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The Evolution of Training
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When to Blend Informal Learning Into Your Existing Training

INSIDE Program & How to Use It Effectively
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Strategies for Winning: World-Class Salespeople
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1. They Possess an Irrepressibly Positive
Attitude
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! ! n
" ( Do your sales
heroes live in a partly cloudy or partly sunny
world?

2. They Understand that Sales is a Numbers
Game
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the value of their calls?
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Do your salespeople know

3. They Live to Prospect
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Is prospecting 24/7/365 in your organization?

4. They Are Totally Sales Driven
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Are your salespeople in top gear?
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5. They are Competitive
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Is your team too good at losing?

6. They are Obsessed with the Next Step
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/ % & O Are your salespeople

driving their cases forward at least one step with
every customer or prospect contact?

7. They Know that They—and Their Prod-
ucts—are World Class
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% % 2 Have your people

been to the top of the mountain?

Continued...
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from pg. 3..Sales people

8. They Qualify Hard Before
Time and Energy

Investing
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Do your salespeople look before they leap?

9 They Expect to Hear No!
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" % ! Are your front
people always ready to handle key
objections?

10. They Sell

Knowledge
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Through Customer
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& ! % How much do your
salespeople know about their customers and
prospects?
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Effectively Spot the 20%6
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“The simple act of paying positive
attention to people has a great
deal to do with productivity.”
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