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            Introduction

         

         My name is Paul Clark, a sales person with 11 years B2B sales experience, selling in a highly niche and lucrative media sector from which we would bring buyers and sellers together to engage in the right environment in order to help them achieve their goals. We specialised in selling to C level decision makers from companies as large as IBM, SAP and Microsoft, from industries all over the world. Finance, Telco, Oil and Gas, Marketing… BLAH, BLAH, BLAH. Stop, hold the phone, let’s get something really clear and from the outset. The products or company I worked for don’t matter. I am not going to bore you with ‘Hi my name is’ absolute slim shady bull****… I sold this much… I’m this good, Blow me… #BSW is about the real and raw approach to selling. I want this book to be honest and about a clear-cut approach, and a simple system that can go from an idea, or a simple paper-based lead, to money in your pocket. Not only that, I’m going to show you everything from understanding your customer, creating the Sales Warrior funnel, to closing like a BOSS in ten really simple steps.

         So is this book for you? I’ve no idea… Whether you’re a CEO or senior business leader who wants to help increase sales standards and pipeline in your business, or you are a newly appointed sales executive fresh out of Uni, I literally have no idea if this book is right for you… The reason I don’t know is I don’t know who you are. Whether you have it in you and you have what it takes to be a truly successful Sales Warrior. It takes something special for someone to become a Sales Warrior. Something that I will define in Stage 1 of the book. So read on and find out. If you can guarantee after Stage 1 you tick all the boxes, then read on because I have created a system that if mastered correctly can create you incredible amounts of sales, smash your targets out the sky and help you become seriously wealthy. BUT this is not for the faint-hearted; you need to fit the mould. Because this system will NOT work unless YOU are 100% committed to each stage of mastering the art of hardcore sales generation.

         Like I say, I don’t know if this is for you and I’m not expecting anything, but let me promise you this – if you make it to Stage 10 then you could be one of the very few that make it in becoming a true Sales Warrior. One of whom can blow the rest of your peers and competitors out of the water. And most importantly achieve your upmost desires and whys…

         Welcome on board – this is your ticket to long-term success, BUT ONLY IF YOU HAVE WHAT IT TAKES TO TAKE IT FORWARD.

      

   


   
      
         

            STAGE 1

            Are you a Sales Warrior?
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         I know what you’re thinking… I’m on to Stage 1, let’s see what this so-called sales guy has to offer, and how can he make me a what do you call it?? So-called Sales Warrior?? Or here we go again another salesman thinking he has the keys to the kingdom with another sales book that I will either not understand or agree with and chuck in the bin??

         Scepticism, just like any buyer would have. So it’s totally understandable, but you have bought the book and you have read through to Stage 1 so the door is open. So it’s very much like a sell you would make. Why have you continued so far?? The same reason anyone would, we are all searching for ways we can sell more and make large amounts of money and change our lives for the better. Agreed? Good. Well then that’s the first box checked in becoming a Sales Warrior.

         We all need to have a reason. A reason to want to increase the amount we sell and a reason to want to push ourselves. And when I say push ourselves, I mean stretching beyond what our mind currently thinks is enough.

         We naturally have an ability to settle for what we currently think is pushing ourselves, but you would not be reading this book if you didn’t want to improve. You need to take yourself to a whole new level of work-rate and stretching, in order to break barriers in becoming a Sales Warrior. Nothing worth having comes easy, so you need to firstly be prepared to take yourself to a whole new level of work-rate.

         THE REASON ALL SALES FAIL WITH THE SALES WARRIOR CONCEPT IS THEY ARE NOT PREPARED TO WORK HARD ENOUGH AND DO WHAT IT TAKES.

         Once again I’ll say it, I don’t know you and who you are and what kind of person you are. BUT you absolutely need to get this right from the off. If you are not prepared to take yourself to a whole new level of pushing yourself, then you will never make this work and you should throw the book in the bin NOW. As it’s as good as done. Very few have mastered my concept but the people that have went on to be incredibly successful and wealthy. Again, this is about you not me or anyone else. So if you’re ready and agree then continue reading.

         There are two types of sales people in the world for me – ‘Cruisers’ and ‘Drivers’.

         Cruisers will be the ones typically with money in the bank, ok with just plodding along doing the odd deal here and there to hit their number and hit their quota. Just cruising against the average or amicable performance number. But also, Cruisers will look back and use their previous performance as a reason for why they can cruise and why they can work less hard. I’ve heard every excuse under the sun from Cruisers.

         They are not poor performers but they are not ever going to be Warriors and break boundaries in their performance and achieve their vision. Then there are ‘Drivers’. Drivers, typically, are characters that are always pushing and pushing hard to hit their numbers and sometimes a Driver typically would be a new starter learning the job, who has the hunger and desire to strive on for success. A Driver would work harder than everyone else, never settle for less than perfection. But gives it everything. And the key to a really good Driver – they don’t stop once they hit their number and get to what the business they work for is considered a suitable a high-performance; for example, just hitting their target. A Driver keeps on pushing past it and determines their own level of excellence. That, my friends, is a true Sales Warrior character.

         Now it’s important to mention, whether you’re a Cruiser or a Driver it doesn’t matter. Being either, you still need to push past the threshold. As for me, it is easy to be a Driver, get some success, then sit back and become a Cruiser. I see it all the time, and it’s the biggest failing of a talented sales staff. Whether it’s that you hit a rut, just lose rhythm, confidence or simply a lack of enthusiasm. I’m going to give you a tool to help you move right past that.

         It’s not easy to just suddenly push yourself that extra yard without reason. You have to understand the things that drive you. Goals are performance markers, and achieve you short-term success, and yes, if you keep setting goals, then you keep performing and hitting those goals. But to be honest shaping a goal is difficult, because we say to ourselves I want to buy a house, I want to buy a car, material shit. But if those are goals that drive you then so be it.

         But to become a Sales Warrior you need to build and write a picture of your future, paint that picture in your mind, and create a mental photo of what it looks like. A picture built from your emotions and a picture built from what improving your performance to a whole new level will give you.

         And do you know what, don’t hold back!! Make that picture exactly what you would want as a dream, because your new found success is going to make that dream a reality.

         Now, you have the work-rate and commitment to push yourself to a place with no limits. You have a picture-painted vision of your reason to reach new heights, but you need one more thing… Making sure you are in the right role with the right company but, most importantly, the right product.

         No matter what, the Sales Warrior concept can get you success in anything you do and whatever you sell, BUT for you personally the product has to be right. Only for your benefit. I was lucky to sell something in my career that was fantastic, and that’s why when I created the system it brought me incredible wealth and success. But I also met and worked with people who came from companies that were selling absolute horseshit products, and to be honest it’s like pushing that shit up a hill with a rake. Do yourself a favour – if the product is not good, well, how you can expect to sell enough to the volumes I’m going to be asking for later in the book with a shit product?
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