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Consultative selling is one of the easiest ways to live and sell with 
honor. The process can be broken down into 3 steps. If you will follow 
these 3 steps, will not only be an honorable salesperson, you will be a 
very successful one. The precursor to this has been discussed 
throughout this book. You must be disciplined and willing to put forth 
the effort to be successful. Assuming that you are a driven and focused 
person, the rest is simply flow. 
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STEP 1 – TRUST  
 
It takes trust for a person to have faith. In order for a client to have 

faith in you and your product/service, they must trust you. This is not 
about the reputation of the company nearly as much as it is about the 
interaction that you are having with them. I am going to assume that 
you would only work for an honorable company. Therefore, the 
reputation of the company is presumably solid and honorable. In order 
for the person to trust you, you will have to choose which path it will 
take to establish their trust and faith in you.   

 
Proof before payment, sometimes known as the “freemium” model 

is one way to get there. This is where you have something of value to 
offer to your prospects. This allows them to engage with you without 
risking any money. They have the chance to see the way that you will 
work and to try out your product/service. This is a great way to 
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operate, particularly in a world where people are continuously chasing 
the “quick buck.” Deliver results just as you would if they were paying 
for the service. By doing this, you are being sincere in how you would 
conduct yourself and they are seeing the real you and the real version 
of the company that you represent.  

 
Guaranteed results is another way that you can go. This path will 

require that you have absolute faith in yourself and know, without any 
doubt, that you can and will deliver results. I used this model quite a 
bit in the beginning of my business. I knew in my heart that I could and 
would deliver results. I was so confident in that result that I staked not 
just my reputation, but 100% of the cost, including travel, on the fact 
that I could deliver. I helped to increase leadership capacity and 
reduced turnover. I would guarantee a 50% reduction in turnover from 
wherever the company was at that point, if they participated from the 
top down in my full program. I was willing to return all monies for an 
entire year if I did not deliver. This earned me a great reputation and it 
demonstrated that I fully believed what I was saying.  

 
The next methodology to create trust is to connect through activities 

outside of work. When you connect with people through giving a 
sincere effort in volunteer settings and giving fully of your talents, you 
will find that people connect deeply with you. Whether you are 
volunteering for a leadership organization or helping at your local soup 
kitchen, give all of who you are to the volunteer effort. Get involved in 
something that you believe in. Don’t do this just to connect with 
people. Do this because it represents your beliefs and it is a part of 
who you are. You should never be disingenuous. Instead, be the best 
version of yourself and throw yourself into making a difference in the 
activities that you get involved with. This will help to build trust and it 
will make a positive impact at the same time. 
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STEP 2 – DISCOVERY 
 
Once you have established trust with your prospect, you will be able 

to uncover what they are needing and wanting. One thing that is 
critical to remember is that people buy what they believe they need 
and want. They don’t buy what you want to sell. Make your 
interactions  wholly about what they need, what they want, and where 
they would like to see themselves go in the future. The process that is 
recommended is to outline 10 or fewer areas that impact the success 
of their organization or their personal success in a graphic format. Use 
this graphic to slide in front of them and ask them the following… 

 
Of the areas listed on this sheet, which three are the most important 

to you and your organization? 
 
Give them the opportunity to study the sheet and to choose the 

three that are most important to them. After they have indicated which 
three are critical, you will ask them to whittle it down a little more.  The 
second question that you ask is… 
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Of those three areas, which one would be the most critical for us to 

have a positive impact on in the next 60 to 90 days? 
 
This is generally a pretty easy answer for the customer. Pay 

attention and write down the one that is most critical.  After they tell 
you which one is the most important, you will ask the next question… 

 
Why is that one the most important? 
 
This will get them thinking about their current situation and will help 

them to remember the pain that exists with that area not going the way 
that it should and the pleasure associated with it going perfectly.  They 
may pause a little in their answer, but they will almost always have an 
answer.  Next, you will ask… 

 
What are doing currently to ensure that you achieve your desired 

results in that area? 
 
Many times, they are not doing anything to solve the challenge that 

they are facing in the area that they have indicated is most important 
to them. This will really solidify in their mind that they are frustrated 
with where they are and that they really do desire to move themselves 
and/or their business forward. If they do have something that they are 
doing, which may be something just to make themselves not look like 
they are doing nothing, you will still want to take notes and listen 
intently. After you have listened to what they had to say, you will ask 
the follow up question to that question, which is… 

 
What do you wish you had in the way of results, that you don’t 

currently have from the solution or direction that is in place? 
 
By asking this, you are getting them to open up and explain the 

“gap” that exists between their present reality and their desired reality. 
People always buy “the gap.” Very seldom, do they buy a product or 
service. They are buying a solution that will move them from where 
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they are to where they want to be. If your product or service can move 
them from their existing situation to the place they want to be, then 
you will very likely have a new client or customer. The trial closing 
question that seems to work very well is… 

 
If I can come up with a way to get you where you want to go for a 

reasonable price, would you be interested? 
 
You are discovering if they really want to solve the problem or not. If 

they say yes, you will want to prepare a proposal that outlines where 
they are, where they want to be, and how you will help them get there.  
If they say that they would not be interested, ask the following… 

 
Help me understand why you would not want to solve the problem 

that is important to you. 
 
This will make them talk about why they don’t want to move forward 

and will help you to determine whether or not you wish to continue the 
conversation with them. If they truly don’t want to move forward, it is 
best to let them know that you will be there for them when they are 
ready, but not to push them too hard. Selling with honor and being a 
sales warrior will require you to know when to step away and when to 
advance.  
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STEP 3 – PROOF  
 
As my grandfather used to say to me on a regular basis, “The proof 

is in the pudding.” In hindsight, he may have meant in the “putting” it to 
the test.  Once a person is using your product or service, are they 
actually getting what you had promised them?  If they are getting the 
results that you indicated, then you are an honorable sales warrior.  If 
they are not getting what you promised, then you need to go out of 
your way to ensure that those right results are achieved. Keeping your 
promises is critical to your long-term success and it is a reflection of 
who you are at your core.  If you regularly promise things that you 
cannot or will not deliver, then you are not living with honor. You 
should always render more service and better service than the 
customer or client expects from you. If you will make it your habit to go 
beyond what you are paid to do with every client, then you will never 
hurt for clients. You will have an abundance of people who desire to 
work with you.  
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PEOPLE WILL ALWAYS BUY YOU BEFORE 
THEY BUY YOUR PRODUCT OR SERVICE. 
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THE 7 STEPS OF SELLING 
There are 7 steps in the selling process. Once a person masters these 
7 steps, they will see significant increases in their ability to build 
business and assist their clients in achieving their goals. The 7 steps 
are... 

Networking - This is the process of building your positive 
reputation and creating mutually beneficial relationships. 
 
Prospecting - This is the process of identifying people that your 
product or service will assist. 
 
Discovery - This is the process of setting appointments and 
interviewing prospects to discover what fit, if any, exists for your 
product or service within their organization. 
 
The Move - This is the component of presenting back to the 
prospect what they are wanting to accomplish and how your 
product or service will help them get there. The intent is to move 
them from prospect to client through a signatory commitment to 
their enhanced future success or happiness through what you 
provide. 
 
The Delivery - This is the component of the sale where you 
provide the product or service that the new client/customer has 
purchased. Never underestimate the importance of the 
relationship at this point. How you deliver your product or service 
will determine whether or not you are able to complete the next 
step in the process. 
 
The Re-Buy - This is the portion of the interaction where the 
customer/client purchases more of your product or service, or they 
expand the spectrum of purchases. 
 
The Referral - This is the portion of the interaction where the 
customer/client tells their friends, relatives, and associates about 
what you have to offer and how it has made their life better.  
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NETWORKING 
 
Networking - This is the process of building your positive reputation 
and creating mutually beneficial relationships. 
 
Networking in order to build your business is all about creating 
meaningful connections and having something to offer. The 
component that I see missed more often than anything else is the 
"having something to offer" piece. Most people will simply try to shove 
their stuff on others. This is not an offering! It is pushy and annoying. 
As you build your network, you want to focus on associating with 
people that exist in the realm that you need to be in. In my book, 
Leadership Evo, I talk about the power of association. Who you 
associate with is who you become like. In business networking, you 
want to associate with successful people and those who are willing to 
push themselves, sacrifice, and drive hard for success. These are the 
individuals that will end up wanting what you have to offer. They will 
want it because they will relate to you and admire something in who 
you are. 
 
What you have to offer is yourself. Never go into any relationship 
looking for what you can get. Instead, go into relationships looking for 
what you can give. If your objective is to help others reach their goals 
and attain their success, then your success is inevitable. If your 
objective is to sell stuff to other people, you may close some deals, 
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but you will also close a lot of doors. Keep in mind that people enjoy 
buying stuff. They simply don't enjoy being sold stuff. That is why you 
take the "other-centered" approach in the networking process. 
The three steps that you must follow to be a successful networker 
are... 

1. Listen - In any relationship, whether on-line or in-person, your 
first priority should be to listen for what the person has related to 
what you offer, what they think about it and what they would like 
to see that they don't currently have. If you focus on asking 
questions and listening actively to the other person, they will tell 
you whether or not they are a good potential as a prospect. If 
they are not, don't push them that way. If they are, the process 
will flow naturally because you listened the way you were 
supposed to listen. 
 

2. Engage - Your second objective should be to engage the person 
in the relationship so that they desire to be around you. It is 
through meaningful conversation and adaptive communication 
that you move the person into engagement. Engaged people 
focus on connecting with you. Disengaged people focus on 
getting away from you. We waste too much time trying to 
convince others that we are awesome and not enough time 
convincing them that they are the awesome ones and will be 
even more-so when we are working together. 
 

3. Give - The third objective should be to give something of value 
to the person. This could be book recommendations, tid-bits of 
useful information, or guidance as they are trying to solve a 
problem. You will not move people into real prospects if you 
don't have anything to offer them or if you focus on taking from 
them. Be a giver, not a taker! 

  
In all of your conversations, whether virtual or live, you must focus on 
getting a "L.E.G." up on your competition by being the right person 
yourself. When you are the person that others will benefit from being 
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around, you will quickly and easily move people into the prospecting 
stage. If you are simply a "product pusher," you will agitate people. 
Some will buy from you to get rid of you, but none will truly respect 
you for your art and your craft. Networking is absolutely essential to 
your success. Your networking becomes the essence of who you are 
as a person. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

  



14  |  CONSULTATIVE SELLING  |  © 2019 Jody Holland, Inc. 

 
 
 
 
 
 
 
 
 
 
 
 

PROSPECTING 
 
Prospecting – This is the process of identifying people that your 
product or service will assist. 
 
Prospecting isn't really an art.  It is more of a science.  I say it is a 
science because there is a systematic way to create predictable 
results.  In three easy steps you can begin focusing on the right 
people for you and the right product/service for the people who need 
it. 
 

1. Define exactly what you have to offer and how you can help 
others.  You have to know your product/service extremely 
well.  By knowing what problem or challenge your 
product/service solves, you will be able to articulate your value 
proposition.  There are countless sales people floating around 
this world without a clear definition of how they can help.  They 
come up with catchy elevator pitches and fancy ways of 
"pushing" what they have to offer, but that is not what people 
want from the sales rep. 
 

2. Define the ideal customer that you want to serve.  This second 
piece to the prospecting puzzle is equally as challenging for most 
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sales reps.  I hear them say things like, "what I have is for 
everybody."  That isn't true!  We spend an inordinate amount of 
time trying to convince people to do business with us.  If we have 
defined our ideal customer, we will keep our focus on those who 
can, will, and want to buy from us.  If you think your market is 
"everyone," you will experience the frustration of repetitive 
rejection.  After all, people don't like to be sold.  They like to buy. 
 

3. Identify the place that your ideal customers are and find a way to 
add value.  By figuring out what your ideal customer profile is, 
you will be able to outline where they go and what they are 
involved in.  Next, you find a way to contribute in that area.  Don't 
go in there to sell.  Go in there to offer value.  When your focus is 
on giving, particularly during the prospecting stage, you create a 
pull towards you.  It is that pull that is needed to get your 
potential prospects to become actual prospects.  When they are 
ready for help, you simply have to be there and be ready. 

Being ready to offer value, allows you to propel the prospect into the 
next step in the sales process. 
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DISCOVERY 
 
Discovery - This is the process of setting appointments and 
interviewing prospects to discover what fit, if any, exists for your 
product or service within their organization.   
 
One of the toughest lessons that I have learned in my career in selling 
is when to walk away.  Most of us believe that our product, service, 
non-profit focus, etc. is perfect for everyone.  People tell me regularly 
that everyone needs what they have.  You ask who their target 
customer is, and they respond with... anyone that is breathing.  I have 
seen this to be especially true in the MLM world.  The hard truth is that 
there are people that are not ideal for us to do business with.  The key 
is to quickly identify if you are a fit for where that business or person 
wants to go.  If you focus on that, you are actually honoring the other 
person and what is important to them.  This can be done easily 
through a series of strategic questions and good listening.  You can 
fail miserably in sales, especially "concept sales," if you don't follow 
this pattern. 
 
Ultimately, your choice to succeed or fail is yours.  It will be based on 
your willingness to learn and master the skills of selling.  It is NOT 
based on the market, the economy, your location, or any outside 
factor.  It is based on you! 
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When you are calling an organization, it is important to know who you 
want to talk to before you call.  This isn't always possible.  Sometimes, 
the information is hidden.  If you can ask for a person by their first 
name, it makes getting to that person much easier.  For example, if I 
am wanting to talk with Steven Smith from the ABC company, I would 
call and say the following.  "Hi, this is Jody.  Is Steven available?... 
Steven Smith."  I want to come across as personable as 
possible.  The confidence that you have in your tone is very 
important.  It is also very important to come across as if you and 
Steven are buddies.  This makes a huge difference in the mind of the 
receptionist.  Being confident, warm and friendly with the receptionist 
is a requirement for this to work.  Once you are on the phone with 
Steven, the conversation should go something like this... 
 
This is Steven. 
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Steven, this is Jody Holland with XYZ Company

.  I wanted to ask for 3 1/2 minutes of your time.  I only have 3 
questions that I would like to ask you to see if there is any fit for me to 
help you achieve your HR objectives.  May I have permission to ask 
you those 3 questions? 
 
Um, if you can do that in 3 1/2 minutes, sure. 
 
Great!  First, do you have any frustration related to getting the 
executives that you work with to participate fully in the interview 
process?  (Make a note of yes or no.) 
 
Next, would you like to open up the possibility to make it easier to 
interview top performers that are currently employed 
elsewhere?  (Make a note of yes or no.) 
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Finally, would you like to receive $70 in free video interviewing with no 
obligation, contract, or any other commitment?  (Make a note of yes or 
no.)  If Steven answered yes, then you indicate that you would like to 
set up a time to show him how to use the free interviews and how to 
access the system.  If the answer is no, you thank him for his time and 
ask if you can send him a short email, no mailing list stuff, with 
information about Cloud Interview just in case he knows someone who 
does have the frustration of wanting to expand their recruiting 
strategies that might benefit from the info.  If he says no, leave him 
alone.  If he says yes, you get his email and you have an email ready 
to go right then. 
 
The key here is to ask questions, not pitch products.  If you are 
pitching, you are annoying.  If you are asking, they are buying. 
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THE MOVE 
 
The Move - This is the component of presenting back to the prospect 
what they are wanting to accomplish and how your product or service 
will help them get there. The intent is to move them from prospect to 
client through a signatory commitment to their enhanced future 
success or happiness through what you provide. 
 
This may sound a little grandiose for someone who is not trying to 
meet the actual needs of a client.  To those whose intent is to discover 
the needs and then fulfill the needs of the client, this is right on 
target.  In order to move someone into action, your objective is really 
to unlock what they are looking for and help them get there.  You will 
follow a few basic steps in the conversation that will lead to the 
prospect becoming a valued client. 
 

1. You must be an active listener.  This means that are engaged in 
the process of helping the prospect identify what they have, what 
they want, and what is missing.  Your job is never to tell them 
what they need!  Your job is to listen to what their needs are and 
make every effort to assist them in meeting those needs.  You 
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can only be noble in moving the client into action if you have 
uncovered their needs and wants. 
 

2. You must provide a great review of what they want and 
need.  This means that you must have an accurate synopsis of 
what they indicated that they would like to have that they don't 
currently have.  As you are feeding back what you heard them 
say, it is perfectly okay to clarify why those things are important 
by asking good questions. 
 

3. Finally, you must ask if this is something that they actually want 
to be better.  This may sound a little strange, considering they 
just said it was something they wanted, but you need to 
verify.  There are people that like to talk about what needs to 
change, but they don't like to actually make things better.   

After you listen, review, and verify, you are ready to ask for the 
business.  It should go something like this. 
 
You indicated that building the leadership skills of your team is very 
important.  According to what you said, you don't have anything in 
place right now to make that happen, but you want something to be 
implemented within the next 2 months.  You indicated that you know 
that things won't get better by doing the same thing that got you to this 
place and you want it to get better.  I am sure you are like most 
change agents in business in that you know that it takes a real leader 
to implement something new and make things better.  I appreciate 
your drive for the growth of your people and I am excited about being 
a part of that growth.  Our Buddy-2-Boss program seems to fit with 
what you indicated your needs and desires are.  It makes sense to me 
to move forward and I would like to begin helping you as soon as I 
can.  What do you need from me in order to move forward? 
 
The Move is not complicated!  It is about fulfilling the wants and needs 
of your prospect.  If that is your focus, you will only allow them to buy 
what will actually accomplish that. 
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THE DELIVERY 
 
The Delivery - This is the component of the sale where you provide 
the product or service that the new client/customer has purchased. 
Never underestimate the importance of the relationship at this point. 
How you deliver your product or service will determine whether or not 
you are able to complete the next step in the process. 
 
The objective of this phase of the selling process is to prove to the 
customer that their choice to buy from you was a good one.  You want 
them to witness the expertise that they imagined in you when they 
signed the agreement.  Your goal...results!!!  If you are a trainer, like I 
am, then you need to really impress them with your knowledge and 
delivery of the information.  If you are an accountant, then you need to 
"wow" them with your ability to understand the tax code and help them 
leverage their hard work.  If you are a mechanic, then you need to 
impress them with your capacity for enhancing their vehicle's 
engine.  Whatever you are, this is your time to shine! 
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A few things that you need to keep in mind as you deliver what you 
have sold the client... 

1. Make sure that you are delivering what is in the proposal plus 
1.  The plus 1 is going one step beyond what you promised.  It is 
the plus 1 that, in my experience, really impresses clients the 
most.  Don't stray away from what you committed to deliver.  You 
simply want to deliver everything that was promised and a little 
more. 
 

2. Your customer is your reason for existence.  They are not a 
hindrance to your day, a slow-down to your work, or an 
interference in any way.  They are the reason that you are in 
existence!  Treat them as if they are the most important thing in 
your business life at that moment, because they are. 
 

3. They must be more than happy!  You have to continuously be 
uncovering what they want, how they feel, and how they are 
interpreting their experience with you.  The sales process never 
ends.  Don't focus on up-selling them on more products or 
services as you deliver what they bought.  Focus on up-selling 
their image of you and the organization so that they will desire 
more from you. 

Your ability to solidify your reputation by proving yourself is 
critical.  Without this ability, you will not be able to move to step 
6.  And trust me, you want to be able to move to step 6. 
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THE RE-BUY 
 
One of the lessons that I learned the hard way as a new entrepreneur 
was that it is much easier to get a current client to buy more than it is 
to get a new client to buy for the first time. It was this lesson that has 
made the biggest difference in revenue growth for my company, 
though. You see, there are two sells that are made with any customer.  
 
The first sale is for them to buy the kind of product or service that you 
have to offer. The second sale is for them to buy it from you. Once you 
have made both of those sales, making them again should be easier 
than before. 
 
Think for a minute about why you go back to the same person to buy a 
car, or furniture. You may even have a preference for whom you do 
your banking with. What does that interaction look like? What do they 
say and what do you say that makes you feel welcomed and valued? 
It is the emotional connection that creates the opportunity to serve that 
customer or client again. Your job, once you have a client, is to make 
sure that you exceed their expectations in the delivery of what they 
purchased. 
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One example of this was the sound board that I recently purchased for 
my church. As silly as it may sound, they included a small bag of 
assorted candy in the shipment of the digital mixer. It made me smile. 
Candy doesn't actually have anything to do with good music, or does 
it? It has to do with an emotional state that Sweetwater.com wanted 
me to have.  
 
The day that the board was delivered, Ryan called me to make sure 
that I knew it was delivered. He then called me on Monday, after the 
first Sunday that we had the board hooked up. He made me feel that 
they cared. He wanted me to be satisfied with my board and how it all 
worked. He even sent me some links to video tutorials on the board. 
The net result... We have already purchased more from Sweetwater. 
I began to look for ways to buy from them instead of just purchasing 
off of other websites. I did this because they delivered. All you have to 
do is the same. You must deliver. If you do, your customers will think 
of you first when they need something. 
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THE REFERRAL 
 

The referral is not as tricky as you might think. Many times, people 
will work hard, do a good job, and then stand there looking at the 
person, hoping that they will magically think to tell others how happy 
they are. It is an unfortunate reality that there are lots of people who 
simply don’t think to tell others, even when they are happy. As a 
trainer and speaker, one of the tactics that has made the biggest 
difference for me is to end my speeches and trainings with a 
statement. Here is that statement… 

 
If you have enjoyed this program, I would ask that you tell everyone 

that you have ever met. Post on Facebook about it. Tell your friends 
on LinkedIn. You can even personally pay for a billboard on the 
interstate.  That seems a little excessive to me, but I am alright with it. 
If you didn’t enjoy it or didn’t get what you had hoped for, please tell 
me. I want to make sure that my programs are better and better each 
time.  Besides, just like my Kindergarten teach taught me, nobody 
likes a whiner.   

 
Right as I say the last statement, I smile really big and gesture in a 

large bow. This lets people know that we are truly finished at this point 
and they are free to go.  
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Since I added that statement as the conclusion to my programs, my 

referrals have gone up 10-fold. I get 10 times as many referrals as I 
got before that. The objective is to make it a little fun to give a referral 
and to plant in their mind that you would like the referrals. By asking 
them to post on social media, many of them actually do. They tell their 
friends that they were trained by me and therefore plant the idea of 
hiring me in the minds of their friends.  

 
Never be afraid to ask for a referral if you have done your very best 

and have helped your client or customer to achieve the results they 
desire. If you are selling with honor, then you deserve a great referral.  
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