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Sales can be a tough game even in the
best of times and with the recent economic
downturn it has been tougher than ever to
nail the sell. So when going in for the kill you
don’t have to be smarter than everyone else,
better looking or more connected, you just have to be ready.
Avoid the following mistakes and your sales will soar.
Unclear purpose: The truth is most people are unclear about
their purpose and goals, sure we want to be successful but
how are we going to get there? The average person has
no clear purpose and that’s why they end up average. But
occasionally you find someone that’s not better or brighter
than the competition but much more focused. By having a clear
goal/purpose and, therefore, working each day to bring your
vision closer to reality your sales will escalate significantly.
Destructive thinking: What you think about each day has
an impact on your results and your success and happiness.
I believe the second you stop falling victim to destructive
thinking and commit to taking charge of your thoughts
there will be a direct correlation to your sales results. If
you think you are going to fail you will, if you think you are
going to win your chances will improve dramatically.
Not listening: Too often salespeople sing the praises of
the product or service they are selling without hearing
what the customer wants, and you cannot sell to someone
if you do not know what they want. Listen to your
customers, identify their specific needs, and fill them.
Over selling/promising: Eagerness and determination are
important traits for a salesperson to have, but you must learn
how to temper this energy with an awareness of when too
much is too much. A nonstop sales pitch leaves your potential
customer without room to make an intelligent decision.
There is a fine line between being a good salesperson and
being pushy or obnoxious. Know when to stop selling.
Stress: Stress is far more dangerous than most of us
realise. It’s the common factor behind numerous diseases
and depression. It’s also a major cause of failure. Never
forget, it’s not what happens to you that makes you
stressed. It’s how you react to what happens. It may not
feel like it but you are always in control of your stress level
because ultimately you are in control of your thoughts.
Final thought: Mastering the above mistakes is the
first step in achieving your aims, goals, dreams and
legendary status! We need to understand and conquer
failure if we are ever going to master success.
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I’ve got cross just writing this!
1. Pushy sales people
If I sound like I’m unsure I’m probably being
polite…bottom line is I’m not interested.
You haven’t listened. You haven’t asked me
many questions, and you certainly haven’t paid attention to
the limited information I have given you. Don’t tell me what
you think I want. Qualify me properly, build some rapport,
demonstrate your product and market knowledge, show
me you’re an expert, put some options in front of me
(that I’m interested in), build some desire and urgency…
and for goodness sake do it with a smile on your face.
2. Pretending to be someone you are not
I can tell if I’m not dealing with the real ‘you’. Your
sentences sound wooden, your pitch sounds rehearsed,
and you’re using words that you’re clearly uncomfortable
with. I just want you to talk to me on a level that you are
comfortable with. I want to deal with a real person, with
real language in a way that is relaxing and comfortable.
I’m not interested in how amazing you say you are or how
amazing your company is. I want to know what you know
about me, what issues I have, and how you can help.
3. Friendships aren’t business relationships
You might be the nicest person that I’ve spoken to today,
this week, this year but if you haven’t got what I need
you're not getting my business. I’m happy for you to ring
me up or drop in for coffee and shoot the breeze, and chat
about stuff but I’ll be doing business with the other guy
that provides the goods when I need them. If you can give
me what I want AND I enjoy dealing with you, Bob’s-youruncle, we’ll have a long-standing business relationship and
I’ll be the one telling everyone how wonderful you are.
4. Your attitude stinks!
If you sell for a living please make an effort. If you’re in a
bad mood, don’t even approach me. If you’re not passionate
about your product, I’m definitely not. If I know more about
your products than you do, you’re in the wrong the job. Don’t
call me ‘mate’ (yet). Have the cigarette after the meeting. Put
on a jacket. Don’t be late. Don’t be cocky. Don’t get cross.
5. Stop talking
If you stop talking for long enough I might actually buy
something from you. The more you talk the more you’re
putting me off. Don’t justify things to me. Don’t put words
in my mouth. If you ask me a question for goodness sake let
me answer it. Two ears, one mouth – use them accordingly.
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