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I am very excited to offer you an important part of my sales workshop called Selling in any 

Economy.  This is a culmination of over 20 years in sales and management in the Interior 

Design Sector.  However, these techniques can translate to any industry and will garner results 

for any sales person. Whether you are selling a product or a service, your title is sales person or 

not, to gain more business, you need to sell. 

 

So let’s get started! 

 

Many sales people forget one of the most important parts in the sales process is becoming a 

partner to your client.  You can narrow this down to four phases a sales person needs to go 

through. These phases mirror most other potential partnerships.  The more you get to know 

about your clients the higher up on the scale you will go. This process builds on itself for 

ultimate results.    

 

In the world of sales, "relationships" means “results.” Too often, salespeople forget that the 

reason they are establishing a relationship with someone is to obtain results for both sides. 

This is strategy, not manipulation. 

 

This is not about manipulating; it’s about mutually beneficial results. Some sales people 

become too focused on the "relationship" and lose focus on the results that make that 

relationship possible. Too many salespeople avoid even discussing specific results they want to 

see and want to deliver.   

 

Why do they avoid this discussion? Because they think talking about each side's desired 

outcomes would somehow be perceive this as “hard core sales.”  None of us want that image of 

a person in a plaid jacket saying, “tell you what I can do for you today.”  However in sales, the 

only way you can really help a person over the long term is by making the sale. The way to 

achieve that is by building the value of your product or services and cementing meaningful 

relationships. 

 

A sale is, after all, helping people do what they do better. In order for you to help your potential 

client, they have to buy and use what you sell.  So let’s begin to take a look at these phases. 

These are the stepping stones to ultimate success in sales.  
 

Phase 1: 

In this phase you are the seller.  You meet with your client for a presentation and you are there 

for the sole purpose selling a product or service.  Unless that product is of deep interest to the 

client at that moment, you will not be successful in getting those results.  You are incredibly 

vulnerable to any competition at this point! 
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Phase 1 cont’d.  

 

You may have some results, depending on the momentum of your product or immediate need; 

however it is not long-lasting and will not produce long- term results. Often the momentum of 

a product can be mistaken for a sales person’s effectiveness. Sales should not only be based on 

momentum, they should be based on a continuum of steadiness; a strong foundation, not 

chance.  Sales people should be judged on consistent results vs. temporary outcomes.  They 

should also NOT be judged on busyness vs. business. 

 

Following are the ways to establish lasting, results-based relationships in sales and move to the 

next phase:   

 

 1. Be genuinely interested in the person, as a person.  

 

2. Ask real questions, not filler.  

 

3. Uncover the potential clients NEEDS.  This is a very important step.  If you are not filling their 

needs, you have a much higher mountain to climb.  And when you get to the summit, you may 

be there alone. 

 

Ask about what is unique to this individual. Be personable and really interested in the person.   
 

Be genuine and authentic, fake can be spotted a mile away. 

 

Start with easy to answer questions first and work your way to more difficult ones (e.g. "What 

type of work do you do here, how long have you been here, where were you before this, what 

other product or service do you use on a regular basis?") Simple questions like that.   

 

4. Follow up. Do what you say you're going to do!! 

Don’t over promise and under deliver.  This is extremely important in building trust. 

 

5. Come up with an idea that really can help this person.  

Your idea should clearly help the prospective buyer and, ideally, it should do so in a way he or 

she hadn't thought of before.  This may be a totally new way to look at whatever you are selling 

or something that has worked for another client in the same situation. 
 

Remember that good selling relationships results in sales 
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Phase 2 

 

In phase 2 you become a provider.  Clients will begin to specify or purchase your 

product/service because of some intrinsic need as in stage one, but they may re-order or refer 

your services/product at this point.  You are still vulnerable to other vendors/sales people. 

However you now know a little bit more about what your clients are doing, but you still don’t 

know enough about their motivations and objectives.   

 

To begin to get to the next phase you can: 

1) Meet more often. 

Three 20-minute meetings improve the quality of the relationship more than one 60-minute 

meeting. You are in front of them, in a meaningful way, more often. 

 

2) Be sure you are adding value on each call (both in-person and over the phone). 

 

 3) Continue to be genuinely interested.  

Don’t be a proposal machine. Be genuinely interested in your prospect's/client’s world and in 

his or her problems/situations. People find you more interesting when you're interested in 

them.  

 

Phase 3 

In stage 3 You are now the preferred vendor/sales person.  You are now gaining the loyalty and 

trust of a client.  You become less vulnerable to competitors (I also call this the beginnings of 

breaking the cycle of business as usual or going to the best known or best branded).  

 You understand your clients’ needs and you have established a relationship with the client. 

Now there is a mutually beneficial relationship. They will begin to think of YOU when projects 

or needs arise. 
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Continuing to build to the next phase you should: 

1). Plan Your Sales Call – But Be Flexible.  

You must know, in advance, what you're going to say and what you're going to ask. You must 

also know the desired outcome of the meeting and the next step you'll be asking for, in other 

words, you must have a planned strategy.   As well, you need a plan “B” in case plan “A” cannot 

be executed. 

You should be flexible enough to follow the other person's lead if you feel the path they try to 

lead you down serves your purpose.  
 

2). Ask For Details -- Don't Assume. 

If you get answers that are unclear or that you don't understand, ask some deeper questions to 

gain insight and understanding.  

 

Most people don't ask questions because they don't want to appear "stupid." It's okay to ask 

for further clarification -- in fact, that's your job. Don't make assumptions!  

 

When the famed Inspector Clouseau from the Pink Panther movies asked a man holding a small, 

cute dog in his arms, “does your dog bite?” The man quickly answered, “No.”  The inspector 

reached over to pet the dog in the man’s arms and the dog bit him.  He said, “I thought your dog 

does not bite.”  The man answered, “This is not my dog.” 

 

See what assuming can do – IT CAN GET YOU BIT! 

 

3). Think -- Then React. Be proactive NOT reactive. You don't have to be a robot, answering 

questions immediately because you think it makes you look good. Smart people usually 

consider alternatives and then answer questions. It's okay to be thoughtful. When you do 

answer questions, do so with authority and confidence or admit you don't know -- and promise 

to get the answer promptly. Then make sure you follow up promptly! 

Phase 4 

This is the stage you aspire for with your core clients.  Unfortunately, it is virtually impossible to 

reach this stage with all your clients.  You have to be brutally honest and objective when 

periodically analyzing your client list to realize when the full potential of your partnership has 

been reached or if it is time to move on. This stage does not come overnight.  It can sometimes 

take 12-18 months depending on the momentum and time frame of your product/service.   

 This is a true partnership!  You now know about as much as you can about your accounts. You 

know the type of work they do and the challenges that go along with them.  You also know the 

key players AND they know you.  You are constantly developing better ways to serve these 

clients.  You are also seen as an expert in certain areas.  You can, at this phase, ask for referrals. 
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There is a trust and loyalty these clients have toward you.  Most importantly, it is not about 

product, not about you, not about ANY objections, it’s the mutually beneficial relationship 

between you and your client! 

This is the way to secure Sales in any Economy. 
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About the author  

Deborah Flate founded Dialogue Consulting in 2001 with the idea of taking her 20+ years of 

successful sales and managing experience with prominent interior product companies such as Donghia 

and Jack Lenor Larsen and applying that to companies in the interior design sector. She uses her 

knowledge to help businesses achieve their ultimate growth and goals and JUMP to the next level. Some 

of her clients include Brentano Fabrics, Rodolph Textiles, Gianni Furniture Maxine Snider, Suzanne 

Lovell and Keleen Leathers.  And she has increased sales for many companies including Conrad Shades, 

Rogers and Goffigan, Calvin Fabrics and Manuel Canovas to name a few. 

In 2013 she launched a division of Dialogue Consulting D
2 

Sales Training focusing on solely sales 

training.  Her blog is read by many and her training has been called revolutionary by teaching techniques 

that can bridge what you are doing now and catapulting your sales.  Here are some ways we offer to 

help you increase sales today!   

Sales assessment: The world’s first customized sales assessment in the design industry, will not only 

judge your selling  or your staff’s skill level in twelve critical areas of sales knowledge, it will give you a 

diagnostic report,. This amazing sales tool will rate you or your staff’s sales abilities and explain your 

customized opportunities for sales knowledge growth.  

 

Keynote at National Sales Meetings:  This will get your staff motivated and enthusiastic to go out and 

sell in a much more satisfying way.  And the end results will be more sales! 

 

“We’re still talking about your presentation as it was one of the great highlights of the Brentano sales 

conference.  Each and every one of us were able to take something away from your inspiring oration and 

I already find myself using some of the tools that you spoke of”. 

Melissa Villa/ Pollack Associates 

 

Online Sales Workshops:  Online sales training lessons are available at www.DC4moresales.com. The 

content is -- fun, pragmatic, real-world, and immediately implementable. This workshop is leading the 

way in the field of customized e-learning. 

 

Online Group Coaching:  We offer affordable e-group coaching to talk about climbing over all those 

looming obstacles you may be finding in your sales efforts.  This group meets every week via phone and 

is recorded so you can listen any time and as many times as you want. 

Contact us today for more information on how we can help you jumpstart your sales in any economy. 

www.Dialogue-Consulting.com 

e: deborah@dialogue-consulting.com 

p:773-281-9448 


