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* MY BACKGROUND:

= JAMARR BROWN: 20 YEARS OF AWARD WINNING CORPORATE SALES,
MARKETING AND LEADERSHIP EXPERIENCE

summer Sales Rep Corplorate I\/Iarkdetlng Area Regllonal Natllonal VP of Zales
Intern of The Year Sales Product Manager Sales Sales and
Trainer Manager of The Year Director Director Marketing

D e L ——

WHAT’S YOUR

Selling
In

3=
AMARR BROWN =
] - 4 Qlor
JA RMATRIR RG]




‘\

ORIGIN OF THE SELLING IN COLOR SYSTEM

Case Study

« Team Kaizen: Ranked 20 out of 21
 Implemented Selling In Color System

e Results

o Salesranking improved from 20 of 21 to #9 in
5 months

« Year 2 - Sales ranking improved from #9 to #2

e« Year 3 -Team won Sales Team of The Year Sellling
med

« 7 of 8 finished in Leadership Council (Top 20%) \ Color



“THOUGHT IS THE ANCESTOR OF
ACTION,” RALPH WALDO EMERSON
(PG. 15)
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“Selling The Way
Your Prospects
Want to Buy”

Pg. 79

jamarrbrown.com
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SELLING IN COLOR IS...

For Sales Professionals and For Team Building
Sales Teams “Better communication, better
“Sell the way your customers want to buy.” teamwork, better results.” N\
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3 PILLARS OF THE SELLING IN COLOR SYSTEM

Mindset Process Personality

eThe 5 eThe Selling
Mindsets In Color
of Sales Color Story

sSuccess Sales Personality
Process




WHAT'S IN SELLING IN COLOR

Section 1.) History of The Selling In Color System

Section 2.) Introduction to The Selling In Color System
Section 3.) Goals of the Selling In Color System

Section 4.) The Five Selling In Color Mindsets of Sales Success
Section 5.) The Seven Step Selling In Color System

Section 6.) The Selling In Color Story Personality Profile System

Section 7.) Bonus Section

» The Eight Questions Every Customer is Thinking
« How To Get Past The Gatekeeper
« How To Create a Vision Board
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SOME OF OUR CLIENTS

ORANGE ' CORONA
COAST CHA@;OF COMMERCE

COLLEGE el A .(/ et

AbpvancinG THE Devivery oF HEaLti CARE®
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Ever Meet A Prospect
You Instantly
Connected With(_

1.0nly To Meet
Another Prospect That
Frustrated You and
Left You Worn Out?
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When it comes to
communicating
with
what is your ....
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Got the

Truth?
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WHERE COMMUNICATION ISSUES
SHOW UP (PG. 81)

« What was communicated

« How It was communicated

« How the communication was interpreted

e The situation surrounding the communication

. _ Selling%‘a__
e The personality of the communicator @;;r
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WHEN YOU ARE BEING SOLD TO (PG. 84):

GET TO KNOW THE

PERSON FEIRST i\
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WORKING
ENVIRONMENT

BODY LANGUAGE
VERBAL STYLE

DAILY REACTIONS
EFFECTS OF PRESSURE
SELLING STRATEGY
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VERBAL STYLE

EFFECTS OF PRESSURE
SELLING STRATEGY
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[IBlunt [Istraight forward
[JControlled speech

[ILT believel lL1[Let me seel]
[IFocused questioning
[ICritical [1prone to interrupt
[IStaccato delivery

[1Tell style

‘




Drivers

STRESS CAUSES: SOLUTION:

Lack of focus Allow for fast action
Indecisiveness
Being out of control

Make decisions

STRESS SIGNALS: Take a break-time out

Becomes aggressive
Impatient Put them in control
Irritable, demanding

N\
Selling ‘iﬂ 3}
In

Y
“f
Qlor



[IMonotone

[IlVery businesslike, asks
detailed questions

[IDevoid of emotion
[JAnalytical [Istatistical

(X thinkOOCJ[What are your
facts?[]

[ISlow delivery - pace

[IFocused style
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BLUE Anal

SOLUTIONS:

STRESS CAUSES:

Lack of info, structure & logic
Poor quality work
Time wasted or task rushed

STRESS SIGNALS:
Becomes questioning & deliberate
Nit picking
Aloof, withdrawn and resentful

[IGet their feedback on
moving forward

[IProvide informational
support

[IGo back to beginning
and re-analyze more
carefully
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G REE N :Relationshi Builders

STRESS CAUSES:

Unfair or impersonal treatment
Violation of values
Interruptions or time pressures

STRESS SIGNALS:

Becomes silent, withdrawn or hurt
Judgmental, impersonal, resistant
Stubborn and overly cautious

SOLUTION:

[JEnhance personal
contact to restore trust

[IBe more sincere-
empathetic

[JPut your desires &
needs on hold
momentarily
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[JAnimated, sociable
[JAsks personal questions
[JLoud, spontaneous

[ICAwesomell[1[Looks great[ ][]
[Let(s take a look[I[ 1[I seel]

[JEmotional
[JRapid delivery

[Visual style

YELLOW
VERBAL CLUES
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STRESS CAUSES:

[JRestriction on flexibility
[INo interaction and fun
[IPersonal rejection

STRESS SIGNALS:

[JOver responsive
[IAppears opinionated
[IArgumentative

SOLUTIONS:

LIAllow room for
maneuver

[IBe more engaging

[ISuggest
brainstorming

[Move onto
something different

[

Selling w

In

Qlor



Selling In Color Exercise: Page
103

Let(s do it
TOGETHER
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Thank-You

s@jamarr_brown
Facebook: Ja Marr Brown

sjamarr@jamarrbrown.com

eLinked in

«(949) 371-9077



mailto:info@thekaizenway.com

jamarrbrown.com

FROM LAST TO # 1 IN THE COUNTRY

» Key success principles

 People buy the experience, not the
product

» Sell to purpose not profit

 Everyone has a story that they want to
share




