
Eagle Peacock Dove Owl

Meeting/Greeting them

Appears Confident, assertive, cool and distant.  A doer. Confident, outgoing, friendly and warm.  A talker.  Shy, friendly ,warm ,quiet.  A feeler Quiet ,conservative, reserved.  A thinker.

Speed Fast-no nonsense. Fast and impulsive. Slow, unobtrusive and low key. Slow and deliberate.

Dress Darker colours, smart but conservative. Stylish, colourful, designer labels and flamboyant. Pastel to bright colours , but not outlandish. Brown and Autumn colour, very conservative.

Face Set and determined, gives little away, Open, expressive and cheerful. Open but bashful. Expressions reflect what you are saying. Expressionless ,poker face and sometimes grim.

Acts In a quick and businesslike manner. Relaxed and friendly. Likes a friendly manner. quiet and withdrawn, preoccupied with something else

Communicates Strong voice, quick ,abrupt and to the point. Plaques, certificates, photos and image. Calmly softly spoken, self conscious and easy to talk to. Softly spoken unemotional, detached and preoccupied.

Motivated by Challenge, action, competition and getting results. Recognition, applause, status symbols and fame. Acceptance, approval , belonging.  Peace and harmony. Procedures, information , rules and predictability.

Work space Unadorned, no frills and businesslike. Plaques, certificates, photos and image. Friendly , homely , sociable.  Plants and family photographs. Orderly , sterile, organised and impersonal.

Theme song "Winning isn't everything - its the only thing." "Hey world - look at me." "We all need each other- lets save the whales." "Fools rush in where wise men fear to tread."

Under Pressure Bossy and sarcastic, then avoids the situation or person. Becomes noisy and dramatic.  They want to be friends. Withdraws then goes quiet and then gets stubborn. Becomes quietly critical and then withdraws within.

Seducing them

Worries about Not having control.  Not getting the results they want. Image, appearance, job, house and car etc.
What other people will think of them.  That they will buy the wrong thing.  
That they will be embarrassed.

Not being right.  Making the wrong decision.

Buys Anything which gives them results, status or commands respect.
Buy what makes them happy.  Especially what makes them look good, 
prestige, reputation and showiness.  They will go into debt to look good. 

They buy what makes other people happy.  They also buy what everybody 
else in buying.  They want to fit in, to not stand out in the crowd.  They are 
not risk takers. 

They buy what is safe, tried and proven.

Their approach to buying
Quick and decisive.  Know what they want and swoop on it.  They are 
certainly not "look, touch and feel" shoppers.  They buy as if they were 
attacking a village.

They love buying.  They are impulsive and intuitive.  If it feels good do it.  
Often price is not a problem until they had a chance to think about it.

Because they are not naturally quick decision makers they are not quick or 
impulsive buyers.  They need help  or personal reassurances of support that 
they are doing the right thing.

They are far from being quick or impulsive buyers.  They are traditionalists, 
they are not open to new idea.  They have normally done lots of extensive 
homework.  Might know more than you do.

Be Prepared
Quick business, take a subordinate position but don't come over a wimpy.  
Show them that their time is important to them.  Be prepared to know the 
facts and to able to deliver them quickly and concisely.

Do lots of listening and nodding.  Keep them on track by asking questions.  
Be prepared with something to look at and demonstrate as they are very 
visual people.  Be prepared to let them touch and feel and play with the 
product.  Involve them anyway you can.

Take it slow and easy, explore the feelings behind the purchase.  Listen lots.  
Back-up your claims with how other buyers have been happy with the 
product.

Take it slow and easy , be prepared to be systematic , organised and with 
all the facts.  Give them brochures and technical fact sheets.  Be prepared 
to list the pros and cons of any plan you suggest and have viable 
alternatives for dealing with the disadvantages.

Your Approach Fast, concise and business like.  Give them your full attention-don't get 
distracted with other things.

Fast, warm, friendly and with enthusiasm.  Be careful of your appearance- 
dress well.

Casual, warm, calm and friendly.   Bring them out with questions to explore 
the feelings behind the purchase.

Slow, precise, logical and business like.   Avoids attempts to humour.   Avoid 
small talk of a personal nature.

Open with Talk that focus on getting results.  Get to the point fast "How can I help you 
?",  "What are your looking for?"and "What do you want it to do for you?".

Talk that focuses on them and their accomplishments.  "What have you 
been up to lately?",  "How long have you been the manager here?",  "Do 
you find this job challenging?" and "What do you think of it?".

Talk that focuses on helping and feelings "How can I help you?",  "How do 
you feel about that one?".  Is this the sort of thing you have been looking 
for?" and "This is very popular most people choose it". 

Talk that focuses on reassurance.  "This particular one has a total after sales 
back up service",  "This model is fully guaranteed" and  "We never have call 
backs with this one".

Creating Comfort Avoid familiarity.   Avoid being witty .  Get to the point. Get them to talk about their ideas and feelings. Show you are open in conversation.  Be interested in them as a person. Avoid familiarity, avoid humour, they see it as frivolous.

Building Common Ground Talk outcome and result-theirs.
Be optimistic, don't take life too seriously.  Be imaginative, entertaining.  
Get excited.

Talk family and friendships. Be impersonal, talk about tasks - not people . Stick to the job at hand.

Focus on What it will do for them.
Add to their prestige.  How other people will see and feel about what they 
are buying.

How other people will feel about what it is they are buying. Reliability .  No risk.

Creating interest
Tell them about how the other people and companies who have dealt 
with you,  or have bought your product have got the results they were 
looking for.

Tell them about the important people and companies who have dealt 
with you or have bought your product. Use testimonials - name drop a little

Tell them about how other people and companies who have dealt with 
you , or who have brought your product, feel about it and are happy with 
it

Tell them about how other people and companies who have dealt with 
you, or have bought the product , have been happy with the reliability 
and after sales service. Offer to provide testimonials as proof

Presentation strategies
Don't beat around the bush.  Ask don't tell.  Establish their goals quickly.  
Stick to busines -no small talk.  Argue the facts, not your personal opinions.  
Be assertive and forthright.

 Talk concepts and board principles first before going deeper.  Use lots of 
show and tell demonstration.  You'll have more luck dealing with them face 
to face .  They are not big readers and get bored with details.  If you need 
to send them something make sure no more than one page.  Then follow 
up quickly.

Support their feelings and opinions.  Give them plenty of time to spell it out 
what they want and why they want it.  Explore areas of dissatisfaction, they 
won't tell you unless you ask.  Get agreement at each step before 
progressing further, lay out steps they need to make the decision easier.

Keep it impersonal stick to business.  Provide solid evidence.  Facts not fluff.  
Give them plenty of time to think before expecting a response.  Offer 
reassurances of guarantees and warranties where possible.

Hot button words and phrases Results, performance, control, bottom line, quick, fast, simple, reliable, 
effective, productive and profitable.

New, the latest, faster, quicker, stylish, exciting , state of the art , leading 
edge ,unique and simple to use.

Trust , safe , genuine ,comfortable, approved, service, satisfaction, 
bargain, value, looks right and this is the one for you.

Tried and proven, reliable, will never let you down, guaranteed, comes 
with a full warranty, tested and economical.

Don't
Don't waste their time.   Don't go into detail unless they ask.  Don't try to up 
sell them.   Don't try and close them unless you are sure they want to go 
ahead.

Don't get analytic, don't criticise their choices.  Don't go into any fine detail 
unless they want to.  Don't try to debate with them.  You might win the 
battle, but will lose the war.

Don't try to push a new idea.  Don't criticise their opinions or choices.  Don't 
go into any fine details unless they want to.  Don't try and close them too 
soon-don't push them.

Don't rush them, don't talk when they are thinking in silence.

Closing comments "What is your decision?",  "Have you made your decision?",  "What have 
you decided on?" and "Are you ready to go ahead now?".

"Shall we get the show on the road?",  "What do you reckon, is it a goer?",  
"What do you think? and "Shall we do it?"

"This seems to be the right one for you"? . "Shall we go ahead with this 
one"?  "Are you happy to go ahead with this one?".  "Lets go ahead shall 
we?". 

"This seems to be the right one,  shall we go ahead with it?,  " Are you 
ready to go ahead with this one?",  "This seems to have everything you're 
looking for, do you want to go ahead?".

Your challenge
Your challenge will be in taking a subordinate role.  Asking precise 
questions, rather than selling statements.  Eagles want status, respect , 
authority and results.   They want to be the boss.

Keeping them focused.  Keep them on track by bringing them back to the 
point with questions.

Must have patience.  Slow down, don't rush them.  Be prepared to talk 
about what you may think are irrelevant issues.  Don't appear like a pushy 
salesperson which they are very wary of and will try to avoid.

Be slow, logical and systematic.  Don't talk while they are thinking.   Be 
amiable and patient while going into the depth and the amount of details 
they want to go into. Don't try to close too early.  Getting frustrated when 
you feel it has been talked out and then they say (sincerely) "Let me sleep 
on it for a while".

Beware Don't take too long, don't try to dazzle them with science and details.  
Don't try to bluff them.

Make sure you are abundantly clear and in full agreement concerning the 
action that needs to taken on the details of the what, when, who, how 
and where.  Put it on paper.  Confirm everything in writing.  They have a 
marvellous capacity for saying things like "I can't remember saying or 
agreeing to that."

Don't rush them, don't come on too strong,  offer assurances and safety 
nets    but don't overstate your guarantees  or you will lose their trust .  They 
can smell a phoney.

Don't rush them otherwise you will get a "no" that could of been a "yes".

In a nutshell Fast , aggressive and abrupt.  Quick and decisive.  No messing about. 
Good to do business with. 

An easy buyer.  They will talk the leg of a chair.  Bite your tongue and do a 
lot of listening.  Get excited.  Appeal to their ego and relate what you are 
selling to  "image value".  Use a "show and tell" selling approach.  Make 
sure you are both clear on the details before closing.  Try to keep 
paperwork to a minimum.

Very friendly and easygoing, easy to relate and talk to.  But don't let this 
easygoing nature put you into a false sense of security, if they feel they are 
being snowed or pushed into something they don't feel right about , they 
will thank you nicely for your trouble and quietly but quickly exit the scene.

Cautious Pessimists . If anything can go wrong it will,  always second 
guessing   Need to take it slow and steady with lots of facts and details to 
back up your claims and make sure they are on paper.   Its need to be 
documented.

Add another thing

Don't want relationships.  No sense of loyalty .  The relationship will only last 
for as long as the Eagle is getting what they want.  If you come between 
what the Eagle wants and what the Eagle has got you will be the casualty 
of the relationship you thought you had,  but never did.  Sentiment is not 
one of their characteristics.

Offer to do all the paperwork for them.  They hate anything that looks like 
paperwork  or smells of administration work.  Praise their buying decision 
after the sale.

Do the right thing and you will have customer for life. 

Owls are very frugal.  But they can surprise you on the one hand they will 
pay as least as possible for something yet will pay a small fortune for the 
best brand equipment or the like.   They love perfection.  Send your 
proposals to them before any meeting so they can have time to analyse it 
quietly and privately.

How to seduce your customers for profit and loyalty.


