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Chapter 1 — You Have to Act Like a Salesman
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INTRODUCTION:

When I started my new role in sales in 1996 in information technology company selling ERP solutions, I assumed the role itself would do the work for me. I had a business card, a product to present, and meetings on my calendar — yet results were inconsistent and deals stalled without clear reasons. but something was missing. Clients listened, nodded, then delayed or disappeared. t took repeated losses and uncomfortable silence after meetings for me to realize something important: real sales strength is not loudness or pressure. It’s about how you show up before you speak. What influenced outcomes most was not the words I used or the numbers I quoted, but the way I entered the conversation and carried myself throughout it.

IDENTITY IS THE FOUNDATION OF INFLUENCE — AND I LEARNED THIS THE HARD WAY

The way you define yourself internally shapes every external behavior — how you speak, how you negotiate, how you explain value, how firmly you hold your price, and how confidently you follow up.

How you negotiate  

How you present your offer  

How you defend your price  

How you follow up  

If you identify as “a trusted advisor,” your presence changes immediately as identity creates behavior and behavior creates results. In practice, I noticed clients reacted less to my explanations and more to the certainty — or lack of it — behind them.

THE SALESMAN MINDSET — HOW MY THINKING CHANGED UNDER PRESSURE

I noticed that the people closing deals faster than me approached conversations differently.

Qualified achievers I observed shared a quiet internal alignment. They believed their abilities to solve problems, stood behind their solutions, and did not question their own right to lead the conversation.

THE TRUSTED ADVISOR POSITIONING — HOW CLIENTS STARTED TREATING ME DIFFERENTLY

I had to change a few practice that were quietly working against me.

SHOW UP WITH ENERGY  

Information alone never moved decisions. What moved people was energy — calm, controlled, and confident energy that made them feel guided rather than sold.

SPEAK WITH CONFIDENCE  

I learned that confidence often mattered more than the explanation itself.

LISTEN MORE THAN YOU SPEAK  

You gain power by understanding, not pushing.

LEAD THE CONVERSATION  

Clients anticipate direction.

ADJUST YOUR TONE  

Your tone communicates more than your words.

BE PROACTIVE  

Waiting kills opportunities. Movement restores them.

THE TRUSTED ADVISOR POSITIONING

When I adjusted my behavior, clients gradually stopped treating me as a typical salesperson. Conversations shifted — I was consulted, asked for direction, and trusted to guide decisions rather than push products. Clients starts to perceive you as:

A leader  

A trust worthy 

Closing speed  

With authority  

Have pricing power  

A trusted advisor is valuable. A typical salesperson is replaceable.

REAL BUSINESS STORIES

CASE STUDY: THE MANAGER WHO CLAIMED AUTHORITY

Background: A regional sales manager led a team that constantly apologized for pricing and delayed decisions.

Challenge: Clients perceived the team as weak, often negotiating aggressively and delaying contracts.

Shift: The manager trained her team to adopt the Act Like a Salesman Method — confident tone, professional posture, and clear direction.

Result: Over the following months, deal flow improved noticeably. Conversations became shorter, resistance decreased, and clients stopped negotiating from a defensive position. Clients began referring to the team as “consultants” rather than “sales reps.”

Lesson: Identity creates authority. When salespeople act like leaders, clients follow.

THE ACT LIKE A SALESMAN APPROACH — WHAT ACTUALLY WORKED FOR ME

OWN YOUR ROLE  

Say: "I help people solve problems and improve their situation."

ADJUST YOUR TONE  

Use strong, calm, clear speech.

STAND LIKE A PROFESSIONAL  

Confident posture increases perceived authority.

LEAD THE PROCESS  

Give direction, next steps, and structure.

SHOW CERTAINTY  

Your certainty reduces client doubt.

CONCLUSION

I no longer see sales as a role someone assigns. It is an identity revealed through daily behavior — how you show up, how you speak, and how firmly you stand when decisions matter. When you act with certainty, clients feel safe following you. Authority begins with how you show up.
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CHAPTER 2 — ACTIVE–PROACTIVE
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INTRODUCTION: THE MOMENT I REALIZED WAITING WAS HOLDING ME BACK

I understood the real difference between waiting and acting only after an opportunity slipped away while I was “being patient.

I started noticing a pattern. Some people moved only after something happened. Others moved before anything happened at all. The second group consistently stayed ahead. Again and again, I watched deals close — not because someone was smarter, but because someone acted earlier.
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