
Sell Without Selling Advanced Webinar 

 Session Overview 
• Review of the sales process 
• Critical areas for success 
• Poll group to identify problem they are experiencing 

 Opening the meeting 
• How to personalize your opening statement 
• Adapting it to any situation 
• Dealing with premature questions 

 Power of questions 
• Power questions that work 
• Framing questions to imply your role 
• Challenging assumptions 

• Presenting solutions 

 Communicating value in a way that matters to the client 

 Deeping buy in to your firm 

 Enhancing your credibility 
• Gaining closure 

• Gaining client buy-in to solidify engagement 

 Dissolving fee resistance 

 Defining next steps 
 


