Don’t Lie to Yourself - People don’t buy off you for these reasons.
Why People Don’t buy.

We’ve all been there - trying to sell a product or service and facing resistance from
potential customers. It can be frustrating, but understanding the reasons why people don’t
buy is crucial for any salesperson.

In this weeks blog, we’ll explore a few more roadblocks that can hinder a sale and provide
some insights on how to overcome them. So, let’s dive in!

1. They do not understand the proposition. One of the biggest obstacles in sales is
the lack of clarity. Salespeople often assume that their customers have the same level
of knowledge about their product as they do. But that’s not always the case. To make it
easier for customers to buy, you need to simplify your proposition. Break down
complex concepts into clear and concise terms. Focus on the benefits that your
product or service can bring to their lives. By making it easy to understand, you
increase the chances of closing the deal.

2. Unable to pay the price. Unable to pay the price. Price can be a significant barrier
for many customers. If your product is perceived as overpriced, it’s essential to explore
alternative payment options. Consider offering instalment plans or flexible financing
options. By making your pricing more attractive and accessible, you can overcome this
hurdle and expand your customer base. Remember, affordability plays a crucial role in
the decision-making process.

3. Bad timing.Timing is everything, they say, and it holds true in sales too. Sometimes,
even the most irresistible offer won’t sway a customer if it’s not the right time for
them. While you can’t control the timing, you can increase your chances by staying in
front of your target audience consistently. Regularly engage with your potential
customers through strategic marketing and communication efforts. Be there when
they’re ready to make a purchase. By staying top-of-mind and building trust, you'll be
there at the right time.

4. Competition.Competition. Dealing with competition is a common challenge for
salespeople. If a customer already has a longstanding relationship with a competitor, it
can be difficult to convince them to switch. To overcome this obstacle, you need to
differentiate yourself. Offer unique products or services that your competition doesn’t
have. By providing additional value and catering to specific needs, you can redirect the
focus away from direct comparisons. Emphasize what sets you apart and demonstrate



how your offerings address their unique requirements.

5. Lack of trust. Trust is the foundation of any successful sale. If potential customers
don’t trust you or your brand, they won't feel comfortable making a purchase. Building
trust takes time and effort. Provide social proof in the form of testimonials, case
studies, or reviews from satisfied customers. Establish yourself as an expert in your
field through informative content and thought leadership. Show genuine empathy and

understanding for your customers’ needs. By consistently demonstrating
credibility and reliability, you’ll gain their trust and increase your chances of closing
the deal.

Remember, regardless of your sales career, it’s always beneficial to seek help and improve
your skills. Every day we post content to help you make more sales every day. Successful
people always self-educate.

Check out my FREE community page and receive daily videos and tips to help you be better
equipped to navigate the complex world of sales and drive success in your career.

Have a great week selling your stuff.

Mike ( Self Educate) Brunel
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