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Greg Bennett is a sales trainer, a consultant and a strategist who works with over 150 sports teams, associations and universities.  Based upon his years of experience, Bennett has chosen to write about the consultative selling process and to concentrate his attention upon on a single phase of it: the closing step.  The reason is made clear rapidly quite early in the book. 

“I never once came upon an individual, a manager, or a company, that had the closing process really defined and in place – not one,” Bennett tells his readers (p.3).  That, of course, is quite a statement.

Essentially, consultative selling is built on establishing and maintaining close relationships between the vendor’s personnel and the purchaser’s personnel.  Ideally, the vendor’s personnel are knowledgeable about the needs and goals of the purchaser and their contributions are viewed by the buying company as value-added essentials to the purchaser’s success.  The personnel of the two companies are truly integrated into a multi-disciplinary team and win-win relationships are the norm.  Consultative selling, therefore, requires that the relationship between the parties be preserved at all costs.

Unfortunately, however, consultative selling is often an illusion rather than a reality.  In fact, Bennett’s very concentration on the difficulties and uncertainties of the closing process underscores the point.  

Bennett’s book is valuable for many reasons.  First, it offers a variety of techniques for improving the closing process.  Interestingly, these methods, such as improved questioning and honest exchanges between the parties, are necessary fixes to a broken consultative selling process.

Certainly, the author’s closing process fixes are workable and may well save the closing day.  On the other hand, in this reviewer’s opinion, they are really too little-too late in the consultative process.  Bennett offers a solution which moves many of the steps in the consultative process to mini-steps in an expanded closing process.

 Bennett proposes that “closing” be redefined not as a single step process as it is viewed today, but rather as a series of mini-steps.  The mini-steps would engage the parties in a series of implementation activities requiring honest answers and real action by each of them as they move forward.  In theory, therefore, “closing” is no longer an event requiring a singular “yes” or “no” from the purchaser which both parties my well wish to avoid to avoid conflict.  It is now true consultative action performed in concert towards a common goal: the purchase and implementation of the vendor’s product.

The reader might well wonder what if anything has changed.  Sharing essential information necessary to effectively utilize the vendor’s product and the creation and common action on elements of an implementation plan are as close to a trial agreement as one could find.  To this reader, they are also central and essential to the entire concept of consultative sales   Without the entire sales process truly based in shared knowledge and value-added commitment, the forces of competition, the drive to transform products/services into commodities for price advantage, and the movement to divide or transfer purchase decisions away from operating executives to purchasing executives are greatly advantaged.  

Includes exercises, reviews and internet access to support materials.

A thoughtful and thought-provoking work for both the sales person and the negotiator.

Recommended.
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