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Business	
  Bait:	
  
How	
  to	
  Land	
  Trophy	
  ClientsTM	
  

Landing	
  Your	
  Client	
  
Posi6oning	
  &	
  Closing	
  Deals	
  
with	
  Lisa	
  Parziale	
  &	
  Mark	
  Allan	
  Nielsen	
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Your	
  client	
  is	
  on	
  the	
  hook,	
  you	
  are	
  
reeling	
  them	
  in…	
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NOW	
  IT’S	
  TIME	
  TO	
  
BRING	
  ‘EM	
  IN	
  THE	
  BOAT!	
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Don’t	
  Let	
  Them	
  Off	
  the	
  Hook	
  

•  You	
  have	
  a	
  great	
  catch	
  on	
  the	
  hook	
  
•  Don’t	
  want	
  to	
  lose	
  them	
  

•  Need	
  to	
  close	
  the	
  deal	
  
•  By	
  showing	
  your	
  value	
  
•  What	
  YOU	
  bring	
  to	
  the	
  table	
  

•  Close	
  the	
  deal	
  
•  Get	
  Paid	
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Close	
  the	
  Right	
  Deals	
  

•  When	
  are	
  deals	
  the	
  right	
  ones?	
  
– You	
  can	
  deliver	
  the	
  product	
  with	
  good	
  margin	
  
– The	
  customer	
  will	
  be	
  easy	
  to	
  service	
  
– The	
  customer	
  seems	
  very	
  easy	
  to	
  work	
  with	
  
– You	
  have	
  a	
  chance	
  to	
  add	
  addiXonal	
  services	
  

•  When	
  are	
  they	
  the	
  wrong	
  deals?	
  
– Difficult	
  talking	
  with	
  (does	
  not	
  listen,	
  impaXent)	
  
– Will	
  be	
  a	
  difficult	
  market	
  
– Simply	
  not	
  a	
  good	
  fit	
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If	
  a	
  customer	
  is	
  difficult	
  in	
  
the	
  beginning…	
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They	
  only	
  get	
  MORE	
  difficult.	
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How	
  to	
  Determine	
  Value	
  
•  Gather	
  good	
  “intel”	
  
– How	
  much	
  is	
  one	
  customer	
  worth	
  to	
  them	
  
– How	
  large	
  is	
  the	
  market	
  

– What	
  are	
  others	
  charging	
  for	
  similar	
  services	
  
– Do	
  they	
  have	
  a	
  budget	
  

•  Research	
  the	
  market	
  
–  Know	
  what	
  the	
  market	
  is	
  worth	
  
– Understand	
  what	
  you	
  will	
  be	
  able	
  to	
  do	
  for	
  them	
  

–  Clearly	
  have	
  a	
  vision	
  for	
  1,	
  3	
  and	
  5	
  year	
  plans	
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Don’t	
  leave	
  money…	
  	
  
ON	
  THE	
  TABLE!!!	
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You	
  MUST	
  know	
  
WHAT	
  YOUR	
  VALUE	
  IS	
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Value	
  ProposiXon	
  
•  What	
  are	
  you	
  worth	
  to	
  the	
  client?	
  

•  What	
  are	
  others	
  charging?	
  
•  How	
  much	
  value	
  can	
  you	
  bring?	
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What	
  is	
  your	
  value?	
  

$	
  $	
   $	
  $	
  ?	
   ?	
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How	
  to	
  Deliver	
  A	
  Value	
  ProposiXon	
  

Deliver:	
  
•  In	
  person	
  
•  On	
  a	
  Skype	
  call	
  
•  On	
  the	
  phone	
  

Don’t	
  Deliver:	
  
•  By	
  email	
  
•  Without	
  an	
  appointment	
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Talk	
  VALUE,	
  Not	
  Price	
  

•  Delivery	
  ma?ers	
  
•  Showing	
  value	
  is	
  key	
  

•  Key	
  language	
  is	
  important	
  
–  Success	
  partners,	
  partners	
  in	
  success	
  
–  InvesXng	
  in	
  markeXng	
  
–  Return	
  on	
  investment	
  

–  Measuring	
  success	
  

Remember,	
  people	
  buy	
  PEOPLE	
  not	
  products.	
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What	
  =	
  Value	
  

•  Money	
  or	
  Profit	
  
•  New	
  Clients	
  
•  Leads	
  or	
  Contacts	
  

Example:	
  
Cosme*c	
  Den*sts	
  would	
  LOVE	
  
even	
  just	
  one	
  new	
  dental	
  implant	
  
pa*ent	
  per	
  month!	
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VALUE	
  

Efficiencies	
  

Money	
  

New	
  Clients	
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Don’t	
  just	
  talk	
  about	
  value	
  
SHOW	
  IT	
  TO	
  THEM!	
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Value	
  Calculator	
  
h?p://trophyclients.com/apps/valuecalc/login.php	
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calc@trophyclients.com	
  

TrophySuccess2014!	
  

VIDEO:	
  Value	
  Calculator	
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Price	
  Sheet	
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VIDEO:	
  Customer	
  Pricing	
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What	
  To	
  Leave	
  Behind	
  

•  Never	
  leave	
  paperwork	
  behind	
  
•  Online	
  only,	
  where	
  you	
  can	
  monitor	
  acXvity	
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PresenXng	
  immediate	
  and	
  	
  
long-­‐term	
  value…	
  

INCREASES	
  YOUR	
  CLOSE	
  RATIO	
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When	
  to	
  STOP	
  TALKING	
  

If	
  your	
  customer	
  says:	
  

1.  OK,	
  how	
  do	
  we	
  get	
  started?	
  
2.  Do	
  you	
  take	
  credit	
  cards?	
  

3.  What	
  is	
  the	
  next	
  step?	
  
4.  How	
  does	
  the	
  payment	
  work?	
  

5.  Can	
  we	
  start	
  next	
  week?	
  

STOP	
  TALKING	
  and	
  close	
  the	
  deal.	
  The	
  customer	
  said	
  YES!	
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Aper	
  you	
  close	
  the	
  deal…	
  
CONTINUE	
  TO	
  DELIVER	
  VALUE	
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And	
  you	
  will	
  have	
  a	
  customer	
  
FOR	
  LIFE!	
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No	
  or	
  Maybe?	
  

•  May	
  need	
  Xme	
  to	
  digest	
  
•  Really	
  don’t	
  have	
  money	
  

•  Don’t	
  understand	
  
•  Need	
  to	
  confer	
  with	
  
partner	
  or	
  other	
  

•  Need	
  more	
  info	
  

•  DO	
  NOT	
  SEE	
  THE	
  VALUE	
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ObjecXons	
  =	
  Interest	
  

1.  That	
  is	
  a	
  lot	
  of	
  money,	
  why	
  do	
  you	
  charge	
  so	
  
much?	
  

2.  So	
  what	
  exactly	
  do	
  I	
  get	
  for	
  that	
  price?	
  
3.  Wow,	
  why	
  are	
  you	
  so	
  high	
  in	
  price,	
  XYZ	
  offered	
  

me	
  the	
  same	
  service	
  for	
  ¼	
  of	
  the	
  price?	
  
4.  I	
  can’t	
  afford	
  this,	
  I	
  am	
  struggling.	
  

5.  I	
  may	
  try	
  this	
  next	
  month/year.	
  
6.  When	
  do	
  you	
  need	
  to	
  know?	
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Presen6ng	
  Your	
  Value	
  
Role-­‐Playing	
  

www.trophyclients.com	
   22	
  



Copyright	
  2014	
  –	
  All	
  rights	
  reserved.	
  Do	
  not	
  distribute	
  or	
  reproduce	
  in	
  whole	
  or	
  part	
  without	
  express	
  wri?en	
  permission.	
  

Asking	
  for	
  the	
  Sale	
  1	
  

Scenario	
  
– Customer	
  has	
  asked	
  for	
  a	
  quote	
  

– This	
  is	
  the	
  follow-­‐up	
  call	
  to	
  show	
  your	
  value	
  

CUSTOMER:	
  Lisa	
  

CONSULTANT:	
  Mark	
  

DON’T	
  FORGET	
  TO	
  SHOW	
  YOUR	
  VALUE!!	
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Asking	
  for	
  the	
  Sale	
  Reverse	
  

Scenario	
  
– Customer	
  has	
  asked	
  for	
  a	
  quote	
  

– This	
  is	
  the	
  follow-­‐up	
  call	
  to	
  show	
  your	
  value	
  

CUSTOMER:	
  Mark	
  

CONSULTANT:	
  Lisa	
  

USE	
  PRICE	
  SHEET	
  NEXT	
  SLIDE	
  

DON’T	
  FORGET	
  TO	
  SHOW	
  YOUR	
  VALUE!!	
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You	
  WILL	
  Get	
  ObjecXons	
  

•  If	
  you	
  don’t,	
  you	
  are	
  not	
  showing	
  ANY	
  value	
  
(unless	
  they	
  just	
  keep	
  saying	
  yes)	
  

•  You	
  must	
  be	
  equipped	
  to	
  handle	
  them	
  
•  PracXce	
  so	
  you	
  can	
  respond	
  quickly	
  and	
  fluidly	
  
when	
  it	
  does	
  happen	
  

•  Scripts	
  are	
  good	
  but	
  can	
  be	
  hard	
  to	
  come	
  off	
  
as	
  “natural”	
  

•  When	
  there	
  are	
  no	
  more	
  objecXons,	
  you	
  
should	
  have	
  a	
  sale	
  

www.trophyclients.com	
   26	
  



Copyright	
  2014	
  –	
  All	
  rights	
  reserved.	
  Do	
  not	
  distribute	
  or	
  reproduce	
  in	
  whole	
  or	
  part	
  without	
  express	
  wri?en	
  permission.	
  

ObjecXons	
  mean	
  that	
  there	
  is	
  interest…	
  
THEY	
  JUST	
  NEED	
  MORE	
  

INFORMATION	
  OR	
  CLARIFICATION	
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Success	
  Partners	
  

•  PracXce	
  going	
  over	
  your	
  value	
  proposiXon	
  
•  PracXce	
  objecXons	
  
•  Share	
  strategy,	
  pricing	
  and	
  successes	
  &	
  failures	
  
•  Consider	
  expanding	
  to	
  a	
  group	
  
– Gain	
  other	
  perspecXves	
  
– Share	
  resources	
  
– Trade	
  services	
  &	
  informaXon	
  

– A?ain	
  new	
  clients	
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ACTION	
  ITEMS	
  

SUGGESTED	
  VIDEOS	
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1.  Decide	
  on	
  your	
  delivery	
  mechanism	
  for	
  value	
  proposiXons	
  

2.  PracXce	
  your	
  value	
  prop	
  and	
  objecXon	
  handling	
  

3.  Setup	
  CC	
  or	
  PayPal	
  for	
  “financing”	
  

1.  VIDEO:	
  Role	
  Play:	
  PresenXng	
  Monthly	
  Add-­‐on	
  Services	
  

2.  VIDEO:	
  Role	
  Play:	
  Inquiry	
  from	
  Your	
  Website	
  About	
  Services	
  

3.  VIDEO:	
  Feedback:	
  Inquiry	
  from	
  Your	
  Website	
  About	
  Services	
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Resources	
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Common	
  ObjecXons	
  
•  	
  	
  
•  	
  	
  
•  	
  	
  
•  	
  	
  
•  	
  	
  
•  	
  	
  
•  	
  	
  
•  	
  	
  
•  	
  	
  
•  	
  	
  
•  	
  	
  
•  	
  	
  
•  	
  	
  
•  	
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ObjecXon	
  Handling	
  Script	
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BUSINESS	
  BAIT:	
  HOW	
  TO	
  LAND	
  
TROPHY	
  CLIENTSTM	
  

A?ract	
  the	
  right	
  clients	
  to	
  build	
  a	
  scalable,	
  sustainable	
  business.	
  

www.TrophyClients.com	
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