
"Da\~id Oris  combincs i n n o ~ n ~ i o n ,  11n1.d ~ ~ o l - k ,  2nd genuine 

service co be a \vorl~i-class s;llespcrson. T h i s  book calks his 

calk. Iteaci ir and stud! it s o  cnn \\,nlk liis \\alk. R~.al-\\,ol.lil 

snles idens ;und real-world s.11cs lessons from n rrnl-\\.ol.lLi s:llL>s- 



CHAPTER TWO 
HABITS 

I a~tr yor/r. Lnustnnt con~j)nnjo~r. 1 rzvi yo/lr gredtest helber- 
or henz~iest bztr-iltj~r. I ~ili// pltsh yon unuvnsd or d r q  you 
doun to jizjl//t-e. 1 07 ) )  cu7/1/)lete/y nt your- cu~~r~~mmrl: Ila/f 
the tbilz~s jorl ih yard 11tigbt j ~ t ~ t  czs ~veN t//rtz over to I I I ~ ;  

nnd I uill be able to ilo ~he~ti  qr~itbb and t-orrr~?l~. 
1 U I I I  ensily nr~lra~ed; yo?/ I I ~ I ~ ~ I .  711eje/)! be jim~ u:ith me. 
Shou~ ~ r e  rxuc.tb hozi~ yor~ fuaJrt .ro711elhin<q done. mil clJiej* 
ct /eu.f lessons, I ii~ill ih it a~/ton~atjrally. I am the serv~//.tt 
of nll gr-eul proi~le: nntl c//cr.r, o l d / /  .fii/~/r.es as eilell. Tbare 
u~ho arc greczt! 1 hnz'e J I L ~ I J ~  grtat, Thare ioho are fnilr~r-ex! 

1 a/tr ?lot n )nn~hjtlr, ti~or/~ph 1 ei~ork ~ilith rill tbr precision 
o f  n ~tinc-hitie, pl//s the intellzsrtlce of-a hlc7lr.a~ being. Yo// 
nmay t.1~17 711e j;r p~vfit or trcrn 711r for ).//in; jt ltzake~ rro 

ztadd at jlo/ri~ jiet. Be easy with ~w ctnd 1 zcdl N'esfroy 

Who U I J Z  I? I Ah1 11 HABIT 

A good habit is not casily formed but once it is formeci, 
ic  will change your results forever. Experts say ic takes twenty- 



one d:ys to ti,~.~n a habit. Ask yourself, "Do I wanc my tlesired 
I-esult enoupIi to spend twenty-one days forming liahits char 

will come to you automatically." 
Good ]labits = good resu lcs 
Dad hahits = bacl rcsulcs 
Incunsistenc 11;tbics = inconsistent results 

And on and on it goes. So if yoii want great results in sales 
;~nd in life. yoil r-rccd to form great habits. 

\rirIl:~t arc great salcs habits? 
Exercise your mint1 and body thirty minutes each 

clay. 
Start each clay with chirty minutes of positive reading. 
Examples are the I-l,j/y GiGle, Jeffery Gitomer's Snlc:!. 
Gihlc, or Napoleon IIill's ?%ink. r117d Grou' Rich. Brian 
Tracy, %ig Ziglar and Ken Rlancliard hwe  several 

great hooks to choose from. Go to Aniazon.com 01. 

hooksut-gc.coni to sce what is amilable. 
Get  in the h21bit of appreciating how lucky we are to be 

born in the land of 01>1>0rti11lity. The odds of bcing born in 
America at this time in history to a half-\{l;ty deccnt family 

arc less t1l:~n buying a. winning lottery ticket. \VC are one of the 
only gcnemtior,~ in thc history of the ~ i~o r ld  that has luxuries 
such at cable television, radios, CD Players, light bulbs, and 
indoor plumbing. 

My mot1ic.r had to go to an outhouse to use the restroom 
when she was a cl-rilJ. Prior generations spent most, if not all, 
o t  their money on nec.essities. \Ve spend most of our money on 
luxuries. There are people living in third urorld countries that 
will never liavc the opportt~nicies that yo11 and I. have. Yet we 
find ourselves con1pl:lining. 7'hc problem is not that wc have it 

too difficult. The problenl is wc lli~ve it too casp. 

WALK FAST, TALK LOUD AN[)  SM1I.E 

One ddy n ??La72 sor71~~ n b~~ttet jy .  shrrdderi7r'q orz the sidewalk, 
lo~bed in a see1n;7zgl~l hop~less stl;l~g~le to jieee it.ief frovz 
its }zouU.' ~mless co~.uorz. Feeli?zy pity! he took n pucketkriif;, 
cai.efj/li'y ~ ; l ~ r  cr.u~~y lhe co~-uon a7zd set the b.vtretjiy ji.ee. ' f i  

his dis?wny, it l q  orz  he si~ie~ualk, c-onvztlsed z11eL7kly for a 
ruhi/e, aad died. 11 biologist latei- told hin~, "That zcus the 
~uorst thing yon c-u~~ld llazv dutre! A br~ttel./+ needs thrzt 
.rtrugg/e to det'eluj~ the ntrt.rch.r to $y. By robhin,q hitn of lhe 
str~i~g/e, yon ~17nde hi717 COO u~eczk to live.'' 
A~lhor  u?~Rnolc~~ 

We have been robbed of the struggle. Let's stop 
complaining! Remember when times gec difficult, and they 
will, you are developing strength. This strength will be an assec 
to you down the road to help others overcome their str~lggles. 
As Winston Churchill said, "If you are going through Hell, 
keep going!" All things will come to pass. The good times 
will not last and the bad times won't either. Get  in the habit 
of telliilg your family how much you love and appreciate them. 
Get  in the habit of seeing the positive side of every situation. 
Remember that positive thoughts will produce positive results. 
Get in the habit ofgiving 100% of yourself to your profession, 
remembering that a successful career is just il series ofsuccessfi~l 
days. So make each day a successful day. 

Get in the habit of setting goals. Establish long-tern~ 
goals (where you want to be in ten years) and short-term goals 
(what you want to achieve this  non nth or quarter), and then set 
a game plan to achieve these goals. 

\%'hen establishing goals start with the end in mind. You 
must first decide what you want to accomplish with your life 
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;lnJ carper. This may rccl~rirc some tho~~g l i t .  can not just 

utlrift" tl1rougI1 life ancl hope to wind trp at the clcstination 

~ O L I  tlcSirr. J7011 nii~st create a road map for success. Things 
arc first crcatc.ci in your mind, and then poll can mnkc thc~m 
rc;llitl;. Aim high when sectirlg your goals. S t ~ t c . l l  yoilrself 
hut  makc them att;linablc. Rcmembcr your s11or-c-term goals 

should L~ltimatcly hell-, you ~tchievc our long-tern1 go:lls. Once 
pour- goals arc set, start living them now. For example, drvss for 
the job you want not the job you have. You are capable of h r  
more tlwn yo11 rei~lize. 

Be sure to write your gonls clown and review yoLrr progress 
several times each year. Fincl areas where you coulcl have clone 
better ancl acljust youl. plan if ~ V L I  need to. 

Most people take their commitments seriously. Make 
21 curnrnit~nent to yourself and holcl yourself accountable. 
liemembcr, winnirlg is h r i ,  arici it paps well, so guarantee 
yourself success. \When you hcc challenges, and you will, stay 
p(.)sitivc and persist. Never give up! See yourself 11;lving a1re:lcly 
attained the status you desire and just think llow inspiring your 
scory \\rill be to otllers wI1t.n you overcome your challenges. If it 
was casy, anyonc coulcl do ic, and it wouldn't pay very well. 

WALK FAST, .TALK LC)III) AN11 SfvlILE 

GOAL PLANNING WORKSHEET 

My ~nission statelnenc in life is: 

My job title in five years will be: 

My job title in ten years will be: 

My sales goal this year is: 

I will achieve t l ~ e  following awards this year: 

I will do the bllowing to impnjve myself this ymr: (rmd 
what books, attend what seminars, exercise) 

What  dues my house l w k  like in tm grars? What  ki11d 
of car will I drive? 

I-low much money will I have in my savings accoont in 
10 years: 

How my friends will describe me in five years: 



GAME PLAN TO CREATE THE LIFE I 
DESIRE 

Weekly Routine: 
Monday: 

Friday: 

on jusc luck. 
Earl Nightingale says in his recording, '"l;he Str-atz~est Sei-ret" 

that, "We become what we think about." So place your goals 
and game plan in a visible place so you can see them every 
day. Remember, a successf~~l life and career is just a series of 
successful days so go have seven great clays! 

You have to have a system or method that you can connt 
on for positive results. Establish a good routine and stick to it. 
Remember the first month will require effort; after that it will 
come to you automatically. 

Napoleon Hill would call your long-tern1 goal your 
"purpose." He studied 500 of the most successful people in 
America during the early 1900's and noticed that they had 
similar traits and habits that led them to achieve unprecedented 
success in various fields during a difficult time in this country's 

The starting point of all achievement, according to 
Napoleon I-{ill, is a BURNING DESIRE TO LVIN. We tells a 
story in his book Thi71R dn~/Grnu~  Rich to illustrate this point. 

There U M S  a g~eat u~rvior- 11ho led his at.ir7y into battle. 
They h n d  a firnridrrb fe ol$)otzetzt u~ho~e nrn1j 01(tn1/71711ered 
their oGVn. They loaded [heir boats .with solders and 
eql~ipment, srriled t o  the erre/riy's cot~rrtly, rr~rloacled the bouts 
a ~ d  eqr/ip?i~e?rt. The wurr-iur then p z ~ e  the or-del- tu set the 
botzr~ on jive. With t / ~ r  smoke risilzz froni the boats the 
z~~arrior told his Inen, "You see the borrts going r,p i7i s~17oRe. 

1 3  
IL 

WALK FAST, TALK LOIJll AND SMI1.E 

Remember that your success in your career will be largely 
dependent on the quality of your game plan. You can't depend 

. . .  

Sunday: 
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This is a true story. It is a story of \William tht. Conqueror 
in 1066 when the Normans invaded England. This was the last 
time anyone has succrssf~~lly invaded England. 

People grneml I V  get what they want. 'l'he cluestion you 
have to ask y o ~ ~ r s ~ l f  now that you have est~~blislied you goals 
is, "Do 1 want to achieve chis goal bad enougl-1 to pcrGst wllctn 

times get difficult?" If you havc cstablishcd a worthwhile goal, 
you will be tested. 

It has bccn said that the lit? of'a sales person is a roller 
coaster ride. You will cxpcricncc the highs of all highs and the 
lows of ~ 1 1  [OFVS. I iere is a poem I kepc in my pocket and read 
almost daily my first year in sales. It gave me hope during the 
difhcult times. 1 hope it cloes the same for you. 

O/tni lhe godl i r  near-er 1hu17 
It sre71a to jjzint and j;l/ttri~7~q 37ia1i. 
Offetz the str74gg/e~ />as git~e77 up. 
IVheji he n~igbt have capt//recl lhe vic-to~:r c//p, 
And he /corned too /ate z(:hell the 77i~ht j - l j l ~ / ) ~ ~ ( i  C/OZOII,  

Hoio clm-e he ztns to the galdtu L W L L : ~ .  
S//u~sss is j2ilur.e t//nreJ inside o//r- 
'I"he silver tiut uf the ilo/~crlr of do//bt. 
And yo?/ tlrzle7, tz12 teN hoicl ~iosr yu// ure, 
11  lay hr )leal- uden it seetla ~ o . f ; r ~ ;  
So .rti~;t7 to the fight u!he)z you're hu~ZjeJ~ hil- 
It i u~he71 1hiq.r see71l u1ot:rl thL~l yo14 I I I N . ~ ~  n o ~  q ~ i t .  
/i not?).l~~r/~.r 

Many times people quit, or give themselves a back-up 
plan in case it does not work out in their current career or 
position. This nlindset rarely produces GREATNESS. To 
achieve greatness retreat cannot be an option. Failure must be 
seen as just a temporary set back. It must be, "We win or 
perish!" 



CHAPTER THREE 
A CALL TO GREATNESS 

T his is a call to everyone that reads this ant1 cares enough 
to answer. This is a call to greatness. 
What  is greatness? I have put solue thought into this 

matter and have come to the conclusion: greatness is the 
pursui t  of excellence. You do not have to be a professional 
athlete, a president, or famous to achieve greatness. 

My grandhther was a plumber and my father believes 
his dad was a great man. I have to agree. Claude Otis was in 
pursuit of excellence. My father tells a story that demonstrates 
Claude's pursuit. 

Claz/de has ~ ~ Z U Z I ~ I Z  to cul-r-y a lezd ujith hill? nt aN tilnes. I i e  
u:ur/ld constaiztly illskect hjs U V Y ~  to ?/lake sr4r.e et~erything 
uus plr411ih. Ow day he P74t his lezlel ip to a pike rznd 
notiad it u w  ever so sli~htly ofi- Ciaride ordered bisfiiloc~' 
f)/rintber to tear the Z L J U Y ~  ~ h w n  atzd redo it .I.U that it was 
pet;frrt, His filloz~' jlitnukr protested. "li is 1-lose etzor/~h!" 
I t  u~ill ulovk fEtze, and besides ule are P~ttiing n u'rfll ouey 
the Pipes. The custonzer uill nezel- knuw the rI~;fer.cni-e!" 
Clnlfde replied, "They uon'r know Lzlt yorr luill know, und 
I ulili know Tear it ~luuw nncl make it plr/nzli!" 



To Claude Oris ic was bigger than 1,lurnbing. I-Ie was 
in pLlrsr~it of ercrllmce. I t  was about doing the right thinp. 
bec~use  it was the right thing to clo. As a result, Claucle gained 
a rC.~>~'raciori AS being :I prent plumher. I--Ie was in demand \vhile 
otller plumhers strug~lecl to get work. Custo~ncl-s were willing 
co hire Claude without even asking his price! They knew [hey 
could trust him to deliver s i ~ p ~ r i o r  clualitp at a h i r  price. 

h,ly g ~ ~ n d ~ i t l i c r  did nor p~irsue nloncy. Hc p ~ ~ r s u c d  
cxccllcncc, and as a by-l>roduct he became rich in character, 

ancl never wanted for mol1e)l. He  lived a rich full life, and 
passed 011 priceless values to my f i~ t l~er  who passetl them on to 
his cl~ilclren. I-Ie answerecl the call. Will you? 

STEPS TO ACHIEVEMENT 

1 ) DECIDE \XI1 I rZT YOU WANT. 

A) 'To achieve anything worthwhile you must first 
clecide \vliac you want. 

B) You must Iiave a "BURNING DESIRE" to 

2lchieve this goal. 
2 )  C.;OMMIT TC) YOUli DECI D E U  POSITION A N D  

COMPANY. 
This is important because if you [lave set a 
worrhwhile, goal you will be challenged and may 
even be tempted to give up. 

P c r s i s t c ~ ~ c e  is the enemy of mediocrity! 
3 )  ATTAIN TI IE  SKILL NEEDED TO PEKFORM 

AT A I-JIGI-I 1-EVEL. 

4) ESTAB1,ISI-I A ROUTINE A N D  STICK TO IT! 
Remembcr a successf~~l career is just 21 series of 

WALK FAST, TALK LOU13 AN13 Sh,lIr.E 

One is to get with a good company and stay with them a long 
time. The other is to start your own business. When I use 
the word rich I am not only referring to money. Some of the 
poorest people I have ever known have led rich ~ L I I I  lives, ancl 
some of the richest people I hiwe ever known have led empty 
lives. What  I am talking about is a rich full life. Money many 
times will be a by-product of living a rich f~11l life. 

For example: W h e n  you were single you had the choice of 
hundreds of partners to marry (If you arc currently single you 
still have this choice). Now you could stay with this partner 
for a few years and when times get difficult, and they will, you 
can leave that partner and find another partner. You can stay 
with that partner for a few years and when times get difficult, 
and they will, you can again leave. Will this lead to a rich full 
s~~ccessful life? Maybe, however it is not likely. It is the same 
with a career. Find a good company and make a commitment. 

Determination and persistence will procluce great results 
when mixed with a B U R N I N G  DESIRE TO W I N .  Be 
creative and look for new and better ways to do your job. Avoid 
peol~le who say, "Can't." Challenge yourself to get a little betcer 
each day, and refuse to let anything srand in your way. 

Earl Nightingale has a CD that I recommend every person 
have in his or her library called "The S/t~timr Secrer". H e  says 
the secret of success is "You become what you think about." 
If you want to be a top ~e r fo tme t  you must think like a top 
performer. To do this you need to know what top performers 
think aborrt. Get  to know the best sales people in your company 
and associate with winners. Avoid negative people at all cost! 
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6) If l ' ? ~  zot hatling fun, what's the poijzt? I hlzve often 
heen desl-rihed as eaily a?n~~s~'d. 1 think this is one !f ?tljl 

7) 1 do ez*erythingfsrll force. I weat when I fc~ork anrl I 
INTERVIEW WITH A WINNER: sweat ztlhe7z I dance. The 77iinilrzz/lrz a~.ceptc~hle stnrzciard i r  

~ 1 , j ~  is an interview of my teammate Terri Norris cram 
Jeffery Gitonler's published Ju ly  27tll 2001. 

8) U~zspoken integrity. Visiblj~ ho7ze.rt. 1 try to be horisr nnd 
ethical ill everything 1 do. Ifeel that heejnCq tr*~stworthy nnL/ 

're.,n.~-i!c 7711) 10: horzorahle is a srro7zg statement of'c.haracte~ 1 tiy to a/uaJ.r 

jjeve, j / Z  her o1L,/i l ~ ~ o l l ~ ~ .  t)?e 'l'il/l 'Ii~ri q~/~~lj t ies ( ~ n d  keel) my ~wmises. Ho/~efjrli'y, nnl zc~ord means sontet/?ing to 
lj7clv(LL.tet.*JtjL:r I (  ,$jdt / U ( / ~ C S  '1 i>l.t.i Nol,t-*.~ NO 1 : othen, heezzzi.re it meatis ez~etythin,q to /ne, 

1) A cot2trlgiol,s positit:e rittjfz~(/t?: 1 I~eljez't' lhdt 1 n))f 9) I concentrate on the details u~ i tho~l t  gettitzg carrght 
hkssct/ ilrrc/ tfXtr /l(IJilil4? 1L7irig.i rt!i/l hu/~/!ert zrf ttfy IL&J  the?)^. Beyond orpznizel. Detail j.r f~ital to 111y 
fie12/z/,ie 1 />el;elp //?(// / ) / I J ; ~ ~ G C  tf1~77,y.r .1l1j/I b(~/)/)l>~i to ?lie* 

L / I ~ J  /lo! order so 1 cull finction el-rm-j';,ee. 1 try uot to roas/e ti~tze or 
) E+xcjtPd rrhout p?-osl,ert of'heIpi17g Otflel-5. SiJlcCf$)! energy hy trying to filld ~h i l i~s  twice or picki/ig 1/11 r/~u/)/)ed 

t21/l-;7fg, j brrt:a Lz/~/~oz?zt//zcnt.~, 1 llZJir to hell, !/I): 

/Il-(is/)tCtjlC L . O . ~ / ( I I / ~ ( > ~ : T  .~o/i;i> (7 P Y O / I / ~ / I ~ .  get hcttcr scrl!i[.e. 10) I'm kid-like h c ~ & J ~ y  on the inside. I hm)e the elithusins7n 
ino-cnre pra{l lc . / j z~,~l , ,  etr.. 1 hrlieeu lhnt they la17 senje lL7672 of n truo-year-old u~itb n coIlege degree and n business 
1 lcy/77t j,, bell, tlI,i.tt~ N I I ( /  not ".dl rheltr sottretbili,q': card. 1 nm the eteuial cheer-leader fur othet7 a7zd ?t~ys~lf: I 

3 )  sL,/f Ll.r.rl,jaef/, ,lot ~trrvgd?~t.  Co/~fir/e7~(z. 1 kt7011: that 1 want everyone to .ruin (e?cce/)t 71~y ~.07/z/)etition). 
Li/lL dc$?ie7je L1'/7dte2.'[')' I c/ec-j& tu and ( / i l l  u'illi72~ lo 1lJot& 

/ ~ ~ / ~ ~ i / b ~ :  1 ~ L J  /ieuc ill /lit): c/bi/i/ ZCJ' '7j.d I / ~ J s ~ / (  

4 )  1 like peol)lf rrufJ they like me. Ptlo/~le like me jej(yhl TO BE A WINNER JUST THINK AND ACT LIKE 
( IL l  jcrJ, ]!7/ I / O ~  '7 to thett~. A t7d 1.117 7mt /)e~~-eh't'~l (1.r 

a b s c l / c r J M .  fiejt<S dhlc to ~.e/i/1e 10 / ) e~ / ) i c ,  cr// peo/)/c. 1 don't t'3: Remember how your parents warned you to pick your 
lo  ut~/)ccir~lJ' peri/)l~'; 1 jiat try to  "like" ~helt~. friends carefully because you will become like those you 

j) ~~t jzLst hook .c~nflt.t. Being ' 7 h l ~  to a.rscrs n/u/ SUIIP real- associate with? The same holds true throughout life. Positive 
root&/ pr.l,hlelIlr. Eeilzg ( ~ / 7 / 1 ,  to prioritize L 7 / ~ ~ /  ~Ieii~Ie llll?i~h thoughts and positive actions always produce positive results 
/i7jJlcc.r ( ~ ~ ~ ~ . q ) e ~ ~ t , ~  , ~ , J C J Z L /  ti~17e ( j i - ~  ( ~ n d  il!hkf? 0tzc.r J Z U ~  over time. Unfortunately, the reverse holds true, negative 
\\:?t-h ~~//at.tel; not lwl.det: thou.&ts will produce negative res~~lts .  It souncls too simple 

21) 2 1 
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co believe chac by cant-rolling your t1io~1gIit.s you can concrol 

your results. It is simple. I--Iowever, it. is not easy to control pour 
cliinking. It cakes pract-ice anti effort. 

Flerc is iui exercise that if done will change your life 
hrevcr: Gct  up every morning and read thirty minutes in a 
positive book such as Napoleon EZill's '1 %ink oniI Grolcl Rj~h, 01. 

Jrffery Gitomer's 'l/h Sr~/c:r L?ih/c. Brian Tracy has several books 

and CD's that you should read and listen to. This will train 
your mind to think in a positive manner as well as give y o i ~  

new creative ideas. By reading thirty minutes a day you will 

become an expert in five years. Experts make Sreat money. 

Sales is the world's highest paid profession, if you are good ;1t. 

it. Unfortunately, sales is also the worlcl's lowest paid profession 

if  you are not. So get gooti! 

Everyone urancs to be successfi~l, but. not evcryone is 
willing to do what is necessary to become successful. It. amazes 

me I~ow many people never study their business. Would you 

see a doctor who did not study in his field of practice? \Voulcl 

you see a lawyer wllo never studied law? The best doctors 

and lawyers studied for years, and continue their education to 

bcconie the best. in their profession. If you want to bcco~ne the 

very best in your iield you mLlst. do the same. You need to view 
yourself as a professional. Simply become a student of sales and 
leadership, and learn t.o control the way you think. 

> >  - - 



I BECOME A PROFESSIONAL SALES PERSON 

T he best friends of success are faith, hope, enthusiasm, 
and belief. T h e  enemies of s~tccess are fear and doubt. It 
is naturill for fear and doubt co creep into our thoughts 

from time to cime. The  key to overcoming fear and doubc is co 

I realize ic  is chere, and l~ave a rnechocl co get back into a posicive 

I; frame of mind. Have you ever wondered whac successful people 
chink abouc most of che cime! They chink abouc whac they 

I want and how chey are going co gec it. Average people chink 

1 about their bills, problems, or wonder if chey can hic cheir 

1 qnot.1 and lie*, clieir jobs. Remember, co be a top performer, 
al l  you have co do  is chink and act like a top performer. The 
key word is act. For example, to become enchusiascic you must 
firsc acc enchusiascic! 

A greac way co fake enthusiasm is to WALK FAST! 
TALK LOUD! AND SMILE! If I cold you my wife jusc left 
me and cook off with my best friend, but I said ic  calking loud 
and smiling, you would chink I was happy about it. Get  che 
piccure? People love co buy frvrn people who enjoy what they 
do. Act enrl-lusiasric and you will become enthusiastic. Your 
aim should b e  to  become che mosc posicive, enthusiast ic  
person  you know! 



i WALK FAST, TALK LOU11 AND Sh1ll.E 

A prr:ron rill7 .i//i-i~rl'~7t (ll71~0.r~ nrlythi~q /or. ii!h;i/~ he (11. she 
has r/~//ii~~jter/ enth//sinsl~~. 
Chr/t>s i1.I. S~hrl!uh I E7zglanel Leagze. He thoirght if' he could estcrhlish s i / ~ f i  n 

reputution, the~z heit have to  li~le uj~  to it. 
Frollz the ~nitzrrte he stepped otzto thejeld lJr a'-red like a man 

1 electrified As be threu~ the husebnil nroulzd the i~lfielrl hc 
{ almost k~zocked the other player's g/ozw off: Ont-e! njtpnre~zt/j 
B 

[ trapj1e4 be slid into third base with so /rr~/ch energy nnd 
8 force that the third hasenia7z jir~nhled the haall and Frntzk 

1 was recently visiting my 91-year-olcl grancI6ather and 
i wus able to  score all inlfior.tafzt urn. Yes, it u~as all a xhou; 

noticed a book on the shelf that was niy granclrnoti~cr's. It was an act he lum putting on. Did it ruork? It u~o16er1' like 
a book by the late Dr. Norman Vincent Peale. I began to read ~/zngicl Frauk's e~zthz/siasm spaded his teer?/7//ute.rl and 
n story about enthusias~n. This is a real life example of 1 1 o ~  t/!e)~ begurz to  becol/ie ex~~jted, Soolz he uv~s hack in the 'Tl.i/)/e 
acting enthusiastic can work in your fhvor. A leug~~e. A71d ttuo yeur:r h e r  Frrrnk Bettger 1uu.r  laying 

for the St. Louir Cnr.c.linr~ls ccnrl hael increused his ilzcon~e 
700 times. W h t  did it? E)zthl~siajnl alol~e elid it, nothin,? 

i~z 1907. ONC L/(ZJ the nlarl~~er- crr//ed I;r.~nk into hir oi'/7li] 

rind /ired him. Flsznk 7crcrs .rhorkcvl nnil u.rkerJ ( I  L / / ~ ; I I I P J I ~ O I I  

t h ~ t  ~7ltet.ed the LO/IYSP (t. his /+. IJe d c d  ~ I V J  ?//dJ7cZt{t!; 
, * 

" ~ h y ? ~ "  '1 'he' ~t7isrc~er shmibcd hi771 t!f1eT/ li/ortl. I he N l c f N i / ~ ~ ' t .  

I I I / ~ I ~ I / I L ' ~  hili/ fhrt hi, zlvf.~ fi)t,d heiilr'l~e he ~ i w s  /my. He 
to / ( /  Fraub the// he rtrn crr.or/~~d thr hu.re.r /;kt> cr ~~etersrt~ u:ho 
hnd plnjedfilr- 20 yt~czr:r. tle ~niri'. "Fli.rtzk. ~ 1 1 7 ~ t  et't3i. J O N  

1/11 dftt'l. Jo//  lc~U'L1c~ /!t'17?, /;I. /~ t ' fZz '~ / l ' j  sr/bt), ruuhe ~ 0 1 / 1 1 W l f ~ / 4 / l l  

u ~ x l  pnt ,rome /if; cznrl e~~/h/r.rirr.rnr into yortr z~:ork!" 
j i f r c . 1 .  bring jrud Frc7ilk. 111e77t clou.n to n lorc~er- le~gue 
r r ~ / t i  begn~z /~/aying jilr N ten117 nt f 2.5 prr rnotltb. Ilat-(I!)! 
nnjthiil,q t o  he e.~~.i~td~zbllr/t. HI IUV~. '~ '~ .  he took the innncr~~rr?s 
crrlvii-e N I L L ~  l , e g ~ / ~  tu c~ct t~17tb~sier~ti~. ilccor~/;/i~ 11) the s~ory 
he J I U I L / ~  / / /I  his ~ri/ld to t~.rt~hli.rL~ n t.e/)~/~ntio?l of ht~ing tht' 
~tm.rt e711brr.iia.c/ic l ,c~/ / /~/~~~!ei .  t h ~ ' j 2  erger. seen ill the Nezv 

It worked for Frank Bettger playing baseball back in 1.907, 
and it will work for you today in sales. Try it! 

The first task is to decide what you want. You must 
then focus your thoughts and energy toward obtaining your 
goal. Associate with like-minded individuals, and let nothing 
stand in your way. Accept responsibility for everything 
that happens in your life. Accepting responsibility earns 
the respect of your superiors, peers, and subordinates alike. 
Accepting responsibility gives you power and control over your 
life. If you say, ''It is not my fault," and make excuses, then you 
lose control. What  you are saying is, "I am a victim," "I an) 
helpless." When you accept responsibility, you take control and 
can make positive change. 

Our  lives are not shaped by what happens to us, but with 
how we deal with what happens to us. There are few things 



i n  liFe that we can control; however. the one thing we a n  

c.ontrol is the C)IX thing that matters rnost ancl will have tlie 
biggest impact on our success or failure. \We can control o u r  
thinking!  Rcrnember pour thoughts will brcome your actions; 
y w r  actions will become your results. If you want to control 
your results you rnust control your thoughts ancl clirect them 
o n  the desired rrsult. Simple, right? Simple but not a s p ,  this 
takcs practicr. and focus. 

M A K E  A GREAT Fl l IST IMPIIESSION: 
It is important to make a greac impression. A prospect 

will form a lasting impression ofyou in the first thirty to sixty 
seconcls. Dress  for success! 

Your physical appearance is tlie first thing people will 
notice about you. Fair or not, you will be juclged on your 
: ippyx~nce ancl this will 11inrr a lasting i m ~ ~ r ~ s s i o n  on everyorlc 
you meet. Some things about our rippearance we cannot c1i;uige. 
The i l~iportul t  thir~gs we can. 

SHINE YOUR SHOES DAILY 
PRESS YOUR SHIRTS 
KEET' YOLJK HAIR NEAT AND P1IC)FESSICINAL 
NO EXCESS (,OLCI(;NE OK PERFLJME 
WALK FAST 
TALK LOUD A N D  ShslILE! 

Look n c  the most highly paicl successti11 executives and 
notice the cletail they put into their dress. 1 Iow you dress tells 
people about you, the gootl ant1 the bad. Be aware of your first 
im~ression ancl strive to improve it. 

SEPARKI'E W O R K  A N D  PERSONAL MATTERS: 
Wlicn you a rea t  work focus on work, ancl when you are 

at home focus on your home life. 1 have seen many sales reps 

WA1.K FAST, TALK LOUL) AND Sh!lILE 

take personal calls during the workclay. Do yourself a favor and 
liniit these calls. I would recommend returning personal calls 
at noon if absolutely necessary and 4:45pni if possible. 

Keep your mind focused on your work goals during the 
workday. This may sound unreasonable at first glance but 
consider this: If you do not separate your work and personal 
life, the two will begin to interfere with one another and you 
will not be great at either. 

If you take personal calls during the salcs day you may 
lose focus on your work. This can cause your performance to 
be below expectations, which will cause stress at home. In [urn 
you will begln to talk about your work problems at  home. Mow 
your boss is an unreasonable jerk and your territory stinks. You 
will begin to talk and think about your personal life at work; 
how the bills are accumulating. Get tlie picture? The  invention 
of the cell phone was great for sales people; however, it also 
can allow the mixing of business and personal lives during tlie 
workday. STOP JT A N D  FOCUS O N  W O R K  AT \VORK 
AND HOME AT HOME! 

MANAGE YOUK TIME WELL: 
One thing everyone has in common is the number of 

hours in each day. Many times the only difference between the 
top sales people and the average sides person is how chey choose 
to use cheir time. A great rule you can apply to your day is the 
80120 Rule, also known as Pareco's Principle. In 1906, Italian 
economist Vilfredo Pareto, createcl a mathematical for~nula 
to describe the unequal clistribucion of wealth in France. I-Ie 
observed that 20 percent of tlie people owned 80 percenc of 
tlie wealth. He  callecl this 20 percent the "vital few." The other 
80 percent of the population lie called tlie "trivial many." You 
can use this law to manage your time. Spend 80 percent of 
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your time doing the "vital few" activities thac will lead to a source for prospects because they have purchased advertising. 

sale. These inclucle prospecting, presenting, and closing. Spencl Go online and look under Ye1lowpages.com. Re prepared and 

20 percent of your time on che "trivial nianj~" activities thac have a game plan before you sit down and make plione calls for 

are neCc.ssary such as paperwork. 'T'his hvlps you manage those appointments. Know what area and what businesses you wish 

rhings that really make a difference to your results. Tn sales, to contact. This will make your time more effective. Remenlber 

i results obtained thc right way are all that matcer. that time is what you exchange for money. 
Join the area Chamber of Conlmerce and go to events so 

you can get to know che business leaders in your cerritory. Join I DIIN'L COUJ;ISC J C I ~ V I L ~  I L ! I L / I  ilL%Iit~>e,u~wl. a networking group. Ask every appointment if tliey know of 
i 
I -]obu \V/oo~/eu anyone who can use your products or services. Look for ways to 

I work smarter, not harder. 

j 
i One great way to be more eflicient in your territory is to DEVELOP A SEED LETTER CAMPAIGN: 

1 divide your territory into three or four smaller territories. Set The idea is to get tlie prospects to call you or be waiting 
I 

i appointments in each territory for che same day. Try to be in on your call. Be creative, and make your mailer memorable. 
i these snml ler territories the same clay each week. Stick to it, Your mailer campaign sl~oulcl be done on a targeted number 

and only vary from your scl~cdule when absolutely necessary. of prospects on a regular schedule. A good way to do this is 
I 
I This will reduce the amount of time you spend driving around. to target fifty accounts and send them a seed mailer once each 

You will neecl to get out of the car to make a sale! 
1 
! 
! 
i 

WAYS TO MAKE YOUR MAILERS MEMORABLE: 
j PROSI'ECTING: Idea #1) Put a few lollipops in an envelope along with a 

In order co make a sale you will need a prospect. Your letter that says in bold print, "TIRED O F  BEING A SUCKEK 
% company may have a prospect base established already. If FOR POOR SERVICE A N D  PRICE INCREASES! Then give 

they do chat is wonderful. If they do not it is no big deal. me a calI and see why custolners like X Y Z  Company, and AUC 
Remember chat you are responsible. There are many places to Company trust us to.de1iver superior yualicy at a fair price." 
fjncl p~ )q>ec t s .  Orcler a rn:~nufi'~ccures ~i i ic le  from each state in Iclea #2) Mail a fishing lure in an envelope along with a 
your territory. This will give you every business in your scate, letter that says in bold print, "CATCI-I A GREAT DEAL! See 

j the acid ress, the contatm and titles. why companies who want world class prodiicts and service sucli 
Go to the Cliamber of Commerce in each city and as X Y Z  Company ancl ABC Company chose us." 

purchase a list of members and are;] businesses. They will also Idea #3) Send a Fdx to the prospect offering a free golf 
give you a copy of the phone book. Yellow Pages are a great shirt for all that grant an appointment. Include a form the 

2s 39 



prospect can f i l l  out and fax back to c-ash in on the offer. Re 
sure to include the names of current customers who are in a 
similar inclustry as your prospect. 

Idea #4) Send vidcotapec-1 tesci~nonials of your current 
customers to your prospect along with some popcorn. 1-Iavt, a 
ciltcliy cover letter that will entice the prospect to watch the 
vidco. 

INTRODIJCING YOURSELF T O  T H E  PIIOSPECT: 
Now tliat you haw identified you prospects you will 

need a great introductol-y statement that you use to get an 
appointment. Some people call this an opening statement. 
According to Jeffrey Gitomer, make your introduction a 

POlVEK STATEMENT. 
To develop an incrodt~ction of y o ~ ~ r  company and yourself, 

I-eniember to make your statement s11o1-t and to tlie point 
using thc names of current customers that your prospect will 
recugnizc.. lVhen you cleliver your statement, talk loud with 
a smilc. A basic rule in sales ancl life is the Gulden Rule, 
" ' l ; . e ~ ~  1t1he1:r 11111~: J : I I I /  ~ L S I ~ I  10 /)e ~ t ~ - ( l i e ( l .  " I~nagi  IIC yourself as the 
\ ? n ) s l > ~ t  and  ask what would make me respond in a positive 
manner? \'ou could even iise what has lxen referred to as the 
IJlati nu m RLI le, ''Z.c~t ot/v)~l:r /be L L ~  they u!'zit/ t o  he /~'t~~telJ." Tli is 
rule recluires more skill. 

The purpose of your introduction is to enable yo11 to 
make appointments either by phone or on a colcl call in the 
field. Remem her, the better your introduction, the more 
apl,ointments you will have. 

lVlien cold calling or setting appointments by phone, 
remember the objective is to get tlie appointment. The more 
you talk the less likely you are to get the appointment. IIo not 

make tlic mistake of asking, "1 see you have a , arc. you 
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happy with it?" Give your introduction statement and ask for 
the appointment! If they say, "we are happy," you can reply, 
"Great, well I just want to be your backup in case something 
changes clown the road, and I am going to be out here tomorrow 
at 8 am. Will 8 an1 be ok?" 

Continue to improve your introduction and practice in 
front of yoi~r fellow sales reps or Family members and ask them 
what they think. A good way to evaluate the quality of your 
~ntroduction is to imagine at your twenty-year high 

school reunion and a former classmate asks, "What do you do 
for a living?" 

After hearing your statement your classmate thinks, 
"Wow, I wish I worked for a great company like that," or "Poor 
Joe, I really thought he might make something of himself." 
Get the picture? 

Example of an Opening Statement: 
Good morning! My name is David Otis with XYZ 

Corporation. We help companies such as ABC Company, KLM 
Company, as well as Joe's Company next door increase their 
customer retention and make more money tl~roiigli increasing 
eniployee morale. I would like to come by Monday at 9 A.M. 
and show you how we can do the same for your busi~less. Wil l  
tliat be O K ?  

PREPARE YOURSELF: 
Be organized and use a day timer to log your appointments. 

Be sure to include coinplete inforination in ~7oiir clay timer. 
Full company name, address with zip code, phone number, 
and einail address. Remember you are a professional. 'This day 
timer can be used in thc future as a reference. You can look 
back and see what your succcssfiil weeks looked like and what 



your noc so s~~ccessful weeks lookecl like also. Discover whac 

works ancl repeat ic! 
Now chac you have the appoincn>enc, gec 1:eacly. The  

amount of preparation yo11 do for an account depends on the 
product you arc selling ancl chc size of the account. However, 

you never wan[ to call on a prospect unprepared. Professional 

sales people know their b~lsiness. They are experts and are secn 
as consultants rather than salespeople. 

It is easier to prepare for a sales call today than it has ever 

been in the history ofsales. All the information you ever wanted 

to know about your prospect can most likely be found on the 
Internet. Visit their facility and look around. You are looking 

for w7ays you can help thr prospecc improve their current way 

of doing business. When you fincl a way to I~ell? the prospect 

you will be Inore enthusiastic alouc seccing the appoincn~enc. 
C r e i ~ t ~  a prc-c;lll pl21nning worlisheet. 'I'o be seen as an 

expert you must act like one. Plan your call and prepare fur 

possible objections and aclclress then1 upfront. D o  not ignore 

1~ossiLbe objectiot~s to your product or services. Be pro-active 
and address them and provide solutions. 

1VAI.K FAST. TALK LOU13 ANI) SMILE 

EXAMPLE PRE-CALL PLANNING 
WORKSHEET: 

Date of appointment 

Company name 

Acld ress 
Phone number 

Decision-maker 

Others involved in decision process 

Set the agenda for the appointment 

Kapport building questions 
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What are the benehts of the proclucts and services t 

~""'Sl2'Ct 

Potential obicitions 

Plan to overcome objections 

:o the 
Now that you have prepared yourself, you are ready to 

make the presentation. When you arrive for your appointment, 
be on time. When you arrive late it shows that you do not 
value their time and that you are unreliable and cannot be 
trusted to do what you say you are going to do. 

Be organized and have a professiot~al notepad on which to 
make notes. This will show the prospect that if you gain their 
business, you can be trusted to deliver superior service. 

SET THE AGENDA: 
Begin the appointment by setting the agenda. Tell the 

prospect what you are there to accomplish and how much 
time you will need. When you finish setting the agenda ask 
the prospect, "Does that sound all right?" This will gain the 
prospect4 attention and let him know up front the amount of 
time l ~ e  is investing in your appointment. Now stick to your 
agenda and stay within your stated time frame. How many 
times has someone asked for five ~ninutes and taken thirty 
minutes? How does that make you feel? If you need thirty 
minutes, just ask for it. 

ASK GOOD QUESTIONS: 
You gain all the information you neecl just by asking good 

cluestions. Imagine you are a detective and gathering evidence. 
Have you ever known someone who loved to talk about himself 
or herself? \Ve all k11ow people like this. Well guess what, ifall 
you do on your sales calls is talk about you and your company 
to your prospect, you are one of those people. 

People bate to be sold, hot hey l o z ~ e  to biy! 
- J@;.PJ C' rilO/neP ' 
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Take an interest in your prospect and their business. I-Iave 
your qi~estioris 1~1-~parcd prior to the salcs call, I'>ONWI' W I N G  
IT! Iicmenibcr you arc a prokssionnl snles representative so act 
like it! 

Exa~np le s  of gootl questions: 

I )  How long have you been witli the con ip :~~~y?  

2 )  \What do ~ O L I  like most ahout this company? 

3) Are you in a competitivt. business? 
4) What  scpilraces your company from the othcr 

companies in your industry? 

5 )  Do yo11 ci~rre~it ly have a . 3 

6) Were you involveil in ini l~lenient i~~g the original -- 
> - 

7) W h y  dirl you cornpan): start using a . 5 

8 )  Is yo11r current meeting your original 
ohjrctivt.~? 

5)) IS yoi~r  ci~rrcnt meeting your currcnt nccds? 
10) I f  you could cllallge one thing aboi~t  your , 

what would it be? 

1 I )  Is thyre anyone hesicle you invol\recl in tlie clecision 
J>~o""! 

12) How docs YOLLI- decision process work? 
1.3) \Vlio will sign the agreement to s e t  tlie 

started? 

T11c 1~1r1x1w C+ a " k n g  cluestions is to determine who 
makes the clecision, and how the clecision process works. You 
are also determining the prospects needs, and discovering a 

huying lnotive or hot button. In addition, you need to discover 

i 6 
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any bias or potential objectio~ls that you can proactively address 
in your presentation. 

Six reasons people buy 

I )  To make money, or to save money 

2) Impulse or instant gratification 
3) Save time, or convenience 

4)  Impress others, or increase status 

j) Satisfy a need, or perceived need 

6) Because everyone else is buying, or to conform 

Six reasons people will buy f rom you: 

1) You are there first (good timing) 
2) O b l i g ~  tlon ' 

3) They like you 
4) They trust you 

j) You have the best price, or value 

6 )  Your company provides the best product, or service 

O n  the typical sales call you will probably have fifteen 
minutes to ask your prospect questions. In that time you will 
need to discover why the prospect will buy, make sure they like 
you, trust you, see your company and your conipa~ly's services 
as the best in tlie industry, and provide these products and 
services at tlie best value. Oh,  and by the way it won't hurt if 
you obligate the prospect and get there first! 

Be sure to ask questions with a purpose. Do not waste your 
time or tlie prospect's time witli idle talk without a purpose. 
Don't ask about the fish on the wall until after the sale is made! 
Time is what you exchange for money. The more effective you 
are with your time, the Inore sales calls you can make. 
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MOliE SALES CAI,l-S = MORE SALES = MORE 
hfONEY - MOliE FUN! 

PRESENTATION SKILLS: 

Present ing your company: 
You will need to be able to demonstrate to tlie prospect 

beyond a n }  reason;~hle doubt that your company is the company 
to clo l?i~siness witll. 

How tlo you do tl.lis? Huvc a professional PI-esrntation 
bi~.~der  with credibility pieces, national referencrs, ancl loc.;~l 
rcfc~rc~-lces. 

Remember you arc l a i d  to say the good things about 
your company and yoitr l~rosj~ect  knows this. Show them what 
otlicrs say ahout your company. Practice your presentation and 
I-ecorcl it o n  vicleotnpc-. I-lavti to].-, pvrforming si~les reps watch it 

and pivc poi1 constructive criticism. IYIould you play on a team, 
(:)I- in  n band, and expect to \\,in \\richout practice. It is tlie same 
in sales. Sienieniber the better yo111- skill, the morr con6denc.e 
yo11 \vill liavr ancl the Inore yo11 will enjoy what you do. 

Atter hearing your prrsuitation tlie prospect s110i1ld say 
I%'OIW! 

\Vays to add WOW' to your presentation: 

I )  Videotape your service staff introc1uc.ing tlienisclvcs 
and stating their role in scrvicing the customer. 
liemind then1 to talk loi~d and sniilc. Catch thcm 
having futl. 

3 )  Videotape testimonials of happy satished customers. 
LY/hat your c.ustomers say will mean much more than 
what you say. They now hiive recorders that will recorcl 
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directly on a DVD and are ready for immediate use. 
Work smart! THIS  IVOIIKS! DO IT  NOW! 

3)  Don't act and sound like every other sales rep pour 
prospect sees. Average salcspcoplc get average results, 
and average results will producc average pay. 

Rea l  Life Example: 
Rick was calling on a prospect. After a Lzntastic 
presentation, Rick transitioned into a company 
introduction. After showing a couple of credibility 
pieces, Rick openecl his binder to a picture of one of 
his customers that he had signed. He  told the prospect 
that he could talk all day long about how great his 
company is but instead, he wanted the prospect to 
hear it for himself. At that point, Rick pulled out 
a tape player and played an audio interview of Kick 
and his customer (who was pictured on thc credibility 
binder) talking about his company ancl their great 
service! After the first testimonial, Rick played two 
more interviews (with pictures) and trial closed 011 

his company as a viable supplier for their program. 
It was incredible! ARE Y O U R  PRESENTATIONS 
INCREDIBLE? 
Remember average pays average, and INCREDIBLE 
PAYS INCKEDIBLY! 

4 )  Usc a nice pen and perfect the art of precision 
poititing. Precision pointing is done by looking at the 
chart or paper you are discussing and pointing above 
the word with your pen, and pressing down firmly to 
show confidence. Do not look at the prospect when 
presenting the information you want them to focus 

on, or they will be looking at you rather than the 
material. Look where you want them to look. 
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5 )  P L I ~  a Power Point l~resentation along with vicleo I have heard reps say they are strong at closing, and they have 

tapt'cl rekrencrs on a DVD and ciirry a small DVD all sorts of fancy closes. If this fits your style ancl works for 

player. Show this to your prospects. They will love you, then do it. However, if you have clone a great job asking 

it. (,ontinue to aclcl testimonials from your service questions, discovering a need, and presenting your products 

partners and your custon~ers. and services to the prospects needs, closing should be a smooth 

6 )  Believe in your proiluct and your company, or sell 
nnotlier product, or company. Closing is as simple as asking for the order. It can be as 

simple as saying, "Does this sound like something that 

11; YOU BELIEVE, TI-IEY \WILL BELIEVE. IF YOU would benefit your company? Great! All we have to do is take 

D O N ' T  BELIEVE, TI lEY W O N ' T  BELIEVE ElT1,IER. the order and get your signature. 7cVill that be all right?'' 
Remember to say this with confidence while smiling 

Present ing Your Products: and nodding your head yes. Easy, right? The better you ask 

You will now usr the information that YOLI gatherrcl with questions, present, and handle objections early, the easier 

your good business related c~uestions. Sell benefits of your 
products ancl k)cus very little on the features. Present the Trial close throughout the sales process in order to relnove 

I X O ~ L I C . ~ S  t l ~ l t  aclclress tlle neecls of your prospect. Hopefi~lly any later objections. Use statements such as, "Does this souncl 

yo11 disco\rcred the prospect's buying motive, or llot button. like a - that will benefit your company?" or "Can you 

Show the prospect how your products or services will Iielp see how our systems and procedures can eliminate your 

t\lC'In makc mor-ley, or silvc rnonc.~. Use the. names of current problems with ?"  How about the famous, "Does my 

customers your p~-ospcct will recogn ize during your presencation company sound like the type of company that you would to do 

of products. Let tlicm read testimonial letters, and watch video business with?" Use common sense and try to develop enough 

taped tcstimonirlls during your presentation. rapport with the prospect so your sales process seems almost 

hly brother John, who became wealthy as a 10081. conversational. When you believe in your con~pany and your 

commissionecl sales person says he always uses testimonials of product, you should be excited when asking the prospect for 

at least twelve current customers when presenting his products their business. Let them know how much their account means 

and services. When your prospect sees others who have usecl to your and your company. ASK FOR TI-IEIII BUSINESS! 

your proclucr, or service anrl macle or saved n~oney, the closing 
~ , I - O W S S ~ S  much easier. You can eliminate the frar of milking a H A N D L I N G  OBJECTIONS: 

mistalic.. Try this-it worlis! The better you are at asking questions and presenting, the 
fewer objections you will have. So if you are getting the same 

CLOSING: objections repeatedly on your appointments, don't necessarily 

You \vi lI  notice the section on closing is a sllort section. work on handling these objections. You need to go back to 

io -.I I 
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your rapport building c1ilc-scions ancl presentation of comlxlny 
ancl products to see \vli;lt could be causing the ~>lr)spect's 
objections. Most 1 ikuly yo11 will neecl to make acljustments in 
yo11 r prt~sc~.~t;~tion. 

For Examplc: 

YOLIT prospects arr consistently objecting to signing a 

contrac.t. Rather than work on h;~ndling this objection, go back 

and work on your presentation of your company, your proclucts, 

and scr\:ices. Add testimonial letters of satisfied customers the 

prospects will recognize, ancl you may even \\:ant to add their 

testimonials on vicleotapr. I believe you wil I begin to see n great 

rctluction in tile number of psosl~ects wllo object to signing a 

contract. Try this it works! 

13ut be reacly objections are buying signals. 
'I'ypiic;~l Objections: 

1 )  1 can't afford it. 

3) Your price is too high. 

3 )  1 won't sign a contract. 

4) 1 ;lm h a l 3 ~ ~ '  with niy current \\lay of doing tllings. 

5 )  Notnow. I ~ a n t t o t h i n k a L 3 o u t i t . ~  

6 Check back with me in a few ~~iont l i s .  :;' 

- 
) 1 have to talk it over \vitli my partner. :': 

S) 1 h;lve to tall; to anotller supplier hcfore 1 make my 

decisiorl. 

l t  will be L I ~  to yo11 to ask good cluestions ro overcome 

these o1,jections. Wllcnever possible answer an objection with a 

cli~cstion. lie~neniber, the more YOLI talk, the fcss likely you are 

to make the sale. 1-Iowever, I clo want to help you with the four 

WALK FAST, TALK I.OUL1 AN11 SMILE 

objections marked with an asterisk because I have discoverecl 
what I believe is the real objection, and I want to help you. 

Objection # 5 )  Not  now, I w a n t  to t h i n k  abou t  it. 
Ask the prospect what it is that most concerns tlleni and 

be sure to address what they will be thinking about. If they 
have legitimate concerns you will need to address them betbre 
you leave the appointment, or you will not make the sale. 

Objection #6) Check back  in a few months .  
This is most likely a no. The prospect just doesn't have 

the heart to say no to ~ 7 0 ~ .  You should check back but do not 
get caught up thinking they are going to become a customer. 
I have seen sales reps get caugiit up in the check bock routine. 
The money is in the new presentations. Move on! 

Objection #7) I have to ta lk  it over w i th  my partner .  
If you count on your prospect to sell the account for you, 

count on being disappointed. You do this foraliving,and I think 
we are discovering that we are not real good at it. Just think 
how \ \ d l  your prospect will do with presenting your products 
and handling objections. You must get all appointment to 
come back and go  through your full presentation again. Before 
you do this make sure your prospect would go along with your 
proposal if it were solely up to them. They may be at ten~pting 
to give you a polite no. Can you believe anyone would do this? 
You better believe it! Some people just can't say no. 

LVIien you get an objection, do not tnkc it personal. LVIiat 
the prospect is actually saying is, I do not see the value, I clo 
not trust you (do you automatically trusc sales people who call 
on you?), or I do not fi~lly understand your proposition. In 
other words, something was lacking in your rapport builcling 
or presentation. Now is your chance to recover. 

Remember, sales is a game of percentages. You will 
never sell every account that you call on. However, raising 
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F the pcrcentagr of acc.ol111ts you close ivlll i lffe~t yoUr resuits 
dra~nat ic~~lly.  

Techniques to overcome objections: 

I )  Feel, Fclt, Found: I uriderstancl llow ~ U L I  FEEL. 

AUC C:;ompany FELT thc. sanw way. I-Iowevcr whcn 
they I;C>IJND that our service helps them incrcasc 
cml'loyce mor:~Ic., tllerciclrc incrci~sing production, 

and seducing tilrno\7er, they were excitecl to have me 

comc in and explilin the program fi~rther  to their 
employees. 

2) The  key to overcoming any objection is asking good 

cli~estions. Reniemher tlrat you are not unlike i l  trial 
attorney. First, you must isolate the objection to make 
sure it is tile only objectio11. 

Exatn ple: 
Prospect: I can't afford it. 
If rnorrey was n o  ohjcct, is tl- is sometlr in~ you e~oulrj like 
to do? 
Prospect: Yes. 
W u l d  yoit Ilave any  other concerns? 
P r o s p ~ t :  Well, I illn not sure our employees ivould like 
thc ncw anyway. 
Are there any othcr concerns? 
PI-osprcc: No. 
In other lvorcls, if I coulcl sllow you how this prograln 
will ;rctually be a money maker for you[- conlpmly just 
likc it h:ls for ABC Comp;lny and X Y %  Company, and 
):CILII- employees apprcwc: 3 r d  buy in, this is somything you 
would like to implement? 

Prospect: Yes, but how will your prograin make my 
company money? 
So here is your big chance. Your assignment is to decicle 

how your product can benefit the prospect, and why your 
company is the best a t  providing this product. Tn other words, 
you first have to get sold before you can persuade others. 

DEVELOP A HOT PROSPECT LIST 
After you have presented to a prospect ~ lnd  they did not 

buy, howcver you believe they should and will buy within the 
next sixty days, you next want to put them on a lisc so you 
will not forget to close the business. \We will call this your 
"Hot Prospect List". Keep track of the totill volume of business 
on this list. You should have prospects signing with you from 
this list every week and should be adding new prospects to 
this list. You can't depend on luck. You need to work this list 
and continue to have great new presentations. Be sure to sencl 
them a professional thank you note. Tell them you enjoyed 
meeting with them and look forward to earning their business 
and providing them with legendary service. Be sure to sound 
professional, not just thanking them for seeing you. This makes 
you sound grateful just to hilve a n  appointment. Always make 
the impression that everyone buys from you. 



EXAMPLE OF A "I301' PROSPECT LIST" 

COhlPANY PI IONE ii CONTACT VOT.UME 

?bt:~l \701umc in Hot Prospect List 

I 
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The I-Iot Prospect list allows you to focus on work while 
at  work and focus on home at home. You have your prospects 
out ofyour head and clown on paper. Yo11 will not let prospects, 
"Fall througl~ the cracks." 

DEVELOP A N  ACCOUNTS SOLD LIST: 
Great! The process has worked! You found a prospect, 

gave a great opening statement, got the appointment, put full 
information in your day timer, arrived at the appointment on 
time, dressed for success, had a professional notepad to take 
notes, set the agenda, asked good business related questions, 
discovered a need, proved your company was the best to handle 
the clients needs, wowed the prospect with a great presentation 
of your products, asked for the business, handled their 
resistance, asked for the business again, and made  the  sale! 
Congratulations jrou can now put the account on the "Accounts 
Sold" list and Go get  another  one! 



EXAMPLE OF AN "ACCOUNTS SOLD LIST" 

(X)ILL13ANY 1'1 IONE # VOLUME YTD SOLD 
1 .  
7 -. 
.>. 

4. 
5 .  
6. - . . 
8.  
' I .  
10.  

I I .  
13. 
1 i. 
14. 
IS. 
TOTAL VOLUME SOLD 

I 
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You can put your Hot Prospect 11st along with your 
Accounts Sold list and your day timer in a binder and create 
your own Sales Rep  Playbook. Mas someone ever told you 

I 
I "Just run the playbook", but you had no idea what the playbook 
I was? Remember that you are responsible so create your own , 
\ w~nning sales playbook! This will allow you to know thc 

number of new presentations you nccd in order to make a salt.. 
It w ~ l l  allow you to determine your closing ratlo. You s~mply 

I dividc the number of accounts sold dur111.g a given time by the 
number ofpresentations you d ~ d  during that time. When I was 

1 a sale rep I knew for every three presentations I would average 
1 

1 one sale. I also knew my average s i ~ e  account and my average 

i commission on that account. This will allow you to control 

1 your own destiny. You can be as successful and make as much 
I money as yo~i  want. 
i The two ways to achieve your goals are: 
2 

1) Give more presentations. You may need five i 
I presentations to make a sale, however ifyou give twice 

1 
as many presentations as I do each week you can stilt 
produce better results and make more money. 

9 
1 2) Improve your sales skills and effectiveness, and 
1 therefore, improve your closing ratio. 

i Remember that you could make even more money if you 

1 'lo both. Work harder  a n d  smarter! 

i 


