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Top 10 Keys to Sales Excellence 
 
 
 
1. Learn continually  – Successful people invest in their own development. You must 

do the same. Don’t wait for your company to bring in a training program to start 
learning. Read books, listen to tapes and take courses (online and live) to fill your 
head with options. Investing in yourself is the soundest investment you will ever 
make. 

 
2. Manage your effort  – I say effort rather than time because everybody can be busy. 

Successful sales people are applying their effort in ways that will result in business, 
now and in the future. Ask yourself if that lunch or golf game is with a person you like 
or one who can get you business. You only have so much effort to expend on your 
business. Use it wisely.  

 
3. Use your resources  – Most sales books focus solely on the one to one relationship 

between the buyer and the seller. Today, most of us have a team behind us. 
Whether it is customer service, insides sales, sales engineers or even your manager 
working with you in the field, they are your team. Successful sales people learn to 
use their team to make more sales and serve the customer better. 

 
4. Prospect continually  – There are only 12 months in your year and every one 

counts. If you have a down month, there is no way of making it up. Unfortunately, too 
many sales people get busy with sales and forget to prospect, only to find 
themselves digging out of a slow month. The secret is to build prospecting into your 
weekly routine. Whether it is spending one morning sending out letters or making 
one cold call every day, make sure prospecting is happening when you are busy so 
you can stay that way! 

 
5. Investigate  – With the internet at our fingertips, there is no excuse for not knowing 

about your prospects before you call on them. Spend the time to read their web site 
or use a business information service like Dunn and Bradstreet or Hoovers. By doing 
your homework you will be able to ask better questions and offer better solutions to 
the prospect. You will also have the names of the power players, which is always the 
best place to start. 

 
6. Qualify ruthlessly  – There is no value in calling on the wrong accounts, especially if 

you have to travel to get there. Use the telephone to ask good probing questions and 
determine if this is a good fit for your company. Make sure you are talking to the real 
decision maker and not just an admin who was asked to collect information. Ask the 
tough questions early so you can bring the right resources with you if needed. You 



don’t need to jump through hoops just because someone new called your office. On 
the other hand, when the opportunity is real, go all out to get it. 

 
 
7. Say no  – No gets you in less trouble than yes. When we agree to a customer’s 

request, they assume we will come thorough, even if they did not really need us to. If 
they ask for it to be delivered on Wednesday and you know it’s nearly impossible, 
ask if Thursday would be ok. More often than not, Wednesday was arbitrary anyway. 
Also say no when it’s in the customer’s best interest. Be sure to give them your best 
advice, even if it’s not what they wanted to hear. In the end, the one who looks out 
for them will win. 

 
8. Know your value – The key to any successful sale or negotiation is to know your 

value to the client. What is the benefit to them for buying from you? How can they 
turn this purchase into profit? How is working with you and your company in their 
best interest? The better you are at quantifying your value, the easier it will be to 
justify your price and close the deal. 

 
9. Under promise, over deliver – Nothing guarantees a one time sale like an 

exaggerated promise. You’ll get the first deal, but you’ll never darken their door 
again. Worse still, they will tell everyone that you let them down. On the other hand, 
nothing builds a lasting relationship like up-side surprises. Deliver early, give a few 
extras, install it for free or just show up to follow-up and you’ll earn years of 
appreciation from a new client. 

 
10. Remember, it’s business  – In the current atmosphere of partnerships and high-

service relationships, it’s important to remember that it’s still business. No mater how 
good your relationship with the client or prospect, ultimately they must do what is in 
their best interest from a business perspective. The best sales people build high-
touch relationships backed by high-value products and services. The combination is 
virtually impossible for the competition to penetrate. 

 
 
 

Predictive Results, an international consulting and  training company,  
helps companies and individuals dramatically increa se their sales.  
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