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Ever wondered why you didn’t get the sale?  
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While someone unexpected gets the sale! 
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BBQ, A BURGER & BACKDOOR-SALES! ©™ 
So many times we are focusing on the wrong thing.  Before we start I need you to understand 
two things. IT IS ALL SALES! In life you are either selling / buying/ or marketing!  

We all Have a yucky taste in our mouth when we talk about sales-why?!? Maybe we had our 
share of pushy sales people… in the 50’s it was door to door, in the 60’s it was home parties, 
70’s it was the bargains, 80’s was phone sales, 90’s was the testers/informed shoppers, 2000’s 
it’s a brand ambassador, and a internet shopping, and now 22 years later it is a combination of 
all – but on Instagram, tiktok, Facebook, Pinterest, Websites…and more people are and have 
shifted to buying /selling online. Everyone you know know has started a business of some kind 
& we all have 2020 for thus global push. But at the end of the day -you are Selling / Buying / 
Marketing… or we like to call it educational marketing!  A touch of a button we can find anything 
and buy anything… one click!  

But there are still some basics that we all need to master.   

First is this simple truth: the first sale is the hardest and most important for all of us -why? That 
means someone chose you! I don’t care if it was your mom, blind neighbor, or you begged your 
best friend to support you…YOU DID IT!!! Let’s celebrate that victory!   

What this first sale is to you, is out of all of the billions of people-they chose you and 
your business! WHOO-HOO!!! 

 Now let’s do it again! 

*Here is a secret for you to always remember-the Secret to selling is simple; Selling is 
educating them -it is love and service & closing the sale starts on the first sentence! We 
must learn to serve people first- ask questions to see what they need, want, or desire- by 
fulfilling a need you are serving them with your products or services- if however you are just 
focusing on the sale or the money-you my friend have already lost!  

My goal today is to make you rethink selling, and teach you to relax and have fun with it!  

 



4 

 

***Ask yourself why you are talking to this person-is it your agendas? Or their needs, wants or 
desires? Think of yourself as a Dr. “Dr. Sales” They come to you with a problem- your 
products, or services is the answer/solution- you help and serve them with your time, talents, 
products, services, and in gratitude they give you thanks and love in the form of Payments- all 
money is a means of trade in agreement to your services. That is “Sales in a nutshell!” 

 



5 

 

Sometimes we get so stuck on numbers, quotas, sales and profit…the we become urgent, and 
desperate… in an icky kind of a way! And we become pushy… sometimes too pushy!  And we 
focus on “I” and “Me” instead of “You” “Them” “Us”… RELAX! Don’t do this!  

DON’T YOU DARE START THE PROCESS TRYING TO SELL!  🛑 Stop right there! Please 
take a moment to read the pictures on the previous page-do you want to be that person?!? A 
Definite NO! This is where the door, phone, internet, or website gets slammed in your face! I 
want you to breathe… and let’s have F.U.N with whatever you are selling! 

F-Friends first! Make a friend! Ask them genuine questions to get to know them plans, their 
needs, become a true friend first! Let them see what a FANTASTIC GUY/or GAL you are! 

U-Understand their wants, needs, or desires- when we understand those that we serve 
better- it will help you to truly assess the situation -I had a client come to me for a steel 
building…but after getting to know them…what they truly needed was an airplane hanger! 

N-Needs, and the why…if you don’t know the why or the needs then you are doing them a 
mis-service. Why do they want your product or services?  How will it fill their wants or desires? 
This is extremely important… how do you fill the need if you don’t know the why? You are Dr. 
Sales remember- if you don’t know the need -how do you write a prescription or fill the need?  
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Remember to be a friend first, smile, ask questions, eye contact joke with them, be human, 
educate them on the benefits that your products or services will have on them, their lives, 
business, areas of needs, wants, desires… they may not buy on your first try…people need to 
like and trust you first. They might need to have their questions or concerns answered first. If 
you are truly more interested in their needs, and establish a genuine friendship-they will buy!  
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Now why would I say a BBQ, a Burger 🍔 , and a Backdoor Sales?!?  

 

When we go to a BBQ… what happens there?!? It’s fun, it’s loud, music plays, you are relaxed, 
you laugh, and joke, we eat… boy do we EAT!  I love BBQ’s the best food is brought out to 
BBQ’s… my favourite Burgers are the ones straight off the grill- loaded with your favourite 
toppings… the food is delicious, friendships are formed or strengthen, memories are 
made…and many times sales are made, and deals are closed, or contracts negotiated!   

Why? 

People are relaxed, barriers are down, people are having fun, you have crossed the threshold 
of “Dirty Salesperson”… to “Treasured Friend, Homie, one of the guys or gals, maybe an 
honorary  Auntie or Uncle… or Straight up FAMILY!” A truly trusted person in their inner circles! 
We relax around those that we know and trust- and more deals are closed world wide over 
food, dinner, cocktails than in the office, boardroom, or phone! And people are more relaxed 
around FOOD!  

One of the things I have always taught is the power of the “Backdoor Sale” when they 
are slamming the front door and shouting “No Soliciting!” You are joyfully welcomed 
through the back door as a trusted genuine friend! …BIG DIFFERENCE!!! 
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The smartest, and most important thing you can do is master this technique- I highly 
recommend reading the book “How to win friends, and influence people!” This will help you in all 
walks of life-especially sales!  

B.A.C.K.D.O.O.R. S.A.L.E.S! 

B- Be Bold, Believe in yourself, your products & services and brave to make the 
friendship, or connection.  

A- Asking authentic, approachable, appropriate questions-this will help to assess the 
real needs, wants, desires- asking the right questions also helps you to close the sales 

C- Careful, caring, compassionate, connecting- creating trust, cultivating clients and 
friendships creates sales, and referrals and long lasting relationships.  

K- Kindness and awareness of your products, services, the needs of your clients-maybe 
they were looking for a purple candle?  And now you have it and remembered them.  

D- Don’t be pushy! Don’t be dishonest! Don’t be fake! Don’t promise what you know you 
cannot provide! Don’t be rude! Don’t think about the money! Don’t think about you and 
your needs. Customer needs, wants, and desires! Most important! 
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O- Opportunity, optimistic, options-there is opportunity all around the world and around 
you, 24/7  make a friend first- be positive, you never know where it will lead you.  

O- Open! outgoing, observant- your products/services are for sale anywhere you are! Be 
the first to say “Hello” and watch- people will tell you what they are looking for!  

R- Real -I cannot stress this one enough! Be who you are!  The real you!  You are 
absolutely fantastic! No need to be what you are not! Let them see the REAL YOU! 

 

S- Service, and sales are twins!  They go hand in hand! You cannot have a service 
without a customer, and you cannot fill a need with out a sale! They are best friends!  

A- ASK FOR THE SALE! This is the biggest reason that people don’t get the sale! Then 
ASK FOR THE REFERRAL! ABC-Always Be Closing! If you know the need it helps you 
close the sale!  

L- Listen, learn, and genuine love for your customers & products/services- you need to 
do your homework and learn your products, listen to what they are saying, and truly love 
them to serve their needs not yours!  

E- Excited, educate, and empower your customers…don’t be afraid to answer their 
questions, be excited about what you do and offer, and how it will benefit them, and 
empower them to make the best decision possible. 

S- Service with a smile and go the extra mile! Do more than is expected, give them more 
than what is expected, smile-be approachable and make a friend first- no one wants to 
do business with a grumpy person! 

Be someone that others want to be with…and I promise you that not only will you make 
the sale, you will with ease be able to recommend other products and services, to 
increase your sales, you will get referrals, and repeat customers happy customers…. 

And you will make some incredible friendships along the way, get invited to weddings, 
funerals, parties, baby showers, bar mitzvah’s, bat mitzvah’s, thanksgiving & Christmas 
dinners, dates….and THE BACKYARD BBQ’s, a Burger, & Welcome Backdoor Sale!  

You will be happier, you will hit your targets, you will make the Sales, deals will be 
closed around the kitchen table, not only will you have fun, make friends, serve the 
needs, wants, desires of your now friends, they will refer their friends and actually help 
you make the sale, OR DO IT FOR YOU… you my beloved friend will get the Burger 🍔   

And EVERYONE WINS! 
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A BBQ… 
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A BURGER… 
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A WELCOMED FRIEND, AND FAMILY… 
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DEALS CLOSED AROUND THE TABLE, REFERRALS, REPEAT CUSTOMERS… 
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LIFELONG FRIENDS, AND MEMORIES …BACKDOOR SALES ©™
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…AND EVERYONE WINS! 

Jo Wiehler’s simple but extremely successful Backdoor Sales techniques© ™ have been 
successfully taught since she was 18years old, she is now in her 50’s becoming Joyfully 
the number one Sales person in any industry she ever worked and coached, & has 
helped thousands around the world to do so as well, & is happy to share her techniques 
with you for your success and growth!  

International Bestselling Author, International Motivational/Keynote Speaker, Owner of La Belle 
Sabbioneta ©™ &The PowerBall Team ©™ and is a Sales/Marketing/ & Branding Coach 
www.labellesabbioneta.com info@labellesabbioneta.com +393494651968 


