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Subject:

Most businesses throw away money because what they say doesn’t trigger their perfect
customer

Working title / Headline:

Selling To Your Clients Without Selling

General Idea / structure: Sales people are annoying, people hate being sold to, but they
absolutely love to buy. So the whole classic sales routines such as handling 341 objections
and forcing to client into a yes is bs. Why would you have to handle objections if you are
selling a product that actually benefits the client? And besides, a man convinced against his
own will is of the same opinion still. The thing is what works is specialisation. So by that |
mean instead of pitching your stuff, and trying to push down your shit on people’s throat who
might not even need it, it makes a lot more sense to ask questions, figure their situation out,
see if they would even be a great fit and lastly something revolutinizing... If they aren’t, you
thank them for their time and leave them alone. This way you save time, energy, and make
more money because you have more time talking to the right people...

Selling To Your Clients Without Selling

One of the most annoying things in this world are salespeople, who are constantly
trying to sell you things you don’t need.

Now this doesn’t mean that every salesperson’s like this, and that there’s nobody
doing great sales. In fact, | really appreciate it when a salesperson does great at
their job, because the whole idea of sales is fulfilling a need or desire that someone
already has, with the belief that the sale benefits the buyer more than the seller.

Now with this being said | can completely understand why sales has that sleazy,
annoying reputation.

But your selling doesn’t have to be like this, you CAN sell without being annoying or
forcing people into a “yes”.

In the next 2 minutes I'll tell you exactly how to do that.

Sell Without Being Annoying



Now in most sales movies such as The Wolf Of Wall Street, Glengarry Glen Ross,
Moneyball etc. the idea is that salesmen are manipulative sociopaths.

I’'m sure you’ve all seen the movies where they defeat the “Let me talk to my wife
first” objections, alongside 200 other objections. All these “yes funnels” and “classic
sales” stuff is something | never liked.

And if you think about it... it makes absolutely zero sense. If you're selling a product
or service that is truly beneficial to the customer, you don’t have to try getting your

point across, argue or defeat objections.

It's like trying to sell a bottle of water in the middle of the Sahara Desert to the
person who hasn’t drank for two days.

You are moving them towards a positive outcome in their life.

The problem is that you are providing something that moves the right people towards
a positive outcome, but you’re wasting your time trying to sell to the wrong people.

The Sales Approach That Reshaped My Success

My marketing mentor Professor Arno had a saying that goes something like:
“People love to buy, they hate being sold to.”

Instead of doing my pitch, | started to: ask questions, get to know their situation,
qualify them and figure out if they’d be a good fit for my offer.

Which means that when | held the customer’s desires/wants/needs above my own, |
actually got to see if the offer even benefits them in the first place.

And, guess what, if it looks like we're not going to be a great fit...?
I'll thank them for their time and leave them alone.

This is the thing that made me stand out from other salesmen, because no one else
would ever do this.

And it also:

1) Saved me hours and hours and hours of time.
2) Saved me untold amounts of frustration, stress and tension.
3) Allowed me to use much more time talking to prospects that were a good match.



4) Allowed me to maintain my professional and abundant frame.
Selling is a trillion times easier if you come from this angle.
Ask questions to find out what their problem is.
Tell them what your solution could do for them.
Ask if they want that.
Try it out for yourself if you want to “Sell Without Selling”

Talk soon,

Viktor

Eladas, Eladas “Nélkul”

Itthon a “sales”-nek sajnos tavoli multba visszanyul6 aljas, idegesit6 és rossz hire van.
A “sales” Iényege, hogy egy olyan igényt vagy sziikségletet elégitsen ki, ami valakinek mar
alapbdl megvan az érdekl6dében. Mindezt azzal a meggyéz6déssel, hogy az eladasbdl a

vevének nagyobb haszna szarmazik, mint az eladénak.

Tehat, hogyan adj el te anélkiil, hogy aljas vagy idegesitd lennél, vagy belekényszeritenéd
az embereket egy ,igen”-be.

A kovetkez6 2 percben megmutatom pontosan, hogyan legyél te az elsé értékesité akit
imadni fognak az ugyfelek és vasarlok.

Ne Legyél Idegesitd

A legtdbb saleses filmben mint példaul: A Wall Street farkasa, Glengarry Glen Ross,
Moneyball stb. az az elképzelés, hogy az sales-ben dolgozok manipulativ szociopatak.

Biztos vagyok benne, hogy lattatok mar azokat filmeket, ahol 200 kilénféle kifogas mellett
még a ,Hadd beszéljek el6bb a feleségemmel’ ellenvetést is legydzik. Ezeket az

Jgen-utcakat” és a ,klasszikus sales” dolgokat sosem szerettem.

Plusz ha belegondolsz... nincs is semmi értelme.



Ha egy olyan terméket vagy szolgaltatast ariulsz, ami valéban hasznos az ugyfél/vasarld
szamara, akkor nem kell probalkoznod az érveid megértetésével, nem kell veszekedned
vagy ellenvetések legyézndd.

Ez olyan, mintha a sivatag k6zepén egy palack vizet prébalnank eladni annak, aki mar két
napja egy kortyot sem ivott.

Egy pozitiv végkifejlet iranyaba mozditod 6ket.
A probléma az az, hogy olyasmit kinalsz, ami az arra megfelel6 embereket tényleg pozitiv

irAnyba vinné, viszont te azzal vagy elfoglalva, hogy “rossz”, azaz arra nem megfelel6
embereknek prébalod eladni.

A Sales Megkozelités, Ami Atformalta a
Sikeremet.

A marketinges mentoromnak, Arno-nak volt egy mondasa, ami valahogy igy hangzott:
Az emberek imadnak vasarolni, de utaljak, ha eladnak nekik”
Ahelyett, hogy az eladasra fékuszaltam volna, elkezdtem inkabb kérdezdskodni. ..

Megismerni a helyzetiiket, kvalifikalni 6ket, megnézni, hogy egyaltalan megfelel6 lenne-e
nekik az én ajanlatom, stb.

Ez azt jelentette, hogy amikor az tgyfél szlikségleteit/vagyait/kivansagait/ a sajatjaim félé
helyeztem, akkor tudtam valdjabanatlatni, hogy az ajanlat hasznos lenne-e egyaltalan
szamukra.

Es képzeld, ha gy tlint, hogy nem lenne szamukra kifizet6d6 az ajanlatom...?
Megkdszdntem az idejiket, és elkdszéntem toIUK.

Ez az, ami teljesen elhatarolt a tobbi sales-es kdzul, mert ezt senki mas nem merte ezt
megcsinalni.

Es mit nyertem ezzel?

- Oréakat és 6rakat sporoltam meg.

- Mérhetetlen mennyiségi frusztraciotol, stressztél és feszlltségtdl kiméltem meg
magam.

- Lehetdvé tette, hogy sokkal tobb idét forditsak olyan tgyfelekkel beszélgetni és nekik
segiteni, akiknek relevansak és hasznosak a szolgaltatasaim.

- Lehetdvé tette szamomra, hogy megdrizzem a profi imagemet.



Szazszor kdnnyebb ugy eladni, hogy ebbél az iranybdl kézelited meg.

- Tegyél fel kérdéseket - tudd meg mi a problémajuk.
- Mutasd meg nekik, hogy mi a te megoldasod - hogyan segitené az O helyzetiiket..
- Kérdezd meg, hogy van-e erre igyényuk. - megfelel6 lenne-e nekik ez a megoldas

Prébald ki ezt, ha zokkendmentesen akarsz eladni, megfelelé vevéknek.
Beszélliink hamarosan,

Viktor
Viktory. Marketing

WIIFM

Source:

Arno About - WIIFM

Subject:

Most businesses are coming at sales from a completely wrong perspective and by making
everything client based they will excel.

Working title / Headline: Perfects Customers On Autopilot

General Idea / Structure: There is an approach we tend to take in life, which is looking at
things from the perspective of what’s in it for us. Why would | do xyz, why should | go to abc,
what’s in that for me, how does that benefit me. Now this approach in the business world is a
exactly the same. The person selling something is thinking about what'’s in it for them and
the customer buying from that seller has what’s in it for them in their mind as well. YOU can
take advantage of this by flipping it the other way around and think about what is in
service/product for my customer? This shift in your perspective will massively increase your
business life for the better.

Attention : There is one simple perspective shift anyone can make that if implemented
correctly, focusing on the client and their wants and needs will skyrocket your sales.
Interest : Everybody, including you and me, is going through their everyday life doing what
is beneficial to them. 95% of the time they are thinking about what’s in it for them. They drink
that coffee because, they eat this because, they do that because, so the pattern is we do
things because it's what we feel has something in it for us.

Desire : Now we all want to win our perfect clients and do business with them as much as
possible. The thing is, they are people just like us, and they go through their days just like
us. The same question echoes in their heads: “What’s in this for me?” But why does this
matter? We can easily get our customer if we just propose the idea/product/service in a way
of highlighting what’s in it for them. This concept is so simple yet not many people seem to
be taking advantage of it. Just for a quick sidenote: Asked dad about WIIFM, never heard of
WIIFM.



Perfects Customers On Autopilot

Today I'm going to be sharing with you an insanely simple but extremely powerful
sales/marketing/business approach that barely anyone is taking advantage of. This is the
formula that allows YOU to stand out and win your perfect customers.

This will not only allow you to attract more of these customers and filter out those who are
not, but will also help you excel in your personal/everyday life.

The Approach Of Customers And Businesses

Us humans, we are very simple creatures and tend to do most things in life based on a very
foundational approach. We go to xyz because... we eat this because... we do that
because... at that moment, we feel that is what's best for us.

Therefore whenever we’re puzzled with a question/situation/problem the first thing that
bubbles up in our mind is, what’s in this for me? What could be potentially good or bad about
this for ME?

This is not bad nor good, but a fact.

Every business owner has this motive in their mind. And the customer buying from them is
no different.

| once asked my father, who has been in sales for 30+ years, ran multiple companies, held
hundreds and hundreds of sales presentations and is now the founder, CEO and Head of
Sales of his own company, about the “WIl FM Radio Station”.

He looked at me just as confused as you are looking at this article right now, and said he has
no idea what I'm talking about.

| explained to him that every person he is selling to is listening to the same Radio Station the
WII FM - What's In It For Me. All of his customers are buying from him because they have

their own WIIFM’s in mind and are acting accordingly to that.

See, there are concepts even the old school sales guys never heard about...

Good News

We all want to attract perfect customers, with whom we can do great business, but how do
we do that?

Good news is that these “perfect customers” we are trying to reach, they are just PEOPLE
too. They go through their days and weeks just like we do. They have the exact same
“What's in it for me?” mindset.



By taking their approach we can shift our way of selling in their direction.

The Simple Shift For YOUR Success

By now you can probably guess what I’'m about to say, but I'll tell you anyway. You should
focus on highlighting the aspects of the offer that benefits the customer. That nurtures their
wants/desires/needs.

Now you might be thinking: How do | know what these people want?

This is the most important part and the foundation of this principle...

You DON'T start by trying to sell whatever you have to offer, but instead you start asking
QUESTIONS.

e Asking questions about their situation and needs
e Qualifying them for your offer

e Figuring out if you are even a good fit

Not everyone is your perfect customer, but if you stop wasting time on people who aren’t and
instead start focusing on the people who ARE, you will:

- Save hours and days and weeks of your time
- Make even more money
- Save yourself from a lot of stress, frustration and tension

Now that sounds a lot better than just trying to get everyone say yes to your offer.

It's funny but this one simple approach of focusing on the WIIFM factor will allow you to
dominate in whatever industry you are in.

Try out for yourself and | guarantee you, you will see the difference.
Talk soon,

Viktor

Tokéletes Ugyfelek Autdpildtan



Ma meg fogok veletek osztani egy borzasztdéan egyszer(, de rendkivil hatékony
értékesitési/marketing/lzleti megkdzelitést, ami félelmetesen kihasznalatlan manapsag. Ez
az a képlet, amely lehetbévé teszi, hogy kitlinj és elnyerd a tékéletes Ugyfeleidet/vasarloidat.

Nem csak azt teszi lehetéve, hogy tébb ilyen Ugyfelet szerezz és kisz(ird azokat, akik nem
azok, hanem még a maganéletben is rendkivil hasznos lehet szamodra.

Vagjunk is bele!

Ugyfelek és Vallalkozasok Hozzaallasa

Mi, emberek, egyszerl teremtmények vagyunk, és hajlamosak vagyunk a legtdbbszor egy
nagyon alapvetbé megkdzelités alapjan cselekedni. Azért megyunk x-be, mert... azért esszik
y-t, mert... azért tesszik z-t, mert...

abban a pillanatban azt tartjuk szamunkra a legjobb opcionak.

Ezért amikor egy kérdéssel/helyzettel/problémaval szembesillnk, az elsé dolog, ami
felbukkan az agyunkban, hogy:

“Mi hasznom van nekem ebbdl”?

Mi lehet ebben j6 vagy rossz ebben nekem?

Ez nem egy rossz vagy j6 dolog, szimplan egy tény.

Minden vallalkozénak ez jar a fejében és a t6lik vasarld tgyfélnek sem jar mas.

Egyszer megkérdeztem Edesapamat, aki tébb mint 30 éve dolgozik az sales-ben, tébb céget
vezetett, tobb szaz sales el6adast tartott, és most sajat cégének vezeérigazgatdja es

értékesitési vezetdje, hogy hallott-e mar a ,WIl FM radiérol”.

Epp olyan értetleniil nézett ram, mint ahogyan most te nézed ezt a cikket. Azt mondta, hogy
fogalma sincs, mirél beszélek.

Elmagyaraztam neki, hogy minden ember, akinek elad vagy el akar adni, ugyanazt a radiot
hallgatja; a WIl FM-et - “What's In It For Me” (Mi Hasznom Van Nekem Ebbdl).

Minden vasarldja aki tble vasarol a sajat Wil FM-jét tartja szem elétt, és ennek megfeleléen
cselekszik.

Latod, vannak olyan dolgok is, amikrél még a “old-school” sales-ek sem hallottak...



JO Hir

Mindannyian tokéletes Ugyfeleket szeretnénk, akikkel nagyszeri uUzletetek kothetink, és
sikeresen egyutt dolgozhatunk, de hogyan is tegyuk meg ezt?

A j6 hir az, hogy ezek a ,tdkéletes Ugyfelek”, akiket prébalunk elérni, ugyanugy emberek
mint mi. Ugyanugy élik meg a napjaikat és a heteiket, mint mi. Pontosan ugyanaz a ,Mi

hasznom van ebbl?” gondolkodasmaod jellemzi 6ket.

A szlUkségleteiket szem el6tt tartva az iranyukba kormanyozhatjuk az sales taktikakat.

Egyszerl és Fontos Valtozas

Mostanra mar valdszinileg kitalaltad, hogy mit fogok mondani, de azért elmondom.

Az ajanlatod azon részeinek kiemelésére kell koncentralnod, amelyek annak az ugyfél
egyedi helyzetét pozitiv iranyba vinnék.

Most talan arra gondolsz, hogy: “Honnan tudhatom, hogy mi kell ezeknek az emberek?*

Ez a legfontosabb része és alapja ennek az elvnek...

NEM azzal kezded, hogy megprébalsz eladni, hanem azzal, hogy KERDESEKET teszel fel.
- Kérdéseket teszel fel a helyzetiikrdl és az igényeikrél.
- Kvalifikalod 6ket az ajanlatodra.

- Feltérképezed, hogy illenek-e egyaltalan a szolgaltatdsodhoz.

Nem mindenki lesz “tdkéletes tigyfél”, de ha nem pazarlod az id6det azokra akik nem azok,
és helyette inkabb azokra koncentralsz akik igen, akkor:

- Orakat, napokat és heteket spérolsz meg az id6dbél
- Még tobb pénzt kereshetsz

- Rengeteg stressztél, frusztraciotol és feszliltségtdl szabadulhatsz meg.

Sokkal jobban hangzik, mintha csak megprébalnal mindenkit ravenni, hogy igent mondjon
az ajanlatodra.

Vicces, de ez az egyszer(i megkdzelités, hogy a vevd sziikségleteire koncentralsz, lehetévé
teszi szamodra, hogy kitlinj a versenytarsaid kdzul.

Probald ki magad, és garantalom, hogy latni fogod a kilonbséget.



Hamarosan beszélink,

Viktor
Viktory. Marketing
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