Here's How You can Discover and immediately Start using
the Ultimate Secret behind Successful Salespeople - no
matter what Industry or Profession You're in...
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THE SALES

INTRODUCTION

I imagined when | enrolled in a Business Course at Charles Sturt University that Sales would
be a part of the curriculum. But it wasn't. In fact, the subject is absent from most business
and marketing courses including MBA programs.

If you accept the idea that ‘nothing happens until something is sold’ and that business is
about making things and selling things, and that everything else is secondary, then this
absence makes no sense.

When | asked one of my professors to explain the absence of Sales, he told me that if |
really wanted to study sales, | could pay for a two-week evening course somewhere.

The truth is you could say the same thing about a lot of what the university taught, but no
one was suggesting we go and learn strategy, or economics or communication, at night
school.

The effects of this omission are catastrophic.

Many supposedly well-educated people in the business world are clueless about one of its
most vital functions, the means by which you actually generate revenue.

When | became Head of Training, Education and Development with Westpac bank in the
late 80s | decided we needed to teach sales to all our key frontline people, particularly those
commercial managers who were dealing with business people all day long and if | was going
to manage this project for the bank then we’d better start Sales training me.

This is when | met my long-time friend and mentor Robert E Johnson (Bob) from Greenville,
South Carolina in the U S of A.

Bob was the General Manager of the Dale Carnegie organisation in Greenville and over time
taught me everything | needed to know — and the skills | needed - to begin my journey as a
professional salesman — and in time to be recognised as an accredited Master Sales
Trainer.

Bob’s programs were used throughout the Bank and people still talk about them today...as
life changing and absolutely magnificent when it comes to accepting, embracing and
applying selling skills to our careers, our business and our everyday life.

So here | am now — having had my own businesses for almost 30 years and having
coached, trained and mentored over 5000 business owners and managers and the members
of 70 accounting firms.

This has helped them to:

e Improve their business
e Grow their sales
l|Page
© Marchant Dallas Pty Ltd 2018
WWW.MARCHANTDALLAS.COM.AU



http://www.marchantdallas.com.au/

THE SALES FACTOR
The Secret to 5@33.':\:9 ;‘fey&fﬁ'r_’y

¢ Increase their profits
e Gain more control over their teams and operations and
e Inject greater harmony and balance into their lives.

They've also learnt - to do all this successfully they too must

e accept that nothing happens until something is sold; they must

e embrace the idea of a winning sales and service culture within their business and
take the necessary steps to learn and master the art and science of selling; and they
must

e apply what they’ve learnt and continue to learn about sales - every minute of every
day.

Here’s a home truth for you:

‘People know how to make the thing they sell, but most don’t know how to sell the thing they
make.”

- and that's why many people get into trouble in business.

Businesses don't fail- people just give up. One of the reasons they give up is because
they’re just not selling enough of the thing they make.

Selling is not a sideshow or an annoying add-on to what people see as the real functions of
business like finance, operations, marketing, management etc...

Selling is business - in gorgeous Technicolour.
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Richard Perry, the founder of Perry Capital and one of the most successful investors in
America, puts it very simple for all of us: “It's all about sales. If | have sales, | can create
profit.”

Selling is persuading someone to do something they would not otherwise have done.
If they would have ‘otherwise’ have done it —then they don’t need you.

Selling is the catalyst that turns potential buyers into buyers.

It's a process. It's a form of leadership. Its education. Its helping. It's sharing. Its removing
‘pain’ and providing ‘pleasure.’

The Sales factor course you are about to undertake is presented in 12 modules and covers
three broad areas of knowledge:

1. Your Sales Mind-Set
2. Your Sales Skill-Set and
3. Your Sales Tool-Set

What this means is we’re going to show you how to create the ‘right’ mind-set to give you
the best chance of success in sales.

We're going to walk you through the \||\[] S“
skill-set you will want to develop and - :

finally we will give you a tool-set to Sl\l” SFT
use to identify, attract, engage, get T[] []] S]“T

and keep a client or customer.

If you've read books on selling

before or listened to ‘sales experts,” you're probably tired of being pumped with hot air —
and told how you must ‘come alive’, be full of enthusiasm, and dominate the world around
you- all the things that may not a part of your basic nature.

Well, this course isn’t anything like that. In fact, this course was written to refute many
clichés of selling that have been accepted without question for years.

The stereotyped image of the ‘born salesman’ is a mistake. You don’'t have to remake your
personality and become super-enthusiastic, super-aggressive, or domineering.

Not only are those traits not necessary, they are a hindrance to making sales.

And you won'’t have to develop that uncanny ability to come up with the right answer at the
right time-that super-human knack of having the brilliant flash of insight that is so prevalent
in books on selling.

This course can truly revolutionize your selling career or whatever position you hold that
inevitably involves selling-but only because it will show you that you no longer need to
waste your time developing skills that are of no value to a salesperson.
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For example, here are some of the points that will be made during the course:

1. Contrary to the accepted mythology, enthusiasm is not an essential sales trait. Used
incorrectly it destroys more sales than it creates.

2. Positive thinking — while helpful is not critical to success. Being real and authentic
will help you create more sales.

3. Sales success does not come from convincing people to buy things they don’t want.

“a person convinced against their will — is of the same opinion-still”

4. The salesperson who always has an answer for every objection is also probably

plugging along with a very low income.

Extroverts don't make the best salespeople; they are invariably outsold by introverts.

To be a good salesperson, you don't have to be a ‘smooth talker.’

7. Another all-time sales fallacy is the statement “When the going gets tough, the tough
get going”. When the going gets tough, | usually take a holiday.

8. The desire to be able to motivate others is unrealistic. Great salespeople know they
can’'t motivate people to buy — so they don't try.

o o

Having said that — there are many ideas and principles that are essential and work.

Many of these principles are self-evident and | expect you will be able to apply them simply
and easily.

For example - If
you take the time
to understand why
people buy things,
it will open a
whole new world
of understanding
for you. It will
make it possible
for you to increase
your sales volume
significantly and
get more people,
buying more —
more often.

We'll discuss
ideas that will help
you understand
what happens in
every sales
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interview - even when you don't get the order... and these same ideas and principles will
improve your relationships with other business associates, with your friends and family-
simply because you'll understand them so much better.

And what may be most important of all, you will enjoy your work much more than you ever
have before. No longer will you be afflicted with stomach aches fromthe uncomfortable
task of trying to be something you're not.

You won't have to remake your personality or become a fast-talking extrovert.

This is the painless way to become a good salesperson, to influence others, to become
more in demand-without remaking your personality, without becoming forceful, aggressive,
or eloquent. You can relax and be yourself; you can be honest and friendly, and you will
be thanked by the buyer for what you have done for them.

Having said that I'm not going to guarantee your success.

I’m not going to tell you that you can’t miss- because that would be unrealistic. It all
depends on you and your willingness:

e To accept selling as a vital function of business
o Embrace selling and do your best to learn all you can — and then some
e Apply the ideas and principles in the course in your day to day activities.

| just read where young Melbourne Storm NRL player, Josh Ado-Carr, arguably the fastest
player in the league, says “the coaching staff at the Melbourne Storm have turned me into
the player I've always dreamed to be. Talent can only get you so far. At the Storm you've got
to work hard, and it's shown in my football for the last couple of years."

Talent + Effort = Skill. Skill + Effort = Performance...

Okay- we're done here- - let's get on over to
Module One and learn the TRUTH about selling.

To Your Success and Destiny

Good Luck and (always) Good Selling
TREVOR MARCHANT BBus.

Master Sales Trainer and featured in the top 1 per cent of
Business Development Coaches and Trainers in Australia and
New Zealand
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BBUS

MASTER SALES TRAINER - FEATURED IN THE TOP 1 PER CENT OF SALES TRAINERS AND
PERFORMAMCE COACHES IN AUSTRALIA AND NEW ZEALAND

HEAD OF TRAINING EDUCATION AND DEVELOPMENT AT WESTPAC IN THE 80S

HELD STATE AND REGIONAL MANAGER POSITIONS WITH WESTPAC, STATE BANK OF NSW
AND SUNCORP

CO-FOUNDER AND DIRECTOR OF L J HOOKER MONEYWISE INTERNATIONAL
(NOW L J HOOKER FINANCIAL SERVICES)

HAS HELPED 70 AGCOUNTING FIRMS UP AND DOWN THE EAST COAST OF
AUSTRALIA GROW'THEIR REVENUE, HOLD ONTO THEIR CLIENTS AND ATTRACT MORE OF
THE SAME

HAS HELPED 5000 + BUSINESS OWNERS AND MANAGERS ACHIEVE THEIR GOALS, DREAMS
AND AMBITIONS WITH HIS DO@WN-TOFEARTH, PRACTICAEL,COACHING STYLE

BEST SELLING AUTHOR - THE 5 MINUTE SALES CULTURESTRATECY AND THE ROAD TO
SUCCESS

DEVELOPER- THE GROWTH FACTOR - THE BEST BUSINESS ADVICE YOU'LL EVER GET

DEVELOPER - THE SALES FACTOR - THE SECRET OF SELLING ANYTHING

*PERFORMANCE COACH-:




EVE DALLAS

ELITE PERFORMANCE COACH. FEATURED IN THE TOP 1
PER CENT OF PERFORMANCE COACHES IN AUSTRALIA
AND NEW ZEALAND- SPECIALIZES IN RELATIONSHIPS,
HEALTH AND SALES

TERTIARY QUALIFIED IN PSYCHOLOGY AND
COUNSELLING

HAS HELPED 5000 + BUSINESS OWNERS AND
MANAGERS ACHIEVE THEIR GOALS, DREAMS AND

AMBITIONS WITH HER UNIQUE PERFORMANCE
COACHING STYLE AND SKILLS.

CO-FOUNDER MARCHANT DALLAS CONSULTING - HAS
HELPED OVER 70 ACCOUNTING FIRMS GROW THEIR
REVENUE, HOLD ONTO THEIR CLIENTS AND ATTRACT
MORE OF THE SAME

BEST SELLING AUTHOR - RU FIT FOR BUSINESS

DEVELOPER - THE GROWTH FACTOR - THE BEST
BUSINESS ADVICE YOU'LL EVER GET

DEVELOPER- THE SALES FACTOR - THE SECRET TO
SELLING ANYTHING

TOP LISTING AGENT FOR A MAJOR REAL ESTATE
COMPANY IN QLD - 2 YEARS RUNNING

BUYER'S AGENT - SPECIALIZING IN THE EASTERN
SUBURBS OF SYDNEY
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