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      Foreword

      TONY PARINELLO IS AMAZING.

      He is one of the most imaginative and determined people I've ever met. That imagination is apparent the minute you pick up his book or audiotape album and see the name VITO describing the top person in an organization — the Very Important Top Officer with the ultimate “veto” power. Seldom have I known a name or word to take hold so quickly — to become such an integral part of the sales culture. “VITO” is an overnight addition to the lexicon!

      Walk into the sales department of any company that has participated in one of Tony's programs and you'll hear managers asking their salespeople, “Have you talked to VITO yet?” You'll hear salespeople saying, “I have a meeting with VITO scheduled for next Tuesday,” or “I met VITO — she gave me the go-ahead to do a corporate-wide study!”

      Tony's not afraid of challenges or changes. From getting his first job in sales after a tour in the Navy as an airman, to starting his own sales training company, Tony has always stretched beyond his own comfort zone. He sets the bar high, higher than he's ever had it before, and then goes for it.

      He's not a perfectionist (that takes too much time), but he always strives for excellence in whatever he does. When he falls short, he picks himself up and tries again. When I asked Tony where he got his determination, he said, “From growing up in the inner city. Hoboken, New Jersey, was a rough town. I learned a lot about risks and taking chances, and how to size up challenges on the spot. Watching my dad in the ring — he was a Golden Gloves fighter — was invaluable. I learned that you can't stay down for long if you want to win.”

      Tony shows that kind of courage and determination in the field he chose to speak and write about. He has taken the most unpopular topic in sales training — prospecting and selling to hard-to-reach top decision makers — and given it new life, spirit, and excitement. Tony challenges and exhilarates even the most experienced salespeople. He doesn't just preach about how important prospecting is, or tell you that it's “all a numbers game.” He's developed a comprehensive, logical, and innovative sequence of steps that will get you to the top decision maker.

      His is a process that is based on twenty-three years of award-winning sales performance — in other words, Tony's own trial and error, with his own feet in the street. In that period of time, Tony made over sixteen thousand prospecting calls to top decision makers and conducted hundreds of interviews with receptionists and executive secretaries all across the nation. He listened to these people carefully. He knows what they want, what they expect, what makes them see red. And he knows how to get their attention. As a behavioral scientist, I can easily see and understand why his unique methods for building trust and rapport with decision makers work so well — and result in appointments.

      Tony redefines many of the most outdated beliefs about selling; my favorite example of this has to do with the idea of “closing the sale.” Tony never “closes” a sale. He “opens” business relationships, mutually beneficial partnerships that last for many, many years.

      Keep in mind that Tony is a tactician — a salesperson's sales trainer. He uses the methods in this book every day; he never suggests an idea that he hasn't already found to be effective in his own sales work. He takes full responsibility for his ideas, a trait that is essential for any professional. Simply stated, he walks his talk.

      In my audiotape album, Time to Win, I address the idea that success depends on choice, not chance. Your decisions are what cause your rewards and the consequences you face. Let's think, for example, about the decision of who to call on first in a new prospect company. Clearly, that's a choice you have to make just about every day of your sales career. Tony makes clear that it's also a choice that will have a greater impact on your level of success than virtually any other. In my tape, I also talk about the Statue of Responsibility, a counterpart to the Statue of Liberty that serves as a reminder of lost freedoms and opportunities arising as a result of irresponsible choices and actions. Tony argues persuasively that one of those lost opportunities is neglecting to call at the top. (And he points out that if you don't do it, your competition will!)

      Calling at the highest level first is certainly not the easiest, safest, or most comfortable route. But risk — and even a certain amount of discomfort — can be a healthy part of growing, of seeking out opportunities, of learning. And it's been my personal experience that the road less traveled is the one that often pays the biggest dividends in the long run.

      When you're talking about getting appointments with VITOs, the dividends will take the form of time saved, opportunity coverage, and customer loyalty — not to mention increased commissions for you, if only because you won't be wasting as much time as before. My guess is that, on some level, you probably already know about the potential advantages of calling high — and the perils of calling too low — in a prospect organization. So let's move on to the real challenge, making the initial contact with VITO.

      That's where Tony's Selling to VITO program comes in — and where you will come to benefit from his imagination and his street-smart instincts. His innovative ideas and proven tactics will separate you from your competition. Try them and see.

      If you were to compare the process of selling to top decision makers to a competitive sports event, you'd have to liken it to a marathon. Like a marathon, half of the job of selling to VITO is preparing yourself, and the other half is employing the proper psychological and tactical edge. If you prepare properly, then use all the advantages at your disposal, you will know, without any doubt, that you can attain your goal. And then you will go out and do just that.

      With Tony as your coach and Selling to VITO as your training guide, you'll not only finish the marathon — you'll become unstoppable. You'll develop unshakable confidence. You'll set your next goal higher, higher perhaps than you've ever set it before. And you'll make success your own.

      — Dr. Denis Waitley
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      Introduction

      Think for a moment … if you were given an opportunity to make one and only one sales presentation, who would you want to make your presentation to?

      Think for a moment … if you could ask someone for advice, sponsorship, mentoring, or a golden referral, who would that someone be?

      “It's time to turn Thinking into Action”

      Dream of a time in the future when you are making all the money you want to make …

      Dream of a time in the future when you are named “Salesperson of the Year” for the tenth year in a row …

      “It's time to turn Dreaming into Living”

      Are these guarantees that I am making? Yes they are, and here is why: To date I have personally taught and mentored over one million sales professionals to use the tactics contained in this book. I receive numerous cards, letters, e-mails and telephone calls telling me of accomplishments, new sales records being set, greater income and personal satisfaction.

      Are these salespeople more fortunate? More intelligent? Do they have a better territory? Greater products to sell? Not likely. The difference is that they decided to change. To do things differently than ever before. They decided to sell to VITO. If you are not ready to change or challenge your “conventional” sales wisdom, or to engage in a process that is totally different from any other you've ever read in any other sales book, then simply place this book back on the shelf. From this point on, you must have a wide-open mind. Because your greater success is exactly what's at stake.

      Even if what I suggest isn't that you're used to doing, isn't what other people in your office are doing, or sounds flat-out crazy, do it anyway. Take the advice of over one million people who do what you do for a living. Believe me, you'll like what happens.

      Anthony Parinello, your new success coach

      
        Anthony's Tactics Work:
      

      The following are excerpts from professionals who like you were looking for a different way of getting to the top of their sales game. They were holding Tony's first edition of Selling to VITO in their hands trying to decide whether to invest their money and their time. Now, they're glad they did.

      “Tony has shown me how to take action and make things happen — rather than wait for things to happen. As a result of implementing his ideas, I won my company's Rookie of the Year award, became the third-ranked salesperson in a company of 1,000 salespeople, and emerged as the #1 sales rep in the West. Now, it's time for you to take action — and read this book!”

      — Peter T. D'Errico, Sales Representative

      “There is nothing Tony suggests in this book or on his telementoring sessions that he doesn't do himself every day. That's the reason he earns the respect of so many salespeople. To me, he's more than a top-level author, more than a compelling speaker, more than a mentor. He's a friend and colleague who does the same thing I do for a living.”

      — Chad Robertson, Sales Representative

      “People need confidence to succeed. Tony's techniques have helped boost my confidence both personally and professionally. I've learned to look in the right places instead of in the usual places, for my sales opportunities. When Tony's kind of sales preparation becomes second nature, every sales call is taken to the next level — and productivity soars. That's unshakable confidence!”

      — Kathy Pierce, Sales Representative

      “For several years I'd focused my telephone prospecting efforts on people in lower and middle management levels. Then Tony took me to the top! Now, I'm meeting with presidents, CEOs, and senior management levels and I'm expediting the sales process. Now, Tony's at your side too!”

      — Dave Irish, Sales Manager

      “Tony's selling techniques are different than anything I've ever used before. It would be impossible to ever get “into a rut” by implementing these ideas. And they work! If you don't have fun selling using Tony's tactics, then you will probably never enjoy selling.”

      — Doug Gelatti, Sales Representative

      “Tony's approach to selling will immediately enhance your position within your accounts, you'll gain tremendous confidence and determination, but more importantly, you'll have a blast. The ideas in this book have tremendous upside potential for your career growth. Take advantage of them.”

      — Steve S. Hirano, Sales Representative

      “Using Tony's methodology, I'm able to position myself as a partner and consultant. I'm able to listen ‘between the lines’ — and that differentiates me from the competition!”

      — Linda Murphy, Sales Representative

      “The first telementoring session we had with Tony sparked one of my sales representatives to win a $200,000 account that had been stalled for over three months.”

      — Mike Adami, Vice President

    

  
    
      PART 1

      
      Meeting and Becoming VITO's Business Partner

      
        
          “Now I understand why professional salespeople have the right to call on VITO.”
        
      

      — Lou DeGiulio

      When you mastered this section you will have the ability to:

      
        	
          
            Add value to VITO's day
          

        

        	
          
            Get into the “VITO Zone”
          

        

        	
          
            Understand VITO's personality style and the results they look for
          

        

        	
          
            Avoid wasting time with low-level influencers
          

        

      

      Key Thought

      Whenever you approach VITO, you're on a job interview. Because if a VITO would hire you as a salesperson, VITO will do business with you as a business partner.
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      The Time Is Right

      WELCOME TO THE NEW ECONOMY. WELCOME TO THE NEW MILLENNIUM. IF you're a salesperson, you have your work cut out for you.

      It's more difficult than ever to sell for a living, and every salesperson who's likely to still have a job twelve months from today knows it. The competition is tough, and finding new customers (not to mention keeping the old ones) can be brutal. Prices are down, the cost of sales is up, overhead is up, margins are down. More than ever, companies are looking for strategic alliances and business partnerships today, not quick fixes. And how about the latest trend in the sales world — the moves by companies to tie the commissions of their salespeople to the profitability of the company (or the sale recorded by the rep)? This can mean that if a salesperson spends too much time in an account trying to get an order, then that time and the associated cost of sales is going to be reflected in that salesperson's paycheck. Companies today are also tying customer service responses to the compensation their salespeople receive. And, in yet another twist, there are new payment schemes whereby salespeople are penalized if a company bails out, say, three or four months after signing on. Those “short-term” sales, the ones that relied on low price or a less-than-perfect match with the customer's needs, are being noticed. And, more and more, they're costing salespeople money.

      Things just aren't the way they used to be. Today's difficult, surrealisti-cally fast-paced business climate is probably one of the main reasons you bought this book in the first place.

      You probably know about all this. And while you may consider this state of affairs to be pretty desperate, I have a surprise for you. It's because you know about how difficult things can be these days that you have a remarkable opportunity with today's most important businesspeople. Top decision makers — whom I call VITOs, short for Very Important Top Officers — know all about the often intense market pressures you face. They deal with those pressures every moment of every working day. VITOs, of course, come in both genders. They are presidents, CEOs, executive vice presidents, and the like. Actually, the titles aren't as important as the function. VITOs have the ultimate veto power in an organization. They have power, control, and authority. They're the people who can say “yes” and have it stick when everyone else is saying “no.” They're the people who are most concerned with gaining market share, increasing revenues, controlling expenses, decreasing expenses, reducing time to market, and dealing with the changes in our unpredictable economy. They're the people who have to focus on solutions — and, in that, they have something in common with you.

      Perhaps you've tried selling to top decision makers before — and perhaps you found the experience intimidating. Perhaps a VITO gave you the impression that he or she considered all salespeople to be timewasters who are simply never worth bothering with. (Actually, VITOs consider only bad salespeople to be timewasters, and they're right.) You may even have come away from your encounter with a VITO convinced that he or she was speaking a completely different language than the one used by most of your contacts. However, most VITOs have sold for a living at one time or another — or, at the very least, appreciate the value of good salespeople.

      It's true, VITOs do tend to see the world in terms that are a little different than most of the other people you sell to. While other low-level contacts may worry about protecting their turf, or impressing others in the organization, or even holding onto a position they consider shaky, VITOs' interests are usually much more straightforward. VITO wants to improve the company's bottom line by raising revenues, improving efficiency, or lowering expenses. Not surprisingly, the language VITO speaks when it comes to dealing with the rest of the business world is a little more direct, a little less patient than that of your average contact. But don't worry. You can reach and do business with VITOs, no matter what your past experiences in dealing with them may have been. If you follow my advice, you'll understand that there's a food chain in every sale. VITO is at the top; the other people in the organization are lower. As a general rule, salespeople make their biggest mistake when they initiate contact at a comparatively low point on the chain!

      One of the purposes of this book is to teach you VITO's language — and show you how to use it to your (and VITO's) benefit. The techniques you'll be learning about have worked for over one million salespeople in businesses throughout the country. They can work for you.

      Once you finish reading this book, you will no longer be a distraction for VITO. You will no longer be something that stands in the way of VITO's attempt to deal with today's value-sensitive, ultra-competitive market conditions. You will be someone, not something — and an extremely important someone at that. You will be someone who understands what VITO is up against and knows how to offer what VITO wants most to find: solutions.

      You will be VITO's business partner.

      Once you've done that, you won't have to worry about most of the things salespeople keep complaining about. You won't have to worry about getting shunted off to a lower level. You won't have to ask yourself who really has the decision-making authority. You won't be left without any recourse if some low-level influencer within the company decides he or she doesn't like what you have to offer.

      You won't have to worry about any of that because you'll be working, not with just anyone within the organization, but with VITO. And I can tell you working with VITO makes sense because it's what turned my own career around.

      Selling to VITO affects the entire sales cycle. Unlike many other sales training programs, where you might approach qualifying, questioning, and closing as separate components, the program you're about to learn is about ideas, tactics, and methods that will move the sales in such a way that you save time, avoid grief, and compress the standard sales cycle, so that it runs according to a new and accelerated time frame: VITO's time frame. This makes selling more enjoyable and rewarding, and that's no small feat.

      
Who Is This Guy?

      Let me tell you a little bit about myself. In addition to being an author and a radio talk-show host, I'm a salesperson — and I'm also a sales trainer.

      As you read this book, you're going to come across a lot of suggestions about ways to do things differently. I know that's sometimes hard to do once you've built up a routine in your sales work. But you should know that I will never, under any circumstances, offer you any advice or outline any technique that is not something I myself have tried and found successful — and continue to use daily.

      The ideas in this book are practical, down-to-earth, and, most important of all, proven to work in today's business environment. Try them and see. These are not the theoretical constructs of some business-school whiz. I'm a salesperson, like you, and I think my revenue and commissions over the years indicate that I'm a pretty darned good one.

      Right now I'm going to give you a little bit of background to demonstrate that to you. But remember, what I've done isn't the issue here. It's what you can do. I'm bringing up my own career because I think talking about it here will make you want to listen to what I have to say on the topic of selling to VITO. And that was what made all the difference for me.

      When you get right down to it, though, it would be a little misleading to say that I actually wanted to sell to VITO in the early days. The truth was, I was in such a horrible situation that I had no other choice.

      I started out as a sales rep for Hewlett-Packard. You had to have a college degree even to interview with HP. They didn't call their reps salespeople back then, they called them “sales engineers.” You can imagine how popular an ambitious young kid with no college degree must have been with some of the people there! But they liked what they saw, and I liked the company. (The way I figured it, any company bright enough to bend the rules to take me on had to have something going for it.)

      I worked hard and had three stellar years at HP. Then I got cocky and let up a little bit. Guess what happened then. The fourth year rolled around, and I had a very, very bad first half.

      When I say “bad half,” I don't mean that I was a little under quota. I mean I had a horrendous half. I was at 19 percent of quota. I was placed on probation and given a formal memo that was placed in my personnel file. That memo informed me that I had to get my act together within the next six months or I would be fired.

      Looking back now, I can see where I went wrong. Slowly but surely, I had stopped prospecting for new business. It happens to a lot of successful salespeople. I was sticking with the old reliables — my existing customer base — and knocking on all the familiar, safe doors. At the rate I was going, there was no way I could support the quota I'd been assigned. I had gradually convinced myself that I could get by with taking shortcuts, and as a result I had nothing, absolutely nothing in the pipeline.

      I had six short months to sell enough new computer systems to meet my quota, or I'd be gone.

      I finished that year at 103 percent of quota — and got to keep my job for another year.

      At the awards banquet, my regional manager came over to shake my hand, which was quite satisfying considering all the pressure I'd been under. He said, “Tony, I have two questions to ask you. The first one is, are these new accounts you sold going to back out after the first of the year?”

      I said, “Absolutely not.” (And I was right.)

      He said, “Okay. The second question is, how the hell did you do it?”

      The answer to this question was that I used tactics that I rely on to this very day. I became less of a salesperson, and more of a businessperson. I began to focus on selling to VITO. I didn't realize it, but my recovery from being put on probation would be the genesis of the book you are holding in your hands.

      Think about it. I was in what certainly seemed to be an impossible position. I had to sell maybe half a dozen big new computer systems — not today's PCs, mind you, but high-end, high-priced systems — in six months. If you're at all familiar with the computer industry, or any industry that relies on big ticket sales, you'll realize how tough it is to get large company bureaucracies to requisition a box of blank disks over that period of time, much less approve the purchase of a $250,000 to $500,000 computer system. I couldn't go through the standard channels. I had to reach real, live decision makers, people who could say yes or no instantly to the ideas I had — and who could actually make things happen within the organization once they realized the potential benefits of my solutions.

      I had to reach VITO. And I did.

      Now, a lot of time has passed since the day I received that awful memo. But you know what? The pressures I faced during that extremely challenging year were not unlike the pressures today's salespeople — and that includes me — face day in and day out. I don't mean to suggest that everyone in sales is failing to meet quota, of course, but I do think it's fair to say that today's salespeople have to produce more, faster, and find more new business than the salespeople of ten or twenty years ago. In effect, today's salespeople are often on an unofficial “permanent probation.” They're being told, “Keep us ahead of the competition.”

      My biggest surprise from that experience with probation was that, after a while, I realized that it was actually fun to contact VITOs! All of a sudden I wasn't getting kicked around by data processing managers. I was having good conversations with the people at or near the very top of their organization. I was using my time more effectively than ever before. I was finding out who in the company was the right person to get things done in the time frame I was working under. I was learning more about each of the organizations I was contacting than I had ever dreamed possible. And the information was coming from sources I could trust!

      And, yes, wonder of wonders, these tactics I developed actually worked. Let me give you an idea of how well they worked. One week, I went so far as to sell a $400,000 computer system by making unannounced visits on VITO! You read that right. I was selling computer systems worth nearly half a million dollars using new and creative door-to-door cold calling selling tactics.

      Now, in answer to the question you're probably asking yourself right now: No, this book is not about sneaking up on decision makers in person when they're not expecting you. And no, door-to-door techniques were not the only way I made it through that year. But the point is, I did make it through — by challenging some cherished assumptions that a lot of salespeople have when it comes to dealing with VITOs. How many do you have?

      I know one thing. If I'd stopped to ask my colleagues what they thought about the idea of trying to cold-call on a VITO, I probably never would have made that sale. Fortunately, I was focused enough not to ask. And fortunately,I was focused enough not to listen to my own little voice, which would have told me exactly the same thing!

      
        Tony, you can't walk right in to see VITOs and ask if they want to buy a computer system!
      

      Really?

      We're all taught to listen to that little voice. You know what? Sometimes the little voice is right. But most of the time it's self-limiting.

      We salespeople spend a lot of time worrying about how to get our foot in the door. And usually we're pretty good at it. But sometimes we need to stop and ask ourselves whether or not the doorway we're sticking our foot into is the right one!

      
It Worked!

      I saved my job! You can't imagine how happy I was about that. (Okay, if you've ever been in a similar situation, maybe you can imagine how happy I was.)

      So here's the first pop quiz of the book. What do you think I did after I met the quota that my sales manager, all my colleagues, and even simple common sense said I could never meet? (Okay — after I went to Disneyland.) I kept using my new tactics. After the results I had gotten, what else was I going to do? Go back to calling the people at the bottom of the totem pole?

      I developed the system, sharpened it, identified what it was that made it work, and turned it into a series of very specific steps and a process for contacting VITOs. That system, which has, of course, evolved over the years, is the subject of this book. And the reason you need to find out about it is that what I faced that year is now what most of us face every day. Unless you're selling in a different economy than the one I'm working in, the odds are you simply don't have time to sell the old way any more.

      So don't!

      
Three Groups

      The VITOs you'll be dealing with fall into three main categories.

      Category one: brand new accounts. More than one sales manager would argue that these accounts are why salespeople exist in the first place. A large part of your job is to get new market share. By selling to VITO, you'll get new business more quickly than ever before — because your focus will be on getting to the most important person in the organization first. You'll start your sales cycle where it would have ended anyway. And you'll do it a whole lot quicker than you used to, which means your company is going to save money. You'll spend more time with the right accounts, and less time with people and organizations that end up wasting your time.

      Category two: in-process opportunities. These are accounts where you've already started your sales work. You've made some progress in the sales cycle. Typically, you're trying to forecast your likelihood of success with this company for your sales manager by assigning a percentage figure to reflect the likelihood that you'll get an order. Even if you call it a 50% account, however, the process seems to drag on for months no matter what you do. Often, you have no idea what's really holding things up. But the sad fact is, you've never met the person ultimately responsible for the decision to award the business. By following this program, you'll be able to cover all the bases. You will break the gridlock without burning the bridge. The prospect will finally either become a customer or move off your list.

      Category three: existing customers. This is where you'll be using the program to solidify loyalty and build a genuine business partnership at a very high level. You won't have to worry anymore about “your” people in the organization being overruled by higher-ups. The highest-up person in the place will be your person! And once you earn loyalty at the highest level, the chance of a sudden, unexpected “disconnect” is remote indeed, and instead of having just a “thin slice” of their business, you'll get all of the precious addon sales that you deserve.

      In the final phase of my career at HP, I was named Most Valuable Player in my region. Talk about satisfaction! A couple of years back I had been called on the carpet and formally told my job was in jeopardy because I was such a lousy salesperson. Now I found myself walking onstage at our year-end meeting and accepting a huge trophy commemorating an unbelievable year.

      I was able to perform at that level because I perfected my system of reaching top decision makers. I applied it religiously and shared it with other salespeople. You can perform at top levels too, if you consistently apply the same system. That's my promise to you.

      Read what follows. Implement what follows. Make it yours. Customize it to your environment and your personality.

      And keep doing it and always remember:

      
        
          What goes up does not necessarily have to come down.
        

      

      Have I piqued your interest in this system? I hope so. Keep reading; in the next chapter you'll find out the first and most important thing you must be prepared to do if you want to do business with a VITO.
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      Adding Value to VITO's Day

      THIS PART OF THE BOOK WON'T TAKE LONG TO READ, BUT IT'S VITALLY IMPORTANT. It starts with a simple, powerful idea that is the foundation for everything that follows in this book. Here it comes. Ready?

      VITO pays attention to things that add value to VITO's day. And not a heck of a lot else.

      If you want VITO to pay attention to you, it follows that you will have to find some way to convey the important message that you can add value. The problem is, VITO knows from bitter experience that talking with salespeople who don't speak his or her language is a great way to a) hear a lot of empty promises and b) waste time that could be spent doing something more productive. (The sad truth is that we salespeople usually have only ourselves to blame for this state of affairs.) So VITO has learned to spot bad salespeople, and has come to assume that very few of them are reliable or even vaguely results-oriented when it comes to VITO's interests. As a general rule, VITO is right about this.

      
Therefore …

      You must look absolutely, utterly different from any other salesperson VITO has ever encountered. And I'm not talking about wardrobe. I'm talking about personal commitment. When we call on VITO, we're on a job interview. We're proving to VITO that we — not someone else — can offer the best possible solutions. So we must act the part and do anything and everything necessary to build this all-important alliance.

      When you get right down to it, people who are committed to making things happen for VITO are the ones who earn a spot in his or her day. You may or may not have something distinctly different from the competition to offer VITO with your product or service, but I can guarantee you that you can come off a heck of a lot more committed to helping VITO run a business successfully than your competitors. You can do this by showing VITO from the very first instant that you are not the average salesperson.

      In the end, you will make the difference. And you will do it by …

      
Changing Your Focus

      The most important thing you will ever do when it comes to earning a spot in VITO's busy schedule is stop being a salesperson.

      That's right. This is a book about sales, I run sales seminars all over the country, you're trying to increase your sales performance, and the advice I'm giving you is to stop thinking like a salesperson — and start thinking like a businessperson. A problem-solver. Someone willing to focus on the issues that affect VITO's top, middle and bottom line. You must, repeat, must make that transition if you want VITO to take you seriously.

      We are talking about changing our style, changing our approach, and changing our attitude. We are talking about changing the way we are perceived. The aim is to be perceived by VITO as more of a businessperson — and less of a salesperson. That means changing vocabulary, changing the way we look at ourselves and our products, services, and solutions, and, perhaps most important, getting out of our world and into VITO's. Remember, VITO has a tough job! Getting a company to meet its goals is no mean feat. We are going to begin focusing on how we can help in this effort. Once we make that transition, the doors to VITO's suite will open.

      If you get shunted to a lower level after you have finished reading this book, rest assured that it will be because you have started thinking like a salesperson again. As long as you change your outlook and approach VITO in such a way as to demonstrate that you are a business ally, not someone who just wants to “sell VITO something,” you will succeed.

      At this point in my seminars, someone usually raises a hand and says something like, “Wait a minute, Tony. This all sounds great in theory, but if I put it into practice I'll end up ticking people off! After all, VITO already has business allies — the people in the organization, the people I've been calling on! Why on earth would I want to alienate those contacts by going straight to the top?”

      What I am going to show you in the chapters that follow is not about going over people's heads or jeopardizing existing contacts. You know and I know that that doesn't work. This system is about professionalism, inclusion, and mutual success for everyone in VITO's organization.

      
Shareholder Value

      Another piece of precious information is that VITOs have a responsibility to their stockholders to personally investigate every single idea, suggestion, notion, or inclination that may lead to an increase in shareholder value. Look at it this way: shareholder value is increased by:

      
        	
          a sustained increase in revenues

        

        	
          consistent increases in efficiencies and effectiveness

        

        	
          ongoing lowering of operational expenses

        

        	
          any other combination of positive effects on the top, middle, or bottom line

        

      

      The key words here are: “sustained,” “consistent,” and “ongoing.” You must think of it as an annuity, a result that grows and continues to pay dividends long after VITO's initial investment. We'll discuss this in much greater detail in a later chapter, but for now let's not forget that VITOs are always on the look-out for measurable, memorable, sustainable results. Our job is to be able to present our products, services, and solutions in such a way that VITO can understand and immediately see the connection to shareholder value.

      
Stick by VITO's Side When Times Are Rough

      Like friendships, careers, and just about everything else in life, VITOs and their organizations also have ups and downs. You'll find that if you continue to call on VITO even when the chips are down and no sales have the possibility of being made, you'll be making an investment in future sales. If lay offs, right-sizing and economic downturns have VITO's organization in a tail-spin, don't push this relationship to the back burner! That's the time to become a part of a possible solution! Look for ways to add value that don't necessarily include you or your solutions. When things ease up for VITO, they'll go out of their way to give you the business.

      
New Accounts, In-Process Accounts, and Current Customers

      Whether the focus is on brand new accounts, in-process accounts at which you've already started the sales cycle, or your current customers, in this book we'll look at the best ways to bring VITO into the picture to your (and everyone's) benefit.

      My belief is that, in dealing with any brand new account, you're much better off going straight to VITO before you talk to anyone else. (It's better to start too high than too low!) I'll be going into the details of how to deal with existing contacts who aren't VITOs later on in the book. For now, though, let me tell you how you're going to win points with people at lower levels when you talk to VITO. You're going to turn them into heroes in VITO's eyes! And you'll assume all of the risk for them, too.

      Of course, getting to that point is going to take some work on your part. Before you can make anyone else look good to VITO, you have to be able to make yourself look good to VITO. And I'm not going to kid you. You're going to have to make a serious, sustained effort to make this system work, and along the way, you're going to have to become a much better, more competitive businessperson than you've ever been. But you know what? Your career is worth it.

      
Don't Sell Futures to a VITO!

      One more thing — some salespeople love to talk about what's coming out next quarter or worse yet, next year — the newest, latest, and greatest technological advancement that will knock down the competition and win the loyalty of their most important customers. Beware! Why? Because it's a sure-fire way to eliminate today's sale! VITOs are great visionaries, and therefore would most likely pick up the phone right then and there as soon as you tell them about the new idea, wonderful result, unstoppable gain in market place dominance and call a low-level influencer say; “Johnson? V here. Apex has a great new solution. I want you to follow it closely.” End of sentence, end of sale. Products will always change; new technology will always be developed. The message is pure and simple when it comes to selling to VITO: sell what's on your price sheet (that you can deliver) and nothing else.

      Let's get specific. There are five keys to working with VITO that you will have to master in order to make this book work for you. You can read about them in the next chapter.
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