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Remember: We get over 3500 unique hits per day!!!

Make it a great week,

Your Systems News Team

What We Do
For our members: we provide the best resource to advertise their
If you would like to be listed for a company and used & new office furniture inventories by keeping top
particular service in your area, please search engine ratings and sending relevant weekly newsletters.
contact info@systemsnews.com
for details. For the consumer: we make it easy to have free and open contact with
our Systems News members so they can easily source new, used and
remanufactured office furniture and facility services on a national basis.
Systems News, LLC What We Wondét Do
P.O. Box 4583

We never sell leads back to our members, nor do we accept any
commissions on transactions. All potential clients can access our
members directly with no intervention or fee from Systems News.

Chesterfield, MO 63006-4583
Phone: 636-536-9694
Fax: 636-216-5744
inffo@systemsnews.com
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Dealing With "NO"

One of the hardest things for a sales person to deal with is a flat refusal, which is perhaps

why cold calling is one of the most disliked activities. If, however, you can turn a refusal into

an interesting and valuable experience, then your job can become much more interesting!

Donét take it
It's easy to think, but If you take this position, you
are going to be a very sad person. Sales is full of
rejections. You need at least to learn to put failures
behind you. Look forward. There are many more
people out there who are desperate for what you
are selling.

Be objective. Separate the problem from the
person, just as you might when you are selling. In
fact you can sell to yourself the benefits of (this
time) not completing the sale.

personal | y Leavethe dooropen

Thank the person for their time and for listening.
Appreciate their situation and why they are not
ready to take things further today (note the
assumption that they may be ready another day).

Never take revenge, even with little snide remarks,
because that will mean that at minimum they will
never buy from you or your company again and
maybe they will take revenge on your revenge,
such as calling your boss or complaining about
aggravation.

Learn from it
Take the opportunity to learn from what happened. Think about the
conversation, what was said and how it flowed. Think about the body
language and voice tone. Were there any key moments when things
went awry? How might it have been different? How might another
person act and talk, perhaps a sales person you admire?

After telling them that you accept they are not ready now, you may
also ask them for feedback on how you performed as a sales person
and how you can be more effective. This can be effective sometimes
for re-opening the door as they realize you are a concerned person.

If you have a good sales article or piece of advice, and would like to share it, please email mgvatyard @weworks.us

"The worth of a life
solitary success. ~
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Have an powerful week.
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