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The Four Key Skills for
Winning Competitive Sales

« Competitive Positioning

— Market your industry EXPERTISE
* Proposing to Needs, Not to Budget
» Access to the Inner Circle

Negotiating on Value, not Price
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Value, Price,
And Vendor Selection

Your Company

Your Competitor
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Proposing to Needs, Not Budget:
The “Two Options” Approach

* Option A: At Budget
— Always presented first

— What can be provided for what the
customer wants to spend

« Option B: Ignores Budget
— Always presented last

— |Is always the ideal solution
— Ignores the issue of cost
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Why It Works

« Competitors will sell to budget
— Proposals will be similar
— All will address the same issues

 Dominant Predator sells to needs
— Key Skill: Client Needs Analysis

— Recommendations are unigue

— Address issues competitors overlook
— Negotiation takes place on this option



Access to the Inner Circle
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Three Keys to Gaining Access

Completely
identify current process
competitive control
position
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Three Strategic Steps
to Galning Access

« CONFIRM thatthe < Say this:

decision influencer “If we set the price
. Issue aside for a
by obtaining moment, how do

you feel so far
about what I've
shown you?




Three Strategic Steps
to Galning Access

* Ensure that you e Say this:

CLEARLY “Assuming that we
IDENTIFY how are selected as
and by whom the your supplier, if
decision will be that happens, what
made! will your decision

process be, and
who else besides
yourself will be
involved?”




Three Strategic Steps
to Galning Access

_ « Say this:
* Provide the “It has been my
T et experience that these
justification needed by other people will have
: : different questions and
your influencer to give concerns regarding your
you access to the firm’s requirements.
: . . With this in mind, as a next
others In the decision step, | would like a second
meeting to include yourself
process. and these other people

prior to submitting a
proposal. This will ensure
that my recommendations
are the best possible fit for
your needs.

CLOSE for agreement: “Can you help me to arrange this meeting?”



How To EStablish Control
of The DECISION Process

« Once you have « Recommend a logical

identified: next step that works to
* Your competitors your advantage.
* The members of — "Here is what |
the Inner Circle would like to
« The decision recommend we
process they will do:
utilize e First:
* Then:
 and finally:

— How does this
sound to you?”

() IVIH




Your Strategy:
Gain Access to the Inner Circle

A _ oy M= = The INNER CIRCLE
® - Your COMPETITION P = Your PRESENTATION
i = Your INFLUENCER D =The DECISION




Negotiating against competition:
“Your price is higher than

b

—— p—

* First, always make two assumptions
— They have decided they want to buy from you

— They do not feel your asking price to be unreasonable




Next, ask these three guestions

* |s this what you want?
* |s price the only concern?

* |f agreement on price, ready to move
forward?

« NOW...... negotiate
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Follow me online!
Selling Tips
"Quote of the Day”
Value-Filled Skill Articles

www.linkedin.com\landychase
twitter.com\landychase

facebook.com\landychase
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