MYRINGGIT

Getting Your Money's Worth

myringgit is a personal investment column. These articles are not a solicitation to buy or sell. No
liability can be attached to the writers or Malaysian Business for the views expressed here.

SALESNINJA
BY HANZO NG

LEARNING TO
SELL

Taking off from where we left off the previous issue, we highlight
some contemporary sales strategies for modern salespeople.

L

AST month, I discussed 10 contemporary
strategies aspiring sales persons should apply
in their jobs. Let me share with you another
10 insights that will further broaden your
reach in this challenging job.
1. HAVE MULTIPLE ATTACKS! – There are a few
multiple strategies to get your name or brand out there.
How many are you currently utilising? E-mails,
newsletters, blogs, forums, search engine optimisation,
joint-ventures, paid-per-clicks, direct mails, referrals,
articles, press releases, books, speeches and seminars,
telemarketing, up-sell, cross-sell, social networking
sites, and the list goes on and on …
2. RESEARCH AND SURVEY – This is just another way
of saying we’re always keeping in touch with our
customers, to find out what keeps them awake at night,
how we can help them as well as keeping ourselves
abreast of what’s happening in different industries.
Don’t be surprised if you can spot trends this way as
well.
3. HAVE GUTS! – Fresh hot pizzas in 30 minutes or they
come free is Domino’s mouth-watering guarantee to
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pizza lovers. Overnight delivery by
10am is FedEX’s express delivery
commitment to its clients.
We pride ourselves on having the
nerves to offer outrageous
guarantees in our training
programmes. Hundred per cent
money-back guarantees are the
norm. We have several other crazy
ones too – one of them is 200%
money-back guarantees, and yet
another is a guarantee to increase
sales or return your money.
Needless to say, none of our
competitors have the courage to do
it and we would like to maintain
such unique selling propositions.
Ask ourselves if we have guts to
offer outrageous guarantees in our
products or services.
4. ALWAYS A HIGH PRICE! –
Not many companies have thrived
being a lower price choice.

Walmart has, AirAsia has.
However, my opinion is always aim
for a high price. If you can create a
niche with great value proposition
to the market, aim for a high price.
5. TESTIMONIALS – Always get
testimonials from satisfied clients.
Document them and use them in
your sales calls, presentations and
also materials. If you have created
raving fans, include them as client
references so that they can sell for
you. If you’ve done a good job and
have created the right relationship,
your clients would be pleased to do
it for you. And if possible, get audio
or even video testimonials of your
clients. Nothing beats a few other
sensory mediums.
6. CHARITY CONTRIBUTIONS
– Giving back to society is a must.
Always have the heart to give. I’m
a contributor to MAKNA (the
National Cancer Council), plant-atree, WWF and World Vision. And
occasionally, I make monetary and
service contributions to special
projects by Junior Chambers
International. Remember the ageold adage – you reap what you sow;
you get back what you give to
others.

intelligent questions, we can find
out and understand more of their
desires. Too many salespeople talk
too much and, thus, disengage the
prospect. How are we to find out
what’s on their minds when we are
talking all the time? We can’t. We
can only do that through asking
questions, listening and reflecting
upon them.
9. GET BETTER PROSPECTS –
In our in-house training, we don’t
see a company just to explore our
training prowess. When we go in
there, we are aware that the
prospect has a need and we can
render valuable assistance to them.
That way, we don’t waste our time
on organisations that don’t need or
want our services. You can
accomplish these through better
prospecting strategies. You could
qualify the prospects beforehand,
or you could set the buying criteria.

7. ENERGISE YOURSELF AND
OTHERS – Let’s face the reality
that business is tough. And sales
people face the toughest challenge
compared to any other position in
a corporation. Their energy
fluctuates very often. When our
team members are up, cheer them
further, give them hi-fives – and
when they are down, motivate
them, inspire them.

10.GET COMMITMENT ON
ACTIONABLE STEPS! – What
happens after we have entered the
sales call? We submit the proposal
and then what? We wait … This is
one of the biggest time-wasting
steps for sales people simply
because they don’t set or gain the
commitment of the prospect on the
next actionable step. An all-action
plan would be to submit our
proposal, which will then be
reviewed on Tuesday, with the
manager then proposing to the
management on Thursday, and we
coming in for a formal presentation
to the management the following
Wednesday. In this case, both
parties know what is the next
course of action. mb

8. TALK LESS, LISTEN MORE! –
The ratio I recommend is 70% of
the time, the prospect must do the
talking. If we get our prospects to
talk more through our strategic

A professional sales trainer/motivator, the writer is
very much sought after for his unconventional
‘Sales Ninja’ training programme. He is also the
author of ‘Secrets of the Sales Ninja’, available in
major bookstores in Malaysia and Singapore. He
can be reached at hanzo@salesninja.com.
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