
Make more 
SALES UNDERSTAND YOUR CLIENT

GAIN AGREEMENT

CLOSE SALES

GROW REVENUE





POP QUIZ

What are the most effective growth strategies?





Most effective company 

growth strategy =
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B) Find new customers?



growth strategy =

Most effective company

B) Finding new customers = 

2.8 x more effective



Most effective revenue 

growth strategy =
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B) Increase purchase frequency?



growth strategy =

Most effective revenue

A) Increasing average $ sale = 

3.9 x more effective
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Presenting data to 

customers =
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B) Use clear and simple words?



customers =

Presenting data to

B) Clear and simple words are 

2 x more effective

Reduce mental processing



Most effective credibility 

strategy =
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customers?

B) Product/service demonstrations?



credibility strategy =

Most effective

B) Demonstrations are 

47% more effective

Personal experience of your product/service is the key



Customers prefer sales 

people who are =
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B) Highly competent?



people who are =

Customers prefer sales

A) Dependability is 

320% more important



Most effective growth 

strategy =
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A) Expand your offering to serve 

different market segments?

B) Reduce offering to focus on 1 segment only?



growth strategy =

Most effective

B) Focus strategy has a 60% 

greater chance of success



Branding & written 

communication =
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B) Dumb it down to 10 year old’s 

comprehension level?



communication =

Branding & written

B) 10 Year Old level is 

70% more effective



HOW DID YOU SCORE?



Think like an Athlete

Discipline

not motivation



• 15 Meetings per week

• Calendar is booked to 80% 3 weeks in 
advance

• Blocked time each day for opportunity 
creation

• Emails are checked at specific times

• Each day starts with a plan

• Admin is done outside of “Golden” time

What does
good look
like?



1. Win more new customers 

2. Sell more regularly to existing customers

3. Bundle more products together 

4. Raise our prices 

Discussion for your team:

Why aren't we growing at the rate we desire? 

Is it a capacity or a strategy issue, a lack of sales activity, or something else?

The growth engine
4 ways to grow



— Don’t be in a hurry to sell 

— DO be in a hurry to open a relationship

— Control the process

— Be deliberate and consistent

— Ask the right questions

— Be prepared

SOLUTION
SELLING
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DRAW A
CIRCLE
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CREATE
SIX SLICES

OF PIE
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SELLING
CYCLE
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Monitor against 
expectations 

Create the 
need to act 



• Needs analysis
• Gaining agreement
• Creating the need to act
• Agreeing on a solution
• Closing the sale
• Monitoring against expectations
• Upselling

Which two do most salespeople miss?

Solution
Selling



“Our greatest 
weakness lies in 

giving up. The 
most certain way 
to succeed is to 

try just one more 
time.”

Thomas
EDISON



BUYERS
CYCLE
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Expectations 
met

Build Trust



“The real reason it 
seems that price is 
all your customers 
care about is that 
you haven’t given 

them anything else 
to care about.”

Seth
GODIN





YOU MUST 
EARN THE RIGHT 
TO KEEP YOUR 
CUSTOMER



1. XXX

2. XXX

3. XXX

Actions
Changes to be made in the next 

30 days



“Opportunities 
are like buses… 
there’s always 

another one 
coming.”

Richard
BRANSON
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Logan Wedgwood MBA - Strategy, PGDip Marketing

● Managing Director of Advisory.Works

● Strategic Advisor - Marketing and Sales Specialist

● Record breaking sales-person

● Graduate of the Auckland University of Technology 

(MBA), (PGDip Marketing)

● International Beta Gamma Sigma award recipient 

(Top New Zealand scholar 2016)

● Published Author of Grow 3x 

(Amazon, Mighty Ape, Major Bookstores) 

● Business Columnist for the New Zealand 

Business Magazine

● Musician, athlete, surfer, motorcycle rider, traveler, 

father and husband.
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