             Vary Your Approach To Increase Your Wins
Although presales planning is necessary and beneficial, focusing too much of your energy on planning can cause you to lose sight of creating a sales strategy.

One group you may not expect to get sales advice from is the U.S. military.  According to Sales Techniques by Industrial Ego Sales (found online at http://sales-techniques.industrialego.com/sales-strategy/index.htm), you can try two basic types of sales strategies inspired by military attack strategies:

               1.Direct.  A direct sales strategy is the technique many professionals use.  “It is the frontal assault on the enemy’s position.  (the enemy in our case is the status quo or your competitor, not the customer.),” Industrial Ego says.  A direct sales strategy means going head to head, feature for feature against your competition.  This is a hard way to find success, unless you have a clear superiority over your competition, Industrial Ego adds.

              2.Indirect.  Sales reps don’t use an indirect strategy as frequently, but it is a more sophisticated technique, according to Industrial Ego.  “To use an indirect sale strategy means to change the rules of the sales evaluation process,” Industrial Ego says.  “You do this by introducing new capabilities and criteria that the competition may not have

and making them essential to the buyer’s evaluation criteria.”

Determining which sales strategy is best for which prospect is something you must do on a case-by-case basis.  When you try to venture away from the simple, straight-forward direct sales approach, you can find new creative and interesting ways to beat your competitor.

Practice different strategies to find out what works in different situations.
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