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Today, you’ll have to sell something. 

An idea, a product, a service, a 
proposition; why someone should 

choose you, recruit you, hire you… 

Or it could just be to get your 

children to tidy their rooms right now. 
                

Here are two simple steps, to boost 

your chances of making that sale: 

 Step 1: Focus on the right thing  

 Step 2: Say the right thing  

 

Taking each in turn… 

 

Step 1: Focus on the right thing 

Remember, people don’t want what 

you’re selling.  They’re interested in 

why they’re better-off after saying 

“yes” (their AFTERs). 

 

You’re the same. When you buy a 

website, you don’t want a website.  

You want more sales.  

 

You don’t want a tax accountant; you 

want to pay less tax. 

 

You don’t want a cleaning company; 

you want to impress your colleagues 

and customers by how beautiful your 

office is. 

 

So, to sell more, focus on the AFTERs 

they’ll get (their agenda), not the thing 

you’re selling (yours). 

 

Step 2: Say the right thing 

To sell based on AFTERs, ask the 

other person what, why and when: 

 What AFTERs do you want? (This 

ensures you’re both talking about 

their agenda, not yours) 

 Why do you want it? (This builds 

their excitement) 

 When do you want it? (This builds 

urgency) 

 

For example, if you’re a hotel 

receptionist 

 What type of room are you 

looking for?  (“something special – 

one of your best rooms please”) 

 Why do you want it?  (“Because 

I’m proposing to my girlfriend. I 

want to give her a night to 

remember”) 

 Congratulations. And how soon 

would you like this (“As soon as 

possible – Friday?”) 

 

The conversation has quickly moved 

from booking a room to his imminent 

proposal to his girlfriend. He’s much 

more likely to book the room (and 

probably be grateful to hear 1-2 extra 

things you can offer, to make their 

night a resounding success) 

 

Or, if you’re a business coach: 

 What do you want to achieve this 

year? (“To be as successful as 

now, but to do so in less time”) 

 Why’s that so important to you? 

(“I feel I’m not seeing my children 

as much as I’d like”) 

 How soon would you like to make 

this change (“As soon as 

possible”) 

 

Again, the ‘customer’ has more 

excitement and urgency than she did 

two minutes ago – good for both of 

you. 

 

So let me finish by asking you… 

 

Action point 

 What conversation today will you 

apply this process to? 

 Why’ve you chosen that one? 

Why’s it so important to you that 

it goes right? 

 How soon can you prepare and 

practise, so your conversation 

goes exactly the way you want it 

to?  

 

And some good news to finish: if you 

find this technique works and want 

more like it, I’ve recorded loads of 

short videos to help you. Here’s one 

on how to write better proposals. 

 

© Copyright, Andy Bounds 

 

About the Author 
Andy Bounds is an expert at helping 

companies communicate and sell 

better. Author of two best-selling 

books and winner of the title Britain’s 

Sales Trainer of the Year, Andy has 

shared his expertise with some of the 

world’s largest companies, helping 

every one of them have more success. 

Marketing legend Drayton Bird said 

Andy had taught him ‘… more about 

effective communicating than a lady 

who’d taught two American 

Presidents’.  

 

Are you following me on twitter? 

 

To receive my weekly tips on how 

to communicate more effectively, 

click here 

 

Short of time? Here are my Quick 

Wins 
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E-mail: andy@andybounds.com 
Web: www.andybounds.com/tips 

Andy Bounds 

JUST THREE WORDS to build people’s 

excitement and urgency to do what you want 
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Important Notice 
© Copyright 2015, Bizezia Limited, All 

Rights Reserved 

 

This article appeared in Better Business 

Focus, published by Bizezia Limited ("the 

publisher"). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you choose 

not to take, as a result of this article or any 

view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
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