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• WHO ARE YOU?
• WHO AM I?
• UNDERSTAND YOUR BUYER
• WHAT IS SALES MESSAGING?
• HOW TO BE UNDERSTOOD
• HOW TO ENGAGE
• HOW TO CLOSE
• Q&A



WHO ARE YOU?



1. NAME
2. JOB/PROJECT/BUSINESS
3. WHAT YOU WANT TO GET FROM TODAY





WHO AM I?



DAIMLER 12 YEARS



£600,000,000



NEVER MISSED A TARGET



NO IDEA HOW



“YOU SHOULD TEACH PEOPLE 
HOW TO SELL”





YOU SHOULD BE 
“THE MESSAGE GUY”





WHAT IS “CLEAR”?







UNDERSTAND YOUR BUYER



IF THEY DON’T UNDERSTAND 
IT. THEY CAN’T BUY IT.



IF YOU DON’T UNDERSTAND 
THEM. YOU CAN’T SELL IT.



HUMAN ATTENTION SPAN?



8 SECONDS



GOLDFISH?



9 SECONDS



AVERAGE READING 
AGE IN THE UK?



9 YEARS OF AGE



AVERAGE



FEWER WORDS + LESS COMPLEXITY 



I ONLY WANT TO TEACH YOU 
ONE THING:



SELLING IS ABOUT GOOD 
COMMUNICATION AND 

FINDING A CONNECTION



NOT TECHNIQUES AND 
TRICKERY



WHY ONLY ONE THING?







WHY DOES HE KEEP ASKING 
QUESTIONS ON HIS SLIDES?







CONFIDENCE IS ONE OF THE 
BIGGEST ISSUES IN SELLING



CLARITY IS ALSO AN ISSUE



CLARITY + CONFIDENCE = CONVERSION



MOST PEOPLE LACK CLARITY 
AND CONFIDENCE WHEN 

SELLING



138+ ELEMENTS























WHAT IS SALES MESSAGING?



VALUE PROPOSITION



WHAT DO YOU DO?



WHY SHOULD ANYONE CARE?



WHY SHOULD I CHOOSE YOU?



IS IT BRANDING?





BRANDING
SEIZES ATTENTION



SALES MESSAGING 
CONVERTS ATTENTION



WHAT QUESTIONS ARE YOUR 
CLIENTS ASKING?





MESSAGING MUST BE 
UNDERSTOOD BY ANYONE



IF THEY DON’T UNDERSTAND 
IT. THEY CAN’T BUY IT.





HOW TO BE UNDERSTOOD



“WHAT DO YOU DO?”



“I’M A SALES CONSULTANT”



“WHAT DO YOU DO?”



“WHAT ARE YOU?”



SIMPLE TEMPLATE



I HELP <CLIENT> TO ACHIEVE 
<BENEFIT> BY <METHOD>



FOR ME IT WOULD BE..



I HELP SMES TO INCREASE 
THEIR SALES WITH CLEARER 

SALES COMMUNICATION.



YOUR SUCCESS RELIES ON 
OTHER’S UNDERSTANDING OF 

YOUR OFFERING



IF THEY DON’T UNDERSTAND 
IT. THEY CAN’T BUY IT.



SELLING IS ABOUT GOOD 
COMMUNICATION AND 

FINDING A CONNECTION



NOT TECHNIQUES AND 
TRICKERY



What 
they 
need

What 
you 
offer







ASSUMPTION IS THE MOTHER 
OF ALL…



LOST SALES





HOW TO ENGAGE



YOU NATURALLY PUT 
YOURSELF FIRST.



IF WE TOOK 
A GROUP PICTURE..



YOUR BUYERS DON’T CARE 
ABOUT YOU… YET.



YOUR BUYERS CARE ABOUT 
THEIR NEEDS.



AIRLINE ADVERTS





“SELL THE DESTINATION. 
NOT THE JOURNEY.”
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Negative emotion Positive emotion

Negative situation Positive situation

Engagement 
Matrix

Away from Towards





HOW TO CLOSE



This is where I 
understand you are 

now (point A)

This is where I 
understand you 

want to be (point B)

This is what it will 
take to get from A to 

B
This is what it will 

cost.

How does that 
sound?
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THANK YOU 



Q&A



JAMES@CLEARSALESMESSAGE.COM








