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INTRODUCTION 
 

1) My own story:  I started off poorly, not graduating from high school, 
and working at laboring jobs for several years. 

2) When I started in selling, I had no training, aside from a little  
product knowledge. 

3) The only job I could get was straight commission sales, cold-calling, 
knocking on office doors and those of personal residences. 

4) The discovery of the “Law of Cause and Effect” changed my  
life completely. 

5) For every effect in your life, there is a definite cause or causes. 

6) If you want to achieve sales success, all you have to do is to find out 
how other people have achieved it before you, and then do the same 
thing, over and over until you get the same results. 

7) I learned the key to selling was not talking incessantly but was based 
on the method of “show, tell, and ask questions.” 

8) You can learn anything you need to learn to achieve any sales goal you 
set for yourself. 

9) The key to sales success is to read, listen to audios, attend seminars, 
and then try out every idea that makes sense. 
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10) When you practice the principles taught in “Sales Success Made 
Simple,” you will become one of the highest paid professionals in  
your field. 
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LESSON ONE 
The Inner Game of Selling 

 

1) Some salespeople always do well, no matter what the economy. 

2) Thousands of hours and millions of dollars have been spent studying 
the most successful salespeople in our society. 

3) The Winning Edge Principle says that “Small differences in ability can 
translate into enormous differences in results.” 

4) The top 20% of salespeople make 80% of the sales in every industry 
and in every market. 

5) Eighty percent of your success will be determined by your attitude but 
only 20% by your aptitude. 

6) The quality of your thinking determines the quality of your life. 

7) Your self-concept is the master program of performance. 

8) You have a mini-self-concept for each individual part of your life and 
for every part of selling. 

9) Most people stay where they are because they are stuck in their 
comfort zone. 
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10) The key to success is to practice new things until you create a new 
comfort zone of higher performance. 

11) Your self-ideal consists of the qualities, virtues and traits of the people 
you most admire. 

12) Your self-image is the way you see yourself and think about yourself 
in the present. 

13) Your self-esteem is defined as “how much you like yourself.” 

14) The major obstacle to sales success is fears, especially of failure and 
rejection. 

15) All fears that you have today you have learned, starting in early 
childhood, and you can, therefore, unlearn them. 

16) You overcome the fear of rejection by realizing that “rejection is not 
personal.” 

17) Job number one is for you to confront your fears, and do the thing you 
fear until your fear goes away. 

18) The better you do your work, the more you like yourself, and the 
better you do your work even more. 

19) See yourself as self-employed; develop an attitude of self-employment. 

20) Accept 100% responsibility for everything you are today and 
everything you achieve in the future. 

21) See yourself as a consultant rather than a salesperson. 
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22) See yourself as a doctor of selling, acting in your patient’s best interest. 

23) As a doctor, you engage in an examination, diagnosis and prescription, 
in that order. 

24) Become a strategic thinker in sales.  Set clear goals and blueprints for 
the success you desire. 

25) Develop a reputation for hard, hard work in task completion. 

26) Commit to excellence; resolve to be the best at what you do. 

27) Practice “Golden Rule Selling.”  Treat your customers as you would 
have your customers treat you if the situation was reversed. 

28) Commit yourself to CANEI, “Continuous And Never Ending 
Improvement.” 
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LESSON TWO 

The Development of Personal Power 
 

1) The first vital function of selling is that of a positive mental attitude, 
which determines about 80% of your results. 

2) To become emotionally fit, you must engage in emotional exercises 
every day. 

3) You can develop your mental muscles by engaging in mental exercises 
over and over again. 

4) The attitude that guarantees success is “long time perspective.” 

5) Your willingness to set long term goals and work for a long time to 
achieve them is the key to succeeding. 

6) The greatest of all laws is the “Law of Cause and Effect.” – the iron law 
of the universe. 

7) The “Law of Compensation” says “You will always be compensated in 
equal proportion to the effort that you put in or contribute.” 

8) The key is for you to practice the “Law of Overcompensation,” by 
always doing more than expected, by always going the extra mile. 
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9) The “Law of Control” says “You feel good about yourself to the degree 
to which you feel you are in control of your own life.” 

10) The “Law of Belief” says ”Whatever you believe, with emotion, 
becomes your reality.” 

11) The very best belief you can have is that you are going to be a great 
success both in selling and in life. 

12) The “Law of Concentration” says “Whatever you dwell upon grows 
and expands in your life.” 

13) The more you think and talk about the person you want to be, the 
more you become that person. 

14) The “Law of Attraction” says “You are a living magnet and you 
inevitably attract into your life people and circumstances in harmony 
with your dominant thoughts.” 

15) The “Law of Correspondence” says “Your outer world is a mirror that 
reflects back to you the person you are in every respect in your inner 
world.” 

16) Practice positive self-talk all day long; your inner dialogue controls 
95% of your emotions. 

17) Practice becoming a positive thinker, an optimist in everything you do. 

18) Talk to yourself positively all the time:  Say “I like myself!  I like 
myself!  I like myself!” 
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19) Practice positive imaging throughout your day.  See yourself as you 
wish to be, rather than the way you are at the moment. 

20) Your imagination is your preview of life’s coming attractions. 

21) All improvement in your life and work begins with an improvement in 
your mental pictures. 

22) Feed your mind continually with positive mental food. 

23) Read good material, listen to audio programs in your car, and attend 
educational seminars. 

24) Get around the right people.  Your decision to associate with positive 
people can transform your personality and your results. 

25) Engage in positive training and development, continually taking in 
more ideas and information to be better. 

26) Practice positive health habits, by eating the right foods, getting the 
right exercise, and getting lots of sleep. 

27) The “Law of Accumulation” says “Everything counts.” 

28) Instead of wishing and hoping to have a good day, you should make it 
a good day. 

29) Repeat continually the words “I am responsible!  I am responsible!  I 
am responsible!” 

30) Explain and interpret things to yourself in a positive way so that you 
can remain positive all day long. 
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31) Be determined to be the best in your field and settle for nothing less. 

32) Be perfectly honest with yourself and others. 

33) Develop an attitude of gratitude: “The more you give thanks for what 
you have, the more you’ll have to give thanks for.” 

34) The characteristic of top people in all fields is “intensity of purpose.” 

35) Set clear written goals and make plans to achieve them.  Work on them 
every day. 

36) Practice mental rehearsal in selling every single day. 

37) Visualize the ideal outcome, affirm the ideal outcome, and get the 
feeling of the ideal outcome. 

38) Breathe deeply several times to relax before each sales presentation. 

39) Everything that affects your thinking throughout the day has an 
impact on your personality and your performance. 
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LESSON THREE 

Personal Strategic Planning for the Sales Professional 
 

1) Personal strategic planning is the process you use to attain your goals 
and achieve your objectives. 

2) Control your destiny or someone else will. 

3) People with clear written goals accomplish more than everybody else 
put together. 

4) Happiness is the progressive realization of a worthy goal. 

5) Your values are your unifying principles and core beliefs that 
determine your character. 

6) What are your values?  What do you stand for?  What are the 
organizing principles of your life? 

7) Higher order values always take precedence over lower order values. 

8) Your choice of values determines the quality of your character. 

9) The greater clarity you have about your values, the easier it is for you 
to make the key decisions in your life. 

10) Your vision is an imaginary creation of the ideal life you would like to 
live in every respect. 
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11) One of the great secrets of success is for you to “Dream Big Dreams.” 

12) Make a dream list; write down everything that you would like to have 
in your life if you had no limits. 

13) All successful salespeople have clear mission statements.   

14) Develop a mission statement that defines the kind of person you wish 
to become, and the kind of sales person you wish to be thought of by 
others. 

15) Read and review your values, vision, mission and goals on a  
regular basis. 

16) Every single day, make sure that your behavior on the outside is 
consistent with the person you want to be on the inside. 

17) The four steps to achieving big goals are for you to decide where you 
are, where you are coming from, where you want to go, and how to 
get there. 

18) Apply the 80/20 Rule to everything you do so that you are always 
working on the top 20%. 

19) Examine your own financial history; set clear, written financial goals 
and work to achieve them. 

20) Look at your career path.  Where are you today and where do you 
want to be in five years? 
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21) Think about yourself as a bundle of resources, a person with the 
potential to do many different things. 

22) Decide upon your goals for your family, your children and your 
personal life. 

23) Practice zero-based thinking in everything you do:  Is there anything 
you are doing today that you would not get into again if you had to do 
it over? 

24) Your great goal in life must be complete freedom and self-expression. 

25) Your “Critical Success Factors” are the essential things that you do to 
assure your success in life. 

26) Your weakest CSF determines the height of your sales and the height 
of your income. 

27) Analyze and understand your company thoroughly, and all your 
products and services. 

28) All strategy is ultimately market strategy. 

29) You should know everything there is to know about the market you 
sell in, including the strengths and weaknesses of your competitors. 

30) The goal of personal strategic planning is to increase your  
“return on energy.” 

31) See your sales world and your territory as a potential “money tree.” 

32) The simplest of strategic planning approaches is the GOSPA model. 
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33) GOSPA stands for Goals, Objectives, Strategies, Plans and Activities. 

34) Begin with your income goal and make a plan to achieve it each year. 

35) Determine the actions that will have to be taken every day to make the 
number of sales that determine your income. 

36) The “milestone method” is a technique used by all top salespeople 
with multi-call sales. 

37) The more you work and practice at a skill, the better you become, and 
the less time it takes you to get results in that area. 

38) Create a complete strategic plan for your personal, business, sales and 
financial life. 



SALES SUCCESS MADE SIMPLE 14 

© Brian Tracy.  All rights reserved. The contents, or parts thereof, may not be reproduced in any form for any purpose without the written permission of Brian Tracy. 
 

 Notes for review, reinforcement and continuous learning 

 
LESSON FOUR 

The Heart of the Sale 
 

1) Selling is the process of persuading a person that your product or 
service is of greater value to him than the price you’re asking for it. 

2) The entire process of selling today is more complex than it has  
ever been. 

3) In most cases, you must make multiple calls on multiple decision 
makers over an extended period of time. 

4) Two of the greatest enemies of mankind are and always have been fear 
and ignorance. 

5) Customers say a variety of things because they fear making the  
wrong decision. 

6) The words “I’m not interested,” are a normal and natural reaction to 
an initial sales approach. 

7) The critical success factor in selling today is risk, primarily experienced 
by the potential customer. 

8) The four main risk factors are the size of the sale, the number of people 
involved, the potential life of the product, and the customer’s 
unfamiliarity with you or your company. 
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9) The new model of selling is based on building high levels of trust with 
your customer before you start to sell. 

10) Top salespeople focus on building a relationship first, before they 
present their product or service. 

11) The four parts of the new model of selling are building trust, 
identifying needs accurately, presenting your product or service,  
and confirming with the customer. 

12) The more time you take to build trust, the easier will be the sale. 

13) Gaining confirmation and commitment to action is much easier in a 
high trust relationship. 

14) The key to building trust is to listen carefully when the customer talks. 

15) Listening has been called “white magic” because of the effect it exerts 
on the customer’s mind and emotions. 

16) Ask questions, nod, listen intently and lean forward. 

17) The most important benefit of good listening is that listening  
builds trust. 

18) Listening lowers resistance. 

19) Listening builds self-esteem in the heart of the person being listened to. 

20) Listening also builds character and self-esteem in the salesperson 
because it is difficult to do, at first. 
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21) If you can see Joe Jones through Joe Jones’ eyes, you can sell Joe Jones 
what Joe Jones buys. 

22) The first listening skill is to listen attentively, lean forward and face the 
prospect directly. 

23) The second key listening skill is to pause before replying. 

24) The third skill of listening is to question for clarification;  
“How do you mean?” 

25) The fourth skill of listening is to paraphrase what the prospect has said 
and repeat it back to him in your own words. 

26) Practice your listening skills with your family, your friends, and do it 
everywhere you go. 
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LESSON FIVE 
Building Long-Term Relationships 

 

1) Building and maintaining long-term selling relationships is the key 
behavior and skill of the top ten percent of the money earners in sales. 

2) Fully 85% of your satisfaction and success will be determined by the 
quality of your relationships. 

3) When you put the relationship first, the sale will tend to take care  
of itself. 

4) The key emotional element of a long-term relationship is dependency. 

5) Customers do not like to be dependent on someone unless they trust 
him or her completely. 

6) Customers do not understand the complexity of their products;  
they therefore, make their buying decision based on how they feel 
about you. 

7) The Law of Indirect Effort in selling says that the more you concentrate 
your attention on the relationship the more likely that the sale will take 
care of itself. 

8) The very best way to have a friend is to first, be a friend. 
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9) Consistency in a relationship is the vital element that enables the 
relationship to go on and on. 

10) All top salespeople think of themselves as relationship experts. 

11) The primary reason that people buy your product or service is because 
they like you and trust you. 

12) The Friendship Factor underlies all great sales success. 

13) When you practice the golden rule with your customers, they will 
want to buy from you and recommend you to their friends. 

14) The critical element of the Friendship Factor is the element of “caring.” 

15) The more you care about your customers, the more they will care 
about you and what you are selling. 

16) The more you respect your customers, the more they will respect you 
and what you are selling. 

17) The first key to relationship building is for you to never criticize, 
complain or condemn anyone or anything in the presence of  
your customer. 

18) The second step to relationship building is to practice acceptance, 
unconditional positive regard with the prospect. 

19) The third step to relationship building is approval, satisfying a deep 
subconscious need of each person. 
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20) The fourth step is appreciation, expressed by the magic words  
“thank you.” 

21) The fifth step to relationship building is admiration, to admire the 
possessions, qualities or traits of another person. 

22) Everybody likes a compliment. 

23) The sixth step in relationship building is agreeability.  This means that 
you never argue with the prospect. 

24) The seventh key to relationship building is focused attention.  The 
more you focus your attention closely on the prospect, the more he 
likes and trusts you. 

25) The most important word in selling today is “credibility.” 

26) Credibility is the foundation upon which your success as a person and 
as a salesperson are built. 

27) To get a hearing you need credibility, but to make a sale you need 
mega-credibility. 

28) One of the most important rules in selling is, “Everything Counts!” 

29) There are those who know and practice the principle that “everything 
counts,” and there are those who hope that it doesn’t. 

30) You establish mega-credibility with your appearance, your attitude 
and your personality.  First impressions are lasting.   
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31) Credibility is determined by your customers, the size, longevity and 
growth rate of your company, and your product or service. 

32) The longer your company has been in business, the more credible  
you are. 

33) Curiosity is one of the most powerful of all human motivations. 

34) Your brochures, handouts, price lists and business cards establish your 
credibility, or not, as does your website. 

35) Telephone manners of yourself and everyone in your company are a 
key factor. 

36) A powerful form of mega-credibility is called “social proof,” the 
number of other people who use your product or service. 

37) The fastest way to build credibility among skeptical prospects is 
testimonials from satisfied customers. 

38) The three main forms of testimonials are letters or quotes, lists  
and photographs. 

39) You can build credibility by having outside authorities and experts 
attest to the value and qualities of your product or service. 

40) Salespeople are expected to exaggerate; therefore, their 
recommendations are suspect. 

41) If you have a well known person in the community or nation as a 
customer, be sure to mention it. 
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42) The quality and usability of your product or service is a major 
credibility factor. 

43) The most important consideration of the customer is, “does it work?” 

44) Make your presentation customer-focused and problem-centered to 
build credibility. 

45) You build credibility when you skillfully match your product’s 
features and benefits to the specific needs of your prospect. 

46) You build credibility by your continuing to focus on the relationship, 
and on the person. 

47) You build credibility by accepting complete responsibility for the sale, 
and for everything that happens afterward. 
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LESSON SIX 
Prospecting Power 

 

1) Nothing happens until a sale takes place. 

2) Unless and until you can find someone to talk to your skills won’t  
help you. 

3) You are in the business of new business development, the business of 
finding new customers. 

4) Fear of rejection is the greatest obstacle to prospecting success. 

5) Imagine that you were guaranteed to sell to every person you spoke to 
within a 24 hour period.  How would you react? 

6) You can reach the point where you are almost totally fearless in selling. 

7) Your job is to find excellent prospects and to spend more time with 
them. 

8) A good prospect has a pressing need for exactly the product or service 
you are selling. 

9) A good prospect sees a clear cost benefit relationship between your 
product or service and the cost of it. 
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10) A good prospect has a positive attitude toward you, your industry, 
and your product or service. 

11) A good prospect is someone to whom a large sale is possible if you are 
successful. 

12) Another attribute of a good prospect is that he or she is a center of 
influence and can open all kinds of doors for you with referrals. 

13) A good prospect is easy to visit and easy to service, saving you time 
and money. 

14) Start by asking the question, “What exactly do I sell?”  Define it in 
terms of the benefits the customer receives. 

15) Focus single mindedly on the problems or goals of the prospect. 

16) Focus on what the product does for the customer to improve his or her 
life or work. 

17) Focus your sales presentation on what the customer really wants and 
needs, rather than what you think he or she should have. 

18) Continually ask, “Who exactly is my customer?  Who is my ideal 
customer?”  Ask regularly, “Why does my customer buy?  What 
benefits or values does he seek?  What is he attempting to achieve, 
avoid or preserve by buying my products or services? 

19) People have both wants and needs. They usually buy what they want 
rather than what they need. 
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20) List three reasons why someone should buy your product at all, three 
reasons they should buy from your company, and three reasons that 
they should buy from you, personally. 

21) Where exactly is your very best prospect to be found? 

22) When does your ideal customer buy?  What needs to happen, what 
time of year or of the business cycle?  Why doesn’t your customer buy?  
What reasons does your customer give for not buying from you, or 
from anyone else? 

23) Who is your competitor?  Who are you selling against?  Why does 
your customer buy from your competitor rather than you? 

24) What are the strengths and weaknesses of your competitor’s product? 

25) You need to develop short term customers, medium term customers, 
and long term customers. 

26) Fish for whales on a regular basis. 

27) Never allow yourself to become dependent on one big sale coming 
through at the last minute. 

28) The worst part of selling is dealing with difficult people. 

29) Poor prospects are generally negative.  It’s difficult for you to 
demonstrate the value of your product, and if they buy it will only  
be a small sale. 

30) A poor prospect is usually not very successful, not a good source of 
referrals, and not a good payer. 
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LESSON SEVEN 
Filling Your Sales Pipeline 

 

1) The basic strategy of prospecting requires that you spend more time 
with better prospects. 

2) Separate the good from the bad in selecting from your prospect 
population. 

3) Once you are clear about your ideal prospect, look around and 
determine exactly where this prospect is to be found. 

4) Surf the internet.  Put your prospect’s name, industry, type of business 
or occupation into Google and see what comes up. 

5) With the miracle of the internet, you can get more information on 
potential prospects in a few minutes than you could in many hours in 
the past. 

6) Read the newspapers, especially the business section, every day and 
look for people who are advertising or being promoted. 

7) Every company that is growing or expanding into new premises is a 
potential prospect. 

8) Read the Yellow Pages, both on paper and online, to find sources  
and prospects. 
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9) Whenever someone is advertising or promoting their business, they 
are open to ideas to help them grow. 

10) Read business publications on a regular basis.  They are some of the 
best condensed sources of prospects ever produced. 

11) Subscribe to the business magazines, and newsletters that service your 
industry, or the industry you want to sell into. 

12) Subscribe to magazines like Forbes, Fortune, and Business Week. 

13) Take newspapers like The Wall Street Journal and Investor’s  
Business Daily, and scour the pages for news on the companies  
that can be your prospects. 

14) Read trade magazines aimed at people in the industry into which you 
wish to sell. 

15) Dun & Bradstreet and other companies sell lists of prospects broken 
down by the characteristics that you provide. 

16) Your local Chamber of Commerce is another source of information on 
prospects for your product or service. 

17) An obvious source of new prospects is referrals from your  
present customers. 

18) When you get a referral from a customer or non-customer, be sure to 
report back. 
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19) If you continually ask people for new names, call on the names 
referred, and report back to the source, you often get a continuous 
stream of referrals. 

20) Cold calling is another way to get leads. 

21) It requires tremendous courage to cold call people, but it builds up 
your confidence and your competence. 

22) In selling small items, frequency of contact is the key to making more 
sales.  When selling large items, planning and preparation in advance 
of the first call is the key to making the sale. 

23) Before you call on a big potential client, do your homework. 

24) One of the best strategies is to phone and ask for the top salesperson in 
the organization, and then ask him or her for help to penetrate that 
organization. 

25) The more people you know within the organization that you are 
selling to, the more likely it is that you will continue to sell more  
and more. 

26) Fully 99% of your initial contact and subsequent follow-up with your 
prospects will be the internet followed by a telephone call. 

27) When you phone, your goal is only to set up the appointment.  You are 
not selling your product or service yet. 

28) When you phone, your job is to sell the prospect on the idea of giving 
you ten minutes of his or her time face-to-face. 



SALES SUCCESS MADE SIMPLE 28 

© Brian Tracy.  All rights reserved. The contents, or parts thereof, may not be reproduced in any form for any purpose without the written permission of Brian Tracy. 
 

29) Be prepared to answer the key questions of the prospect; “Why should 
I listen to you?” 

30) The next question is, “What is it?”  You must be prepared to answer. 

31) You demonstrate your ability as a salesperson in your ability to get 
appointments in the first place.   

32) In making appointments over the phone, there is a huge difference 
between being persistent and being insistent. 

33) The fear of prospecting is an important reason that salespeople fail to 
reach their full potential. 

34) Remember that in selling “rejection is not personal.” 

35) The more times you receive a “No,” the more times you will receive  
a “Yes.” 

36) You can deliberately program yourself to look forward to prospecting, 
even to the high level of rejection you will experience. 

37) Each time you make a prospecting call, give yourself an immediate 
reward to condition yourself to make subsequent calls. 

38) Soon, the very idea of prospecting will excite and enthuse you. 

39) Take a course in public speaking from Toastmasters International or 
Dale Carnegie. 

40) As your confidence increases in public speaking, your fear of rejection 
in selling goes down and down. 
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41) Plan thoroughly for each prospecting call. 

42) Prepare thoroughly; do your homework and learn everything you feel 
you possibly can about the company, the prospect and his products 
and services. 

43) Plan to arrive around ten minutes early.  Reduce your anxiety by 
imagining that you are already independently wealthy. 

44) Practice mental rehearsal by visualizing perfect performance before 
you go in to see the prospect. 

45) At the first appointment, relax the customer by telling him that you are 
not there to sell anything. 

46) Thank the prospect for his time, for seeing you. 

47) Resolve to ask questions and get to know and understand the prospect 
before you ever mention your product or service. 

48) In most cases you will have to make two or more calls on a prospect to 
make a sale. 

49) Make it clear on the first call that this is merely an “exploratory call” to 
gather information, not to sell. 

50) Act like a journalist and simply ask questions, making careful notes 
while you listen intently and build trust. 
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Notes for review, reinforcement and continuous learning 
 

LESSON EIGHT 
The Profession of Selling 

 

1) You have one of the most important jobs in our society. 

2) Selling is an honorable profession. 

3) Everything in our economy is determined by the level of sales, one 
way or another. 

4) Top salespeople are among the most respected men and women in  
our society.   

5) Selling is a special field in that it is open at the bottom. 

6) It is your attitude and your activities that determine whether you make 
selling an occupation or a profession. 

7) A profession is an advanced occupation with a specific methodology 
and practice. 

8) You start to become a professional when you break down each part of 
the sales process and make a plan to improve in each area. 

9) The basic 3-part sales process is: 1) Establish rapport;  
2) Identify the problem, and 3) Present the solution. 
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10) As a sales professional, you go through each step, in order, in each 
sales presentation. 

11) Stand back from yourself and your work on a regular basis and think 
about how you could improve. 

12) There are seven vital functions of selling that determine your  
sales results. 

13) These seven keys are: 1) Positive mental attitude; 2) Good health and 
appearance; 3) Complete product knowledge; 4) Continuous 
prospecting and new business development; 5) Presentation skills; 6) 
handling objections and obtaining commitment; and 7) Personal 
management skills. 

14) Give yourself a grade of 1 – 10 in each area and begin working to bring 
yourself up in the lowest area. 

15) Make a decision to improve by just 10% in each of the vital  
function areas. 

16) The impact of improving by 10% in each number will assure that you 
double your sales and income within one year, or even faster. 

17) There are nine critical success factors in selling: 
1) Prospecting; 2) Getting appointments; 3) Qualifying;  
4) Problem identification/clarification; 5) Presenting;  
6) Answering objections; 7) Closing; 8) Follow-through and  
delivery; and 9) Re-sales and referrals. 
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18) Becoming the best in your field requires that you move out of your 
comfort zone and commit yourself to developing new skills. 

19) Resolve to make your best sales month of the year the same for every 
month of the year. 

20) Benchmark your performance in each one of the critical success  
factor areas. 

21) Resolve to get a little bit better in each area each week, each month, 
and each year. 

22) Objectively analyze both your strengths and your weaknesses. 

23) Practice the “Law of Continuous Improvement,” based on the practice 
of “continuous betterment.” 

24) The starting point of improving your performance in any area of sales 
is for you to break the activity down into its constituent parts and then 
analyze them one by one. 

25) You must be absolutely clear about what you sell in the eyes of  
the customer. 

26) Customers only care about what your product “does,” not what it “is.” 

27) Focus and concentration are essential to success. 

28) A vital factor in large account sales is containing the  
word “consultative.” 

29) Courtesy is a vital factor of the sales professional. 
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30) “You can tell a big man by the way he treats little people.” 

31) A vital element in large account selling is confidence in yourself, your 
product and your company. 

32) Confidence comes from your absolute belief and conviction that your 
product or service is excellent and well suited to your prospective 
customers. 

33) “Courage is rightly considered the foremost of the virtues, for upon it 
all others depend.” 
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Notes for review, reinforcement and continuous learning 
 

LESSON NINE 
Motivating People to Buy 

 

1) Selling complex products to complex people in competitive markets is 
one of the most difficult and challenging things you will ever do. 

2) Selling is essentially a creative act, requiring you to go out into the 
marketplace and create business where no business existed before. 

3) Creativity can help you structure your presentation to more effectively 
answer questions and overcome objections. 

4) Each prospect has a need that is either clear, unclear or nonexistent. 

5) In its simplest terms, people buy to alleviate dissatisfaction. 

6) The primary buying motivations are desire for gain and fear of loss. 

7) You must always present your product or service as an improvement 
on what the prospect is doing at the moment. 

8) The customer is always right. 

9) There is a big difference between needs and wants. 

10) ABC Theory:  Human motivation is based on antecedents, behavior 
and consequences. 
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11) People buy the consequences they expect from owning and using your 
product or service. 

12) There are primary motivators and secondary motivators in every 
purchase decision.  There is the reason that sounds good, and then 
there is the real reason. 

13) You sell successfully to the degree to which you appeal to the correct 
emotion or subconscious need of your prospect. 

14) All buying decisions are emotional. 

15) The customer reveals his emotional agenda by the use of  
emotional words. 

16) Your job is to discover the emotional hot button. 

17) You should get the whole sale to hang on this major motivation. 

18) There are four aspects of your product or service: There is the generic 
or basic product; there is the expected product; the augmented 
product, and the potential product. 

19) It is only the extra features and benefits that separate you from  
your competition. 

20) Quality is not a reason for buying anything. 

21) The services you provide are not a motivator to buy your product 

22) There must be a benefit attached to your level of quality or service to 
motivate the prospect. 
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23) Price is seldom the reason for buying or not buying anything. 

24) People don’t like to change, to buy a new product or service, even if it 
represents an improvement. 

25) There are both motivators and de-motivators that cause people to buy 
or not to buy your product or service. 

26) Businesses buy to increase their profits. 

27) Retailers buy to sell more, faster. 

28) People in business buy to earn the appreciation of their superiors. 

29) Top people in business buy to improve the bottom line of  
their company. 

30) Middle level managers buy to improve the performance of  
their department. 

31) Everything counts.  Everything that you do or don’t do either helps 
you or hurts you. 

32) Customers today want the simple truth about a product or service. 

33) Purchase decisions are often made because of the character and 
competence of the salesperson alone. 

34) You must find out exactly why your customers buy from you, and 
repeat those reasons in every sales conversation. 
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35) Phone ten of your most recent customers and ask them exactly why 
they bought. 

36) Knowing why you are succeeding and why you are failing is the  
key to improving. 
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Notes for review, reinforcement and continuous learning 
 

LESSON TEN 
Influencing the Buying Decision 

 

1) The sale is often made or lost within the first 30 seconds. 

2) Your ability to create a positive impression that triggers trust and 
confidence is key to your success in sales. 

3) Think through in advance the ideal impression you want to leave on 
the customers’ mind. 

4) 95% of the first impression you make on a prospect will be contained 
in your appearance, your grooming and your accessories. 

5) Be sure that you look like one of the top sales professionals in  
your industry. 

6) Dress the way their advisors dress. 

7) Pay twice as much for your clothes and purchase half as many. 

8) Something as simple as a cheap pen can lose you the sale. 

9) For a man, choose the right tie, shoes and socks. 

10) For a woman, choose the right dress, suit and accessories. 

11) Dress and groom conservatively to sell most effectively. 
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12) Women must dress in such a way that all of the customer’s focus is on 
their face. 

13) You must manage every item of your appearance, your presentation 
and the product that the prospect can see and evaluate. 

14) Sit up straight, lean forward, and face the prospect directly. 

15) Mirror and match the customer’s body language with five  
second delays. 

16) Create an office environment that is conducive to buying. 

17) The words you use and the attitude with which you use them are all 
important in the sales conversation. 

18) Plan and prepare thoroughly in advance; the customer always 
recognizes this. 

19) Deliberately improve the quality of your vocabulary by looking up 
new words continually. 

20) The judicious use of touching is a powerful way to build credibility 
and warmth. 

21) Use high quality materials with all of your sales brochures, paper and 
business cards. 
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Notes for review, reinforcement and continuous learning 
 

LESSON ELEVEN 
Making Persuasive Presentations – Part One 

 

The sale is made in the presentation.  Your ability to make effective 
presentations is the critical factor in making sales and making more money. 

1) Most salespeople feel that they are good at prospecting, whether they 
are or not. 

2) Because they think they are good at presenting, they never learn how 
to be excellent. 

3) Presenting your product or service is complex and requires a good 
deal of preparation and knowledge. 

4) A single mistake in a presentation can cost you the sale. 

5) When you present your product or service, you demonstrate your 
competence as a salesperson. 

6) The fact that a prospect can buy from you does not mean that  
he will buy. 

7) Ability to buy and willingness to buy are two separate issues. 

8) As a salesperson, you are in the business of gap analysis. 

9) The tools of your trade are questions. 
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10) Before you can present, the prospect must recognize that he has a need 
that is unsatisfied or a problem that is unsolved. 

11) Questions are the keys to buying success. 

12) The future belongs to the askers. 

13) Questions arrest attention. 

14) Telling is not selling. 

15) You should never say a thing if you can’t ask it. 

16) Sales success comes from your ability to ask the  
“penetrating question.” 

17) When a customer asks you a question, you should smile, relax and ask 
a question in return. 

18) You can ask open-ended questions, questions that cannot be answered 
with a yes or a no.  You can ask closed ended questions that begin with 
a verb and require a yes or a no.  You can ask negative answer 
questions where a no means yes. 

19) Ask people how they feel, how they think and what they would do. 

20) You must answer the customer’s unspoken questions: 

21) Why should I listen to you? 

22) What is it? 

23) What’s in it for me? 
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24) So what? 

25) Who says so? 

26) Who else has done it? 

27) Testimonials are the key to mega-credibility when presenting your 
product or service. 

28) The three types of testimonial are the letter, the list and  
the photograph. 

29) Today, you can easily take and put video testimonials on your laptop 
to show your customer. 

30) The more you can show the prospect that many other people have 
bought your product or service, the greater is your credibility. 

31) Customers also want to know: “How do I personally benefit?   
What is the payoff for me?  What exactly do I get as a result of  
buying from you?” 

32) The final question that customers ask is, “How do I get it?” 

33) Explain exactly how the customer buys the product or service,  
and exactly what he has to do now to conclude the sale. 

34) Always offer to show the customer how he or she can get the 
maximum benefit from your product or service. 

35) Different prospects require different approaches. 
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36) There are four basic personality styles in selling. 

37) The people-oriented/introverted person needs a calm, relaxed  
sales presentation. 

38) A people-oriented/extrovert type of person needs more energy and 
enthusiasm in the presentation. 

39) A task-oriented/introverted person needs more facts and details. 

40) A task-oriented/extroverted customer requires that you get to the 
bottom line immediately. 

41) You can usually tell what kind of person you are talking to by the kind 
of jobs they are doing. 

42) Take the time to ask questions and listen carefully to the answers. 

43) Be sure to sell to people the way they want to be sold to. 

44) The self-actualizing personality knows exactly what they want and 
need, and will buy it immediately if your product or service is right  
for them. 

45) The apathetic personality is a person who will never buy anything 
from anyone for any reason. 

46) Relax and mentally prepare prior to each sales conversation, and then 
just be yourself. 

47) The three parts of the sales process are: 1) Establishing rapport;  
2) Identifying the problem; and 3) Presenting the solution. 
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48) Take the time to build rapport and trust before you ever mention your 
product or service. 

49) Put price in its place; put off the price discussion until both you and 
the customer are clear that a need exists. 

50) Price out of place kills the sale. 
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 Notes for review, reinforcement and continuous learning 
 

LESSON TWELVE 
Making Persuasive Presentations – Part Two 

 

1) Start off strong by telling the customer some of the most important 
qualities or attributes of your company. 

2) Question:  “Do you know very much about my company?” 

3) The first fifteen words out of your mouth set the stage for the  
sales conversation. 

4) Take the time to memorize your opening, word for word. 

5) The longer your company has been in business, and the larger it is, the 
more credibility you have. 

6) Ask both business and personal questions in a ratio of two to one. 

7) This means that you ask two business questions for every one  
personal question. 

8) Keep focused on how you can help the customer. 

9) The more you ask personal questions, the less interest a customer has 
in buying your product or service. 

10) See yourself as a consultant and ask questions that help the customer 
to think about his situation. 
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11) Avoid talking about subjects of an emotional or controversial nature, 
such as politics, religion or personal lives. 

12) Your ability to clearly identify the exact problem that your product or 
service can solve is the key to sales success. 

13) The customer says that he is happy with his existing supplier, point 
out how your approach to the customer’s need is better for the 
customer than what he is currently doing, without criticizing your 
competition. 

14) Ask questions to uncover and intensify the pain of not using your 
product or service. 

15) In your presentation, you show the prospect how he can achieve his 
goal faster and more dependably by using your product than he could 
by using any other. 

16) Every customer follows a specific buying process; your job is to 
discover it. 

17) First the customer must realize that he has a need for a particular 
product or service. 

18) Then the customer compares the options that are available to satisfy 
this need. 

19) Third the customer makes a decision based on what he thinks is best 
for him. 
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20) Risk is the major reason for not buying a product or service,  
including yours. 

21) Your job is to help the customer make a good buying decision. 

22) The Law of Force says that most decisions revolve around four  
key items. 

23) Show the customer that the strengths of your product more than 
compensate for any weaknesses it might have. 

24) Be sure to point out the difference between price and cost. 

25) The price is the initial amount that the customer pays to purchase a 
product or service; 

26) The cost is how much it actually takes out of the customer’s bank 
account to maintain that product or service over its life. 

27) Demonstrate that your strengths are what the prospect actually wants 
and needs. 

28) Emphasize your unique selling proposition as the major reason  
why the customer should buy your product rather than that of 
someone else. 

29) Don’t be afraid to ask, “What is the real reason you’re hesitating on 
this purchase?” 

30) Ask, “What would it take to satisfy you on that point?” 
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31) A need is often logical and measurable; a want is emotional  
and intangible. 

32) The hot button is emotional and can be triggered by an appeal to  
the prospect’s desire for status, respect, recognition, prestige, or 
personal enjoyment. 

33) Ask questions to find out what interests and excites the prospect and 
would motivate him to buy. 

34) Use the customer’s key words when you repeat back the benefits of 
using your product. 

35) Emotional needs of a purchaser almost always revolve around respect 
and recognition from their superiors. 

36) How do you uncover the hot button?  “Mr. Prospect, if ever you were 
to purchase this product, even five or ten years from now, what would 
you have to be convinced of at that time before you would go ahead?” 

37) This question will often elicit the customer’s most pressing concern 
about buying your product or service. 

38) “Mr. Prospect, if you could wave a magic wand and get exactly  
what you want, what would be the ideal outcome to your buying  
this product?” 

39) Encourage your customer to visualize and project forward to an ideal 
future state using your product or service. 
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40) Measure your progress: Ask the customer, “On a scale of 1 to 10, 
where do you feel you are?” 

41) Whatever the customer gives you, if it is less than ten, ask “What 
would have to happen for you to be at a ten regarding this product?” 

42) Whatever the customer’s answer, ask “If we could do that for you, 
would you be interested in going ahead?” 

43) If the customer is hesitating, ask “Mr. Prospect, would you take this 
product from us if it were free?” 

44) If the customer says yes, you ask the question, “Why?” 

45) Whatever answer the customer gives you that would cause them to 
take your product for free, is the “hot button” that can lead to the sale. 

46) Uncover the prospect’s buying strategy; ask how he goes about 
making a purchase like this. 

47) Each person has a buying strategy for a particular product or  
service; your job is to harmonize your sales conversation with  
his buying strategy. 

48) If the customer needs to speak to other vendors to ensure he is getting 
the best price, encourage him to do so, but to come back to you before 
making a final decision. 

49) Use the “relevant story close,” and tell of a customer who shopped 
around but eventually bought from you. 
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50) Whenever you want to reinforce the wisdom of the prospect buying 
your product or service, tell a success story about someone else who 
bought it and used it and was very happy as a result. 

51) Every company has success stories from people who have bought  
and used their products satisfactorily; repeat them in your sales 
presentation. 

52) You can also use failure stories to motivate your product. 

53) Tell about a customer who failed to buy the product and how unhappy 
they were later on as a result. 

54) Use imprinting; repeat certain words and phrases during  
your presentation to program a command into your prospect’s 
subconscious mind. 

55) For example, you could say, “When you own this product, you will 
never have to worry about this particular problem cropping up again.” 

56) You can imprint the words, “Buy it today.” 

57) You can say something like, “If you buy it today, we can deliver it later 
this week and you can start using it this very weekend.” 

58) You may want to imprint the message, “Start using it.” 

59) “After this machine is installed and you start using it, work that used 
to take two hours will take only twenty minutes.” 

60) In retail sales, you imprint the message, “Take it with you.” 
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61) You can say, “Why don’t you take it with you?”  These are proven 
ways to get the customer to make a buying decision sooner rather  
than later. 

62) Everything counts!  Many sales are made or lost as a result of the 
salesperson doing, or failing to do one small thing. 

63) The first tool for successful presentations is thorough  
product knowledge. 

64) In addition, you need complete competitor knowledge; what you are 
selling against. 

65) The second presentation tool you need is customer knowledge. 

66) Take the time to learn everything you can about the customer before 
you meet for the first time. 

67) Check out the customer’s internet site or name and download 
everything you can find that will help you. 

68) Perhaps the first law of successful selling is, “Know thy customer.” 

70) The third presentation tool is thorough preparation for the sales call 
before you get there. 

71) Plan your questions in advance. 

72) Organize your briefcase and sales materials carefully before you arrive. 

73) If you will need to make multiple calls on a prospect, plan what you 
want to accomplish in each call. 
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74) In professional selling, this is called the “milestone method,” where 
you map and achieve certain milestones with each customer contact. 

75) Immediately after your first sales conversation, take out a sheet of 
paper and write down everything that was discussed in the 
conversation.  Don’t rely on your memory. 

76) The fourth tool you need for any sales presentation is timing  
and punctuality. 

77) Always aim to be ten minutes early for any sales call.  Punctuality is 
essential in building credibility. 

78) The fifth presentation tool is practice and rehearsal.  No matter how 
many times you have given a sales presentation, rehearse it one more 
time before you do it again. 

79) The sixth presentation tool that can give you a winning edge is 
excellent health habits. 

80) If you are going to sell five days a week, be sure to go to bed early five 
days a week. 

81) Practice deep breathing, seven times, before you go into any  
sales meeting. 

82) Breath deeply, roll your shoulders, and shake your hands before you 
go in.  This will relax you and make you more positive. 

83) After your initial questioning, restate the problem or goal that you and 
the customer have mutually identified. 
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84) You must get agreement from the prospect that what you are talking 
about and what he is concerned about, are the same thing. 

85) Get understanding and agreement at each step of your presentation. 

86) Use the trial close throughout: 

87) How does this sound to you? 

88) Does this make sense to you, so far? 

89) Would this particular feature be useful to you in your current 
operations? 

90) The basic formula for successful presentations is, “Show, tell and  
ask questions.” 

91) Become comfortable with silences during the sales conversation. 

92) Whenever you ask the customer a question, remain perfectly silent 
until he has answered completely. 

93) Features arouse interest while benefits arouse desire. 

94) Use the three part sales presentation method, “Because of this (product 
feature) you can (product benefit) which means (customer benefit). 

95) Use the power of suggestion by continually talking about how happy 
the prospect will be when he begins using your product. 

96) Plan your positive, suggestive statements in advance and  
rehearse them. 
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97) If there is a weakness in your product or service in comparison with 
your competition, show the customer that this is not really important 
for his particular situation. 

98) Your prospect has a buying temperature and it must reach boiling 
point for him to purchase. 

99) Every benefit that you mention increases the customer’s  
buying temperature. 

100) Offer statements from authoritative sources as to the quality of your 
product or service. 

101) Tell relevant stories, quote testimonials and mention authoritative 
comments about your product throughout the presentation. 

102) At the end of the meeting, you must keep the initiative. 

103) To keep the initiative, you must practice the TDPPR Formula:  You 
look for a Time, Date, Place, Person and Reason for the next visit. 

104) To make a complex, multi-call sale, you must accomplish certain 
objectives with each call. 

105) At the end of each sales conversation, you should take the initiative 
and suggest getting together again on a particular date. 

106) You must be persistent and request a PDPPR at the end of each visit. 

107) In presenting, you cannot leave a single detail to chance. 
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108) The key to excellent presentations is to prepare and rehearse, over and 
over again. 

109) Establish a friendly relationship, ask questions to uncover real needs, 
and then give a thoroughly planned professional sales presentation. 

110) Never stop improving the quality and content of your  
sales presentation. 
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Notes for review, reinforcement and continuous learning 
 

LESSON THIRTEEN 
Answering Objections Clearly 

 

1) Selling is hard; it always has been and it always will be. 

2) Selling offers opportunities for the average person that are 
unimaginable in most countries. 

3) In selling, you present for show, but you overcome customer 
skepticism and gain commitment for dough. 

4) Closing is perhaps the most stressful and challenging part of the  
sales profession. 

5) In selling smaller products or services, your approach to closing will be 
different than selling larger products or services. 

6) You must go into every sales situation prepared for the likelihood that 
your prospect will have questions unanswered, concerns unresolved, 
and objections to be overcome. 

7) Your first job in the sales conversation is to build and maintain a 
quality relationship. 

8) Closing the sale is difficult because of the fear of failure experienced by 
the prospect. 
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9) A major objection is that customers are busy and preoccupied and 
likely to put you off when it comes time to making a buying decision. 

10) Objections are good; they are essential to the selling process.  There are 
not sales without them. 

11) Objections indicate interest; where there are no objections, there is  
no interest. 

12) Objections tell you how well you are doing in the sales process; they 
are a form of feedback from the prospect. 

13) Make it easy for the customer to ask questions and to object. 

14) The Law of Six says that there are never more than six objections to 
any product or service offer. 

15) Identify the major objections you get and then develop bullet-proof 
answers to each of them. 

16) Complete this exercise with the correct words: “I could sell to every 
qualified prospect I spoke to if he/she just didn’t say…” 

17) An objection is something that can be answered and overcome; a 
condition is something that cannot be answered. 

18) Most prospects think that their objections are actually conditions when 
they are not. 

19) The first time to deal with an objection is before the objection comes up 
in the first place. 
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20) The second time to answer objections is when they come up early in 
the presentation. 

21) The third time to answer objections is during the presentation while 
you are presenting your product. 

22) The fourth time to answer an objection is later in the presentation at 
the proper time in the proper way. 

23) You should always handle objections diplomatically. 

24) Ask, “How do you mean?” or, “How do you mean exactly?” 

25) Treat objections as requests for more information. 

26) Compliment every objection; treat it as an intelligent and thoughtful 
commentary on your product. 

27) Take the objection and rephrase it as a question. 

28) When the customer objects say, “Mr. Prospect, obviously you have a 
good reason for saying that.  Do you mind if I ask what it is?” 

29) Whatever the prospect says, hear him out completely; listen patiently 
and attentively.  Build trust. 

30) There are several common types of objections that you should 
recognize and learn how to deal with. 

31) General sales resistance occurs at the beginning of every  
sales conversation.   
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32) Overcome general sales resistance by focusing on asking questions 
about the customer and his situation rather than talking about your 
product or service. 

33) Requests for information are a form of objection that is exactly what 
you want. 

34) Objective objections are challenges to you on one of your claims or 
assertions, easy to answer. 

35) Subjective objections are emotional and arise when you talk too much 
about yourself and your company. 

36) Excuses are a form of objection that arise in every sale conversation. 

37) Showoff objections come from people who feel they are extremely well 
informed about your product or service. 

38) Malicious objections come from difficult and negative people and they 
are attacks on you or your company. 

39) In every case, you handle objections by being friendly, positive, polite 
and diplomatic. 

40) Unspoken objections are the most dangerous of all because they can 
kill a sale if you do not uncover them and pull them out of the 
customer at the appropriate time. 

41) The remaining objections close: “Mr. Prospect, there seems to be some 
question in your mind that’s causing you to hesitate about going ahead 
right now.  Do you mind if I ask what it is?” 
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42) Ask: “In addition to that, is there any other reason why you might be 
hesitating about going ahead with this offer right now?” 

43) The lost sale or doorknob close: Pack up your materials, close your 
briefcase, get up and start for the door.   

44) Put your hand on the doorknob, turn to the prospect and say, “By the 
way, Mr. Prospect, just before I go, I wonder if you could do me a 
favor?  It would really help me with my other customers if I know 
exactly where I went wrong in my presentation to you.  What is the 
real reason you decided not to buy?” 

45) When the prospect gives you the real reason, you say, “Mr. Prospect, 
that’s my fault.  I obviously didn’t explain that part of our 
program/product/service completely.  If I could just take another 
minute, I’ll show you exactly what we do in that case and I think you’ll 
find it answers your question perfectly.” 

46) Last ditch objections: Be pleasant and polite and continue wrapping up 
the details of the sale. 

47) Price as an objection: No matter what the price is, it is always more 
than the prospect expected to pay. 

48) Willingness to pay and ability to pay are too separate issues. 

49) Price is seldom the sole reason for buying or not buying anything. 

50) One product sells for more or less than a competing product because it 
is different from the competing product in one way or another. 
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51) Once the customer knows how much your product costs, the decision 
is then made on the basis of other factors. 

52) Put price in its place. 

53) Don’t talk about your product or your price when you are making the 
initial appointment. 

54) Customers are mostly concerned about getting a fair price, a good 
price, a competitive price, a reasonable price, but not necessarily the 
lowest price. 

55) Customers have learned that buying on the basis of price usually gets 
low quality and more problems. 

56) There is an important difference between the initial price and the total 
cost of the product or service over the life of the product or service. 

57) When people say your price is too high, counter by asking, ”Why do 
you say that?  Why do you feel that way?  How far apart are we?” and 
“Is price your only concern?” 

58) Buying desire reduces price sensitivity. 

59) When you meet the customer initially, price concern is high and value 
perception is low. 

60) Your job is to focus on the value the customer gets and thereby reduce 
the focus on price. 
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61) When your price is higher than your competition, spread the price 
difference over the life of the product. 

62) Use the “feel, felt, found method” to deal with objections of any kind. 

63) “I understand exactly how you feel.  Others felt the same way.  But this 
is what they found when they began using our product.” 

64) Always remind the customer that you generally get what you pay for 
in any purchase. 

65) When price comes up, be calm, positive, relaxed and confident. 
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Notes for review, reinforcement and continuous learning 
 

LESSON FOURTEEN 
Closing the Sale 

 

1) The fears of failure and rejection surge to the forefront of the minds of 
the prospect and the salesperson at the moment of decision. 

2) 90% of sales take place after the fifth call and the fifth attempt of the 
salesperson to ask for the order. 

3) Most salespeople give up after the first call if it is not successful. 

4) Less than 10% of salespeople persist in their efforts long enough for a 
sale to take place. 

5) 10% of the salespeople open 80% of the new accounts. 

6) For the salesperson the close is the end of the process while for the 
customer the close is the beginning of the purchase. 

7) Because of the complexity of modern selling, the sale goes on after  
the sale. 

8) The customer is being asked to enter into a “business marriage,” a 
long-term relationship. 

9) The greater the possible consequences of the purchase decision, the 
more likely it will be that hesitation and reluctance will set in, in the 
mind of the customer. 
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10) Customers like to be asked.  Customers need to be asked.  Customers 
want to be asked. 

11) Customers both like and respect a salesperson that asks for the order. 

12) There are ten closing requirements that you must fulfill with  
every sale. 

13) First, the customer must want what you are selling, and must have 
made that clear. 

14) Second, the customer must believe in you and your company. 

15) Third, the customer must need the product or service you are selling. 

16) Fourth, the customer must be able to use and get value from your 
product or service. 

17) Fifth, the customer must be able to afford the purchase of your product 
or service. 

18) Sixth, the customer must completely understand the full nature and 
scope of the offer, everything that he is getting in the purchase. 

19) Seventh, the salesperson must be eager to make the sale. 

20) Eighth, the salesperson must have sound closing skills. 

21) Ninth, the salesperson must be prepared to hear a no, and  
continue selling. 
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22) And tenth, the salesperson must be prepared to remain silent after 
asking the closing question. 

23) There are five errors to avoid when closing the sale. 

24) The first is arguing, telling the prospect that he is wrong about some 
aspect of your offer. 

25) The second error is expressing personal opinions, especially those of a 
religious or political nature. 

26) The third error is knocking the competition, saying negative things 
about other companies. 

27) The fourth error to avoid is overselling, saying that your product can 
do things that it cannot. 

28) The fifth error to avoid is assuming authority that you don’t have,  
and promising things that you can’t deliver. 

29) There are obstacles to closing that you must overcome. 

30) One important reason salespeople fail to make sales is negative 
expectations. 

31) Another obstacle to closing is lack of sincerity on the part of  
the salesperson. 

32) A third obstacle is when you and the prospect are on different 
wavelengths; you just don’t seem to get along for some reason. 
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33) A fourth obstacle to closing is a personality clash between you and the 
prospect.  You can’t sell to someone that you don’t like, or who doesn’t 
like you. 

34) You must look for and recognize buying signals when the customer 
gives them to you. 

35) The first buying signal is when the prospect asks you about the price 
and terms.  This is a good sign. 

36) The second signal is when the customer asks you for more details 
about some aspect of your product.  This is a good sign as well. 

37) The third signal is when the customer asks about delivery.  This 
indicates that he wants to own and enjoy your product or service. 

38) The fourth way a customer signals to you that he’s ready to buy is by 
adjusting his posture or changing his body language. 

39) When a prospect is ready to buy, he often goes into the  
“tea kettle” position. 

40) Another body language signal is deep thought, or chin rubbing. 

41) A buying signal is when the customer begins calculating numbers and 
working out how much the product costs. 

42) Customers often signal buying readiness by sudden friendliness. 

43) The sounds of silence: Salespeople tend to speak louder and faster 
when they are nervous and fear rejection at closing the sale. 
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44) You can talk yourself out of a sale, but it is almost impossible to listen 
yourself out of a sale. 

45) There are seven excellent closing techniques that you can use in your 
sales work. 

46) The first is the Invitational Close, where you say to the prospect: “Why 
don’t you give it a try?” 

47) The second is the Directive Close.  This is often called the Assumption 
Close, the Selling Past the Sale Close, or the Post-Closing Technique.  
You assume the sale and say, “Well then, the next step is this (you then 
go on to describe the plan of action) and I’ll take care of all the details.” 

48) Precede each closing technique with the words, “Does this make  
sense to you?” or “Do you have any questions or concerns that I 
haven’t covered?” 

49)  The third key technique is the Alternative, or Preference Close.  You 
ask, “Which of these would you prefer, A or B?” 

50) The fourth top closing technique is the Secondary Close: You ask for a 
decision on a minor part of your sale, a yes to which means a decision 
to buy your entire offering. 

51) “Would you want this shipped in a wooden crate, or would cardboard 
be alright?” 

52) The fifth closing method is the Authorization Close: “If you’ll just 
authorize this, we can get started right away.” 
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53) A variation of the Authorization Close is the Ultimatum Close.  You 
use this with a prospect that you have visited many times and who 
will not say yes, and will not say no. 

54) The sixth closing technique is the Order Sheet Close.  At the end of 
your sales conversation, you take out your order sheet or sales contract 
and begin filling it out. 

55) The seventh technique is the “I want to think it over close.”  These 
words can end the sales conversation, or lead to closing the sale.   

56) When the prospect says, “I want to think it over,” you appear to accept 
it gracefully.  You smile as you put your materials away and then ask, 
“Mr. Prospect, that’s a good idea.  This is an important decision and 
you shouldn’t rush into it.  Obviously you have a good reason for 
wanting to think it over.  May I ask what it is; is it the money?” 

57) Remain perfectly silent, watching his face.  Smile gently.  This is a 
critical moment.  If he says, “No, it’s not the money,” you reply by 
asking, “May I ask what it is?” 

58) At this point, the customer will give you the “closing condition,” or a 
final objection, which you can then answer and wrap up the sale. 

59) Remember that the world belongs to the askers. 

60) Much of your success and happiness in life will be determined by your 
ability and your willingness to ask for the things you want. 

61) Ask politely, ask positively, ask cheerfully, and ask expectantly. 
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62) Ask for information, ask for appointments, ask for the reasons people 
hesitate to buy, and ask for the real meanings that lie behind customer 
statements. 

63) Most of all, ask for orders.  Ask customers to make buying decisions 
after you’ve gone through all the work of bringing the sales transaction 
through to the last step. 

64) “Ask and it shall be given unto you, for all who ask receive it.” 

65) Courage and boldness are the fundamental qualities of the  
top salesperson. 

66) Success principle: “Once you have decided what you want, act as if it 
were impossible to fail, and it shall be!” 

67) There are no limitations on what you can accomplish in the profession 
of selling except the limitations you place on yourself by your own 
doubts and fears. 

 




