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About The Workbook  

 
Elinor Stutz broke through barriers long before doing so was popular. 
Against all the odds, she defied the theme, "women can't sell" to become the 
top producer at every company she ever worked, all the while ignoring the 
nasty attempts to get her to quit.  
 
The workbook begins by walking readers through the steps of recognizing 
what they wish to achieve in business.   Readers receive step-by-step 
instructions throughout the entire sales cycle.  Stutz uses her experiences to 
share the best of what she learned throughout the years.  Her mission is to 
help more people to succeed. 
 
Examples include how to turn 'no' into YES!' and turn cold calls into warm 
calls.  The goal of the workbook is to motivate readers to revise their 
approach, so they may develop a loyal returning and referring clientele - the 
definition of the Smooth Sale! 
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The Smooth Sale Toolkit  

Selling Strategies for Building Business 
Swiftly and Smoothly 

 
1.  Soul Searching � 

2.  Questions to Answer Before Launching Business 

3.  How To Turn ‘No’ Into ‘YES!’  

4.  Turn Cold Calls Into Warm Calls 

5.  Proper Execution of e-Mail for Positive Response � 

6.  The 3-S’s Strategy That Attracts You Desired Clientele � 

7.  The Right Questions to Ask Throughout  

        The Entire Sales Cycle 
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1. Soul Searching 

We frequently hear that to be successful we are to follow our passion.  
As entrepreneurs, we are free to do as our hearts direct.   On the job, 
however, it is up to us to at least find our ideal clientele.  As you read 
through the material, numerous blank lines exist for you to capture your 
immediate thought.  Take the time to fill these in while recognizing 
change is a forever process.   

Give thought to your current prospects. �  Which hurdles do you need to 
overcome to turn each into a client?  
 

 

 
 

 

 
 

 

As you consider your current prospective clients, create a running list of 
possible new ones as they come to mind. 
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Write down your ideas for jumping over each hurdle as you progress 
through the material. Consider past prospective clients who did not 
become your clients.  

Ask yourself: �  Can you apply past lessons as you move forward? List 
the reasons you were given for losing the sale, and then list why you 
believe the sale fell through.  

 

 

 

 
 

 

What might you do differently in the future? I 

 

 

 

 
 

 

Is it possible to re-connect and start over?  

 

Words of Wisdom:  

Believe in your capabilities, know you can, do not let others deter 
you, and stay away from negative people!  
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Mark Twain said it best: � 

“If you believe you can you will, and, 

if you believe you can’t, you won’t!” 

Take this quote to heart and practice “Yes, I can!” 

�A good attitude toward your business produces greater results.  

 
Mindset � is Everything 

Your Mindset is the prelude to developing a successful business.  There 
are three points to developing a returning and referring clientele.  The 
flow begins with demonstrating you are credible and to be trusted.  
Finally, the customer experience that includes service and living up to 
agreements is to be superior in every way. 

Satisfying the three points of trust, credibility and service will have 
your clients doing business with you whenever a need arises. 
Accordingly, they will not be concerned about price, nor will they shop 
the competition. Instead, they will think only of you!  

Take a moment to think of a service you continually use without 
shopping the competition.  Why is this so?  “Is it the ease of doing 
business or the price?”  

Almost always, a decision is based upon all around service and the 
value received each time. By providing an outstanding service and 
continually showing you care, price will diminish as an objection.  

Answer these questions: 

• What is your set of ethics?  
• How far will you go for a sale?  
• What are you willing to accept? � 
• Do you pledge not to deviate from these guidelines?  
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Capture the points demonstrating a lack of ethics from what you 
have witnessed and heard on the news: 

 

 
 

 

 
 

 

Last, are you able to step up say ‘no’ yourself? 

List the times you wish you had rejected an offer but did not, and 
the lessons learned from the experience. 
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2. Twenty-Eight Questions to Launch  
    A Successful Business Pipeline 
 

1. Who are the first five prospects who comes to mind ? 

 

 

 

 

 
 

� 

2. What are your end goals with each prospect?  
 

 

 

 

 
 

 

3.  Why will a dialog (continuing or new) take place? � 
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4. Which questions remain and need asking? � 

 

 

 

 

 
 

 

5. Are you aware of all the problems or gray areas associated with the 
stated issues? � 
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6. Which stage of the sales cycle are you in?  For example, a pre-call, 
first appointment, they are interviewing other vendors for 
comparison, or, are you to write a proposal?  Write the stage down 
for each prospect. � 

 

 

 

 

 
 

 

7. What are your next steps for each?  

 

 

 

 

 
 

 

8. What are the obstacles standing in your way? 
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9. What are the alternatives for solving the obstacles and objections? 

 

 

 

 

 
 

 

10. Replay the previous conversation(s) in your head - how can you 
turn that information into positive results? 
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11. Have you delivered on all requests by the prospect in a prompt 
fashion?  

 

 

 

 

 
 

 

12.Are there other pieces of information required? � 

 

 

 

 

 
 

 

13. Are you familiar with companies competing within each of these 
accounts?  
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14. What is the competitors’ spin on the issues versus yours?  

 

 

 

 

 
 

 
15. How do you excel in doing business and how can you best convey 
the message? 
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Large Company Prospects:  

16. What are the priorities governing the decision making process at the 
highest level?  

 

 

 

 

 
 

 

17. Have you called at the highest level possible; if not, which are 
missing from the list? � 

 

 

 
 

 

18.Who are all of the decision-makers within the account? � 
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19. Note where you do and do not have a group consensus. 

 

 

 

 

 
 

 

20.What additional information do you need to deliver an effective 
proposal and finalize the sale? � 
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21. Capture what else is in need of clarification: 

 

 

 

 
 

 

Entrepreneurs and Small Business Prospects:  

22. What are the priorities and challenges of each?   

 

 

 

 

 
 

 

23. Is there a similarity in the outcomes your prospects are seeking?   
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24. Have you uncovered further needs and offered additional 
suggestions? The purpose is to provide a unique solution that solves the 
problem well and potentially build the sale further. 
 

 

 

 

 
 

 

25. Do you have enough information to ask for the business or is there 
something else waiting for clarification?  
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Uniform Purpose for All Clientele 

     26. Is the stage set for repeat business, referrals and testimonials?  

 

 
 

 

 

 
 

 

27. Who are the possible peers with whom to collaborate and further 
build plus attract business? 

 

 

 

 

 
28. Is it time to hire a coach to get to the next level? Ask for 
referrals from trusted peers. 
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3.  Embrace The 3 Behaviors To Turn ‘No’ Into ‘YES!’ 

Finding the reason for ‘no’ is your marketing research. 

The word ‘no’ can mean many different things. Most often it is a 
request for more information. It is up to you to determine the correct 
meaning.  You will also want to know why you repeatedly receive the 
one answer you don’t want to hear.   

The better way to handle the objection is to ask, with humor in your 
voice, ‘what does no mean to you?’  For example ‘no’ could mean: 
“not now,” “down the road,” “I need to secure the money for the 
budget from another department,” or “do not contact me ever again.” 

In order to minimize objections and turn ‘no’ into ‘Yes!’ consider 
internalizing the following three behaviors so that they become habits.  

Showcase each new habit at every stage of the sales cycle. 

 
Behavior #1: Question, Listen and Qualify  

Selling is no longer telling or high-pressure tactics. Building 
relationships first by demonstrating a willingness to learn and 
understand the prospect’s business is the winning strategy.  Assume the 
role of a consultant.  By asking questions, listening to the answers, and 
asking additional questions, for a deeper understanding, gains 
admiration.  

Aligning with demonstrating you are to be trusted, is to admit when 
you do not understand a term or concept.  Ask for further explanation.  
The client will admire that you have the confidence and the genuine 
interest to inquire.  You will set yourself apart from most of your 
competitors. 

 ‘No’ can happen anywhere along the sales cycle, particularly, if 
specific questions were not asked or left unanswered. Begin viewing 
‘no’ as an educational opportunity. Upon hearing the word, 
immediately begin to find out the root cause. By doing so, you will 
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advance the learning curve far more quickly, and become successful in 
a shorter timeframe.  

Clarify objections by using the prospect’s vocabulary. This is an 
effective technique that helps the person realize you are trying your 
best to understand their needs and work towards finding a solution.  

For example, many years ago I was told,  

“If only I knew someone who knows you well and can provide a good 
recommendation, I would hire you.”  

The remark was so incredulous, I repeated back,  

“You mean if I find someone who knows both of us, then you will hire 
me?”  

“Yes” he responded.” � 

A week later, I called the man back to ask,  

“Remember telling me that if I met someone we both knew and would 
provide a good recommendation for me, you would hire me?  

Upon remembering those words, there was an awkward moment of 
silence.  Next, came the offer for me to join the team. Hearing you use 
their words, your prospects cannot deny the verbiage is theirs.  They 
begin to see you as being on the same page. More importantly, they 
hold you in a positive light.  

Once you repeat back your prospect’s words, and you both take the 
time to clarify meaning of what was said, it signals a willingness to 
listen to more to see if an arrangement may be worked out to 
everyone’s satisfaction.  

Proceed with caution here by continually stopping to ask if there are 
further questions. Should it appear that there is a need for your services, 
the next step is to determine if you and your prospect are a good fit for 
one another.  Otherwise, should a sale be made, you may regret the 
effort in making it happen.  A poor fit will only waste your time and 
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have the profit eaten away with unnecessary time-consuming requests.  
My philosophy is to always enjoy your work.  

At the end of the sales cycle, it is still possible to recover an initial 
answer of ‘no,’ if you have an outstanding rapport with the prospect. 
Two inquires are to follow.  

1.  Upon being turned down, immediately inquire as to the reasoning 
for being turned down.  

2.  Ask if you are able to resolve the current issues, and can come up 
with a satisfying solution, if you will still be in the running to earn the 
business.  

If the ‘no’ is final, then view the experience as your marketing 
research. Most businesspeople fail to find the benefit. They are too 
angry. Remove yourself from the emotional aspect. Become an 
inquisitor. Get down to the root cause as to why you are being turned 
down. The prospect owes you the information.  

Diplomacy works in most instances.  Humbly state that it will be 
helpful to know why you are being turned down.  The understanding 
will help you do better in the future.  Use your findings to avoid 
repeating the same errors while increasing your success ratio.  

Capture past reasoning for why you were turned down and the lessons 
learned: 

 

 

 

 
 

 

Behavior #2: Persistence  
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Did you ever take ‘no’ at face value and give up? Write these instances 
down and reflect on a better method for handling similar situations in 
the future.  

 

 

 

 
 

Make Perseverance Your Habit 

When roadblocks occur, find alternate routes to get to goal. Ask more 
questions. Be persistent when objections arise. Provide thoughtful and 
intelligent answers to questions. If you do not know the answer, 
promise to research it, and provide it in a timely fashion. Be prudent in 
following-up.  

Do not give up until you try every avenue imaginable. Step back from 
the emotion of the sale to analyze the situation at hand with as little 
bias as possible.  For example, do you miss the loopholes, or overlook a 
possibility? What will happen if you try another strategy?  

Capture the thoughts that come to mind: 

 

 

 

 
 

 

Resolve to work differently in the future. Is it possible to re-visit these 
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prospects in a friendly frame of mind to find if anything has changed?  

If you still cannot prevail, do not delete the contact information. Stay in 
touch with everyone by periodically sending updates about your 
business or send notes when you read something of interest about 
theirs. Alternate your methods of contact and occasionally just call to 
say “hello” and ask if anything has changed.  

By remaining in touch, the prospect will get the idea you will actually 
work to earn the next sale.   Working to earn a sale is a rarity.  Most 
often, your competition only attempts a quick hit. Taking your time to 
build credibility and trust will pay off.  Over time, circumstances do 
change, and you will be invited back in.  

 
Behavior #3: Attitude  

When you begin each sales cycle, whole-heartedly believe in yourself 
and the service you have to offer. At the same time, question the 
integrity of each request made of you. Are you being asked something 
that you normally wouldn’t do? If so, are you able to draw a line in the 
sand and say ‘no’ to a difficult prospect?  

If the prospect proves to be too difficult, it takes confidence to 
withdraw your offer of help and walk away. Cut your losses and don’t 
look back. Remember, you cannot sell to everyone, so pick the type of 
prospect you like the best and work with that model.  

Once you allow yourself to say ‘no,’ and are stronger because of it, you 
will be on your way to turning your prospect’s ‘no’ into a ‘Yes!’ 
Knowing your limitations and your focus portrays a sense of 
confidence and professionalism that will resonate with your prospect.  

Now you are on your way to viewing objections as your roadmap for 
finalizing the sale.  Your prospect is trying hard to understand what you 
are saying. They are merely requesting more information. Listen and 
answer well.  The extra step is to ask whether your answer satisfies 
their question, or if they are in need of further details.  Most often, you 
will be able to turn the ‘no’ into ‘Yes!’  
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Strive to become a thought leader and become a business resource for 
your prospects and clients. Share all information and resources you 
come across. Refer clients to leads relevant to their business. Be 
generous in helping, and you will be remembered when the time comes 
for repeat business, referrals and testimonials.  

 

The Result of Internalizing the 3 Behaviors  

By applying the three behaviors to every step of the sales cycle 
will have you turning ‘no’ into ‘Yes!’ with ease and grace.  The size of 
each sale will be larger�, and sales will be more frequent.  The bonus is 
in maintaining an overflowing sales pipeline and relieving much stress.  
The end result is to cultivate repeat business, referrals and testimonials.  
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4. Turn Ice-Cold Telephone Calls Into Warm Calls 
Use the two-pronged approach 

Throughout the sales cycle, begin each communication from the other 
person’s point of view. The concept is similar to when you approach 
someone you know, and ask, “How are you?”  

I advise others to begin approaching their prospects as if they were 
approaching potential friends rather than commission dollars. This one 
small change in behavior will make an enormous difference in your 
outcome.  

In this section, I will address the coldest of contacts – no introduction, 
just calling from a list your boss hands to you.  The frustration that 
normally set in can encourage many to quit.  But seeking another job 
will only produce similar experiences.  It’s best to motivate oneself to 
perfect what is required.  And then the time will come to advance your 
career. 

The first instances of ‘no’ typically occur with either a voice mail or an 
e-mail. They each begin the sales cycle.  Unfortunately, most are not 
properly executed.  The email is deleted and the phone rings but there 
is no answer, and the voice mail is ignored.   

My recommendation is to use a two-pronged approach of combined 
voice mail and e-mail messaging.  The strategy works close to 100% of 
the time.  By using the system, you demonstrate consideration for your 
prospect and respect of their time. No one else cares the same way, and 
it will put you in the lead. But before we get into how to execute this 
strategy, there is background work to be done first.  

Before you begin to apply the two-pronged approach, research the 
company website.  Examples of what to look for include: 

• Mission statements 
• Philosophy 
• Executive profiles and where they went to school 
• Financials of publicly traded companies 
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• Company clients 
• Awards 
• Reviews and Testimonials 
• Repeated vocabulary throughout the website 
• Industry news and financials 
• Competitors   

The more you know about a company and its industry, the better you 
will be able to assess their needs in advance.  The advantage is in being 
able to tailor your approach to appeal to their specific business 
objectives.  

Take time to imagine the difficulties they may be facing in regard to 
what you have to offer and how your product or service could benefit 
their business.  Once you gain contact with the person, match some of 
their vocabulary and their thinking. You will instantly establish 
credibility and be able to elicit your prospect’s attention.  

Live Voice  

Listen for how the telephone is answered.  For example, does the 
person refer to herself as Susan or Sue?  Address the person 
accordingly. Listen if the voice is harried or relaxed. If the voice is 
rushed, ask if they prefer you call back. When you do call back, have a 
notation of the original date of the call and state you are following up 
on their request to call back. They are now obligated to listen.  

Assuming the person is relaxed when you first call begin with a 
question to catch their attention. The question should relate to the 
information on their website and the service you have to offer. The 
prospect should immediately see a connection and the reason for your 
call. The goal is to intrigue them to hear more instead of hanging up.  

If your question is posed well, the prospect’s brain will want to 
formulate a better than normal response.  Listen for the answer to 
respond appropriately. Announce who you are, and why you asked the 
question. Let them know your solutions for business might be just the 
thing for them, but then ask if they have time to talk further or prefer to 
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set an appointment.  

Voice Mail Tips:  

1. Stand for added energy � 

2. Smile � 

3. Sound enthusiastic and proud of your service � 

4. Listen to how the phone is answered, such as Rosalyn or Roz; 
then address �her accordingly � 

5. Begin from Rosalyn’s point of view � 

Most people will begin voice mail by announcing who they are and 
which company they represent. This is the point of no return. There is a 
very high chance the phone will click upon hearing the start of a cold 
phone call or message.  

People will not take the time to listen if your message isn’t well-
crafted. They will immediately erase the message without fully 
listening to it. And, I can almost guarantee there will be no response for 
call backs.  

Address how you will alleviate any challenges they are currently 
facing. Most of all, the message is to be of interest and short.  

Considering the tips outlined above, let’s consider a couple of scenarios 
of how to help you succeed in getting through.  

Formulate a question relating to their company and your services.  For 
example, Smooth Sale is a sales training company offering many 
services and products. If I were to cold call a Vice President of Sales, I 
might say:  

“Is your team on track for achieving their anticipated goals, or would 
you be interested in possibly improving their performance?  

If their answer is, “Yes, I am interested ...” it will provide a green light 
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to proceed.  

If you are selling staging services for real estate, you might leave this 
message:  

“Are you interested in increasing foot traffic by 25% for viewing your  

home? If so, I am...”  

The point of the message is to catch the other person’s attention and 
have them listen to its entirety. However, your message is to be 
attention grabbing and very short. Keep your message to less than one 
minute.  Practice delivering the verbiage before you make the official 
call.  Leave your phone number twice in case one number is not heard 
correctly.  

Your very last statement in the voice mail should be,  

“I will send a duplicate e-mail so that you may select your preferred 
style of communication.” 

This statement sets up the expectation that you will send an e-mail for 
their benefit. Doing so, your e-mail will not be viewed as spam and 
more likely will be read. It also demonstrates that you are willing to go 
out of your way to find and accommodate their preferred 
communication approach. The other party will be far more likely to 
read your e-mail.  

Sending the e-mail promptly is your first test for following up on 
promises. By doing so, you will demonstrate your credibility and 
trustworthiness.  

e-Mail Checklist  

After you compose your e-mail, and before you send it, do the 
following:  

1. Check for the correct spelling of prospect’s name and company � 

2. Spell check your document � 
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3. Read the message aloud to hear if the verbiage needs improvement. 

4. Check that all promised attachments are included  

5. Verify your signature is exactly how you want it to appear  

The following is a critique of a real-world e-mail sent to me by a 
manager who was stymied as to why his sales representative could not 
bring in one sale during the nine months in which she was employed. 
All names have purposely been removed.  
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5.  Executing Proper e-Mail for Improved Response 

“The Before” �“I have tried to reach you a few times now via phone, but 
I have not been successful. I was wondering if you had a chance to look 
over the information I e-mailed you. Also, we can do a conference call 
with John Doe to brainstorm on how to put a promotion together that 
will work for you. As I mentioned before, John thought giving away a 
trip to the Hall of Fame would be a good idea, on the show. He is very 
creative and I am sure we can come up with a very cost-effective 
promotion for the show.  

Please give me a call when you have a chance.”  

Critique  

1. “I have tried to reach you but I have not been successful”  

Sounds exasperated and that the prospect is letting the salesperson 
down, making the prospect the bad guy.  

2. “I was wondering if you had a chance to look over the info...”  

Again, the choice of words puts a burden on the prospect to do the 
work. If the information were e-mailed, a time should have been agreed 
upon to read and talk about it over the phone or in person.  

3. “John thought giving away...”  

Now the salesperson is trying to elicit a response with a creative idea 
but this is the wrong time and place.  

4. “...cost effective promotion”  

If the two have not yet talked, I would not talk about cost over e-mail.  

5. “Call me...”  

Once again the sender is putting the burden on the receiver of the 
message.  There is no evident reason as to why the person will want to 
call, let alone do business. 
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Relationship Building via Email 

The premise of Smooth Sale sales training is in relationship building 
first with relationship selling to follow.  I begin the process by taking 
on the mindset of the prospect.  

Revising the above example of a poorly crafted email, comes the 
following example: 

Subject Line:  Follow-up to phone call 

First Sentence: Given your hectic schedule, I realize that pressing the 
reply key will be easier for you than calling me back.  

The example first sentence almost guarantees a response for me.  

Revised Message: 

Per my telephone message (so they don't think you are crazy repeating 
yourself and/or spamming them) - your company's philosophy is 
“customer’s care first” and we specialize in relationship building. I 
believe it would be wise for us to meet. I have Tuesday or Thursday at 
either 9 or 10:00 am - (choices of A&B not yes or no.) If your schedule 
does not permit these times, please give me a choice of dates and times 
and I will try to arrange my schedule to meet yours.  

Summary:  Do you see how this elevates the prospect in importance 
and will make him/her more likely to set an appointment?  

The mention of a proposal should ever appear in an exploratory e-mail. 
Otherwise, the focus of the message appears to be shamefully on the 
goals of the seller and not those of the prospect.  

The only communicative strategy the e-mail is to contain is the lead-in 
as to why the prospect will want to meet with the salesperson.  

By showing consideration and respect as outlined above, the likelihood 
of an appointment increases tremendously.  

Last Sentence:  Replace, “Call me,” with the following:  
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“Knowing you are very busy, I will continue to try to reach you but will 
not leave messages each time. I am looking forward to connecting with 
you soon.”  

The e-mail should be 1-2 short paragraphs, with a thank you at the end. 
Using this two-pronged approach will greatly increase your percentage 
for getting appointments.  

Testimonial regarding the two-pronged approach:  

One client had this to say,  

“Holy crap, this stuff really works! I was trying my own style to get an 
appointment for the past six months. I figured there was nothing to 
lose, so I used your method. Instantly, I had an appointment!”  
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6. The 3 ‘S’ STRATEGY  
Smile, Story-tell, Sincerity 

An important ingredient for making a sale is to smile as much as 
possible throughout the sales cycle.  And smile when you ask for the 
business, so that you come across as congenial. The friendliness you 
convey will help build up the pipeline of possibilities.   

Others will see you not as just another vendor, but as a nice person with 
whom they want to conduct business. A simple smile will differentiate 
you from most of the competition.  

Rather than just talking business and “telling,” use stories to paint a 
picture. When your prospect or client speaks, and it reminds you of a 
similar occurrence, take the opportunity.  In one or two minutes use an 
anecdote to show you share a similar incident. Pointing out the 
similarities intrigues the prospect, and builds the connection. It makes 
you personable, likeable, and again, as someone with whom they wish 
to conduct business.  

After a sale, show your client sincere appreciation. Send the person a 
box of delicacies or invite them to lunch. This is a fun way to say 
“thank you.”  Either form is always appreciated and provides excellent 
remembrances of you. More importantly, by taking your clients to 
lunch, you will get to know them better. In turn, they will be more 
likely to become loyal clients as well as provide referrals and 
testimonials.  

Making the 3 S’s happen  

Acquire help where you believe it is most needed. For example, if you 
have a fear of calling on the executive level for any imaginable reason 
– ask for help! If you need help getting over a hurdle or brainstorming 
ideas, hire a business coach. Look to associates and others in your 
field. Observe businesspeople in all endeavors and model what you like 
best.  I have found that once an issue is overcome, we build our 
confidence and are able to fast-track our progress. 
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7. Questions to Ask Throughout the Sales Cycle  
Getting Acquainted:  

How long have you been in your current business or position? What did 
you do before you accepted this role? �  Was it an easy transition?  

Finding 3-5 Needs:  

Sales training teaches that we are to find 3-5 needs within each 
prospective company to potentially earn a sale.  Questions to consider 
asking include: 

• Why did you agree to see/talk to me today?  
• What challenges are you experiencing today?  
• What are your personal goals? � 
• What are your business goals?  
• Where do your interests lie? � 
• What has been your past experience?  

The open-ended questions give the prospect the opportunity to speak about 
themselves and their careers, and gives the seller insight into what they hold 
important.  The extra knowledge is invaluable for providing better solutions 
and generating more sales. 

Establish Justification for Change:  

• �What is a new one-time client worth?  
• What is a new lifetime client worth?  
• What are two new lifetime clients worth?  
• What is the cost of not moving forward?  

Justification for Switching Products and Vendors:  

• How do you currently feel about the products you are using?  
• Are you experiencing issues with your current products? 
• �Is there something they don’t offer that you are seeking?  
• Who is your current vendor?  
• What will it take for you to switch to another vendor? � 



Smooth Sale 2020© All Rights Reserved.   408-209-0550    https://smoothsale.net  36 

• How is the lack of service affecting your time?  
• Would you consider options A or B? � 
• If I can resolve the problem for you, may we move forward?  

Overcoming Objections:  

• Why are you against moving forward?  
• Why do you believe that? � 
• What has been your experience?* 

Most salespeople become annoyed when they are told, ‘no.’  The better 
route is to kindly and patiently ask, what has been your experience?  
Many times, the same outcome is expected from us because our 
products are similar.  By carefully listening to the issues the prospect 
experienced, and asking further ‘what if’ questions, many times the sale 
may be rescued.     

Getting the Buy-Ins:  

• Of all the services I have to offer, which interest you the most? �  
• If money were no object, what would your wish list look like? 
• �Is price more important or is service? � 
• Does my company sound like the type with which you would like 

to work?  

Learning the Process:  

• What is your budget? � 
• Describe your decision-making process? 
• �Will you please prioritize the components of the decision? � 
• What will push my company over the top? 
• �Who else is involved in your decision-making process? � 
• Will you introduce me to the other decision-makers? � 
• Do you have approval to move forward? � 
• What is your timeline for moving forward? 
• �Are you ready to move forward or willing to seriously consider 

this?  
• Shall we proceed?  
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Delivering the Proposal  

• Has anything changed since we last spoke?  
• Are you ready to proceed? (Get the buy-in) � 
• Do you have any questions (after each section of the proposal)? � 
• Which package do you prefer?  
• How would you like to pay for this? All I need is a deposit for...  

Conclude versus ‘Close’ 

Clients always ask about “closing.”  I prefer to think of the subject matter as 
concluding rather than closing a door. The purpose of business is to keep 
your door open.  Relieving stress and enjoying success are achieved by 
keeping your pipeline full, alongside building repeat business, referrals and 
testimonials.  

To build your dynamic business, pay attention to every stage of the sales 
cycle.  And to make it work, continue to build each relationship at every step 
from the initial conversation to earning client loyalty.  The goal is to always 
strive for The Smooth Sale! 
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About Elinor Stutz:  Breaking Barriers 
 

                     

Elinor Stutz broke through barriers long before doing so was popular. Against all 
odds she defied the theme, “women can’t sell” to become the top producer at 
every company she ever worked all the while ignoring attempts to get her to quit.  

Faced with an irreparable broken neck, Stutz paid attention to two visions as they 
appeared before her while on the stretcher.  In the moment, she negotiated a full 
recovery with the promise to be of service to communities at large.   

As the CEO of Smooth Sale, Stutz adapted the motto, “Believe, Become, 
Empower.” Stutz is a motivational/inspirational speaker, author and sales trainer. 

• Nice Girls DO Get the Sale: Relationship Building that Gets Results is an 
International Best-Seller. 

• Her second book, HIRED! has helped many secure their desired jobs. 
• The Wish mentors readers on how to grow business and influence. 
• 2019 Global Business Insights Award: Marketing-Communication 
• 2019 Top Salesperson Listing 
• The Smooth Sale blog is rated as a Top Sales Blog. 
• Kred declared Elinor to be A Top 1% Influencer  
• @RiseBoarders ranks Stutz as a Top Sales Guru 
• Tenfold lists “Top 65 women Business Influencers” 
• CEO Magazine: “One of the brightest sales minds to follow on Twitter” 

                      


