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Welcome to Integrity Solutions Australia’s Newsletter
We're already a full month into the new Financial Year in Australia. Here we go again!

But, this year it's different — it always is. Shrinking budgets, greater competition, less
business confidence, geo-political concerns — the list is long.

It's easy to let your head get down.

But, it is also a year rife with opportunity, a year to differentiate your business and yourself.
It's a year when having the right Mindset and Skillset may very well make the biggest
positive difference to your goals and results.

This month we look at:

Lessons I've learned from being ‘in sales’.

A focus on Healthcare Sales

Reasons most Sales Training fails

Our forthcoming open/public Integrity Selling course and
Listen to Sell — we're giving away 2 copies.

o N wN

Thanks,

Bob McCarthy

Accelerate your sales performance
with Integrity Selling

FACILITATOR-LED VIRTUAL SALES TRAINING PROGRAM
The Next Program Starts 19™" September 2024

Integrity Solutions’ open enrolment version of Integrity Selling® allows individual

salespeople, consultants, advisors and small sales teams to fully experience this industry
leading program.



Integrity Selling® is a comprehensive facilitator-led virtual sales training solution that has
helped over 3 million sales and service professionals achieve improved sales
performance, increased customer loyalty and professional growth. The program
combines engaging digital learning and live facilitator-led instruction with time-phased
real-world application, reinforcement and coaching to elevate skills and results.

FIND OUT MORE

Lessons I've Learned About
Being ‘In Sales’.

Yes, like you, I've read many of the quick

guides to success in sales, the top 10/12/15
ideas that will “change your sales, your life,
your results” etc. etc. Some are backed up

with evidence, some with experience and others with the only goal of selling to you.

But, as someone who reluctantly started in his first sales role 20+ years ago in Ireland and
reflecting on the ups and downs of things as we start a new financial year in Australig, the
following occurred to me:

1- Selling is Human

Yeah, it's been said for the longest time — we all make a living by selling something. The
surgeon, the accountant, the lawyer, the banker, the CEO - everyone sells. Like it or not,
commerce needs salespeople.

But, selling must be one of the only professions where our profession is defined by the
worst of us.

Ask 10 people walking down the street what they think of salespeople and you'll likely hear
9 of them say “Sleezy”, “Manipulative”, “Commission breath” and “Untrustworthy” (My own
favourite while in Ireland: “Oh, they wear buckles on their shoes”). And, like you, I can
picture real life people I've met who exactly fit each of those descriptions.

But this gives us our biggest opportunity. To be the 1 out of 10 who when asked, prospects /
clients |/ customers will describe us as trustworthy, honest, curious, straight up, patient and
confident. You know — the very human other humans like to do business with.

People do business with people. Be the human people want to do business with.


https://solutionsellingaustralia.com/sales-training-online-course/

2 - selling is hard
Yes, it is.
But, everything is hard before it becomes easy.

Most people don’t do the hard work that makes selling easy. Things like:

Preparation
Research
Self-Development
Follow-up

Like any profession, the ones that stand out for the right reasons put the work in.
They seek to understand the sector they're dealing with.

We're all spoiled for choice when it comes to researching our clients’ worlds, the economic
challenges they face, the growth they seek. Use what's readily available to prepare.

Most people wing it — commit to being prepared.
3 - Selling is understanding

“People don't do business with us because they understand us. People do business with us
because we understand them.” (Josh Braun)

“Selling ain't telling; asking is.” (Anon)

Most salespeople focus on impressing/convincing/persuading their potential customer by
telling them information about themselves, their products, their company. Their main goal
is to get the client to understand them. In the hope that something they say will prompt
the client to say something like: “Oh, | like that, | like you, can | have one of those please”.

Now, this isn’t entirely the ‘fault’ of salespeople. AlImost all internal sales training is 99%
about product knowledge and technical know-how. All very important factors of course
but this forces us to be product focussed, not customer focussed.

When we resist this conditioned urge to “show up and throw up” and make it our goal to

truly see things from our clients’ perspectives, to be curious, we're seen differently in their
eyes. They see us not merely as a ‘salesperson’ but as a consultant trying to understand

their position and, if possible, deliver value.

An essential element of understanding is to talk less and listen more.

4 - Selling is emotional



“We sell engineering solutions, emotion has nothing to do with it. Buying decisions are
entirely logical”.

Yeah, for sure, logic has a part to play in people’s decision making.

But, when there’s a negligible logical difference between one provider and another,
emotion becomes the key differentiator.

Ask anyone why they opted for a slightly more expensive solution and you'll hear things
like: “She really gets me” and/or “He really understands our situation better than the other
provider”. All vague, woolly, non-logical reasons to do business with you.

These are the differences that matter most to our clients.

When our only focus is on doing business with clients for logical reasons (product
features, price etc.) we run the risk of having decisions made for logical reasons only.
Typically these factors are out of our control.

When we also focus on doing business for emotional reasons (trust, reliability,
understanding etc.) we have the benefit of working with our clients on a deeper level.

Typically, these factors are completely within our control.
Emotion > Logic.

5 -Selling is only about price

No, it is not!

If people only purchased the lowest priced services and products, only those who sell the
cheapest services and products would survive.

| could bang on about the importance of selling Value and back it up with multiple
examples; but then this would just be another of those 10/12/15 point guides to selling
success.

See 4. above

Price = logic
Value = emotion.



Beware the cost of the lowest price!
6 - Selling is about Values
Now, | hear you say, here’'s comes the preaching!

The reasons values matter are not just because we should do the right thing. This should
go without saying.

Try working for a company who doesn’t operate by strong values,

Try working for a company where you're trained and told to manipulate / trick / coerce
customers into buying your services and products,

Try being somebody other than who you are each working day.
Well, actually, don't try. Please don't. It's a zero sum game.

Take it from someone who has tried all these things. It's not good. You don't feel good
about yourself, you don’t look forward to work, you want to leave.

You can be good at sales without being someone you're not.
7 - Selling is Personal

However hard people try to tell you that sales isn't personal, | hate to break it to you.

It is personal.

People will ghost you.

You will make mistakes.

You product/service won't always be right for your client.
You will fail.

You won't always get it right.

People will not do what they say they will.
Your competitor will win the tender.
Priorities change.

Meetings will be postponed.

Difficult not to take these things personally.

But, it is the nature of sales. You will be disappointed. Sales has its ups and downs, kinda
like life.

The best way to combat these is accept that these things do and will happen and to: NOT
do these things to others.

Bob McCarthy — CEO



Win A Copy of ‘Listen To
Sell’

You can't sell without listening to your
customers—and yourself. In Listen to Sell,
Integrity Solutions draws on decades of
industry experience to reveal the
conversations, mindset, and skillset needed
to amplify your sales confidence and bring
purpose back to your customer relationships.

To celebrate our new book we are giving away two copies. To enter, complete the short
form below. Winners will be drawn on 28th August and notified via email.

Whether you're an experienced sales executive who's hit a plateau, a sales manager
looking to motivate your team, or a newer sales rep who just isn't sure they’re cut out for
sales, this book is your breakthrough.

You'll then learn how to hone your skillset—the daily tools and tactics that make or break
sales—by creating a personal sales plan. Finally, you'll master human connection through
sales conversations with your customers, and coaching conversations with yourself and
your manager.

Listen to Sell is available on Amazon and in major book retailers.

A Focus on Healthcare
Sales

To succeed in today’s environment, pharma,
biotech, med device and diagnostic
businesses are going to have to reframe their
approach to sales team development and
coaching. Sales success requires more than
just product knowledge, clinical expertise and well-crafted marketing messages. It
requires the right mindset, a consultative model and skillset, a common language around
sales and service, and, just as importantly, the leadership to support it.

DOWNLOAD THE WHITEPAPER



https://solutionsellingaustralia.com/a-focus-on-healthcare-sales/

Reasons Most Sales Training
Fails

Perhaps you've experienced this:

You've sent your
consultants/salespeople/BDMs on a Sales
Training course. It's a good course, filled with
great information, great facilitator/trainer
and resources.

Your people tell you: “it was a great day and | have taken numerous notes about things I'm
going to do differently — we're going to have a great year”.

But, nothing changes! You wait a little longer — no uplift in results.
Why is that?

DOWNLOAD THE WHITEPAPER

Download

4

eBook =

Simply knowing how to sell, although necessary, doesn’t in and of itself create sales winners.
Our new eBook explores why simply ‘teaching people to sell’ doesn’t work. To develop
consistently top-performing salespeople, you have to understand the deeper reasons why
people succeed and fail and then bring those key dimensions into alignment.

DOWNLOAD EBOOK



https://solutionsellingaustralia.com/reasons-most-sales-training-fails/
https://solutionsellingaustralia.com/ebook-you-cant-teach-people-to-sell-by-teaching-people-to-sell/
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