
Do you have a set office day? If not, what day(s) could you target?

o  Monday  o  Tuesday o  Wednesday  o  Thursday o  Friday  o  Saturday o  Sunday

Which of your talents do you use to organize?  

What talents help you plan?    

What fun do you add during the day to energize you?   

  

Where do you network?   

  

How do you find new prospects?  o  Referrals o  LinkedIn o  Google o  Tradeshows o      

  

How do you keep track of where you are in the sales process? Do you have a system or use an app like SalesForce?   

What's your current elevator pitch? (see p2)   

  

How do you make yourself memorable?  

  

What’s your annual $      monthly  $       or weekly $      target?

How many people do you need to talk or connect with to make this happen?     

CRAFTING A COMPELLING STORY 

1. Ask questions —it could be what they love about their current product or if they’re upset, ask what  

happened?

2. Breathe and count to 30 while the person accross from you thinks of a response

3. Listen for what their problems are, and ask them what they’ve learned from that or what needs they have

4. Ask if you may share some suggested actions or ways that you can help?

How do you celebrate your wins (small and big)?   

  

WHAT IS YOUR SALES PROCESS?
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WHAT IS YOUR SUCCESS FORMULA?

1. Write down the different action steps you took to close your last 10 accounts

List the different actions you took from where you found them, how you initiated contact, elevator pitch, etc.

  

  

2. Compare them side by side. What do they have in common? Apart from the variables, can you see a success formula emerge?   

 

   

YOUR ELEVATOR PITCH not your product

1. What’s your name?  

2. When people ask you what you [love to] do—what you do, what do you respond?   

  

3. Who do you do it for?   

4. What do they want and need? What is a big problem that your prospects have?  

 

5. How do they change or transform as a result of engaging with you? How will they feel when the problem goes away?  

6. So, what do you do?  

For me, this would be “Hey, I’m Pia. I’m an intuitive business + life coach who reignites visionary leaders to new possibilities.”

7. YOUR PERSONAL STRENGTHS TAGLINE. This is what your dominant talents bring and how you approach life - Your 

personal brand. As you narrow down the words in your report for each of your dominant talents and add your BP10™ talents, 

words or sayings will start to emerge. It’s what drives you to be or do what you do. For me it’s “Connecting People to Possibilities.”  

Your turn:   

So, these are illustrations of who you are independent of what you sell and what your role is. To create one for your professional role 

repeat the exercise with what your role is. Remember to integrate your personal brand into the story. 

Pick one product feature that stands out and have a couple more prepared for when they ask you, or save it to next time :) Now go 

out there and get them! How much fun can you have with this?!
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WHAT IS YOUR SALES PROCESS?


