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Caveat venditor
(Seller beware)

Caveat emptor
(Buyer beware)
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MAIN IDEA

Today, we’re all in sales whetherwe realize it or not.

No matter what your job title is, if you honestly
analyze what you really do you’ll probably find you
spend upwards of 40 percent of each day
persuading, convincing and cajoling others to part
with their resources in exchange for what you’re
trying to do. Trying to move others is selling pure
and simple.

At first glance, the idea of being in sales may be
repugnant – particularly if you’ve always viewed
salespeople as sleazy types who glide through life
on a shoeshine and a smile – but fortunately, sales
isn’t what it used to be. In fact, selling has changed
more in the past ten years than it did in the previous
hundred years and many of the assumptions which
people have always had about selling have
crumbled.

Like it or not, we’re all engaged every day in
influencing others to trade something they’ve got in
exchange for what we’ve got. In other words, we’re
all in selling now – so the smart thing to do is to
figure out how to get better at moving others to your
wayof thinking. It really is the most valuable skill-set
of the future.

“Selling, I’ve grown to understand, is more urgent,

more important, and, in its own sweet way, more

beautiful than we realize. The ability to move others

to exchange what they have for what we have is

crucial to our survival and our happiness. It has

helped our species evolve, lifted our living

standards, and enhanced our daily lives. The

capacity to sell isn’t some unnatural adaptation to

the merciless world of commerce. It is part of who

we are.”

– Daniel Pink

1. The Death and Rebirth of a Salesman . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Pages 2 - 3

Conventional wisdom suggested the Internet would bring about the end of intermediaries
like salespeople. What has come about is pretty much the opposite of that, thanks to three
main drivers:
1. Technology has lowered entry barriers thereby fueling a surge of entrepreneurship.
2. Instead of doing one thing, most jobs now stretch across multiple boundaries.
3. The fast-growth industries are education and health care – jobs which move people.

Fortunately, while more of us are in sales, the nature of sales itself has changed
dramatically. Instead of being about deception and hustle, today’s sales success is based
on honesty, fairness and transparency. The era of “caveat emptor” (buyer beware) has
been superceded by an era of caveat venditor (seller beware).

2. The Three Qualities That Matter Most in Trying to Move Others Today . . . . . . . . . . . . Pages 4 - 5

The traditional adage of the sales industry was ABC – “Always Be Closing.” Salespeople
used to learn 50 power closes and they would work their way through the list until they
found one that worked. That has now been superceded by a new generation ABC –
“Attunement, Buoyancy and Clarity” drive sales today.

3. How to Become Better at Sales. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Pages 6 - 8

If you accept that selling is important in your career today and likely to be even more
important in the future, then it makes sense to try and figure out how to become better at
personal selling. To equip yourself to excel in the future, learn three key skills:

Sales

+

To Pitch

Learn how to explain your ideas
quickly, succinct ly and
persuasively. The elevator
pitch is dead but six successors
live on and work exceptionally
well. Learn how to use them.

Be prepared for what happens
when your best laid plans and
pitches go awry. Be ready to
modify your proposal on the fly
so as to enhance and deepen
your persuasiveness.

To Improvise To Serve

Make your sales approach
personal and make it
purposeful. In other words, sell
to help people solve genuine
problems, not merely to
generate a commission.

+

Always Be Closing

The Old “ABC” of Sales The New “ABC” of Sales

Attunement – bring yourself into alignment with the group

Buoyancy – believe in what you sell and stay sunny

Clarity – excel at uncovering challenges others have
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