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Introduction

From the (Virtual) Desk of Darren Mell 😊.......

For more than 25 years, I’ve been paddling the choppy waters of sales — from the relentless hustle of cold calls to the adrenaline rush of sealing deals, and through every missed call and victory lap in between. My journey has been far from the glitzy world some imagine; it’s been a 360-degree tour of what it truly means to connect, not just sell. In those decades, I learned that being a sea level salesperson is just as vital as being a sea level leader.

Just like leadership, sales isn’t about stamping your feet on a pedestal and throwing down scripts like confetti. It’s about showing up human, cracking jokes at your own mistakes, and listening — really listening — as much as you pitch. Selling is where empathy, patience, and genuine connection turn prospects into partners and transactions into relationships.

This book is my next “state of the union” from the front lines. It’s here to challenge the tired old stereotypes, the slimy tactics, and the guarantee of ghosted calls. It’s about redefining success with laughter, authenticity, and a whole lot of coffee.

So grab your headset, your favorite beverage, and let’s dive in. Because in sales, just like leadership, the real magic happens at sea level — where people meet people.

I’ve spent over 35 years navigating the working world, with more than 20 years in leadership roles. For the past decade, I’ve had the unique privilege of interviewing, hiring, onboarding, training, and developing young professionals—people just starting out, often fresh from college with their diplomas still drying.

Through countless one-on-one conversations and interviews with these early-career individuals, I’ve gathered real, actionable insights and advice that I’m excited to share with you. My goal is to equip you with the knowledge, confidence, and self-awareness you need to steer your career toward success without losing sight of what truly matters.

Right now, I’m directing teams of inside sales and business development reps at a global technology company. I lead talented teams across North and South America—both in person and remotely—and I’ve been fortunate to earn recognition and rewards for building some of the highest-performing sales groups in the company.

I’m not a CEO or a celebrity guru—just a middle manager who leads with empathy, humor, and humanity. I believe that building a winning culture means fostering growth, encouraging laughter, and making small, meaningful changes every day. My leadership style is built on data and stories collected from hundreds of interviews, and it’s shaped by the simple truth that people thrive when they feel valued, supported, and inspired.

Outside of work, I’m a husband, father, and avid classic rock fan. I believe deeply in authenticity—both in music and in life—and I carry that belief into every conversation and connection.

This book, Sea Level Selling, reflects my journey and the lessons learned working alongside thousands of professionals at all stages. If you’re ready to ditch the sleazy sales tricks and build genuine connections that last, then I’m here to help you navigate the path—with empathy, authenticity, and a little bit of rock ’n’ roll spirit.

If you are embarking on your leadership journey or aspire to grow into a leader who champions empathy, collaboration, and genuine connection, reading my first book, Sea Level Leadership, is essential. In Sea Level Leadership, I explore the transformative power of leading with both your head and your heart—balancing procedural excellence with emotional intelligence. This book delves deeply into building a leadership brand rooted in authenticity, empathy, and trust—the critical foundations for inspiring and sustaining high-performing teams. Drawing from decades of personal experience and candid reflections, Sea Level Leadership offers a practical roadmap for leaders seeking to make a meaningful impact without relying on outdated command-and-control methods. It champions the philosophy that true leadership happens not from a pedestal, but at sea level, where leaders and teams thrive together in mutual respect and shared purpose. As you dive into this new book, consider Sea Level Leadership your companion guide for developing the mindset and skills to lead with confidence, integrity, and humanity—whether you’re currently leading or envision leadership as your future.

Selling at Sea Level

Let’s get brutally honest from the start: sales has weathered enough stereotypes to sink a battleship. For every polished “trusted advisor,” there’s an equally large army of reps hammering phones so relentlessly that Shakespeare himself would throw up his hands in despair. You know the type: the ones who launch into “If I could show you a way...” or “How much would it take to earn your business today?” — scripts so stale they belong in a museum. Spoiler alert: These outdated tactics aren’t winning hearts or deals. They mostly just generate eye rolls, a dash of buyer annoyance, and an ever-growing arsenal of spam blockers programmed to keep them out.

Sea-Level Sales isn’t about pushing, bulldozing, or overpowering the unsuspecting. Instead, it’s about embracing a bold, refreshing truth: connection destroys confrontation; empathy outperforms aggression; and showing up as a human—not a rehearsed avatar—is your ultimate sales superpower. Over two decades spent cold calling, stumbling through awkward conference “networking” events, and conducting hands-on selling have taught me one thing: lasting success blooms when you know yourself, prepare authentically, and treat every interaction with genuine respect. And if you can laugh at your own missteps along the way? You might even start to enjoy the ride.

Let’s kick things off with two true-to-life stories that frame what Sea-Level Sales is really about:

Hard Sell Hell: A seasoned rep barely lets the prospect finish saying “hello” before diving in with the pitch. By the third minute, the prospect’s eyes glaze over, their “Mute” button shakes with panic, and the classic line drops, “If I could show you a way to triple your ROI...” Five minutes later, the meeting politely ends with a “Thanks for your time.” The rep sits back, wondering where it all went wrong—besides, well, everything.

Empathy Wins: A consultative seller starts by listening intently, asking thoughtful, open-ended questions, and acknowledging the buyer’s real challenges without rushing to a sale. The prospect feels truly heard and respected; genuine rapport builds naturally, and a meaningful solution emerges. The outcome? No desperate pleading, just a handshake, a promise to follow up, and a burgeoning reputation as one of the rare salespeople people want to actually talk to. 

Which scenario would you want to see?

This book is not your grandma’s collection of canned lines or stale scripts. It’s a no-fluff guide for sales pros ready to lead their careers with empathy, self-awareness, and humanity—sprinkled generously with sarcasm, because the business world could sure use less drama and more laughter. If you’re sick of “selling by the numbers”—and by numbers, I mean how many prospects have blocked your Gmail in the past week—then buckle up. You’re in the right place.

Have I Carried the Bag???

I’ve Carried the Whole Luggage Set! :)

Setting the Record Straight

Let’s get something out in the open: in sales circles, when a new leader walks in, the first question muttered in the break room isn’t, “Where’d this person get their MBA?” It’s, “Have they carried the bag?” Translation: do they actually know what selling looks and feels like from the trenches—or did they parachute in to manage spreadsheets and make motivational speeches from the comfort of the manager’s chair? If you’ve spent any time among sales pros, you know exactly what I mean.​ 

So, in the spirit of complete transparency, let me answer the question before you even think to ask: Yes, I have carried the bag. In fact, I think I’ve carried the whole Samsonite set, plus a few lost carry-ons for good measure.

The Not-So-Glamorous Launchpad

Thirty-five years ago, if you’d told me I’d be writing a book about building a career in sales, I’d have spit my (probably burnt) office coffee onto my keyboard. I wasn’t a prodigy, nor was I groomed for greatness. I was, to be blunt, pretty green—and pretty clueless. My first “career” moves were more like stumbles, and my early aspirations fizzled out with the urgency of a wet match. That’s not a complaint; it’s just the truth. Unlike the influencers, I didn’t have “Founder” in my LinkedIn bio by age 22.​ 

My parents worked hard and taught me the basics: finish school, get a job, keep your nose clean. They didn’t hand down motivational guidebooks about networking or five-year plans. I studied a health-related field because, well, it seemed like a good idea, and I liked helping people. My undergrad and master’s degrees set me up for cardiac rehab, but a crash course in reality (and the market outlook) sent me scrambling.

My Accidental Introduction to Sales

The truth? Nobody ever tells you in school that your diploma isn’t a ticket—they just quietly hand it to you, then signal for you to jump off the career diving board. I landed my first “grown-up” job as a personal trainer. Humbling? Yes. Illuminating? Absolutely. Cold Chicago

























































	Listening like a human, not a machine: Really hearing what your prospect says instead of waiting for the cue to launch your next canned line (“If I could show you a way...”). Revolutionary concept, right?

	Asking open questions: Fuel the conversation with curiosities like “Tell me more about what you need,” instead of serving up the conversational equivalent of “Would you like fries with that?” Let buyers explain their challenges in their own words.

	Ditching the cheesy small talk: Replace “Did you enjoy the weather?” with honest connection. Imagine a back-and-forth that doesn’t make your prospect fantasize about a sudden catastrophic Wi-Fi failure.




	Buyers reveal hidden challenges and true priorities.

	Prospects drop their guard; you shift from adversary to adviser.

	Relationships form organically, and repeat business becomes the expected outcome, not a miracle.







































	Missed opportunities to connect on shared interests or values.

	Awkwardness and silence when you’re searching desperately for something engaging to say.

	Reduced credibility when your lack of knowledge is painfully obvious.

	Letting your competition have the upper hand because they showed up ready while you were scrambling.






































[image: ]







































d2d_images/cover.jpg
SEA-LEVEL
SELLING

Unlocking Sales Success
Through Heart, Humor, and
Genuine Human Connection

v\Aﬁ\/\,
il N

DARREN MELL





d2d_images/image010.png
00000
~





d2d_images/scene_break.png





