
6. The Sales Process 

A. The Sales Process involves a series of carefully planned steps salespeople follow to 

keep their selling efforts ‘in sync’ with the normal and natural way in which buyers 

make purchase decisions.   

 Why is it important that our selling activities follow the customer’s decision 

making process (i.e. their Buying Cycle)? 

 What are some benefits of using s systematic Sales Process? 

B. There are four distinct stages of the Sales Process.  These include: 

 PREPARATION: 

 The first stage simply includes everything you do to plan ahead and make 

sure you are well prepared for every farm visit. 

 Why is preparation so important at the initial stage of the Sales Process? 

 How does good preparation help to sell ‘you’ as someone the prospect might 

want to do business with? 

 What are several things salespeople can do to be prepared, organized and 

ready to do business on every sales call? 

 INVESTIGATION: 

 We heard the statement, “Farm clients will not be interested in hearing what 

you have to offer unless they feel you understand them, their situation and 

the challenges they face.”   

 Why are good questioning and listening skills so important in helping the 

prospect to conclude we are someone they might want to do business with?   

 In addition to uncovering problems and needs, how do questions help us to 

understand the prospect’s deeper concerns, fears and other issues that may 

affect their purchase decision? 

 How do good investigation skills help us to bond and build rapport, and 

nourish a relationship that will last for years down the road? 

  



 AGREE ON NEEDS / PRESENT: 

 Prior to presenting our solutions, we need to pause, step back and receive 

confirmation we accurately understand the prospect’s situation, wants and 

needs. 

 Many salespeople launch into their presentation after the investigative stage.  

Why is it important to obtain ‘agreement on needs’ before proceeding 

further? 

 GAIN COMMITMENT: 

 After we have asked good questions, listened carefully, and after we have 

agreement that our understanding of the prospect’s needs is correct; it is 

time to present, discuss pricing and then ask for commitment to  

move forward.  

 Why is it important to try and delay discussion of pricing until this final stage 

of the Sales Process? 

 What are some things you do at this stage to make sure any last minute fears 

and concerns are addressed? 

 We heard the comment made, “If the Sales Process is carried out correctly, 

the commitment stage should be the easiest part for you and your prospect."  

Discuss what is meant by this statement. 


