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“Everything you’ve ever wanted is on the other side of fear.” 
– George Addair 

 
7. Have a daily plan in advance each day. Set both personal short and long-range 

goals. Write them down if it helps. Napoleon Hill said, “A goal is a dream with a 
deadline on it.”  Goals are the most important first step in selling. How many calls 
do you plan to make each day? Now raise that number by ten. How many will you 
make in a week? (See? You just added 50 by raising each day by 10). How many 
in a quarter? What would you consider a successful closing rate per day, week, 
month?  Don’t make the sales manager motivate you; motivate yourself first! 

 
“Make each day count by setting specific goals to succeed,  

then putting forth every effort to exceed your own expectations.” 
- Les Brown 

 
A friend taught me 300 calls = 50 good prospects = 2.5 sales closings.  Do you see 
how many calls it takes to get just one closing? Remember to make multiple 
contacts! Every time I teach sales, I hear one excuse after the other for not making 
contacts.  So, let me settle that issue now: Call, call, call! 

 
This alone will easily put you in the top 20% of any organization. 

 
 

8. Obey the Law to get more results! Have you heard of the “Law of the 
Harvest?” The Law states in three parts: 

• You reap WHAT you sow. 



• You reap LATER than you sow. 
• You reap MORE than what you sow. 

 
Selling is like planting seeds in a garden. Each day you are planting seeds with 
each contact. If you don’t make contacts, you’ll get no harvest/results. The more 
of WHAT you do in calling and contacting, the more you will get back (reap). It 
takes time and many contacts (often to the same people) to get results much 
LATER. Look on the seeds (contacts) you make today to come back for you in 
several months. And the results give you MORE closings and referrals that will 
give you more results in abundance. I can see at least one contact in the past that 
yields every sale I make today... a call I made or through a referral I secured. 
 

“Always do your best. What you plant now, you will harvest later.” 
-Og Mandino 

 
Keep the Law of the Harvest in your focus and your rearview mirror and it will 
help you to keep going each day. 

 
9. Choose a positive attitude each day. I tell audiences that I can teach them sales 

skills, but the only person that can teach them how to have a positive attitude is 
themselves. If you need to be kicked out of bed, into the shower, into your clothes 
and out selling every day, I can tell you two things: (1.) Your sales manager and 
you will not be good friends, and (2.) Your children will go hungry.  
 

The most unprofitable item ever manufactured is an excuse.” –  John Mason 
 

Your attitude and motivation are your choices and nobody else’s. I don’t care how 
you motivate yourself… You can choose to listen to motivational videos, 
recordings and speakers. Say to yourself, “I know a secret!” just before you call or 
meet with a client. It puts the right attitude in your voice and a knowing smile on 
your face. Your attitude is a choice, not a result of your environment.  

 
10. Speaking of attitudes...Your attitude will determine the kind of day you will have 

starting each morning. Don’t let the negatives get you down. Consider each “No” 
as a step closer to the next “Yes.” I’ve had less than 10 people hang up on me in 
over 17 years of my career. Did I let it make me quit? NO! I just went to the next 
person on my list. The hang ups were not going to buy from me anyway, so why 
call back and argue or let it get me down? I never bought anything from someone 
who beat me in an argument. Conversely, I have never sold to anyone I beat in an 
argument. I don’t argue - I just move on! 

	
“Begin by always expecting good things to happen.” – Tom Hopkins 

 
Ask yourself at each decision time, “What would the top sales person do in this 
situation?”  Should I make one more call? What would the top sales person do?  
Should I try sending an email if the phone calls aren’t working? What would the 



top sales person do? Then trust your gut and act on that.  Soon you will be acting, 
looking like and being the top sales person!  

 
 

11. Be unique and stand out. Creative calls, pitches and conversations become 
memorable. One of the most creative things you can do is make sure you talk with 
the decision maker or the person who writes the check. Stand out to them. A friend 
once sent his proposal in a piggy bank with a hammer to crack it open. Another 
friend sent bottles of wine with his name on the the label to the CEO of his prospect 
companies. If you can find something that makes you DIFFERENT than the other 
20 people they got calls from today, you will be remembered.  
 
“Beware of monotony; it’s the mother of all deadly sins.”  -Edith Wharton 

 
Can you find something that goes along with what you are selling? A guy lobbying 
the state legislature for tougher drunk driving laws sent chattering teeth to each key 
representative with a note saying, “Put some teeth in the next bill you pass!” It 
worked and made his job fun. The politicians all had the teeth on their desks as 
conversation pieces… and reminders! 

 
Outstanding people stand out. And they make great sales closers, too! 

 
12. Be dependable!  I worked for an insurance company in the Carolinas years ago. 

The sales manager knew when I would be in the office and when I would be out 
making calls. He told me that he could always depend on me to do the work and 
even carry more than expected in that job.  One time, I fell one new client short of 
making a sales bonus at the end of the year. To my surprise I got the bonus anyway. 
When I asked the manager in astonishment, he smiled and said, “I know you will 
do more with an incentive. I can always trust you to put in a super effort.” It spurred 
me to do better the next quarter. 

 
“Cultivate dependability and you will always have responsibilities.”-Roy L. Smith 
 
Your manager is looking for someone who shows up and does the job. He/she is 
tired of trying to make everyone only do what they are expected to do.  Bo Bennett 
said, “When it comes to success, there are no shortcuts.” Be the one who does the 
hard work. Be the person that others (and particularly the higher ups and your 
clients) can depend upon to do what your job requires on a regular basis each day. 
 

Close the sale! Ask for it, be diligent, ask more questions and ask for the sale! 
 
These thoughts will help you become successful in sales. They present a choice on your 
part. You can choose to do the work, or you can bounce from job to job not making money 
or differences in other’s lives.  The choice is yours. But I guarantee, you will get at least 
10 great ideas from this and stand out like nobody else in your organization. One day, I 
guarantee other sales people will start asking you for advice.  Pass it forward. 



 
“The difference between a successful person and others is not a lack of strength, not a 

lack of knowledge, but rather a lack of will.” – Vince Lombardi 
 
 

Now go get’em! The only person who stands in your way is you. 
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