
S A L E S  S C H O O L  
USE THIS WORKSHEET TO HELP YOU OPTIMIZE YOUR SALES PROCESS.  

SALES CYCLE

3. PRESENTING 

4. OBJECTIONS 

5. CLOSING 

THE ART OF CONNECTING VISION AND VALUE 

THE ART OF OVERCOMING OBJECTIONS 

THE ART OF RELIEVING 

BUYING PRESSURE

 

PROSPECTING 1.

2. QUALIFYING 

THE ART OF IDENTIFYING 

YOUR CLIENT AVATAR. 

THE ART OF REVEALING DIRECTION 

My revenue goal is to make $______________ 

I will have to sell _________ Clients at $_____________

and have an audience of ___________ active people. 

My Revenue goal:  

Your revenue goal $______ Divided by price of your offer $______ = _______ (x)

(x) = Number of sales you need. 

multiply x (number of sales you need) by 100 = _____ (y)

divide Y by 3 (industry standard conversion rate) = _____ (xx) 

 (xx) = Number of active people you need in your audience to hit your goal

There are 5 Common Objections: 

decision maker 

Already have 

Legitimacy 

Money 

Not interested/ not at this time 


