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YOU HAVE TO CONVEY THE FOLLOWING . . .
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I’m glad to be here.

I know what I’m talking about.

I love what I’m doing. 



FOUR REASONS TO GO TO WORK
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1. To serve the customer

2. To earn money

3. To have fun

4. To help others



INTEGRITY

"The truth of the matter is that you always know the right thing to do. 

The hard part is doing it." – General H. Norman Schwarzkopf
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STOP TALKING 
"Most people do not listen with the 
intent to understand; they listen with the 
intent to reply." -Stephen R. Covey
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FORGET LOGIC AND REASON

“When Dealing With People, Remember You are 
Not Dealing with Creatures of Logic, But Creatures 
of Emotion – Dale Carnegie
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ATTITUDE

“Your Attitude Not Your Aptitude Will Determine Your Altitude.” – Zig Ziglar
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AGREEMENTS
“It’s difficult to try and be what you are 
not. Being what you are doesn’t require 
any effort. When you become wise, you 
accept yourself the way you are, and the 
complete acceptance of yourself becomes 
the complete acceptance of everyone 
else.” -Don Miguel Ruiz
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CLOSING IS EASY

“You Don’t Need a Big Close as Many Sales Reps 
Believe. You Risk Losing Your Customer When You 
Save all the Good Stuff For The End. Keep the 
Customer Actively Involved Throughout Your 
Presentation, and Watch Your Results Improve. “ -
Harvey Mackay

MANGO 
COMMUNICATIONS

28



29



STOP SENDING EMAILS TO PROSPECTS

“The Phone is the Most Important Piece of Equipment in my Business” – Grant Cardone
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TECHNOLOGY 
“Technology is a Useful Servant But a 
Dangerous Master” – Christian Louis 
Lange
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MY DEGREE IN PSYCHOLOGY

“50% of Business is Psychology. Business is a Party 
of People, Not Computers. “– Alfred Herrhausen
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THE SCIENCE OF SALES

“It is the Mark of a Truly Intelligent Person to be Moved by Statistics” – George Bernard Shaw
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COLD CALLING 
“ My training of Cold Calling and Everyone 
Under the Sun Telling Me No, And My 
Keeping Going, Was a Huge Part of  the 
First Two Years of Spanx” -Sara Blakely
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IT’S NEVER ABOUT THE PRICE

“Marketing is not The Art of Finding Clever Ways to Dispose of What You Make. It is The Art of Creating 
Genuine Customer Value”

– Philip Kotler
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NATURAL BORN
“The Only Person You Are Destined to 
Become Is The Person You Decide To Be” 
– Ralph Waldo Emerson
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EXPECTATIONS

“The First Step in Exceeding Your Customer’s 
Expectations is to know those expectations” –Roy 
H. Williams
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FAILURE IS THE KEY TO SUCCESS

“In Order to Succeed, Double Your Failures” - Thomas Watson Jr.
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BASKETBALL
“I Would Visualize Things Coming To Me. 
It Would Just Make Me Feel Better. 
Visualization Works if you Work Hard. 
That’s The Thing. You Can’t Just Visualize 
and Go get a Sandwich.” – Jim Carrey

MANGO 
COMMUNICATIONS

50



51



COMMUNICATION

• “Most People Do Not Listen With The Intent to 
Understand The Art of Communication. Most 
People Listen With the Intent to Reply” 

• -Stephen R. Covey
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THE ONE MINUTE SALESPERSON

“THE WONDERFUL PARADOX: I have more fun and enjoy more financial success when I stop trying to get what I 
want and start helping other people get what they want.
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INTEGRITY SELLING
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INTEGRITY SELLING
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STEP # 1 APPROACH
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The purpose of this step is to gain rapport
with people

• Tune the world out and people in

• Put them at ease and make them feel 
important

• Get them talking about themselves

• Hold eye contact and listen to how they 
feel



STEP # 2 INTERVIEW
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You have two ears and one mouth; use 
them in that proportion

• Ask open-ended indirect questions that 
draw out want and needs

• Listen to and paraphrase all points . . . 
write them down

• Identify dominant wants or needs and 
get agreement

• Assure people that you want to help 
them enjoy the most value



STEP # 3 DEMONSTRATE
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The purpose of the presentation is to 
show how you can help people fill needs 
they admit having

• Repeat the dominant wants or needs 
that have been admitted

• Show or tell how your product or service 
will fill their wants or needs

• Avoid talking about price

• Ask for their reactions, feeling, or 
opinions



STEP # 4 VALIDATE
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Benefits, not features, sell a product or 
service

• Translate product or service features 
into customer benefits

• Justify price and emphasize value

• Offer proof and evidence . . . 
testimonials

• Reassure and reinforce people to 
neutralize their fear of buying



STEP # 5 NEGOTIATE
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Working out the problems that keep 
people from buying

• Find out what concerns or objections 
remain

• Welcome and understand objections

• Identify and isolate specific objections

• Discuss possible solutions . . . ask their 
opinions for the best solutions



STEP # 6 CLOSE
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Closing is affirming the work you’ve 
already done

• Ask trial closing questions to get 
opinions and response

• Listen to and reinforce each response

• Restate how the benefits will outweigh 
the costs

• Ask for a decision





THE PHONE CALL
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✓It’s all about your attitude 

✓Smile when dialing

✓Make 25 call bursts

✓Utilize a prepared script

✓Energy and enthusiasm is key

✓Do not say HAYT

✓Wants overpower needs

✓The only purpose of the phone call is to 
make the appointment



CUSTOMER NEEDS ANALYSIS

67



FEEL FELT FOUND FORMULA
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BEHAVIOR CHANGES ATTITUDE
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Timothy J Thompson 

The Shy Sales Guy
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The Law of Vibration – Bob Proctor
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Josh Flagg Million Dollar Listing LA
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DR SEUSS
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JUSTSELL.COM
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Now go sell something.


