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Part 1:  A Changing Sales Landscape 
 

Congratulations for downloading this eBook.  LǘΩǎ ƻōǾƛƻǳǎ ǘƘŀǘ you would like to examine your 

perspective and your skills and kick start your sales. 

 

You are probably already aware that the role of the sales person has shifted dramatically in the last 

decade because of the impact of the internet.  There was a time when the primary role of the 

business owner or sales person was to inform the prospect and then ask them to buy. 

 

Ten or fifteen years ago it was easier to get an appointment with a business prospect because you 

ƘŀŘ ǎƻƳŜǘƘƛƴƎ ǘƘŜȅ ǿŀƴǘŜŘ Χ ƛƴŦƻǊƳŀǘƛƻƴΦ  You as the business owner or sales person were a 

walking, talking, super brochure.  Additionally, prospects did not just want information about your 

company and ƛǘǎΩ ǇǊƻŘǳŎǘǎ ŀƴŘ ǎŜǊǾƛŎŜǎ.  They were seeking information about the market and what 

their competitors were doing as well.   

 

.ȅ ǘƘŜ ƭŀǘŜ мффлΩǎΣ ŎƻǊǇƻǊŀǘŜ ǿŜōǎƛǘŜǎ ƘŀŘ ǇǊƻƭƛŦŜǊŀǘŜŘ ǘƻ ǘƘŜ Ǉƻƛƴǘ ǘƘŀǘ ŀ great deal of information 

was available which impacted the ease of getting appointments.  A prospect could just go to your 

ŎƻƳǇŀƴȅΩǎ ǿŜōǎƛǘŜ ǘƻ ƭŜŀǊƴ ŀōƻǳǘ ȅƻǳǊ ǇǊƻŘǳŎǘǎ ŀƴŘ ǎŜǊǾƛŎŜǎ ŀƴŘ ǘƘŜȅ ŎƻǳƭŘ Ǝƻ ǘƻ ǘƘŜƛǊ 

ŎƻƳǇŜǘƛǘƻǊΩǎ ǿŜōǎƛǘŜ ǘƻ ƎŜǘ ŀǘ ƭŜŀǎǘ ǎƻƳŜ ŎƻƳǇŜǘƛǘƛǾŜ ƛƴŦƻǊƳŀǘƛƻƴΦ   

 

9ǎǘŀōƭƛǎƘƛƴƎ ŀ άǊŜƭŀǘƛƻƴǎƘƛǇέ with prospects began to get more focus (again).  Still today I hear 

business owners and sales people say, άsales are all about the relationshipsΦέ  hŦ ŎƻǳǊǎŜΣ ŜǎǘŀōƭƛǎƘƛƴƎ 

relationships will always be an important part of sustaining a successful business,  

 

Χ but ǊŜƭŀǘƛƻƴǎƘƛǇǎ ŀƭƻƴŜ ŘƻƴΩǘ ŜŀǊƴ ōǳǎƛƴŜǎǎΦ 
 

For example, most small business owners are likely to have relationships with more than one 

attorney, CPA, banker, printer, ƻǊ ǿŜō ŘŜǾŜƭƻǇŜǊΣ ōǳǘ ǿŜ ŘƻƴΩǘ ǳǎŜ ǘƘŜƳ ŀƭƭΦ   

 

We use the professional or company that provides the most on-going value. 

 

At one level, on-going values means that those professionals and companies provide the solution 

that best fits our unique business challenges and opportunities.  At a deeper level, having 

relationships and doing business with those professionals and companies comes with value that 

promotes your business beyond just providing solutions to your current issues.   

 

They are a real resource of knowledge, ideas, and connections that help grow your business. 

 

Knowledge + Relationships + Solutions + Added Contributions = 

Sales Success 
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Chapter 1:  ! .ǳǎƛƴŜǎǎ hǿƴŜǊΩǎ .ƛƎƎŜǎǘ /ƘŀƭƭŜƴƎŜ 
 

For most small businesses and sales professionals, the biggest 

challenge is to go from a lot of disorganized activity that 

causes the wild ups and downs of new business to a pipeline 

of new business that comes in a relatively steady stream. 

 

The following is a very common story.   
 

Joe Entrepreneur had an idea for a business.  He correctly believed that with his experience and ideas, 

he could bring something unique to the market.  He had a network of people with whom he discussed 

his idea and who he rightly believed to be good prospects.   

 

After a lot of careful thought and planning, Joe went for it.   

 

Naturally, the first thing that Joe did waǎ ǘƻ Ǝƻ ŀŦǘŜǊ ǘƘŜ άƭƻǿ ƘŀƴƎƛƴƎ ŦǊǳƛǘΦέ  IŜ ŎƻƴǘŀŎǘŜŘ ǘƘŜ ǇŜƻǇƭŜ ƛƴ 

his current network.  Several of these people became clients and he began earning revenue.  It was 

actually enough revenue for him to make a little profit, but was nowhere near what he believed the 

potential to be for his business. 

 

As Joe serviced this existing business, he became quite comfortable with what he was doing and decided 

to focus harder on generating new business.  Here is where it started to get hard. 

 

Joe got to this point without a system of lead generation, a sales process, or any sales training.  To pick 

the low hanging fruit that was his initial client list he did not need any of these things.  Thus, when he 

started trying to generate new business for his small company, he got inconsistent results. 

 

Oh, what to do? 
 

At this point, business owners face some obvious choices.   

 

First, they can accept the status quo.  This is a fine choice for those who are happy with what they have 

accomplished and the income that they generate. 

 

Second, they can begin advertising.  This is not a bad thing to do, however without the right systems in 

place, a company will struggle to leverage the benefits as well as they should. 

 

Third, they can hire the first sales person for the company. 
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WƻŜΩs aspirations were greater than his current success, so he went with both choices two and three.  He 

did some advertising, with mixed results.  The phone rang with inquiries and he got some new business, 

but it still felt like playing the lottery. 

 

Before hiring a sales person, Joe thought pretty hard.  Ultimately, he made his decision to go forward 

based upon an inaccurate paradigm.  Remember how Joe got started?  In his experience, his initial 

business development was pretty easy and he did it without advertising, without a lead generation 

system, without a sales system, and without any sales training.   

 

He believed that the biggest obstacle he faced as it 

regarded growing his business was having the time to 

get in front of prospects. 
 

Because of this paradigm, Joe made the decision to hire Jane.  Jane 

was an extroverted person who was comfortable networking.  She 

was intelligent and motivated.  Jane did not have much business 

development experience, but because of her personality both she and Joe thought she would be a 

natural.  It made sense to both that she should receive a low base plus commission.   

 

Actually, all those candidates who showed real interest were people with no real sales experience and 

who knew nothing about creating a system of lead generation or how to effectively move prospects 

through the sales process.  Of course, ŦǊƻƳ WƻŜΩǎ ǇŜǊǎǇŜŎǘƛǾŜΣ people like this are expensive and 

ǳƴƴŜŎŜǎǎŀǊȅ ōŜŎŀǳǎŜ Χ 

 

άōǳǎƛƴŜǎǎ ŘŜǾŜƭƻǇƳŜƴǘ ƛǎ ŜŀǎȅΦ  Lǘ ƛǎ ǎƛƳǇƭȅ ŀ ƳŀǘǘŜǊ ƻŦ ƘŀǾƛƴƎ ŜƴƻǳƎƘ 

time to network and cold call, right?έ 
 

WŀƴŜ ŘƛŘ ŀ ƎǊŜŀǘ Ƨƻō ƛƴ ƭŜŀǊƴƛƴƎ ŀōƻǳǘ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ǇǊƻŘǳŎǘǎ ŀƴŘ ǎŜǊǾƛŎŜǎ ŀƴŘ ǎƘŜ ǿŀǎ ŀōƭŜ ǘƻ 

accurately explain the benefits whenever she got the chance.  Nonetheless, she was barely able to 

increase the overall sales results after about four months.  She was networking and seemed to be 

passing out a lot of business cards, but getting to the point of presenting proposals to qualified 

prospects was just not happening.  Both Joe and Jane were frustrated with the results when Joe decided 

he needed to find a new sales person. 

 

 WƻŜ ǿŀǎ ǳƴŘŀǳƴǘŜŘ ŀƴŘ ōŜƎŀƴ ǘƘŜ ǎŜŀǊŎƘ ŦƻǊ WŀƴŜΩǎ ǊŜǇƭŀŎŜƳŜƴǘΦ  IƻǿŜǾŜǊΣ ƘŜ ŘŜŎƛŘŜŘ ǘƘŀǘ ƘŜ ǿŀǎ 

going to hire more carefully this next time.  He put together more of a structured interview to prevent 

just winging it.  He also decided that he would require at least two years of sales experience of some 

kind. 
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A year later, Joe had gone through the hiring process, hired Tom, and was right back where he was with 

Jane.  Tom was a good person with personality and intelligence, but whose sales were just offsetting his 

base salary.  Joe had a bit more revenue and a bit more expense.  He was working harder and had more 

worries, but was not more profitable. 

 

Whether they realize it or not, many small businesses operate from this paradigm that business 

development is not that hard, it is just a matter of networking and getting in front of people.  This is very 

understandable because they are mostly right.   

 

The key is learning how to do the critical functions of business development consistently and well. 

 

This means developing a system of Sales Habitudes. 
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Chapter 2:  The Genesis of Sales Habitudes 
 

In 2000, I became an entrepreneur.  I had spent several years working for a property and casualty 

insurance company in claims management.  My father and two brothers were recruiters in a different 

industry and I believed that I could leverage their knowledge and my experience to create a company 

that did a better job of recruiting claims professionals. 

 

 I took the plunge and frankly, I found business 

ŘŜǾŜƭƻǇƳŜƴǘ ǘƻ ōŜ ŀǎ Ŝŀǎȅ ŀǎ ƘƛǘǘƛƴƎ ŀ ƳƻƴŜȅ ōǳǘǘƻƴ Χ ŀǘ 

first. 
 

My former employer became my first client.  They signed a search 

agreement during my exit interview!  Several colleagues who had moved on 

to different companies also became clients within my first few months.   

 

My first week in business, I went to a national educational conference and trade show for claims 

professionals in Phoenix.  I introduced myself to the key note speaker, Carl Van of the International 

Insurance Institute.  He and I went on to do a little business, but more importantly he introduced me to 

Phil Schreiner, the editor of Claims Magazine whose parent company sponsored the conference every 

year.  Phil introduced me to Jim Jones, Director of the Katy School of Insurance at Illinois State 

University.  Jim interviewed me for an article on the recruitment and retention of claims professionals 

and he and I went on to co-present at the next few conferences in Tampa and Seattle and I presented 

with officers from Progressive Insurance and Westfield Insurance in Chicago. 

 

Out of sheer luck, in very little time I became branded as an expert. 
 

I determined that I was ready to grow my business and I hired a new recruiter/sales person.  I hired 

someone with claims induǎǘǊȅ ŜȄǇŜǊƛŜƴŎŜ ǿƛǘƘ ŀ άƎƻ ƎŜǘǘŜǊέ ǇŜǊǎƻƴŀƭƛǘȅΦ  L ƘŀŘ ƭŀƴŘŜŘ ŀ ƭŀǊƎŜ ƴŀǘƛƻƴŀƭ 

account and Adam was a great fit for working that account.  However, the next two people I hired were 

like Jane and Tom in the story above.   

 

I believed in our brand and my network, but while we were experiencing marginal success with these 

last two hires, I decided that we needed a more formal sales system.  In other words, we needed to 

learn how to better qualify prospects and then move them through the sales process in order to close 

more deals. 

 

I hired a consultant and took three sales people to participate in several days of offsite training in Kansas 

City.  Over the next few years, my staff and I received training from several industry gurus around the 

country at a personal cost to me of about $20,000.  Over time we developed a pretty solid process. 
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So did simply having a great sales system turn everyone into superstars?  Nope!  
 

Over a period of nine years I hired nine recruiters with mixed results.  It was expected that Χ 

¶ Some would follow the sales system and do very well and 

¶ Some would not follow the sales system and do poorly 

 

What was not expected was that  

¶ Some followed the sales system and were still unsuccessful and 

¶ Some cut corners and were still successful 

 

Although this was perplexing and frustrating, I learned some important lessons that changed my 

business and helped shape the Sales Habitudes. 

 

I learned that those who believed in our company and the way we did things maintained a positive 

outlook which in turn impacted their results.  Their beliefs fostered their success. 

 

I learned that we had more success with less effort with those clients who appreciated the unique value 

our company brought to the market.  However, my sales people were not able to consistently leverage 

my brand as an expert in our market.  Those that were able to bring personal value to their prospects 

had more success with less effort. 

 

I learned that my national network did not automatically embrace my sales people.  They did not 

provide them with same kind of assistance or opportunities that they provided to me directly.  In Sales 

Habitudes terminology, my Circle of Influencers was not automatically a part of their Circle of 

Influencers.  Those sales people that were able to establish their own network had more success with 

less effort. 

 

I learned that those who learned the lessons of good sales communication were able to discern with 

whom they should focus their efforts.  Their clients were more cooperative and ǿŜǊŜ ƴƻǘ άǘƛǊŜ ƪƛŎƪŜǊǎΦέ 

This impacted their closing ratios.  Again, they had more success with less effort.  

 

I learned that these elements combined with good lead generation practices, discipline, and a good 

sales system are all necessary for long term business development and sales success. 
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Part 2:  The Sales Habitudes Explained 
 

 

 

 

 

 

The Sales Habitudes Pyramid 

 

Winning Sales Paradigm

Strong Personal 

Brand

Establish Circle 

of Influencers

Learn Great 

Sales 

Communication

Lead Generation & Sales Process

Deliberate Practice

Discipline
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Chapter 3:  Winning Sales Paradigm 
 

We at Sales Habitudes, LLC believe that you as a business owner and your sales people must have strong 

positive beliefs in the following elements outlined below.  Take the quiz to see where you stand. 

 

Score yourself on a scale of 1-10 in the following areas.  1 is the least positive and 10 is the most 

positive. 

 

Do you believe in the ability and integrity ƻŦ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ƭŜŀŘŜǊǎƘƛǇ ŀƴŘ ƳŀƴŀƎŜƳŜƴǘΚ _____ 

5ƻ ȅƻǳ ōŜƭƛŜǾŜ ƛƴ ǘƘŜ ǉǳŀƭƛǘȅ ŀƴŘ ǊŜƭŜǾŀƴŎŜ ƻŦ ȅƻǳǊ ŎƻƳǇŀƴȅΩǎ ǇǊƻŘǳŎǘǎκǎŜǊǾƛŎŜǎ   _____? 

5ƻ ȅƻǳ ōŜƭƛŜǾŜ ƛƴ ǘƘŜ ǉǳŀƭƛǘȅ ŀƴŘ ǊŜƭŜǾŀƴŎŜ ƻŦ ȅƻǳǊ ŎƻƳǇŀƴȅΩǎ ŎǳǎǘƻƳŜǊ ǎŜǊǾƛŎŜΚ  _____ 

Do you believe in the value for ǘƘŜ ǇǊƛŎŜ ƻŦ ȅƻǳǊ ŎƻƳǇŀƴȅΩǎ ǇǊƻŘǳŎǘǎ ŀƴŘ ǎŜǊǾƛŎŜǎΚ  _____ 

Do you believe in the personal value and skills that you bring to your role?   _____ 

Do you believe in your lead generation and sales systems to help get results?   _____ 

Are you fully committed to your role?        _____ 

Do you have an abundance mentality?        _____ 

(There is enough business for everyone that is good at what they do) 

Do you have a win/win mentality?        _____ 

(Offering large discounts or never saying no to a prospect/customer is probably lose/win)  

Lǎ ǘƘŜ ǊŜŀǎƻƴ άǿƘȅέ ȅƻǳ ŀǊŜ ƛƴ ōǳǎƛƴŜǎǎ ƻǊ ƛƴ ŀ ǎŀƭŜǎ ǊƻƭŜ ƳƻǘƛǾŀǘƛƴƎΚ    _____ 

(What are you trying to achieve or gain?  Wealth is a legitimate answer.) 

 

TOTAL SCORE  _____ 

 

Discovering a low score in any one or several areas is not bad.  Recognizing this reality is actually your 

first positive step in the right direction towards increased sales. 

 

First, examine why you believe what you do to determine if those beliefs are based in fact.  Sometimes, 

the reality is better than we choƻǎŜ ǘƻ ǎŜŜ ƛǘΦ  5ƻƴΩǘ ǎǘƻǇ ǘƘŜǊŜΦ  !ǎƪ ȅƻǳǊǎŜƭŦ ƛŦ ȅƻǳ Ŏŀƴ ƎǊƻǿ 

comfortable with a new perspective.  If not, perhaps you are in the wrong career. 

 

Second, for those low scoring areas with a basis in fact, ask yourself if it 

matters.  If it matters, figure out how you can address it to cause positive 

change. 

 

The stronger your Winning Sales Paradigm is, the easier it is 

to succeed in sales.  
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Chapter 4:  Strong Personal Brand 
 

So at this point, you have discovered that you have a Winning Sales 

Paradigm or you are working on solving the issues that need enhanced 

belief.  Now, you need to craft the message that will let everyone know 

about the value that you bring to the market.  

 

¸ƻǳǊ ǇŜǊǎƻƴŀƭ ōǊŀƴŘ ƛƴŎƭǳŘŜǎ ȅƻǳǊ ǾŀƭǳŜ ǇǊƻǇƻǎƛǘƛƻƴ ƻǊ άŜƭŜǾŀǘƻǊ 

ǎǘŀǘŜƳŜƴǘέ ŀǎ ŀ representative of your company and as a valuable 

ǇŜǊǎƻƴ ǘƻ ƘŀǾŜ ƛƴ ƻƴŜΩǎ ǇǊƻŦŜǎǎƛƻƴŀƭ ƴŜǘǿƻǊƪΦ  

 

Crafting your sales value proposition or "elevator statement" well is 

perhaps the most crucial element in a systematic business development 

program.  If done well, it becomes the foundation for all of your 

branding, networking, and other marketing efforts.   

If done well, it has F.O.R.M. 
 
It is Focused.  You Own It.  It is Relevant.  And it is Magnetic. 
 
Focused 
In the world of small business or b2b sales, your value proposition needs to be focused on a narrow 
market rather than a broad market.  ²ƛǘƘƻǳǘ ƴŀǊǊƻǿ ŦƻŎǳǎΣ ȅƻǳ ŎŀƴΩǘ hǿƴ LǘΣ ōŜ wŜƭŜǾŀƴǘΣ ƻǊ aŀƎƴŜǘƛŎΦ 
 
!ƭ wƛŜǎΣ ƻƴŜ ƻŦ ǘƘŜ ǿƻǊƭŘΩǎ ōŜǎǘ ƪƴƻǿƴ ƳŀǊƪŜǘƛƴƎ ǎǘǊŀǘŜƎƛǎǘǎΣ Ǉǳǘ ƛǘ ǘƘƛǎ ǿŀȅ ƛƴ Ƙƛǎ мффс ōƻƻƪΣ Focus: The 
Future of Your Company Depends on It.  
 

The sun is a powerful source of energy.  Every hour the sun washes the earth with billions of 
kilowatts of energy.  Yet with a hat and some sunscreen you can bathe in the light of the sun for 
hours at a time with few ill effects. 
 
A laser is a weak source of energy.  A laser takes a few watts of energy and focuses them in a 
coherent stream of light.  But with a laser you can drill a hole in a diamond or wipe out a cancer. 
 
When you focus a company, you create the same effect.  You create a powerful, laser like ability 
ǘƻ ŘƻƳƛƴŀǘŜ ŀ ƳŀǊƪŜǘΦ  ¢ƘŀǘΩǎ ǿƘŀǘ ŦƻŎǳǎƛƴƎ ƛǎ ŀƭƭ ŀōƻǳǘΦ 

 
Own It 
If your brand as described in your value proposition is true and accurate when you substitute the name 
of a competing business owner or sales personΣ ǘƘŜƴ ȅƻǳ ŘƻƴΩǘ άƻǿƴ ƛǘΦέ   
 
You must discover the value that you provide that is unique from others.  Often times your difference is 
not your actual goods, services, or price.  What you may own is how you can help prospects realize 
greater value from you or ȅƻǳǊ ŎƻƳǇŀƴȅΩǎ expertise, even with products and services that are not 
necessarily unique. 
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Your value proposition must be something that you and the people you hire can be passionate about.  
It's a great idea to get help from a professional marketing firm or consultant, but you can't let them 
create your value proposition for you based upon their research or their ability to be "quippy" or clever. 
 
Finally, to own it, what you say must be honest.  If your claim to provide a certain value is not true, you 
will get crucified in today's Word of Mouth society.  You definitely don't want to be talked about 
on twitter, facebook, blogs, or Linked In for the wrong reasons. 
 
Relevant 
You value proposition must promise to do one or more of the following to be relevant: 

1. Make money for your prospect  
2. Save money for your prospect  
3. Minimize a negative emotion such as fear  
4. Maximize a positive emotion such as joy, pride, or peace of mind  

 
Magnetic 
Compelling, attractive, or even interesting are other ways to express 
magnetic.  Although your value proposition should be clear and not cryptic, it 
should also be provocative.  For example, it should cause people to reflect at 
least for a moment or to ask you a question. 
 
¢ƘŜȅ ǎƘƻǳƭŘ ōŜ ǘƘƛƴƪƛƴƎ ǘƘƛƴƎǎ ƭƛƪŜΣ άL ƴŜŜŘ ǘƻ ƭŜŀǊƴ ƳƻǊŜέ ƻǊ άǘƘŀǘ ŎƻǳƭŘ 
ŎƘŀƴƎŜ ǘƘƛƴƎǎ ŦƻǊ Ƴȅ ōǳǎƛƴŜǎǎέ ƻǊ άǘƘŀǘΩǎ ǘƘŜ ǿŀȅ ŜǾŜǊȅƻƴŜ ǎƘƻǳƭŘ ōŜ ŘƻƛƴƎ 
ƛǘΦέ 
 
 
F.O.R.M. in Action 
Think about these two value proposition and how they stand up to the F.O.R.M. criteria. 
 
Ask a banker what makes them stand out and more often than not they will say,  

 

άLǘ ƛǎ ƻǳǊ ǇŜƻǇƭŜ όƻǊ ŎǳǎǘƻƳŜǊ ǎŜǊǾƛŎŜύ ǘƘŀǘ ƳŀƪŜǎ ǘƘŜ ŘƛŦŦŜǊŜƴŎŜέ 

 

So, on whom does the bank focus?  9ǾŜǊȅōƻŘȅΚ  bƻōƻŘȅΚ  ²ƘŀǘΩǎ ǘƘŜ ŘƛŦŦŜǊŜƴŎŜΚ 

 

Every bank can honestly say that their people (or customer service), for better or worse, makes the 

difference.  Iƻǿ Řƻ ȅƻǳ άƻǿƴ ǘƘŀǘΚέ   

 

By the way, does that make you money or save you money or is that emotionally compelling in a way 

that matters?  It is only relevant if the business owner who hears it has had a terrible people experience 

somewhere else. 

 

Finally, there is nothing magnetic in that value proposition.  Does it provoke questions or inquiry?  In any 

way does that statement motivate a business owner to do business with one bank versus the one next 

door?  In other words, is that statement inviting?  Not really.  Is it relevant?  Only  
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!ǎ ŀ ōǳǎƛƴŜǎǎ ƻǿƴŜǊΣ ŘƻƴΩǘ ȅƻǳ ŜȄǇŜŎǘ ŜǾŜǊȅ ōŀƴƪ ǘƻ ǇǊƻǾƛŘŜ ƎƻƻŘ ŎǳǎǘƻƳŜǊ 

ǎŜǊǾƛŎŜΚ  5ƻƴΩǘ ȅƻǳ ŜȄǇŜŎǘ ŜǾŜǊȅ ōŀƴƪ ǘƻ ƴƻǘ ƳŀƪŜ ƳƛǎǘŀƪŜǎ ǿƛǘƘ ȅƻǳǊ ŀŎŎƻǳƴǘ 

and to fix it if they do?  Of course!   

 

¢ƘŜǎŜ ŀǊŜ ǘƘŜ άǘŀōƭŜ ǎǘŀƪŜǎέ ƻŦ ōǳǎƛƴŜǎǎΦ  LŦ ȅƻǳ ǿŀƴǘ ǘƻ Ǉƭŀȅ 

the game, your ante is good customer service. 
 

²Ƙŀǘ ƛŦ ŀ ōŀƴƪŜǊ ŀƴǎǿŜǊŜŘ ǘƘƛǎ ǿŀȅ ǿƘŜƴ ŀǎƪŜŘ ǘƘŜ ǉǳŜǎǘƛƻƴΣ ά²Ƙŀǘ ƳŀƪŜǎ 

your bank a good choice for my business accountΚέ 

 

ά²Ŝ ŎƻƴŘǳŎǘ ŀ Small Business Academy.  Every business customer of ours can attend a variety 

of small business seminars on topics such as marketing, sales, customer service, hiring 

practices, inventory management, accounting, and moreΦέ 

 

This certainly has F.O.R.M.  Run through the criteria for yourself. 

 

Can you see how this two sentence value proposition impacts your entire perspective as a prospect?   

 

Can you see how it will impact the kind of provocative questions that the banker might ask a prospect 

when networking? 

 

Can you see how it changes the number and quality of referrals that might come to the banker? 

 

Can you see how it might impact their marketing campaigns? 

 

No more free toasters for these guys! 

 
Other b2b value propositions that fall flat iƴŎƭǳŘŜ Χ 

 

 ά²Ŝ ǊŜŀƭƭȅ ƎŜǘ ǘƻ ƪƴƻǿ ȅƻǳǊ ōǳǎƛƴŜǎǎέ 

 

 ά²Ŝ ŀǊŜ ȅƻǳǊ ƻƴŜ-stop-ǎƘƻǇ ŦƻǊ Χέ 

 

 ά²Ŝ Ŏŀƴ ƘŀƴŘƭŜ ŀƭƭ ƻŦ ȅƻǳǊ ψψψψψψψψψψ ƴŜŜŘǎΦέ  
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Chapter 5:  Nurturing a Circle of Influencers 
 

There is a wide spectrum of opinions as it regards the effectiveness of the networking event.  On the 

one hand, I have been told cynically that it does not work.  On the other hand, I have seen people build 

their businesses and careers on their ability to network. 

 

What I know for sure is that most people approach networking like a social event rather than a business 

meeting.  Of course, everyone wants to walk away with a prospect, but the predominant strategy is to 

rely on good fortune.  For many, this creates a tension like one might find at a junior high dance as the 

boys stand in their packs and the girls in theirs each hoping that someone will ask them to dance.  LǘΩǎ 

really hard to relax and be yourself. 

 

Too much networking has this feeling of desperation that comes with it. 

 

Of course there are those that are clearly relaxŜŘ ŀƴŘ ƘŀǾƛƴƎ ŀ ƎƻƻŘ ǘƛƳŜΦ  ¢ƘŜȅ ŀǇǇŜŀǊ ŀǎ ƛŦ ǘƘŜȅ ŘƻƴΩǘ 

need the business.  Of course, with appropriate objectives, strategies, and tactics, networking can be fun 

and extremely profitable. 

 

Here are the Objectives: 

1. Make great connections 
2. Increase your Circle of Influence 
3. Get people reaching out to you 

Here is the Strategy 

Focus on helping clients, prospects, and influencers get what they want by 
providing added value to them with no specific expectation of reciprocity. 

Here are some Tactics (The Real Game Plan for Making Great Connections) 

1. Determine with whom to network. 

Sometimes it is obvious what relationships need to be pursued and nurtured and sometimes it is 
not.  Begin by listing the criteria you will use to determine if someone will be valuable to your 
network.  In other words, write down how you will determine if someone is a potential prospect 
or a possible influencer of prospects.   
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2. Identify a Circle of Influencers 
and nurture the circle. 

Make a list of five to ten people 
who are in your network and 
who can influence those people 
who are possible prospects.  Get 
to know their businesses by 
visiting their websites and online 
profiles and by asking them 
questions directly. 

Sit down with these influencers 
and tell them you are trying to 
grow your business by trying to become a valuable resource to those people in your network.  
Explain that you want to be considered an Influencer in their Circle and that you are trying to 
strengthen your Circle. 

After you have learned how you can be a resource, set a goal to provide some value to them 
within two or three weeks.  Then create a task to provide some value every two or three 
months. 

Providing value can be done in several ways.   

¶ Giving them a referral is the best.   

¶ Introducing them to other influencers is great.   

¶ Send them an article of interest.   

¶ Invite them to your networking group.   

¶ Tweet about their business or write something on their facebook page.   

¶ Buy them coffee to talk about how business is going. 
 

3. Grow the Circle of Influencers 

As you meet others that fit the profile of an influencer for your business, go through step two 
with them. 

Think about the possibilities.  What if you had ten people in your Circle of Influencers who led 
you to one new client per year?  What if you were able to double that Circle of Influencers?   

Would that explode your business? 

4. Leverage your network 

List 5 companies that you would like to talk to about doing business.  Review your Circle of 
Influence to determine who is most likely to know someone at that company and ask for an 
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introduction.  If Linked In is a tool used by people in your Circle of Influence, you can easily ask 
for introductions through that platform. 

5. Networking Events and Opportunities 

This is an area where many have an opportunity to do it better.  At many business gatherings 
people go primarily to network.  The desire and need to make business connections that lead to 
business can create an underlying tension among attendees. 

When we meet new people, each person takes a turn describing their business.  If one person 
feels that the other is a potential prospect, they will continue to talk about what they do in an 
ŀǘǘŜƳǇǘ ǘƻ ƛƴǘŜǊŜǎǘ ǘƘŜƛǊ ƴŜǿ ŦƻǳƴŘ ǇǊƻǎǇŜŎǘ ŀƴŘ ǘƻ ǎŜǘ ǳǇ ǘƘŜ άƭŜǘΩǎ ƳŜŜǘ ŦƻǊ ŎƻŦŦŜŜέ ǉǳŜǎǘƛƻƴ 
ƻǊ ǘƘŜ άŘƻ ȅƻǳ ƘŀǾŜ ŀ ōǳǎƛƴŜǎǎ ŎŀǊŘέ question. 

A more successful approach is to stop focusing on what you want (which is an interested 
prospect with whom you can set up an appointment), and focus on the other person.  Spend 
time learning as much as you can about their business.  Figure what it is that they need to 
succeed and figure out if you can help them with that. 

They may have issues that you can solve, issues that someone in your 
network can solve, or a prospect that you can introduce them to. 

¢ƻ ǇǊŜǇŀǊŜ ŦƻǊ ǘƘƛǎ άƻǘƘŜǊέ ŦƻŎǳǎ ƛƴ ȅƻǳ ƴŜǘǿƻǊƪƛƴƎΣ prepare a list of ten questions that you can 
ask others regarding their industry, their business, and themselves.  Memorize these questions 
and practice asking them until you can rattle them off. 

As you meet people or run into those you already know, start asking them these questions.   

They will likely respond by asking you similar questions and you will get the chance to tell them 
about your business when you have their full attention. 

Whether they respond in kind or not, take note of what you learn and look for ways to use this 
information to provide value for those people.  Here are some suggestions. 

a. Send them a referral 
b. Always introduce them to others at events while accurately describing what they do 
c. Send them an article of interest 
d. Send them a link to a podcasts 
e. Give them information about networking or learning opportunities 
f. Share your ideas 
g. Send information about their personal interests 

 

People will revel in the interest you have taken in them and they will look to reciprocate.  They 

will try and get to know you and your business better.  They may wind up in your Circle of 

Influencers and lead you to a lot of business. 
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Chapter 6:  Great Sales Communication Principles 
 

There are a few principles that when violated cause sales people to waste a lot of time talking with 

prospects only to wind up missing the mark in their proposals.   

 

How do you know you missed the mark?   

 

¶ The client rejects your proposal outright at best.   

¶ ¢ƘŜȅ ǿƻƴΩǘ ƳŀƪŜ ŀ ŘŜŎƛǎƛƻƴ ƻǊ ǘŜƭƭ ȅƻǳ ǘƘŀǘ ǘƘƛƴƎǎ ƘŀǾŜ ŎƘŀƴƎŜŘ ŀƴŘ ǘƘŜȅ Ƙave to wait.   

¶ They stop responding to you entirely at some point during the sales process. 

 

Here are some key sales communication principles that, along with a good Sales Engagement Process, 

can minimize or eliminate this from happening to you. 

 

Always Clarify Terms 

Your prospects will use lingo and acronyms that are common in 

their industry.  However, from industry to industry and 

company to company, they often do not mean the exact same 

things.  For example, άǘǳǊƴƻǾŜǊέ ƳŜŀƴǎ ƻƴŜ ǘƘƛƴƎ ǘƻ ŀƴ Iw 

manager and something entirely different to the accountant 

for a retail chain.  One wants to see turnover decrease while 

the other wants to see turnover increase. 

 

tǊƻǎǇŜŎǘǎ ǿƛƭƭ ŀƭǎƻ ǳǎŜ ǘŜǊƳǎ ƭƛƪŜ άŀƴƴǳŀƭ ǊŜǾŜƴǳŜΣέ άƘŀǊŘ 

ŎƻǎǘǎΣέ άǎƻŦǘ ŎƻǎǘǎΣέ ŀƴŘ άƭŜŀƪŀƎŜΦέ  5ƻŜǎ everyone measure 

these things the same way?  Can subtle differences in meaning 

make a big difference in the impact of your proposal?  Of 

course! 

 

Lǘ ƛǎ Ŝŀǎȅ ǘƻ Ƨǳǎǘ ƪŜŜǇ ƭƛǎǘŜƴƛƴƎ ǿƘŜƴ άŎƻƳƳƻƴέ ǘŜǊƳǎ ŀǊŜ 

ǘƘǊƻǿƴ ŀǊƻǳƴŘ ōŜŎŀǳǎŜ ȅƻǳ ŜƛǘƘŜǊ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ƛƴǘŜǊǊǳǇǘ ȅƻǳǊ ǇǊƻǎǇŜŎǘ ƻǊ ȅƻǳ ŘƻƴΩǘ ǿŀƴǘ ǘƻ ŀǇǇŜŀǊ 

ignorant.  However, you do a disservice to your prospects and potentially waste your own time if you 

ŘƻƴΩǘΦ 

 

Wǳǎǘ ǎŀȅ ǘƻ ȅƻǳǊ ǇǊƻǎǇŜŎǘΣ άtǊƻǎǇŜŎǘΣ L ŀǇǇǊŜŎƛŀǘŜ ǘƘŀǘ ǘŜǊƳǎ ƭƛƪŜ ψψψψψψψψψψψψ ƘŀǾŜ ŀ ǇǊŜǘǘȅ ŎƻƳƳƻƴ 

meaning, but I also know subtle differences can cause real confusion.  Would you mind telling me what 

ψψψψψψψψψψψψψ ƳŜŀƴǎ ǘƻ ȅƻǳΚέ 
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Make No Assumptions 

We all do it.  Having dealt with many customers, it is easy to assume that we know what issues a 

prospect is trying to solve, what the impact of those issues are, and what solutions should be used. 

 

This causes three problems.   

 

¶ First, you may not come up with the best solution for your prospects issues.   

¶ Second, you may fail to uncover unexpected issues that you can solve.  In other words, you are 

leaving money on the table.   

¶ Third, you reduce your ability to establish your full value to your prospect thus reducing the 

odds they will be willing to pay full price for your solutions. 

 

The best sales people operate as if each prospect is the exception to everything that they know.  They 

make no assumptions.  They remain curious and inquisitive.  They establish greater trust.  And they 

provide better solutions.   

 

Stop for Yellow Lights 

When you are driving and see the light turn yellow, what do you 

do?   

 

Most people step on the gas! 
 

We do this in sales as well.  When we are speaking with prospects 

and start to sense a potential problem, a yellow light, we tend to 

ǎǇŜŜŘ ǘƘǊƻǳƎƘ ǘƘŜ ƛǎǎǳŜ ƘƻǇƛƴƎ ǿŜ ǿƻƴΩǘ Ƙƛǘ ŀ red light. 

 

The professional sales person needs to recognize when they 

should slow down and drive with caution.  For example, often 

times you will discover that there is an incumbent competitor 

already serving your prospect.  The obvious concern is that they 

are just looking to get a competitive price to take back to the 

incumbent to get them to lower their price.   

 

Many sales people will gather what information they can and create a low cost proposal hoping to 

ǳƴǎŜŀǘ ǘƘŜ ŎƻƳǇŜǘƛǘƻǊΦ  ¢ƘŜȅ ŘƻƴΩǘ ǿŀƴǘ ǘƻ Ƙƛǘ ŀ ǊŜŘ ƭƛƎƘǘ ǎƻ ǘƘŜȅ ŘƻƴΩǘ ŀǎƪ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ǉǳŜǎǘƛƻƴΦ 

 

άaǎΦ tǊƻǎǇŜŎǘΣ you are using XYZ Company right now and I assume that they have done a good 

Ƨƻō ŦƻǊ ȅƻǳ ǳǇ ǳƴǘƛƭ ƴƻǿΦ  ²Ƙȅ ǿƻǳƭŘ ȅƻǳ ǿŀƴǘ ǘƻ ŎƻƴǎƛŘŜǊ ŀ ŎƘŀƴƎŜΚέ 

 

You might follow up by asking,  
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ά²Ƙŀǘ would we ƘŀǾŜ ǘƻ Řƻ ŘƛŦŦŜǊŜƴǘƭȅ ǘƻ ƘŀǾŜ ŀ ǊŜŀƭ ŎƘŀƴŎŜ ŀǘ ƎŜǘǘƛƴƎ ȅƻǳǊ ōǳǎƛƴŜǎǎΚέ 

 

One of two things will happen.  One, you will find out you are wasting your time going further with this 

prospect.  Make a gracious exit and maintain some contact in the event that there is a real opportunity 

in the future. 

 

Second, you might learn that they are dissatisfied with XYZ /ƻƳǇŀƴȅΩǎ ŀōƛƭƛǘȅ ǘƻ ǎƻƭǾŜ ȅƻǳǊ ǇǊƻǎǇŜŎǘΩǎ 

specific issues.  You will learn the specifics of those issues and be able to create a much stronger 

proposal without slashing your price. 

 

Deliver Proposals in Person (or at least on the phone) 

Never email or mail a proposal! 
 

I believe business people and sales professionals do this 

because they fear rejection.  Of course, the worst form 

of rejection is when a prospect gets your proposal and 

ǿƻƴΩǘ ǊŜǘǳǊƴ ȅƻǳǊ Ŧƻƭƭƻǿ ǳǇ ŎŀƭƭǎΦ 

 

Deliver your proposals in person whenever possible.  If 

your client is not in your town, deliver the proposal in a 

virtual meeting room on the internet or on the phone.  

It is the only way to answer questions and clarify issues. 

 

  



How to Explode Sales for the Small Business with Sales Habitudes! 

© Sales Habitudes All Rights Reserved                                www.TheSalesHabitudes.com Page | 19  
 

Chapter 7:  Lead Generation and Sales Systems 
 

The entire sales system includes: 

¶ Lead Generation through traditional marketing, internet and social media, and networking 

¶ Lead Nurturing with a recommended άǎŀƭŜǎ нΦлέ ǎȅǎǘŜƳ 

¶ Sales Engagement Process which begins with the first formal appointment and continues through 

the close and follow up. 

 

Creating a sales system that fits a business is simple or complex depending on the nature of the business 

itself.  Thus, in this eBook the discussion will be limited to basic elements and considerations. 

 

Lead Generation 

What business does not wish for more leads? 

 

There are four basic questions to address when developing your lead generation strategy and tactics. 

 

1. What is your F.O.R.M. ōǊŀƴŘκǾŀƭǳŜ ǇǊƻǇƻǎƛǘƛƻƴΚ  LŦ ȅƻǳ ŘƻƴΩǘ ƪƴƻǿΣ ǊŜǘǳǊƴ ǘƻ ŎƘŀǇǘŜǊ ŦƻǳǊΦ   

2. Who is your target prospect?  In other words, who specifically finds your value proposition 

inviting and relevant? 

3. How do you get the attention of your target prospect?  For example, to what groups do they 

belong?  What do they read?  Are they online?   

4. What result do you want from your lead generation?  Is it good to get people at the point of 

initial curiosity or must your lead generation get people with money in their pocket that they 

must spend before it burns a hole? 

 

The answers to these questions should help you determine what strategies and tactics to employ to 

generate leads that are good for your business. 

 

Multiple tactics should be employed to generate leads and should absolutely include the use of an 

interactive web site and basic email and social media tools.   

 

If you are doing business in a local market, networking must be a key tactic as well.  There is no 

substitute for getting out and telling people what you do, not to mention building a Circle of Influencers. 

 

Regarding traditional marketing, it is not for amateurs.  It can pay large and consistent dividends or it 

can be a money pit.  IƻǿŜǾŜǊΣ ŘƻƴΩǘ ŀǎǎǳƳŜ ǘƘŀǘ ƛǘ ƛǎ ǘƻƻ ŜȄǇŜƴǎƛǾŜΦ 

 

Talk to a reputable marketing firm about your business and what kind of results they have gotten for 

similar businesses in the past.  Little differences in ad copy or ad placement can make huge differences.  

You are better off spending a little bit of money to develop the right strategy rather than trying a little 

bit of this and a little bit of that on your own. 
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Lead Nurturing 

Before the 21st ŎŜƴǘǳǊȅΣ ǇŜƻǇƭŜ ƴŜŜŘŜŘ ƳƻǊŜ ƻŦ ǘƘŜ άƳƻƴŜȅ ƛƴ ǘƘŜ ǇƻŎƪŜǘέ ǇǊƻǎǇŜŎǘs ǊŀǘƘŜǊ ǘƘŀƴ άƛƴƛǘƛŀƭ 

ŎǳǊƛƻǎƛǘȅέ ǇǊƻǎǇŜŎǘs.  Small business owners and sales professionals did not necessarily have the time 

and resources to nurture άƭŜŀŘǎέ ǘƘŀǘ άǿŜǊŜ ƴƻǘ ǊŜŀŘȅ ǿŜǊŜ ǘƻ ōǳȅΦέ  ¢ƘŜǎŜ ƭŜŀŘǎ ǿŜǊŜ ǎŜǘ ŀǎƛŘŜ ŀƴŘ 

generally forgotten about. 

 

Statistically speaking, prospects need to be touched seven to twelve times before they are converted to 

a client.  Some say that number has grown to over twenty.  hŦ ŎƻǳǊǎŜΣ ǿŜ ŘƻƴΩǘ ƘŀǾŜ άǊŜŀƭέ ǘƛƳŜ ǘƻ 

nurture those who are not ready to buy now, but we can leverage web tools and social media to do the 

lead nurturing for us. 

 

In fact, these tools have changed the lead generation objectives for many businesses.  For a business 

with a good lead nurturing process, they only need to capture a little information about a prospect in 

the lead generation phase.  An email is enough to start nurturing a lead. 

 

Through automated email campaigns, we have the ability to inform prospects and to build familiarity 

and trust without having to get them on the phone or meet them in person.  Other tools such as 

newsletters, blogs, twitter, facebook, and Linked In can also have lead nurturing effects.  We can touch 

them as many times as necessary to eventually convert a much higher percentage than in the past into 

clients. 

 

In a nutshell, businesses set up to nurture leads can stay engaged with them with relatively little effort 

until they are ready to buy. 

 

The Sales Engagement Process 

The lead nurturing process above has also had a serious impact on the sales engagement process.  It can 

no longer be a ƳŀƴƛǇǳƭŀǘƛǾŜ ǇǊƻŎŜǎǎ ǘƘŀǘ ǘǊƛŜǎ ǘƻ άŎǊŜŀǘŜ ŀ ǎŜƴǎŜ ƻŦ ǳǊƎŜƴŎȅέ ƻǊ άƘŀƴŘƭŜ ƻōƧŜŎǘƛƻƴǎέ ƛƴ 

order to make sure the sales person gets what they want first and foremost. 

 

In a nutshell, a good sales engagement process is designed to  

¶ uncover all of the issues and opportunities that a prospect is dealing with in their business 

¶ uncover the financial impact of each issue and opportunity 

¶ ǘƻ ǇǊƛƻǊƛǘƛȊŜ ŜŀŎƘ ƛǎǎǳŜ ŀƴŘ ƻǇǇƻǊǘǳƴƛǘȅ ǿƛǘƘƛƴ ǘƘŜ ŎƻƴǘŜȄǘ ƻŦ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ƭŀǊƎŜǊ ƻōƧŜŎǘƛǾŜǎ 

¶ uncover the available resources available to handle the issues and opportunities 

¶ uncover the decision making process of a prospect and the competing perspectives of different 

stakeholders 

 

All of this information is necessary to present the best solution possible for a client.  When managed 

properly, the full value of the solution and the business relationship is realized.  Guessing how your 

prospects will perceive the proposal is eliminated.  Closing ratios increase significantly.  Win/win 
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solutions are achieved minimizing the need to offer significant discounts.  The sales process does not 

end with a proposal and then silence from the prospect. 

 

When all strung together, lead generation, lead nurturing, and the sales engagement process create a 

solid business development funnel on which you can rely. 

 

 

Chapter 8:  Deliberate Practice 
 

This is such a key ingredient to extraordinary success in business development and sales and is perhaps 

the most ignored.  Once you appreciate that it makes you more money, it makes more sense to require 

it of yourself and your sales staff. 

 

{ƻ ǿƘŀǘ ƛǎ άŘŜƭƛōŜǊŀǘŜ ǇǊŀŎǘƛŎŜΚέ 
 

[ŜǘΩǎ ǳǎŜ ŀ ƎƻƭŦ ŀƴŀƭƻƎȅΦ  ¢ƘŜǊŜ ŀǊŜ Ƴŀƴȅ ǊŜŎǊŜŀǘƛƻƴŀƭ 

golfers in the world.  Their practice typically consists of 

warming up for playing the game.  After some initial 

ƛƳǇǊƻǾŜƳŜƴǘΣ ǘƘŜƛǊ ǎŎƻǊŜǎ ŘƻƴΩǘ ŎƘŀƴƎŜ ƳǳŎƘΦ  ¢ƘŜȅ 

may feel temporary improvement with an increase in 

play, but they typically will regress back to the mean. 

 

There are also many amateurs who compete locally at 

their golf club for example.  These golfers will take an occasional lesson and spend time on their own at 

the drivƛƴƎ ǊŀƴƎŜ ǇǊŀŎǘƛŎƛƴƎΦ  ¢ƘŜȅ ŘŜŦƛƴƛǘŜƭȅ Ǉƭŀȅ ŀǘ ŀ ƘƛƎƘŜǊ ƭŜǾŜƭ ǘƘŀƴ ǘƘƻǎŜ ǿƘƻ ŘƻƴΩǘ ǇǊŀŎǘƛŎŜΦ  

However, because their methods create random changes and the form of practice is unsystematic, it is 

difficult to reach a level of peak performance. 

This is like the business owner or sales professional who makes efforts to read books and articles or take 

the occasional one or two day sales course. 

 

wŜŎǊŜŀǘƛƻƴŀƭ ŀƴŘ ǎŜǊƛƻǳǎ ŀƳŀǘŜǳǊ ƎƻƭŦ ƛǎ ǎǘƛƭƭ ŀ ƎŀƳŜΦ  !ǘ ǘƘŜ άŘŜƭƛōŜǊŀǘŜ ǇǊŀŎǘƛŎŜέ ƭŜǾŜƭ ƛǎ ƛǘ ǎŜǊƛƻǳǎ 

business upon which dreams and careers rise and fall. 

 

Deliberate practice in golf begins with learning and slowly and consistently implementing the most 

modern techniques of the swing from a professional coach to give the player a strong swing foundation.  

They practice these foundational elements every day.   

 

5ŜƭƛōŜǊŀǘŜ ǇǊŀŎǘƛŎŜ ǊŜǉǳƛǊŜǎ ǘƘŀǘ ȅƻǳ ǎŜǘ άǇǊŀŎǘƛŎŜ ƎƻŀƭǎΦέ  CƻǊ ŜȄŀƳǇƭŜΣ ǊŀǘƘŜǊ ǘƘŀƴ Ƨǳǎǘ ƘƛǘǘƛƴƎ ōŀƭƭǎ ŀǘ ŀ 

target on the driving range, the pro golfer will set a goal of getting 80% of their attempts to hit a golf ball 

from 180 yards away from the green within 20 feet of the pin.   
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They are applying the foundation technique of their swing to a measurable practice goal.  In 

collaboration with their swing coach, they are able to make subtle adjustments to improve upon their 

results over time. 

 

CǳǊǘƘŜǊƳƻǊŜΣ ǘƘŜ ŦƻǳƴŘŀǘƛƻƴ ōŜŎƻƳŜǎ ǎƻ ǎǘǊƻƴƎΣ ǘƘŜȅ ŀǊŜ ŀōƭŜ ǘƻ ƳŀƪŜ άǎƛǘǳŀǘƛƻƴŀƭ ŀŘƧǳǎǘƳŜƴǘǎέ ƻƴ ǘƘŜ 

golf course when they find themselves in a less than ideal position. 

 

Like the golfer who deliberately practices, the Sales Habitudes require the same thing.  Foundational 

elements such as the value proposition, the lead generation process, or the sales engagement process 

are learned with the help of a coach.  The student engages in deliberate practice as well as real life 

situations.  They record their results and tweak their messages, skills, and processes accordingly.   

 

This methodology is essentially how Benjamin Franklin sought to become a more virtuous man.  This is 

how Tiger Woods became the greatest golfer of all time.  This is how one becomes a world class 

business developer and sales person. 

 

Chapter 9:  Discipline 
 

You can see that there is a lot of work required of you to complete learn and implement the Sales 

Habitudes.  Therefore, it requires discipline.   

 

Specifically, it requires a commitment to set aside some time every week to 

work on the Sales Habitudes. 
 

In the end, that investment of time and effort pays dividends of time and money.  

 

  



How to Explode Sales for the Small Business with Sales Habitudes! 

© Sales Habitudes All Rights Reserved                                www.TheSalesHabitudes.com Page | 23  
 

WHAT NEXT? 
 

You have been introduced to the fundamentals of the Sales Habitudes.  Of course, 

knowledge does not work for you until you put it to work.   

 

As the name implies, the use of the Sales Habitudes need to become actual 

habits.   

 

The easiest and most effective way to implement Sales Habitudes is to join a Sales 

Habitudes Practice Group.  Along with me and a small group of other business 

owners and sales professionals, you will work through the Sales Habitudes 

curriculum. 

 

You will learn the habits and construct the systems that will take your business 

development and sales to the next level while forming collaborative relationships 

with like minded entrepreneurs. 

 

Please visit www.TheSalesHabitudes.com or call me directly at 515-556-5777 to 

join a Sales Habitudes Practice Group. 

 

To Your Sales Success, 

 

 

Jeff Garrison 
Creator of the Sales Habitudes 

  

http://www.thesaleshabitudes.com/
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Listen to What People are Saying About Me and Sales Habitudes: 

 

άWŜŦŦ DŀǊǊƛǎƻƴ ŀƴŘ Ƙƛǎ {ŀƭŜǎ IŀōƛǘǳŘŜǎ ǘǊŀƛƴƛƴƎ ǿƛƭƭ ŎƘŀƴƎŜΥ - The way you think about your business. - 
How you identify who your customers really are. - How you market to your customers. - How your 
customers view you and your company. But these things only happen if you follow Sales Habitude 6 - 
Deliberate Practice and 7 -Discipline! Who would I refer to Jeff? Any ethically driven business owner 
who is ready to really look at their business from the bottom up and make change not for the sake of 
ŎƘŀƴƎŜ ōǳǘ ŦƻǊ ǘƘŜ ǎŀƪŜ ƻŦ ǇǊƻǎǇŜǊƛǘȅΗέ  

-Terry A 

 

άWŜŦŦ ƛǎ ŀ ƎƻƻŘ ǎŀƭŜǎƳŀƴ -- that's sort of a duh. But every good sales person is not necessarily a good 
coach and teacher. Jeff is both. Jeff understands that the sale begins in the mind. The mind of the sales 
person. How they see themselves, their prospects and their product has incredible influence on how 
they sell. When working with a client, Jeff takes the time to help them understand how to take the best 
of their skills and personality and weave it into their sales process. Then, he coaches them to build their 
sales effort, one step at a time. Jeff's techniques help his clients achieve the trifecta. More sales, less 
work and morŜ ŦǳƴΦ ²Ƙƻ ŎƻǳƭŘ ŀǎƪ ŦƻǊ ƳƻǊŜΚέ 

-Drew M 

 

 άWŜŦŦ ƘŜƭǇŜŘ ƳŜ ǊŜŎƻƎƴƛȊŜ ŀƴŘ ǊŜŀƭƛȊŜ ǘƘŜ ǊŜŀƭ ǾŀƭǳŜ ƻŦ ǘƘŜ ǎŜǊǾƛŎŜǎ L ǇǊƻǾƛŘŜΣ ǘŀǳƎƘǘ ƳŜ Ƙƻǿ ǘƻ 

appropriately present that value, and showed me that selling my services doesn't have to be 'scary' or 

unpleasant as I had always believed. I highly recommend Jeff's sales habitudes for any individual or 

ƻǊƎŀƴƛȊŀǘƛƻƴ ƛƴǘŜǊŜǎǘŜŘ ƛƴ ƛƳǇǊƻǾƛƴƎ ǎŀƭŜǎ όŀƴŘ ƘŀǾƛƴƎ ŦǳƴΗύΦέ  

-Sara H 

 

άϦLƴ ǘƘŜ нмǎǘ /ŜƴǘǳǊȅ ǿŜ ŀǊŜ ƴƻǘ selling, we are sharing and contributing" - this is a large part of Jeff's 

Sales Habitudes message - and sharing and caring is what Jeff does with the people he interacts with. I 

have great respect for the enthusiasm, professionalism and passion Jeff displays in everything he does. 

Jeff is dedicated and passionate about sharing his knowledge with others - he truly cares about lifting 

ƻǘƘŜǊ ǎŀƭŜǎ ǇǊƻŦŜǎǎƛƻƴŀƭǎ ǳǇΦέ  

-Renda L 

 

άWŜŦŦ Ƙŀǎ ƎǊŜŀǘΣ ǊŜŀƭ ǿƻǊƭŘ ƛŘŜŀǎ ǘƘŀǘ L Ŏŀƴ Ǉǳǘ ƛƴǘƻ ǇƭŀŎŜ ƛƳƳŜŘƛŀǘŜƭȅ ǿƛǘƘ Ƴȅ ǎŀles team and especially 

for myself. I recommend Ƙƛǎ ǎŜǎǎƛƻƴǎ ƘƛƎƘƭȅΦέ  

-Tracy F 

 

άWŜŦŦ Ƙŀǎ ŘƻƴŜ ŀ ƎǊŜŀǘ Ƨƻō ƛƴ ƘŜƭǇƛƴƎ ƳŜ ŎƭŀǊƛŦȅ ǘƘŜ ǇǳǊǇƻǎŜ ƻŦ Ƴȅ ōǳǎƛƴŜǎǎΣ ŀƴŘ ƴŀǊǊƻǿ Řƻǿƴ ǘƘŜ 

message so that it's clear, concise and resonates with potential clients. He asks the right questions to get 

ƳŜ ǊŜŀƭƭȅ ŦƻŎǳǎŜŘ ƻƴ ǿƘŀǘ L ƴŜŜŘ ǘƻ Řƻ ǘƻ ƪŜŜǇ ƳƻǾƛƴƎ ŦƻǊǿŀǊŘΦ DǊŜŀǘ ƳƻǘƛǾŀǘƻǊΗέ 

-Jean B 

 


