
The S.A.L.E Techniques

@antakirana

Using Meta-Coaching Competencies and Neuro-Semantics Approach



Antakirana

• Founder & CEO of PT. Komunika Cipta Performa 

• Certified Professional Behavior & Values Analyst of TTI®

• Certified Master Practitioner Neuro Semantics® NLP

• Associate Certified Coach of ICF®

• Certified Trainer of Points of You®

• Certified Masteries Practitioner of IAC®

• Associate Certified Meta-Coach(p) of MCF® 

• Certified Trainer BNSP KKNI Level 5

• Founder of Yayasan Menorah Cipta Cemerlang



Meta-Coaching Competencies

Supporting

Listening

Questioning

Meta-questioning

Giving feedback

Receiving feedback

Inducing states



Mindset of Selling

“Selling”
Stimulus

Channel:
• Lihat

• Dengar

• Alami

Pikiran

Perasaan

Perkataan

Perbuatan

ARTI / MAKNA

(INTERNAL) (EKSTERNAL)

Respon

Salesperson



What is Selling?

Sebuah proses menolong prospek
menyadari dan menemukan kebutuhannya, 

serta menjawab kebutuhan tersebut
dengan solusi yang relevan.



Types of Salesperson

1. Traditional

2. Facilitative



Set the 

stage

Membangun hubungan
dan mengendalikan

prosesnya

Analyze 

needs

Mengetahui kebutuhan
prospek (jelas, lengkap, 

prioritas)

Link to 

solutions

Memberikan solusi
relevan (fitur dan 

manfaat)

Establish 

commitment

Memastikan
komitmen/menentukan

langkah selanjutnya

The S.A.L.E Process



Questions?



THANK YOU!


