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                                The Ultimate Sales Tool Kit




Check Out Your Product Knowledge
Do you know what your best selling products/services are in your organisation, do you find yourself being particularly strong at selling one product but week at selling others? Chances are it’s down to the level of product knowledge you have. When you have the depth of product knowledge it increases your level of confidence, when your confidence is increased so is the level of enthusiasm you put into presenting the product, this in turn stimulates a customer to be excited towards the product which in rapidly increases the number of potential sales you could make. Likewise when you have no real depth of knowledge on a subject you tend to move away from bringing the subject into conversation so reducing the number of potential sales you can make, sometimes if the matter is approached you may find yourself rambling on, the customer identifies the bullshit and you loose respect.

In a nutshell product Knowledge can either make or break a sale.

In order to help you develop an understanding of the minimum level of product knowledge that you should have consider the following points.

1. What features, advantages and benefits of your product would you relate to a customer who was interested in... 

	Safety:
	

	Performance:
	

	Appearance:
	

	Comfort & Convenience:
	

	Economy:
	

	Dependability:
	


2. What is the depth of your knowledge in these areas? Are you just skimming the surface, or are you addressing real issues that will hit hot buttons with customers? Can you list several features, advantages and benefits in each category? And more importantly, can you list advantages and benefits-or just features. Remember, a feature tells what it "is", the advantage explains what it "does" and the benefit relates what it "means" to the customer. Customers buy benefits, not just features. Anyone can give "feature" presentations. Pros in sales run the whole lot.

3. Who is the chief competitor for your products/services... and what advantages do you have over them? In this case it's important not to start "knocking" the competition simply make solid comparisons that show a factual advantage of your product/service. Guard yourself against using broad, general, exaggerated statements that they cannot substantiate. Today's customer is far more educated than ever before and is likely to have researched any major purchases. 
4. Do you have testimonials from customers, copies of product quality ratings (J.D. Power, Consumer Reports, etc.) to back up claims of product superiority and build value with the customers? Telling a customer. "This product was rated number one by Consumer Reports in quality" is not nearly as convincing as showing a customer a copy of the "results" in print.

Sharpen yourself in all areas of product knowledge, ancillary products, the competition and your own brand often. It's not enough that you know the features of your products or services. Can you relate advantages and benefits; intelligently comparing to competitor's products and back up their claims with evidence? The answer to these questions will separate the professionals from the pretenders in your business.
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