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7 Reasons For Using A Selling System 

 Well hello everyone this is Steve Clark and welcome to another Inner Circle 
call.  Today we’re going to be talking about the use of a selling system and 
specifically seven reasons for using a selling system and a little bit more 
about what a selling system is, what it is not, and why people don’t use one as 
well as they should.   

                                What is a Selling System 

So let’s talk about this whole concept of a selling system and I think it’s a 
misunderstood concept.  You know a lot of folks think that if they are using a 
selling system that somehow it impedes them or it ties their hands or 
somehow take away their spontaneity and their ability to respond and talk 
with folks. 

So that’s not an unusual kind of response I get when I mention the whole 
thing about a selling system.  So to help clarify let’s talk for a minute about 
what a selling system is and what it is not.  And I think to give you a 
perspective on that I’m going to tell you a story about my younger daughter, 
Caroline, happens to be a true story.  But I think it will illustrate the concept 
of what a system is.  So I want you to picture this.  We have a minivan and my 
wife is driving our two daughters Caroline, who is in first grade and Amy, 
who is in third grade. She’s carpooling and she’s picking up two other kids 
that are both in kindergarten.  And she picks them up - one is named Steven 
and the other one is named Austin. 

Now when she goes to pick up Austin she’s already picked up Steven. She 
picks up Austin and Austin is this very large first grader with this shock of 
red hair, flaming red hair.  Even though he’s in kindergarten and Caroline is a 
first grader he’s about twice Caroline’s size.  And Austin comes out of the 
house with this scowl on her face and this thunder cloud type expression.  
And she gets in the minivan and buckles in and she sounds out when I get 
married I’m going to have a mama dog and she’s going to have a whole lot of 
puppies and I’m going to keep everyone of them.  So it turns out Austin had 
been wanting a dog and but her parents would not let her have a dog.  So she 
was pretty irritated about that idea. 
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And without missing a beat Caroline sitting in the backseat says to her Austin 
that is not how it works.  If you want puppies you must have a mama dog and 
papa dog before you can have puppies.  And Steven is in the back chiming in 
yeah, yeah, yeah, that’s right.  So my wife is sitting there oh my goodness 
what is the next thing going to come out this kids mouth.  And fortunately at 
about that time they rounded the corner and pulled into the school parking 
lot and the door flew open and all the kids bailed out and my wife all white 
knuckled and all felt relieved that she didn’t have to worry about the next 
thing coming out of Caroline’s mouth.   

 So later that day when Charlene picked all the kids up and she dropped off 
Austin first and then she dropped off Steven and then she headed home with 
Amy and Caroline, Charlene had a conversation with Caroline and she said, 
“Caroline that was kind of a very diplomatic way that you addressed that 
with Austin.  Why did you say that in order to have puppies you need a mama 
dog and a papa dog and they have a system for making puppies?”  She said, 
“Where did you come up with that whole idea?”  And Caroline said, “Well 
mama, you know, Austin is only a kindergarten and I don’t know if she knows 
that dogs have sex.  And in fact I don’t know that she knows that people have 
sex.” 

 And you think about it that is sort of like a system.  It is predictable.  It works 
when it is executed properly and yet at the same time it leaves enough 
personal interpretation and creativity for one to execute the system within a 
finite parameter of what works and what doesn’t work.  So when you think 
about system what you should be thinking about is something that you can 
execute consistently and duplicate over and over again that pretty much will 
give you predictable results but yet allow for personal creativity and 
personal expression.  And if you can accept that then perhaps using a system 
and submitting to the use of the system you will find it more palatable. 

So the question that I encounter a lot from people, the resistance I get is 
simply because people think somehow that it’s going to take away their 
spontaneity and creativity if they submit themselves to a system.  So again a 
system is not some rigid set of scripted out answers and it is not a script in a 
sense that it would be a movie script.  It is more of a guideline that allows you 
some flexibility. It allows you some to go with the flow.  Allows you to 
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respond to what is taking place what’s the prospect or what the potential 
buyer may be saying.   

It allows you to respond with your own authenticity without being locked 
into a preset rigid standard that tries to force the issue and move things in a 
direction that you would like for them to go.  Although that’s not a bad thing 
but it’s not rigid. So I want you to get that whole concept that we’re not 
talking rigid here.  We’re talking more of a guideline or an outline if you will.  
So if you can buy into this, this whole idea of a system, let’s take a minute and 
transition from there and talk about why use a selling system.   

Why use a Selling System? 

Well a selling system really does provide structure for you.  It allows you to 
operate in a manner that’s not all over the board, it’s not haphazard.  My 
experience has been in the research that I have done although I would not 
say it’s totally scientific.  But my research indicates to me that about 85% of 
people that are selling simply fly by the seat of their pants. 

 And they ran all over the place.  They open their mouth and they start 
spouting out all kinds of things without any rhyme or reason about why 
they’re doing it.  And they engaged in endless dialogue or endless what I 
called vomiting on the prospect by spouting off what it is they do and how 
long they do it and how long the company has been around and who else 
they do business with and how much it cause and get into a big thing about 
discussion, about the product and the features and benefits of the product.  
And really that’s how most people sell.  They’re just out there showing up 
and doing what I called throwing up.  And without a system all you’re doing 
is having a conversation and really as a Zig Ziglar calls it becoming a 
professional visitor. 

If you don’t have a selling system that puts you in control, you will end 
up just having a conversation with prospects and wasting your time 

With a system you have a track to run on that would keep you focus and on 
track and allow you to bring things to a conclusion and get a desirable end.  
Now let’s talk about the buyer system.  If you don’t have a system for selling, I 
can promise you the buyer has a system for buying.  And the buyer system 
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for buying is really to extract as much information as they possibly can out of 
you.  Absolutely for free.  Buyers when they meet with you they want to 
know what you do, how you do it, who you do it with, how does it work, how 
much does it cost so forth and so on. 

And that is their system.  Their system is all about extracting free 
information.  And if you don’t have a system to avoid doing that then what 
you do is you become a dispenser of education and knowledge.  And the 
buyer gets what they want which is free information and you are left with 
little or nothing because all you’ve done is dispense information and don’t 
have anything to show for it.  In which case you end up wasting an awful lot 
of time being an educator and that’s not what you get paid to do.  So if you 
don’t have a system for selling and maintaining control of the process and 
creating a desired outcome you will become a victim to the buyer’s system. 

And when you do that then what you’ve done is you have really provided 
what I called unpaid consulting and that’s not a good place to be.  All of you 
have probably experience something like that where you’ve spend an awful 
lot of time educating a buyer who never bought.  Selling is not horseshoes.  
You don’t get any points for being close.  You only get points when you close 
a deal.  So when you use a system there are four possible outcomes when you 
use a selling system.  Now a lot of folks, a lot sales people are under the 
misconception that if you use a selling system and you are very good at using 
a selling system that somehow that should result in you making a sale every 
single time. 

Well that’s not really true.  Even if you use an effective selling system if the 
buyer has no pain or they have no money or they have no commitment or 
they have no sense of urgency to address whatever issue they may have if 
they don’t have any of those things it doesn’t matter what kind of system you 
use it’s not going to make any difference.  The system only works if people 
have a need for what you’re selling, if they have a budget, if they’re willing to 
invest the money it takes to address the problems they have, if you’re dealing 
with the right person, if they have a sense of wanting to address their issue, if 
they have commitment. 
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 Now if those things don’t exist, it really doesn’t make a difference what you 
do.  But what a system will allow you to do is find out those things sooner 
than rather than later.   

When you use a Selling System there are four positive outcomes 

I am sure you can pretty much guess what two of these are.  The first one is, 
you can make a sale.  You can get the order.  You can get the business.  That’s 
the desired thing obviously, but that’s not the thing that happens all the time 
or even most of the time.  The second thing is you can get a no which may be 
disappointing but at least you got an answer and you find out the truth which 
is they’re not going to buy anything from me at this point.  The third thing 
that can happen is you can get what I called a clear decision about the future 
next step. 

Now let me differentiate between a clear future next step versus some vague 
idea of what happens next.  Most of you on this call maybe all of you can 
relate to the fact that you’ve met with someone who showed some interest in 
what you had.  And there was some sequent follow-up conversation that was 
going to take place.  And you thought the follow-up conversation was going 
to take place at a certain time.  You thought certain people were going to be 
at that meeting.  You thought certain things were going to be discussed.  And 
you thought some decisions were going to be made at that next discussion.   

Now those were all assumptions on your part.  When in reality when the next 
conversation occurred none of those things actually took place.  And you 
were left scratching your head wondering what went wrong here.  I thought 
that all the decision makers were going to be at the meeting and I thought 
they were going to make a decision at this meeting.  And you got to the 
meeting and three of the key decision makers weren’t there and they were no 
hurry or they were in no position to want to make a position and you found 
yourself having wasted your time meeting with someone in which there 
wasn’t some clear idea of what was going to take place at the next meeting.  
And by the way, when someone says to you after you’ve talked with him I like 
what you have, why don’t you get back with me in three weeks and let’s talk 
about it a little bit more, that is not a clear next step.  That is a very wishy-
washy kind of response. 
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And you need to nail that one down in no uncertain terms about what that 
means.  So the third thing is you can get a clear idea of the next step if there is 
going to be a next step.  And if there is going to be a next step it needs to be 
nailed down, who is going to be there, what are we going to talk about and 
what decisions are going to be made at that next meeting.  And if you don’t 
have those things nailed down, there’s no reason to have another 
conversation or another meeting.  And the fourth thing that can happen is 
you can get your brains beat out and you can learn a valuable lesson if you 
will take time to debrief what took place because there are only so many 
lessons to be learned in selling. The scenarios that you encounter in a sales 
situation, the different scenarios you can probably count on the fingers of 
both of your hands. 

And the same stuff seems to happen over and over and over again.  Once you 
learned those lessons and you learned how not to get your brains beat out 
and how to avoid people using you and abusing you and stealing your 
information and reaping you off and wasting your time.  Once you learn those 
lessons, you can head those thing off at the pass and either prevent them 
from happening or eliminate the wasted time you have with people who have 
the intension of doing something like that to you.  So the fourth thing is you 
can learn a lesson.  So again, you can get a yes. You can get 
a no. You can get a clear decision about the next step 
or you can learn your lesson if you screw it up. Now, 
every one of those is a positive outcome. 

                       7 Reasons for using a Selling System 

 Number one is that it keeps you in control of the sales process.  And he who 
controls the agenda determines the outcome.  Selling is all about control and 
power.  He who has control and he who has the power will tend to get the 
desired outcome they want.  If you give up control or you give up the power 
of being in control and you become what I called a facilitator to the buyer’s 
wishes.  In other words you become the trained animal that jumps through 
all the hoops they want you to jump through. 

 If they are in control and you’re that trained circus animal jumping through 
hoops you’re not in control, you’re not going to get what you want.  Chances 
are they’re going to get you step and fetch and do what they want you to do 



7 
 

and they’ll probably going to get you to do it for free.  So having a selling 
system will avoid that by keeping you in control.  And as a sales professional 
you never give up control of the process just like a doctor doesn’t give up 
control of the medical exam to the patient.  You’re the one in control, get 
some backbone, and walk in and talk with people as though you are the 
expert and take control of the whole process.  Now in order to do that, you 
have to have some system or some process for doing that. 

 Number 2 is using an effective selling system will save you tons of time by 
helping you disqualify tire kickers and lookers and shoppers early.  And if 
someone falls into one of those categories you would want to know sooner 
rather than later that they’re just looking or they’re just shopping. So a selling 
process will keep you from wasting time with people who simply want to 
pick your brain for information but have either already made a decision to do 
business with someone else or who doesn’t really have any intention of doing 
anything anytime soon or doesn’t really have any money to do anything. 

 So it will help you flush that sort of thing out.  That one right there saving you 
time, having a selling system if you’re working 40 hours a week talking to 
people in sales that one thing right there will probably save you 10 hours a 
week of wasted time by having an effective selling system.  On the other 
hand, if you don’t have a selling system you’re going to spend an awful lot of 
time just wondering around talking to people and hoping for the best.   

 

 Number 3 a selling system allows you to debrief all of your previous sales 
calls and allows you to strategize upcoming future sales calls.  Now as many 
of you know I live in Pensacola, Florida which is the home of the navy flight 
demonstration team, the Blue Angels. 

 Now the Blue Angels will fly a 45-minute flight demonstration in front of a 
100,000 people.  And they will go back and land and they will spend the next 
2 hours debriefing that 45-minute flight.  They’ll be watching video.  You 
know every Blue Angel’s flight is video taped.  Every pilot is debriefed.  Every 
pilot’s every move is critique by other members of the team.  And for 2 hours 
they will pick apart what that demonstration they did was all about.  And 
they do that in the pursuit of excellence to try to constantly be improving 
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what they are all about.  Now how many sales people do you know that 
spend 15 minutes debriefing a sales call they just left or one that happened to 
them yesterday. 

 Very few sales people that I have ever met debrief any sales calls.  They don’t 
even think about what just happened on the sales call.  They simply get in 
their vehicle or get off the phone and go on about their business and either go 
to the coffee shop and suck on their thumb or feel sorry for themselves or 
they go on the next sales call with no thought or clue about what just 
happened.  Now the danger is doing that is if you don’t learn from your 
previous mistakes and if you don’t debrief yourself and learn why the train 
went off the track in the first place you will then be doomed to repeat the 
same mistake over and over and over again because the result you got from a 
sales call is because of what you did on the sales call. 

 If you didn’t make the sale you either did something you weren’t supposed to 
do or you didn’t do what you were supposed to do.  It would be helpful to 
know which one of those it was.  And if you don’t debrief yourself then you 
have no idea what you did wrong.  Same thing about strategizing about a 
previous or an upcoming sales call.  If you’re about to go on a sales call or 
you’re about to have a sales appointment it make sense to sit down and think 
through scenarios about what are the possible things that can happen on this 
call.  What are the possible questions they can ask me?  What are the possible 
objections they can come up with?  What am I going to do when they say this 
or they do that?  And you mentally rehearse what is going to take place based 
upon the selling system that you use. 

 And it allows you to more or less in your own mind script out how you want 
this thing to go.  So that’s huge and that it allows you to debrief previous 
sales calls and strategize future sales calls.   

 Number 4 which sort of goes along with what we just talked about.  Having a 
selling system allows you to anticipate because if you are using a selling 
system and the same scenarios seems to be happening over and over again 
when you get in a sales situation you can anticipate what’s going to happen 
next.  In fact, many times when I asked prospects a question I know what 
their answer is going to be before I even ask the question.  Not because I’m 
clairvoyant. 
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But because I know from previous experience when I’ve asked that question 
that 7 out of 10 times I’ve asked that question I’ve gotten this response and 
only occasionally have I gotten the other response.  So I can ask the question 
with a pretty good sense of determination about what their answer is going 
to be.  Now that is huge to allow you to anticipate.  I can also anticipate what 
their objections are going to be and I can focus in on those subtle things they 
do like tone of voice, body posture and all those little things that help me 
really filtered through what it is they might saying.  Without that ability to 
anticipate then I’m kind of left grouping in the dark.  If the anticipation I’m 
able to anticipate problems that may come up and I can defuse bombs before 
they go off because of anticipated what’s going to happen, and I’m able to 
neutralize what they’re about to do and disarm them so that they don’t use 
that bomb on me. 

 So it really is a defense mechanism.  It really will help a lot in figuring out 
what people are about to do to you.   

 Number 5 a system keeps you on track.  And I touch on this earlier.  It keeps 
you focus.  It allows you clarity of fault.  And it allows you the ability to stay 
on task, on point, on target as opposed to wondering all over the map and 
just being out there wondering around talking with people which again is 
going to save you a tremendous amount of time.  But it does keep you focus.  I 
think this whole idea of focus and clarity of thought is an issue that is a huge 
issue. 

I’m seeing more and more people so easily distracted and knocked off their 
game with the slightest little things that happens.  They don’t have any way 
of recovering and they don’t have any process to get back on track.  And it 
takes them an hour to get over some small distraction that just happened to 
them or some small disappointment.   

Number 6 a system allows you to duplicate successes and eliminate failures.  
Now if you use a system and you experience success by doing something 
within that system, wouldn’t you want to know what that was so you could 
duplicate it again? 

And by the same token if you did something stupid on the sales call and you 
blow up that opportunity because you did something dumb, wouldn’t you 
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want to know what that was so you wouldn’t be dumb again.  So a system 
allows you to eliminate all those dumb things you do and to focus in on what 
you’re doing right and then do those things over and over again.  Duplicate 
that behavior and sort of ties in with debriefing.  If you don’t debrief your 
sales calls you’ll never know what you did right and you’ll never know what 
you did wrong and reality is the only reason you made a sale is by some of 
sheer luck.  Not a great way to go about building a sales career.   

Number 7 is that a selling system really allows you to run on autopilot 
without having to consciously think about what to do or say. 

 If you have your system and its engrained in you and it becomes part of your 
DNA and you’ve done it over and over and over again, you can relax on the 
sales call because you know no matter what they say or do you have 
experience that previously and you have a response to or a way of handing 
that and you know exactly what you’re doing to do or say based upon what 
they may do or say.  So that way you can focus in and you can study that 
individual.  You can give them your full undivided attention and pay attention 
to all the little things that they’re doing that they are communicating with 
you particularly from a nonverbal standpoint. 

You can really pay attention because you don’t have to think about how 
you’re going to answer this objection because you’ve done that a 100 times in 
practice and now its on autopilot.  I’ll go back to the Blue Angels.  When 
you’re in that jet and you’re wing tip to wing tip and you’re 18 inches from 
each other’s wing tip or 36 inches from each other’s wing tip and you’re 
running 500 miles per hour there is no time for conscious thought.  Because 
in a fraction of a second, not even one second.  In a fraction of a second, if you 
got to think about what to do, you’re dead.  Not only are you dead you just 
killed three other pilots at the same time.  So everything has got to be 
automatic.  These guys are on autopilot.  Everything has got to be on 
autopilot.  It’s got to be completely unconscious and the only way something 
become unconscious behavior is if you do it enough time consciously by 
practicing it that it becomes second nature. 

 A system, a selling system will allow you to do that on a sales call, will allow 
you to operate unconsciously and when you do that you’re able to relax 
without being uptight and of course that is a tremendous kind of thing that 
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happens with you is when you’re relax, the prospects relax.  When you’re 
uptight, the prospects relax.  The prospect will mirror your mental state and 
if you’re a little bit unsure grouping around for what to say or do next then 
they interpret that as you’re unsure and they in fact they’re unsure about 
whether or not you’re the person they should do business with.  So those are 
seven reasons for following a sales system. 


