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SELLI NG TO DR BOB JOHNSTON

Plan a friendly and enthusiastic approach to this physician
Encourage his participation in all phases of the sales situation
and give himfrequent positive feedback. Dr. Johnston is a

soci al | y-mi nded physician, so devel op your relationship. Describe
t he success that others have enjoyed with your product. Keep your
coments and presentation noving at a good pace, but be alert for
signs of agreenent or disagreenent. This doctor may act on the
spur of the nmonent, which you can use to your advantage in the

sal es situation.

Enphasi ze his role in the process. It is inportant for

Dr. Johnston to feel successful and like a w nner. Wen
appropriate, pay himconplinents and praise his professiona

i deas.

Avoid pointing out mstakes or risks. He is strong, outgoing, and
notivated to succeed. Wth your flexibility and social-skills,
you should find working with Dr. Johnston pl easing and

successful venture.
HOW TO SUCCEED

M X SOCI ALI ZI NG W TH MAKI NG THE SALE
Dr. Johnston can be a friendly/am abl e physician who will probably
seek attention fromyou. He prefers to buy from sal espeopl e who

seemto like him Although he will be interested in your product,
the personal relationship that he establishes with you is inportant
to himas well. Take care not to overl ook social conversation in

your business neeting. By the sane token, don't take advantage of
hi s good nature either by being too forceful or taking up too nuch
of his tinme.

USE YOUR | NTERPERSONAL AND BUSI NESS SKI LLS

You tend to work closely with physicians to find out their
interests in your product and how they use it. Your concern for
Dr. Johnston as a person will help you satisfy his prescribing
needs and maintain his interest. But treat himalso as a customer
-- he will respect you as a sal esperson for it.

CHECK YOUR PROGRESS

Noti ce how Dr. Johnston reacts and whether he understands what
you are explaining. Do not allow the neeting to drag by spending
too much time on details or quibbling over m nor points. Mke
sure that his preference for socializing does not unnecessarily

i npede your progress. Check to see that the goals of your sales
presentation are being net and that you are noving toward cl osing
t he deal
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NOTE:

OVERCOM NG CUSTOVER OBJECTI ONS

TAKE CHARGE I N | NI TI ATI NG THE CLCSE

Because Dr. Johnston enjoys socializing, he may becone
preoccupi ed with your personal relationship at the expense of
busi ness matters. To avoid such del ays, nake a thorough and
reasonabl e presentation, then direct the neeting toward a cl ose.

APPEAL TO HI' S NEED TO SUCCEED

Dr. Johnston wants to be successful in |life. Take advantage of
this need by enphasi zi ng how your product can benefit himand

and his patients and contribute to his advancenent and success.

Dr. Johnston's notivational style is prinmarily affiliation (he
wants to be |iked by people), but achievenent is also inportant to
hi m

HE WANTS TO BE ACCEPTED

Dr. Johnston prefers products which can sonmehow hel p himgain
soci al acceptance. Since he wants to be part of the "in" group
and make many friends, highlight how your product can help him
win the favor of others. He wants to be liked by all of his
patients.

HE SEEKS RECOGNI TI ON

Dr. Johnston likes the linmelight and to performfor the
attention of others. Flatter himand acknow edge his

achi evenents. Explain how your product will enable himto nake a
good inpression on others and to gain wi de recognition

FOCUS ON W DELY ACKNOW.EDGED BENEFI TS AND FEATURES

Enphasi ze accepted and successful product features and nove your
presentation along at a good pace. Expect Dr. Johnston to
interrupt you and when he does, show your appreciation for what
he has to say. Be optimstic. Convey the inpression that you are
successful, and that if Dr. Johnston does business with you and
your conpany, then he too will be successful. H's prescription
profile is that of the early and late majority, he wants
establ i shed/ proven products.

PHYSI CI AN SPECI FI C CLOSI NG STRATEQ ES

O the possible 20 closing strategies that have been
Suggested in the expert literature, the follow ng two
are nost appropriate for you to use when selling to
Dr. Johnston

THE "ASK FOR THE SALE" or “DI RECT” CLOSE.

Sinply ask your doctor, with the fewest words possible, if he
will prescribe for you. If he is not ready to reach an agreenent,
he will give you his renaining objections, which you can then
resolve to close the deal. This close can be especially effective
as a prelimnary proposal to test buyer readiness.
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The use of a straightforward cl ose, where you sinply "Ask

for the Sale," agrees with Dr. Johnston's preferred way

of doi ng business. Unlike sone doctors, Dr. Johnston

will not be startled nor overreact to this direct appeal

In fact, because he is easily influenced by those around

him he nay feel your asking for the prescription indicates that
this is the right time for himto buy.

THE " CLARKSON' CLGOSE

When your doctor inquires about the availability of a feature,
answer his question with a question to which he will answer

"yes". For exanple, should your doctor ask if your product

cones in a once daily dose, figure out whether he would prescribe
it if it were available in a once a day dose. If he wants to have
it stocked in a local pharmacy, ask hi mwhether your efforts to
obtain this extra feature will assist the sale. Go through this
process, witing down his stated needs and specifications on a
pad. Then have hi m okay the agreenent.

The "d arkson C ose" can work effectively with Dr. Johnston,
because it may give himthe inpression that he can have whatever
he wants. In answering his request for a product feature, you wll
reinforce the idea that his needs, rather than your preferences,
are paranount in the sale. This will also satisfy his desire for
attention and regard.
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