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Thank you for downloading my “5 Questiong EVERY Sales Rep Should
Angswer BEFORE Summer” worksheet.

Before we dive head first into the questions, I want to explain the
problem solving/brainstorming technique we're going to be using.

Whenever you want to think a challenge through, use the following fill
in the blank question...

In what ways can I (fill in your challenge here)

So let's say you're looking to come up with ideas on how you can sell
more thi¢ summer;

You would ask yourself . ..
In what ways can I sell more this summer?

This problem solving/brainstorming technique can also be used with
your saleg team by changing the wording to . . .

In what ways can WE (fill in your challenge here)
Make senge?

Then let’s start with a few questions to get you thinking about the
summer gelling seacon!

Carve out some quiet thinking time to answer the following questions,
and by all meang, harnegs the collective brain power, of your sales team
ag welll Unless of course, you work with idiots and then that might be
counterproductive ©
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Question Numero Uno
If you're feeling a tad concerned about your pipeline going into summer;
In what ways can I keep this from happening again next year?

To guide your thinking with this exercige, I want you to think about
both your activity levels leading up to the summer months, as well as
your selling <kills, that might need some polishing, in order to keep you
from repeating history next year. I mean, summer is probably going to
happen again next year, right?
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Question Number 2
Potential cliente love to uge the summer as an opportunity to stall so;

In what ways can I offer a compelling reason to meet NOW, instead of

in September?
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Question Number 3

Since you're going to be hearing “Call me back in September”, quite a
bit;

In what ways can I respond to the “Call me back in September” stall?

To guide your thinking with thic exercice, I want you to look at the
compelling reasons you compiled as a regult of anewering Question # 2

Try to come up with at LEAST 3 responges.
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Question Number 4

There’s a really good chance that your competitors might “Mentally
Check Out” this summer <o;

In what ways can I keep up my appearances and outwork my
competitors this summer?
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Question Number S

Sometimesg, the REAL challenge, liec in our belief that summer ic a
problem inctead of thinking about the OPPORTUNITIES summer could
present, so;

In what ways can I leverage the summer selling season?
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Congrats!

You now have more optiong than you did
before and more ways to approach the
summer gelling seacon!

Would You Like 75 More Ideas?
Come join ug for our Virtual Sales Camp
program.

Click HERE to learn more.
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