36. Sales Calls 101
A normal sales call should take 30 minutes and most of these should be focused on your intro offer.
I typically aim for:
5 minutes of introductions and information gathering
7-10 minutes of sales presentation
15-18 minutes of answering questions, objections, Q&A and going for the close\
The three keys to this are:
Competence
Indifference
Empathy
The sales call will be a lot easier because you created all those assets. They will already trust you and believe you to be an expert. This is why the content is so important.
The overall goal of sales is to simply ask and answer questions until they come to the conclusion they should buy from you. It is not so much you selling as them buying.




