
"Make More Sales"
Event Worksheet

Unlocking the Secrets of Power of Persuasion

Brought to you by: Level 10 Sales Mastery

Welcome, Visionary Businesswomen!

You're about to embark on a journey through the 4C Sales Methodology and the 4X4
Sales Success Method. These proven strategies are your keys to connecting with
confidence, converting with charisma, conveying with communication, and cultivating
long-lasting customer relationships.

Ready to unlock new levels of success? Let's dive in!

Section 1: Connect with Confidence
Task 1: Identify Your Unique Confidence Triggers

● List three personal strengths that boost your confidence in sales situations.
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________

● How can you leverage these strengths to make a strong first impression?
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________



Task 2: Confidence in Action

● Think of a recent sales interaction. Describe how you established trust and
credibility from the outset. _____________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________

● Reflect on what you could improve. How will you implement this in your next
interaction? ___________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________

Section 2: Convert with Charisma
Task 1: Charismatic Storytelling

● Draft a compelling story that incorporates your product/service's unique value
proposition. Remember, the goal is to resonate emotionally with your client.

_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________

● How can you use this story in your sales pitch to make it unforgettable?
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________



Task 2: Charisma Challenges

● Identify a sales scenario where you struggled to connect on an emotional level.
How can you apply charismatic principles to change the outcome next time?
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________

Section 3: Convey with Communication
Task 1: Mastering the Message

● Write down the core message of your product/service.
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________

● Now, refine it into a one-sentence pitch that is simple, powerful, and memorable.
_______________________________________________________________________________

● Practice this pitch. How does it feel to convey your message this succinctly?
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________

Task 2: Active Listening and Engagement

● Describe a situation where active listening led to a breakthrough in a sales
conversation. _________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________



● What did you learn? ___________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________

● How can you improve your listening skills to better understand and address
customer needs? ______________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________

Section 4: Cultivate Customers
Task 1: From Transaction to Relationship

● List three ways you can add value to your customer's experience after the sale is
made to encourage loyalty and repeat business.
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________

● Plan an outreach strategy for one existing customer you want to cultivate a
deeper relationship with.
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________



Task 2: Creating Advocates

● Identify a satisfied customer who could become a brand advocate. Outline a plan
to encourage them to share their positive experience with others.
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________

● How will you measure the success of turning customers into advocates?
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________

Reflection and Action Plan

Having explored the 4C Sales Methodology and the 4X4 Sales Success Method, it's time
to put these insights into action.

Reflect on the tasks above and outline your personalized sales strategy for the
upcoming quarter.

Consider the following:

 What are the key takeaways from each section that you can apply immediately?
 Identify at least one goal for each of the 4Cs that you will work on.
 Draft a timeline for implementing these strategies and tactics.

Remember, the journey to sales success is ongoing and dynamic.

Use this worksheet as a living document to guide your progress, adapt your approach,
and celebrate your achievements.

Your Success is Our Success,
Tammy Renee, Level 10 Sales Mastery


