How to sell
professional services
without being a salesperson
By Jim Ries
Selling professional services does
not have to be a daunting task, we just
need to take a new approach. People like
to buy, they just do not like to be given
a hard sell. Consider these tips to give
them what they want and have them
knocking on your doorstep:
Be prepared. Do some homework and
learn about the business and the person you are meeting with. This will
help you to ask the right questions.
Be likeable. Relax, smile, and have a
sense of humour.
Be authentic. Do not try to impress,
just be yourself.
Be interested, not interesting. An interesting person talks about himself too
much. An interested person asks others questions about their business and
personal life.
Be confident, not arrogant. Show the
prospective client that you understand
their business and challenges, but do
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not act as if you know
their business better
than they do.
Be
client-focused.
Listen more than
you talk. People love
to talk about themselves, their families
and their businesses,
so indulge them. The
more they talk, the
more information you
will have to identify
their needs.
Be helpful. When it
is your turn, explain
how you can help to
solve their problems.
You can also help in
other, simpler ways.
They may mention
that they are looking
for a good mechanic and you can recommend one that you trust. They will
remember this and reciprocate.

Be patient. Selling professional services is a marathon, not a sprint. Do not
push to close the deal.

furthering their objectives and helping
them to achieve their goals in an efficient
manner.
As Director of Business Development,
Jim Ries works to increase Offit Kurman’s
visibility, reach, and value in the business
community. In support of this and in tandem with the firm’s marketing team, he
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owners and entrepreneurs at every stage
of their business and personal lives, as
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wish to protect and pass on their wealth.
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