
How To Increase Sales Through Relationship Building

Wine makes it easy to quickly build rapport and identify the prospect or client’s
wants and needs.

Asking simple questions will reveal an arsenal of information that will allow you to
tailor your presentation specific to the clients needs/ wants.

Example: What styles of wine do you enjoy?

This single question is the beginning of your position of authority in the space.
Understanding the prospect/ client’s preferences allows us to quickly select a
wine and make a recommendation.

note* This is extremely powerful when we are familiar with the competition and can leverage
that knowledge to compare our wines to other premium brands.

Tip
Keep the presentation short.
Highlight a few facts about the wine, keeping in mind, perceived value,
exclusivity,

● “This wine is full bodied and rich, while retaining balance and complexity.”
● “Wines that drink like this can eclipse $100 per bottle, but this is only $85!”
● “Only 250 cases of this were produced, and there may not be an

opportunity to re-order.”

Phone vs. Email

In the age of technology, the phone is often more powerful than email.

Human connection is at the center of emotion.

Emotion evokes action.
The phone allows for a transfer of energy where an email or text
lacks.



The phone allows for a transfer of energy, and opportunities to build rapport,
and create excitement.

4 Tenets For Success

 

1. Create habits around speed
Quick intro, presentation, etc.

Don’t over talk. Over talking suggests lack of confidence.

 

2. Set your expectations high.
Headspace is fundamental to performance. Expect that your
clients want to buy.

 

3. Eliminate fear.
Have confidence in the products, ownership, and your
recommendations.



 4. Long term thinking.

Set up the next call..” what else should I be on the lookout for?”
“What events or special occasions do you have coming up?”

 
 

Objection Handling Scenarios and Strategies

Scenario 1

Client: “I have too much wine.”

Ambassador: “That’s a great problem to have! How often do you open a bottle?

Client: “We open about 4 per week and 3 or 4 on the weekends.”

Ambassador: “Perfect! I’ll set this to ship late next week, that way you’ll have plenty of
spaces for this case!”

Scenario 2

Client: “You want me to buy a whole case? That sounds like a lot.”

Ambassador: “Do you typically buy wine by the case?”



Client: “Never.”

Ambassador: “Fair enough, but let me ask you this...when you find a wine you love, do
you go back to it again, and again?

Client: “Of course!”

Ambassador: “So wouldn’t it be nice to have something you love, on hand?”

Client: “Now that you mention it, yes!”

Ambassador: “Great, I’ll grab you one case. You’re going to love it!! I can’t wait to hear
your tasting notes! Enjoy!”

Tip

Be sure to let the client know about perks related to 12+ bottle orders. I.e. additional
discounts, shipping offers, etc. as it often leads to larger orders.

Upselling

Once the initial sale is completed, take a moment to build more rapport.

Be sure to keep it specific to wine. Dig deeper into what else they are drinking
and what styles of wines their guests enjoy.

This gives us an opportunity to upsell additional wines and get larger orders.




