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Chapter 1

Introduction:

 

In this book I want to convey to you an overall strategy in selling; a practical guide to provide insight in ways to become a successful advisor in your sales career.

Sales is a rewarding profession:

-    It is a future forward career path that deserves recognition. 

-    It is a launchpad and not a fall back. 

-    It is also a strategic and skilled profession that drives business growth. 

Companies highly value good salespeople because without sales, there is no revenue and no business. Today's salespeople must have emotional intelligence, product knowledge, problem solving and a customer first mindset. You need to understand the pitfalls that awaits you and ways to overcome it.

It is estimated that standard initial sales training is forgotten within three months. That is the reason for repetitive reinforcement and the necessity of internalising the sales process. It is also just common sense to practise, and to keep on practising.

Gary Player once said: “The more I practice the luckier I get”. 

In this book I will convey actionable strategies and practical techniques for you to become a successful and a happy sales advisor.

Selling is one of the very few professions, that you can start off making a good living, earning an exceptional high income within a relatively brief time span and even become a millionaire without startup capital. 

By adhering to these principles, you can build a long-term client base and become known as the person in your field to go to, for excellent and honest advice.

In my sales life I saw many, maybe most salespeople making the same mistakes repeatedly and not learning from it.

99 percent of the time these people leave the sales industry with a bad taste in their mouth and telling that to everybody that is interested in listening. All of this is unnecessary whereas they could have become successful if they were prepared to listen and learn to work, according to the proven principles discussed in this book.

 

If you have a careful look at all high profile and successful person, read their autobiographies and listen to what people have to say about them, you will find a lot of these principles discussed in this book, used by them in their dealings to become 
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successful and most of the time rich. Adhere to these principles, and I can promise you, you will become remarkably successful and outstanding salesperson and rich as well. The contents of this book, if internalized, are applicable to all levels of society.

It is applicable in all relationships throughout life and will always be applicable in either selling yourself or your ideas. In all careers you need to have certain human skills, or you can also call it sales skills to promote yourself, your products, and your ideas. In this book I focus on looking at sales, the salesperson, the sales process, and salesmanship, although its application is far wider.
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Chapter 2

Sales as a career:

Before you start off with a sales career you must have certain clarities:

1. Are you in it for the long run or is it just an in-between while you are looking out 

for something more stable. You must not think of it as something temporary while you are looking out for something better.

2. Do you have the necessary stamina and willpower to work at least 12 hours per 

day for the first couple of years?

3. Are your wife and family on board with these long hours? And are they 

supportive?

If I use my personal history as an example, my wife was exactly this supportive. Although we were married not that long ago, and even after the birth of our first baby, she had to look after the newborn entirely by herself. Not once did she complain at all. Very soon after I started at Old Mutual, I also had to do my two years national service. During this time, she did all my admin in daytime, as well as making appointments for me to see clients after 17:00 in the afternoon. 

4. Can you go without your friends and your normal social midweek actions?

5. Can you see yourself in 10 years’ time, still in this career?

6. Are you fine with it, if people, specifically at the beginning, look down on you as a 

salesperson, and see you as a peddler or a hawker?

Mental attitude

The keywords here is:

 -         (self) confidence 

-        adaptability

-        empathy

-        persistence.

Can you take rejection, or maybe, rather can your self-image take rejection and sometimes even a lot of it? Can you stay positive or rather having a positive mental attitude specifically during lee times, doldrums and off periods?  You must have the right mindset to be successful in sales. You need to have an attitude of always overcoming obstacles that will be in your way or sometimes be thrown in your way.

A real-life story:

An insurance salesperson had some tough times, the last straw a cold call, to a customer at his house. At meeting the customer, the customer was extremely rude to him and chased him away. He then phoned five other insurance companies and made 
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appointments 10 minutes apart. He then goes sit in his car and observe the drama unfolding. You can imagine what was happening. After the fifth representative, this prospect went totally bezerk. 

This made the salesperson had a good laugh and put him back on track. When you are in that doldrum phase, something similar can help a lot to turn things around.

At the beginning it is the same as scaling a cliff. When you look down where you have started you can easily become afraid of going any further and decide that you are high enough, it is going to take too much of an effort to continue your journey. In sales this is called the glass ceiling. It means that you have now decided that you cannot do any better.

Drive and vision:

You need to have the drive in you, you need to “drive” to success, you need to visualize your future financially and other benefits that you will be reaping in the long run.

A balanced view is necessary not only to see the financial benefits and rewards but also to see how your future develops.

Only once this mind shift is made, the salesperson becomes an advisor and not a peddler. You will be making a good living and build a lasting advisory- sales career.

Take note that specifically at the beginning, you are going to need a tantamount of time in developing your client base before you can become successful. It is of course in the volumes where your financial success lies. Remember, you are going to be rejected up to 80% of the time, according to the Pareto principle specifically while you are building your practice. Once you come to the point where you have built a big enough client base, money becomes an automatic spin off and no longer the sole purpose of your trade.

Conmen:

Yes, there will always be conmen in the sales industry, and they are making lots of money, but it is always only for a limited period. As the saying goes you may bull….. a lot of people for a lot of time but not all people all the time. The question is, to what avail?

Building a meaningful legacy:

The question is do you only want to make money, or would you rather be thought of as someone who wants to be of service? What would you like your legacy to be? For me as a Christian I would like to think that I make a difference, and that I'm trying with my service to make the world a better place.
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Sales skills:

Sometimes you hear a salesperson saying that the clients need to see for themselves that I am an honest salesperson and that I will only do the best for them, really?

 In today's crooked world where there is such a lot of scam products on the market and such an incredible number of scammers, that as previously said is in the game only for themselves and to make a quick bug, with no conscious or regard to the outcome of their so-called services /advice and the use of their products. For example, So-called financial advisors and investment advisors with no regard or conscious to what they are doing to their customers, which will most probably be left on the street after stealing their life savings. They could not care less. This is the way all Ponzi schemes operate.

Very easily you hear people say:” My product is selling itself” or “I am not selling therefore I do not need to learn any sales skills”. Yes, but sometimes or maybe most of the time it needs some intervention from your side. Customers become increasingly critical every day. Becoming critical of the salesperson and his product, not accepting someone's bona fides point blank anymore.

How many spams is blocked on your phone and why? Maybe it is because you have already decided that you do not need that product, or you believe that they are going to scam you. I would say it is mainly because you can feel that it is most probably going to be a waste of time. You can feel that they are doing this job out of pure desperation and the need for money, or even most probably because they are unqualified and uneducated for any real career. On the other hand, if YOU can make a potential client or customer feeling appreciated and that you really have their well-being at heart, I can assure you it will make all the difference in the world. Although we are living in a high-speed chase world, every single person still has their basic need to be appreciated and to be dealt with honesty. Therefore, it is necessary to do your presentation the right way and to have the right mindset necessary to be successful. By doing it the right way your client will be more easily convinced of your honesty and sincerity. Therefore, being more open to a sale.

 Working according to these principles, pinned down in this book you just make life easier for yourself.

 

7




Chapter 3

Sales process:

You can break down sales as follows.

1. Prospecting.

2. Research: finding out as much as possible about you prospect before your 

meeting and the prospects personality type.

3. Approach: According to personality type.

4. The actual presentation; keeping the rules of ‘engagement “in mind, according 

to personality type.

5. Closing and objection overcoming.

6. Follow up.

7. Longterm client service.

By managing the sales procedure, the correct (Proven way) you will make the prospect or potential customer / client. 

1. To feel safe.

2. Appreciated.

3. That you have their well-being at heart.

4. Every single person has the need to be dealt with in honesty.

 .

This Is the reason why you need to have the right mindset necessary to become successful and to be an outstanding salesperson.

