。 别为你的成功销售找借口 “我没有经验，我害怕失败，我没有这么多精力”……美国西点军校的校规是：没有任何借口。乔•吉拉德说：“销售的失败是没有任何借口的，可能有些人会觉得自己不适合做销售，自己天生就不是一块做销售员的料，也有些人总是挑剔公司的产品，产品的定价，其实这些都不是你失败的借口，你失败的惟一原因是你还不够认真，还不够努力”。 拒绝对自己意味着什么？ 为什么会被拒绝？拒绝对自己而言意味着什么？有些销售员会说：被拒绝意味着失败，意味着没有奖金、没有提成，意味着产品的质量差定价高等等；而有些销售

Just beginning is a very hard thing to do sales, you are not familiar with the industry, do not understand the customer consumption habits, all you need to start from zero. Sometimes you day and more than a dozen or even dozens of potential customers to talk to each other, to endure complaints and rudely refused to, but a month down your income without the slightest increase. Many want to engage in sales of people because can't stand at the beginning of the hard and turn to other industries. After the failure, it is complained, some sales staff complained that the company's system is not good, some complain that the company's product is not good, and complained that the company does not have its own fixed customer base...... You know, you are the sales. There is no denial of the world, is not the best products. All all just around a principle, what kind of customer needs what kind of products, do not think that your products and competitor products cannot be put on a par with the function, whether it is the price of service product and adaptability, you, and you, are able to find suitable and cost-effective for customers. Don't be successful selling your excuse "I don't have any experience, I am afraid of failure, I don't have so much energy"...... America West Point policy is: there is no excuse. Jo Gilad said: "the sales failure is no excuse, some people may feel is not suitable for sale, he was not born to be a salesman's material, also some people is always finding fault with the company's products, product pricing, but these are not your excuse for failure, only your failure is you're not serious, are not working hard enough". His refusal to mean what? Why would be rejected? His refusal to mean what? Some sales people will say: getting rejected means failure, means no bonus, no percentage, mean that the poor quality of products pricing is higher; and some sales

Interpretation of a rise above the common herd sales (1)

Now, a sales staff can not rely on instant sales, or product and service brief introduction, and based on the market. Sales staff must have a profound understanding of customer needs and goals, and customer to cooperate fully with to achieve their sales targets.

Your story or as must meet the customer heart best business gear standards:
☆ commitment -- your ultimate goal, is to help customers achieve their long-term objectives.

☆ investment -- even if the customer does not currently have the demand, you have to maintain a close relationship with them. 

☆ strategically focused -- according to customer demand, put forward the constructive, professional solutions. 

As a modern sales staff, we want whenever and wherever possible play a sales role.

As a sales consultant

As a sales consultant, you must take the customer "great ideal blueprint, what are the product and the service to tell your client you can offer. This role requires operation and market to have a thorough understanding of customers, even to their competitors must also have a profound understanding, and can correctly evaluate the elements of a customer to increase market share.
Sales consultant must have the capability to express complete, and can be used in various high perspicacity to help customers in the face of challenges. When can you provide value to the customer guidance or advice, you will be able to go beyond the traditional role of suppliers, and customers to form a newer, more intimate relationship, with potential benefits.

Play good sales consultant role, there are 6 very important elements:

• establish credibility. In the eyes of customers, you must be an expert knowledge. Establish your credibility, this and the company you work for has the reputation is different. You must be on your sales of products, and where you can help customers succeed, show your professional ability.

• establish complete database. Now, all customers have no leisure time to introduce you to the company and the industry to them, you have to know your customers on their own, and provide useful information for their.

The market and operation target, instant interaction with customers. From the customer's standpoint, will confirm the target market as an outstanding sales personnel most important task. Imagine yourself as their customers, trying to make the client company to survive longer than peers. As a network advertising director said: "in the past year, any mention of successful advertising articles, as long as it is with our potential customers industry related articles, I will send to him. Two months ago, I had a meeting, this time my customers have considerable concept of network advertisement, and to listen to my explanation, the results, I get a considerable amount of orders."

• establish the correct solution

In today's busy society, the best sales means that you understand their needs of customers, but also can provide the best solutions for them. Excellent sales staff will point out the key problems, solutions and the customer to confirm their proposed demands to echo. 

• effective suggestions. Busy customers expect sales staff can provide effective suggestions. Therefore, before you put on, should be repeated many times to practice. Repeat the exercise helps to find missing, the contents of the logic on the predictable problems, and enhance their self-confidence.

• deal. Successful salespeople know when is the net time. When they find a buy signal from the customers, they will begin to collect the advantages, and request of customer orders. 

As a long-term partners 

This is related to the sales interaction between people, and to communicate with the customer's role has the common goal. Whether by phone by just 30 seconds, or to establish a long-term relationship, the success of the sales staff to know how with customers to establish good interactive relationship, the importance and the use of appropriate to express the relationship. In the long-term allies of cosplay, you must keep close contact with customers, even if short-term inside still not get orders, is the same. A long-term alliance strategy of outstanding, will use the following three ways to achieve the target:

• build strong customer relationships. Efficient solutions to customer problems, and to help customers develop business. To help their customers on their customers, find out everything you can do to improve their satisfaction. As a sales staff said: "I can establish cooperation relationship with our customers, we are working together to make our products more successful." 

• keep smooth communication channels. Efficient sales staff will find the regular contact with customers the way. They know that, even without what specific schedule needs to be reported to the customer, the customer would like to know about the development of things. A client so described his salesman: "she will periodically contact me. I am very happy, she always in my heart."

• become customer advocates. To customer friendly is one thing, and do everything in their power to make your customers in his colleagues, boss, as well as his own eyes the customer looks better, this is another. A very successful accounting software sales Master said: "I always think, how can I help you? How can I let you become a bright star
I'm the sales, sales is my
Japan's Insurance Marketing king Saito Takenosuke, in retirement has started to enter the ranks of the insurance market, after more than 10 years of struggle, has created the Japanese and the world of life insurance marketing chief first performance. What is his successful experience and tips? One of the most fundamental reason is that he was good at their melting to sales. He is in the actual selling summed up a set of effective, it can help people to achieve their purpose in the melt to sales. Specific methods are as follows.

1, promote body 

Although everyone is a salesman, but occupation salesman, salesmen specialized in selling occupation.

Generally speaking, the salesman is to sell the goods for the job. Only by selling to realize the social value of its existence, but by selling to open up its revenue road.

The salesman is different from the other salesman at what point? That is, they have the ability to promote excellence. With many customers salesman, saying with its is to sell goods, it is the first to sell yourself. The salesman, self promotion is a very important point. Always adhere to the self promotion as the first, to succeed. Selling self promotion is the basic principle of the main. You are want to sell products, but only rely on the goods is not the customer heart, but precisely because this is your goods, the customer to buy.

The love of 2, for the customer
So, how to effectively promote the body? First of all, to strive to make customers have a crush on you. This is not limited to the salesman, for all of them are applicable. Because people love sick people or is not in the world? The relation between person and person, always from each other and begin to set up the favor. So, what is the fundamental points to get favor? If you are a kind, humorous and witty person, even the first meeting of the customer, will also have a good impression on you? But this is only the customer from your appearance impression. If you really want to get customers love, do not strive to make customers from the heart to have a good impression on you. That is to say, do not get the trust of customers is not enough, so that the customer you have a sense of trust, it is basis of customer favorite. The initial contact, the customer is always a quizzical eyes staring at you, and this is where you come from! They will reject you cool. However, as you once again visit, customer attitude change, they were so moved by your enthusiasm. Also, customers began to express concern you, want to know you. The interpersonal relationship between customers and you, is this generation, development, customer will then have trust on you. 

3, trust comes from sincerity
You have only to sincere attitude and customer contact, to make the customer to produce trust in you.
Lie, kick up a cloud of dust to sell, slander to belittle the other company salesman, could not get the trust of customers. People with this ability, feel for others, come very naturally to impress each other; such as lying, kick up a cloud of dust like Maiguai teams practice, will immediately be seen through, for which he had rejected the sad end. Sometimes, even if the customer is being cheated, never last long, this is the most important point in this is to continue to sell, rate, because, about halfway waste was not successful sales. If you only a smooth promotion, then you will never be a good salesman.
To the salesman you spend the long life, the most important is not to be put aside your regular customers, through a sales, to establish a close personal relationship, maybe some people will say, don't open up new customers? Because the approach is not the long term. But, never forget the principles of you is: the customer is widely spread and reach the effect as everyone knows. Otherwise, your scope of activities is limited. For once had contacts with customers, to treat, gradual development seriously, which is the most reliable method of selling.
The salesman's whole life is selling, rely on collaboration to obtain money. Known as the masters of modern profit Kansai cosmetics sales manager Shiraishi O, the start empty-handed, American Business Companies engaged in series of cosmetics sales. Now, the company has 1600 employees, and sales accounted for the entire Japanese cosmetics wholesale volume of 50%, was hailed as the cosmetic industry legend.
The trick he cultivation of talents is education, "five points three, two points for his praise, to mature". This is his pet phrase, is a novel method of training. Sell the secret of success is to "I love". That is to say, the salesman's kind of entertainment, so that customers very satisfied, even in respectively after from the heart feel happy. Therefore, the salesman in peacetime personality, moral cultivation and training. This is a good motto.

4, for the customer.
The salesman always for the sake of customers, can stand in the customer's position on the issue, to negotiate. The customer himself, buy their goods, from the heart grateful from the heart, and to show respect for the customer. This is a customer service center principle.
Since the service principle is to take the customer as the center, will
I'm the sales, sales is my

日本的保险推销大王齐藤竹之助，是在退休后开始步入保险推销行列的，经过十几年的奋斗，先后创造了全日本和世界首席寿险推销第一位的业绩。他的成功经验和秘诀究竟是什么呢？一个最根本的原因就是他善于把自己融化到销售当中。他在实际推销中总结出了一整套行之有效的方法，它可以帮助人们实现把自己融化到销售中的目的。具体方法如下。 

Japan's Insurance Marketing king Saito Takenosuke, in retirement has started to enter the ranks of the insurance market, after more than 10 years of struggle, has created the Japanese and the world of life insurance marketing chief first performance. What is his successful experience and tips? One of the most fundamental reason is that he was good at their melting to sales. He is in the actual selling summed up a set of effective, it can help people to achieve their purpose in the melt to sales. Specific methods are as follows.

1、以身进行推销 

1, promote body

虽说人人都是推销员，但职业推销员、外务员专门以推销为职业。 

Although everyone is a salesman, but occupation salesman, salesmen specialized in selling occupation.

一般说来，推销员就是以推销商品为本职工作。惟有通过推销才能实现其社会存在价值，惟有通过推销才能开辟其获得收入的道路。 

Generally speaking, the salesman is to sell the goods for the job. Only by selling to realize the social value of its existence, but by selling to open up its revenue road.

第一流的推销员究竟在哪一点上与其他推销员不同呢？那就是，他们具有卓越的以身推销的能力。拥有众多顾客的推销员，与其说是推销商品，倒不如说是首先在推销自己。对于推销员来说，自我推销是非常重要的一点。始终坚持以自我推销为先，才能够取得成功。自我推销的推销法是最主要的基本方针。你毕竟是要销售商品，但仅仅依靠商品是不会使顾客动心的，而恰恰因为这是你的商品，顾客才愿意购买。 

The salesman is different from the other salesman at what point? That is, they have the ability to promote excellence. With many customers salesman, saying with its is to sell goods, it is the first to sell yourself. The salesman, self promotion is a very important point. Always adhere to the self promotion as the first, to succeed. Selling self promotion is the basic principle of the main. You are want to sell products, but only rely on the goods is not the customer heart, but precisely because this is your goods, the customer to buy.

2、为顾客所喜爱 

The love of 2, for the customer

那么，怎样才能有效地搞好以身推销呢？首先，要努力做到使顾客对自己有好感。这不仅仅限于推销员，对于所有的人也都适用。因为受到别人喜爱而感到厌烦的人恐怕在世界上是没有的吧？人与人之间的关系，总是从受到对方青睐而开始而建立起来的。那么，得到对方青睐的根本要点是什么呢？假如你是个待人和蔼、谈吐幽默风趣的人，哪怕是初次见面的顾客，也一定会对你抱有好感吧？但这不过仅仅是顾客从你的外表得到的印象而已。如果你真正想得到顾客的喜爱，不努力做到使顾客从内心对你抱有好感是不行的。也就是说，不得到顾客的信赖是不行的，使顾客对你抱有信赖感，正是得到顾客喜爱的基础。初次接触时，顾客总是以狐疑的目光盯着你，这是从哪儿来的家伙！他们会很冷淡地拒绝你。然而，随着你一次又一次的拜访，顾客的态度就改变了，他们被你的热忱所感动。而且，顾客开始对你表示出关心，想要了解你的底细。顾客和你之间的人际关系，就是这样产生、发展的，顾客也会进而对你产生信赖感。 

So, how to effectively promote the body? First of all, to strive to make customers have a crush on you. This is not limited to the salesman, for all of them are applicable. Because people love sick people or is not in the world? The relation between person and person, always from each other and begin to set up the favor. So, what is the fundamental points to get favor? If you are a kind, humorous and witty person, even the first meeting of the customer, will also have a good impression on you? But this is only the customer from your appearance impression. If you really want to get customers love, do not strive to make customers from the heart to have a good impression on you. That is to say, do not get the trust of customers is not enough, so that the customer you have a sense of trust, it is basis of customer favorite. The initial contact, the customer is always a quizzical eyes staring at you, and this is where you come from! They will reject you cool. However, as you once again visit, customer attitude change, they were so moved by your enthusiasm. Also, customers began to express concern you, want to know you. The interpersonal relationship between customers and you, is this generation, development, customer will then have trust on you.

3、信赖来源于真诚 

3, trust comes from sincerity

你只有以真诚的态度与顾客接触，才能使顾客对你产生信赖。 

You have only to sincere attitude and customer contact, to make the customer to produce trust in you.

靠说谎、故弄玄虚进行推销，诽谤贬低其他公司的推销员，不可能得到顾客的信赖。人是具备这种能力的，将心比心，自然而然地打动对方；诸如说谎话、故弄玄虚之类的卖乖弄巧的做法，立刻就会被人看透，因而落得被拒绝的可悲下场。有时，即使顾客一时受骗，也决不会持续长久的，这是推销中最重要的一点，这就是持续率，因为，中途废约根本不算是成功的销售。如果你仅靠一时的顺利推销，那么你永远不会成为优秀的推销员。 

Lie, kick up a cloud of dust to sell, slander to belittle the other company salesman, could not get the trust of customers. People with this ability, feel for others, come very naturally to impress each other; such as lying, kick up a cloud of dust like Maiguai teams practice, will immediately be seen through, for which he had rejected the sad end. Sometimes, even if the customer is being cheated, never last long, this is the most important point in this is to continue to sell, rate, because, about halfway waste was not successful sales. If you only a smooth promotion, then you will never be a good salesman.

要想通过做推销员度过你那漫长的人生，最重要的是不可撇开你的老主顾，经过一次推销后，就要建立起亲密的人事关系，也许有人会说，不能再开辟新的客源吗？因为上述做法毕竟不是长远之计。但是，决不要忘记你的办事原则是：通过顾客的广为传播而达到众所周知的效果。否则，你的活动范围就受限制了。对于一旦有过交往的顾客，要认真对待、逐步发展，这是最可靠的推销方法。 

To the salesman you spend the long life, the most important is not to be put aside your regular customers, through a sales, to establish a close personal relationship, maybe some people will say, don't open up new customers? Because the approach is not the long term. But, never forget the principles of you is: the customer is widely spread and reach the effect as everyone knows. Otherwise, your scope of activities is limited. For once had contacts with customers, to treat, gradual development seriously, which is the most reliable method of selling.

销售员的整个人生都是靠推销、靠协作来获得金钱的。被誉为现代获利之能手的关西化妆品销售公司的白石辰男经理，战后白手起家，从事美国商业公司系列化妆品的销售。现在，他的公司已拥有1600名职员，而且销售量占到全日本化妆品总批发量的50%，被誉为化妆行业的奇人。 

The salesman's whole life is selling, rely on collaboration to obtain money. Known as the masters of modern profit Kansai cosmetics sales manager Shiraishi O, the start empty-handed, American Business Companies engaged in series of cosmetics sales. Now, the company has 1600 employees, and sales accounted for the entire Japanese cosmetics wholesale volume of 50%, was hailed as the cosmetic industry legend.

他培育人才的窍门是“五分教育、三分夸奖、二分训斥，其人方能成材”。这是他的口头禅，也是相当新颖的训练方法。推销成功之秘诀在于“余情存心”。也就是说，由于推销员的亲切应酬，使顾客非常满意，即使在分别之后还从心里感到快活。因此，推销员要在平时进行人格、道德方面的修养训练。这是一句相当好的格言。 

The trick he cultivation of talents is education, "five points three, two points for his praise, to mature". This is his pet phrase, is a novel method of training. Sell the secret of success is to "I love". That is to say, the salesman's kind of entertainment, so that customers very satisfied, even in respectively after from the heart feel happy. Therefore, the salesman in peacetime personality, moral cultivation and training. This is a good motto.

4、为顾客着想 

4, for the customer.

推销员要经常替顾客着想，能站在顾客的立场上考虑问题，进行商谈。对顾客接待自己、购买自己的商品，要从内心表示感谢，并且要从内心对顾客表示尊重。这就是以顾客为中心的服务原则。 

The salesman always for the sake of customers, can stand in the customer's position on the issue, to negotiate. The customer himself, buy their goods, from the heart grateful from the heart, and to show respect for the customer. This is a customer service center principle.

既然服务原则是以顾客为中心，就

Since the service principle is to take the customer as the center, will

All through the customer refused

真正的拒绝很少，大多数的拒绝都是拖延。你会认清拒绝吗？你经得起真正的拒绝吗？顾客说：“我拒绝！”这是他的真实意愿吗？这是一个缓兵之计？还是一句谎言？又或是顾客现在不准备购买的原因？真正的拒绝是不多的，大多数拒绝只是一种拖延！ 

Denial of the real small, most of the refuse are delayed. You will recognize the refuse? You can really refuse? The customer said: "I refuse!" This is his real intention? This is a delaying tactic? Or a lie? Or is the reason why customers are not prepared to buy? Is not much really refuse, most refused to just a delay!

以下是最常用的10句起到拖延作用的谎言： 

The following is the most commonly used 10 words to delay action lies:

1：我得考虑一下 

1: I have to think about it.

2；我们的预算已经花光了； 

2; our budget is spent;

3：我需要同我的合伙人商量一下； 

3: I need to discuss with my partner;

4：我以后再考虑； 

4: I consider later;

5：我必须等一段时间好好想想。 

5: I have to wait some time to think.

6：我还没有准备好呢。 

6 I wasn't ready.

7：两个月后再联系吧，那时我需要的。 

7: two months after the contact bar, then I need.

8：对我来说质量不重要。 

8: to me the quality is not important.

9：现在生意不好。 

9: business is not good now.

10：我不负责这些。 

10: I am not responsible for these.

“我们有稳定的供货商”、“我们需要把你们和另外的两家进行比较”、“我们的一切都是由总部采购的”、“你们的价格太高了”等话语都是一些经典的拒绝方法。那么，什么才是真正的拒绝呢? 

"We have stable suppliers", "we need to get you and the other two to compare," "we are all from the headquarters procurement", "your price is too high" and other words are rejection of some classical methods. So, what is the real refused?

以下才是真正的拒绝：没有钱；有钱，但现在不需要；自己拿不定主意；没有支配预算的权利；我可以在别处可以买到更便宜，更好的；有更好的选择了；有熟人和你从事同类产品的销售；想看看其他供应商的产品；不想更换供货商；不喜欢，不信你。 

The following is the real refused: no money; money, but now do not need; their undecided; there is no domination budget right; I can elsewhere can buy cheaper, better; there are better alternatives; have the acquaintance and you are engaged in similar products sales; want to have a look the other suppliers; don't want to change suppliers; didn't love, do not believe you.

找出真正的拒绝是做好销售的第一步，以下的著名的销售大师杰弗里•吉特默经过多年销售工作总结出了认清拒绝然后克服拒绝的七个步骤： 

To find out the real refuse is the first step to do sales, following the famous marketing master Geoffrey's silent after years sales work summarized to refuse and overcome seven steps to:

1、认真倾听对方提出的拒绝。确定这是一个拒绝还是只是拖延。如果是真的拒绝，潜在顾客通常会反复重复自己的拒绝。那么你要让潜在顾客把他自己的拒绝完整地叙述出来。 

1, listen to reject the. Make sure this is a denial or just delayed. If it is rejected, potential customers often repeated his denial. You want potential customers to his own rejection of a complete narrative.

无论如何，先对潜在顾客的意见表示同意。这样可以使你有策略地反对他们的意见而不会引起争议。 

In any case, the first of the views of potential customers agreed. This allows you to strategically against their views and not controversial.

如果你相信顾客的拒绝只是一种拖延，那么你必须让他们说出拒绝的真正原因，否则你就无法进行销售。如果你相信这是拖延并且想确认，试一试以下的语句，这些语句能让你更近地看清楚事实： 

If you believe the customer refused to just a delay, then you have to let them tell the real reason for refusal, otherwise you will not be able to sell. If you believe this is procrastination and want to confirm, try the following statements, these statements can make you more closely the facts:

•您是否真的是指……？ 

• you really mean...?

•您告诉我……但我想您可能还有别的意思。 

• you tell me...... But I think you might have other meaning.

•我的经验告诉我，顾客如果这样的说话，通常意味着他们对价格也不满意。您也是这样吗？ 

"My experience tells me, if the customer so to speak, it usually means they are not satisfied with the price. You are the same?

2、确认这是否是惟一的真正拒绝。就此提问，问潜在的顾客。是否这是他不想你们公司购买的惟一原因。问除了已经给出的原因以外，还有没有其他原因？ 

2, to confirm whether this is the only true refused. On this question, ask potential customers. If this is the only reason he did not want to buy your company. Q in addition to the reasons already given, there are no other reasons?

3、再次确认。重新组织你的问题，以不同的方式第M次问出同样的问题：“话句话说，如果不是因为……你就会购买我们的产品了吗？” 

3, once again confirmed. To your question, in different ways, the M asked the same question: "in other words, if not for the...... You can purchase our products?"

4、为拒绝定性，展开对潜在顾客的围攻。问出一个包含解决方案的问题：“那么，如果我能保证我们的可信性”或“如果我能达到您的其他条件”或者“如果我能让您看到我们产品在实际环境中的运转，您是否就可以做决定了呢？”或其变体“那样我是否就能成为您公司提供服务的一个候选人呢？” 

4, to refuse to qualitative, began the siege of potential customers. Asked by a solution containing the question: "so, if I can guarantee that our credibility," or "if I can reach your other conditions" or "if I let you see our products operate in a real environment, you can make a decision whether the?" Or its variant "so that I can become a candidate to provide service to your company?"

5、以一种完全能够解决问题的方式回答问题，也可以以一种能引起顾客说“是”的方式回答问题。此时要用上你所有的法宝。如果你有一张王牌（一封证明信、一个比较图表、一个你当时就可以打电话的客户，一种时间或价格上有特别安排的交易条款），现在就把这张牌打出来。 

5, in a completely can solve the problem of the way to answer the question, can also take a can cause the customer said "yes" approach to answer questions. This time should be a magic weapon with all your. If you have a trump card (a letter, a comparison chart, a when you can call the customer, a special arrangement of time or price terms), is if you take this card out.

忘掉价格。展示成本、证明价值、进行对比、证明利益。如果你不能以超过别人的方式回答潜在顾客的问题，你就永远没有成交的机会。 

Forget about the price. Show, prove the value, cost, benefit compared to prove. If you can't take over another way to answer potential customer's problem, you will never have a chance to make the deal.

在这一步骤中，你需要全面动用你的知识储备、创造性、销售工具、你的自信、你对产品和公司的信心、你的交流能力……你得把技巧、保证、真诚和雄辩结合起来，才能赢得潜在顾客的赞同。 

In this step, you need to use your knowledge, creative, sales tools, your confidence, your product and the company's confidence, your ability to communicate...... You'll have to put the skills, assurance, sincere and eloquent combined, to win the approval of potential customers.

6、提出达成交易的问题，或以假设的方式和顾客交流。你提出的问题应该使对方在回答中确认成交。 

6, raised the issue a deal, or to assume that the manner and customer communication. Your question should make each other's answer to confirm transactions.

•“如果我能……您会不会……”是典型的问题模式。 

"If I can...... You will not......" Is a typical problem in pattern.

•“我非常肯定我们可以做到这点。我只要再回办公室最后确认一下就可以了。如果没有问题的话，是不是我们公司就可以成交了？”或“我可以和所有的决策人再见一面，以确认最后的问题。” 

• "I am sure we can do it. I just want to return to the office the final confirmation about it. If there are no questions, Is it right? We can clinch a deal?" Or "can I and all the decision again, to confirm the final question."

•讲述一些类似的情况。人们喜欢知道其他人在同样的情况下是怎么做的。 

• talk about some similar cases. People like to know that other people in the same situation is what to do.

•问对方：“为何这一点对您如此重要？”然后说：那如果我们能做到这一点，您是不是就会……？ 

• ask: "why is it so important to you?" Then said: if we can do this, you Is it right? Will...?

7、对回答进行确认，同时对交易进行确认（可能的话最好以书面形式）。通过一个这样的问题把潜在客户变

7, to answer to confirm, at the same time, to confirm the transaction (if possible, preferably in writing). Through such a problem to potential customers become

How to deal with the customer refused to (2)

Secondly, to avoid the rapid reaction cause customer confusion, the sales staff in customer contact, often encounter the same way or in the course of time, to reason, imperceptibly develop answer unification habit, even in the not understand customer's real intention, is unable to hold oneself back to explain, this will cause the the customer that you don't listen to his impression, so, listen carefully to customer specifications, at the same time, put forward a more sharp and difficult problem in the customer, give yourself some time, so that customers think you are carefully considered how to help him solve the problem.

Finally, in time, to answer customer questions as concisely as possible, don't spend too much time, if you always chatter without stop on a problem, clients will think his questions and you hit the mark, it is difficult to give a good solution, thereby reducing the customer confidence in you.

Looking for a breakthrough 

After understanding the customer refuses to truth, things would be much easier, this time, we can put the customer refused to is divided into two categories, the first category is due to the customer to provide you with products or services less understanding refusal; another kind is to provide you with the product or service can not meet customer demand. The first situation is good, but there is a fundamental skill, it is not tell the customer that he does not understand, it will make customers feel dissatisfaction from the heart. Because no one likes others say he was wrong, even if he is wrong.

Therefore, when the first case of resolve in the sales method using consultant, first of all to soothe clients, the group identity, is in the opinion of most people and he is same, and expressed their own views as well, but the real situation is not the case, this method can greatly reduce the customer emotional conflict, in order to gradually accept your ideas and interpretation.

When a customer requests a service you can't provide, to resolve what significance? However, as a sales personnel, even in such a case, also need to do some try, because this is the work you need. In most cases, customer needs can be divided into many levels and aspects, after understanding the needs of customers, analyze customer demand which is key, which is relatively minor. On this basis, examine your own products and services can meet the major needs, if you can, then try various devices to persuade the customer by the waste end; if the contrary, be honest to tell customers, we can provide what kind of products and solutions, we can't meet what kind of customer demand, so as to establish the integrity of the impression.

How to avoid the price

In the sales process, price problem is always very sensitive. Many sales as always in terms of price discussions no results, ultimately unsuccessful cooperation. Of course, as a sales personnel or dealers, price leeway is small. So, the most commonly used way is the name "TCO (total cost of ownership)" banner, although it is a commonplace talk of an old scholar, but it is an effective way to. Another approach is to make customers feel have a certain brand of pride. For example, the client says: "you are too expensive!" Your explanation is: "this brand of machine is better than the other brand is more expensive, but the company has 5 authorized repair centers and spare parts center in Beijing area, free repair 3 years, on the same day can complete the repair work, so in the use process, must not delay your job, not to cause damage to you. Our company will also be available in the process, will also provide you with a lot of free services and training, which can reduce the cost after buying you a lot
The successful methods to resolve the customer refused

A sales representative is to sell an insurance plan to a customer. When he finished the sales (during which he never asked any question, but like to play the recording the same briefing), customer made a decision: it sounds not a plan to get him interested in. When a customer told the sales representative, sales performance is very polite, and please his sales supervisor. The supervisor immediately run in the same groove of forced sales tactics, he began to focus on the repetitive presentation in (only faster, more positive attitude towards some). When the customer has reiterated that he is not interested in this plan, sales began to shout loudly to the customer. So the customer got up to leave, but sales supervisor after him, and have been shouting, however, he did not ask, why not interested.

True denial rarely, most only delay
Said the first reflection is not likely to customer, is the humanity to the strange innate resistance caused by, those little lie is easily by your sincerity to resolve, however true denial is not dissolve in a simple way, then, those are really refuse?

• no money.

• rich, but do not want to spend.

• do not need loans to buy. 

• don't dominate the budget power, must have other people to dominate the budget.

I can buy something cheaper elsewhere.
There are more desirable products, mind, but don't tell you.

• have friends, acquaintances, relations between the households in to do the same.

Do not want to replace to provide goods.

• currently does not need your product

• face refused to admit defeat people is just a temporary failure, don't think you are a coward. No successful man is a coward, because he did not know he can win; he doesn't know his power, because he never thought it would give him the victory, so there was never fully examined it. A large insurance company manager make a due to being refused direct and cachexia salesman gets perseverance. He said: "we have an elegant, well educated, and very high IQ employees, we have been taught all his skills in business, in order to enable him to become a good salesman, we have done our best, our however, he failed to get the us believe him should success. His weakness is, when the other side to say without mincing words that have no interest in life insurance, he will not be able to keep a conversation going. He said, there were many times in this case he couldn't say a word, his throat was dry. From the above description you may have seen, this person is the lack of courage. However, we do not believe this is true, because from his previous revelation is not to draw such a conclusion." In the face of refuse, you how to maintain sales? You will lose your courage? Your interest will disappear? Here you will be struck down? Or it will make you more determined? It is that you rise to objections, summon up your courage, or make you died? Socrates said: "if the Almighty God right hand had succeeded, left hand holding the unremitting struggle to make a choice, I would choose the left hand." Only after a struggle, the brave to face and overcome obstacles, we can find ourselves and increase our strength. There is a successful business man said: in his long career in business, every success he has achieved all the harder results, so, now he was really scared easily gains. He thinks, do not get anything of value through the struggle can, which must have a problem. Through hard work to achieve success, overcoming obstacles, brought infinite joy to him. For him, the difficulty is a stimulant, he likes to do difficult things, because it can test his strength and ability. He doesn't like do the easy things easy, because cannot bring him excited and happy, all this only after the victory feel. Before some opposition or failure, is always also cannot express, cannot find their true strength. Their potential in their body buried so deep, so that the general stimulation cannot motivate the potential. However, when people encounter difficulties, laughed at, scorned, or the insults and accusations, a new power produced in their body, with the strength, they can finish before this seems impossible. No matter what time, as long as we have a motive, the emergency and responsibilities required us to play to their potential, we have the surprising potential will burst out. Thin skinned, sentimental usually was first refused and setbacks discourage you. Say "no" to the customer the opportunity is unfortunate, but don't let a word "no" get you down. Remember: This is a test for you, if you stand your ground, showing no fear, refusal will make you nature best revealed. No matter what time you someone rejects, just like a picture of Napoleon and Grant, they are from the opposition and refused in the rise of heroes
More sales from the friendship rather than sales relationship

There is an old business adage says: "conditions, people want to doing business with friends; conditions are not the same, people still want to do business with friends." According to estimates, more than half of sales are made because of friendship, more than half of the business relationship for friendship and maintained. Many people regard this relationship is called "good old network", and some people call this "understanding", but is actually friendship sale.

If you think have the best product, service and price, you can sell things, then you are wrong most of. If half of sales are from the friendship, but you haven't get potential customers (or existing customers) into a friend, then you lose at least half of the market.

Friend to friend to sell, do not need to use sales skills. When you ask a friend out or ask him for help, you don't need skills, is the direct request.

Want to sell more? You don't need more sales skills, but need more friends.

Think of your best customers. Why they are the best? Aren't you and they maintained excellent relations? If you and your best customers are friends, often can be avoided for a supply of sth. in price and delivery. Even the occasional service badly, you can still retain these customers.

Friends, there is a big advantage -- competitors out of the frame. The strongest competitors cannot take a friendship and your customers.

The majority of sales staff, a call customer telephone if not sold, the call is a waste of time. No more absurd than the idea of what. People hate other people to oneself sell things -- but they love to buy.

How do you get started? Easy! The development of relationships take time; friendship needs time. (if you read here when the thought: "I have no time to create what relationship, I'm too busy, there are so many sales tasks to be completed", then you'd better start looking for another job, sales work you won't long.

Sales staff will be making a big mistake, that is give away tickets sent to the customer, and they go out together. Although serious spend a few hours and your own company's people stay together, you can learn a lot of things, but with the customers together, also can make you learn a lot of things, but also upgrade your relationship. Outside of the workplace location is most helpful to the budding friendship. The following is you can meet and find customers place, also is the place to go and the activities:

• game.

• theatre.

• gallery.

• chamber of Commerce.

• community mutual aid activities.

• breakfast, lunch and dinner. 

The company sponsored seminars. 

This is not to say that you don't need to master the skills of sales skills -- the other half to get friendship outside the market, you also need to know how to sell skills. So, to read a book and listen to the tapes in your car.

You will often hear salesman sigh themselves unable to break into the called "good man" that network, this is purely an excuse, actually he is the meaning of this sentence is: he can't have something of value to others, not to others and build good relationship, or become friends -- however and he people, others do.

Pin is their own (1)

• sell yourself to yourself

The Japanese sales master a flat at the age of 27 to enter the Japanese Meiji insurance company began selling career. At that time, he was so poor that he didn't have enough money to eat, and sleep in the park. But an old monk had changed his life. One day, he asked an old monk to sell insurance, after the original one in detail, the old monk said quietly: "your this insurance can't arouse any of my interest."

The old monk watching the original a level for a long time, and then added: "between man and man, sitting like this when the relative, must have a strong sense of the charm to attract others, if you do not do this, there will be no what future." The old monk said: "young man, try to change yourself!".

Sales is dealing with people's career, you take the initiative to find the customer business, if your customers even you can not accept, dependence, and he is less likely to become your customers, so in the sales industry there is a famous saying: "before the salesman selling some of their own products, first of all to sell what is the!"

How to sell? The following is how to sell yourself to yourself, to become the ten major criteria for a top salesman:

1 sure of myself

Elements of marketing activities, the most important is the salesman. The salesman to accept myself, sure, like himself. If you even oneself all despise their own, but expect the customers will like you, it is too difficult for the customer. Hongkong marketing king Feng Liangnu said: "the secret weapon salesman successfully, with the greatest love to love you."

2 to develop good habits

Some people used every day at least 50 business telephone, also some people every day to play less than 3; some people will work is scheduled for 9 p.m., also some people think home at five thirty every night; some people arrange the schedule of tomorrow, there are people who never knew what to do this morning...... The habit of imperceptibly, also imperceptibly made
The sale is the idea (2)
Two, accept change

A good salesperson, must be ready to change yourself, accept constant challenges, some people say it is easy to change nature difficult, if the customer to accept your personality, may? Every salesperson should be clear to examine their own shortcomings will hinder the development of the business of the body, and should put these disadvantages recorded, make their own plans for improvement, it is to be a good salesman must do, because if you don't change, all of these will be our own business the obstacle to the development of. A sales clerk's biggest obstacle is not a company, but their customers.

Many people are willing to change yourself by meeting the imprint is engraved on my heart. events, but most people don't plan to change myself, because change is hard yourself, that you may have for decades accumulated habits, people used to produce dependence and refuse to change, but the real wealth will be hidden in the change, change despite the pain however, it must be worth! 

Smiling, cheerful, active, honest, passionate, positive, pay, Thanksgiving, accept the challenge, persistence, optimism, excitement and so on, these are a top sales persons must have the quality, I believe that there must be many traits are not you naturally have, but these are a sales personnel must have in the face of market quality, want to have these qualities are in fact very simple, but it can be hard, all in one moment, we Is it right? Willing to accept change, is to adapt to the market or to the market to adapt to you? Change is a decision, not change is also a decision, but the two decision will determine two different sales staff of life, have you decided?

Three, live and learn.

Market consumers will become more and more clever not more stupid, options on the market will be more and more not less, not to learn how progress can meet the needs of the market vary from minute to minute, society and the world will not stop because you do not progress, if you want to stand on the peak sales, this is should do. There is a saying: "if you want to hand over the beautiful transcripts in sales, do what you should do, instead of doing something you love!"

Knowledge of the collection is a very important thing for a sales staff, because your customers from all sides, each interest hobby is different, but the common topic is an important factor to build a bridge of friendship, professional knowledge and sales personnel not only need to learn to sell products, also need to have comprehensive knowledge, perhaps the car, stock, perhaps travel, golf, as long as you believe your intention to pay have not been in vain, the more you learn you cut to the topic and the order of the probability is larger, because the common topic is the most important sales of lubricants, so for the popular topic sensitive with fixed, reading newspapers and magazines, Internet access to information, with additional knowledge to promote your sales career, anyone can love a person and be wealthy in knowledge, we should self wish to become a knowledge rich and everyone loves people!

So, have a positive outlook on life will have the initiative behavior, sales personnel to have these ideas and attitude is the most important thing, methods and skills are not unique, has successfully determined people will create their own methods and techniques, if have the order reversed, will naturally have the order reversed results!
