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			PREFACE TO THE 2ND EDITION

			SELLING DEFINED

			If you were to ask one thousand people to define “selling,” I guarantee that you would get one thousand different answers. Some might say it’s one of the following:

			
					
					persuading others to buy

					

					
					moving products and services

					

					
					closing the deal

					

					
					helping others get what they want

					

					
					selling ice cream to Eskimos

					

					
					convincing people that what you have to offer is the best there is

					

			

			But finding a narrow definition of selling isn’t as important as understanding the bigger picture—after all, most of these definitions are in some way right. A more important question might be, do you think selling has changed in the past ten years? One hundred years? One thousand years? Before you spend too much time coming up with a clever answer, let me tell you that this is a trick question—the answer is of course yes and no. There are any number of factors that have influenced the sales profession for thousands (yes, thousands) of years. Let’s go back just a few hundred.

			A few hundred years ago, selling was about relationships, friends buying from friends. People buying because they trusted that their neighbor wouldn’t cheat them. Was this trust always merited? Of course not. In every age there are crooks, scoundrels, and people without an ethical bone in their body. But generally speaking, selling in its earliest days was about relationships grounded in trust and respect.

			Flash forward to the year 2000, and you can see how many variables have affected the selling profession. For starters, there’s the Internet, cell phones, webinars, and countless other technology-based selling strategies and approaches. Have these helped organizations increase their sales? Again, this is a tricky question—and again, the answer is yes and no. Yes, because it’s often easier for buyers when they have unlimited access to information about products and services, even before they have contact with a salesperson. No, because this information overload in many ways undermines the trust and respect that were originally parts of the sales relationship—which now becomes about the product or service only.

			At the writing of this preface, the year is 2009, and for the past several months the world has been in an economic situation (I hate using the words “dire” and “crisis,” as I have heard them enough in the past few months to last me a lifetime) that has challenged both buyers and sellers. Buyers have to make better and wiser choices, and sellers have to help maintain respectable sales results in a climate where people have more choices but are more discriminate and are buying less.

			Is there any way to define a type of selling that would have worked a thousand years ago, would work today, and will work a thousand years from now? Well, it’s a challenge, but here I go: Selling is persuading and influencing people to take action. Whether you’re selling a product, a service, an idea, or a concept. Whether you’re selling to your children, your employees, your church members, or your customers. Whether it’s Tuesday afternoon or Saturday morning or the end of the month or the beginning of the week. Whether you’re dealing with a first-time customer or a long-term client. Whether you’re selling to someone who is wealthy or someone who is living on the street. Whether you’re selling to someone who is retired or a child who is making his or her very first purchase.

			What is the common thread here? People sell to people, and people buy from people. I will even go a step further: successful selling is about building and maintaining trust and respect in a sales relationship. If your employees don’t trust you, it’s unlikely they will buy your ideas. If your children don’t trust you, I’ll bet you will have some trouble selling them on their curfew. If your customers don’t trust you, I’ll wager that they will resist buying the latest version of your product.

			So, selling is influencing and persuading others to take action in a relationship that is grounded in trust and respect. This definition has been proven throughout the ages, and it will be the bedrock of selling in years to come.

			There are no fewer than one thousand sales books on the market today—I know many of their authors—and I’ll bet that if you asked them to define selling you’d get a different answer from each. Here’s what I suggest. After you finish this book, you decide for yourself what selling is and how you will best function in the industry.

			THE BASICS

			Many salespeople tend to embrace the latest fad, technique, or technology as the greatest way to sell quickly and easily. I have been selling for more than fifty years, and I can tell you that I have seen it all. I have read the latest books, surfed the Internet, and attended more sales seminars than I care to admit. Having said this, I can also tell you that these “latest and greatest” sales fads are all myths. If we keep going on like this, working up to a point where selling no longer involves any human interaction at all and just uses technology instead, selling will no longer be the great profession that it is. I firmly believe that selling is one of the greatest professions of all time. After all, nothing happens until somebody sells something to someone.

			This book is grounded in the fundamentals, the basics that have stood the test of time and, I believe, will stand the test of time for years to come. Selling is a noble profession, but only when the seller has a mind-set of integrity, service, and knowledge. Many things have changed over the years in the sales profession, but one has not: Salespeople who routinely embrace the basics outsell their counterparts again and again.

			In times of challenge, uncertainty, and unrest it is particularly important to get back to the basics—that is to say, the techniques, concepts, and approaches that will always be more effective than the latest fad.

			Just what are the basics?

			Let me ask you. Can you manufacture antiques? Can you reinvent water or air? You might ask, what do water and air have to do with selling or the basics? Well, they are fundamentals required for life. Eliminate either of them and life will cease to exist. Yes, many things can be reinvented, improved, or modified, but does this always make them better? No. Yes, some things can be improved with age, research, and rethinking—but some things should just stay untouched.

			There’s a story about Vince Lombardi that I love and think helps explain the point I’m trying to make here. Every year he would start the first practice with a group of seasoned professional football players with the simple words, “Gentlemen, this is a football.” He would go on to say that if they mastered the basics of blocking, kicking, and tackling, they would win the day. Did they experiment with new plays, approaches, and strategies? Of course, but the testimony to his success as a coach was simple. He insisted that each player master the basics.

			This book’s goal is to illustrate and explain many of the basics, but I’ll get ahead of myself for a minute and list some of the simplest and most straightforward now:

			
					
					maintaining attitudes that contribute to your enduring success

					

					
					prospecting for new business in ways that are effective

					

					
					having a sales process that is grounded in getting accurate information throughout the relationship

					

					
					giving customer-focused sales presentations

					

					
					maintaining your passion, belief, and persistence

					

					
					communicating with clarity and honesty

					

					
					creating trusting and respectful relationships

					

					
					managing the prospect’s buying tension level

					

					
					promising a lot and delivering more

					

					
					asking for the business

					

					
					serving customers with integrity and commitment

					

			

			If you want to consistently sell more each year, you must master the basics. Yes, you can experiment with all of the latest techniques and approaches, but to ensure that you can weather any situation or economic circumstance, the only thing that will guarantee that you last is your mastery of the fundamentals, the basics.

			ALWAYS REMEMBER, YOU ARE SELF-EMPLOYED

			Many people who work for a living think of themselves as employees. Yes, you may have a supervisor, fellow workers, an office or cubicle, a telephone and computer; yes, you may get a paycheck every week or month. But even if you go to the same job five or six days a week, you are more than just an employee.

			If you have ever been laid off, terminated, or had your hours cut back, you understand that you are not really an employee; you are self-employed.

			Let me explain.

			As an independent businessperson I sell my services to my clients. They can hire me or not. If they do, I perform a service and I get paid. If they don’t hire me, well, it’s fairly simple: I don’t get paid for doing nothing for them. There are no promotions, benefits, offices, or regular paychecks. The overall health of their businesses is determined by my performance, and my performance determines whether or not I get a raise or am successful.

			If I don’t improve my ability to deliver better services or information, I will most likely never get a raise or have any guarantee of continuing business. You are no different.

			You have chosen to sell your time, experience, ability, talent, and motivation to your employer for a certain amount of money each year. If you don’t improve in your roles and responsibilities, it’s unlikely you will ever get a raise or have any degree of security. (By the way, there is almost never security in a job or career. Some of you reading this may have already learned this the hard way; some of you may be hoping to retire from your current position only when you are ready. But rest assured—this type of security doesn’t really exist.)

			Let’s assume that you believe your talent, time, experience, and ability are worth more than your employer is willing to pay you. What do you do? Either you stay and receive less than you think you are worth, or you decide to sell your time, experience, talent, and ability to some other organization that is willing to pay you what you feel you are worth. Throughout your career, you will be making decisions like these—and the only real reason to stay where you are is if you in some way feel that you are being compensated for your value.

			You always have the option, and the right, to sell “you” (and your talent, time, experience, and ability) to any other organization at any time. Conversely, your company generally has the right to decide that you are no longer needed or desired as an employee for any number of reasons and at any time.

			With the frequency of mergers, acquisitions, and downsizing going on in business every day, it’s easy to see that you may need to sell “you” to another company sooner or later. With this in mind, it’s important to think of yourself not as an employee but as a contractor who has chosen at this particular moment to sell “you” to your current employer.

			One of the reasons so many people get stressed out when they lose a position is that they were living in a fantasy where they were valuable “employees.” From now on, I would like you to see yourself as a “self-employed person” who has chosen to sell your services, time, talent, and experience to this employer. But you always have the option to sell “you” to some other organization for any reasons you choose.

			Bottom line—if you want to be able to sell yourself for higher wages to either your current employer or your next employer, you’d better keep getting better, smarter, more effective, and more creative in your roles and responsibilities.

			I will say that even during challenging times, when thousands upon thousands of people are let go, the easiest way to ensure that you won’t secure a new position is to give up on self-improvement. I know some of you may take issue with this, especially people who have been trying to find work but can’t. Nevertheless, I am convinced that if you are good—no, if you are one of the best at what you do, you will land on your feet sooner rather than later.

			WHAT’S DRIVING YOU—YOUR VALUES OR YOUR CIRCUMSTANCES?

			Behavior is a function of many factors: Goals, beliefs, integrity, attitudes, values, expectations, circumstances, experience, and knowledge are just a few of the dominant ones. Eventually everyone who sells will face any number of these driving forces, especially when making life, career, or business choices and decisions.

			Let’s take a brief look at two aspects of behavior that often overshadow some of the others: circumstances and values. But before we begin, a quick question. If you are confronted with a serious challenge, which of these two do you believe will have the greatest impact on your behavior and your outcomes—your values or your circumstances?

			Circumstances are present situations or events that influence our responses, attitudes, and behavior. These can be either negative or positive. Let’s say you need to make a sale to pay your important bills this week. Your creditors are breathing down your neck and your spouse is over the edge. You have a good prospect who is stalling, but you believe the sale will go through. You have a personal rule (value) not to lower price just to get a sale, but your circumstances are creating tremendous stress and pressure. What do you do? Lower the price as an incentive to speed up your prospect or stand by your values and let nature take its course? (I am assuming here that you have done everything possible from a professional sales standpoint to close this deal—such as prospecting, presenting, and disarming objections.) Do you give in to circumstances and let them override your values or do you stand by your values and accept the outcome with dignity?

			Your values are your fundamental life philosophies, standards, benchmarks, or natural behaviors when your stressors are under control. Your values may include a need for organization, control, or power; a communication style that is grounded in your self-image; or your approach to decision making and conflict. They can also include things like your opinions, your need for creative expression, and your strategic acumen. There are literally hundreds of personal values and degrees of each. So let’s go back to the previous example.

			You need the sale. You need the money now, but you hate giving in to pressure to deviate from your values. Nevertheless, you tell yourself that this circumstance is an exception; you need to pay certain bills. You begin to waver on your fundamental values and allow yourself the privilege of seeing this situation in degrees:

			
					
					This is a one-time exception.

					

					
					You have no other options.

					

					
					The consequences of not paying these bills could create even more stress and uncertainty.

					

					
					These unpaid bills are a distraction that is preventing you from making other sales.

					

			

			This is just one example of where your values can collide with your circumstances, but there are many other values that can determine your ultimate action, decision, or behavior. There is no right or wrong answer to the above scenario, but you have to live with the consequences either way. What I’m asking you to consider here is, do you generally let your circumstances or your values drive your decisions, actions, and behavior? Every person has a different answer, but it is important to know where you stand on this issue.

			THE EVOLUTION OF SELLING

			There are many factors that affect the state of the sales profession and selling in general. I have already mentioned a few. Selling, like any other profession, is in a constant state of evolution as a result of technology, the global economy, and the variety of major buying groups (e.g., baby boomers or seniors).

			People generally want four things in life: safety, security, health, and happiness. This has been true for centuries. But even if what people want stays the same over time, the products and services that meet these needs change dramatically over time. Take a look at any industry and this becomes immediately evident: automobiles or pharmaceuticals, cell phones or organic foods. The story is the same—some products and services change in order to satisfy buyers’ basic desires, but these changes don’t necessarily benefit society as a whole. Yes, the latest cell phone might at first seem to be progress, but I ask you, do we all need to be able to take photos with our phones—and, more to the point, do we all need camera phones if it means that we’ll be dumping our old phones into landfills? What price (exacted from the environment, from our safety, from the future) are we willing to pay for “progress”?

			While some aspects of selling haven’t changed over the years, one fundamental shift is taking place: The philosophy of selling is evolving toward mere order taking. In other words, many transactions today don’t involve any “selling” at all—buyers browse the latest catalogue, go online, place their orders, and then wait. Salespeople as we traditionally understand them are out of the picture. And just as the role of salespeople has changed, so has the role of buyers. In fact, today there are three different categories of buyers: shoppers, buyers, and customers. Shoppers do not want human interaction and want to control the entire buying process. Buyers want their purchases to solve their problems in an easy and seamless way. Customers want relationships that will serve their best long-term interests. Selling today is really about the third group. However, people in the first two groups are the first to complain when they have a problem with a purchase and have no recourse beyond a website or call center. This book is about creating successful relationships with customers—who will be your greatest assets as you continue your sales career.

			ECONOMIC TRENDS—THE HIGHS AND THE LOWS

			During challenging economic times, many salespeople tend to let their stress dictate their attitudes and approaches. They lower prices without being asked, they act desperate, and they often even grovel for the business. During these times it is vital that you maintain your composure, confidence, and commitment. Acting like you need the business will not further your cause or gain you respect from your customers and prospects.

			This doesn’t mean that you can’t get creative with financing and other sales strategies, but it is imperative, if you do deviate from your normal philosophy, that your customers and prospects know that this is not a knee-jerk reaction but a planned approach to maintaining customer loyalty.

			Over the years I have weathered four recessions, and I can tell you from personal experience that the only way out of these difficult times is that you must tap into your creative powers and be willing to reinvent yourself without sacrificing your values. There are three ways people emerge from difficult times—either they fail, survive, or prosper. In which group will you find yourself as the days, months, and years ahead unfold? And what are the characteristics, behaviors, and attitudes of each group? Let’s start with those who will survive.

			Just what is survival? And no, I’m not looking for the dictionary definition. To me, survival is the status quo—same stuff, different day. It’s when you have nothing better to look forward to than the same experiences, setbacks, and outcomes that you have had so far. How do people behave who are in survival mode? They do only what is necessary to maintain some semblance of their lives. They are outwardly complacent, but inside they are often in turmoil. I’ve been in survival mode myself, and I know it’s not fun wishing and hoping for something better but not knowing what to change or how to do it. The main problem with the survival people is that they really don’t believe that they deserve more, so they will continue on through life focused only on “staying the course,” no matter what is happening around them. They will survive.

			The next group is those who will fail. Been there too, folks. Last year I had five client businesses fail; they ranged in sales from $5 million to $400 million. That money was gone, history, no more! Why? Well, in my opinion, these organizations were stuck in the past and unwilling to reinvent themselves to fit a dynamic world. People do the same thing.

			Millions of people have been laid off and are not sure where their next paycheck or meal is coming from. What are the mind-sets of these people? They are stuck. Often they are too stuck to change or let whatever is holding them back go; they are too stuck to reinvent themselves. “Reinvention” is a scary word for some people, but it doesn’t have to mean that you completely start from scratch. When you reinvent yourself, you take lessons from your experiences, but you don’t have to let them dictate your present behavior, attitudes, decisions, or actions. They don’t have to change your core values. Even so, it’s a new world, and you are either on the bus, headed toward an unknown and uncertain future, or you are sitting on the curb, hoping that what you have done and who you have been will still suffice. Sorry, but sitting on the curb won’t work. This is why last year I changed my mantra to “I’m just getting warmed up.”

			The last group of people are those who will prosper. How do these people behave, and what are their mind-sets or attitudes? First of all, let me be clear that past financial success has nothing to do with future prosperity. Just follow the stock market for a few weeks, paying special attention to the traders’ hypersensitive reactions or the ever-fluctuating real estate market, and you’ll see that there is no guarantee that the wealth or financial security you have enjoyed in the past will be there tomorrow. Prosperity is not about money, but about attitudes. So how do the people who will prosper in the future think or behave?

			They believe in themselves and their goals. They have passion and they don’t let the latest news or economic report dominate their thinking. They charge ahead with new vision and renewed strength, and they know that if they keep control of their thinking and attitudes, they will prevail, one way or another. They reinvent themselves every day, if necessary.

			Which group are you in?

			SELF-IMPROVEMENT

			Are you investing enough in yourself?

			There are a number of places where you and I can put our money, including:

			
				
						
						Toys

						

						
						Education

						

						
						Travel

						

						
						Looking younger

						

						
						Looking more successful

						

						
						Things that we hope will impress others

						

						
						Savings

						

						
						Investments

						

						
						Bills

						

						
						Food, either at home or out

						

				

			

			Obviously, there are others, but I just want to get you thinking. Which ones in the above list do you believe will contribute to your ability to improve your success, happiness, income, and lifestyle as you pass from one year to the next? They are savings, investments, and education—and not necessarily in that order. Which two will help your chances of improving the other? Education and investments.

			Sure, looking younger may make you feel temporarily better about yourself, but in the end what really matters is what you know and what you can do—not how you look, the car you drive, or the color of your hair.

			Many people don’t think twice about spending thousands of dollars a year on clothes, cars, meals, entertainment, their hair, their toys, and so on. Many of these same people would like to be able to afford better restaurants, nicer clothes, and fancier gadgets, but they forget that the only way to realize these goals is to cultivate their minds.

			Any investment you make in yourself—in your skills or attitudes—will return itself a hundredfold, or even a thousandfold, over time. Last night’s meal is gone, history. We only get to rent food temporarily. Ideas we get to keep and use again and again. Why not keep a log this year of how much you invest in your skills and abilities and how much you invest in going out to eat? Review the log once a month to see if your priorities are in line with your goals.

			More than fifty years ago, when I was fired by a major insurance company for poor performance, I made a decision that for the rest of my life I would invest 10 percent of my time and 10 percent of my income every year in personal development. To this end, each year I read around one hundred books, attend two or three development retreats, and participate in a variety of seminars. With the help of various coaches, mentors, and programs, I have met my 10 percent goal each year, and friends, I can tell you this simple formula works.

			YOUR DESTINY

			Yesterday, be it full of mistakes, failures, and poor decisions or achievements, successes, and accomplishments, is gone. You may be left with regrets or wonderful memories, but your tomorrows have yet to come. Today is where your future memories are logged—your adventures wait patiently to be written and fulfilled. Too many people carry far too much emotional baggage into their futures, limiting the joy, happiness, peace, and success that awaits them. We all make mistakes. Sooner or later we all fail at something. A basic premise of this book is that there are no mistakes in life, only lessons to be learned or not learned. When we learn them, we can move on to new lessons. When we don’t, there will always be another opportunity to learn the lessons necessary to move to a higher ground.

			No one is immune to the poor choices and uncertainty that await us all as life unfolds. No one can guarantee that the past will lead to a successful future. No one can sit idly by and disconnect from life’s curves, roadblocks, detours, and unknowns.

			As I am writing this, millions of people have had years of savings and hard work swept away in a heartbeat because of economic challenges and changes. People have lost their savings, investments, homes, and the very lives that they had planned and hoped for. This is life. There is no such thing as a contract that says you will make it from birth to death without disappointment, frustration, failure, discouragement, or uncertainty.

			Life is uncertain. It is, always has been, and always will be. Goals are important, but in the end many of the things that will determine your life are totally beyond your control.

			A hurricane, a flood, a stock market crash, a sudden divorce, or the untimely death of someone close—these are unforeseen and irrevocable circumstances. Again, this is life. By saying this, I do not mean to make light of people’s struggles, adversity, or pain. I have had my share of failure, disappointment, despair, and stress. But my point is that there are two ways and only two ways to look at life: to take responsibility for yourself and your actions or to sit around feeling like a victim. None of us can control what comes into our lives, but each of us can control our responses. Don’t let your history become your destiny.

			SELF-MANAGEMENT

			During the past several months I have been researching the defining differences between people who are struggling through life and people who appear to sail though with apparent ease. The one thing that both groups have in common is that they face adversity, challenges, and failures. The main difference between the two groups is the effectiveness of their self-management.

			Exactly what is self-management and how can a person improve in this vital area of life? Let me break the subject down into five critical areas.

			
					
					Life outlook. Either the glass is half full, half empty, filling up, or emptying out. If you have a positive life outlook, you don’t let others’ feelings, attitudes, prejudices, or opinions influence your life journey; you live life your own way (assuming that your choices don’t cause harm to others, of course). You understand that your destiny and legacy are in your hands and not the hands of a government, a spouse, an employer, or any other entity. You are optimistic about your future, rather than filled with remorse, fear, and dread.

					

					
					Mind-set control. You accept with dignity and poise that some things are beyond your control, and you let go of the mistakes, the failures, or the poor judgments that you believe in hindsight could have or should have been avoided. You don’t let other people’s emotional baggage dominate your thinking, decisions, behaviors, or actions. You live in the present moment, embracing each experience and circumstance as a part of the unfolding life process. You understand the simple concept that you are responsible to people but not for them.

					

					
					Growth direction. You believe that your life outcomes and rewards are the direct result of your willingness to continuously grow, learn, and modify your attitudes as new experiences enter your life. You are on a constant path of self-discovery—one that you have chosen, not one that has been selected for you by someone else. You consistently invest in your current skills, new skill development, and attitude improvement and modification as situations warrant.

					

					
					Adaptation intention. You refuse to let current circumstances become your destiny. Your mantra is to continue to adapt to, understand, embrace, and make the best of whatever obstacles life throws in your path, be they changes in your relationships, career, health, or finances. You accept that life is a work in progress, that yesterday’s decisions and choices were just that—yesterday’s. Those decisions were based on the knowledge and experience you had at the time, and now that you have newer and greater experience, you are not destined to fall prey to the same mistakes.

					

					
					Reinvention attitudes. You continuously look for new ways to create, become, and change rather than let your history become your destiny. You can let go of old emotional baggage, expectations, beliefs, and attitudes that are no longer in your best interests for your career, relationships, or life in general.

					

			

			That’s it. So how would you rate yourself, your life, and your future based on these five simple yet straightforward self-management principles?

			THE APPROACH TO THIS BOOK

			This is not your typical sales book. It was written and designed to be a learning tool—something you study instead of just read.

			If we were to break down learning into its stages, they would look something like this:

			
					
					exposure to new material and ideas

					

					
					study of the material

					

					
					practice

					

					
					review

					

					
					integration

					

					
					mastery

					

			

			Here is the process I recommend if you want to get the most from this learning tool:

			
					
					Spend a few hours just getting familiar with the content and its flow.

					

					
					Now go back and read a chapter a day.

					

					
					When you’re finished reading, spend a week on each chapter, taking notes and personalizing the content as you go.

					

					
					When you’ve again reached the end, go back through the book one more time and come up with action steps or plans (in a journal) to implement and integrate the material into your own life.

					

					
					Now go through your journal and prioritize your actions based on their relevance to your career and your ability, resources, and time.

					

					
					This is the easy step—start executing your plans.

					

					
					Each week take a few minutes to update your experiences and learning in your journal. The goal here is to totally integrate and customize the content of Your First Year in Sales into your personal journal. I guarantee that if you follow this process, you will be amazed at how quickly you master the ideas, techniques, and approaches contained in this book.

					

			

			Now, let’s get selling!

		

	
		
			INTRODUCTION

			In sales as in life, sometimes it is best to get right to the point. Thus, I will keep my introduction short and allow us to get to the great material that follows.

			The average cost of a sales call today is more than $500, regardless of whether you close the sale. Can you imagine the yearly investment for your company, even if it has only twenty-five salespeople making an average of four calls a day? That’s $8 million a year! And that doesn’t include extra compensation such as bonuses or commissions, special training, attending sales meetings, and anything and everything else.

			Now I ask you, why should a company invest that much of its income in a sales force that is less than professional, poorly trained, or generally has a negative attitude? I don’t have an answer to that one, but I can tell you that if sooner or later they don’t recoup that investment, you will be looking for a new employer.

			During my forty-five-year sales career, I have done some research on the amount of time salespeople spend actually selling. What I have learned is that the average salesperson spends less than 10 to 20 percent of total work time selling and more than 80 percent doing everything else, like traveling, attending meetings, managing paperwork, serving customers, handling after-sales problems, and the many other tasks that come with being in sales. Can you imagine for a moment, a company paying salespeople over $50,000 a year to do paperwork? For windshield time? For after-sales service? Don’t fool yourself. You are paid to sell—period. Yes, your position has other requirements, but in the end, how much you have sold will determine your income, status, success, and lifestyle.

			There are numerous advantages to a career in sales, and I will cover many of these in the first chapter. But for now I’ll assume that you are reading this book because you want to succeed now in your new career. Your sales success—immediate and ongoing—will be a function of many skills and attitudes. In the pages that follow, you will learn the essentials as well as the strategies that will put you over the top and turn you into a sales leader.

			First, you need to answer a serious question: Why have you selected a career in sales? Did it happen by accident? Did you assume that since you couldn’t make it in another career, you could always sell for a living? (Any reader affected by the economic downturn of the late 2000s probably understands the folly of this attitude.) Was it for the money? Freedom? Glamour? Or something else? Your honest answer to this question, before you settle into a career in selling, may well determine your success. Many people who could have done really well in sales quit because they never answered this question. They had no clear expectation of what they wanted to get out of sales.

			Second, ask yourself what you are willing to give up to enjoy the success you say you want. Earning success takes sacrifice. That’s why you earn success.

			And finally, ask yourself what motivates you to continue anything when life throws you for a loop. There will be ups and downs in this profession, like any other, and the more you have thought about how you will deal with the downs, the better prepared you will be to overcome unexpected obstacles.

			I have been in sales, as a salesperson and as a trainer, for forty-five years. Obviously, I am doing something right, or I wouldn’t have lasted this long. I can tell you that a successful sales career is worth the effort, price, commitment, and time. Many people want to take the easy road. The easy road goes nowhere; trust me. Sooner or later, your resolve, goals, commitment, will, and desire will be tested. Whether you pass the test is up to you and no one else. Be prepared to be tested over and over. If you have a weak spirit, a shallow resolve, and a tendency to quit or give up early, commit yourself to toughening up and take the appropriate steps to do so, or save yourself the trouble. While it may sound strange to discourage you before you even begin, my purpose in writing this book is to contribute to your success and the satisfaction of your customers, not to give excuses to the weakhearted.

			I love this profession. It has given me the ability to live as I want. It can give that to you, too. But you will have to do the work. You will have to study, practice, learn, try, fail, and get up again and again. And if you do, you will look back with pride, satisfaction, gratitude, and a smile.

		

	
		CHAPTER 1
IT’S YOUR MOVE

		Welcome to the exciting profession of sales. You deserve to be congratulated for choosing sales and thus making the decision to determine your destiny, lifestyle, and personal freedom. Approached with the proper attitude, skills, determination, and knowledge, the field of sales can be an exciting career. Reading this book is the perfect start to that career.

		I have been selling for more than forty-five years and teaching people to sell for thirty-seven years. I have seen and taught people of both genders and from all backgrounds, nationalities, education levels, and ethnicities.

		Whether you succeed has absolutely nothing to do with any of those characteristics. Your prime needs are the will to succeed; a commitment to excellence; effort; a willingness to learn, grow, and change; a desire to serve others; persistence in difficult times and situations; and staying power.

		Sales is not an easy profession, but the harder you work, the greater your rewards. The sales profession is full of obstacles: difficult people, difficult situations, and seemingly impassable dead ends. But it is also the source of a lot of fun, a great deal of satisfaction, personal security, excitement, tremendous earning potential, and daily opportunities to meet wonderful people from different walks of life.

		I’ll let you in on a secret: I was fired from my first sales position. But with time, patience, and a lot of effort and study, years later I sold that same company some sales training. Yes! Cha-ching. All it took was belief in myself, persistence, and a lot of hard work. Believe me when I say it was well worth it.

		
			Think About It

			There is only one reason not to go into sales: if you are uncomfortable controlling your personal and financial destiny.

		

		Throughout this book are the hints, tips, secrets, and rules for success. Together, they create a formula that will lead you to succeed during your first year as a salesperson. Your First Year in Sales describes in detail the attitudes you need to develop, the skills you must master, and the philosophy you should adopt.

		OUR OWN QUICK START

		This profession will change you as well as challenge you to grow personally and professionally. You are the only one who can determine your success and what you give to and take from your sales career as it unfolds in the months and years ahead.

		For me, getting into this wonderful profession was one of the best decisions I ever made. I have met all of my friends during the course of this career. Everything I have learned was because of this profession. And all of the satisfaction I have gained and any contribution I have made to society was made possible by my occupation as a salesperson. My goal here is to give you everything you need to be able to look back years from now and say the same things.

		
			The Quick-Start Concept

			In sports, there is a concept called the quick start. It means that the first team to score in any game has a greater chance of winning than does its opponent. The same can be said for sales, where the quick-start concept means you must

			
					
					come out of the gate each year on January 1 at a dead run

					

					
					begin each new week with a good sale

					

					
					start each month with a positive outlook and expectations

					

					
					start the day early with a positive plan for success

					

					
					jump-start your new career and quickly move into the fast lane

					

			

			This book will give you the tools to do just that. If you read this book, study it, live it, and breathe it, I guarantee that you will be ahead of the pack before you’ve even finished your first year as a salesperson. You will set sales records, position yourself for long-term success, and immediately earn the respect of your customers, peers, friends, and supervisor.

		

		WHAT IS A PROFESSIONAL SALESPERSON?

		For years I have heard people use the word “professional,” especially when they refer to salespeople. How would you define a professional? I have been asking my audiences for years to describe a sales professional. The consensus is that a professional salesperson is

		
				
				well groomed

				

				
				punctual

				

				
				well dressed

				

				
				honest

				

				
				knowledgeable

				

				
				positive, with a good attitude

				

				
				courteous and doesn’t bad-mouth the competition

				

				
				customer focused

				

				
				dependable

				

				
				caring

				

				
				a creative problem solver

				

				
				good at sales follow-up

				

		

		This list could go on for several pages. Again, I ask you, how would you define a professional? To me, being a professional is not about what you sell, but how you sell. Let me explain. Some people selling high-priced and highly regarded products are far from professional. I have met some pretty sleazy salespeople selling very expensive products and services, and I have had the pleasure of doing business with some really great people selling appropriately priced products and services.

		
			Salespeople Are Not Becoming Obsolete

			Will the continual advances in technology replace the profession of selling in the foreseeable future? I am not a fortune-teller or a mystic, but I do believe that we will see dramatic changes in the roles salespeople play within their organizations and the economy in general. During the next several years, even the next few decades, we will see dramatic and all-encompassing change in every industry, field, and profession.

			We are rapidly becoming a society that no longer talks face-to-face. We communicate by e-mail and the Internet using cell phones and a variety of other electronic devices. We are losing the human touch. But as salespeople, we bridge the gap between this impersonal electronic world and our human customers: one of several reasons why the sales profession is alive and well and will continue to play a vital role in a growing economy for years. Salespeople are charged with any or all of the following:

			
					
					They present new ideas, concepts, products, and services to present and potential clients.

					

					
					They assess the marketplace and gauge customer satisfaction levels and perceptions, general market attitudes, competitors’ strengths and weaknesses, and consumer interest trends.

					

					
					They witness and report on the emergence of grassroots market shifts, trends, and interests.

					

					
					They soothe the ruffled egos of disappointed, frustrated, and angry customers.

					

					
					They provide bottom-up feedback to the management of their organization on any number of opportunities, problems, and issues.

					

					
					They are the front line of attack for any number of corporate marketing strategies and programs.

					

					
					They work the trade show booths (a grueling task, if you have never done it) in thousands of trade shows each year.

					

					
					They are on the lookout for new product or service opportunities that a corporate person would never see.

					

					
					They are ambassadors for management, building positive ongoing relationships that can increase business and profits.

					

			

			I challenge you to find a software program, customer service representative, or marketing person who can do all of this with the courage of a mountain climber; the patience of Job; the sense of sacrifice of a humanitarian; the energy of a two-year-old; the creativity of Frank Lloyd Wright; the dedication of a mother; the wisdom of Confucius; the enthusiasm of a cheerleader; the commitment of an Olympic athlete; and the persistence of a toddler trying to reach the cookie jar. The role of the sales professional will continue to shift and change, but the fundamental mission will remain intact.

		

		So, selling is not what you sell, but how you sell what you sell. Ask yourself: How am I doing when it comes to being a professional? How do I want my clients or customers to think of me? How do I want my competitors to think about me? How do I want the marketplace to view my activity? Don’t wait for the results to come in from these sources. Ask yourself and adapt your style and attitude to match your desired result.

		ATTITUDES FOR SALES SUCCESS

		The way you prepare for each day, each sale, and how you respond to your successes and failures will ultimately determine just how enjoyable and lucrative your career in sales will be. Let’s touch on a few of the critical attitudes and behaviors you must develop if you are to succeed.

		
				
				Persistence. You must have persistence. More often than not, people will put off saying yes to your presentation. The key is knowing how to discover the prospect’s critical sense of urgency and when the best times to persevere and follow up with that potential customer are. Equally important is the ability to not be discouraged when you are rejected or unsuccessful.

				

				
				Resilience. People will say no, with that being their final answer. Whether you have the fortitude to march on, even with such rejections, will play a large part in determining your success.

				

				
				Interest in self-improvement. Be willing to learn new skills and attitudes. There are always new things you can learn and attitudes you can acquire. Those who stay knowledgeable about new trends and corporate thinking remain on top of the sales leaderboard.

				

				
				Confidence yet modesty. Keep your ego in check. Today may have been great; tomorrow could be just the opposite. Keep a level head. The ups and downs of sales can be frequent, and the higher you let your ego float, the harder and farther it can fall.

				

				
				Flexibility. The ability to work effectively in a less-than-ideal business environment is essential. No company is perfect. Few sales situations are ideal. The key is to be able to take a difficult situation and turn it into a positive outcome. For example: I can recall, in my second sales position, that my work space was about five square feet with a school-size desk to work from. The telephone was on a windowsill behind me. Not ideal circumstances by any stretch of the imagination. But I had to sell regardless of my environment. I quickly figured out that if I let the circumstances dictate my attitude, I was in big trouble. So, I simply looked at it as only a temporary situation. I kept telling myself that if I could be successful under those circumstances, I could sell anywhere, anytime. And when I proved my success to my supervisors, I could count on the fact that my environment would change.

				
					Think About It

					Your ability to direct and guide a prospect’s thinking is directly related to your ability to control your own thoughts.

				

				

				
				Professionalism. Be adept at cultivating positive working relationships, even with those who can be difficult to work with. Not everyone has to be your best friend. Be open to developing a positive business relationship with anyone. Business is business, friendship is friendship, but here, business is the name of the game.

				

				
				Motivation. Keep yourself motivated. Again, business is business. No matter what distractions you have in your personal life, you must be able to put on your game face every day and get the job done.

				

				
				Self-control. Control your attitudes and emotions. Keeping your attitudes and emotions at the appropriate level for the situation is a must. Knowing when and how to react will help you enormously in your career.

				

		

		Each of these attitudes and behaviors is something you must develop to ensure your success.

		WHAT TO EXPECT

		Selling is fun and rewarding. You help people solve problems, overcome challenges, improve their sales or results, or maybe help them sleep better at night because of your creative solutions. The average professional salesperson keeps at least thirty other people employed in our economy. That, my friend, is a worthy professional accomplishment. This success, however, does not come cheap. You’ll face hurdles, challenges, problems, risks, and potential failures that will frustrate you. And there are always many other things to turn your attention to if the frustration gets the best of you. However, you’ll experience an overflowing feeling of satisfaction with each obstacle cleared. If you prepare to experience all of the following, then you will be better prepared to endure the challenging times and manage the prosperous periods.

		Here’s what you can expect, good and bad:

		
				
				long days

				

				
				a sense of satisfaction

				

				
				early-morning risings

				

				
				controlling your destiny

				

				
				late nights

				

				
				lots of new friends

				

				
				evening appointments

				

				
				opportunities for personal growth

				

				
				time away from friends and family

				

				
				a chance to make more money than you ever dreamed possible

				

				
				stress, pressure, and deadlines

				

				
				the ability to contribute to the success of others

				

				
				upset customers

				

				
				being paid what you are worth

				

				
				demanding bosses

				

				
				travel

				

				
				unethical competitors

				

		

		If you approach your new career with a chin-up attitude, you will certainly enjoy your share of the good times. Inevitably, though, some of the negative elements will also creep into your career. Just remember that it is natural to want to quit something when it is new and difficult. It is human nature to want everything to be easy. Problem is, if everything were easy, you wouldn’t get the same sense of satisfaction and joy. Struggle, once overcome, is the source of all of our good feelings about ourselves. No challenge? Well, sure, you may get the prize, but I guarantee you won’t enjoy it as much. This comes from someone who has failed far more often than he has ever succeeded.

		I am not a pessimist. I am not a realist. I have found there is no value in anything less than pure optimism. I grew up failing. Most of us endure many, many failures over our lifetimes. I’ll just say that sooner or later, your worth will be tested, not by your successes but by your failures. There is nothing wrong with wanting to quit. Just don’t do it. Give yourself the benefit of the doubt when life throws up obstacles. The light is always at the end of the tunnel, but you have to keep on driving to reach it. If you can both weather these difficulties and not let success make you arrogant, believe me, the journey will be well worth it.

		
			The light is always at the end of the tunnel, but you have to keep on driving to reach it.

		

		TRAPS TO AVOID

		New salespeople are vulnerable to falling into any number of traps or going in directions that lead to dead ends. Some of these may seem insignificant at first, but do not be lulled into a false sense of security. Remember that you are in the formative months of a new profession and learning both good and bad habits that will be with you for years. Don’t risk starting something that you can’t stop. The price of failure is far too high. Your customers will set some of these traps; others may be set by your fellow salespeople or support staff. Even your supervisor may set you some traps.

		One of the biggest traps is developing the habit of comparing yourself with other salespeople and your successes with theirs. Whether they are on your sales team or are your competitors, your success has nothing to do with theirs. The only thing that matters is what you are doing and what you could be doing; that is the only way to truly take stock of your accomplishments.

		In my first sales position
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		ONE WORD—ASK—IS ALL IT TAKES

		
		
		
		Ask, Ask, Ask

		
		
				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

		

		
		
		
		GETTING ORGANIZED

		
		
				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

		

		
		
			
			
		

		
		TRAITS OF SUCCESSFUL SALESPEOPLE

		
		
				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

		

		
		
		CREATING A TRUSTWORTHY AND FAVORABLE IMPRESSION

		
		
		
				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

		

		
		
				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

		

		
		
		
		DEVELOP A SLIGHT EDGE

		
		
			
			
		

		
		
		INTEGRITY AND ETHICS

		
		
			
			
			
					
					
					

					
					
					

					
					
					

					
					
					

					
					
					

			

		

		
		
		
		
		
			
		

		PEOPLE BUY FROM PEOPLE THEY TRUST

		
		
		
				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

		

		
		
				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

		

		
		LIFE IS PERCEPTUAL

		
		
		
		
		HOW TO BE THE SALESPERSON YOU WANT TO BE

		
		
			
			
		

		Common Sales Mistakes

		
		
				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

		

		
			
		

		Common Sales Myths

		
		
		
		
		
		
			
			
		

		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
		
			
			
			
			
			
			
			
			
			
			
			
			
		

		Don’t Shoot Yourself in the Foot

		
		
				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

		

		
		
		
		
				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

		

		
			
			
		

		Managing Rejection

		
		
				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

		

		
			
		

		
		
				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

				
				
				

		

		
		Failure Is Inevitable

		
		
		
			
			
		

		
		
		
		The Cause and Cost of Discouragement—and the Cure
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