
The NEW PX12 Consultative Selling System
How To Turn An Ad-Hoc Sales Process Into A Proven, Predictable And Repeatable Selling System

Destination

Discover

Deliver

Demonstrate

» Power Opening
» Power Statement
» Data Questions
» Measure Value
» Conversation Pyramid
» Outcome Based Selling

Power Skills

Pursuing a 
Measurable 
Outcome

» Rapport
» Active Listening
» Question Mastery
» Visual P-Pad 
 Conversation

Power Skills

Prioritize

Processional 
Effect / Impact

» Close the Delivery / 
 Results Loop
» Client On-Boarding

Power Skills

Predictable Account 
Development

» Presenting Shortcuts
» Proposal Shortcuts
» Sales Momentum
» Progressive Closing
» Objection Mastery
» Prospect Qualification
» Hosting a Prospect Visit
» Sales Negotiation
» Selling with Stories

Power Skills

Proposition

Proceed Payoff

CORE
CONCEPTS

SUPPLIER CLIENT
Pains / Problems

Prospect
» Research

Prompt / Educate
Personal 

Win
Proof

» Method Matters  » Selling:  Helping Clients 
 Achieve Outcomes 

» Strategy, Systems, 
   Skills 

» Be A Value Creator» No Difference 
 Creates Indifference 

» Metric The Message» Problem Before Product 

» Qualify For Quality » Practice For Mastery 

» Listen Actively


