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True sales success doesn’t begin with the stuff on the outside – who you persuaded last week, how much you sold last month, what you earned last year or how much you can afford to buy this year – lasting success is built with the stuff on the inside – who you are and whom you want to become, why you sell and what legacy you intend to leave.

Todd Duncan

The concept of Selling for Life can be described two ways:  


The first way is…something you do your whole life.


The second is…something that makes your life whole. 

Lesson Thesis #1: If you can’t enthusiastically see yourself spending the rest of your life selling, then you’re not selling well. 

Lesson Thesis #2: Until you see the profession of selling as a means to an end rather than the end, you will never enjoy it or do it well.
Purpose Driven Selling
High trust selling begins for everyone by securing your truest measure of success because in sales, motives mean everything. Motives dictate your mood, mentality, and moves while serving a client. And motives will make or break you when it comes to establishing loyal, lucrative relationships. The Law of the Iceberg says that the truest measure of your success is invisible to your clients because the majority of real success occurs on the inside of a salesperson, not on the outside. Your fulfillment—not your finances—should dictate whether you are truly successful.
Todd Duncan, from High Trust Selling

1. To excel at the business of selling, you must know _____________ you’re selling in the first place… and it better be more than ______________________.

“To make money your chief motivation in sales is to use a chain of ice-made links to hold your career together; given the right climate it may hold up for a while, but once the heat of competition is turned up your stability will melt away.”

Todd Duncan

· Your purpose in life is and ____________________ will be the best ______________________ for selling success.

· A salesperson ___________________ a purpose is like a _________________________ without a ________________ – she can only go where the ______________ of __________________ take her. 

· A salesperson _________________ a purpose can ride out the occasional ________________ ________________ of the sales profession.

· A salesperson whose ___________________ is ________ linked to their purpose makes ____________________ decisions that usually ___________________ their highest _______________________. 

· A salesperson whose ____________________ is linked to their purpose makes _______________________ decisions that always _____________________ their highest _____________________. 

2. To sell well, you must ______________________ all ____________________ and ______________________ ____________________ to your life purpose.

The only salesperson worth buying from is the one who will sacrifice anything to help you, except that which he values most.
Todd Duncan

· Until you’ve learned something you can __________________ in creating the life you __________________, you haven’t gained any _______________________.

· Becoming a better ________________ always ___________________ becoming a better _______________.

· Commit to increasing your _________________ of ________________ before increasing your _________________ of _______________________.

· Steer your business _____________________ toward making __________________ lives better and your own will __________________ as a result.

· Don’t underestimate the importance of ________________, ________________, and _____________________ fitness.

How to Get More Life Out of Selling

Idea #1: Make being __________________ off the job your ____________ ________________________.

If it’s not right in your life, it will never be right at the office.
Todd Duncan
Idea #2: Develop high levels of _______________ _______________, both in your life and on the job.

You can’t be efficient in life if you are inefficient in sales, and vice versa.
Todd Duncan

The Law of the Broom:

To take your business up

you must first clean it up

Idea #3: Do your ___________________________ every night.

Homework doesn’t cease after you graduate.  School was only practice for real life.  That’s if you want to be successful in real life.

Todd Duncan
Idea #4: Make a habit of observing the _____________ between ______________ and ______________________.

Progress is not automatic and is therefore more art than science.
Todd Duncan

· Smart choices on the job give you more life off the job.

· Use modeling as a quick method of learning an effective strategy.

· Don’t underestimate the value of using checklists.

Idea #5: _____________________ your prospects so they don’t end up ________________________ you.

The Law of the Bullseye:
If you don’t aim for the ___________________ prospects

you’re likely to do business with _________________ prospect.

The Law of Courtship:
For a ____________________ to be right on the __________________

it must first be right on the ______________________.

If a relationship is not right on the _____________________ …


You





Prospect
1. Honest




Dishonest

2. Organized




Unorganized

3. Professional



Unprofessional

4. Family is first



Deadbeat dad

Here’s what it would look like on the _________________________:


You





Prospect
1. Give honest assessments


Leads you on

2. Always on time for meetings


Misses meetings; wastes time

3. Treats prospect with respect


Selfish; expects royal treatment

4. Won’t work on weekends


Expects you to move family-

time for him

Idea #6: Understand the best ____________________ you will ever get is based on your _______________________ in you.

The Top Five Investments You Can Make In Yourself:

1. Invest in your relationships with those you love.

· Success means nothing alone.

2. Invest in a long-term personal development program.

· You are your business’ greatest asset.

3. Invest in a personal financial plan.

· Make the most of the rewards of your success.

4. Invest in a regular exercise program

· Career longevity begins with your health.

5. Invest in a library.

· The person you are tomorrow has a lot to do with the books you read today.

Conclusion: 














Answers:  Why; Money; Always; Foundation; Without; Sailboat; Rudder; Winds; Chance; With; Stormy Seas; Work; Not; Inconsistent; Smother; Values; Work; Consistent; Support; Values; Link: Training; Behavior Modification; Apply; Desire; Wisdom; Person; Precedes; Salesperson; Quality; Life; Quantity; Work; Investments; Other; Improve; Physical; Financial; Spiritual; Productive; Top Priority; Time Margin; Homework; Gaps; Strategy; Results; Profile; Paralyzing; Best; Any; Relationship; Outside; Inside; Inside; Outside; Return; Investment; 
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