
FIRST-TIME
LEADER

This is a cheat sheet for Miller and Heiman’s strategic selling steps.
1. Set the single sales objective
a. Specific, measurable, time-lined, outcome-focused

2. Identify the buying influences involved (economic, user, technical, coach)

a. Response mode of each buyer (growth, trouble, even keel, overconfident), needs and wants 

b. Win-results for each buyer

c. Red flags

3. Develop a sales strategy

4. Outline the proposition

5. Pre-sell the proposition

6. Propose the solution

7. Close and follow up
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