
5 non negotiable friedman sales
training steps
5 Non-Negotiable Friedman Sales Training Steps are critical components for
any sales professional looking to enhance their effectiveness and close more
deals. The Friedman Sales Training program, developed by the renowned sales
expert, emphasizes a structured approach to selling that not only focuses on
techniques but also on the mindset of the salesperson. By adhering to these
five non-negotiable steps, sales professionals can transform their approach,
improve their results, and build lasting relationships with clients.

Step 1: Establishing Trust and Rapport

Building trust and rapport is the cornerstone of successful selling. Without
a solid relationship, potential clients are unlikely to engage meaningfully
with a salesperson.

The Importance of Trust

Trust is essential in sales for several reasons:

- Client Comfort: Clients are more likely to share their needs and concerns
with someone they trust.
- Long-term Relationships: A foundation of trust fosters long-term
relationships, leading to repeat business and referrals.
- Overcoming Objections: When clients trust you, they are more likely to
consider your solutions and less resistant to overcoming objections.

Techniques to Build Rapport

To establish trust, sales professionals can employ various techniques:

1. Active Listening: Show genuine interest in what the client has to say.
This means listening more than speaking and asking follow-up questions.
2. Personal Connection: Find common ground, whether it’s shared interests or
experiences, to create a connection.
3. Transparency: Be open about your intentions and the benefits your product
or service can offer without overselling or being misleading.



Step 2: Identifying Needs and Pain Points

Once trust is established, the next step is to accurately identify the
client’s needs and pain points. This step is crucial as it directly
influences the effectiveness of your sales pitch.

The Role of Needs Assessment

Understanding the client's needs helps in several ways:

- Tailored Solutions: You can customize your offerings to meet specific
client requirements.
- Value Proposition: Demonstrating how your product addresses their pain
points enhances the perceived value of your solution.
- Informed Decision-Making: Clients are more likely to make a purchase when
they feel their specific needs are acknowledged and addressed.

Methods for Needs Assessment

To effectively identify needs, consider these methods:

- Open-Ended Questions: Use questions that require more than a yes/no answer
to encourage detailed responses. For example, "Can you describe some
challenges you face in your current process?"
- Situational Questions: Ask questions that relate to the client's current
situation to gain insights into their environment and challenges.
- Follow-Up: Always follow up on initial responses to dig deeper into the
specifics of their needs.

Step 3: Presenting Solutions Effectively

With a clear understanding of the client’s needs, the next step is to present
your solutions in a manner that resonates with them. This step is about
crafting a narrative that aligns your offerings with their specific
challenges.

Crafting an Engaging Presentation

An effective presentation should:

- Highlight Benefits: Focus on how your product solves their specific
problems rather than just listing features.



- Use Stories: Share success stories or case studies that demonstrate the
effectiveness of your solution in similar situations.
- Visual Aids: Consider using visuals such as slides, charts, or videos to
make your presentation more engaging.

Techniques for Effective Presentation

Employ these techniques to enhance your presentation:

1. Tailored Messaging: Customize your pitch to align with the identified
needs and pain points.
2. Interactive Approach: Engage the client by asking questions throughout
your presentation to maintain interest and gather feedback.
3. Address Objections Upfront: Anticipate potential objections and address
them during your presentation to build credibility and ease concerns.

Step 4: Handling Objections Gracefully

Handling objections is a critical skill in sales. Clients may have
reservations or concerns that need to be addressed before they are willing to
commit to a purchase.

The Nature of Objections

Objections can arise for various reasons, including:

- Price Concerns: Clients may feel the product is too expensive.
- Doubt in Efficacy: Clients may question whether the product will deliver
the promised results.
- Timing: Clients might express that it’s not the right time for them to make
a purchase.

Strategies for Overcoming Objections

To effectively handle objections, consider these strategies:

- Listen and Acknowledge: Allow the client to express their concerns fully
and acknowledge their feelings before responding.
- Clarify and Educate: Ask clarifying questions to understand the objection
fully, and provide information that can help mitigate their concerns.
- Reinforce Value: Remind the client of the benefits your solution offers and
how it aligns with their needs.



Step 5: Closing the Sale

The final step in the Friedman Sales Training process is closing the sale.
This is where all previous efforts culminate in securing a commitment from
the client.

Closing Techniques

There are several effective closing techniques that sales professionals can
utilize:

- Assumptive Close: Act as if the client has already decided to purchase. For
example, "When would you like to start the installation process?"
- Alternative Close: Offer the client a choice between two options, both of
which lead to a sale. For example, "Would you prefer the basic package or the
premium option?"
- Urgency Close: Create a sense of urgency by highlighting limited-time
offers or the benefits of acting quickly.

Post-Close Follow-Up

Closing doesn’t end the sales process. Consider these follow-up strategies:

- Thank You Note: Send a personalized thank-you note expressing gratitude for
their decision.
- Check-In: Schedule a follow-up call or meeting to ensure satisfaction and
discuss any additional needs.
- Referral Request: If the client is satisfied, ask for referrals to expand
your network and potential client base.

Conclusion

Incorporating these 5 Non-Negotiable Friedman Sales Training Steps into your
sales strategy can significantly enhance your effectiveness as a salesperson.
By establishing trust, identifying needs, presenting solutions effectively,
handling objections gracefully, and closing sales confidently, you can create
a robust sales process that leads to repeated success. Mastery of these steps
not only helps in closing deals but also in fostering long-term relationships
with clients, ensuring sustained business growth. Remember, in the world of
sales, the journey is as important as the destination, and these steps will
guide you on that journey.



Frequently Asked Questions

What are the five non-negotiable steps in Friedman
sales training?
The five non-negotiable steps in Friedman sales training are: 1) Establishing
rapport, 2) Identifying needs, 3) Presenting solutions, 4) Handling
objections, and 5) Closing the sale.

Why is establishing rapport important in the
Friedman sales training process?
Establishing rapport is crucial as it builds trust and creates a positive
relationship between the salesperson and the customer, making the customer
more receptive to the sales pitch.

How can salespeople effectively identify customer
needs according to Friedman sales training?
Salespeople can effectively identify customer needs by asking open-ended
questions, actively listening, and engaging in meaningful conversations to
uncover the customer's pain points and desires.

What techniques are recommended for presenting
solutions in Friedman sales training?
Recommended techniques include tailoring the presentation to the customer's
specific needs, highlighting benefits rather than features, and using
storytelling to make the solution relatable.

What strategies does Friedman sales training suggest
for handling objections?
Friedman sales training suggests acknowledging the objection, clarifying
misunderstandings, providing evidence or testimonials, and turning objections
into opportunities for further discussion.

Why is the closing step considered critical in the
Friedman sales training framework?
The closing step is critical because it is the moment when the salesperson
must confidently ask for the sale, ensuring that all previous steps have led
to this decisive action without leaving any doubts.



How can salespeople ensure they adhere to the non-
negotiable steps during a sales process?
Salespeople can ensure adherence by following a structured sales script,
practicing each step regularly, and reflecting on their performance to
identify areas for improvement.

What are some common challenges salespeople face
when implementing the Friedman sales training steps?
Common challenges include overcoming personal anxiety during sales
interactions, difficulty in maintaining rapport, and managing customer
objections effectively without becoming defensive.
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