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Learning the Art of Selling
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The Misunderstanding of Selling
•Many fitness professionals either don’t believe they 

should have to “sell” their services or don’t know how to 
without feeling guilty.
•The ”old school” version of selling was about getting the 

sale any way you could, whether or not it was right for 
the buyer.
•Glengarry Glen Ross, a play by David Mamet (1984), from 

which came the ABC’s of sales, “Always Be Closing”
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My Sales Education Story

3



4/13/21

2

The Misunderstanding of Selling

• Selling comfortably really comes down to intent. Who 
are you selling for? You or the potential client?
• If it’s for you, for the money, the individual will sense 

that and, if they buy, they may well have buyer’s 
remorse.
• If it’s for them, what is in their best interest, they will 

sense that too. (Oh, and by the way, you still make 
money.)
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Recognizing sales Opportunities

•All around us. All of the time.
• Listen to the conversations (in person or online) and 

add value when you can. 
•When people ask questions of you, your goal is to not 

get into details, but to schedule an appointment to 
find out more. Without knowing all of the details, you 
could be doing a disservice to them.
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Recognizing sales Opportunities

•Chance encounters
• In the club on duty
• In the club off duty
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Recognizing sales Opportunities

•What if they just want to hand you the money and sign 
up for a program? Should you still insist on a meeting?
• I believe the answer is yes. What if they have a special 

condition that could disqualify them from the 
program? What if don’t really understand what the 
program entails? 
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ABCs of Selling

•A – Always
•B – Be
•C – Closing
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The New ABCs of Selling

•A – Always
•B – Be
•C – Curious

It is through your curiosity and interest in others that 
will allow you to serve them the best you can.
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The Sales Process

•Begins by making a positive first impression
•Be on time
•Wear clean, professional attire
•Don’t smell (good or bad)
• Smile genuinely
•Make eye contact
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The Sales Process
•Greet the person by name with a warm voice and 

enunciate clearly
•Offer a firm handshake that matches the other 

person’s level of pressure
•Use confident, open body language
•Be positive and enthusiastic
•Be yourself

11

The Sales Process
•Establishing rapport and trust
• “People do business with the people they no they 

know, like, and trust.” (Carmody, 2014)
• “If people like you, they’ll listen to you, but if they 

trust you, they’ll do business with you.” (Zig Ziglar 
n.d.)
•Trust is at the heart of a positive relationship.
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The Sales Process
•Establishing rapport and trust
•People want to be heard and understood. 
• Listen and ask open-ended questions
•Reflect and paraphrase what they say and ask for 

clarification when you need.
•Don’t let your mind race ahead. Slow down and just 

listen.
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The Sales Process
•Establishing rapport and trust
• “People don’t care how much you know until they 

know how much you care.” (Theodore Roosevelt)
•By listening and wanting to know more you show that 

you care. That is the basis for trust and rapport.
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The Sales Process
•Cooperatively Reviewing the Health History and Lifestyle 

Questionnaire
• If you really listen to the individual, it will lead you to 

other questions that can help flesh out their situation.
•Use open-ended questions to help them clarify their 

goals (“why” like a 2-year-old)
• Summarize past and potential challenges for 

confirmation
•Recommend a course of action
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*An Aside… Motivational Interviewing

• Interviewee actually leads the next course of action.
•This creates a greater buy in and a greater likelihood of 

sticking with it.
•MI has the potential to have more people succeed in 

reaching their goals

16

*An Aside… Motivational Interviewing

• I often ask, “How do you see us working together?” 
“What do you have in mind?”
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The Sales Process

•Getting a commitment
•This is the part that many feel uncomfortable with. 

Asking for money. But you’re not. You’re asking for a 
commitment to the next step for them to reach 
their goals.
• It can be as simple as asking, “How does that sound 

to you?” or “Does that sound like something you’d 
be interested in?”
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The Sales Process

•Objections
• Sometimes they have real issues
• i.e. Can’t afford it (what other options are there?)

•Most can be overcome by one of two methods
•Offsetting benefits (yes, and…)
•Clarification statements (acknowledge and clarify)
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The Sales Process

• FEAR OF REJECTION!!! What if they still say no?
• First, it’s not you they’re rejecting, it’s the 

recommendation
•Give them more…
• Leaves them with a positive feeling about you and 

the process
•Ask if you can follow up to see how they’re doing
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Keys to Comfortable, Effective Selling
• It’s about them, not you
•Be warm, friendly, attentive
• Listen and be curious
•Make them feel heard and understood
•Help them clarify their goals
•Make a recommendation
•Ask for a commitment to the next step
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Upcoming Discussions: Learning & Applying 
Business Skills
•Marketing Your Services and Your Business✓
• Learning the Art of Selling✓
•Communicating With Clients, Businesses, and the 

Community
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