
Most sales processes follow a similar pattern. There is an 
identified need for your product or service. If your targeting 
is correct your prospects already want the product or service 
you provide and you shouldn’t have to persuade them to buy.

You do however need to persuade them to buy from YOU and not your competitors.

People buy for only two reasons; you’re either solving a problem or providing a benefit, nothing else.
Consequently you need to:

 Get their attention

 Build a rapport with them

 Explain what’s in it for them

 Tempt them by appealing to their emotions

 Demonstrate how your product or service can easily solve their problems

 Prove to them that there are a lot of people out there, just like them, who are very happy with
 what you’ve done for them

Be clear about what is a feature and what is a benefit.

It’s easy to confuse the two and a simple mistake can have a subtle 
but devastating effect on your sales message. 

You should ignore what you do and focus on what the market wants to buy. Some classic marketing 
example are that people:

 don’t need drills, they need holes

 don’t buy cars, they buy mobility, convenience speed, status, style, economy, performance 

 don’t buy fridges, they buy low temperature storage to preserve foodstuffs

Your customers aren’t remotely interested in what your product or service is - they are only interested 
in what it does for them.

That’s the difference between features and benefits. For example: 

 Feature: Only high quality, reliable equipment supplied

  Benefit: Ensures minimal breakdowns and down-time

 Feature: This car has Anti-Lock Brakes

  Benefit: Greater safety and protection for you and your family 



Tell your customers about the benefits your business offers.

Answering the “what’s in it for me” question is the key to success

From the customer’s perspective, what are the benefits they get from your product or service? What 
advantage will they gain by buying from you? The nearer you get to specifically answering the 
“what’s in it for me” question, the more you will sell.

Institutionalised marketing doesn’t compel anyone to buy from you because it doesn’t persuasively 
demonstrate the benefits and advantages of your product. You can do more than simply say “Here we 
are, this is what we sell, these are the prices and here’s where you can buy it”. 

You need to give your customers a sales message which will compel them to take action, enquire 
about or buy whatever it is you are selling.
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