
Selling Like a Rockstar 



What you need to know 

1.  Selling	
  is	
  a	
  game	
  –	
  a	
  sport,	
  you	
  are	
  NOT	
  going	
  to	
  
die	
  when	
  you	
  hear	
  the	
  word	
  “no”	
  

2.  There	
  are	
  only	
  3	
  answers:	
  “yes,”	
  “no,”	
  and	
  “I	
  don’t	
  
know”	
  	
  

3.  Scratch	
  that…	
  there	
  are	
  only	
  2	
  answers:	
  “I	
  don’t	
  
know”	
  means	
  “NO”	
  

4.  When	
  you	
  don’t	
  ask	
  the	
  answer	
  is	
  ALWAYS	
  “NO”	
  



Pain Management 

Your Job is to relieve your 
prospects pain. 

What is their pain??? 



Pain Management 

They want more business! 

They want more money! 

Can you relate? 



Can you relate? 

• Of course you can 

•  Level with them one biz owner 
to another… 

• Build rapport 



5 steps to closing 

1. Rapport 

2. Asking Questions 

3. Solving 

4. Pre-Empting 

5. Asking for Action  



rapport 

• What is rapport? 

•  Simple: it is relating/empathizing 

•  Show interest/Let them talk, talk, talk… 

•  Say “I can relate” or “that makes sense 
to me” 
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Asking questions 
•  Ask about background 

•  People love to share their 
story 

•  Let them! 

•  Lead in to sale with: “what 
are you doing that’s working 
in your marketing?” 



Solving 

•  Start building Ammo 

•  Explain how you understand their 
situation and have a solution that 
directly relates 

•  Power phrase: “does that make sense?” 



Pre-Empting 

•  Overcome objections before they 
even think of them 

•  Common objections:  
– no time, no money, no budget, this won’t 

work… 

•  Power phrase: “some people think…” 



Asking for action 

•  Never end a call/meeting with “what do 
you think?” Instead, ask for a decision. 
You may soften it by asking if it makes 
sense to pursue this idea… 

•  Never start a call/meeting without an 
actionable agenda 
–  “In our meeting I am going to ask you to 

be ready to make a decision do buy or 
not buy. Either way, there’s no 
pressure, we will always be friends, 
but to make sure we are not wasting 
each other’s time, can you agree to be 
open to making a decision?” 



10 Rules to Business 

RULE # 1: ASK FOR THE MONEY 



10 Rules to Business 

I forgot the other 9 rules… 



As Always… 

KEEP ROCKIN! 


