LCIS “what did you get today?” Comments from program participants – 3/18/10

Respect before like…..mirroring is a relationship builder…adapt adapt adapt

Good discussions all around.  Thanks for walking me thru the process of pinpointing/clarifying the disc style of the insured I met with yesterday.  What I didn’t share was the fact that once during the meeting I found myself in a dominant role (image that!), spewing out information; I ‘caught myself,’ apologized to the insured and went on to say that I, along with the other LCIS producers, are in the midst of sales training and that I was recently made aware of the fact that I need to listen more and talk less – the insured, Bob, laughed and told me to keep on talking since he was interested in what I was saying.  For the balance of the meeting I made every effort to listen to the insured, not interrupt him, and make my point(s) brief(er) – I tend to get into a ‘lecture mode.’  The Mirroring and Stroking (wasn’t that a Billy Squire song?) topics were a good review for me – I tend to be a natural ‘stroker’; mirroring is something that I’ve talked about over the last 20+ years, but haven’t actually done, at least not consciously, for quite awhile.  Thanks, again, for your expertise!

I learned that mirroring works. Hearing some people’s stories on how they gave it a shot while meeting with a client and how they quickly turned it into making the client adapt to the sales person was really encouraging for me.

I had forgotten about buyer’s school. I need to remember to leave vital information out and not get strung along. In fact, I ended up with the L O S E scenario on that big client I was working on. They got all the information up front in our first meeting. I explained all the differences in our policy versus the incumbents. She would call and ask more questions after our meeting. She ended up stringing me along after she said that they were going to make a decision on the day of our 1st meeting and in the end she was not returning my calls or my emails.

 In the end, you LOSE. I lost.

Good Session – Each time we get the chance to talk about our experiences with the material and hear others it reinforces the possibilities. That’s the thing that I got out of today – If I stick to this and internalize all the things I am having to make an effort to think about and remember – the possibilities are endless.

I enjoyed this module more than I did the previous module. At first I was going to state that I couldn’t really say why but as I thought about it I realized why I did. Like your friend or client, I can’t recall which it was, that said to you, “You lied to me!” I think what he was thinking was that as a C one could never become a good salesperson. What I’m discovering is that if one was a C and nothing else or a D, I, or S and nothing else they are going to limit themselves and never reach their full potential. If we or anyone is going to be a successful salesperson we need to adapt and that is something I know I have done over the past twenty-nine years as evidenced by the success and tenure that I have achieved and by what I realize I employ in my sales process as discussed in this module. Thank you.

I think the main thing from all of meetings is I am, looking, acting and speaking differently to all perspective clients.  You have made me think more about them instead of me.

Rapport and Relationship building the corner stone of sales.

