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Quick Icebreaker: Today’s Birthday 

 

Training defined: “Training is a planned program designed to impart specific 

knowledge, skills, and __________________ to increase desired ________________ 

in measureable ways. 

 

Success is made up of those little building blocks called __________________.  

–Neil Rackham 

 

 

 

 

The 9-Word Definition of Selling: “Selling 

is earning the right to ________ a 

___________________.” Phil M. Jones 

 

 

The first thing to get into your brain is this: As long as you’re in _______________ , 

you’re in __________. 

 

My ski trip with Dr. Scott Null. “What’s the biggest issue in dentistry today?  

 

The seminar in Manhattan, KS: You Business Card Says You’re a 

_________________ ____________________. Now What? 

 

The Evolution of the Sales Mindset 

• Era 1: Persuade 

o J Douglas Edwards: “13 Effective Methods for Closing the Sale” 

o “What did he do?” 

o Tricky 

o Win-Lose 

o TODAY: Selling is something you do ______ (or ________) a 

customer. 

o The Perfect Close: Does ____ _________ __________ ___ _______ 

this _________________ ______________? 

• Era 2: Solve Problems 

o Larry Wilson: Counselor Selling 

o Freshman Orientation at the University of Minnesota 

o Counselor Selling: The Larry Wilson Sales Seminar, 1972 

o Win Win Selling: Turning Customer NEEDS into SALES 

o Tony Allesandra: Non-Manipulative Selling 

 

“As an early pioneer in 
reimagining the role of the 
salesperson, Larry Wilson 
revolutionized the way 
people sell. Back in 1965, Mr. 
Wilson, a highly successful 
salesperson, believed that 
selling did not require a 
manipulative or adversarial 
approach; instead, he showed 
how a counselor approach to 
meeting customer needs 
produced more effective 
results. At the time, this was a 
groundbreaking concept that 
created a new generation of 
salespeople who recognized 
the value of establishing 
relationships based on trust 
and win-win problem 
solving.”  
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The Evolution of the Sales Mindset (continued) 

• Era 3: Become a Source of Business Advantage 

o Seeding 

o Offer an insight  

o Focus on the future 

o Level 3 behavior 

 

I hate to fly, but . . . . 

 

Sales Training at the Bar Story 

• “What’s ________ ____________?” 

• Your __________________ should be to find out how you can ________ this 

customer, not to see how you can ________ ________________ by selling 

something to them.” 

 

Detachment in Sales 

• “When you think about it, the ultimate form of control is ______________ 

____.” 

• “Attachment is always rooted in __________________ ________________ 

that hasn’t occcured yet or past thinking that’s already done.” 

• Now you’re ________________ about the ______________ and not in the 

moment.  

• “When you’re thinking about your opportunities, use this mantra: Some 

________. Some __________. Some __________.  

• “Embrace what is. Learn to love it and accept it. It’s a freeing virtue to be 

detached. Because it allows you to do the ________ __________ 

__________.” 

 

Hit the next shot: Golfing on vacation 

The Vicki Pierce Story 

“The Process” Nick Saban’s thoughts on winning.  

 

Neil Rackham: “The Best Selling is About the Customer.”   

1. “We’ve know for about 40 years the best selling isn’t about your 

_______________. It’s about your customers and their needs. 

2. “We swamp our customers with product information. The research says the 

more time customers ________, the more they ______.” 

3. “Less effective salespeople talk about what they can do. Highly effective 

salespeople talk about ________________ ______ in the _______________. 

4. Customers __________ the buying process with what they ________, not 

what you are selling. 
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