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SELLING IN
VOLATILE TIMES
If you embrace these fresh sales strategies today, you'll be successful despite the current
situation. And, when things turn around, you'll be unstoppable.

1. Deepen Your Expertise
To avoid irrelevance with today's savvy buyers, you need to become an invaluable resource. Make sure you can clearly articulate your
value proposition. Study your prospect's relevant issues. Know what’s shifting within the industry now and how that may impact the future.

2. Challenge Your Prospect's Thinking
Uncertainty breeds complacency with the status quo. Give your prospects a mental jolt. Show them they can achieve better results by
making a change. Educate them on how other customers have addressed similar issues to keep going.

3. Reduce the Risk Factors

Because change is riskier and no one has dealt with a pandemic before, you need to deal with the issues head on. Boldly address any
potential showstoppers. Propose fewer options or smaller initial orders/projects to make it much easier for prospects to say yes.

4. Amplify Your Prospecting Platform
During tough times, you need more quality prospects in your pipeline. Create customer- enticing events (webinars, seminars) focused
on business challenges. Form strategic alliances with other sellers who target the same decision makers.

5. Expand Your Share of Customer
Your existing customer base is an untapped goldmine. Brainstorm ways you can better serve them. Identify issues they may have.
Think about how you can help them achieve their objectives. Then bring them ideas and insights.

6. Boost Your Productivity
In an uncertain marketplace, it's critical to maximize your customer-facing activities. Use Sales Enablement tools to identify
opportunities, research prospects, alert you to changes, conduct online meetings and develop relationships faster.

7. Optimize your Effectiveness
To be a serious contender in a shaky market, you need to relentlessly pursue excellence. Be rigorous in evaluating how you can
improve. Conduct sales experiments to find how you can achieve maximum effectiveness in each customer interaction.
“That's what it takes to be successful in volatile times. You have the capability to impact every one of these things by yourself. You don't
have to wait for your company to take action. You don't have to wait till your prospects have money in the budget. When you turn
yourself into an invaluable asset, you give your customers the confidence they need to make courageous decisions.”

To get more fresh sales strategies and free resources, visit: www.JillKonrath.com
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