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                                The Ultimate Sales Tool Kit




Six Things To Do When You Lose A Sale

Sometimes deals are lost when a customer says “no”. Other times it is when a customer backs out after the order is already signed. While you cannot choose what happened to cause the lost sale, you can choose your response. And since the fate of your sales career will be determined greatly by the quality of these choices, it's vital you make the right ones. Take time to go over the following six things to do when you lose a sale and begin turning apparent losses into great gains.

1. Save the sale! Don't give up too soon. Dig, dig and persist until you either resurrect the deal or honestly determine the deal is dead.

Sales expert and author Ralph Roberts estimates that 75% of “lost deals” can be saved if the salesperson will stay positive, persistent and creative.
2. Find out why. The feedback you receive can help you improve and make the lost sale pay you back many times in the future.

Ask the customer: “I'm always trying to improve my skills, so please tell me why you decided to wait/buy from another, etc.—you won't hurt my feelings. You'll help me get better.” Then learn from the response. 
3. Stay in touch with the customer. You may have lost a battle but you can still win the war.

Many times a customer regrets their decision to go elsewhere almost immediately after their purchase. Keep your foot in the door. Keep them on your follow up  list and call and ask: “How are they treating you?” “Is everything ok?” 
4. Thank them for their time. Send a thank-you card. This one act differentiates you from 99% of salespeople. Never underestimate the power of a two line thank you note.
Not only will this set you up for future referrals and purchases from this client, it will make an even higher-impact impression if the person making the sale hasn't followed up. 
5. Ask for a referral. If you follow the above steps, referrals will be even easier for you to gain from a sale you lost.

Don't be afraid to ask for referrals. Many times the reason a prospect bought elsewhere will not inhibit them from sending you their friends. By asking, you also keep the door open for a future relationship with the lost-sale customer. 
6. Move on! If you view a lost sale as a learning opportunity you will be ready to move on and make the next sale---which is probably right around the corner.

Don't take the loss personally. It's part of the business. Believe in the laws of numbers and know that this lost sale just moved you closer to your next deal.
Always remember: While you cannot choose what happens to you, you are still responsible for choosing the right response to what happens to you. And the quality of your response will determine the quality of your career—and your life!
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