
The 5 Things All Great Salespeople Do 
In the sections below can we please change them to the following?  

1: 

Heading:   Internal Locus of Control  
Content:    Elite salespeople approach their goals with a total ownership 
mindset. Anything that happens to them, whether or not it was their doing, 
is controlled by them. It may not be their fault, but it is their responsibility. 
In the research, psychologists call this the Internal Locus of Control. 
That’s a fancy way of saying that you think the power lies inside of you 
instead of externally. And you know what they found? Having an internal 
locus of control correlates with success at work, higher income, and 
greater health outcomes. 

 

2: 

Heading: The Pareto Principle  
Content:  The top 20% of sales reps earn 80% of all the sales. 
Perry Marshall found that the Pareto Principle is exponential!  
We know that the top 20% of sales reps make 80% of all sales.  
Marshall found that, within that initial top 20%, the 80/20 rule also exists. Meaning 
that the top 20% of the top 20% of sales reps (or the top 4% overall) represent 64% 
of all sales (calculated as 80% times 80%). 

Now you have the top 4% of all sales account for 64% of sales. So the Pareto 
Principle scales to the third power, and fourth power, and so on when the numbers 
are great enough. 

 

3: 

Heading: Cheap Asses Don’t Invest 
Content:  How frustrating is it when you have a client that obviously needs and 
wants your product/service, yet won’t go ahead with your offer because they are 
too cheap. They think that they can get what you are offering for free or even much 
less than what you are offering. If you are in sales and you don’t invest a minimum 



of 2 hours a day and 20% of your income into your self-education, then don’t 
expect your clients to not be cheap ass’s if you are being a cheap ass yourself.  

4: 

Heading:   Sales Communication Skills 
Content:    Pay Full Attention. Practice Active Listening. Read Body 
Language (Control Your Own). Master Your Voice. Improve Your 
Questioning Skills. Speak in Specifics. Look for the Non-Verbal 
Communication. Be Genuinely Interested. Don’t Be a Know All. Assume 
Good Intent. Always Be Honest. Don’t Assume. Be Persistent, Not 
Pestering. Be Comfortable with Silence. Improve Your Public Speaking. 
Set Your State Before Talking. Have Fun.  

 

ABOUT ME: 

I understand how you feel. I struggled with sales in my early years. I have 
felt the same frustration, confusion, pressure and desire to sell. Yet I found 
that by investing a minimum of 2 hours a day and around 20% of my 
income into training/coaching/mentoring, I eventually became the top 
sales agent in every sale job I ever had. That’s why I now 
teach/coach/mentor others the tricks and secrets I learnt from my mentors. 
I was kicked out of high school before I could complete year 11. I was 
more interested in my entrepreneurial ventures selling cigarettes and 
marijuana. I was so good at it I got involved with the largest drug dealers 
in Melbourne at the time. I learnt a lot about sales, communication, 
negotiation, time management and money management. When my first 
child was born I had a wakeup call. I couldn’t keep living this life style. 
With all the danger and dysfunctional people around it I couldn’t have my 
children around that environment. I was raised in a very loving, close, 
supportive catholic family of 7 children. I knew what a good family life 
was all about. I wanted that for my daughter. So began my journey into 
self-discovery and a stable life. Over the next 25 years I have been able to 
grow and succeed in every job/career/business I ever had. For the last 10 
years I have been fortunate enough to be running my online coaching 
business from home. Loving most days of my life because I don’t have to 
go to a job. I am home with my family every day. No traffic, No boss, No 
pain in the ass work colleges. Without a University education I have been 



able to create a much better income and life for myself than most of my 
University friends. Education is important, yet a university degree only 
sets you up for a job and that’s not even guaranteed. To be truly free you 
must be financially free as well as time free. Sales has given me that 
freedom.  

Free Discovery Session 
Getting started is easy and free. We will get to know each other over a friendly chat and make sure we are 
on the same page. I will take time to understand where you are at right now and suggest the following steps 
based on your current situation. 
 

Sell By Influence 
This is hands-down the most important step of the process. We have to discover your greatest strengths and 
weaknesses in your communication skills. Look at what areas are the most productive for you to focus on 
right now and then create a plan to follow over the next 12 months.  
 

Education 
This is the part where we discover what areas of education you need to invest in to increase your ability to 
influence and sell ASAP. We will also look at building the team of people/businesses who have the skills 
to help you grow your business. The art of Influence and Sales is an understanding and skill of the science 
in human behaviour. 


