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How to Close Sales by the End of the Year

Sandler Training Offers Sales Tips to Meet Your Goals in a Tough Economy

PHILADELPHIA, PA. (Nov. 22, 2008) — Opportunity knocks in the sales industry. As companies across
the globe struggle to meet their sales numbers, it can be the worst of times, and yet, can present
unprecedented opportunities to serve customers and clients in a capacity as never before. So how do you
close sales in a tough economy, and meet year end budgets? Dave Mattson, CEO of Sandler Training, the
internationally acclaimed, award-winning sales and leadership management franchise offers these tips for

selling in a tough economy.

Create a sense of urgency. Establish the consequences of your customers not taking action. Think about
what your customers have to lose by inaction. Forget features and benefits and talk about the hard value
of your product and service in measurable terms. Be able to articulate this to your customers and
prospects. Provide creative solutions to help your clients. Offering time-sensitive discounts for contracts
signed through the end of the year, or instituting your own corporate “cyber” Monday or one-time signing

deal one day of the year are just some of the methods that can be employed.

Reward your best customer segments. Extend exclusive benefits to your most loyal customers. These
can be incentive-based, or offer your customers value-based goods and services that are not available to
the general public. The cost of acquiring new accounts has skyrocketed. Studies over the years have
shown that selling additional products and services to an existing client base can be more cost effective
than spending time in new client development. With existing accounts, the cost of acquiring the business
has already been absorbed. Many times, your existing client base would utilize more services if

salespeople had the foresight to ask for the business. Yet, many seldom ask.



