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I. Approach

A. I truly believe that a first impression really makes a difference in the outcome of any conversation; from a personal to a professional perspective, it has a tremendous effect on whether you want to close a deal or make a long-lasting relationship, which in my opinion, highly go in hand. For me a smile expresses more than 100 words, is one powerful tool I love and carry everywhere because feel helps me break the ice and make the other person feel comfortable. In this specific situation, it helped me feel more confident form start, and transmit to the buyer a warm and trustful environment. However, reviewing again the video, I see that although I properly introduced my name and company, thank the buyer for his time, and asked for permission to take a seat; I believe my excitement led me to do everything really fast, probably loosing that “natural conversation” I had in mind. If I had to do it again, I would take some pauses at the beginning and ask for his name before even asking for permission to seat. 
B. To gain the buyers attention and create interest in the meeting I used the referral opening method, referring to an existing costumer –Brian, who knew my buyer. I tried to promote a 2-way conversation in this part, by asking the buyer if he recognized Brian and confirming the information I got from the referral. I think I was still nervous in this part which led me to repeat some questions, move a lot more my hands, and use verbal pauses. Moreover, although the technique helped him gain trust, I think I could have taken more advantage of it to create a bigger impact. For instance, I could have mentioned that he told me they both went together to UCF and keep breaking the ice there. That would have given me a smoother entrance to the relationship building section, and not making it sound like sectioned.
II. Relationship Building

A. In this part I tried to let my buyer know that my priority before any sort of business conversation was knowing more about him, more about his relationship with the business and his favorite part of his job. I believe this was a positive approach as it built a more personable conversation, based on empathy and getting to understand his situation from an inner side. Nevertheless, I later felt that the buyer seemed to have a social style more time-oriented and direct to the point, such as driver or analytical​​​; being less expressive or conversational. Furthermore, I tried to not extend a lot this part, and after his last response –which created a sense of humor, I went to proceed to the agenda and business. If I were to do this part again, I would probably have researched on current data in the market about his business industry that could have sparked more his interest.
B. As stated previously, before getting into business, I wanted to give the opportunity to the buyer to talk about his personal experience with the company and his favorite part of his job, where he answered, “get free cruises”. I consider that was a good approach to build rapport, and bring some sort of humor, however, I believe I could have used this opportunity to bring more credibility as well. Since my buyer seemed to be more on the upper side of the social style quadrant, I could have used stats on great benefits of the industry I have read on the news and that is one of the fastest growing industries in the region. This could have given him sense of importance and let him know that I am on top of what is happening with his business (credibility).
III. Needs Identification/Confirmation

A. During the discovery section I consider I did a good job at asking general questions and probing for additional information. I started asking about his current situation on security systems, and his preference criteria, as well as budgeting and insurance costs. This was a good approach to have an overall perspective on his specific needs and how my business could address his concerns. Moreover, as I write down some notes, I tried to confirm my information with the buyer to make sure we were on the same page, as well, as asking further detail on each point. Although this approach seemed to work pretty well, was my first time practicing with taking notes and instead of structuring my answers with subtitles, I just copied numbers without referencing them, making it really difficult at the end to recap on current costs and systems he was using. If I would do this part again, I would first ask permission to the buyer to take notes, and then use a template to write down answers and have everything more organized.
B. To recap on major needs my buyer had I agreed and confirmed with my buyer his major concerns at the end of my discovery section. In this case, his two major concerns were cost related as the break ins were incurring him around $10,000/yr in labor costs and he had a budget of $8,000, and on the other hand, the lack of efficacy of his current security measures. If I were to do this again, I would pay more attention to filtering the information he gives me into the most important things for him. He later in the conversation mentioned that he had planned to relocate to another neighborhood within the next 3 years, as a temporary solution, and although it was an alternative he was considering, it was not a major concern that made a significant difference in his decision. Instead of expanding a lot in this point, I should have asked him the degree of influence that he considered this alternative had on the purchase of a security system, such as Secure Dog.
IV. Presentation

A. I was able to keep the buyer’s attention and flow on the conversation by using non-verbal communication such as facial expressions and excitement during the story telling, as well as using my calculator during the financial summary. Furthermore, provide examples to further explain each service we provide. I think this really helped the buyer to understand and retain better the information, however, I feel I could have been more concise on details in this slide, since this extended the length on my presentation. Furthermore, I used an “awards and recognition” slide, which built credibility and motivated the buyer to keep listening to my offerings. For future opportunities, I would get shorter on the offerings and go direct to the pricing, which was a big concern he had, as well as address on the “proven success” slide which showed previous clients reviews and statistics of impact we had on other businesses. By touching on both slides I would have covered his cost and efficacy concerns.
B. I used the FAB technique when discussing the services we provide to highlight the advantages and benefits that will bring to his business. For instance, when I talked about the comprehensive insurance, after mentioning the feature, I gave him an example of a situation when he would find beneficial this service, which was in case the dog bites or kills a person, we protect him and give him the peace of mind of not having to worry about handling claims which could be a big headache. Although I was specific on my features and benefits of it, I could have linked those benefits more on his cost concern, as at the end all these services will cost him even more money if he didn’t do it through us. For instance, I could have compared it with other security systems, which although could give some sort of security, they will rarely handle insurance claims for him, which are big costs.
V. Objections and Questions (answer A-D for each one)

A. The only objection my buyer stated was related to his fixed budget of $8,000 plus an already committed cost of $3,600 on his security system cameras. Which if he bought my service, will surpass the budget.
B. As my time was cutting off by the moment, I had to address this concern, I couldn’t properly restate the numbers for him to show the value of the savings that my service will bring to his finances. Instead, I went direct to the offerings without providing clear support to this objection.
C. I could have used indirect denial to recreate his budget and let him know that my service will bring him even more profit under his $8,000 budget. In this case I would have first let him know that I understand his current situation, and then restate that our Secure Dog service will provide him more savings than the explicit costs he was currently thinking to incur. In fact, by adding the explicit costs (his camera systems and my secure system costs) and then subtracting the savings from the insurance (20% of his current $42,000 premium) and the $10,000 of the vandalism repairment, which he will no longer need to incur, he will be actually gaining around $8,230. Another method I could have used would be the referral method, as I previously started my conversation with the referral of Brian, and I could have said that he felt in a similar way, and he actually had bigger costs incurred plus a tighter budget, and after acquiring our services he actually found he saved more money than he thought ( he ended up saving 50% of his insurance premium) and invested that money into his business growth.
D. The method I would have used would have been the referral method combined with the math support I stated under the indirect denial. As I would first state his current situation, with his current financials and then give him the peace of mind and confidence that previous clients, such as his friend Brian, who had saved even more than our estimated numbers. This will give him even more motivation to continue with the process and agree to acquire the service. 
VI. Closing

A. Since I ran out of time, I couldn’t close properly. I detailed the plan I suggested him to take, however, I didn’t provide any trial close to clarify if he would agree to that, I was nervous on the time and instead went directly to the next steps assuming he would agree on this, which recognize was a huge mistake, and a point for big improvement on the next opportunity.
B. I suggested he could take the Pitbull option, which will include all the services provided plus a fast establishment option as early as the next day, additionally to a community access. I tried to make clear that this will still be under the budget considering the savings he will get in the long run. 

C. I should have included more trial closes and restate the benefit of acquiring this service according to his initial concerns as a brief summary on our conversation. This would have given him more understanding and confidence in that the service he would be acquiring was the best fit for his needs.
VII. Professionalism

VIII. Throughout the play role I tried to be as professional as possible, being enthusiastic but not over-eager, being courteous and respectful with my vocabulary and not dispar4aging competition. Furthermore, I think I could have shown more professionalism during the closing even if I were running out of time, as it was a big decision for my buyer that I always want to make sure he is sure and confident about.
IX. Communication Skills

A. Throughout my presentation I tried to keep the 2-way communication most of the time and actively listening to his concerns. Furthermore, I kept a clear pronunciation and enunciation. I think as points of improvement for future play roles I could work more on verbal pauses and time management, as well as handling stress when it comes to being tight of time. 

B. Throughout the speech I showed confidence through body language, eye contact and posture. I believe I could still work more on managing my hand movement and probably try to use it only when emphasizing important things to bring attention. 

