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 The Ultimate Sales Tool Kit – Over 2000 Tips to sell more cars




The Power Of An Evidence Manual
Consider the importance of using an evidence manual to sell professionally. Even if you already have one, read the ideas in this article to make what you have even better. It goes without saying that many people are too lazy or indifferent to put together an evidence manual. But those who step up and do so have an insanely unfair advantage over the spectators who sit around and wonder what might have been. 

An evidence manual is simply a presentation book professional salespeople put together to build value in themselves, their product and their company. There is not one right or wrong way to put together an evidence manual. Below are some tips for getting yourself started on the road to more professional selling: 

1. Designate A Product Information Section: 

This section will feature information on your product or service. This can include promotional information your company provides, write-ups in magazines like Consumer Reports, facts, figures or statistics that explains what your product does and why it's worth the money. It's helpful to subscribe to industry magazines as they can provide an endless supply of third-party information and endorsements for your product/service. 

2. Designate A Competitive Profile Section: 

Often times your manufacturer will provide you with data on how your product compares with the competition. This is extremely useful to differentiate the superiority of your product and when you can show this to a prospect it can take them out of the market for shopping any further. This, too, is information you can get from industry journals, over the Internet, etc. With points 1 and 2, you can tell your prospect that part of your job is to make sure they have all the information necessary to make the best decision, so you'd like to present some facts that will make their decision better and easier. Remember, people fear making a mistake and the more fear you can eliminate through solid, hard data, the better your chances of making the sale.

3. Designate A Testimonial Section: 

This section can include copies of complimentary letters or customer survey forms you receive from the happy customers. This section is strong! People may not always believe what a salesperson claims, but it's hard to dispute the opinions of others who have bought from you. You can use this section with your prospect by telling them that you have a number of customers who have been pleased with your product and personal service and invite them to look through to see for themselves. Most people are curious enough to look at a couple and even those who don't will be sufficiently impressed that you have a section on this and it will go a long way toward moving them to the sale.

You don't have to limit your evidence manual to these sections, but these three should certainly be in your book. Some salespeople put pictures of their family, their pet, etc. to show that they are a 'real person.' Don't feel that you have to have a 100-page manual to begin sharing this with customers. Just get started. Between the information your company sends you on the products you sell, information available on the Internet and all those customer surveys you have stuffed in a drawer someplace you probably have more than enough information to get started. 
Most salespeople will not go to the trouble of putting together and continually updating their evidence manual. Those who do have a far superior value-building mechanism and a very, very powerful closing tool than the spectators in sales making average incomes and living average lives.
All you’ve got to do is choose!
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