


Rule #4: Have something to look
forward to

aving nothing to look forward to can be

demoralizing and potentially lethal to

your emotional well-being. Engage in

activities that create positive experiences. Treat

yourself when you make a big sale. Look at selling

as a worthwhile endeavour. After all, you’re helping

people with their needs, thus enriching their lives.

Relish the prospect of expanding your knowledge

base and recognize the contributions you’re

making to your company’s growth. Engage in

extracurricular activities. Add diversity into your life.

A little spice never hurt anyone. It’s also important

to have some alone time. Do things you enjoy

outside work—maybe you enjoy writing, gardening,

or working on that old ‘67 Chevy in the garage.

Don’t forget to focus on you.

Rule #5: Be courageous

ave the courage to meet any challenge

head on. Embrace positive growth even if

it means stepping out of your comfort

zone. Self-made millionaires are some of the most

courageous people alive. Most of us seek the

security of job. We crave a predictable income,

benefits and a pension. What kind of person shuns

such security and risks everything to become the

captain of their own ship. You can’t get an ‘A+’ if

you’re scared of getting an ‘F’. Courage is a

precursor to success.

Rule #6: Have vision

ohn J Rockefeller and Bill Gates are two

people I admire for their vision. Yes, long

before Bill Gates there was John J

Rockefeller, once the richest man in the world and

the first American billionaire. He was a man of

unparalleled vision for his time. He revolutionized

the petroleum industry through his purchase of

Standard Oil in 1870. He lay down the blueprint for

modern philanthropy. Though unlikely, the son of a

philandering, travelling salesman would become

the undisputed symbol of American capitalism. Bill

Gates is also a man of immense vision. His

domination of the software industry is a

manifestation of his views and ideals. Almost

rivalling his accomplishments in business are his

charitable activities. The Bill and Belinda Gates

foundation has provided millions of dollars in aid.

A salesperson without vision can be a suicidal

proposition. Vision, by its very meaning represents

your perspective on the state of affairs at a later

date. How can a salesperson honestly sow the

seeds of success without considering the nature of

the harvest? It’s no accident that most self-made

millionaires are visionaries.

Rule #7: Be self motivated

n the spirit of self-management2 you must

motivate yourself because others can’t.

Experience has shown me that motivation

usually stems from either feelings of fear or desire

or both. Motivation can be grounded in a fear of

2
Being managed means following directions—self management

means finding them. A self-manager views quotas and targets as
artificial barriers. They set their goals based on their own
expectations for themselves. Self-mangers understand that
expectations dictate performance

failing or an unpleasant consequence. It can also

be grounded in a desire to be successful.

Think of motivation as two forces, a push and a

pull. A push can be described as the force of

avoidance, escape, the fear of failure. While the

pull is the force of approach, attraction, the desire

to succeed. The key is having a healthy balance of

pushes and pulls. However, imbalances are

common due to the fact we all have different

motivational makeup. The only way you are going

to excel and exceed expectations is when you find

your triggers—those switches that control your

engine. If self-motivation is a problem, it helps to

absorb information that will aid in your personal

and professional growth. Read positive books

every day. If you don’t have the time to read, make

time! Five minutes each night before bed won’t kill

you. You can also purchase motivational audio

discs and listen to them on your drive to work. Your

actions are an expression of your thoughts, so

nourish you thoughts with a healthy diet of

motivation. A positive attitude is the by-product of

positive influences.
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Rule #8: Be confident

onfidence can be the difference between

being an overachiever and a fringe

player. When you’re confident you tend to

expect more of yourself, and higher expectations

drives performance. Building confidence doesn’t

happen overnight. It’s a gradual process you have

to be committed to. Start by identifying your good

qualities and recognize your accomplishments.

Don’t brush your positive achievements under the

rug. Celebrate them and accept the accolades you

receive from others. Accepting compliments is not

a vain act. It‘s quite healthy to accept praise (if it’s

sincere). It’s also important not to dwell on

mistakes. Learn from your failures and move on.

Revisiting your mistakes over and over again chips

away at your confidence. Always embrace

constructive criticism and learn how to filter

unconstructive criticism. You’re never going to

always hear what you want to hear, that’s life. View

criticism in the same light as mistakes, as a

learning tool.

Rule #9: Have integrity

ntegrity should be your guiding compass at all

times. A kept promise is worth its weight in

gold. The fastest path to discrediting yourself is

one littered with broken promises.

Always:

1. Keep your promises

2. Be sincere

3. Be truthful

4. Be fair

5. Respect others

6. Your word should be sacred

Rule# 10: Have an open mind

xpanding your mental horizons is the first

step to becoming a visionary. Be open to

suggestions, new ideas, and consider the

view points of others. Open-mindedness is the

path to enlightenment.

Rule# 11: Be ambitious

etting ahead professionally requires

drive. I’ve always believed that ambition

is greatness in its youth. There is nothing

wrong with wanting more for yourself. Having lofty

ambitions usually implies you have a strong belief

in your ability to achieve. You deserve to be the

most successful professional you can be.

Rule# 12: Be obsessed

o transition from an okay salesperson to

an elite salesperson, you must become

obsessed about selling. Being obsessed

doesn’t mean that you work yourself to an early

grave. It means possessing an unwavering

dedication to your craft. An obsessed salesperson

doesn’t gaze at the clock praying for lunch or break

time to come. An obsessed salesperson doesn’t

daydream about the basketball game on Saturday

night while there are leads sitting on his desk.

Maximize your opportunities at every turn. It’s

important that obsession is tapered with discipline.

Obsession without discipline can adversely affect

your R.O.E (Return On Effort).

Rule #13: Be grateful for the little
things

o matter how dire things may seem, we

all have something to be grateful for—

whether it’s your health, family, or your

friends. Being grateful for the little things attracts

more good things into your life. In a 2007 poll,

Africa was voted the most optimistic region in the

world. Amazing when you think of how little the

average Congolese has compared to the average

American. Any salesperson in it for the long haul

needs to be optimistic.

Rule #14: Structure a plan

ach year begins with new (and usually

higher) sales targets. A self-manager

goes beyond sales targets. A self-

manager structures a plan with concrete steps on
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how to achieve his or her goals and objectives.

Consider all the factors around you, such as: your

environment, the competition, your co-workers,

corporate branding, your marketing budget,

compliance, and then develop a realistic strategy

that’s clear, concise, and deserving of your

abilities.

Rule #15: Don’t dwell on problems

n sales you are going to experience incredible

highs and apocalyptic lows. When you are

experiencing a low don’t empower the situation

by allowing it consume you. Do all you can to

address the problem and then move on! View each

day as a new page waiting to filled.

Rule #16: Stay focused

op salespeople are a focused bunch. They

dedicate themselves to activities relevant

to success. First and foremost they focus

on their goals and objectives. They have a clear

understanding of where they are now and what has

to be done to get where they want to be by year’s

end. Allowing distractions to interfere with your

drive to the finish line can be a money losing

proposition. Focus minimizes mistakes and

improves overall efficiency. Focus is to

salespeople what glasses are to bad vision.

Rule #18: Be knowledgeable

true professional knows her product

inside out. An elite salesperson is a

master of what they sell. Knowledge

translates into confidence. Just knowing the

features of your product isn’t enough. You have to

become an authority—an advocate who can

defend your offering in any court of public opinion.

Product knowledge is the spring board that propels

you past your customers’ expectations. Product

knowledge enables you to customize solutions and

distinguish yourself from everyone else. You know

you’ve done your job when your customer walks

away feeling they got more than their money’s

worth. In sales, knowledge also encompasses

knowing everything about your competition. Let’s

assume you are an account manager at a major

cosmetics company and you know everything there

is to know about your company’s new wonder acne

cream. The impact of your knowledge is minimized

if you don’t know how your product stacks up

against the competition. We all know customers

shop around. Some customers are interested in

price, others in the environmental record of your

company. Some customers will make a decision

based on which brands are manufactured

domestically or abroad. There’ll be those interested

in the brands that have a promotion attached to

their offering, such as a 30 day risk free period with

a money back guarantee. My point is, you may

have a great product and possess oodles of

knowledge, but if you don’t know what you’re up

against, how can you become a market

Rule# 69: Follow through (Don’t be a
talker, be a doer)

oming up with an idea or a solution is

meaningless if you never follow through

with it. Following through improves your

close ratio and elevates your stock in the eyes of

your customers. The Royal Bank of Scotland has

some great commercials3 depicting the power of

doing and the ineptness of just being a talker.

One of the spots shows a man choking in a

3
Make it happen' Campaign “Our commercials dramatize The

Royal Bank of Scotland Group's ethos that actions speak louder
than words. They humorously highlight how much time is wasted
procrastinating and deliberating when, as those who work at and
with the bank know, action is required.” …RBS MEDIA CENTRE.”

restaurant. Instead of his colleagues around the

table helping the poor guy, his friends chose to

blab endlessly about the Heimlich manoeuvre.

Frustrated by the all the inactivity, a dapper looking

gentleman from RBS leaves his table a short

distance away and promptly performs the Heimlich

manoeuvre, saving the man’s life. RBS’s whole

message was, “less talk – make it happen.”

Start Strong - Finish Strong

1. ORIGINATE IDEA

2. PLAN

3. EXECUTE

4. FINISH

5. REWARD

CCHHAAPPTTEERR 44:: UUNNLLEEAASSHHIINNGG YYOOUURR
PPEERRSSOONNAALL

BBRRAANNDD

You are the common denominator in every sale
you have ever made. In a market offering products
and services that are by and large the same,
effective branding can tip the scales in your
favour. When you make yourself the reason
customers do business with your company, you
effectively become the product. That being said, a
brand is a product, service or concept that is
publicly distinguished so that it can be easily
communicated and/or marketed. A brand name is
the tag given to that distinctive product, service,
or concept. We are all familiar with corporate
branding, but what about creating your own
personal brand.
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randing is the process of creating and

disseminating a brand name. Branding

can be applied to pretty much anything,

such as an individual, product, or service. If you

think about it, a big chunk of our lives is spent

branding ourselves. From an early age we’re

taught to conduct ourselves in a manner which

creates goodwill with the people we come in

contact with. We work hard to project a positive

image and maintain a good reputation. The way we

dress, the car we drive, the house we live in, the

company we keep, the establishments we

frequent, the way we carry ourselves, down to the

perfume or cologne we wear, are components of

what I like to refer to as social branding. In

business, branding moulds perception and helps

influence how consumers relate and then respond

to your offering. I have always been fascinated by

the power wielded by some of these mega

corporations. Their power to influence billions

through advertising, design, and media-savvy

inspired me to become a student of advertising. As

a company, you know you’ve done a phenomenal

job at branding when everyone refers to a widely

used product by your particular brand name. Case

in point, tissue paper is referred to as Kleenex,

which happens to be a brand of tissue paper

manufactured by Kimberly-Clark. Coca-Cola’s

global dominance is the greatest testament to

brand power. I still remember as a child living in

Dublin, Ireland—there was this particular Coke

commercial that came on at Christmas time. The

feel good ad showed people from different parts of

the world singing happily with candles in hand.

From high above, the candles formed a huge bright

Christmas tree. The spot conveyed feelings of

love, peace, and unity. That image would be

forever branded in my mind. Till this day I have this

emotional tie in with Christmas and Coca-Cola.

Thirty four years later, kids today have Coca-Cola

commercials with those adorable polar bears and

of course there’s still good ole St. Nick, (one of the

longest standing corporate pitchmen) to keep them

loyal for decades to come. Now that’s powerful.

Effective branding is about appealing to the

emotions. Nike is another brand powerhouse. Their

formula was simple— instead of diluting their brand

like many of their competitors, Nike simply affiliated

themselves with the top athlete in every sport. If

you want to be like Michael Jordan then buy a pair

of Air Jordan’s. If you want to play like Tiger

Woods buy Nike golf equipment. The message, by

purchasing Nike apparel, you too can share in the

excellence that your sports heroes embody.

CCHHAAPPTTEERR 66:: SSEELLLLIINNGG TTOO
CCUUSSTTOOMMEERRSS FFRROOMM
VVEENNUUSS VVSS..MMAARRSS

Individuality is an intrinsic component of the
human experience. As a salesperson you need to
be aware of these variations. That been said, it
doesn’t take a ton of scientific research to prove
that there are differences in the physiological
systems of males and females. Successfully
navigating through these differences is not always
easy, and demands a level of awareness many
sales professionals lack.

ecently I attended a family function at my

sister’s house. It was truly organized

chaos. Her home had been overrun by

children. Watching the boys in one corner and the

girls in another, I was struck by how each group

interacted. The boys were almost adversarial.

Their conversations hovered around who had the

best video games. There was a lot of chest puffing,

competitive chatter, and the use of overly

descriptive adjectives. The girls on the other hand

seemed more inclusive in their interaction. They

shared and were content to listen rather than

speak. Instead of trying to best each other with

their stories, they made an effort to share in each

other’s fortunes. What really struck me was the

effort made by the girls to make eye contact. Eye

contact wasn’t as important for the boys as long as

the one speaking felt he had the floor. For a

salesperson, adopting an androgynous approach

in an attempt to be politically correct isn’t

advisable. It helps to recognize that the bodies and

minds of men and women are literally wired and

designed to operate on different frequencies.

Selling to women successfully hinges on a number

of things, the major one being your ability to

initiate, foster, and maintain a transparent

relationship. When I remember the children at my

sister’s house, the above assertion makes perfect

sense. Your ability to connect will determine if you

become the go-to vendor or victim of your own lack

of relational ability.
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