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7 Habits of Highly Effective Sales People

To borrow some concepts from Stephen Covey’s highly acclaimed book Seven Habits of Highly Effective
People, the following concepts in selling activities hold true.

1.

Be pro-active.

Prospect aggressively. Do not wait for business to find you, it might find someone
else? If you are not calling on your customers and prospects, you can count on
the fact that someone else is. Determine your target market and find out where
they go, and go there. There is nothing more effective than face-to-face
prospecting. Selling is leading! When you are the caller, you have the power —
especially when you are delivering good news about your product or service.
Remember when you are selling a service that keeps the customer’s needs in
mind, you are essentially helping them.

Begin with the end in mind.

Determine the number of contacts that are required for you to make a sale, and
make them! Selling is often referred to as a “numbers game”. Repetition builds
confidence and creates results. Think 10-3-1! Make 10 calls, generate 3 qualified
prospects and make 1 sale.

Put first things first.

Spend the first two hours of every day prospecting for new business. Make it a
habit! Once you start troubleshooting and problem-solving, you may never get
around to prospecting. You need to have a list of the folks to call with you at all
times. Make a “To Do List” each night. Have a list of your top prospects handy. If
you wait until just before making calls to compile lists or arrangements, it is easy
to get sidetracked. TIP! Take at least one influential person to breakfast or lunch
one or two times every week.

Review your goals daily. How can you get there if you forget where you are
going? Write your goals (5-6) which should accompany both business and life-
style desires and review them at least once a month.

Think Win/Win.

“ Lynwn Gindiani - Progressions; Inc:
A P.O. Box 28172 - Bellinghamy WA 98228

NATIONAL SPEAKERS ASSOCIATION WWWPVO?I’WVWM . (360) 733-6557



Expect to sell. Identify key people that can help you in your business. Call them
up. Introduce yourself and offer to help them. They in turn will help you too. The
best business is referral business. Send out notes to “stay in contact” or say
thank you everyday. Just like vitamins — it's one-a-day at a minimum.

5. Seek first to understand, then to be understood.

Ask open-ended questions to find out as much about your customer or potential
customer as you can. Practice these questions. Everyone loves to talk about
themselves and their business, so ask lots of questions. Remember that
questions provide control. When you ask the question, someone has to stop or
think of the answer — so you have the control! The best conversationalist is a
good listener!

6. Synergize.

Be a team player. Let those that you work with help you and you help them.
Always share your goals with others. People like to help you! Try to arrange
quick meetings with other sales people and share leads. Everyone will benefit.

7. Sharpen the Saw.

Selling is a tough business. The only way to succeed is by continuing to invest in
yourself. Spend time, money, and dedication going to seminars, reading books,
listening to tapes. There is a direct correlation between the amount of time and
money you spend on yourself and the level of your success. Have a positive
determined attitude. Selling is fun!
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