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Sales talk viii
Create a dialogue 1
Always be preparing 3
Sharpen your critical skills 5
Open with a focus on your customer 7
Relate to your customers 9
Position your questioning 11
Develop a questioning strategy 13
Think questions 15
Develop deeper need dialogues 17
Focus on how skillfully you 

ask questions 19
Listen effectively 21
Position your message 23
Assess your competitors 25
Use objections to move forward 27
Check for customer feedback 29
Don't negotiate too early 31
Treat closing as a process 33
Leverage all resources 35
Follow up flawlessly 37
Validate the opportunity 39
Make it happen 41
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