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Adrian Miller Sales Training is a sales §
training and new business development i

consultancy.

Launched 16 years ago by

Adrian Miller, the firm has gained wide
recognition for its highlimpact, results driven customized skills

training programs.

Whether prospecting for new business, or getting more
business from existing accounts, Adrian’s hands on approach makes
the transference of skills and core competencies effective and fun!
Her programs are held in onelhour “lunch ‘n learn” formats, or
delivered over multiday sessions. Adrian also provides assistance
with sales strategy, sales management and the integration of all

marketing channels.

Adrian can be reached by phone [116.767.9288, by fax
[116.767.0702, by email adtian@adrianmiller.com, or on the web

www.adrianmiller.com.
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INTRODUCTION

ow many times have you sat frozen in a motivational seminar, or
Hwiﬂed yourself through a thick, dreary sales “howlto” book, and
said to yourself: CAN YOU JUST GET TO THE POINT AND LET
ME LIVE MY LIFE?

Okay. Maybe you haven’t yet reached that stage (or...maybe you
have?). But regardless of where you fall in the dread spectrum of
receiving sales “wisdom”, the bottom line is that you both deserve and
crave something new. You want the blatant truth. You don’t want the
scenic route. You don’t want feel good rhetoric that has no place in the

real world of sales success.

You want what we all want: the blatant truth! You want the
core guts of what you need to know to survive and thrive in the new
world of sales. You want advice and insight straight from someone who
has been in the trenches, who knows what sales success means, and who
can show you how to get there. In short: you want the blatant truth.

Good. You’ve come to the right book. Smart start.
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As you’ll experience in the pages ahead, this isn’t your ordinary
“sales advice” book. It’s very fast. It’s efficient. I don’t dwell on
concepts. I don’t usher you through theory, philosophy or social
commentary. I call it as it is and offer you practical solutions to take you

where you want to go: lasting success.

This also means: for those of you who are used to long
dissertations, and elaborate timelinvestments for every problem facing a
sales professional, you’re going to find things...ummm...dsfferent here. 1
don’t spend more than two or three pages — four or five, tops — on any
particular blatant truth. Why? No need. I don’t want you to spend
hours reading and studying. I want you to get the information you need

and use it RIGHT NOW so that you can succeed.

Throughout these pages, I spend most of the time telling you
what to do to get ahead. A few times I tell you what #nof to do. And
every so often, I don’t tell you what to do or what not to do; I just want
you to be aware of something and then let that awareness lead you to

SUCCCSS.

Also, as you go through this book, heed this practical wisdom:
the core essence of your problem is one of awareness. It alwaysis. Yes,

of course, implementing your specific solution can take a while...or
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maybe not. I don’t know, and I don’t presume to know. Your situation
is as unique as you are. Yet don’t mistake the implementation of your
solution as being the same thing as grasping the “aha” of what you have
to do. That’s, essentially, what this book is about and why it exists: to
inspire those “aha” moments in your professional gut. My aim — and

hope — is that you have several #ha moments as you read, reflect, and act.

How should you read this book? Why ask me? You decide! If
you wish, start at the beginning and drive your way through. Or go
straight to the issues that are affecting you and your sales performance,

and start those aha moments flowing.

To your blatant success,

Adrian Miller

New York City
June, 2007
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Blatant Truth #1: You’re a
Natural Born Salesperson

Often, you’ll come across someone very successful at something,

you’ll be told that she or he is a natural born [whatever].
Now, that’s a nice thing to say. Really. It’s sweet.
But it’s also total nonsense.

The myth of the natural born [whatever] lingers on thanks to two
kinds of people: those who are extremely good at what they do and yet
don’t want others to be as good; and those who are addicted to tedious
self talk that prevents them from achieving success. After all, why

bother trying when you aren’t a natural born [whatever]|?
Blah!

The blatant truth is that characteristics — both those expressed
outwardly, and those felt internally — drive individual success. Yes, some
people possess successlfriendly characteristics because of their childhood

experiences or lucky breaks or whatever. Good for them. But to extend
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this belief and accept that on/y people with these helpful childhood
advantages or whatever experience professional success is absurd at best,

insane at worst, and mediocre at all times.

There are successful people in every field who simply weren’t
born with a silver spoon, and whose life daunting experiences should
have easily crushed long, long ago. These successful despitel the obstacles
people aren’t the exceptions to the rule. There are too many of them.
The truth is simpler. They just don’t believe in natural born [whatevers].

Neither should you.

You must accept, before you actually do anything in your
professional life, that you have the potential to cultivate every success_]
friendly characteristic that you want. If you want to get religious about it
(and perhaps you don’t; I'm not sure I want to either), you can indeed
become a natural born again sales professional; and you can do this at any

time. (Hint: start NOW.)

Here are some very effective success friendly characteristics to
cultivate. These will guide you to success for longer than any “lucky

break” ever could:
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Optimism: expect to solve problems, and portals to achievement

mysteriously open up (don’t ask me how, they just do).

Resilience: nothing in nature — ever — survives, let alone thrives,
unless it’s resilient. And guess what: you’re in nature! Might as well

survive and thrive.

Empathy: “it’s not just for Social Workers anymore.” Decisions are
based on feelings, and logic supports them. Always. Get in touch

with your feelings and discover your innate, instinctual intelligence.

Personability: this isn’t a word. But it should be; because the word
personable is far too lightweight; and static. Personability is personality
in capable action; it’s the ability to connect with people on the level
that people were meant to connect to each other upon: as a human

being.
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