Step 1 – Shut up – talk less, listen more

Step 2 – Care – you have to give a shit about what you’re selling or no one else will

Step 3 – Manage expectations – leave the red cape in the closet

Step 4 – Network – meet as many people who may need you someday as possible

Step 5 – Use the world you’re in – twitter, facebook, blogs, etc

Step 6 – Connect – make a real connection with your customers

Step 7 – Be Honest – they know you’re trying to sell something, why lie about it

Step 8 – Be the expert – if you’re not, you better learn something – positioning yourself as the default solution provider in a field is worth any amount of marketing $$

Step 9 – Be where the competition isn’t – competition sucks, make them irrelevant by being phenomenal, or just go find the sales they aren’t looking for

Step 10 – Invest yourself in your work – if it’s not part of you, why get up in the morning?

Step 11 – Become Fearless – No is just another word. It’s not a gun. Nobody’s ever died from rejection

Step 12 – Be your own sales guru

Sellers Anonymous – Introduction

“I’m a salesman.” Sounds dirty, doesn’t it? It brings up images of Herb Tarlick and white patent leather shoes, sleazy used car salesmen with bad toupees and that guy who gypped you on a car, a stereo, or whatever bad deal you remember most vividly. Salespeople have a crap reputation, and it’s frequently well-deserved. There are a lot of salespeople out there who are just in it for this month’s commission checks and could care less about repeat customers and any long-term satisfaction in their clients. 

If this is you, I’d like for you to go away now. Put the book back on the shelf and just walk away. I don’t need the money badly enough to take cash from you, and I’m afraid that if you read this book, you’ll be able to twist my techniques into some moderately effective bastardization of my sales strategy, and all we need in this world is more unethical salespeople. So go away. Buy a different book. I won’t mind. 

If you’re a salesperson who genuinely cares about customer service, who wants to do a good job, do right by your customers and have a good time doing it, then you should stick around. We can have a good time together. I think you’ll find a lot of “well, duh” moments in this book, and hopefully a few “wow, I hadn’t thought about it like that” moments, too. 

What I want to do with this book is distill my experience in sales into a dozen easy steps. Ok, they’re really not that easy, and they take a lot of work, but since you’re self-aware enough to buy a sales book, you understand that anything worth having takes work, and skill at sales is just like anything else. 

So at this point you’re wondering “who is this guy?” Well, I’m a salesman. I’ve been selling things all my life, from yard sales as a kid to flea market booths in high school and college to a professional sales position and eventual sales manager as an adult. I work in the entertainment lighting industry, for a company called Barbizon Lighting Company, one of the largest distributors of theatrical lighting equipment in the US. I started with the company when the Charlotte, NC office opened, and it’s the only “real job” I’ve ever had. I’ve sold millions of dollars worth of equipment over the years, everything from the smallest lightbulb to complex lighting and rigging systems. Over the years I’ve figured out a few things about how to sell, and how to get the sale, and the product of those years of work is here for your perusal. 

I patterned this after a 12-step program mostly because the stigma attached to being a salesperson is similar to being an addict. It’s just not something we talk about in polite circles. And I thought it was kinda funny. Plus it gives me a decent formula to follow. We’ll start at Step 1 and work our way through all 12 steps together, and by the time we’re at the end of the book, hopefully you’ll have learned a little about sales, learned a little about yourself as a salesperson, and picked up a few techniques and philosophies to help you be more successful in the future. 

Most of this book will sound just like this, just me talking. Some people call it a “conversational style.” I call it me being much more of a salesperson than a writer. I’m no guru, no yogi on a mountaintop. I’m just a guy who sells stuff and scribbles a little. I hope you find some tips in here that are helpful, maybe a few entertaining stories, and most of all, I hope that when you’re done with this book you think I’ve helped you in some way. 

Step 1: Shut Up

