


My perspective



Let’s align our terms & expectations



To sell well is to serve better



The three most common encounters



Carry it all home is this:
C = 4m + 3v + 2(i-f) - 2a



The tech The touch

The consumer
heart &mind



The tech
The  promise has always been the same



The human touch behind the tech



The consumer heart and mind





My GoDaddy experience:
Success or Fail?



Conversion Sequence Heuristic
Not an equation to solve

C = 4m + 3v + 2(i-f) - 2a

Simplified
C = M + V + I – F & A



What about your campaigns, your USP, 
your process, your coaching?

… to ask for the sale, handle objections , trial close



C= head, heart & tech. We are both the bottle neck and the off-ramp.  Beware the shiny object syndrome. 

Free,  “CSR’s Handbook of Essential Sales Wisdom”
http://www.steadysales.com/csr-handbook-download-request/
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