
Habits of Successful
Salespeople

Success in the sales profession is both an art and a science. There is much
more to it than just having a product or service and asking someone to buy
it. That works fine if you want to struggle daily to make a little bit of
money. If, however, you want to create a successful sales career with a
predictable high income you must put time, effort and money into creating
a system that creates sales not just today, but in the future as well.

In this pamphlet, I will share with you some of the knowledge I have
accumulated during my 30 plus years as a successful sales professional.
These 10 things are absolutely essential to creating long-term success as a
sales professional who gets predictable results.



1. Finding Your Ideal Client

2. Know Your Product

3. Scheduling Time to Increase Productivity

4. Goal Setting

5. Outsourcing

6. Pareto’s Principle

7. Shadowing

8. Preparation

9. The Three-Foot Rule

10.Referrals



Does your product/service serve businesses or individuals?

What problem does it solve for that group of people?

How will their lives be better after using your product/service?

The first step is to know exactly who your ideal client is. Can you imagine spending your day
calling countries around the world to sell a product that is only available to Americans? Of
course not, that would be silly. But many salespeople do that every day because they have not
taken the time to figure out their ideal client.  

Answer these questions to help you figure out exactly who you serve to make your
prospecting time efficient and effective.

 Finding Your Ideal Client



What resources are available to you to find out about your product?

Who are your biggest competitors in the market? Where can you learn more about
them?

What websites will help you to keep updated on the latest news in your field?

What are some great books on your industry/product/service?

What podcasts are available to you to learn more about the world where you do
business and how people are solving problems?

What questions can you ask on social media to find out what solutions people are
looking for so you can best serve them?

Know your product inside and out. Remember that you are the professional. You should
be familiar with every aspect of your product/service and how it helps the clients you serve.
A sales professional sets up a system of constant learning and improvement to stay on top
of their game.  Answer the following questions to help yourself set up a system of growth
and professional development as it relates to what you offer.

Know Your Product



“The only difference between a wealthy person and a pauper is how they spend their 24 hours
a day.” This was a statement made by the wealthiest man I have ever personally met and they
are amazing words of wisdom. Success ultimately always comes down to how we spend or
invest our time. In order to determine a person’s level of success, we can simply look at how
they choose to spend their time. How are you doing with yours? Are you spending it or are
you investing it?

For the next week, keep a daily diary of how you spend your time at work and then answer
the following questions.

How many total hours did I spend doing work-related activities this week?

How much of that time was devoted to the following areas:

1. Learning

2. Prospecting (meeting new people)

3. Sales calls

4. Developing relationships

5. Following up with prospects

6. Following up with clients

Divide that number by the number of hours you worked to get the percentage of time you
are spending in that area. 

Scheduling

What do you see?



Which activity produces the greatest immediate result?

Which activity produces the most referrals/future business?

What changes do you feel would help you to better reach your goals?

What do you want to have/do/obtain in your life at the end of 5 years?

To accomplish that 5-year goal, what will you need to have/do/be at the end of the next
year?

Create a schedule based on what you feel would be the most productive use of your time to
hit your current goals.

Answer these questions in order from top to bottom to improve your aim and your results by
immeasurable amounts:

Scheduling Continued



To reach your 1-year goal, what will you need to have/do/be at the end of this quarter?

To win at your quarterly goal, what will you need to have/do/be at the end of each of the
second month and the first month of the quarter?

To hit that monthly target for this month, what will you need to have/be/do by the end
of this week?

What do you need to have/do/be today to achieve your weekly target?

Congratulations, you now have a target to shoot at. Repeat this process as needed to keep
yourself on track and your results will dramatically improve because what we pay attention to
naturally improves simply because we are paying attention. You are now doing something
that most salespeople never do and therefore will have results that they will never get.

Even if you have never shot a gun in your life, you can outshoot the finest marksman in the
world 99.9999999999999% of the time if you know where the target is and they don’t have
any idea. I can hear you saying “well of course!”, and yet many of us don’t have goals set for
ourselves. How in the world do you hit something when you have no idea what you are
trying to hit?

Goal Setting



Do I know how to do what needs done in a way that will get positive results?

If the answer is no, can you learn to do it fairly easily or will it take a huge time
investment?

Should I do it myself or pay someone else/automate it? That is an often-asked question and
one that is surprisingly easy to answer. Here is the solution to find out when it is best to do
something yourself or outsource it in some way, whether that is automation or paying
another person to take care of it.

Answer these questions:

If it will take a huge time investment, the answer is to outsource it.

Outsourcing



If you can learn how to do it or if you already know how here is the formula to figure out
when you need to do it yourself and when you need to outsource it.

Honestly evaluate how much time you invest in selling each week on average.
Now multiply that number by 12.
Figure out how much money you have made in the past 12 weeks as a total.
Divide your total income by the total hours to figure out how much money you make per
hour and write the answer here.

Now you have your number, compare that to the cost of outsourcing it. If it costs less to
outsource it than what you make per hour, then outsource it. You will make more money
spending your time on sales. Use this simple process any time you are considering adding
something new to your process. 

Outsourcing continued



20% of our time produces 80% of our results. This is called Pareto’s Principle and it is true in
all areas of life. The key to success is learning how to really focus on that 20% to get the
biggest bang for our buck. The better we get at identifying that 20%, the less time we are
investing to get the same result.

Here are few questions to ask yourself to focus on the 20%

Look back at your past activities and results to find these answers.

Pareto's principle



Order your accounts from largest income for you to smallest and divide it into 5 equal
parts.

In that top section, what do those clients have in common?

What do the products have in common?

How did you get those clients? (cold calls, referrals, networking, etc)

Do this with all your activities. If you determine that most of your clients come from
networking, what types of networking produce the best results, which types of people
send you the most referrals, etc?

What questions can you ask to discover what that top 20% is for each area?

Write down 3 other areas where you want to find out what your top 20% is.

Pareto's principle continued



Who is the most successful person you know at what you are currently selling?

How can you spend more time with them?

What questions would you like to ask them?

What part of the process do you feel you need the most growth in?

What can you give back to them?

I have never been an artist. I have trouble drawing a stick figure. But I can trace like nobody’s
business! That’s exactly how I learned to become a sales professional and not just a salesperson.  
It has been the fastest track to success in every field where I have created success. There were
things I had to tweak to fit my personality, but the basic layout was there.

Remember, they are doing you a huge favor by showing you the ropes. You must give back.
Whenever I spent time with my mentor, I paid for everything even though he was a
millionaire and I was broke. I valued his time and expertise. It was the cheapest education I
ever got to buy his lunch and spend an hour hearing how he viewed the world and how he
treated other people. As a result, he was always more than happy to share with me everything
he knew because I showed him how much I appreciated him doing so.

Shadowing



Be a professional. Those who wing it in sales are not successful in any long term or
meaningful way. They may get lucky from time to time, but they will never have the
success that they are capable of obtaining until they are professional. 

Most of us naturally learn some type of professional process or sales pitch to use to present
our idea/product/service. We have a specific order in which we cover things. But do you
apply that same process to preparation for a meeting. 

Schedule 15 minutes before each meeting to get prepared for the meeting both physically
and mentally.

Preparation



What information do you need in front of you to make a successful pitch?

What should you already know about the client and review prior to the call?

What is your intention for the call?

What bio things do you need to take care of before the call? Water, bathroom, etc

What information do you need to record about the call to prepare you for the next
conversation?

What follow-up materials should you send to the following groups?
Those who bought?

Those who are on the fence?

Those who are “later”s?

Those who are a no or whom you cannot serve?

Did you schedule a follow up? If so, is it in your calendar?

Answer these questions to help you be more prepared before each meeting so that you can be
highly effective.

The same applies to after the call.

Preparation continued



What places do you go on a daily, weekly or monthly basis?

What opportunities lie within the staff of those businesses?

How many other customers are generally there that you could say hello to?

What are some great opening questions to begin conversations with others? (I highly
recommend a book called “How To Have Confidence and Power in Dealing with
People” by Les Giblin to assist you with this)

Prospects are all around you every day. I am constantly amazed when I go out with
salespeople and watch them take care of whatever their business is and walk away without
engaging in any type of conversation. The one thing a salesperson must master is the ability
to have a conversation. Look for opportunities in what I call the “3 Foot Rule.” If someone is
within 3 feet of me for more than a few seconds, I talk to them. You never know if they will
be your biggest client yet or can connect you to a great client.

Want to increase your sales while you are running errands? Here are a few questions to
answer to help:

The Three Foot Rule



I’ve left the best for last. What is the very best and easiest business you ever do? Referrals!
Someone else has already sung your praises and prepared the client for you. Half your work is
already done. And yet it is the area where I see the least effort in many sales people. There is a
gold mine sitting in front of you and you need only pick up a shovel.

Now I am going to ask you a trick question. What is the VERY best way to get a referral?
Ask for it! But we don’t do it because of fear. “What if they think I’m pushy?” “What if they
say no?” and on and on. Let’s try a different question “What if they know 5 people who
would buy today?” Of course, you’d ask then. The key is that we don’t know. The only way
to find out is to ask.

Referrals



These questions will help you with your referral efforts.

What times would be best for you to ask people for referrals?

Who is your perfect referral?

Don’t just ask, do you know anyone. Ask specifics. Who is your…..? What industries
make the best prospects? Ask people who they know who is in that industry.

What system can you design that makes it easy for them to refer and explain it to them?

What type of system will you have to keep yourself top of mind? (Cards, emails, texts, etc)

How can you set them at ease that you aren’t going to pounce on their people? (“I will
wait three days before contacting them so if they would prefer not to talk to me, you can
let me know.”)

Referrals Continued



I hope you have found the information in this pamphlet helpful to you in
growing your sales career. As a gift, I am offering a complimentary consultation
to assist you in crafting the information you put together here to take you to the
next level in sales results. Please feel free to book a time on my calendar here:
https://calendly.com/saraphillipssolutions/complimentary-30-minute-advisory-
session

Here is wishing you massive success as you help people to solve their problems
through the noble profession of sales!

https://calendly.com/saraphillipssolutions/complimentary-30-minute-advisory-session?month=2021-09

