
Review of Spin Selling - Guest Blogger - Chris Record
 Contributed by Guest Blogger - Chris Record
Friday, 28 August 2009

A great book for real estate investors and sales professionals...


Neil Rackham, in this classic book shows how classic sales techniques such as closing and objection-handling can
actually reduce your chance of selling, especially in big business-to-business sales situations, where buyers are savvy to
the classic tricks.





Overall, the method, like many other approaches, is a 'hurt and rescue' approach. You find their problem and 'hurt' them
by exposing the terrible things that might happen. Then you rescue them with your product or service.





The four question types are described below. There's much more detail in the original book, with even more practical
detail in the SPIN Selling fieldbook.

Situation questions


In big sales, minimize the small talk and focus on finding background detail that can be used to make sense of the
buyer's business situation. Context creates meaning. This is about understanding the wider context before you zoom into
the details.

Problem questions


Ask questions to uncover problems which your product can address. If you are selling tractors, ask about maintenance
costs, breakdowns and so on. If you are selling life insurance, ask about how many dependents the person has.





A trap here is to dive straight into presenting the benefits of what you are selling. You may know the problem, but they do
not! Going straight to the sales pitch will just get you objections.

Implication questions


Instead of telling them the problem they have (which is also likely to raise objections), the goal is now to get them to see
(and feel!) the problem. By asking questions which draw out the implications of the problem, they get to feel the pain that
will drive them towards your product. This is the 'hurt' of Hurt and Rescue.





For example, the person selling tractors might ask about implications of unplowed fields whilst the life insurance
salesperson could carefully ask what would happen to the children if the target person died or became very ill.

Need-Payoff questions


Having hurt the target person with your implications, you now give them a straw to grasp at by asking how their pain
could be resolved. With careful questions, you can get them to the state where they are asking for your product even
before you show it to them. This is a very neat 'rescue' of Hurt and Rescue, where they either rescue themselves or ask
you to rescue them.





For example, the tractor sales person can ask how much better the tractor was like when it was new, or whether any of
the farmer's neighbors have solved problems of old and problematic tractors. The insurance sales person could ask
questions that build pictures of the target person's children being safe and secure whatever curve-balls the world might
throw at the family.





Overall, this is a superb salesperson's book, particularly if you are engaged in Relationship Selling and a must-have for
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persuaders in all professions. If it's not in your bookshelf, it's probably because it's in your hand!


----------------------------------------------------------------------------------------------------------------


Chris Record is a 30 year old real estate investor and sales trainer living in the Washington DC Metro Area.  For the past
10 years he has run his own website design and search engine optimization firm, but now is a full time real estate
investor and entrepreneur living life to the fullest! Chris specializes in helping real estate professionals and small
business owners get their websites listed in the top 10 organic results in Google.  Recently he founded Facebook 4
Business to help teach professionals how to create online relationships that lead to offline results.  If you are interested in
learning how you can leverage Facebook to create more results in your business, feel free to connect with him on
Facebook at http://profile.to/chrisrecord or view his free videos on YouTube at
http://www.youtube.com/facebook4business
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