


2
Title

The Easier Way to Sell



3
Title

The Easier Way to Sell

Close the Deal Without Selling
Action Guide



4
Table of Contents

The Easier Way to Sell

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 
 
 

 
 

 
 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 
 

 
 
 

 
 
 

Table of Contents



5
Table of Contents

The Easier Way to Sell

 
 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 
 
 

 
 

 
 

 
 
 
 

 

 
 
 

 
 
 

 
 

 
 

 
 

 
 

 
 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 



6
Table of Contents

The Easier Way to Sell

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 
 

 
 
 
 

 
 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 
 
 

 
 

 
 

 
 

 
 

 
 
 

 



7
Introduction

The Easier Way to Sell

What’s more diffi  cult… getting 

someone to do something you want 

them to do, or getting someone to do 

something they want to do? 

What’s the most diffi  cult 

thing to do in sales? 

I believe it’s getting 

people to buy from you… 

because you want them 

to buy. 

The Easier Way to Sell 

relies on a communications model called 

the Yes Formula. 

The Yes Formula will help you identify 

prospects who’ll buy from you because 

he or she wants to buy from you… and 

they’ll even tell you why. 

This one result alone will help you turn 

your contacts into contracts, sales, or 

clients more easily and more often. 

Your Presentation is a Profi t Killer 

that adds to your sales frustration… 

When you give a sales presentation 

you:

• Waste time trying to convince and 

educate people who are never going to 

buy from you 

• Give away valuable information for free 

• Talk more than you listen

The Easier Way to Sell helps you “Ditch 

Your Pitch.”

You’ll get to stop all the convincing and 

stop all the talking by shifting your focus 

from giving information to getting informa-

tion. 

Your goal is to talk less and sell more. 

The Yes Formula will help you become a 

better communicator and a more successful 

salesperson. 

You’ll say “yes” when you experience just 

how eff ectively this communications formu-

la works. 

Watch your business-related stress de-

crease and your sales productivity increase. 

Sales is a most misunderstood word. 

We’re all in sales (we really are) yet few 

people really like to sell.

There’s a disadvantage to the old fashioned 

approach to selling. You have little or no 

control over the direction that your pros-

pect wants to go... unless they’re ready to 

buy. 

The traditional way to sell works when 

it works. 

You just have to work so hard to make it 

work... and the sales results you produce 

are random and inconsistent at best.

Ditch Your Pitch?
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The Easier Way to Sell

The traditional, old-fashioned way of selling 

is wrapped in a mind set of neediness.

Think about these two supposed “truths”...

• You believe that your prospect has a 

“need” for your product and/or service. 

• You believe you “need” to make the 

sale.

How would the process of selling be 

diff erent if neither concept were true?

What if a slight shift in your communication 

style could help you create a safe, 

friendly, stress-free conversation in which 

sales close themselves? 

What will sales conversations sound like?

Just imagine your prospects willingly 

assuming the responsibility of telling you, 

of convincing and infl uencing you, that 

they have a need for… and want… your 

product or service.

As backwards as that seems... 

It actually works that way! 

Welcome to a tested, simple to use, and 

easily transferable communications system 

that will move you from stress to success 

in both your business and personal life.

*************************
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The Easier Way to Sell

What You Think You Know

There is something I do not 
know, the knowing of which 

could change everything. 

 Werner Erhard

It’s what you don’t know that 
you don’t know that seems to make

 the greatest diff erence.
 Krieger ‘94
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The Easier Way to Sell

IX
The Search for Truth
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The Easier Way to Sell

Intention: 

To understand how what you believe 

aff ects your ability to achieve what 

you want.

***************

Look at this well-known symbol. 

[Put the IX symbol up on the board 

and have participants refer to the 

workbook example.]

I’m going to ask you to turn that 

well-known symbol into a six using 

just one unbroken line. 

Ask: What were the instructions?

WFA [WFA means wait for answer]

Any of you who have seen the solution, 

please withhold your answer. 

For the rest of you... go ahead and 

turn the symbol into a six using one 

unbroken line.  Raise your hand when 

you have a solution.

[Let them work on the solution for 

30 to 60 seconds] 

Who has a solution to this exercise? 

Look over some sheets to gauge the 

accuracy of the solution. Have a person 

with the correct solution come to the 

white board. 

Repeat: What were the instructions? 

The response is: Turn this into a six 

using one unbroken line. 

The instructor or the participant draws an 

S before the I to make the word SIX.  

The reason you had a challenge with this 

exercise because you gave meaning to 

this symbol. You had a challenge with this 

exercise because of the truth that you 

assigned to it. 

Your truth was... you saw the Roman 

numeral nine and not the alphabetical 

letters I and X .

Your choices were limited because of the 

truth upon which you were acting. 

One student off ered an alternate solution.  

IX6. (Write this solution on the board.)

He turned it into an equation.

This exercise will help you develop the 

ability to look at other options or choices 

rather than continue on believing, “I know 

what that is.” 

Your truth shifts depending on the fi lter 

through which you view the issue at hand.

What color does a white shirt appear to be 

when viewed through yellow eyeglasses? 

Yellow of course, but that’s not the real 

color of the shirt. 

What you see is based upon the fi lter 

through which the shirt is viewed.

[Have someone read the quote out loud:]

Just because you believe something 

is true… doesn’t make it true. It just 

makes it true for you.

**********************
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The Easier Way to Sell

Exercise:

[referencing bottom of this same page] 

Pick a participant and have them read 

what’s on this out loud. 

They’ll likely read: Paris in the Spring. 

You respond: 

That’s not what is written there. 

Ask the participant to read it until they get 

it right.

If there is continued struggle... have 

someone else read the sentence.

Most people not only don’t know that the 

second “the” is there, they don’t know that 

they don’t know it’s there. 

And once they’re aware of it being there 

they get an “aha.” 

This system is designed to produce similar 

“aha’s” for communication.

************************

Ask:

Would you jump out of an airplane without 

a parachute if I gave you $500?

WFA

“Certaily not.”

What if you learned the airplane was sitting 

on the ground?

**************************
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The Easier Way to Sell

The Easier Way to Sell 

Problem: 

A problem is something that exists when there is a diff erence between 

what you have and what you say you want.

Business:

Business is the ability to solve other people’s problem, 

receive compensation, and make a profi t.

Closing:

Creating an environment in which your prospect comes to the conclusion on 

their own, that your product or service will solve their ______________.

Solve other people’s problems and you will solve your   ___________.

Foundational Defi nitions
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The Easier Way to Sell

Intention:

To clarify the foundational defi nitions of 

the system.

****************

Here’s The Easier Way to Sell defi nition

 of the word “problem.”  Read:

• A problem is something that 

exists when there is a diff erence 

between what you have and what 

you say you want. 

More elegantly stated, a problem exists 

when there is a diff erence between your 

present state and your desired state.

• Business is the ability to solve 

other people’s problems, receive 

compensation, and make a profi t.

That’s what you do. If people wanted to 

do it on their own, or if they knew how to 

do it on their own, they would. 

If they can’t, don’t know how to, or 

don’t want to do it on their own... they’re 

looking for somebody who they trust and 

feel comfortable with who can guide them 

from their present state — what they 

have — to their desired state — what 

they say want. 

Remember that people do business with 

people they like and they trust.

Once they determine that it’s OK to 

assign their trust to you... they will 

probably respond: “Can you help me 

with that?”  Or, they say, “I know 

someone who can use you.” 

The Easier Way to Sell is based on using 

words and asking questions that cause 

your prospects to respond in a predictable 

manner. You want them to say, “Thank you 

for asking. Here’s the problem I’m dealing 

with.” 

• Closing is the process of creating an 

environment in which your prospect 

comes to the conclusion on their 

own... that what you do will (wait 

and have participants complete the sen-

tence) solve their problem. 

However, when you go out to market or sell 

your product or service... whose problem 

are you usually trying to solve?

*******************
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The Easier Way to Sell Guidelines



16
Introduction

The Easier Way to Sell



17
Section 1 - Close the Deal Without Selling

The Easier Way to Sell
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