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An individual person sells the first machine to a 

customer, the product support teams and the work they 

do in providing exemplary service to the customer 

thereafter determines if you will get the replacement 

machine for your dealership. This is not an easy task. 

There are many moving pieces that are required to be 

done consistently and at high levels of performance. 

Providing solid marketing and professional selling 

skills will determine how effectively this is done. 

 

Six steps for successful selling 
 

Many people look on the sales profession as something 

less than honorable. After all, we’ve all heard stories 

about the “snake oil salesman” at the county fair. A lot 

of people are intimidated with the prospect of trying to 

sell something. It’s not the easiest thing to do. I 

remember when the dealership I was working at 

wanted me to go into sales. To be honest, the prospect 

scared me. But many years later, and too many sales to 

enumerate, I have a different perspective. If you know 

me, you have heard me say that selling is as old as the 

hills: everyone sells something. Sometimes we are 

selling products or services and sometimes we are 

selling ideas. But the selling business is a tough career. 

 

You have to combine a series of attributes that don’t 

often coexist in one person. Let’s see, you must be 

personable, disciplined, a good listener, understand 

people, know the products and services you sell, know 

your competition, be a business person…and a heck of 

a lot more. 

 

Here, however, I want to explore the steps in the sales 

process as a means of exposing all that goes on in the 

selling world: 
 

 Research (Gather information) 

 Objectives (Set targets) 

 Questions (Listen closely) 

 Benefits (Feature the advantages) 

 Objections (Overcome with facts) 

 Closing (Don’t give up) 
 

These six elements are the pillars of selling. You won’t 

have consistent, predictable results without working 

through all six of these elements. 

 

Research 

The starting point in every pursuit in life is doing the 

research. You must get information on the 

customers—on their needs, their wants, and their 

biases. You must have information on your products 

and services and on their features and benefits. You 

must obtain information on the opportunity. What is 

the life cycle of the products being used? What is the 

consumption pattern of parts and service? You have to 

have information on your competitors—their products, 

their supply chain, and their customers. What is the 

relationship your customers have with your company? 

What do they purchase and what don’t they get? How 

long have they been a customer and what is their 

payment pattern? There is a lot to learn. 

 

Objectives 

Once we’ve done the research, we will be in a position 

to determine what it is we want to accomplish with 

each customer with each product and service we have 

available. This is serious work. What do you want to 

achieve in sales volume? Since sales is a 

commissionable job function, this is the task of 

determining what your income is going to be for the 

coming year or longer. This is putting up targets by 

which you can measure your performance. Selling is 

about adapting to the answers you get from customers 

and becoming more effective. So, determining the 

objectives is critical to being successful in selling. 
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Product Support Selling and Marketing 

Questions 

To be good at selling you have to be a good listener. 

It’s not just about talking and making presentations. 

You need to listen to learn what it is the customer 

wants, needs, believes, knows, and what their biases 

might be. This is not as easy as it sounds because the 

type of questions, I’m talking about are open-ended 

questions. These are the kind of questions that cannot 

be answered with a “Yes” or a “No.” They require an 

explanation. In other words, we want to get the 

customer talking at length to us. 

 

Benefits 

Then there are the aspects of your products or services, 

your company, and even yourself that are going to be 

present during the life cycle of what it is you’re 

selling. Typically, we are talking about features and 

benefits. Features are more for those of us selling. 

Benefits are for the customer. But without good 

knowledge of the features, you will not be able to 

convince customers the benefits you are talking about 

will impact them. I believe a good salesman never sells 

anything. The customer always buys something. 

 

Objections 

Now we come to the element many people find 

difficult and which I believe is the essence of selling. 

Objections you receive from a customer during the 

selling process are extremely helpful. Objections tell 

us what the customer doesn’t yet understand about 

what we are selling. They tell us what the customer 

doesn’t like. In fact, they tell us everything we need to 

do in order to obtain a sale. In most of my work, I go 

for a trial run early in the process so I can get to the 

objections earlier. Remember, you have to make the 

customer’s objection be something specific, not vague. 

They cannot simply say, “I don’t want it.” or “I don’t 

like it.” Selling is about overcoming objections with 

positive facts and reasons and knowledge. 

 

Closing 

Obviously, we have to get a sale to make everything 

work. This here is the area of insecurity. Many 

salespeople will hesitate to ask for the order due to the 

fact they think the customer will say no. Well, how 

will we ever get a sale if we don’t ever ask for the 

order? It is absolutely necessary to go for it. And if 

“No” is the answer you get, then there is still work to 

do. Find out why. Have the customer be more specific 

about what they object to and then work on 

overcoming the objection, so you can ask for the order 

again. Do so until the customer says “Yes please.” 

 

 

Class References 
 

Sales Preparation | Sales Presentation 
 

Learning Without Scars 
 
As a third-generation educator, it is 
easy to say that teaching and training 
are in the blood for Ron Slee. From his 
beginnings as a coach, through his time 
at McGill University, Ron developed a 
foundation for the work he does today. 
 

 
Learning Without Scars provides comprehensive online learning 
programs for employees starting with an individualized skills 
assessment. These assessments allow us to then create a 
personalized employee development program. From their 
assessed skills, the employee is asked to select from classes 
designed for their skill level which allow them to address the gaps 
in their knowledge level. This allows the employees to move 
through four progressive categories of learning: Basic, 
Intermediate, Advanced and Expert. 

We have numerous contributors to our 
‘Socrates Says’ blog from all over the 
world covering a range of topics. There is 
industry specific contributions and we are 
sure you will find something that is 
relevant to your job. Please see our 
website for more details. 
  

We have a range of podcasts for your 
listening pleasure. Please visit our 
website to discover a series of Candid 
Conversations with industry leaders and 
experts, Class overviews to learn more 
about our online education, Lessons 
Learned in teaching and podcasts on 
general topics of interest. 

 

This quarterly newsletter is offered for 
free. Please visit our website to sign up to 
receive industry specific information in 
areas such as parts, service and sales. We 
highlight some of the issues people face 
in their jobs. We ask that you share this 
newsletter with your peers. 

 
Your opinion is important to us! We are 
always looking to help people through 
engaging material. If you have a question 
or a specific topic you would like us to 
cover in a future newsletter, please email 
Ron ron@learningwithoutscars.com 

 
Follow Us On Social Media 

 
 
 

 
 

 

 

https://www.linkedin.com/in/ronsleedesertgroup/
https://twitter.com/RonSlee/
https://www.facebook.com/Learning-Without-Scars-108272491586876
https://learningwithoutscars.com/classes/selling-preparation/
https://learningwithoutscars.com/classes/selling-presentation/
mailto:ron@learningwithoutscars.com?subject=Newsletter%20Feedback

