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  Rebecca has managed to create a “sales manual” that reveals the sales process in a structured way that is easy to understand and apply. With stories from her own sales career it is both informative and inspiring.




  Mike Macedonio, New York Times bestselling author of Truth or Delusion?: Busting Networking’s Biggest Myths and The World’s Best Known Marketing Secret.




  Sales Savvy is a delight to read, laced with entertaining stories it lays out the whole sales process in a simple and digestible structure. Rebecca’s mastery in sales shines as she shares her honest account and learnings, providing invaluable insights and tools to help you be more productive with people and in your business.
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  Need to enhance your selling capability? Sales Savvy could be what you’re looking for. Rebecca’s successful 30-year sales career has been forged at the sharp end. Along the way she’s created a structure and an approach that works.




  Greg Hopkinson, Entrepreneur & founder of ‘Animates’ retail chain and author of Boundless
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  Chapter 1




  Introduction




  Sales is one of those things where people believe you either have it or you don’t. Just like singing, athletic ability or math! And although I do agree in part – there are some attributes that naturally make someone more adept at sales such as their level of social intelligence, confidence and persuasiveness, these are all things that can be developed. Everyone possesses these qualities to some degree and it’s about harnessing these in a directed and focused way to be more effective in selling your ideas, products, services or even yourself.




  When I started out in sales it was more by accident than by design. Having grown up the seventh child in a family of ten in New Zealand, I was hungry for material success born out of a childhood with much love, but little material means. So, I skipped university in order to get a job and start earning money. After a short stint working at my first job at a bank, it didn’t take long for me to realize I was a square peg in the “wrong hole.” When I saw an ad in the paper for a sales role where I would earn commission, I was excited. It was a chain of retail stores selling home appliances and it didn’t take me long to get my sales bearings. Even then as a young 18 year old woman I recognized the intricacies of the sales process and what I needed to learn. When to pause, ask a question and listen. How to bridge presenting the product to asking the customer if they would like to purchase – and how to do that in a natural way.




  Always looking for the next adventure I moved to Australia where I had my first taste of Business to Business sales working for Yellow Pages. As a spritely 20 year old I was telling business owners how they could get a bigger share of business through advertising with the Yellow Pages. From that experience I moved to various sales roles in Australia from selling fax machines to magazine advertising before returning home to New Zealand nine years later. In my early years I was restless and easily bored. I had a short attention span and needed a constant challenge and it wasn’t until many years later when I moved to a software development company in New Zealand that I stayed for more than two years – I ended up working for that company for eight years.




  In 2018 I moved to the US with an Entertainment Technology start-up to head up their sales drive into the US market. After a very challenging two year period of single handedly trying to break into a tightly controlled US market, we started to see month on month revenue increase and key strategic wins when the pandemic suddenly struck. It was at this time that I put pen to paper and started writing this book.




  All told I have worked in over 12 industries in sales roles across three countries and conducted business around the world. Although initially I viewed these changes as a weakness, it has ultimately become my strength. This diversity gives sales depth. Being able to draw on experiences from a wide cross-section of industries instead of following the expected approach in a particular industry has definite advantages. It also encourages creative thinking and adaptability to changing market conditions.




  So, if you are like me don’t despair. Sometimes your biggest weakness can become your biggest strength. Like many other pursuits where practice makes perfect sales is no different. And importantly life experience counts for a lot. It’s just a matter of applying the knowledge and experience you have accumulated over the course of your life in a structured, well-thought-out manner. Sales for all its mystery is actually a very systematic and straightforward process with well-defined steps. In the following chapters I have laid these out for you so that it becomes less magic and more logic injected with your unique self. Because we usually buy the person before we buy from the person.




  Sales can touch many parts of our lives from selling yourself at an interview, pitching your new business idea to an investor or getting your next consulting project. The purpose of this book is to share some of my sales experience of over 30 years in the hope that it can help propel you on your own path.




  You may not be in a sales role, but you might be in a position of influence or leadership or you may be a business leader or entrepreneur. I am writing with you in mind and if you also happen to be a seasoned sales professional there will be some nuggets within these pages for you too. Wherever possible I have provided real life examples gathered from working across various industries, countries and sales roles.




  Like many of you reading this now, I too have had to adapt to a new world amidst a pandemic that now must accommodate social distancing. Although this changes some aspects of how we do business, the sales fundamentals and process remains the same. Where it is relevant, I have added notes on selling in 2020 and beyond and tips based on my own experience in successfully adapting to this new business environment.




  At the close of each chapter I have suggested actions/exercises to give an opportunity for practical application of each topic. After all, the purpose of this book is to help you realize your innate sales potential!




  So, let’s get started.







 

  Chapter 2




  Becoming More Influential




  

     Definition of Influence - The capacity to have an effect on the character, development, or behavior of someone or something, or the effect itself.







  If I think about the most important factors that build influence which is the cornerstone of sales, I would have to say being confident and likeable. The good thing is that these two qualities can be worked on and developed.




  Confidence is a state of mind. So what builds confidence? Action does. Remember your first job and how nervous you were on your first day? Then fast forward one year and you were much more confident doing exactly the same job. The difference? You had performed the tasks in your job many times and as a result built confidence. So how do you appear more confident from the start when inside you might be feeling nervous? Reframing can help. Instead of “I am nervous” say “I am excited.” The physical symptoms of nervousness and excitement are exactly the same – the butterflies in your stomach, the sweaty palms, the shallow breathing – but your frame of reference will determine if psychologically you feel excited or nervous and that in turn will affect how other people perceive you.




  Once you have decided you are excited your tone of voice will change, your body language will change and even your choice of words and delivery will change to fit with your inner framing of “I am excited.” Personally, I notice that whenever I do this mental reframing, I reduce the number of um’s and ah’s when I am speaking. This small mental shift translates into a significant confidence shift. Try it next time you are feeling nervous and notice the subtle differences. You will be surprised what an impact this can make.




  Being comfortable with being uncomfortable




  To truly be confident in any situation you will have to start being comfortable with being uncomfortable. Stretching yourself just like stretching yourself physically, will be uncomfortable at first but with repeated application will become easier. This is something I have come to accept. I am naturally a creative “right brain” person and not a natural fit when it comes to technology. In my early sales career, I was drawn to more creative sales roles and industries such as advertising where I was very comfortable. I realized at a certain point in my career that if I wanted to earn to my fullest potential, I had to switch industries and move into technology. This was extremely uncomfortable for me and I even had some early opportunities that I didn’t pursue due to my own fear. I turned down an opportunity to work for a web development company when I realized I would have to demo the technology – something that left me in a cold sweat at the very thought of it. Fifteen years on and I was doing just that on my own in a new country in the entertainment industry which I had no experience in. If I hadn’t during the previous 15 years become comfortable with being uncomfortable, I would never have been able to make that transition.




  It sounds a little cliché, but I would talk to myself on my way to meetings to make sure I was in a good confident space. Did I have nerves? Yes! But I would use the reframing technique from “nervous” to “excitement” and give myself a pep talk as I was navigating Los Angeles’ highways – the traffic was almost a bonus as I had more time to mentally prepare.




  If you ever find yourself overwhelmed by nerves another technique is to take big deep slow breaths and repeat to yourself “I am relaxed” and visualize yourself being confident and successful in the activity/meeting you are about to undertake. If you observe your breathing when you are nervous it will be shallow and the very act of taking deep breaths tells your nervous system that you are safe and will relax you. Visualization is a powerful technique and one that your subconscious does not differentiate between what is imagined and what is real. Visualizing will both calm your nerves and improve your performance. I used to be a Jazz singer and when I first took to the stage I would be paralyzed by nerves. This technique helped and sales is much like a performance. Once you are relaxed you will naturally be and appear more confident.




  Preparation is another key to confidence that is sometimes overlooked. I would rehearse my demos over and over and run through end to end before every meeting. Let’s say I had a demo in the afternoon, I would run through it that morning multiple times to make sure I felt confident. I would start right at the beginning with the introduction, so everything felt effortless and natural. Repetition makes perfect and also breeds confidence.




  Focus on the other person




  Another aspect that can reduce nerves and build confidence is to focus on the other person. For example, if you are about to present think about the person you are meeting and what is most important to them. By focusing on the other person, you will have no room in your thoughts to focus on yourself – which is where nerves begin. What you focus on is extremely important. Thoughts are like a train; they gather momentum and once they gain speed it’s hard to stop. Develop a habit to focus on the other person and you will find yourself more relaxed and confident as a result.




  The other half of the equation is likeability which confidence enhances. You will become emotionally attractive to people and display the qualities that matter when it comes to how influential you will be. In order to become more likeable there are some attributes that will set you apart.




  
Be genuine




  There is something very special when you meet a person and you feel that you are experiencing their real self. It’s much easier to warm to someone who has let go of their protective veneer. We all have them which is why we love it so much when someone drops this and offers their authentic self.




  Building rapport and breaking the ice will be much easier and quicker if you can tap into your genuine self. People will instinctively trust you more readily if they feel they are dealing with someone who is being genuine. I recall a survey many years ago now, where people were asked what was the most important quality in a salesperson? Guess what number one was. Being genuine.




  Build trust




  Trust is so important in being influential. Without trust people won’t listen or be led, let alone take on board your ideas or buy from you. Building trust takes time and the currency of trust is “do what you say you will do.” If you say you will come back to them in two days with more information, come back to them in two days. If you say you will deliver the proposal in two weeks, deliver it in two weeks. It’s not rocket science but it’s critical. Even better is to go a step further and under promise and over deliver. If you think it’s going to take you a week to complete tell them two weeks and delight them in a week’s time and watch their trust in you build.




  Under promising and over delivering has been my mantra and I do it automatically. Sometimes it can feel at odds when we are trying to impress but once you over deliver you will truly impress. Of all the different qualities that contribute to being effective in sales doing what you say you will do is probably the most straightforward and will have immediate effect without any reliance on skill or expertise. It’s one of those concepts based on common sense that isn’t very common.




  
Have empathy




  In order to influence you must understand who you are trying to influence. What are their drivers, what makes them tick and what is important to them? The only way you can understand this is to have empathy and walk in their shoes. It comes in many forms both emotionally, verbally and physically. Once you have empathized emotionally you understand how they feel, you can reflect that back verbally or physically through your body language. When they feel understood they are more likely to be influenced by you.




  Empathy also means you can adapt to your audience. Are they more logical? Stick with the facts and say “I think” rather than “I feel.” Are they more feeling and emotional? Tell stories and say “I feel” rather than “I think.” Are they impatient? Then get to the point. Are they deliberate and slow when they speak? Then slow your own speech. Are they bubbly and more comfortable with small talk? Then be sure to make them feel settled before getting down to business. Empathy means you will mirror the person you are talking to, so you are communicating in a style that they are comfortable with. The more they feel you are like them, the more they are likely to engage with you.




  Empathy even helps with problem solving. You need to be able to put yourself in a person’s shoes to understand their situation enough before offering a solution. Empathy does come naturally to some more than others, but it’s definitely an emotional muscle that can be strengthened. Next time you are having a conversation with someone make it your goal to really understand them. Be an active listener. Listen to what they are saying without thinking about what you are going to say next and repeat back to them your understanding of what they have just said. Ask questions that show you are listening and make the purpose of the question to understand them more. In doing this you will engage with them at a deeper level and build a relationship through empathy.




  
Connect with people




  We have all experienced those moments speaking with someone at a superficial level and no effort is made to truly connect. As soon as we can we want to move on to someone we can better relate to. When we relate to someone on an emotional level, we feel energized and engaged. This is what we need to do if we want to influence – we need to talk to their hearts not their heads. Someone might understand your logic but it’s not until they connect with you on an emotional level that they will be propelled to act.




  Some of my best sales results have come from dealing with difficult people. I genuinely love to meet new people, which has probably helped not hindered my business development career and I find meeting new people exciting. When I meet someone who at the outset seems a little prickly, I try to find that part of them that is warm and likeable. No one is all bad or all good and if you want to steer someone in a certain direction you need to connect with them first. I almost took this as a challenge with difficult people, spurred on by the fact that my competition was far less likely to engage easily with this person. I also found that as a result of connecting they tended to be very loyal and I was able to build strong long-term relationships that were also hard for the competition to break through.




  Positive Contagion




  People generally prefer to deal with positive people so having a positive outlook is necessary if you want to increase your likeability. Positivity is on a scale and people tend to sit naturally on some point on that scale. If you are naturally a glass half empty person that’s OK, it has its own strength. Some of the most beautiful songs ever written were done so in the depths of despair. Sometimes pessimism can serve. But in sales and being influential it rarely does. So, if you are one of those people you will just need to be a little more conscious of your level of positivity, especially when you are around people. And that goes for those of us who tend to be a glass half full, as we all have our down days. Positivity is contagious and the opposite is true. Just look at how the media can influence our mood through news stories on a daily basis.




  Choose to read uplifting material and put yourself in the right mindset before you interact with people. Watch your choice of words, be self-observant and self-correct when you catch yourself phrasing something in a negative tone. Much like exercise being positive becomes a habit and the more you surround yourself with positivity the more you will notice and eliminate the negative. People are attracted to positive people and more often than not repelled by negative people. Be the most uplifting person you can be, and you are on the road to being very influential.
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