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MASTERCLASS SERIES #1

THE ART OF

SELLING
Leadership & Sales Lessons from the Best 



What	Change	Am	I	trying	to	Make?	



1.  Alter	Mindset	

2.  Replicate	Success	

3.  Make	Customers	Happy	

What	Change	Am	I	trying	to	Make?	



GeBng	the	Most	Out	of	This	Class?	



Outline	

1.  What	is	Selling?	

2.  What	makes	a	Salesperson	Great?	

3.  Why	We	Buy?	

4.  Are	Salespeople	sHll	Relevant?	

5.  7	Truth	about	EffecHve	Selling	





What	Do	The	
Greatest	Salespeople	
Have	in	Common?	

















THE	GREATEST	SALESPERSON	OF	ALL	TIME	HAS	

MADE	ANY	SALES	TRANSACTION	

NEVER		



What	is	Selling?	

INFLUENCING	

CHANGE	



What	makes	a		
Salesperson		

Great?	



NOT	HOW		
GOOD	YOU	ARE!		

1	



Grit	



Integrity	



Want		
Nothing	

2	



Consistent	



Do	What		
Others	Don’t	

3	



Break	Rules	



Break!		



WHY	PEOPLE	
BUY?	



It’s	not	about	YOU!		



What	Happens	when	Customers	know	
MORE	THAN	YOU?	



DO	WE	NEED	SALES	PEOPLE?	

hYp://Hme.com/money/4801225/malls-closing-2022-credit-suisse/	



“25%	of	Malls	
will	close	by	
2022”	Time	Money	



HOW	TO	REMAIN	

RELEVANT?	



Nordstorm’s	SoluHon	

hYp://fortune.com/2017/09/15/nordstrom-local-retail/	



Job	of	the	Future		

hYps://www.youtube.com/watch?v=8eP7nuZgNqU	



HOW	TO	REMAIN	

RELEVANT?	



HOW	TO	REMAIN	RELEVANT?	

1.  Do	What	Robot	Can’t	

1.  F&B,	High	Value,	High	Touch	

2.  Do	what	Jack,	Oprah,	Tony,	Rock,	JK,	Trump	

&	Steve	Do!		

3.  Be	Great,	Be	Really	Great!		

	



LEVEL	UP!		



What	makes	a	Salesperson	

GREAT?	



Break!		



This	vs	This	
What’s	a	Difference	between	selling	a	$100	shoe	and	a	$1m	Apartment?	



Difference	

•  Many	vs	Few	Can	Afford	

•  Limited	vs	Extensive	Product	Knowledge		

•  Lower	vs	Higher	Risk	

•  10	a	Day	vs	10	a	Year	



Similarity	

•  Like	
•  Trust	/	Reliable	
•  RelaHonship	
•  Care	
•  Service	
•  ProacHve	
•  Competent	
•  Assurance	
•  Ask	



The	Deal	Maker	Has…	

EMPATHY	
Do	you	UNDERSTAND	my	worry	and	fear?		



7	Truths	I	Learned	About	Selling	

1.  Take	it	Personal.	Don’t	Take	It	Personal.	
2.  Pick	Up	the	Phone	
3.  Follow	Through	
4.  Tell	Story		
5.  Strategy	
6.  Seize	Every	Opportunity	
7.  Close	



What	makes	a	Salesperson	

SUCK?	



Break!		



How	to	Create	A	Great	
	First	Impression?	



Read	This!		



BELIEVE	
Believe	



Believe	

•  Others	to	believe	in	you!		
•  “I	wouldn’t	be	here,	if	____	had	not	
believed	in	me.”	

•  Why	is	“other’s	believe”	important?	
•  What	are	the	observaHons?	
–  Control	
–  Show	GraHtude	
–  Leadership		



What	Did	You	Learn?	

1.  What	is	Selling?	

2.  What	makes	a	Salesperson	Great?	

3.  Why	We	Buy?	

4.  Are	Salespeople	sHll	Relevant?	

5.  7	Truth	about	EffecHve	Selling	



Home	Work	

•  ShaunHoon		
•  +673	7174286	

•  Shaun@catalyst.com.bn	
	



3	QuesHons	

	

•  What	Strikes	You	about	today’s	lesson?	

•  What	Change	Are	You	Going	to	Make?	

•  How	Would	You	Rate	Today’s	Session?	

	



COLLECTIVE	WISDOM	

FRIDAY	
22nd	Sept	



MONDAY	
25th	Sept	



FRIDAY	
29th	Sept	



MONDAY	
2nd	Oct	



FRIDAY	
6th	Oct	



MONDAY	
9th	Oct	



FRIDAY	
13th	Oct	


