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Hi hi! 

I am so excited to be sharing my 15 years experience of sales with you. 
I am SUPER passionate about helping female entrepreneurs to know 
their worth and feel confident with their sales.  

Why? 

Because, in my mind, without sales coming in you don’t have a 
business. Harsh?  

Here’s why - sales coming in to your business gives you the confidence 
that people want (and value) your services and products. Having money 
coming in to your bank gives you the freedom to re-invest in growing 
your business and taking it to the next level. Money flowing in also 
allows you to have the wants you desire, like a glam handbag, or a 
fancy holiday, or a weekly massage, or a house cleaner (yep, no more 
cleaning toilets), or taking your kids to a show that makes their mouths 
drop or even as simple as being able to have a coffee without stressing 
about the cost OR your business.  

See! Sales is super important to you and your business. I also know that 
it can be the hardest part of your business to nail. It can feel sleezy, 
pushy and down right icky.  

So, lets jump on in to this module and develop an authentic selling style 
that allows you to confidently move forward.  

I have also thrown in my four pillars of marketing so you get booked and 
keep your calendar full of money making hours too. 

Let’s dive in! 
 
All my love, 
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IT IS NOT ABOUT YOU. 
 IT IS ALL ABOUT THEM. 
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SUPER SALES  

So many times I have seen my sales team take a buyer laboriously 
through their presentation without listening to the buyer. The sales 
rep had spent hours creating a presentation with all the products 
and services in it and wants to present it. No matter what. 

Ugh - Errr 

Wrong.  

Sales is all about listening to your customer and using your services 
to answer their needs. Yes, you may want to fill your spots on your 
calendar or bring on a certain number of clients. They don't care 
though. What they care about is how you can solve their problems. 
It is all about how you can be the helpful, caring person. 

REMEMBER - PEOPLE BUY PEOPLE, NOT SERVICES. 

When have you walked in to a shop ‘just looking’ and then walked 
out with a new top that you never thought you needed nor wanted? 
What happened?  

Yep, the sales assistant was just so nice you had to buy it. Right? 
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Let’s think of some examples -  

Where have you brought something unintentionally?  

Where have you spent more than you had planned on? 
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What service makes you feel valued?  

Did it feel like you had spent money or made a great purchase?  
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So now you can see how you like to be sold to and what feels like 
value added and not pushy. Lets create that in your own business. 

The easiest way to remember how to structure a sales call or in 
person meeting is to use the SUPER format. Use the post it note 
format of the workbook to create your own authentic style. 

S - Set the Scene 

S is for setting the scene. Make them feel welcome with a big 
HELLO. You know the kind of hello that makes them feel like they 
are the only person in the room (and so they should be - turn off all 
things that ding!).  
Be present and devoted to this potential client. Ask them about their 
day, or pick something light from their application form that you can 
soften the conversation with.  
Set the time frame of the call and what is to be expected in the next 
30 minutes (or however long your call is). 
Most important - SMILE! 

U - Understand 

U is all about really understanding them. Remember - it is about 
them and not you. Invite them to tell you a bit about their story and 
where they are at.  
Record down their points, take notes and let them speak. People 
love to be listened to. Show your understanding by repeating back 
to them (in their words) what you have heard.  
You need to be present and not thinking about how you can solve 
their problem. By thinking ‘ooo I have the answer’ and jumping in to 
that mode is where a successful sale unravels itself.  
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P - Prompt for more clarity 

Here is where you prompt to get real clarity - for you and them. Ask 
open ended questions. There is usually three questions needed to 
get the real why.  

E - Explain 

E is where you get to do the talking (yay!). Here you explain your 
services. Now you have a clear understanding of the potential 
clients needs you can tailor your response in your services to them. 
You are being bespoke and authentic as you know how to help 
them and add value to their lives.  
Know your numbers! Be confident in saying your values and don’t 
drop your tone or energy. No Little Girl Voices.  

R - Recall and Reassure  

R is about bringing it all together. Here is where you recap the 
emotional points and reassure them that what you have to offer 
solves their pain.  
You are the leader of the call so it is your job to make the potential 
client feel comfortable in the decision to work with you.  

Now it is your turn. Lay out the different scenario’s on post it notes 
so you can adapt quickly to the different scenarios that come from 
listening to your prospective client.   
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FOUR PILLARS TO BEING BOOKED…CONSISTENTLY  

PERSISTENT 
AND 

CONSISTENT 

Now you have your authentic selling style AND know you are 
worthy of your  prices it is time to be consistently booked. Yippee! 

One of the most common questions I get is - how do I get 
consistent months? The answer? Being consistent and persistent 
yourself. How your sales are in your business today is a reflection 
of what you have done in the past 30-90 days.  

What have you done in the last 30 days to be seen in your 
business? 
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What has caught your attention from other businesses? 

What messaging have you enjoyed hearing/seeing? 
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Who do you look to in your industry? What are they doing to grab 
your attention? 

It takes 5-7 touch points before you make a purchase. Think about 
the last time you brought a new top. You might have seen in it a 
magazine, then your friend was wearing a version of it, then a celeb 
was snapped in it. You go to the shops and meet a friend, pop in the 
shop try it on while the sales assistant gets you another size (yep, 
you’ve gone down a size in my story) and then you buy it. See how 
you have had 5-7 touch points before making the decision. 

1. Magazine 
2. Friend wearing a version of it 
3. Celeb snapped in it 
4. Friend shopping with you 
5. In the shop 
6. Sales Assistant 
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Easy huh? 

So how are you going to get in front of your audience 5-7 times to 
get them to invest with you? 
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Here are the four pillars of creating touch points to get consistently 
booked. Being visible is key to selling! No-one can buy from you if 
they don’t see you. 

Facebook Ads 

Facebook ads with a converting landing page and a sales funnel 
work extremely well. They build your profile online by being put in 
front of the right audiences that want to engage with you. They help 
to build your list so you can warm them up through your emails and 
offers.  
A strong sales funnel will help to warm up the leads and convert 
them in to paying clients early on in the process of meeting you.  

Networking and Connections 
Connecting with people can be done on many platforms. You can 
join a networking group in your area, start working in a co-working 
space with like minded entrepreneurs, attend a trade show or 
conference. Online you can private message people who are 
engaging with you on social media. Join a group program and be 
active in the group. Start your own group and show case your 
expertise.  

PR  
Getting seen in the press show casing your ideas, story and why 
you do what you do will elevate you above the competition. Being 
an authority, sharing value in a public forum makes you top of mind 
as the person to go to. You can expose your skills on so many 
platforms now, we really are so lucky. You can be in print (magazine 
or newspaper), only blogs, articles, quotes in features, podcasts, 
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YouTube or TV interviews, guest speaking. The opportunities are all 
around you to get exposure.  

Social Proof/Being seen in the flesh 
People like to know who you are and others have liked working with 
you. So get yourself out there and your clients successes. Jump on 
Live and do a mini video working with a client, or about how much 
you have loved the last job you did because of XYZ. Have 
testimonials throughout your website and online material. This helps 
people see familiarity and feel safe making the decision. Think 
about Trip Advisor; it is all social proof a place is magnificent or full 
of bed bugs.  

!
COPYRIGHT 2017 REVOLUTION LTD 

NOT TO BE DISTRIBUTED 



SUPER  Sales - 2017

BONUS MODULE  

After being asked about being consistently booked I get asked how 
to overcome the dreaded ‘I can’t afford it’ at the end of the call. So 
here is my Overcoming objections training so you convert potential 

clients in to paying (and loving) clients.  

SEVEN STEPS TO OVERCOME SALES OBJECTIONS 
WITHOUT FEELING AWKWARD 

Do you have an amazing offering and love working with great 
clients? Yet when it comes to objections in sales calls you feel 
awkward and nervous. You let clients go and feel deflated after the 
call.  

Cringe and sink in your chair when you hear the following -  

• I don’t have the money right now/next month/this year 
• I don’t have time 
• I need to ask my husband/partner/spouse/cat/dog 
• I am not sure I am good enough 
• I don’t know if I can do it 
• I’m going to try doing it myself first 
• I need to think about it 
• I am not sure you are good enough  
• I don’t think it is a good fit/right for me/where I am at 

Don’t worry - you’re not alone. I see this often and want to help you. 
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Use these step to help you handle objections like a pro. Feel 
confident when objections come up and handle them with ease and 
authenticity.  

Stop feeling awkward or fearful about talking about the investment 
and say ‘OK thanks, have a good day’ and end the sale. You are 
then left feeling either frustrated that you almost got another client 
but not quite yet. Or knowing that you let someone slip through your 
fingers - someone who needed you to make that massive difference 
in their life or business. 

By following these Seven Steps you will feel confident that you are 
supporting the potential client in a way that helps them overcome 
their objections and make the right decision for their life and 
business. You are showcasing your service to them and keeping the 
energy up, confident and supportive. Not pushy, money hungry or 
weak. Authentic. 

Step 1 - Acknowledge their objection  
Don’t let it feel uncomfortable in the conversation by recognising 
their objection. This helps you both be comfortable about the 
objection. In fact, expect objections and  be prepared for it so your 
voice remains confident and in control. Dive deeper into the 
objection and find out the why behind the first why. Do this by 
asking open ended questions such as ‘why is that?’ or ‘where is that 
coming from?’. 
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Step 2 - Recognise it as a fear in your own head and be 
calm 
Remember that objections come from a place of fear. The potential 
client is about to embark on something that could be very new for 
them. It is your role to help your clients feel that they can do this 
and show them that you will support them. 

Step 3 - Be empathetic, I am sure you have been there 
before too 
Know how you were in this place before and show empathy to 
them. Explain how they too can find a solution just as you have 
done. Or use an example of another client you have helped. Write 
the possible scenarios out beforehand if you need a file to draw 
from when on the phone.  

Step 4 - Help the potential client to find a solution 
Help the potential client find solutions by suggesting ideas. This 
might be a bank loan to solve money objections or a babysitter for 
time objections. Make a list and have them handy when you are on 
the call.  

Step 5 - Breathe life into the solution, make it feel real 
for them and doable 
Ask them to think of how it would feel to reach their goals. Keep the 
energy high. Get their emotions to the outcome stronger than their 
objection. Help them see themselves getting there with this solution. 
Make it feel easy for them.  
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Step 6 - Get the potential client to reconfirm their 
decision back to you 
Having them confirm back to you what they need to do to overcome 
the objection with confirm to their own mind. You can then reconfirm 
the next steps such as payment and contracts. 

Step 7 - Be excited for them as they’re overcoming their 
fear 
Really celebrate with them the breakthrough they have just had. Be 
authentically pleased with them and encouraging.  

Repeat this process as many times as needed with all their 
objections.  

Remember - it won’t sound salesy or feel awkward if you are 
helping them to reveal their dreams and aspirations. Embrace the 
fact that they are being vulnerable and revealing their fears to you 
in the form of an objection.  
 

You’ve got this! 
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Penny Comins 
PROFESSIONAL BIO 
 
At the age of 16 Penny enrolled at The 
University of Canterbury. She worked 
part-time while studying for five years 
later graduated with a Master of Science 
with Honours. Penny then set her eyes 
on a lucrative sales career to pay back 
her student loan.  

Penny has always excelled at sales. 
From selling grapes on the side of the 
road, to being the top sales person at 
her university job (even though she was 
working part time hours!) to 35% Year on 
Year growth in £5 million accounts. 

A love of coaching others has been a prominent feature in Penny’s career, developing 
further throughout her nine years in London. Here she managed 45 staff in National Sales 
teams, was team lead Senior National Account Manager and had a portfolio of athletes in 
the triathlon world. 

A desire to channel her creative energies saw Penny also pursue journalism. She has nine 
years experience as a journalist including a three year stint as Events Editor on the 
Cycling Titles of IPC Media publishing house. Penny continues to write freelance and is 
currently working on a book. Through her experience Penny now holds Associate 
Membership from The Chartered Institute of Marketing.  

Penny is ready to have a ripple effect on the world. Through her online Penny Comins 
Coaching business and by working with motivated people that inspire others to look, feel, 
breath and move in a positive way. She is all about creating money and time for her clients 
through amazing branding and biz reach. 

I’M ALL ABOUT HAVING A ROADMAP TO SUCCESS THAT IS TIME EFFICIENT FOR 
YOU SO YOU GET FAST RESULTS AND LIVE THE DREAM LIFE YOU WANTED 

WHEN YOU STARTED YOUR BUSINESS.
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‘SALES IS A SERIES OF 
HOMEWORK 

ASSIGNMENTS’ 

-Penny Comins
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