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			To every prospect who said “no,” 
to those who were patient as I learned, 
to those who said “yes,” to all my customers—
especially those who trusted me and stayed with me for thirty years and beyond—
to the managers and mentors who guided me, and to the teams I had the privilege 
and honor of leading.

			Because of each and every one of you, 
I am a confident leader and a caring person focused on helping others. 
I am grateful for the rewards, never taken for granted. 
Your honesty, patience, trust, guidance, 
and partnership make it possible for me to 
continue this journey to help others succeed.

		


		
			Special Invitation

			Ready to fix your sales? 
Take a quick Sales Assessment at

			BeenThereCS.com/Fixed

			to see how I can help dramatically increase your company’s sales and get you 
on the path to predictable revenue.
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			Introduction

			The Future You Never Wanted

			I’ve been an astronomy buff for as long as I can remember.

			I read everything I could about the astronauts and closely followed all their adventures in the Mercury and Apollo programs. One of my favorite memories is hearing President Kennedy announce that we were going to the Moon in his famous speech in 1962.

			The space program of the 1960s and 1970s has long since passed, and these days I am focused on observing planets, stars, and galaxies. But mostly I enjoy viewing and imaging our sun. (Note: Always observe the sun with equipment designed to do so safely.)

			Nothing can humble me like a stunning view through a telescope and the realization that the object I’m looking at has been around for millions or even billions of years. One of the biggest ironies of astronomy is that even though celestial objects—including the Earth—have been around for a very long time, they’re not stationary. Everything is in motion.

			If I want to catch a glimpse of Mercury’s transit across the sun, a close-up view of the Moon, or a solar eclipse, I’d better have my telescope prepared. I can’t wait until the last minute to get ready.

			Once the moment has passed, it’s gone. If I’m unprepared, my opportunity will be lost and may not return again for a very long time. And in the case of some celestial events, such as the appearance of Halley’s Comet, it may not even come back around in my lifetime!

			In astronomy, timing is everything. Fortunately, I don’t have to figure these things out for myself. I can benefit from the work of astronomers and scientists who have created amazing technology that predicts the position of stars and planets with incredible accuracy.

			I don’t have to guess the position of any celestial object. I am the beneficiary of the hard work and talent of the experts in the field.

			You are probably thinking, Phil, this isn’t a book about astronomy. I’m here to learn about sales. What gives? I’m about to show you how similar they are, especially when it involves the best way to experience success.

			I don’t go outside and point my telescope in a random direction, hoping I get lucky. Instead, I point it in a direction where I know I’ll see something interesting. However, I can only do that because others have figured out where a certain planet or star is going to be.

			The same is true when it comes to sales and selling. You and your sales team won’t achieve true success trying random strategies and pointing in any old direction. Your results will be much better when you listen to an expert—one who knows exactly what works and can help you get results. Plus, you’ll get those results much faster than you could on your own.

			When you follow great guidance on sales, you’ll have the same experience I do when I look through my telescope. You’ll be filled with wonder and awe—and you’ll want to keep coming back again and again.

			WHO IS PHIL WHITEBLOOM?

			Aside from seeing my name on the front cover of this book, and perhaps reading my brief bio on the back cover, you may not know much about me.

			As a result of my sales and sales leadership experiences over the years, I’ve earned the nickname “the Sales Fixer.” Why? Because I bring clarity, structure, and discipline that in-house sales managers cannot always deliver. I have a record of managing and winning complex, high-ticket sales. I deliver immediate wins and huge long-term successes, not just theories or ideas. 

			I bring clarity, structure, and discipline that in-house sales managers cannot always deliver. I have a record of managing complex, high-ticket sales. I deliver immediate wins and huge long-term successes, not just theories or ideas.

			To put it directly, I provide the accountability and confidence that only a fixer can provide. You’re reading this book because you want results, not another training session with general ideas that probably don’t fit your company’s specific situation.

			I’ve been successfully selling and helping others sell successfully for forty years without interruption. For three of those four decades, I was actually running sales teams. We always had to make our number—and we had to make it monthly, quarterly, biannually, and annually. I know firsthand what it takes to be under that kind of pressure and deliver results.

			Of course there is strategy involved in achieving success, yet your day-to-day activities are based in tactics. You’re in business today. Your team needs to get results today. You have bills and vendors to pay, you have bonuses to pay, and your business must make money. These all need to happen today, meanwhile the pipeline must continually be filled with opportunities that will guarantee consistent growth for the periods to come.

			Sure, the CEO has both the responsibility and the luxury of looking down the road two, three, or five years. But on the sales side, the horizon is much shorter. The number must be made now, all while building for the future.

			Companies fail when the sales team is only looking at long-term objectives. In addition to keeping an eye on long-term goals, they need to be focused on what they are doing right now to achieve their target numbers.

			If your company is privately held, the numbers you’re focused on are for the owner. But if your company is public, you report to the board, which reports to the shareholders. Ultimately, everybody wants their money, so the numbers must be hit monthly, quarterly, biannually, and annually.

			No matter the size of your company, sales matter—and the challenges are often the same. My role is to step in and deliver results. I know how to analyze and manage pipelines, work with people to improve those opportunities to create more sales, and ensure they deliver results.

			Now that we’ve been properly introduced, let’s take a closer look at the main problem I’m addressing in this book, the solution I’m presenting, and what lies ahead.

			No matter the size of your company, sales matter—and the challenges are often the same. My role is to step in and deliver results.

			THE PROBLEM YOU’RE FACING

			We’ll dive into this much more in Part One. But for now, let me clearly articulate the main problem your company is facing in sales and the cascading effect it’s having.

			There can be lots of reasons for sales issues. However, the bottom line is that your company depends on increasing sales year-over-year in order to sustain profitability, develop new products, and dominate your market.

			Sales problems are not just isolated issues unto themselves. When sales are not where they need to be, revenue is down, and this affects everything else. Sales are a critical bottleneck to the success of every aspect of the business.

			Think of your company as a solar system: Sales is the sun at the center. Its gravity keeps everything in orbit. Without it, the planets would drift aimlessly, and the system would collapse into chaos.

			In the same way, sales give life to your company. When sales are off, revenue goes down. That causes all kinds of negative effects. Teams get downsized, funds for new initiatives dry up, bills go unpaid, and painful expense cuts are made, often compromising productivity and efficiency.

			After all, you’re in business to be profitable. When you don’t have sufficient revenue, you don’t just have a sales problem. You have a survival problem.

			Some of your biggest pain points probably include:

			
					
Unreliable forecasts: You don’t have confidence that sales results for the immediate period will match the forecast. This makes decision-making difficult.

					
Lack of real-time deal clarity: You are frustrated by not having an up-to-date status on major opportunities. You want to know the next steps, probability, risks, and what management needs to do.

					
Low close ratios: You continually see too many losses or stalled deals that never finish.

					
Missed opportunities: You are tired of losing deals. When your company doesn’t compete effectively, it can feel worse than a loss.

			

			In addition, you’ve probably said or thought some or all of the following:

			
					
We have leads—we’re just not closing enough.


					
The sales team is good but inconsistent.


					
Our pipeline looks strong, but revenue isn’t following.


					
We’re leaving money on the table. I just know it.


			

			If you can relate to anything you’ve read so far, you’re reading the right book! I’ve heard these phrases and witnessed these pain points more often than I can count. That’s why I’m honored and excited to share a solution that not only addresses these issues—it actually solves them.

			THE SOLUTION YOU’VE BEEN LOOKING FOR

			As every CEO and business owner knows, sales problems are not going to fix themselves. If your sales manager could identify and fix the problem on their own, they would have done so already and you wouldn’t be reading this book. There is a chance they are actually part of the problem.

			It’s been said, “You can’t read the label of the jar you’re in.” If that’s true, then your sales manager and salespeople on the inside will find it impossible to look at the problem from the outside.

			The solution is to bring in an expert like me who has been there and knows how to identify and fix the problem. The expert comes in with fresh ideas and a new perspective, complete with implementation and accountability plans.

			You don’t need to have all the answers—you simply need to bring in the right expert who does have the answers and who can implement them.

			You already know several things: You need outside help to fix things now—more generic training will not address your actual problems—and your long-term goals will be impossible without short-term changes and positive results.

			As someone who has been in the trenches for decades managing high-powered sales teams in competitive markets, I am uniquely positioned to understand your position and needs, and also can provide solutions that bring tangible results.

			To that end, this book will introduce a question-based sales framework that moves your buyers from “We have a problem” to “We need outside help” and finally to “We’re ready to hire someone (you) and can absolutely justify the investment.”

			In the following pages, I’ll introduce the SALES framework that gives you the big picture. But I’ll also give you lots of practical nuggets you can start using right away.

			The Sales Fixer is not your typical sales book. Most sales books are both too long (in size and theory) and too short on practical advice and solutions. That’s why this book is short and practical.

			I’d love to help your team identify and fix your company’s sales problems so you can:

			
					Give your customers and clients more reasons to buy and make more referrals to your organization.

					Focus on your main responsibility: achieving the company’s long-term vision by directing your efforts on what you need to do internally and externally, knowing that the needed sales will be there to support your endeavors.

					Enjoy predictable revenue and reinvest more profits into the company by funding new tech, rewarding employees with bonuses, building high morale, and creating more profit.
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