Why Some People Are Better at Sales than Others

You can get better at selling and join the top 5 percent of salespeople if you do what they
do.

What are the things the top salespeople do that make them great?

There are 15 things great salespeople do.

1. Great salespeople ask questions

If I had an hour to solve a problem and my life depended on the solution, | would spend the
first 55 minutes determining the proper question to ask, for once | know the proper
guestion, | could solve the problem in less than five minutes. — Albert Einstein

When the last time you met someone and said to yourself was: “This is a complete waste
of time?”

It's most probably because the person you met asked the wrong questions. Or worse, they
didn’t ask any engaging questions that can get you talking. As a result, the meeting was
boring.

Knowing who you are selling to is vital. You want to know a person’s hot buttons so you
can push them.

People are different. What motivated Mr. A to buy may be different from what motivates
Mr. B.

2. Great sales people are persistent

If there’s one most important thing I've learned from sales, it’s the fact that many times, it
takes more than one call, one email, one letter, one cold call or one decision maker to
convert a sale.

| was amazed when | saw these two facts:

1. 44% of people give up after one follow-up
2. 80% of sales require five follow-ups


http://www.slideshare.net/sidekick/107-mindblowing-sales-statistics-that-will-help-you-sell-smarter

Because a prospect said “no” the first or second time doesn’t mean you don'’t have any
chance of converting that prospect.

3. Great salespeople believe in the product they sell

If you don't believe in your product’s ability to deliver the benefits promised, you'll have a
hard time convincing people to buy it.

Fifty-one percent of all closing effectiveness comes from your enthusiasm, your excitement
about your product or service. — Brian Tracy

A sale takes place after you’ve transferred your excitement about your product to the
prospect.

Top Yacht Charters give a detailed description of each yacht on the site. They also show
the awards some of the yachts have won.

4. Great salespeople tell stories

Tell me a fact and I'll learn. Tell me a truth and I'll believe. But tell me a story and it will live
in my heart forever. — Indian Proverb

Features tell prospects what they can do with your product. Stories tell them what they can
achieve with your product.

Stories are the things that sell a product.
Tell success stories of people who used your product and got real results.

Here are a few stories of people who use Basecamp:


https://topyachtcharters.com/

Simply put, we get more work done, quicker, and
better. Productivity is up. Errors are down.

Clients are happier. o
-Patrick Sheffield, Moore Communications
Group

Execution of projects. Instead of drowningin an
endless chain of emails, there is clear, and easy

accountability meaning tasks actually get done!

-Roxanne Emery, LATE Nation & Gareth
Emery

I no longer have to wonder whether I've asked for
something to be done or whether it has in fact
been done. Every member of my team is more

accountable than we were before Basecamp.
-John Drover, Roebothan McKay Marshall

We are consistently meeting deadlines because
all the facts, files and comments are in one place.
And everyone is accountable for their

cor.ltribution to the project. Very user friendly.
-Kim Curry, Kim Curry Design

Stories paint pictures in the minds of prospects. They see themselves in the stories you
share.

Stories are powerful because they transport us into other people’s worlds, but, in doing that,
they change the way our brains work and potentially change our brain chemistry — and
that's what it means to be a social creature. — Paul Zak

5. Great salespeople are good looking

For years, brands have been using attractive people to sell their products.

There’s a general belief that “what is attractive is good.”



Scientists claim they’'ve discovered why sex sells. They found that seeing an attractive
woman or man in an advert excites the areas of the brain that makes us want to buy on
impulse, bypassing the sections of the brain which control rational thought.

Physical attractiveness is important in sales.

You have to be attractive to have any chance of gaining a prospect’s attention. People
judge a book by its cover.

If a book is ugly-looking, you won’t be compelled to touch it no matter how cool its title is.

In fact, physical attractiveness affects almost every profession.

Studies have shown that good-looking people earn more money and generate higher
sales results.

Attractive people charm interviewers, get hired faster and get more raises.

Start by taking good care of your body.
Here are four places to start from:

1. Cleanliness: Your hair, teeth, nails, breath, and personal hygiene. Customers pay
attention to these things.

2. Wardrobe: You will have a competitive edge if you look like a highly trained
professional.

3. Attitude: Wear clothes that help you maintain a positive and confident attitude about
your body and mind.

4. Nutrition: Missing a meal means missing on good nutrition. Also, eating healthy
provides your body with the vital nutrients it needs to perform well.

6. Great salespeople are great listeners

The better you become at listening, the more you sell.

Above, | mentioned that “great salespeople ask questions.” Yes, asking questions is an
effective way of getting into a prospect’s head. But that advice can only be helpful when
you listen.

Great salespeople are also great listeners. Listening helps you understand the true needs
of a potential client.


http://www.dailymail.co.uk/sciencetech/article-2040218/Sex-DOES-sell-Attractive-men-women-ads-affect-capacity-rational-thought.html
https://www.scoopwhoop.com/inothernews/sexist-advertisements/#.e23c9fyle
http://www.peaksalesrecruiting.com/how-important-are-looks-for-sales-professionals/
http://www.wsj.com/articles/SB10001424052970203687504576655331418204842

7. Great salespeople share

We live in a sharing world.
People are sharing their rides: Lyft.
People are sharing their homes: Airbnb.

People are sharing their wealth. People help non-profits like Wikipedia and Khan Academy
thrive.

We've also seen the emergence of crowdfunding sites like Kickstarter, GoFundMe, and
Indiegogo.

A teenage woman with a black boyfriend raised $35,000 on GoFundMe because her racist
parents are no longer supporting her future.

A GoFundMe user wrote “/ want to fight for you here from Norway. This world will not go
forward if we can’t love the one we love. All luck from me.”

Salespeople shouldn’t be self-centered. It's shouldn’t always be about what you can get.
Care about what you can give people.

You'll attract new customers and keep existing ones when you share valuable things for
free.

It could be prizes. It could be a little bit of help. It could be free consulting.

8. Great salespeople are great communicators

If prospects find it difficult to understand your messages, then you have a big obstacle to
overcome.

It's not about what you sell alone. People also want to know you as a person.

There are times when it's appropriate (and even expected of you) to get personal.

Great salespeople know that the relationships you build through selling can serve you well
for the rest of your life.


https://www.gofundme.com/put-allie-in-college-fight-racism

Good communication skills are “must-haves” to become a successful salesperson.

9. Great salespeople smile
Successful salespeople who have developed a strong rapport with their customers know
the importance of a smile.

Smiling indicates that you are open, friendly, relaxed and likable.

A smile is a powerful asset for salespeople who want to build long-term relationships. It
can help you land big contracts.

You must smile without forcing yourself to do it. This takes practice.
Smile when talking about your company.

Smile when you're on phone calls.

Smile in speaking engagements.

Smile during video-conference calls.

Smile in your pictures, and most importantly, your professional headshot.

Karen Brody, a relationship coach for men, smiles in the picture on her website. That smile
will enchant any man that lands on her website.

Take a look at the profile picture of Jeff Weiner, the CEO of LinkedIn:


https://karenbrodycoaching.com/
https://www.linkedin.com/in/jeffweiner08
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That’s a big smile on his face.

It's not surprising that most people smile in their social media profile picture. A nice smile
makes people want to connect with you.

You should also smile on pictures you upload on your website.

When you visit the about us page of Nicholas A. Parr, Maryland lawyer that specializes in
personal injury, car accident, and DUI, you’ll see that he smile in his picture.

10. Great salespeople ask for the sale at the right times

Only 2% of the sales occur at the first meeting.



https://naparrlaw.com/
https://naparrlaw.com/
https://www.fileboard.com/follow-up-and-covert-leads-into-buyers/

Only 2% of sales occur at the first meeting

As | mentioned earlier, 44% of salespeople give up after the first “no.”

You should not only continue asking for the sale, at least, five times before giving up. You
should also be asking for the sale at the appropriate times.

Don’t be so hell-bent on getting the sale that you don’t know when it’s inappropriate to ask.

Ask for the sale five times, but also ensure that you are asking when a prospect is more
likely to respond to you.

The right thing at the wrong time is the wrong thing. — Joshua Harris

It's good to know when a prospect considers the right time to call. Don'’t be afraid to ask.

You can also get this valuable information from people who are close to them.

According to a study by InsideSales, the best days to contact prospects are Wednesdays
and Thursdays, and the best times are 4:00 p.m. and 8:00 a.m.


http://research.insidesales.com/acton/attachment/1207/f-0433/1/-/-/-/-/LRM-info-graphic-poster-16-5x21-5.pdf
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11. Great salespeople get continuous sales education

We live in a constant changing world where innovative tools that make our lives easier and
better are being introduced almost every year.

To stay at the forefront of selling anything to consumers, you must continue learning and
using the new tools available at your disposal.

New platforms emerge each year. As a salesperson, you should be one of the first people
to be there.

When top social media platforms like Facebook, Instagram, and Snapchat were launched,
smart salespeople quickly get on these platforms. They learned how they work, and
started connecting and selling to people there.

Read marketing blogs, magazines, books, and news websites on a regular basis to learn
about new platforms and how to take advantage of the existing ones.

I’'m a big fan of Marketing Land. You can subscribe to get their daily Marketing Day
newsletter.


http://marketingland.com/

