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International sales trainer & keynote speaker, bestselling author and 'King of Sales' Jeffrey Gitomer
believes that sales is the lifeblood of business.

He argues that sales drive revenue and growth, and that successful salespeople are essential to the
success of any organization. According to Gitomer, sales also provide a valuable service to
customers, by helping them find the products and solutions that best meet their needs. Sales is not just
about making a transaction, but about building a relationship and creating value for the customer.

In this guide we will be giving you 5 Top Sales Tips, with quoted references from the King of Sales
himself.

5 Top Sales Tips for Entrepreneurs
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Build Relationships
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Building relationships is a crucial aspect of sales, as it helps to establish trust and credibility with
customers, leading to increased sales and customer loyalty. Jeffrey Gitomer emphasizes the
importance of relationship building in sales and provides valuable insights into how to effectively
build and maintain relationships with customers. Here are five ways to build relationships in sales,
drawing on Gitomer's teachings...

Listen to Your Customers

One of the most important things you can do to build relationships with your customers is to listen to
what they have to say. Pay attention to their needs, concerns, and interests, and be genuinely
interested. This helps to establish trust and credibility and shows your customers that you care about
their well-being. According to Gitomer, "People don't care how much you know, until they know how
much you care" By taking the time to listen to your customers, you demonstrate your commitment to
their success, which in turn, builds trust and strengthens your relationship.

Be Authentic

Being authentic is essential to building relationships in sales. Customers appreciate salespeople who
are genuine and transparent, and who aren't afraid to be themselves. By being authentic, you build
trust and credibility, and establish a connection with your customers that sets the foundation for a
strong relationship. According to Gitomer, "Authenticity builds trust, and trust builds business."

Follow Up

Following up with your customers is another important aspect of relationship building in sales -
According to Gitomer, "The fortune is in the follow-up". It shows your customers that you care about
their needs and are committed to helping them succeed. Whether it's through email, phone calls, or
in-person visits, following up with your customers demonstrates your commitment to their well-being,
and helps to build and maintain strong relationships.

Focus on the Customer

It is essential to put the customer first and always consider their needs and preferences. According to
Gitomer, "The customer is always right, and the sale is always about them"... This includes being
patient and understanding and taking the time to listen to their concerns. By focusing on the
customer, you show that you value their business and are committed to helping them succeed. This
helps to establish trust and credibility and sets the foundation for a strong relationship.
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Be Confident

Confidence is key to successful sales and is essential to building relationships with customers. Project
a positive attitude, maintain high energy levels, and approach each sale with confidence. This helps
to build trust and credibility and demonstrates your commitment to your customers' success.
According to Gitomer, "Confidence is contagious, and contagious is good for sales"

Building relationships in sales is a crucial aspect of success and is essential to increasing sales and
customer loyalty. By listening to your customers, being authentic, following up, focusing on the
customer, and being confident, you can establish trust and credibility with your customers, and build
strong, long-lasting relationships that drive success.

Provide Value

Providing value to customers is a crucial aspect of successful sales and a key factor in building trust
and credibility with them. Jeffrey Gitomer, has provided valuable insights on how to effectively
provide value in sales...

Know Your Product and its Unique Selling Points

To provide value to customers, you need to have a deep understanding of your product or service,
including its features, benefits, and unique selling points. Gitomer says, "The more you know, the
more you sell". Knowing these details allows you to effectively communicate the value of your
product and help customers make informed purchasing decisions.

Listen to Your Customers and Understand Their Needs

Providing value to customers requires understanding their needs and providing them with solutions
that meet those needs. This involves listening to your customers, understanding their pain points,
challenges, and goals, and offering them solutions that will help them succeed. Gitomer states,
"People don't want to buy a quarter-inch drill, they want a quarter-inch hole".

Create a Positive and Memorable Customer Experience

Providing a positive customer experience is crucial to building strong relationships with customers
and is a key aspect of providing value. This involves creating a welcoming and comfortable
environment, being friendly and helpful, and making customers feel valued and appreciated. 
Gitomer says, "A customer will only buy from someone they like, trust, and believe will deliver."

Providing value to customers is a critical aspect of successful sales, and is essential to building trust
and credibility with them.
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Providing value to customers also means tailoring your approach to meet the unique needs of each
customer. This requires taking the time to understand their individual needs, preferences, and
challenges, and adjusting your approach accordingly. By doing this, you can provide a more
personalized and effective solution, and build stronger relationships with your customers.

Focus on 
the Customer
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Personalize Your Approach to Meet the Unique Needs of Each Customer

Provide Educational Resources and Expert Advice

Providing educational resources and expert advice is another way to provide value to customers. This
can include offering helpful tips, providing information on industry trends, and offering expert advice
on how to use your product or service effectively. By doing this, you demonstrate your expertise and
commitment to helping customers succeed and build trust and credibility with them.

Providing value to customers is a critical aspect of successful sales and is essential to building trust
and credibility with them. By knowing your product and its unique selling points, listening to your
customers, creating a positive and memorable customer experience, personalizing your approach,
and providing educational resources and expert advice, you can effectively provide value to your
customers and build strong, long-lasting relationships.

Focusing on the customer is
essential for success in sales,
and this is a principle that has
been emphasized by sales
expert Jeffrey Gitomer. By
putting the customer first,
salespeople can build strong
relationships, provide value,
and close more deals.
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One of the most important ways to focus on the customer is to understand their needs and pain
points. This requires listening to the customer, asking questions to gather information, and taking the
time to understand their challenges, goals, and objectives. By doing this, you can provide relevant
solutions and demonstrate your commitment to helping the customer succeed. Gitomer says, "The
only way to sell anything is to find out what the customer wants, and then sell it to them."

Understand the Customer's Needs and Pain Points

To truly focus on the customer, it's important to offer personalized solutions that meet their unique
needs. This requires taking the time to understand the customer's individual requirements,
preferences, and challenges, and tailoring your approach accordingly. By offering personalized
solutions, you can provide greater value to the customer, and build stronger relationships with them.

Offer Personalized Solutions

Providing a positive customer experience is crucial for focusing on the customer and building strong
relationships. Gitomer says, "A customer will only buy from someone they like, trust, and believe will
deliver." This involves creating a welcoming and comfortable environment, being friendly and
helpful, and making customers feel valued and appreciated. A positive customer experience can help
build trust and credibility and increase the likelihood of repeat business.

Provide a Positive and Memorable Customer Experience

Focusing on the customer also means being responsive and reliable, and this is critical for building
trust and credibility. This involves being available to answer customer questions, following up on
promises and commitments, and providing timely and effective solutions. By doing this, you
demonstrate your commitment to the customer and their success and build strong relationships with
them.

Be Responsive and Reliable

Finally, to truly focus on the customer, it's important to continuously seek feedback and improvement.
This involves asking customers for their feedback, gathering information on their needs and
preferences, and making changes to improve the customer experience. By doing this, you
demonstrate your commitment to the customer and their success, and continuously improve your
approach to better meet their needs.

Continuously Seek Feedback and Improvement
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Be Confident

Focusing on the customer is essential for success in sales. By understanding the customer's needs
and pain points, offering personalised solutions, providing a positive and memorable customer
experience, being responsive and reliable, and continuously seeking feedback and improvement,
salespeople can focus on the customer and build strong, long-lasting relationships.
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Confidence is an essential quality for
salespeople, and it can make all the
difference in closing a deal and
building strong relationships with
customers. Jeffrey Gitomer has long
emphasized the importance of
confidence in sales.

One of the key ways to build confidence
in sales is to know your product inside
and out. This means having a thorough
understanding of the features, benefits, 

Know Your Product Inside and Out

and competitive advantages of your product, and being able to effectively communicate this
information to the customer. By knowing your product, you'll be able to answer customer questions
with ease and provide valuable insights that help the customer make informed decisions. Gitomer
rightly says, "The more you know about your product, the more confident you are about your
product."

Having a positive attitude is crucial for building confidence in sales. This involves focusing on the
positives, keeping a positive outlook, and staying motivated, even in the face of rejection. A positive
attitude helps salespeople maintain their energy and enthusiasm and enables them to build strong
relationships with customers. Gitomer says, "Confidence is a byproduct of positive thinking, positive
action, and positive results."

Build a Positive Attitude

Confidence is an essential quality for salespeople, and it can make all the difference in closing a
deal and building strong relationships with customers.
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Effective communication skills are critical for building confidence in sales, and this includes being
able to listen actively, ask questions, and articulate your ideas clearly and effectively. Gitomer says,
"Confidence comes from good communication skills, and good communication skills come from
practice." By practicing effective communication skills, salespeople can build rapport with customers,
communicate the value of their product, and overcome objections with ease.

Practice Effective Communication Skills

Another key way to build confidence in sales is to prepare for objections. Gitomer says, "Confidence
is built through the anticipation and resolution of objections." This involves anticipating common
objections, developing effective responses, and practicing how you will handle objections in a
confident and professional manner. By preparing for objections, salespeople can be confident and
effective when dealing with objections and increase the likelihood of closing a deal.

Prepare for Objections

Finally, to be confident in sales, it's important to focus on the customer's needs. This means taking the
time to understand the customer's individual requirements, preferences, and challenges, and tailoring
your approach accordingly. By focusing on the customer's needs, salespeople can provide greater
value to the customer, and build stronger relationships with them. Gitomer says, "Confidence comes
from understanding

Confidence is an essential quality for salespeople, and it can make all the difference in closing a
deal and building strong relationships with customers. By knowing your product inside and out,
building a positive attitude, practicing effective communication skills, preparing for objections, and
focusing on the customer's needs, salespeople can build their confidence and become highly
successful in their role.

Focus on the Customer's Needs
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Continuously
Learn and Grow
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Continuous learning and growth are critical for success in sales, as the market and customer needs are
constantly evolving. To keep pace with these changes and achieve long-term success, salespeople must make
a commitment to continuous learning and growth. Jeffrey Gitomer has long emphasised the importance of this
mindset in sales.
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One of the best ways to continuously learn and grow in sales is to read and study sales books and
resources. This could include sales books by Jeffrey Gitomer and other experts, sales blogs and
articles, and online courses and webinars. By consuming a steady stream of relevant information,
salespeople can expand their knowledge and skills, stay current with market trends and best
practices, and find new inspiration and motivation. Gitomer says, "Reading is a form of education,
and education is a form of continuous learning."

Read and Study Sales Books and Resources

Attending sales workshops and conferences is another effective way to continuously learn and grow
in sales. These events, like our ActionMEMBERS Days provide salespeople with an opportunity to
network with peers, learn from experts, and gain valuable insights into the latest sales strategies and
techniques. By attending these events, salespeople can build their knowledge, skills, and confidence,
and stay ahead of the curve in their industry. Gitomer says, "Attending workshops and conferences is
a form of continuous learning, and continuous learning is a form of continuous growth."

Attend Sales Workshops and Conferences

Seeking feedback and coaching is a key component of continuous learning and growth in sales. This
involves seeking regular feedback from managers, peers, and customers, as well as working with an
ActionCOACH to refine your skills and identify areas for improvement. Feedback and coaching can
help salespeople identify their strengths and weaknesses, understand the impact of their actions on
the customer, and develop effective strategies for improvement. Gitomer, who has a long-standing
relationship with ActionCOACH, says "Feedback and coaching are essential for continuous learning
and growth, and they help salespeople to perform at their best."

Seek Feedback and Coaching

Reflecting on your performance is another important way to continuously learn and grow in sales.
This involves regularly taking time to reflect on your successes and failures and identify areas for
improvement. By reflecting on your performance, salespeople can gain valuable insights into their
strengths and weaknesses and develop a plan for improvement. Gitomer says, "Reflection is a form
of continuous learning, and continuous learning is a form of continuous growth."

Reflect on Your Performance
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Finally, to continuously learn and grow in sales, it's important to stay curious and seek new
challenges. Gitomer says, "Curiosity and a willingness to take on new challenges are essential for
continuous learning and growth, and they help salespeople to perform at their best." This means
being open to new ideas, seeking out new opportunities, and embracing challenges as a way to
learn and grow. By staying curious and seeking new challenges, salespeople can keep their minds
sharp, expand their skills and knowledge, and stay motivated to succeed in their role.

Continuous learning and growth are critical for success in sales, and they are essential for keeping
pace with changes in the market and customer needs. By reading and studying sales books and
resources, attending sales workshops and conferences, seeking feedback and coaching, reflecting on
your performance, and staying curious and seeking new challenges, salespeople can continuously
learn and grow in their role, and achieve long-term success.

Stay Curious and Seek New Challenges

A Bit About Us

Founded by Brad Sugars in 1993,
ActionCOACH has served thousands of
businesses and their owners worldwide
and in every category imaginable. By
showing owners how to get more time,
better company teams, and more money on
their bottom line.

Our History

We want you to succeed. At
ActionCOACH, every individual within our
team commits to our vision of “World
Abundance through Business Re-education,
purpose “A Coach in Every Business,” so
together we can make a difference. 

Vision and Purpose
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It is time to make a change... With 98% of clients saying they would recommend ActionCOACH, this
will be a change we are certain you will be proud of when looking back at your business growth.

Making Business Ownership Easy

ActionCOACH clients, whether they be small, medium, or large, will have a desire to have us help
them achieve their goals and be able to take on our commitment to them by returning their
commitment to ActionCOACH. They will be forward-thinking, willing to learn and grow, and willing
to work as a team player in the development of an organization of “people.”
 
Our clients will be selected more on attitude than size and they will want to deal with us because we
understand people are important, systems should run a company, we offer the most practical, most
applicable, and fastest strategies on growth, and most importantly, because we mean what we say.
We will give people back their spirit and freedom through business development.

A Commitment to C.A.R.E

If you would like to act now and start your business coaching journey with our committed team,
simply reach out to us at actioncoach.com.

Finding a Coach
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