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  利用客户证言
 
      
        First, let's look at the power of video testimonials.
      

      Gitomer stresses that your customers are your best salespeople. 客户评价远比销售人员的话语更有说服力。利用高质量的视频评价来展示产品或服务的优势，并引导潜在客户进入销售流程的下一步。视频评价应具有明确的目标，并与品牌形象相符。

视频评价并非取代销售人员，而是增强信任的有力工具。在销售拜访前，思考潜在客户的常见疑虑，并找到直接解决这些疑虑的视频评价。

通过客户的证言，可以有效减轻销售压力，让客户的真实体验说话，从而提升销售效果。这是“Little Red Book of Selling”中强调的关键策略。

提出强力问题
 
      
        Next, let's talk about the art of asking powerful questions.
      

      Gitomer points out that salespeople are often remembered for the questions they ask, not the answers they give. 避免提出封闭式或无意义的问题，如“您对现状满意吗？”或“我能给您报价吗？”。这些问题会让对话陷入僵局。

相反，应该提出开放式、引人入胜的“强力问题”，以揭示潜在客户的需求和动机。例如，“您在寻找什么？”或“您有什么经验？”这类问题能引导客户分享想法和感受。

精心设计你的“强力问题”，鼓励潜在客户敞开心扉。例如，与其问“您对目前的供应商满意吗？”，不如问“您希望当前解决方案在哪方面有所改进？”。这种提问方式的转变，能显著提升沟通效果，这也是“Little Red Book of Selling”所倡导的。

这些问题不仅能收集信息，还能让你展现出对潜在客户需求的真正兴趣，从而建立信任和融洽关系，为更牢固的客户关系奠定基础。

注入销售创意
 
      
        Now, let's explore how to infuse creativity into your sales process.
      

      Gitomer emphasizes that creativity isn't some mystical talent reserved for a select few. 如果客户认为所有产品都一样，销售人员的工作就是创造不同的认知。在销售电话的开场问题、整体品牌形象和语音邮件等方面，都需要注入创造力。

借鉴“曲棍球守门员面罩”的例子，寻找行业中未被满足的需求。关注三个关键领域：销售电话的开场问题、整体品牌和形象以及语音邮件消息。

用一个能立即吸引潜在客户注意力的、发人深省的问题来开始对话，而不是 வழக்கமான的销售说辞。例如，“生产力每损失一小时，您的公司会损失多少？”。这能让你迅速展现出对客户挑战的理解。这是“Little Red Book of Selling”中实用技巧。

你的品牌，从名片到网站，都应该令人难忘，并反映你独特的价值主张。至于语音邮件，Gitomer 称之为“美国的销售之谜”。大多数语音邮件都很无聊且缺乏创意。他鼓励你创作富有创意、引人入胜甚至有趣的语音邮件。例如，“嗨，我出去拯救世界了，一次一个盒子。留言吧，我会试着找一个纸箱来拯救你的世界！”。这种出人意料、令人难忘的方式很可能会赢得微笑。

运用幽默力量
 
      
        Finally, let's discuss the power of humor in building rapport.
      

      Gitomer firmly believes that making people smile is a major key in selling. 让潜在客户微笑是销售的关键。他们可能对你的推销不感兴趣，但他们总是乐于接受一个好的笑话。

避免讲那些有风险且可能冷场的笑话。相反，建议讲故事——与潜在客户在人性层面上建立联系的相关轶事。使用幽默时，请注意：保持幽默的干净、避免敏感话题，并自嘲而不是嘲笑他人。

分享一个你最近经历的有趣或尴尬的情况。思考如何把它变成一个简短的、能引起共鸣的故事，与潜在客户分享。目的不是成为喜剧演员，而是创造一个更轻松愉快的互动。这是“Little Red Book of Selling”中提升亲和力的好方法。

作者建议使用一个简单但强大的工具：录制自己。不仅是一次，而是定期。录制自己说话、阅读、销售，甚至制作自己的个人广告。像听别人说话一样多听这些录音。这有助于你发现需要改进的地方，并形成自己独特的风格。
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  What About

    
        	Video Testimonials: Use customer testimonials as your best sales tool. Ensure they are high-quality, scripted, and visually appealing, focusing on leading the prospect to the next step in the sales cycle. The book, "Little Red Book of Selling", highlights this.

        	Power Questions: Ask open-ended, engaging questions to uncover prospect needs and motivations, rather than "dumb questions" that shut down conversations. Examples include: "What do you look for...?" and "What has been your experience with...?". "Little Red Book of Selling" emphasizes that good questions are better than answers.

        	Creativity in Sales: Develop creativity to differentiate yourself. Focus on your opening question, branding, and voicemail messages. Find "hockey mask moments" – unmet needs in your industry. The "Little Red Book of Selling" stresses that creativity is a learnable skill.

        	Humor in Sales: Use humor to build rapport, but avoid jokes. Tell relatable stories and keep it clean, avoiding sensitive topics. The book, "Little Red Book of Selling", says making people smile is a major key in selling.

        	Self-Recording: Regularly record yourself speaking, reading, and selling to identify areas for improvement and develop your unique style. As suggested in "Little Red Book of Selling".

        	Practice: Develop sales skills, including humor and creativity, through consistent practice. "Little Red Book of Selling" emphasizes practice.

    	Relationship Building: Focus on building genuine connections and offering real value, rather than using tricks or manipulation. The core message of the "Little Red Book of Selling".
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  Who Should Read

    
        	Sales professionals at all levels, from beginners to experienced veterans, looking to improve their techniques and results.

        	Entrepreneurs and business owners who need to sell their products or services effectively.

        	Anyone in a customer-facing role who wants to build stronger relationships and improve communication.

        	Individuals seeking to enhance their persuasion and influence skills in any context.

        	People who find traditional sales approaches ineffective and are looking for a fresh, creative, and relationship-focused method.

    

    Key Strategies from "Little Red Book of Selling":

     
        	Use video testimonials to leverage the power of customer advocacy.

        	Ask "Power Questions" that uncover needs and build rapport, instead of "dumb questions".

        	Infuse creativity into every aspect of the sales process, from branding to voicemail.

        	Employ humor appropriately to build connections and make interactions enjoyable.

        	Focus on building genuine relationships and providing value, rather than using manipulative tactics.

         	Practice and consistent self-improvement through self-recording and studying creativity.

    

    The "Little Red Book of Selling" emphasizes a human-centric approach, making it relevant for anyone who wants to sell more effectively by connecting with others authentically. The book, "Little Red Book of Selling", provides actionable strategies. Anyone can benefit from reading the "Little Red Book of Selling".





