
BUSINESS
ADVICE IN
EVERY ISSUE!

FREE

MASTERING THE SALES GAME
WITH TONY CROSSIN

10 EASY TIPS TO GENERATE 
MORE CUSTOMERS
WITH AARON CROSSIN

SELL MORE THE EASY WAY
WITH CHRIS HERBERT

MAGAZINE

DARREN RYAN

LOOKING THROUGH
THE GLASS

ISSUE NUMBER THREE  |  APRIL 2020

NAVIGATING THE SALES 
CROSSROADS
WITH NICK PSAILA



MESSAGE FROM THE EDITOR

If you increase the numbers, the greater your opportunity to close a 
sale and work with the ideal clients you want. 

“The best way to sell yourself to others is first to sell the others 
to yourself." ~ Napoleon Hill

Since we have dedicated this issue to sales and selling, I thought I 
would highlight the truth behind how we all start to sell….. Let's face it, 
none of us are really born to sell, however, we all start at it young. 

From when you could figure out that you could get stuff from your 
mother if you cried, screamed, rolled on the floor or chucked a tantrum 
you were already starting to work on the “ art of negotiation” so 
actually, you sold yourself!!

You figured if I do this, they do that. Then if you were really good at it 
you could give them the “I just lost my best teddy bear look” and BANG 
you had them eating out of the palm of your hand. Fast forward to 
modern-day business and all of a sudden when it comes to selling most 
business owners suck at it...the reason, they just haven’t continued the 
practice of what you were so good at.

It’s like Karate. If you don’t keep up the practice you start to get stiff, 
soft and eventually you lose technique.  So the question here is how 
can I be more effective at selling? 

Simple!!! Do a lot of it….

I mean how many times did you get what you wanted by practising as a 
toddler. You see it's a game of numbers, no different to back then. 

Now, I’m not saying to meet a customer and start crying and wiggling 
on the floor like an eel out of water...however I am saying that clever 
sales techniques with your ability to negotiate, and persuade is a 
winning combination.

Dr Robert Cialdini wrote a whole book on it - The Psychology of 
Persuasion 

Sales is numbers and negotiation, that's it!



NICK PSAILA
FOUNDER OF UPCOACH

He speaks about your ability to position your offer in front of the right 
audience and use techniques that simply make the sale enjoyable and 
non-resistant.  

I'm not sure why so many people freak out about the word persuasion 
as if it's a four-letter word. It’s not actually. Most people need to be 
guided into the purchase or else the procrastination bug becomes a 
full-blown virus. 

They actually convince themselves out of buying. Have you ever done 
that? You know you wanted it... It makes sense... The price is right... 
Happy with the colour... Then BOOM you tell the salesperson “Hey let 
me think about it“. I mean WTF?? 

Now, if only there was someone that could nurture you through the 
process, persuade you  (NOT TRY TO HIT YOU OVER THE HEAD ) but 
shine the light on why it is a good decision to go ahead with the 
purchase. Then, the grief of having to continue the saga of indecision 
would come to an end. 

So according to Forbes magazine, there are 3 skills you need to learn in 
order to be good at sales: 

•   Sincerity - be sincere about your offer 
•   Ethics - don't do anything that's not cool 
•   Asking - ask and listen to what people want 

 
However, I'm also adding: 

•   Negotiate - create win /win outcomes
•   Persuade ( ethically )  - be clever and position your offer in front 
     of your competitors. Sounds easy right?

Well, I wish it was... You have the skills 
they are already in you. You have been 
persuading and selling all your life now 
it's time to put it all together and 
practice your art form!
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MASTERING THE SALES GAME

Just imagine, if you had more leads than you could handle and you 
could convert them with the simplest of ease, how would that make you 
feel? (awesome, I bet!) Heres the truth. If you can learn to master the 
TWO most important and influential steps in the 7 stage sales process, 
your business will change course forever. Let me explain...

Business owners, understand this. The sales game is critical to any 
business, it is the lifeline for many businesses, it can also be a 
complicated process and system to understand which is why it’s broken 
down into SEVEN stages. Yes, of course, all seven stages are important 
and should all be given your attention but there are two for me that 
stick out more than the others simply because if you don’t master these 
two, the likelihood of success decreases dramatically.  I have seen this 
far too often with business owners who say they are good at sales but 
they haven’t fully understood the importance of these two critical 
elements and more often the case, they do not value the importance 
that is needed.

Have YOU Mastered your Sales Game? (it’s likely
you’re only two steps away!) 

BY TONY CROSSIN
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The first for me is Lead Generation and let me make this clear so we are 
all talking about the same thing. Lead Generation is the art of knowing 
how to position your product or service so that you can attract quality 
enquiries and potential clients. In this stage of the process, you need to 
be providing your target market with enough information and value to 
make them want to connect with you and take it to that next stage.  
Because sales is simply a game of numbers the more enquiries you get 
in at this stage the higher likelihood you have to increase your 
conversion rate at the other end, commonly known as a sales funnel. 

So for example, if you are only getting 10 enquires a week coming 
through and your conversion rate is at let’s say 10% then the chances of 
you getting work is very risky, however, if you have 100 enquires coming 
through then the chances are more likely that you will or could convert 
10 of those rather than just the 1.  If you have not worked this out yet 
then this is a priority for you as this could be the opportunity to turn 
things around for you and the business.  
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The second stage for me is all around the Conversion process (Close), 
and again just to be clear this is getting the customers to buy from you. 
You have positioned and nurtured them through the process and now 
you need to get them to commit. So what have you considered as the 
key factors that will get them to say yes? Are you able to negotiate on 
price and are you able to commit to completing the work on time or is 
there some other offer you can entice them with to help them to say 
yes. You must be clear about what you can say and do and where you 
can go on price so as to make the deal happen, AND have a number of 
options and offers up your sleeve if you need to use them to clinch the 
deal. 

Being fully prepared at this crucial stage is so important. It’s 
heartbreaking when you have put in all the work and effort getting them 
to this final stage of the process only for it to fall over at the last hurdle. 
So be prepared and know what you need to do and to say to get them 
across the line. Remember, time is not on your side at this point of the 
process, you need to be able to act fast and take action. You need to set 
it up so that they are ready or have been given an offer that they don’t 
even need to think about and can just say YES. This is the art of selling 
and being successful. If you can master this then life and business 
become a whole lot easier.

I cannot begin to tell you how powerful this is and how important it is to 
business owners to fully understand the importance and relevance to 
their business of these two key fundamentals. As a business owner you 
are responsible for the well being of your business and if sales are 
indeed your lifeline then hopefully I am on-point with directing you in 
where you need to focus. 

WRITTEN BY TONY CROSSIN
BUSINESS GROWTH EXPERT

Educate yourself and others. Practice 
and perfect the Art of Selling and 
most of all, get good at it or find 
someone that is. 
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GROW YOUR BUSINESS FAST WITH LESS WORK

PROVEN GROWTH
HACKING METHODS

& SHORTCUTS

Inside Up-ology, internationally renowned business coach,
speaker and thought-leader Nick Psaila, lays out a holistic

 approach to business and personal success using his proven
growth system.

Get your copy today at upcoach.com.au.



If you’re ever in need of a living example of a humble yet hardworking 
business owner, Darren Ryan is your man. As the owner of Blitz Glass on 
the Sunshine Coast in sunny Queensland, Darren’s experiences have 
taken him across the world, however, it all started for him, right here in 
Australia.

Whilst studying business and accounting in his earlier years, Darren 
worked for a computer company and after finishing, he decided to jump 
in for himself and moved to Sydney, where he set up a small IT business 
distributing software around NSW & ACT. Before long, the business was 
growing and after two years, Darren sold the rights and decided to go 
travelling around Europe.

How a one-off trade has grown into a successful
$4.5 Million dollar business.

LOOKING THROUGH
THE GLASS
WITH DARREN RYAN
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 “I spent 2 years in the United 
Kingdom contracting for various 
companies before returning to 
Australia. Over that time I managed to 
develop some Oracle skills and 
continued operating as a 
self-employed contractor in Australia 
for a number of companies over the 
following 10 years.”

After getting married, Darren decided 
to head back to the UK to raise his 
first child and during that time 
continued contracting with a number 
of large companies, spending time in 
the UK, Europe and across the US.   

“Whilst this was very challenging and 
rewarding, after another 10 years, we 
decided that with the constant 
travelling and being away from home 
was too much.  I wanted to spend 
more time with the family and take 
things a little easier, so we returned 
to Australia.”

Landing on the Sunshine Coast, 
Darren found that IT jobs and 
contracts were hard to come by, so it 
was only by a chance encounter that 
Blitz Glass was formed, back in 2009.

“I had just bought a house and had a 
pool installed so I needed a fence.  
Around that time I was at a home 
show promoting some timber tiles 
that I had imported for a customer.  
Whilst there I met some guys who 
were promoting glass pool fencing.   
After a bit of a discussion, I agreed to 
trade a pallet of timber tiles for 
enough glass & fittings to do my 
fence.  I tried to get someone to 
install it, but the prices were high & 
the service was terrible.  So I decided 
that with a bit of help from a builder 
friend that we would do it ourselves.”
And so they did. 
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However, it didn’t come without its 
challenges. After ordering a container 
load of glass to be shipped, the 
distributor disappeared leaving Darren 
to pick up the pieces and jump on a 
plane to China to speak to the 
manufacturer and “do some deals”

After 10 years in the game, the business 
has changed, initially being set up as a 
supply and install business, but with the 
level of growth and its position in the 
market, Blitz Glass has now transitioned 
into a trade & supply company for local 
installers, builders & DIY operators.

With the help of the QLD Government 
providing a major push for pool fencing 
compliance across QLD, the business 
grew 50% year on year for the first 5 
years and now has steadied to be a 
$4.5 Million dollar a year business.

Providing a great range of pool fencing, 
balustrading, showers & more recently, 
aluminium screening solutions, Blitz 
Glass is now one of the Sunshine Coasts 
premium suppliers, with a long list of 
loyal customers.
I asked Darren to share a little more of 
what has contributed to the success 
and growth of his company.

What are some of the success 
strategies you have used to grow Blitz 
Glass?

“Our primary goal is to always provide 
excellent service to all our customers 
and encourage constant communication 
and feedback.  Being a local supplier to 
a local market, reputation and referrals 
are key.  With this in mind, we are 
further developing our internal 
communication channels, utilizing social 
media more often & automating our 
customer emailing facilities”
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WRITTEN BY CHRIS HERBERT

What do you think it takes to create a successful business? 
“Your staff provide the foundation for a successful company.  We have 
been fortunate to have staff that have been with the company for a 
number of years and have participated in the growth.  It is essential to 
keep the staff involved and continue to communicate with them.  We 
spend time outlining the direction of the company and understand their 
role in achieving these goals.”

What do you find most challenging about running your own business?
“As a wholesaler, it is essential to support your customers with quality 
products at competitive prices.  Ensuring the stock levels are maintained 
to meet the customer demand continues as a priority as well as keeping 
the latest products at competitive prices at all times.”

What advice do you have for fellow business owners looking to grow & 
scale their businesses? 
“Growth & Scaling your business demands constant review of your 
internal systems & procedures.  By continually challenging your staff to 
find more efficient ways to carry out their roles and supporting them 
through the change, allows the focus to remain on improvement.”

“We have been careful to transition through these changes with 
incremental steps so that “business as usual” can remain in place whilst 
the regular small changes are implemented and other skilled people can 
be brought in to handle the one-off specialist activities.”

It’s with this approach of constant review and assessment that is helping 
to pave a bright future for  Darren and the team at Blitz Glass. After 
finalising a number of systems that will accommodate the next growth 
phase, Darren is planning to move to a bigger premises to keep up with 
demand and to develop better marketing strategies to attract potential 
new customers both locally and
further north of Queensland.

Darren is a valued Upcoach Tribe 
member and has been a client for 
over 12 months. Darren has been 
working one on one with Nick to 

help scale his business and take it to 
the next level. 



Most business owners I speak to are focused on one thing - acquiring 
NEW customers. My question is, who’s looking after all the customers 
you’ve already served? To me, it makes more sense to look after the 
customers that already love and buy your stuff - and this is why 
re-engagement is the NEW Black!

You get it daily. It’s filling up your inbox. Multiple emails offering you 
the latest product, service, or solution to your problems. And there’s a 
good reason for it. Research shows that 95% of companies that offer a 
loyalty program (such as a monthly email that provides value to its 
previous customers) shows that their loyalty members spend MORE 
money per year than any non-members. 

How much “More”? From the same research, it is found that 60% of 
companies report loyalty program members spend 2-3 times more than 
any other customers. Why?...

They are being nurtured in a relationship that feels more personal. The 
company is communicating with them with relevant updates, new 
products, exclusive rewards and member-only benefits. This process 
helps to build customer loyalty, extend customer lifetime value and they 
end up purchasing again.

But it doesn’t stop there….

Research has also shown that 84% of consumers are likely to 
recommend a company to friends or family when involved in a paid 
loyalty program with benefits that are valuable to them.

How Re-engagement is the NEW Black!

SELL MORE
THE EASY WAY
BY CHRIS HERBERT
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So there’s significant merit in saying that re-engagement is a much 
easier way to generate new sales, than desperately trying to find new 
customers all the time!

The next step beckons. (and it’s dead simple). If you dont currently 
re-engage with your customers, start by putting some time aside to 
invest in an email list or loyalty program of your own. Heres how you 
can do it:

Create a name for your club/members group/program (it doesn’t 
need to be fancy/flashy or edgy. It could be your business name + 
club)

Create a list of EXCLUSIVE BENEFITS for your new club members, 
that they receive if they sign up or purchase from you. Make sure 
the benefits are of significant value or else there’s no benefit - i.e. 
NO 10% OFF offers guys!

Find the easiest way for people to join. Is it an email opt-in, fill out 
a card in-store, a pop-up box on an after purchase screen? 
Whatever works for you.

Once your new members start flooding in, add them to a simple 
CRM (Mailchimp.com) and create a frequent email (once a month is 
good) with engaging content and a special offer just for them. 

Remember, it must be of VALUE to the member or they’ll lose interest.

There you have it. Re-engagement wins. So the next time you are 
hell-bent on chasing the next lead, or creating the next ‘revolutionary’ 
marketing campaign, pay a little thought to the loving and loyal 
customers that already know who you are, and are waiting to hear from 
you.

WRITTEN BY CHRIS HERBERT
BUSINESS GROWTH EXPERT



EXPAND YOUR
HORIZONS

 “I spent 2 years in the United 
Kingdom contracting for various 
companies before returning to 
Australia. Over that time I managed to 
develop some Oracle skills and 
continued operating as a 
self-employed contractor in Australia 
for a number of companies over the 
following 10 years.”

After getting married, Darren decided 
to head back to the UK to raise his 
first child and during that time 
continued contracting with a number 
of large companies, spending time in 
the UK, Europe and across the US.   

“Whilst this was very challenging and 
rewarding, after another 10 years, we 
decided that with the constant 
travelling and being away from home 
was too much.  I wanted to spend 
more time with the family and take 
things a little easier, so we returned 
to Australia.”

Landing on the Sunshine Coast, 
Darren found that IT jobs and 
contracts were hard to come by, so it 
was only by a chance encounter that 
Blitz Glass was formed, back in 2009.

“I had just bought a house and had a 
pool installed so I needed a fence.  
Around that time I was at a home 
show promoting some timber tiles 
that I had imported for a customer.  
Whilst there I met some guys who 
were promoting glass pool fencing.   
After a bit of a discussion, I agreed to 
trade a pallet of timber tiles for 
enough glass & fittings to do my 
fence.  I tried to get someone to 
install it, but the prices were high & 
the service was terrible.  So I decided 
that with a bit of help from a builder 
friend that we would do it ourselves.”
And so they did. 

UpCoach

UP People Profits Purpose

DOWNLOAD & START
LISTENING TODAY!

People, Profits & Purpose, the "all things 
business" podcast where Nick gets to 
interview and unwrap people by 
understanding what makes them tick. 
He also shares concepts, tools, hacks 
and tips to help increase your profits 
and build your personal and 
business life UP!



One of the biggest marketing challenges for small businesses is dealing 
with little to no budget for it.  Unless you have an investor or a healthy 
chunk of cash saved up, you’ll probably struggle when it comes to finding 
the resources for marketing. 

But unless you market your business and offering, no one will buy it. So, 
how can you still market on a tight budget? The good news is that you 
don’t need to use traditional, costly methods of marketing (which are a 
nightmare to track and measure anyway) – there are so many innovative 
and cost-effective ways to market today. 

Here are 10 ways to effectively market your business on a shoestring 
budget.

10 SIMPLE WAYS TO
GENERATE MORE CUSTOMERS
AND LEVERAGE YOUR MARKETING SPEND

Go Guerilla
Some of the most successful marketing campaigns of all time 
have been done on a tiny budget, with bucket loads of 
creativity and originality winning out over money. Even 
businesses who have an unlimited budget have effectively 
used guerilla marketing campaigns to market their new 
products or services.  Why? Because it captures people’s 
attention. A few ideas include creating beautiful wall art or 
even organising a flash mob. This is the time to be creative 
and think outside the box. 

Leverage Your Community
If you run a local business, then start thinking smaller when it 
comes to marketing. What can you do in your local community 
to increase awareness of your business?
Get out and about and speak to local business owners, and 
find out what’s going on in the coming 6 months. Maybe 
there’s a charity walk or run you can sponsor. If you’re in the 
food or drink business, how about setting up a food stall at a 
kid’s soccer match? If you think carefully, there are limitless 
ways you can get in front of your ideal customer.
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Provide Value
Existing and potential new customers love valuable content. 
Whether you want to start a blog, create a YouTube channel 
with entertaining videos, or even host your own podcast, there 
are plenty of ways to do this. You’ll establish yourself as an 
expert in your industry, get free organic traffic on search 
engines, and attract new customers who are already interested 
in what you’re selling. 

Collaborate
Linking up with other non-competitive businesses in your local 
area can be another great way to market your business. 
You can cross-promote each other’s businesses with flyers, 
website links, or social media shoutouts. You’ll reach new 
people, and get to help other businesses out too. 
Don’t be afraid to reach out and make the ask, after all, what’s 
the worst that could happen? 

Ask For Referrals
A great way to market your business at no cost to you is by 
reaching out to current or previous customers or clients and 
asking for testimonials or referrals. If a customer has had a 
great experience with your business, they’re likely to be happy 
to give you a referral, but probably need a gentle nudge to do 
so.

Run Contests & Giveaways

Everyone loves a freebie! Contests and giveaways work 
effectively on social media channels like Instagram, or even via 
email. The prize doesn’t need to be expensive – it could be a 
bundle of e-books, a free 30-minute consultation with you, or a 
loyalty card where you buy 7 coffees and get your 8th free.

Another effective approach is to join up with one or more 
related businesses and ask each of them to donate a gift. This 
creates a hamper of wonderful gifts to giveaway which 
increases the value of it, and everyone receives extra exposure 
for their business as a result. 

Create A Buzz
You don’t need an expensive publicist to create a buzz around 
your business. Most media companies are actively looking for 
stories to write about, so if you can create something that’s 
interesting and timely – and linked to your business – then 
they’re likely to want to run a story on you.
You could also try creating a publicity stunt, or doing 
something kind for the local community. Not only are you 
giving back, but it makes a great story.
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AARON CROSSIN
GUEST AUTHOR

Build Relationships
You’ll probably know already that it costs more to get a new 
customer than to keep an existing one. So take good care of 
your current customers, and make the effort to build real rela-
tionships with them. Email marketing is a great way to keep in 
touch throughout the year. Be sure to create a good mix of 
valuable content along with promotions. Some companies like 
to make a note of their customer’s birthdays and then send 
them a free gift or coupon code on their birthday as a gift, 
which can also be effective.

Offer A Free Trial
A free trial or sample is an inexpensive way for you to get your 
product or service out there, obtain customers, and hook them. 
If your offering is good and provides people with real value, 
then they’re likely to want to purchase it again. People are 
much more likely to make a purchase once they’ve been able to 
test it out first. So don’t be afraid to give something away for 
free. 

Join A Networking Group
Whether you’re a local business or not, there are so many 
networking groups (in real life and online) that you can join and 
make valuable contacts from. Facebook is a gold mine for 
groups like these, while dating app Bumble has created an 
entire networking platform on their app.

There are also specific networking events that are regularly run 
in many large towns and cities. You never know who you’ll meet 
and what doors can open simply by showing up, seeing how 
you can help others, and telling people what you have to offer.

These are just 10 of the ways to effectively 
market your business on a shoestring 
budget, but there are so many more 
ingenious ideas to spread the word.

Get your creative hat on, and most 
importantly, have fun with it.  



PROMOTE YOUR BUSINESS 
FOR FREE

GET FREE EXPOSURE TO HELP
GROW YOUR BUSINESS!

If you're looking to promote your brand, expand your 
reach or simply increase your sales, then feature your 

business with us.

The Upcoach Magazine is dedicated to hard working 
entrepreneurs that are on a mission to grow their 

businesses, and we’re here to help!

Simply list your business offer with us, and promote it 
for FREE, with the Upcoach Magazine.

 Contact Chris today at chris@upcoach.com.au and 
give your business the exposure it deserves.
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The exact point of a client saying yes or no is already predetermined 
well in advance. Most business owners believe that if a customer wants 
their product or service, they will simply make an immediate yes or no 
decision. This can’t be further from the truth….. 

There are a lot more factors that pre determine whether the sale will go 
through or it won't. The mind of a human is complicated and our ability 
to be influenced today is becoming tougher and tougher. 

Think about it …. If you were looking to buy a car 30 years ago, and a 
friend had just purchased a Ford Falcon XD and drove past your parents 
house with it all shiny and then showed off that it had air conditioning 
AND power steering then they’d be sold! 

The next day you’d hop in the beat up old shitbox that the family 
owned, set the coordinates (actually no GPS then) you folded page 4 
with page 76 and slowly but surely made your way out to Parramatta 
Road. Welcomed by a guy draped in gold chains and a sweat ridden 
shirt that is five sizes too small. The first words out of his mouth: 

“Are you looking for something or just kickin tyres today?”

And if mum was with you it would be along the lines of “G'day mate, 
somethin for the little lady to do the shopping with”. And that started 
the sales process. No internet for research, no big video reviews of the 
product or forums to get details ..it’s you vs the sales guy. 

Fast forward to today and the consumer is educated, switched on and 
well informed, in many cases probably more than you are...right?

NAVIGATING THE
SALES CROSSROADS
BY NICK PSAILA
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The herd mindset is literally all but a relic of the past and tailoring and 
customisation is the “new” way that people want to be served. The sale 
is no longer about the sales knowledge and the customer simply 
nodding their head up and down and then parting with the money. 

Today the game has changed. So what is it that you need to pre seed 
and or nurture your customer with, prior to the sales engagement? i.e 
that point where you have the opportunity to communicate with them, 
prior to presenting your offer, to help them in making a decision to 
purchase.   

Well let's say that they have made it past the marketing stage and they 
have connected with you requesting a call back , further information or 
a response on Messenger. Here is what needs to happen next to evoke a 
positive response and higher probability to a YES at the sale stage. 

The most important factor you are looking to achieve here is that at 
each stage you are looking for the customer to say “yes” in their mind. 
“Yes I'm happy with that” or “Yes I agree with that” or “Yes I would very 
much love to have that”

1. Respond and Request 

You need to be swift with the response, don’t take forever to get back 
to people making an enquiry. This is one of the first ways they are 
looking to judge you on. The best way to get this done is to automate it.
Why run the risk of the customer getting pissed off from the get go? 
Since this is the first contact with you, it's important you embed the 
right impression. 

Next part of this response (be it by email,message, in person or on the 
phone) is to now ask some qualifying questions i.e requesting 
information to make sure that you can deliver on what you promise and 
to make sure the customer is actually a good fit for what you have to 
offer. This is where a lot of business owners try to fit square peg into a 
round hole. 

This stage is really important as the customer is at the next judgement 
phase of whether you know what you’re talking about or not. I mean, 
have you ever been served by a trainee or junior sales person that 
hasn’t had enough time in the field and knows very little about the offer. 
Is that painful or what? 

Knowing your shit is critical!! The key takeaway is to organise the right 
questions so you can elicit a positive response to your request, don’t 
get too technical and keep the questions in line. The less the better as 
long as you get what you need. 
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2. Show and Tell

You need to be swift with the response, don’t take forever to get back 
Once you have received the information, the next “yes” you are looking 
for is in the presentation stage of your sales timeline. This is where 
things get tricky. 

First of all you need to try to understand how educated your customer 
is on what you are offering and what is it that they “really “ want to 
know. This is always hard to find out because they are testing you on all 
sorts of stuff: 

Product knowledge
Reliability
Appearance
Willingness to listen 
Willingness to go out of your way to serve and the list goes on

You may be thinking “but I sell online”… That’s even harder because an 
image or video or a back and forth message is all you can go off. So, 
ensure that you have a killer presentation ( yep, one that is rehearsed ). 
Don’t be an amatuer, this is your time to shine. 

Take into consideration how people connect to what you are presenting. 
Cater for our five senses. For example, if you are purchasing a mattress 
you usually need to lie down on it at the shop. It's harder just to order it 
online. This is similar to a fridge or washing machine. For some reason 
people feel more comfortable opening the door or the lid.  

The reason I wrote show and tell is that it’s important to tell people 
about what you offer and get passionate about it. Demonstrate how 
their decision is a good decision and why choosing you will be far 
better than the competition. 

Even though people are ready with what they are wanting, they also 
need that little nudge of reassurance to make that final decision to say 
YES. The best way for them to feel confident is by being confident. 
Likeness attracts likeness and energy is contagious. Just be you, be cool 
and be caring. Most importantly be GENUINE.

3. Follow Up and Close

By far the most important part of the process is the follow up post 
presentation. I mean the ideal scenario is for them to say YES there and 
then, however, in today's sales environment many are reluctant to pull 
the trigger. You need to set up a process at the presentation stage to 
let them know that you will follow them up within the next ‘X’ amount 
of time and how you will do that.
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Clarity of what’s next at this stage is imperative. You’re trying to be 
front of mind without being a stalker. It is a very gentle game here but 
with enough force to keep the ball rolling. 

This is always a good place for you to insert testimonials, present other 
clients reviews, and if possible, have someone they can get in touch 
with to confirm their buying decision.

Next, the follow up. Don’t underestimate the power of the follow up. 
Here's an interesting stat:

Less than 15% of customers purchase within 90 days but a whopping 
85% of customers purchase after 90 days, once connecting with your 
offer. 

So follow up and nurture, nurture, nurture!! 

Now that you know what needs to get done, start to test and measure 
at each stage, see where your customer is and find out the friction 
points to them moving forward at each stage. Once you get this down 
to suit your business, then it becomes a lot easier to prepare your client 
to say YES to what you have to offer. This moves it from guess work to 
a proven method. Once you can measure it, you can edit it and make it 
superior!! 

Believe me, most business owners aren’t even thinking at this level so 
creating the competitive advantage is easier than you think. Follow the 
stages above and you too can work towards lifting those sales and 
having more customers saying YES!



Our Business Growth Programs are designed to 
help take your business to the next level UP!

Today, 50% of all small businesses fail in their fifth year. The 
reality is, that it takes years (and countless mistakes) to learn 

how to grow a business – and that’s where we come in.
Our highly experienced business growth experts work with you, 

using our proven business growth programs, to help increase 
your profits and scale your business fast. 

Discover work-life balance and the freedom that a successful 
business can provide for you and your family today.

GROW YOUR BUSINESS FASTER
THAN EVER BEFORE!

Book your FREE 30-minute “Find my Hidden Profits”
Coaching Session with a qualified Business Growth Expert,

by emailing us at info@upcoach.com.au


