
The 3 Components of Successful Selling 

For a sales person operating in the digital information age, where the customer is highly 

knowledgeable about the products and services on offer, there are three key things that they need 

to establish.  Trust, Needs and Value. 

Trust 

When buying a new product or service, the deliverable is often intangible.  It can’t be touched and 

inspected like we might with a new pair of shoes.  In this instance, we need to trust that the product 

can do what we have been told it can do.  It means that we need to trust the sales person.  It is just 

like trusting a plumber or a builder to work on your house.  You can’t guarantee that they can do 

what they claim, you have to trust them.   

For a corporate buyer, trust in the sales person does not happen immediately.  The sales person 

needs to demonstrate that they are worthy of that trust by their actions when they meet with the 

customer.  In this instance, first impressions count.  Turn up on time, be presentable, be friendly.  

These are not difficult and don’t cost anything but matter a lot. 

Once you have established a connection, there are some basic things that you can do to build trust: 

• Say what you are going to do and then do what you say! 

• Be honest!  It is better to lose a sale than to win one dishonestly as you will never win 

another. 

• Show people you care about them, take an interest in them as a person. 

• Communicate with your customer when they need it, not always when you need it. 

Sales people need to value long term relationships more than short term success.  Trust is built one 

day at a time but can be lost in an instant. 

Needs 

No business buys something that they do not believe that they need.  Sometimes they may not be 

aware that they need it, by which we meant that they don’t know of the possibilities the product 

may bring, but generally, they have a problem and need to fix it.  For the sales person who is trusted 

by the customer, this is their opportunity. 

In general, less than 20% of potential customers are looking to buy at any one time.  Identifying 

those is the job of the sales person.  They need to identify the need and position their product as the 

solution, assuming that it’s a good match.  If they can’t identify the need, then they are wasting their 

time trying to sell to that customer.  

To identify the need, then must research the customer to understand the basics, then meet with 

them to ask questions.  These questions must be open, opinionated questions, designed to get the 

customer talking.  The sales person must actively listen to what the customer is saying to ensure that 

they fully understand the needs. 

Value 

Once the needs have been established and the potential solution defined, the role of the sales 

person is to define the value of the solution.  No matter how good the solution is, if it costs more 

than it pays back, the customer will not buy.  The sales person must demonstrate this, using the 

language of the customer. 



It is critical to use the language of the customer in this aspect of selling.  This is what they are 

comfortable with and allows them to make the transition from problem to solution.  The cost of the 

problem needs to be determined during the needs analysis so that the cost of the solution can be 

easily calculated. 

By positioning the solution with the value that it brings, it removes the absolute cost from the 

equation.  As long as the solution delivers significantly more profit than it costs, the customer will be 

minded to buy it.  This reduces the potential for negotiation based on price and reduces the time to 

close. 

By combining trust, needs and value, sales people should be able to make more successful sales.  

This is what we call The Equation of Sales.   

 

 

 

 


