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BUYING MOTIVES

FEAR OF LOSS
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2 PHRASES THAT CREATE THE NEED
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VALUE PROPOSITION

VALUE MUST OVERCOME COST

VALUE =

VALUE =
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+ NEED = SALE
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CREATING VALUE j

YOUR BRAND

HOMEWORK
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CREATING VALUE

YOUR DEALERSHIP

HOMEWORK

@ VALUE BASED SELLING ABG'S Page 6



CREATIING VALUE j

YOUR DEPARTMENT

HOMEWORK
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CREATING VALUE

YOU THEM
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CREATING VALUE j
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POWER STATEMENT

WHY BUY FROM
YOUR DEALER

YOUR DEPT.

YOU
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www.steveshawuniversity.com

(424) 237-4973

Steve@SteveShawTraining.com









