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False Perceptions of Selling

s 4
s

Major Causes of Business Failure

Succeeding w\

a Challenging )
Market Place

I have
in my life ime and each has rewarded me with
experience, both good and bad. Wa all know t
is experionce - or mistakes!
& with you firstly some generalitics
ding and then two key factors that will

i cven betier

recession dossn't hang around
for lang in the West, ane to two
years maximum
Invest in Your People
time to invest in your people.
up-skill them, mativate them and
te some inspired leadership. It will
tio you and your people that take your company
in 2 penly rained
policy. Tha cs b
nally ta

37




business development

38

So business winners can often be deseribed s “mind
maker-uppers.” In other words, they help people to buy
well and make up their minds by giving them all of the
necessary information that enables them 1o justify their
purchase. The customer in the UK is extremely well
protected these days from shoddy tactics, not only with
legislation, but also with trading standards.

Removing the Risks

I have been passionate about this subject for many years
and am determined that my clients will never run any
risk by trading with The Richard Denny Group and its
brand, We carry the risk on every transaction, On the
hack of every one of my books (1 believe that this is
unigue in the book publishing world) is a money back
guarantee - guaranieeing the results for the reader if
they follow the advice from my books. | do not believe
that any customer should carry any risk - that is our
responsibility.

So now | challenge you and your business:

Do you offer your clients and customers a
100% money back guarantee — if not, why not?

Whenever | have asked that question the reply is
nearly always something along the lines of, “We might
get taken for a ride.” Yes, there is a small risk here.
Marks and Spencer became one of the most successful
retailers in the world as it was the first to offer a 100%
refund and continues 1o do so to this day, 1 am sure
that over the years some people would have bought
clothes on a Saturday, worn them on Saturday night
and returned them the following Monday. Of course,
from time 1o time M & S have been ripped off, but as
counterbalance millions of people have gone to

M & S and have bought two or three items more and
have never returned them.

Ifyou really want to get ahead of the competition,
create a system with either o money back guarantes

or guaranteed satisfaction, whereby your client has
absolutely no risk in trading with you. This is called
Risk Reversal. | have never heard of a business going
bust because it guaranteed its products or services and
when this business culture is implemented it is amazing
how this also takes care of quality control.

Web Presence

The world wide web is still a mystery, an uncertainty
and a fear for many SMEs and in the vast majority of
cases in this business category, particularly relating 1o
services, purchasing will not be made over the web.
There is however great potential in making sure that
vour services can be discovered and found through
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this medium. Then you must make it very easy for
prospective customers to make contact with your
business. | still and will always believe that there

is great potential in really good spoken one to one
communication and this is where the skills of selling
must be learned and practiced.

The Importance of Pricing

Why should somebody buy from you? What is different
about your product or service? What can you do that

is a little bit better? Most importantly of all, do not
convince yourself or even dare to believe that the future
lies in being the cheapest. Businesses very rarely go
broke in the most expensive category, they rarely go
broke in the value for money category but a very Jarge
percentage go broke in the cheapest sector.

Richard Denny's Winning New Business - Essential
skitls for non-sales peaple is written in large font and
little paragraphs so should appeal to the vast majority of
busy business people. 1t is also packed full with usable,
albeit in many cases common sense tips, that really do
work and make a business highly profitable and secure.
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