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Leadersth ¢ Sales Lessons from the Best



What Change Am | trying to Make?




What Change Am | trying to Make?

1. Alter Mindset ; \l,

2. Replicate Success

3. Make Customers Happy



Getting the Most Out of This Class?
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Outline

What is Selling?

What makes a Salesperson Great?
Why We Buy?

Are Salespeople still Relevant?

7 Truth about Effective Selling






What Do The
Greatest Salespeople
Have in Common?
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THE GREATEST SALESPERSON OF ALL TIME HAS

NEVER

MADE ANY SALES TRANSACTION




What is Selling?

INFLUENCING

CHANGE



What makes a
Salesperson
Great?

Life Changing Lessons from
21 Inspiring AIA Agents in Brunei

Career + Business +« Life
T C DRSS :
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NOT HOW
GOOD YOU ARE!
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A QUESTION OF CHARACTER

“Through this job, | have been able to
impact the lives of many. This is a legacy
| want to leave behind.”
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THE STRENGTH OF RELATIONSHIPS

“I was just an ordinary girl from a small
town who came into the industry with no
background, no network, no superpower.”
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Do What
Others Don’t




Break Rules

LEADERSHIP BY EXAMPLE

“We did radical things and achieved
radical results.”

When an bnerance speacy Jeader 1ok Vivier "I pou were born bndo o pooe faendly, vou cermved Baene yearsellon your
parents. Howeser, s pou 1o e Wamed € your Qlldren gorm up poce] the sergie cormvenainn dweged the tajeciony
of Viwkerd e

Viwen was boens bnio o faendly that had very Batle. As the 127 of 13 chilkdorn ba the farsily, she had 10 eadure ok hard
shvgn and connpee for hee pureats’ anertion while growing up. Beieg the secoed youngest slso mennt thai she bud
deep oa the Soce Howrver, Vivierds marm had 3 way 30 thow 122 love and cormpanion %0 sach of her chiddres ard gave
thers the beat in Ber own crigee way. Vivies remerhbered tarting toe beat cosg® eraedy b her i wihen ber
swule et wp e the svakle of Uhe gt 1o feed buer i mest sony wivie everyeee die was s How ber ooun ws
whie o peewide her sk & prised pomsession wien the faondly was struggdog % eaie cods peet s 50l nkores, How
ever, ke know un 12t el warted o AT £300g8 monky 1o Xpay her Tm oee-day when it gew o

I3 ey 3 werk J wivy thal sesgle. Ineged Vieeds e Foe (he £t Sene. somevoe opened up
Viewers raind thal even (hough she coukd ot Crange hee pusl, The Fuare wiek bers 20 Ooewie, Later o0, when Viske
pansed her career, ter famaly Secarse ber biggent mothvation; the seaon 12at drows Ser to work hard dor ber saocon.
When Vivkn bocght her £ne hosie, dbe cunomioed » rooen with all ter marmd favorise farritare. She alie made wre
thwat bt Chikdeey wese wlie o sheep om Use best beds wvadadie. the cooes [t sbe peves could

Vivien found her pot of gobd i her 32-pear casver with ALA. Mer datrict raskad top om the corspacy's chart fo 2 good
decade tn 2000. The kird of devotion iné the irnovation e boosght 1o the Indanry war usbeand of. lew people ua-
dersioind wivl dove et wedil rm With fhis inder view, we fouesd oot birm Vivies conguered ber exsuetnes asd how
you W, Cen schieve anyThing. I you set your teded 0

21







WHY PEOPLE
BUY?




It’s not about YOU!




What Happens when Customers know
MORE THAN YOU?
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DO WE NEED SALES PEOPLE?

Almost 'QOOO ‘Retall Stores
Will Close This Year:

Here's the List of Businesses in Trouble

http://time.com/money/4801225/malls-closing-2022-credit-suisse/



“25% of Malls
will close by

2022" Time Money



HOW TO REMAIN
RELEVANT?



Nordstorm’s Solution
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NORDSTROM

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



Job of the Future

https://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!




Exercise

What makes a Salesperson

GREAT?






This vs This

What’s a Difference between selling a 5100 shoe and a S1m Apartment?
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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
Relationship
Care

Service
Proactive
Competent

Assurance
Ask



The Deal Maker Has...

EMPATHY

Do you UNDERSTAND my worry and fear?



N o A e

7 Truths | Learned About Selling

Take it Personal. Don’t Take It Personal.
Pick Up the Phone
Follow Through

Tell Story
Strategy
Seize Every Opportunity

. Close



Exercise

What makes a Salesperson

SUCK?






How to Create A Great
First Impression?




Read This!




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 observations?

— Control

— Show Gratitude

— Leadership



What Did You Learn?

What is Selling?

What makes a Salesperson Great?
Why We Buy?

Are Salespeople still Relevant?

7 Truth about Effective Selling



Home Work

e ShaunHoon

* +6/3 7174286

* Shaun@catalyst.com.bn

@) (S




3 Questions

 What Strikes You about today’s lesson?
* What Change Are You Going to Make?

* How Would You Rate Today’s Session?



COLLECTIVE WISDOM

FRIDAY
22"d Sept




WORDS

INFLUENCE & POWER
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MONDAY
25t Sept

How to Harness the Power of Words
to your Advantage



THE CHANGING LANDSCAPE
IN MEDIA & PUBLISHING

FRIDAY
29t Sept

The Fundamentals of Publishing
Business and it’s Future
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MONDAY
2nd Oct
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Creativity!




MONDAY
oth Oct

Rekindling the Lost Art :
of Human Connection




Student
of Life
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Finding Happiness, Meaning
& Purpose for Your Life & Career

FRIDAY
13t Oct



