STUDENT OUTLINE

The Five-Step Selling Process
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LEARNING OBJECTIVES:  

a. TERMINAL LEARNING OBJECTIVE:  Without the aid of reference, conduct a sales presentation incorporating the five step selling process.

b. ENABLING LEARNING OBJECTIVES
(1) Without the aid of reference, define the methodology of the five-step selling process.

(2) Without the aid of reference, given a scenario, list the steps of the five-step selling process.

(3) With the aid of reference, given a checklist, identify the elements for each step in the five-step selling process.

(4) Without the aid of reference, during a sales presentation, identify when each step in the five-step selling process would be utilized.

OUTLINE  

1.  Methodology of the five-step selling process.  The foundation for the five-step selling process is Professional Selling Skills Core. PSS Core is known as the need satisfaction selling process. It requires that a customer’s needs be identified then supported, any possible concerns addressed and that the interviewed be closed when all benefits have been accepted.  There are three elements that should be considered:

a. Discovering. PSS Core allows us to discover what is import to the customer. This discovery helps us understand how we can help satisfy his or her needs.

b. Persuading. The art of persuading an individual to want what we offer and make a decision to join the Marines. A positive attitude will be key during the transition from initial contact with a likely prospect to contracting them into the Corps.

c. Exploiting Success. Following a formula allows you the chance to exploit success. Remember a definition for insanity is doing the same thing over and over again expecting a different result. 

2.  The steps that make-up the selling process.  The art of professional selling can be considered persuasive leadership that influences an individual to make a decision about their future. There are basic techniques that can be followed and repeated to produce a positive result in the selling process. They include the following five steps:

a. Presales.

b. Introduction.

c. Interest.

d. Conviction and Desire.

e. Close.

3.  Presales.  There are a few things to consider before learning the elements to the presale. Consider the importance of accumulating information about you customer before he/she steps into your office. Also, anticipate potential needs that customer my have based on information you already know. And finally consider any potential concerns they my have regarding the Marines. The bottom line is to be prepared prior to the sales interview.  There are ten elements that make-up the presales:

a. Be present.

b. Square away the office.

c. Collateral Material.

d. Benefit tags.

e. Marine Corps Opportunities Book.

f. Enlistment Screening Test.

g. TV/Video.

h. High School List.

i. ASVAB List.

j. Complete Enlistment Package. 

4.  Introduction.  It is important to remember the power of establishing rapport with the customer. It is the conversation step of the sales presentation that relaxes the customer and sets the stage. It gets the customer in the mode of really listening to you and how the Marine Corps can affect their life. There are eight elements to the introduction:

a. Greeting.

b. Handshake.

c. Name Exchange.

d. Reconfirm the Appointment.

e. Establish Rapport.

f. Screening.

g. Think Mission Letter.

h. Re-screen.

5.  Creating Interest.  This is where you find out what is important to the customer and support their needs.  You find out what he/she is really interested in by using the following six elements:

a. Opening the Interview.

b. Two yes answers in a row.

c. Five good friends have I.

1) Who – influences you the most in your life?

2) What – type of work do they do?

3) When – I show you how to become successful, when do you want it?

4) Where – do you see yourself going from here, if you don’t join?

5) Why – did you choose the Marines, why do you want to join?

d. Plot the conversation.

e. Benefit Tags.

f. MCOB.

6.  Conviction and Desire.  A Recruiter uses their own conviction for the Marine Corps to create the desire in the prospect to enlist. You can’t express the greatness of the Corps if you don’t believe it yourself. There are six elements for conviction and desire:

a. Enthusiasm. The last four letters stand for I…AM…SOLD…MYSELF

b. Knowledge.

c. Harkins Principle. (People buy on emotion, and defend the purchase with logic.)

d.
Proof Sources.

1) D – emonstration

2) E – xamples

3) F – acts

4) E – xhibits

5) A – nalogies

6) T – estimonials

e.  
Scale 1 – 10.

f.  
Trial Close.

7.  The Close.  Whenever you open any dialog with a customer you always close at the end. Closing a call requires you review accepted benefits, propose next steps for you and the customer and check for acceptance. Then formulate an action plan requiring customer committment to you and the Corps.  There are several styles that can be used during the close yet they all require customer commitment.  Here are several closing techniques:

a. Direct Close.  A direct close is a question of commitment- “Let’s start the paperwork.”

b. Challenge Close.  Challenge their ability to be able to handle enlisting. “I’m not sure if you have what it takes to be a Marine”.

c. Puppy Dog Close.  Have an extra set of Dress Blues in the office and have the prospect wear the jacket looking into the mirror. Ask them what they see.

d. Ben Franklin Close.  Take a sheet of paper and make two columns a why or why not, Marines or College, Marines or Other Services, etc.

e. Three Devil Close.  Tell the story of the three devils. 
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