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The key to really persuasive presentations is that you   
  

Ask Rather Than Tell  

  

We strongly advise you to listen to yourself and when you hear yourself telling the customer all about your property and 

development STOP and start asking how what you want to tell them will benefit them.   

  

Remember to Ask don’t tell, we know it works!  

  

 Use known information to gain commitment to the next step of your selling   
  

 Maximise the use of your visual aids to gain understanding and commitment   
  

 Create the customer’s dream   
  

 Build trust with the customer by proving that you know what you are talking about   
  

 Get the customer to give you more feedback so that you can gain their ongoing commitment   
 
 

Present the benefits, not the features   

  

People do not buy what a product is, they buy what it will do for them 

  

The facts or features of a house type are important to a customer but what really interests them is what the benefits of 

ownership will bring. It is your responsibility to turn the features of our products and services into benefits for our customers.   

  

Features are conversationally expressed as facts, sometimes embellished with broad, perhaps emotive, Descriptions.   

 

Advantages are the generic details of what that Feature can do.  

 

Benefits are expressions of what the product or service would do for the customer, in terms of satisfying his/her wants and 

needs.   

 

To successfully sell, you need to:   

  

 Summarise throughout the presentation   
  

 Remind the customer of the features they were looking for in their ideal home   
  

 Show that you have listened carefully to the information already given and ask questions to extend that knowledge   
  

 Point out features and remember that when features are what a customer wants, they become benefits.   
  

 Features are facts.  Benefits are the way that the features will enhance the customer's lifestyle and/or satisfy their 
needs and wants   

  

Set out to Ask Rather Than you Tell! 
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