5- 15 Minute Sales Huddle Energizer

Are You Guilty?

Sometimes sales reps get in their own way of closing more deals.
Investing time in discovering how a sale gets stalled is just as
important as learning what to do to make more sales. Look at these
five assumptions that destroy sales and have true confessions with
your reps.

Assumptions can
destroy sales. What
are your reps quilty

of? (an they get Sales Huddle

out of their own _ _ _ ,

Review the five assumptions which destroy sales.
Way and open more
deals?

Each rep selects their number one assumption, explains why and
offers tips to turn it around.

1. | know more than my customers.

2. My customers know more than | do.

3. The account is solid. I'm their go to person when a need arises.
They’ll never go anywhere else.

4. It's not worth investing a lot of time with this customer. They are
small and will always be small.

5. This customer only gives me small orders so | don’t need to
contact them often.



