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Introduction	

	

People	tend	to	think	that	making	a	profit	is	as	easy	as	buying	something	for	a	

dollar	and	selling	it	for	two	dollars.	Well,	the	‘buying’	part	is	easy	especially	if	

you	have	the	money	to	invest.		However,	the	‘selling’	part	can	get	really	tricky.	

Many	entrepreneurs	go	out	business	because	of	failure	in	the	‘selling’	part.		

	

In	 order	 to	 have	 a	

successful	 business,	 you	

need	 to	 SEE	 yourself	 as	 a	

“sales	 professional.”	 	 In	

fact,	 we	 are	 all	 sales	

professionals.	 	 If	 you	 have	

ever	 gone	 to	 a	 movie,	

enjoyed	 it,	 and	 then	 told	

your	 friends	 about	 it,	 you	

were	selling	 the	movie.	 	 	 If	

you	 have	 eaten	 dinner	 out	

and	 tell	 your	 family	 about	

how	 the	 pasta	 tasted	

heavenly,	 you	 are	

appealing	to	their	emotions	

and	 selling	 that	 restaurant	

and	 the	 food	 you	 enjoyed.		

You	are	constantly	negotiating	with	 family	members,	 friends,	 loved	ones	about	

what	to	do,	where	to	go,	and	what	activities	to	engage	in.		To	identify	yourself	as	
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a	“sales	professional”	is	really	an	adjustment	in	your	own	perception	and	beliefs.		

I	 invite	 you	 to	 embrace	 your	 sales	 prowess	 and	 begin	 calling	 yourself	 a	 sales	

professional	 (person)	 and	 realize	 you	 are	 selling	 all	 the	 time	whether	 you	 get	

paid	for	it	or	not.	To	enhance	your	selling	skills,	I’ve	created	these	50	tips	for	you	

to	have	at	your	fingertips	to	use	at	anytime.			

	

Of	course,	some	tips	may	be	general	in	nature.	However,	I’m	sure	you	will	see	

new	ways	of	applying	these	tips	and	learn	more	than	a	few	new	techniques.			

Most	of	the	following	’50	tactics’	shared	will	be	applicable	no	matter	what	

business	you	are	in	and	applicable	throughout	your	career.		Everything	is	

written	in	layman’s	terms	to	be	easily	understood.		

	

The	lessons	and	techniques	we	learn	are	only	valuable	if	you	take	action	and	

practice	what	you	learn.		I	encourage	you	to	move	forward	with	an	open	mind	

and	see	how	you	can	either	infuse	some	of	these	activities	into	your	sales	

process	and/or	put	into	action	some	of	the	tactics	you	may	not	be	using	today.	

	

Take	inspired	action	forward	to	learn	and	practice	these	50	Proven	Tactics	to	get	

More	Clients	and	More	Profit,	everyday.	
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Define	What	You	Want	

	

	

	

1.		Be	Clear	About	What	You	Want	Your	Business	To	Look	Like.	

The	more	clear	you	get	about	what	you	want	your	business	to	look	and	feel	like,	

along	with	how	much	income	you	want	to	make,	the	greater	chance	you	will	

attract	your	desires.		Take	the	time	to	dream,	goal	set,	and	create	your	plan	of	

action	so	you	can	accomplish	your	biggest	dreams.			Get	completely	clear,	trust	

it’s	possible,	and	believe	you	are	worthy	of	receiving	all	of	the	success	you	

desire.	
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Then,	take	the	time	to	create	a	roadmap	to	get	there.		Sometimes	things	will	not	

unfold	according	to	plan,	so	the	practice	is	learning	to	move	gracefully	when	hit	

with	adversity	or	obstacles.		See	obstacles	like	rocks	in	a	stream.		Water	always	

finds	a	different	way	around	or	over	a	rock,	but	it	never	stops	flowing	and	

moving	forward.		

	

Also,	practice	connecting	to	what	brings	you	joy	everyday	and	trusting	that	all	

will	always	unfold	for	your	highest	good.		If	you	are	doing	something	you	love	

and	help	others	in	the	process,	then	you	are	in	the	flow	of	life	and	will	attract	

that	which	is	desired	much	more	quickly.			

	

2.		Why	Is	Focusing	On	A	Niche	So	Important?		

One	of	the	quickest	ways	to	be	recognized,	no	matter	what	you	do	for	a	living,	is	

to	find	a	niche,	focus	your	marketing	to	that	one	specific	group	of	people.			If	you	

are	too	broad	in	your	marketing	efforts,	no	one	will	be	attracted	to	buy.	

	

The	best	niche	to	focus	on	is	one	you	feel	passionate	about.			We	cannot	be	all	

things	to	all	people;	all	the	time	so	focusing	on	a	specific	niche	will	concentrate	

your	efforts	and	drive	up	sales	and	demand.			

	

If	you	aren’t	clear	about	who	your	niche	is,	you	will	be	writing	copy	and	

delivering	a	broad	message	that	won’t	entice	anyone	to	move	forward	with	your	

offerings.		The	key	is	to	hit	on	the	wants,	needs,	and	problems	of	a	specific	group	

of	people	so	you	can	continue	to	pull	in	a	market	that	desires	what	you	are	

selling.		By	targeting	a	specific	group	you	can	create	products,	systems,	

programs,	and	services	directly	related	to	those	who	will	buy.				
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3.		Focus	On	What	You	Do	Best	And	Outsource	The	Rest	

Many	business	owners	get	caught	up	working	in	their	company,	rather	than		

on	their	company.	

	

Take	the	time	to	identify	your	strengths	and	weaknesses.		A	great	book	is,		

Strength	Finder,	or	find	information	at	strengthfinder.com.			

Wealthdynamics.com	is	another	great	test	to	understand	your	inherent	

strengths	and	your	path	as	it	pertains	to	accumulating	wealth.		There	are	many	

sites	that	will	now	enable	you	to	outsource	business	tasks	you	need	assistance	

with	at	a	low	cost.		Check	out	fiverr.com,	e-lance.com,	and	odesk.com	to	find	help	

and	to	optimize	your	time.	
	

Take	 note	 that	 your	 employees	 play	 a	 major	 part	 on	 the	 success	 of	 your	

business.	Perform	multiple	 interviews	with	yourself	 and	staff	before	offering	a	

sales	position.	 	Do	 they	have	 the	 skills	 you	 lack?	Do	 they	 connect	quickly	with	

others	 in	 the	 company?	Why	 did	 they	 leave	 their	 last	 position?	 	Why	 do	 they	

want	 to	 work	 for	 you?	 	 Do	 they	 have	 the	 proper	 skillset?	 You	 want	 to	 hire	

someone	that	believes	in	you,	your	mission,	and	who	is	excited	and	motivated	to	

do	the	work.		
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Connect	Quickely	With	Others	to	Build	Trust	

	

	

4.		Focus	On	Getting	To	Know	Someone	First,	How	Can	You	Serve	

Them?		

Treat	your	potential	clients	as	you	would	treat	the	people	who	are	already	your	

clients.	 	 Attracting	 the	 right	 clients	 isn’t	 about	what	 you	want;	 it’s	 about	 your	

potential	clients	and	how	can	you	fulfill	their	desires.		You	are	here	to	‘Serve	and	

Solve’	Problems,	not	 sell.	 	When	 initially	meeting	 someone,	 find	out	what	 they	

are	 looking	 for	 and	 see	 if	 you	 can	help	 them,	before	 saying	what	 you	do.	 	Ask	

these	questions	to	build	trust	and	a	connection	quickly…		What	brought	you	hear	

today?	 	What	are	you	passionate	about?	 	 Is	 there	anything	you	are	 looking	 for	

today	to	support	you	in	your	business?		
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5.		Pay	Attention	To	Non-Verbals	From	A	Prospective	Buyer	

Communication	is	80%	non-verbal	and	only	20%	demonstrated	by	what	

someone	says.		If	someone’s	arms,	legs,	or	hands	are	crossed	in	anyway,	they	are	

protecting	their	body	and	may	not	be	as	open	and	receptive	to	what	you	say.		

Notice	their	emotion	over	what	comes	out	of	their	mouth	when	they	talk.		

Someone	may	say	one	thing,	but	be	shaking	their	head	another	way.		Trust	how	

their	body	is	reacting.		How	are	they	faced?		Whereever	a	person’s	body	is	

turned,	is	what	they	are	fully	paying	attention	to	any	any	one	time.		Be	sure	to	

make	eye	contact	for	4-5	seconds,	without	looking	at	whatever	else	is	going	on.	

This	creates	a	feeling	of	safety	and	connection	between	you	both.		Anymore	than	

5	seconds	and	you	may	come	off	a	little	creepy.		;)	
	

6.		Acknowledge	Your	Potential	Buyer	

Use	acknowledgement	questions	and	statements	in	all	of	your	conversations	and	

notice	 the	 impact	 on	 your	 potential	 buyers.	 	 Not	 just	 a	 compliment,	 look	 for	

something	brilliant	or	 acknowledge	an	 impressive	accomplishment	about	your	

potential	buyer.	 	People	want	to	be	seen.	 	Depending	on	what	they	share,	what	

they	 are	 going	 through,	 or	 looking	 for,	 be	 sure	 to	 acknowledge	what	 they	 say.		

Often	paraphrasing	what	someone	says	back	to	them	allows	them	to	know	they	

are	being	heard.	 	You	can	acknowledge	them	for	their	courage	for	dealing	with	

pain	 or	 their	 willingness	 to	 step	 into	 adventure.	 	 Ask	 yourself,	 “Why	 is	 this	

person	 so	 amazing?”	 Then	 you	 can	 say…	 “What	 I	 appreciate	 about	 you	 is”…		

“What	I	see	in	you	is”…	
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7.		Keep	Asking	Questions,	Remain	Curious,	Then	Listen	

Always	remain	curious	about	what	your	potential	client	is	saying.		When	you	

allow	someone	to	talk,	it	allows	prospective	clients	to	learn	more	about	him	or	

her.		Second,	you	will	see	if	they	are	a	good	fit	for	your	services	or	not.		You	can	

use	questions	like…	“How	are	you?”	What	do	you	feel	your	biggest	obstacle	is	

right	now	with	that?		“Oh,	tell	me	more	about	that.”		“Very	interesting,	tell	me	

more	about	that.”		“What’s	this	like	for	you?”		“How	is	this	affecting	your	life,	

business	or	relationships?”		Once	you	hear	someone	identify	all	of	their	

underlying	pains	and	obstacles,	you	can	now	understand	how	you	can	help	them	

achieve	their	goals.			You	might	respond	with,	“It	sounds	like	you	are	looking	to	

quit	your	day	job	and	become	a	full-time	coach.	If	we	had	a	program	that	would	

help	support	you	in	that,	would	you	be	interested	in	hearing	about	it?”		Always	

give	a	prospect	a	choice	before	you	move	forward	with	how	you	can	help.	
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Prospecting	

	

	

	

8.		Warm	Calling	

There	is	never	a	need	to	make	cold	calls.		With	the	advancement	of	technology,	

we	have	every	means	possible	to	get	to	know	about	our	buyers	before	picking	up	

the	phone.			A	company	I	worked	for	in	the	past	called	this	PROFILING.		I	love	

this	term!		It’s	stuck	with	me	ever	since.		It	takes	2	minutes	to	Google	search	with	

a	persons	name	to	learn	more	about	them.		Place	someone’s	name	into	the	

search	engines	of	Facebook	or	Linked	in	to	see	what	comes	up.		You	would	be	

surprised	how	much	you	can	learn	about	someone	just	by	looking	at	their	

profiles,	writings,	interest,	and	what	they	enjoy.			
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Or,	call	a	prospects	office	and	connect	with	the	person	answering	the	phone.			Be	

curious.		You	can	get	more	information	about	the	person	you	want	to	connect	

with	from	the	people	that	assist	them	or	even	the	receptionist	answering	the	

phone.	

	

9.		How	To	Get	In	The	Door	

You	can	then	connect	with	someone	by	sending	them	a	message	through	social	

media,	snail	mail	(yes,	people	still	love	receiving	things	through	mail),	or	

emailing	someone	an	article	they	may	be	interested	in	to	break	the	ice.		Take	the	

time	to	notice	a	person’s	connections	on	Social	Media.		You	may	both	belong	to	a	

same	or	similar	group	that	you	can	mention	to	connect	with	them	and	identify	

similar	interests	to	discuss	as	you	contact	them.	

	

Always	bring	value	to	someone	in	order	to	build	a	fast	connection.		A	mutual	

friend	is	a	great	way	to	gain	instant	credibility	and	meet	someone	new.	

Even	having	a	testimonial	or	someone	saying	a	few	nice	words	about	you	makes	

such	an	impact	with	getting	in	to	connect	with	someone	you	don’t	know.	
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Marketing	(Online	or	Offline)	
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10.		Focus	Your	Marketing	Efforts.	

Many	entrepreneurs	and	business	owners	become	overwhelmed	because	they	

attempt	to	use	too	many	marketing	channels.			The	key	is	DO	WHAT	YOU	ENJOY	

and	OUTSOURCE	the	rest.			If	you	know	one	marketing	channel	works	well	for	

attracting	customers	to	your	business,	do	more	of	what’s	working.		Many	people	

end	up	stretching	themselves	to	thin,	wanting	to	learn	all	marketing	activities	at	

once.			Focus	on	3	main	activities	at	a	time	that	you	enjoy	and	bring	in	business.	

Commitment	is	key.		Stay	committed	to	those,	strengthen	your	knowledge	and	

skills,	and	you	will	see	results.	

	

11.		How	Much	Are	You	Marketing?	

Consistent	marketing	to	bring	in	leads	is	a	necessity.		If	you	are	spending	more	

time	working	in	the	business,	consider	restructuring	your	priorities.		You	need	

to	be	spending	at	least	80%	of	your	day	working	on	your	business	engaged	in	

some	form	of	marketing.		This	can	mean	writing	emails	to	prospects,	following	

up	with	people,	networking,	presenting	in	groups,	speaking,	social	media,	ads,	

affiliate	marketing,	joint	ventures	and/or	trade	shows.	Tasks	such	as	data	entry,	

managing	your	accounting,	creating	new	products	or	services	can	be	done	in	the	

off	hours	of	the	day.			Off	hours	consist	of	early	morning	or	later	in	the	afternoon	

when	most	9-5	businesses	are	slow	or	shutting	down	for	the	day.		Get	support	if	

you	find	that	most	of	your	time	is	spent	in	non-generating	direct	revenue	

activities.	
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12.		Remain	Open	And	See	Opportunities	Everywhere.	

Opportunites	exist	all	around	us.		The	practice	is	believing	that	there	is	enough	

buiness	for	everyone	and	keeping	yourself	open	to	attracting	that	which	is	

already	available	for	you.		Some	great	affirmations	to	say	throughout	the	day,		“I	

am	worth	of	receiving.		I	am	open,	willing,	and	ready	to	accept	everything	and	

anyone	that	can	benefit	from	my	service	and	attract	all	that’s	for	my	highest	

good.	”	
	

Everywhere	you	go,	be	open	to	sharing	your	message,	 the	benefit	you	provide,	

and	how	you	help	others.	 	Places	 like	the	grocery	store,	gas	station,	mall,	park,	

coffee	 shop…you	 name	 it…it’s	 possible	 to	 meet	 and	 engage	 with	 others	

everywhere	you	go.		People	buy	from	people	first,	so	be	interested	in	others.		Ask	

them	questions	about	themselves.		The	more	interested	you	are	in	someone,	the	

greater	 trust	will	 be	 built.	 	 The	 practice	 of	 being	 receptive	 to	 new	people	 and	

experiences	will	enable	you	to	attract	more	of	what	you	DO	want.			For	example,	

I	recently	connected	with	my	dental	assistant	at	the	dentist’s	office	and	ended	up	

with	clean	teeth	AND	she	was	interested	in	working	with	me.			
	

13.		Always	Target	Marketing	To	The	‘Wants	And	Desires’	Of	Your	

Customers.			

Ask	your	customers	questions	to	gain	a	deeper	understanding	of	what	motivates	

them	in	life.		Questions	may	look	like	this,	“If	you	had	all	the	money	in	the	world,	

what	would	you	do?		What	means	most	to	you	in	life?		What	is	your	biggest	pain	

or	obstacle	right	now?”			
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People	need	assistance	solving	 their	problems.	 	 If	you	do	this,	more	customers	

will	come	to	you	and	feel	like	you	solve	their	problems.		This	can	also	assist	you	

in	developing	subsequent	products	and	services	targeted	to	meet	their	needs.	

	

Additionally,	 PAY	ATTENTION	 to	what	 your	prospects	 verbalize	when	you	are	

discussing	obstacles	or	 their	wants	and	desires.	 	There	are	words	you	can	use	

back	to	them	to	show	you	are	hearing	them	correctly	to	build	trust.			

	

The	words	they	use	can	also	be	very	helpful	in	creating	marketing	copy	that	will	

attract	other	people	with	 the	 same	obstacles,	wants,	 and	desires.	 	Always	 take	

note	and	use	the	descriptive	words	you	hear	coming	from	your	ideal	prospects	

and	clients.	
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Staying	in	Touch	

	

14.		Are	You	Staying	In	Touch	With	Old	Clients?		

Do	you	keep	in	touch	with	the	people	you	have	already	done	business	with?		It	is	

always	 a	 great	 practice	 to	 follow-up	with	past	 customers	 every	2-3	months	 to	

see	what’s	 new	 in	 their	 life.	 	Maintain	 relationships	 and	 keep	 them	posted	 on	

new	things	you	are	doing.		One	way	to	go	about	this	is	to	create	an	email	list	and	

build	the	relationships	by	offering	value	once	a	week	or	once	a	month.	No	matter	

if	 you	 have	 an	 online	 product	 or	 a	 store-front,	 it’s	 still	 a	 great	 practice	 to	 get	

peoples	information	(name,	mailing	address,	email)	so	you	can	send	them	fliers,	

specials,	 coupons	 or	 any	 upcoming	 promotions/specials	 or	 events.	 	 These	 are	

people	you	can	get	business	from	right	away	because	they	have	already	bought	

from	you	and	you	have	built	 the	trust.	 	Make	 it	a	point	 to	stay	 in	 touch	or	else	

you	 are	 leaving	 money	 on	 the	 table.	 	 And	 who	 wants	 to	 leave	 money	 on	 the	

table?		

	

15.		Ask	For	More	Business.	

When	going	back	to	engage	with	old	clients,	see	what	problem	you	can	now	

solve	in	their	life	and	ASK	FOR	MORE	BUSINESS.		Seems	self-explanatory,	but	I	

often	see	people	being	afraid	to	go	back	and	ask	for	more	business.		If	someone	

has	already	build	trust	with	you	there’s	an	80%	chance	they	will	buy	from	you	

again	if	your	product	or	service	fulfilled	a	need	the	first	time	around.		
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16.		Offer	Special	Discounts	And	Promos	To	Old	Customers.	

This	 is	one	way	to	get	more	sales	 from	existing	customers.	They	will	be	happy	

because	you	are	offering	them	a	discounted	rate.	 	Or,	you	can	inform	them	that	

there	has	been	an	increase	in	your	pricing,	but	you	are	happy	to	keep	them	at	a	

special,	discounted	rate.	

	

17.		Who	Else	Can	They	Refer	You	To?	

The	best	way	to	get	in	the	door	to	new	customers	is	to	be	referred	from	your	

happy,	old	clients.		People	will	buy	quicker	if	someone	they	already	know,	like	

and	trust	recommends	they	use	a	specific	product	or	service.		Everyone	knows	

someone	else	that	could	benefit	from	your	help.		Remember	to	ASK	your	happy	

clients	who	else	they	know	that	would	benefit	from	your	product	or	service.		

Then	see	if	they	would	be	open	to	connecting	you.			

If	they	refer	you	and	the	new	customer	buys,	give	them	something	in	return	for	

their	kindness.			Perhaps	give	them	a		gift	or	percentage	off	subsequent	things	

they	buy	from	you	if	they	refer	you	to	someone	else	that	buys	your	product	or	

service.		Then	they	will	be	even	more	intrigued	to	think	of	someone	that	could	

benefit	from	your	help.	
	

18.		Always	Ask	For	A	Testimional	Or	Review.	

If	a	client	is	happy	after	they	purchased	something	from	you	or	you	worked	with	

them	directly,	please	ask	for	either	a	written	or	video	recorded	testimonial.		

Video	testimonials	are	even	more	powerful	because	someone	will	feel	the	

happiness	of	the	customer	and	resonate	with	what	they	said	and	the	problems	

you	solved	for	them	personally.				Then	you	can	translate	the	video	to	written	

text	when	needed.		
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If	you	sold	a	product,	you	can	also	ask	for	a	testimonial	or	a	write	up	online	after	

they	have	experienced	the	product	or	bought	it	from	your	store.		Always	get	the	

customers	information	so	you	can	follow-up	with	them	to	build	a	relationship	

and	they	will	want	to	buy	from	you	again.		You	can	even	send	them	an	additional	

discount	if	they	say	how	the	product	or	service	affected	them	and	left	a	written	

testimonial	for	you.		If	they	are	happy,	this	will	entice	them	to	take	the	time	to	

write	and	provide	the	review.	
	

	

Upsell	Customers	

	

	

19.		What	Is	An	Upsell?	

What	 is	 an	 upsell?	 An	 upsell	 takes	 place	 when	 you	 manage	 to	 sell	 to	 your	

customer	an	additional	product	other	than	what	they	originally	intended	to	buy.	
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If	 an	 item	 is	 related,	 it	 is	 more	 likely	 that	 the	 customer	 will	 buy	 it	 too.	 For	

example,	 if	 the	 customer	 bought	 an	 I-pad,	 it	 is	 likely	 that	 they	 will	 need	 and	

purchase	an	I-pad	cover	as	well.		This	is	one	way	to	maximize	sales	–	you	offer	a	

buying	customer	an	additional	product	to	buy.		

	

20.		Always	Explain	Why	Upsell	Item	Is	Just	As	Important	To	Orginal	

Item	

As	already	discussed,	 the	extra	 item	offered	 in	an	upsell	 is	 related	 to	 the	main	

item.	It	is	something	that	will	improve	the	use	of	the	main	item.	However,	your	

customer	may	not	always	realize	why	the	secondary	item	is	important.	In	which	

case,	 it	 will	 help	 if	 you	 or	 your	 sales	 representative	 will	 explain	 how	 the	

secondary	item	is	useful	to	the	main	item	(e.g.	explain	how	an	antivirus	program	

will	improve	the	customer’s	experience	when	purchasing	a	laptop).		

	

21.		Offer	The	Extra	Item	As	An	Option	(Not	Forcibly)		

Some	business	owners	or	sales	representatives	go	way	overboard	when	offering	

a	secondary	product	to	the	customer.	Because	of	this,	a	customer	may	get	the	

impression	that	they	are	being	forced	to	make	an	additional	purchase.	The	

customer	may	end	up	buying	both	the	main	item	and	the	secondary	item	but	

because	they	felt	that	they	have	been	forced	into	an	additional	purchase,	it	is	

likely	that	they	will	not	return.	Remember	that	an	upsell	attempts	to	improve	

customer	service	by	offering	a	secondary	product	that	will	improve	the	

customer’s	experience	with	the	main	product.			
	

If	the	secondary	item	is	offered	at	a	discount,	it	becomes	more	enticing	if	the	

customer	is	aware	of	its	value.	This	is	because	consumers	feel	that	they	are	
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getting	an	advantage	when	buying	a	valuable	item	at	a	discounted	price.	

Therefore,	it	is	important	that	you	tell	the	customer	of	the	secondary	items	

actual	value.	Here	is	a	sample	sales	pitch:	“This	headset	is	originally	$100	

dollars,	but	because	you	bought	a	laptop,	you	can	now	get	it	at	$80	dollars.	

	

What	is	a	Cross-Sell?	

	

22.	Cross-Selling	To	Customers	
In	essence,	it	is	similar	to	an	upsell.	But	in	an	upsell,	you	are	offering	your	
customer	an	additional	product	that	is	related	or	is	considered	an	upgrade	
to	the	product	that	they	just	bought.		
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In	a	cross-sale,	you	are	offering	a	completely	different	product.	For	instance,	if	a	

customer	just	bought	a	handbag	from	you	and	offered	him	to	also	buy	a	jacket,	

the	sale	of	the	jacket	is	called	a	cross-sale.	This	strategy	is	ideal	for	businesses	

that	sell	a	wide	variety	of	unrelated	products	and/or	services					(e.g.	a	store	that	

sells	clothes	and	furniture.)	
	

The	 secondary	 item	may	not	be	 related	 to	 the	primary	product.	However,	 you	

need	 to	 explain	 why	 it	 is	 useful	 if	 you	 are	 purchasing	 the	 first	 item.	 If	 you	

managed	 to	 make	 the	 customer	 realize	 its	 importance,	 he/she	 might	 be	

persuaded	to	buy	it.		

	

23.	Offer	The	Product	Only	After	The	Deal	Has	Been	Finalized	At	A	

Discounted	Rate	

Before	you	offer	the	customer	to	buy	another	product	or	service,	make	sure	first	

that	he	already	agreed	to	buy	the	first	product	or	service.	This	will	make	it	easier	

for	 you	 to	 explain	why	 he/she	 (the	 customer)	will	 need	 to	 buy	 the	 secondary	

product	that	you	are	offering.				

In	 a	 cross-sell,	 the	 extra	 item	 that	 you	will	 offer	 is	 not	 related	 to	 the	 primary	

product.	But	this	should	not	stop	you	from	offering	a	discount.	A	discount	always	

makes	the	secondary	offer	more	enticing	to	the	customer.		

	

24.	Be	Persuasive	Without	Being	Pushy		

To	be	 persuasive	means	 that	 you	 have	 the	 ability	 to	make	 the	 customer	 FEEL	

that	 he/she	 really	 needs	 to	 buy	 the	 additional	 item	 that	 you	 are	 offering.	 The	

goal	is	to	appeal	to	their	emotions	and	then	their	logic.		People	buy	on	emotions,	

and	then	justify	it	with	logic.		How	will	the	product	or	service	benefit	them?	Your	
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customer	will	feel	this	way	because	you	managed	to	help	him/her	realize	the	use	

and	value	of	the	secondary	item	that	you	are	offering.	If	you	are	pushy,	customer	

satisfaction	will	drop.			Also,	your	customer	may	no	longer	return	to	you.		
	

	25.	Make	The	Option	Available	Even	After	A	Few	Days	Or	Weeks	

After	The	Purchase		

Just	 like	 in	 an	 upsell,	 the	 discount	 on	 the	 cross-sell	 item	 should	 also	 be	made	

available	 to	 the	 customer	 even	 after	 a	 few	 days	 or	 a	 few	 weeks	 after	 the	

purchase	 of	 the	 primary	 item.	 	 	 However,	 providing	 a	 limited	 timeline	 will	

encourage	buyers	to	take	action	sooner	than	later.	

	

Offer	Promos	And	Discounts	More	Effectively	
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26.	Offer	Samples	Of	New	Products.	Listen	To	Others	Opinions.	

a.	New	products	or	services	(especially	those	that	are	still	unknown	and	those	

that	still	do	not	have	an	established	market	base)	will	need	more	promotion.		

Try	before	you	buy	is	a	great	way	to	pull	in	new	customers	and	learn	what	

people	enjoy.		Many	Internet	marketing	company’s	use	this	strategy.	Use	

discount/promo	offers	to	introduce	new	products.	
	

b.	 	 Listen	 to	 the	 opinions,	 likes,	 dislikes,	 and	 thoughts	 of	 the	 customers	 you	

provide	a	sample	to.		The	words	they	use	and	their	language	is	invaluable	to	you.		

Again,	 their	 language	 will	 become	 your	 marketing	 copy	 you	 use	 online	 or	 in	

person	or	may	result	in	a	new	product	or	service	you	create	to	meet	their	needs.	

	

27.		Attach	Discount	Rights	To	A	Product		

One	way	to	sell	a	product	more	effectively	is	to	attach	discount	rights	to	it.	How	

do	 you	 do	 this?	 For	 example,	 you	 can	 attach	 to	 a	 laptop	 a	 discount	 right	 that	

grants	its	buyer	the	right	to	buy	a	printer	from	you	at	20%	discount.	This	20%	

discount	would	 not	 have	 been	 available	 to	 customers	 that	 did	 not	 purchase	 a	

laptop	from	you.		

	

This	strategy	actually	works	in	two	ways:		

1)	It	makes	the	primary	product	(laptop	in	this	case)	more	attractive	and		

2)	It	encourages	a	buyer	to	buy	an	additional	product	(printer	in	this	case).	This	

strategy	can	result	into	an	upsell	or	a	cross-sale.		
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28.		Attach	Discounts	To	An	Online	Group	Program	

Selling	Online	–	If	you	are	a	coach,	consultant,	or	trainer	then	group	programs		

are	great	in	order	to	teach	specific	material	to	a	large	audience	at	one	time.		If		

someone	can’t	afford	your	one	on	one	programs,	group	programs	are	a	great		

way	to	offer	great	training	tools	at	a	discounted	rate.		You	can	run	calls	with		

training	and	Q&A	with	a	large	group	over	a	concentrated	period	of	time		

(normally	2-4	months).		In	this	way	you	are	not	losing	potential	customers		

you	interact	with	that	still	may	want	to	work	with	you,	but	can’t	afford	the		

investment	in	that	moment.		

One	of	the	best	ways	to	fill	an	online	program	is	to	understand	what	the	main		

pain	and	problems	are	from	the	people	you	interact	with,	then	build	a		

program	targeted	to	their	needs.		If	someone	is	on	the	phone	with	you	and	you		

know	that	you	are	going	to	create	a	program	that	will	fulfill	their	desires	and		

meet	their	needs,	you	can	take	off	a	certain	amount	right	off	the	regular	price		

to	get	them	to	sign	up	right	away.		I	know	this	works,	because	I’ve	done	it,	and		

it	works!		

	

29.		Use	Discount/Offers	To	Revive	A	Declining	Product		

The	 use	 of	 discounts	 and	 promos	 are	 not	 only	 effective	 on	 new	 products.	

Discount	 and	 promo	 offers	 can	 also	 be	 used	 to	 revive	 a	 product	 that	 is	 losing	

sales.	By	offering	a	discount,	you	can	encourage	customers	to	buy	products	that	

they	normally	would	not	buy.		

	

30.		Make	The	Discount	As	A	Limited	Time	Offer	

How	 will	 this	 benefit	 you?	 For	 one,	 it	 will	 encourage	 customers	 to	 make	 a	

purchase	and	decision	as	soon	as	possible.		People	buy	on	emotion	and	justify	
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it	with	logic.	Many	times	people	will	buy	something	right	before	it	expires.	This	

strategy	 actually	 affects	 the	 buying	 behavior	 of	 customers	 because	 it	 brings	 a	

fear	 of	 lack	 or	 loss	 subconsciously	 to	 the	 forefront	 of	 their	 mind.	 	 	 If	 people	

hesitate	they	will	often	get	stuck	in	their	thoughts	and	not	move	forward,	even	if	

something	 is	 for	 their	 highest	 good.	 	 	 Your	 goal	 is	 to	 provide	 the	 benefits	 and	

build	 the	desires	of	why	a	person	would	want	 it	 in	 the	 first	place.	Think	about	

(WIIFT)	What’s	In	It	For	Them?	

	

Offer	Freebies	At	Little	to	No-Cost	

	

31.		Bundle	Your	Products	Or	Services	With	No-Cost	Freebies		

By	including	free	items	into	your	products	or	service	offerings,	you	offer	more	

value	to	customers.	This	enables	you	to	

stand	out	among	competition.		No-cost	

freebies	may	include	other	peoples	

programs,	opt-ins	from	others,	

video/audio	recordings,	passes	to	

conference,	e-books/guides.	

	

32.		Inform	The	Customer	Of	The	

Free	Item’s	Value		

State	 to	 the	 customer	 the	 actual	 value	

and	cost	of	the	item.		Here	is	an	example	

of	 a	 sales	 pitch	 that	 informs	 the	

customer	of	the	free	item’s	value:	“If	you	
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buy	a	laptop	today,	you	will	get	a	150	dollar	headset	for	free.”	Or,	“If	you	buy	into	

this	online	group	program,	you	will	get	an	extra	one	on	one	session	and	a	all	of	

these	other	complementary	courses	or	books	that	will	also	benefit	you.“			

By	doing	this,	your	customer	will	get	an	 idea	of	how	much	they	are	getting	 for	

free.		It	will	help	them	say	Yes	to	you,	and	to	themselves	to	invest.		This	is	a	huge	

tactic	that	can	always	be	used	when	making	an	offer.		It	can	be	used	on	webinars,	

on	stage,	on	sales	pages,	and	even	in	a	one	on	one	conversation	to	share	value.	

	

33.		Buy	Online	Products	With	Resale	Rights		

A	resale	right	gives	you	the	right	to	redistribute	and	even	sell	a	product	that	you	

just	bought.	For	example,	if	you	bought	an	eBook	with	a	resale	right,	you	can	sell	

or	redistribute	that	same	eBook	to	your	customers	after	you	customize	the	voice	

of	writing	to	your	own	and	add	content.		PLR.com	is	one	site	that	you	can	search	

for	similar	books	in	your	industry.		However,	products	with	resale	rights	make	a	

great	giveaway’s	to	customers.	You	only	need	to	make	a	single	purchase.	 	They	

can	also	help	provide	instant	content	for	opt-in’s	on	a	website	and	sales	pages	to	

build	an	email	list	to	build	your	fan	base.	

	

34.		Ask	Your	Supplier/Partners	For	Freebies		

Sometimes,	you	do	not	have	to	provide	the	freebies	yourself.	Ask	your	supplier	

or	build	strategic	relationships	with	others	that	have	products	or	services	that	

complement	yours	so	you	can	offer	them	for	free	to	your	market.	This	will	

provide	additional	value	to	your	own	list	of	potential	clients.			
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In	return,	this	will	give	the	supplier/partner	a	great	deal	of	visibility	to	people	

they	don’t	know	and	can	become	a	lead	generation	source	for	them	to	acquire	

new	clients.	

Advertise	Online	for	Success	

	

35.		Focus	On	Your	Target	Group		

Do	 not	waste	 all	 your	 time,	 energy,	 and	 resources	 on	 advertisement	methods	

that	 attempt	 to	 reach	 everyone.	 Identify	 your	 target	market	 by	 understanding	

who	you	are	currently	attracting,	who	is	your	ideal	client,	and	who	do	you	enjoy	

doing	business	with.			Next,	all	of	your	branding	and	content	you	create	needs	to	

be	targeted	so	it	speaks	specifically	to	this	group.		If	you	are	selling	products	for	

women	for	example,	it	may	not	be	necessary	to	do	extensive	advertisement	that	

would	include	male	audiences.			Using	a	method	called	Split	Testing	will	help	you	

see	which	adds	are	attracting	the	most	clients.		The	more	targeted	you	are	per	ad	

or	the	content	you	create,	the	greater	chance	you	will	attract	your	target	market.	
	

36.		Make	A	Facebook	Fan	Page,	Twitter	Account,	And	Any	Other	

Social	Media	You	Enjoy	

	

With	 Facebook,	 you	 have	 the	 option	 of	 making	 a	 fan	 page	 as	 opposed	 to	 a	

personal	profile	page.	 	A	Facebook	 fan	page	has	many	options	 that	businesses	
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can	 use.	 For	 example,	 it	 has	 advertisement	 options	 that	 can	 be	 used	 to	 reach	

target	customers.	Parameters	such	as	age,	gender,	hobbies,	and	such	can	be	set	

in	order	to	reach	a	select	group	of	people	when	advertising.			

Some	of	these	advertisement	tools	are	paid	features	while	some	can	be	used	for	

free.	 	Be	sure	to	fill	out	all	of	the	information	on	your	fan	page	so	you	can	rank	

higher	in	the	Google	searches	and	be	found	by	others.			

	

You	can	now	also	make	pages	within	your	Facebook	fan	page	to	provide	a	free	

opt-in	for	your	fans	with	content	targeted	directly	to	them.		Once	the	sign	in	with	

their	 email	 and	 name,	 this	 will	 also	 help	 you	 grow	 your	 database	 (list)	 with	

targeted	 potential	 buyers.	 	 Also,	 you	 can	 have	 someone	 setup	 affiliate	 links	 to	

your	 target	market	within	your	 fan	page	on	Facebook	to	make	money	right	on	

the	spot!		

	

A	Twitter	account	can	also	be	used	to	advertise	your	products	and/or	services.	

Consistency	 is	key.	 	Provide	valuable	 content	on	a	 consistent	basis	 and	people	

will	want	 to	 follow	you.	 	You	can	also	comment	on	others	 tweets	and	 list	your	

link	back	to	you.		Or,	follow	others	so	they	will	then	return	the	favor.	The	more	

followers	you	add,	the	more	users	will	read	your	tweets.			Each	of	these	will	help	

you	rank	higher	in	the	Google	search	and	help	to	attract	free	traffic	to	your	sites.	

There	are	many	more	social	media	avenues,	but	I	won’t	be	going	into	all	of	them	

in	this	ebook.	
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37.		Announce	Sale	And	Promo	Dates	Through	Your	Online	

Advertisement	Channels		

Your	advertisement	 channels	 include	your	website	and	any	other	 social	media	

pages	 (Facebook,	 Twitter,	 Linked-in,	 Instagram).	 Once	 your	 customers	 realize	

that	you	announce	sale	and	promo	dates	via	these	channels,	they	will	be	moved	

to	 regularly	 check	 your	 website	 and	 your	 social	 media	 pages.	 This	 is	 good	

because	 they	will	 always	be	 exposed	 to	 your	online	 announcements.	Also,	 you	

will	get	a	lot	of	traffic	on	your	sites.		

	

Both	 Facebook	 and	 Linked	 in	 have	 groups	 you	 can	 join,	 request	 to	 join,	 and	

become	an	active	member.	 	 Speak	up	and	share	value	 in	online	groups.	 	Allow	

people	to	get	to	know	you.		Again,	consistency	is	key	in	these	areas	as	well.		Once	

you	 keep	 sharing	 content	 and	 free	 valuable	 information	 people	 will	 start	 to	

notice	you	and	you	will	build	trust.	You	can	then	make	an	offer,	it	will	get	noticed	

and	people	will	buy.	

	

38.		Link	Your	Websites		

If	you	have	several	websites	and	social	media	accounts,	it	is	a	good	idea	to	link	

them	together.	How	do	you	do	this?	In	your	main	website	for	example,	you	can	

provide	 a	 link	 to	 all	 your	other	websites.	And	 in	 your	Facebook	page,	 you	 can	

also	provide	a	link	to	your	Twitter	page.	This	way,	you	customers	will	be	able	to	

connect	to	you	in	more	ways	than	one.	
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Break	the	Competition		

	

39.		Stay	Current	With	Market	Research,	Promotional	Activities	Of	

Your	Competetors	In	Your	Target	Market.	

You	cannot	expect	 that	your	competitors	will	be	stationary.	Like	you,	 they	will	

seek	ways	to	stand	out	amongst	the	competition.		

Practice	staying	aware	of	all	trends	and	what’s	working	and	not	working	in	the	

marketplace	related	to	what	consumers	are	buying.		Actively	seek	out	what	your	

competitors	 are	 doing	 and	 become	 aware	 of	 their	 promotions	 and	marketing	

activities.		However,	know	that	one	size	does	not	fit	all.		The	key	is	finding	what	

activities	resonate	with	you	and	your	audience.		Also,	know	that	it	doesn’t	matter	

how	far	along	someone	is,	it’s	best	to	move	forward	with	your	own	vision	and	be	

confident	 in	what	 you	 are	 selling.	 	 There	 is	 enough	 business	 in	 this	world	 for	

everyone.	

	

40.		Always	Check	Price	Comparisons		

It	 doesn’t	matter	what	market	 you	 are	 in,	 this	 is	 important	 so	 you	don’t	 price	

yourself	out	of	the	market	or	devalue	your	service	offerings.	The	most	common	

method	 used	 by	 companies	 to	 break	 the	 competition	 is	 to	 offer	 a	 competitive	

price	(lower	than	other	sellers).	This	is	why	you	need	stay	updated	on	the	price	

changes	that	your	competitor	makes	and	always	price	according	to	the	value	you	

bring,	relative	to	the	market.	
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41.		Always	Offer	Something	More		

GIVE,	 GIVE,	 and	 GIVE	MORE	VALUE.	 	 After	 doing	 a	market	 research	 and	 after	

researching	the	activities	of	your	competitors,	you	will	need	to	device	a	market	

plan.	To	stay	competitive,	you	must	always	offer	 something	more.	 	People	will	

remember	you	if	you	give	an	offer	so	irresistible	that	they	can’t	resist.		Perhaps	

you	discount	your	pricing	or	offer	more	bonuses	if	someone	takes	action	to	buy	

right	away.		People	will	remember	you	if	you	go	up	and	beyond	in	providing	the	

maximum	amount	of	value.	
	

	

42.		Improve	The	Variety	Of	Your	Products/Services	To	Get	More	

Sales.	

People	 love	 options.	 You	 can	 stand	 out	 amongst	 the	 competition	 by	 offering	 a	

wider	variety	of	products,	services,	or	plans	in	your	store	that	complement	one	

another.	 People	 love	 to	 have	 the	 ability	 to	 choose,	 especially	 when	 they	 are	

online.	So	it’s	a	good	idea	to	have	other	product	offerings	on	your	website	that	

may	 or	 may	 not	 be	 yours	 so	 your	 visitors	 will	 be	 more	 tempted	 to	 make	 a	

purchase.	
	

43.		Offer	Numerous	Payment	Methods		

This	is	a	good	strategy	for	online	or	in	person	sales.	Customers	around	the	world	

use	different	payment	methods.	If	you	are	selling	online	and	a	customer	wants	to	

buy	a	product	or	service	from	and	you	only	accept	a	PayPal	connected	to	a	bank	

account,	you	may	lose	a	customer	wanting	to	use	a	credit	card	instead.	You	will	

lose	money	by	not	offering	easy	payment	methods.		Same	thing	in	person,	make	
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it	 easy	 for	 someone	 to	 purchase	 from	 you.	 	 Always	 have	 multiple	 payment	

methods	wherever	you	are	selling	so	you	don’t	leave	money	on	the	table.	

	

	

	

	

Close	More	Sales		
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44.		Always	Plan	And	Schedule	Next	Steps	

When	you	are	on	the	phone	or	in	person,	never	leave	a	meeting	without	getting	a	

subsequent	meeting	scheduled	and	on	the	calendar	for	follow-up.		People	get	

busy	and	getting	in	touch	can	often	be	difficult.			Make	sure	you	agree	on	a	date	

and	time	and	honor	that	commitment	whenever	you	connect	with	someone.	
	

	

	

	

	

	

45.		Enroll	Someone	In	What	You	Are	Selling	

“Enrolling”	means	allowing	potential	clients	to	see	the	opportunity	to	get	

	what	they	want.		When	you	shift	to	“enrolling,”	there’s	zero	pressure,	and	it	is	

actually	easier	for	someone	to	choose	to	work	with	you.	

Your	job	in	a	consultation	or	first	meeting	even	in	a	store	is	NOT	to	convince	

someone	why	working	with	you	is	a	good	idea.	

Your	job	in	a	consultation	or	initial	conversation	is	to	help	potential	clients	make	

a	commitment	to	moving	toward	what	they	truly	want.		Once	they	make	this	

commitment,	it’s	much	easier	for	them	to	choose	to	work	with	you.	

Share	the	benefit	of	what	you	sell…if	you	are	busy	telling	them	about	the	

functions	of	the	product	or	the	days	of	the	week	the	program	will	start,	you	have	

lost	them.			How	can	your	product	or	system	save	them	money,	time,	health,	or	

relationships?		
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46.		Ask	For	The	Sale	

Some	of	the	biggest	reasons	people	don’t	get	the	sale	is	becaues	they	don’t	ASK	

the	prospect	to	BUY.		Many	times	it’s	the	fears	that	come	up	that	prohibit	people	

from	asking.		Don’t	allow	fear	to	get	in	the	way	of	asking	for	the	order	or	asking	

for	referrals.		Believe	in	yourself	and	know	that	you	are	doing	a	disservice	if	you	

don’t	ask	for	“the	close”.			
	

47.		Use	Closing	Questions	And	Statements	To	Get	People	To	Move	

Forward	

Are	you	ready	to	make	some	big	changes	in	your	life?	

Get	them	excited	while	asking	a	closing	question.	

This	will	also	pull	out	any	objections.	
	

It	makes	since	to	me,	wouldn’t	you	agree?	

This	is	an	“Alternative	Close.”	

Then	let	them	respond	and	listen.	

They	can	either	say	yes	or	no.	

If	they	say	yes,	congratulate	them	and	let	them	know	you	will	take	care	of	

all	the	details.	

A	maybe	is	still	a	no.	

	

How	would	you	like	to	pay	for	your	product	or	service?	

This	is	called	a	“Peripheral	Close.”	

All	of	these	are	great	ways	to	direct	the	attention	toward	an	easy	item	to	

say	yes	to	and	lesson	any	pressure.	
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48.		Welcome	Objections	

The	more	objections	you	hear,	the	more	someone	is	interested	in	buying.			If	

someone	asks	what	you	charge,	that	is	a	positive	buying	question.			Practice	

always	allow	the	prospect	to	ask	first.			

	

If	there	is	an	objection	around	money,	you	haven’t	shown	them	enough	in	the	

conversation	how	your	product	or	solution	will	benefit	them.	

	

However,	it’s	never	about	the	money	or	time.		If	someone	sees	enough	value	in	

what	you	are	offering,	they	will	find	a	way	to	get	the	money.		If	not,	help	them	get	

creative	and	resourceful	in	how	they	can	come	up	with	the	money.		People	will	

also	make	the	time	for	something	they	value.	

	

49.		Offer	Warranty	Or	Guarentee	

Customers	 want	 security	 on	 the	 products	 that	 they	 buy.	 	 In	 stores,	 there	 is	

normally	 a	 limited	 time	 you	 can	 take	 something	 back.	Warranties	 are	 a	 great	

way	 to	 gain	 commitment	 and	 reduce	 fear	 a	prospect	may	have	 in	order	 to	 get	

them	 to	move	 forward	 and	buy.	 	 	 If	 you	 are	 selling	 a	 service,	 you	may	want	 a	

Happiness	 Guarantee	 for	 after	 a	 month	 of	 services.	 	 This	 will	 allow	 your	

customer	to	feel	comfortable	moving	forward	and	sway	their	buying	decision	to	

a	YES.		Or,	perhaps	a	14	or	60	day	money	back	guarantee	if	they	do	all	the	work	

and	can	show	you	the	lack	of	results.	

	

50.		Welcome	Inquiries	From	Customers		

Make	 sure	 that	 your	 customers	 can	 contact	 you	 after	 they	 made	 a	 purchase.	

They	may	have	more	questions	about	the	product/service	they	bought.	You	may	
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think	that	this	is	bothersome,	but	this	actually	gives	you	a	chance	to	make	new	

offers	 to	 old	 customers.	When	 they	 call,	 make	 sure	 that	 you	 address	 all	 their	

concerns	 and	 see	 if	 they	 are	 open	 to	 hearing	 about	 something	 else	 that	 may	

make	their	life	easier.		

	

Conclusion		
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It’s	 clear	 that	 running	 a	 business	 takes	 time,	 dedication,	 and	 the	 knowledge	

about	how	to	make	sales.		Sales	is	the	engine	that	will	make	your	business	run	so	

please	 reference	 this	 list	 as	 many	 times	 as	 needed	 to	 assist	 in	 your	 business	

growth.			

	

All	tactics	and	strategies	mentioned	in	this	eBook	are	situational	in	nature.	

Before	applying	any	of	them,	make	sure	that	they	are	applicable	to	your	

business,	your	market	niche,	and	the	nature	of	your	products/services.		

	

This	is	a	sampling	of	the	many	strategies	I	teach	to	grow	business.		If	you	are	in	

the	beginning	stages	of	building	a	business	or,	you	have	a	business	you	want	to	

grow	and	take	to	the	next	level,	please	send	an	email	to	Stacey@staceyellen.com	

and	let’s	take	you	and	your	business	to	the	next	level.	

	

Wishing	you	extraordinary	success,	

	
			


