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It All Depends Upon Your Attitude! 
 

When you first begin something new, you may have some doubt.  However, you 
decide to proceed because, you just might succeed.  The problem is when others 
generously compound the shades of doubt.  They may go as far as telling you, “

That will Never work!” 
 
It’s hard enough to fight your own negative voices in your head let alone hear the 
negativity from others.  The best actions to take are to stay away from the 
negative people as much as possible, and make it a priority to prove them wrong! 
 
On these terms, stubbornness works on your behalf. Maintain the belief that you 
are helping others and that you will succeed.  Your success is truly all about you.  
It defines you.  Your pathway to success identifies your personal brand and 
transforms into your business brand.  So the one caution is to know full well just 
how far you are willing to go for business and when to put on the brakes.   
 
Questions for You: 

 
How do you wish to be remembered? 
 

 
 
 
What type of role model do you wish to be for your family and community? 
 
 

 
 
 
Are you willing to bend the truth to make a sale; if so, how far will you bend it? 
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How many hoops are you willing to jump through to get business? 
 
 

 
 
 
Are you willing to put up with people who do not respect you just to make the 
sale? 
 
 
 
 
 

 
Please note that your answers to the above questions will be unique and different 
from those of everyone else.  Each individual will have a different interpretation of 
the broader meanings.  Some people continually advocate they know best and 
you should follow their lead.  However, to build a highly recognized brand, what 
appears to be right for one may not be right for you.  
 
Why do we have disagreements on how to proceed?  We each have a unique 
DNA that affects our thinking and how we approach life.  Additionally, our 
upbringing and past experiences are also quite different from one another.  It’s 
no wonder that some of us will turn left while others appear to take the right 
direction.   
 
Our bottom-line for success is in doing what is right for each of us based upon 
our values and priorities.  Write out your principles for conducting business and 
adhere to them at every turn. 
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Trust Is The Soul Of Sales – never deviate from your values and principles. 

 
 
Success Tips 1-7: Grounding Yourself 
1. Have faith in your abilities 
2. Ignore negative comments 
3. Be authentic 
4. Move with integrity 
5. Apply your code of ethics to everything you do 
6. Commit 100% to do your best each day 
7. Focus on solving client problems not the sale itself 
 
Your words, actions and deeds are to complement one another.  They become 
part of your personal brand and your business brand.  Every person you meet will 
know what to expect when they interact with you.  They quickly determine 
whether you are the right person to refer to others in their network. 
 
Building business is centers on establishing credibility and trust.  The goal is to 
develop your business so that repeat business, referrals and testimonials, 
contribute to the large portion of your bottom-line.   
 
Review your client list to determine how well your business model ranks in the 
areas of repeat business, referrals, and testimonials.  The worst scenario is to 
rely on new clientele solely.  Your daily effort is to spend a portion of time seeking 
new prospective clients.  However, the majority of business should come from a 
steady stream of current clients.  Take the time to analyze your percentage of 
returning clients, referrals, and testimonials.  Come to a conclusion where there 
may be room for improvement. 
 
 
Take time to consider a revised plan of action and list your new steps here: 
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Success Tips 8-15:  All About You! 
8. Know your boundaries 
9. Stand your ground 
10. Know when to say “no” 
11. Withdraw your offer of help as needed 
12. Give due respect to everyone you meet 
13. Always say “please” and “thank you” when requesting and receiving help 
14. Become known as an expert in your field 
15. Earn respect from those you meet 
 
Most new entrepreneurs and salespeople suffer from lack of time management.  
They get caught up in mundane activities such as email and social media rather 
than devoting most of their time to projects and appointments that will produce 
income. 
 
The first step is to prioritize activities according to importance.  For some, 
importance relates to monetary reward, and for others, it is the contributions 
made in their communities.  Devote a portion of time to your major projects each 
day.  Should you have several big projects that excite you, set time aside for 
each on a daily or weekly basis.  One note of caution is to not over-commit your 
time.  Otherwise, the end result is in letting everyone down including yourself. 
 
Each evening, write a list of tasks that need to be completed the next day such 
as product creation.  Assign time allotments for each activity.   Next, review your 
appointments for the following day.   Be confident that everything required is 
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ready to go.  The goal for the next day is to avoid facing a time crunch.  You will 
have done all of your research the day before, and have everything you need for 
your appointments.  Remind yourself to be enthusiastic and listen well while in 
conversation to have a highly successful day. 
 
For those meetings requiring that you drive, check the estimated time on your 
phone app.  Due to unanticipated traffic delays, add extra time to the intended 
drive in order to always arrive on time. 
 
Success Tips 16-45:  Time Management 
 
Working backwards 
16. During the 11th month of the year, set a new stretch goal for the following year 
17. Set a new six month goal after 5 months have passed 
18. Set two new quarterly goals two weeks prior to the current quarter ending 
19. Set a new monthly goal at the end of each month 
20. Set attainable daily goals with an eye on the larger vision 
21. Create tomorrow’s follow-up list at the end of each working day 
22. Maintain a running task list at all times 
23. Focus on high priority items first 
24. Cross off completed goals to keep up motivation 
25. Create a time safety net for falling behind such as one evening per week 
26. Immediate follow-up encourages prospective clients to move forward 
27. Develop a routine schedule for the daily must-do’s such as phone calls 
28. Commit to number of appointments each day 
29. Avoid long breaks and idle chatter 
30. Take short lunches and occasional breaks 
 
Clients: 
31. Maintain a database or contact system to remain in touch with clientele 
32. Ask each prospective client which method of communication is preferred 
33. Alter methods of contact when preference is unknown 
34. Send a thoughtful e-card semi-annual to remain in touch 
35. When clients say “Not now”, ask, “When will be best?” 
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Evening Review: 
36. Determine if anything was forgotten during the day 
37. Determine if an error was made and needs to be corrected the next day 
38. Come to terms with why the error was made and how to avoid in the future 
39. Consider whether goals need to be revised 
40. Update your running task list for the next day 
41. Prepare all needed information for the next day meetings 
42. Commit to self-education in the evening 
43. As knowledge increases create more advanced goals  
44. Come to understand how all aspects of work connect to have a fine tuned 

methodology in place 
45. Recognize what you do well to leverage 
 
Clean Up 
 
Chaos in the office (remote or corporate) can throw off the best planned 
schedule.  It’s critical to clean up every evening and file important papers.  A 
stack of single sheet papers is lost to oblivion by the end of a month.  Toward the 
end of the day, begin putting documents in a safe keeping area.   
 
Maintain a running task list so you never again waste time trying to remember 
what comes next.  Make note of what needs to be continued in the morning.  
Productivity will soar! 
 
Office Organization 
46. Logically arrange your office 
47. Clearly mark files 
48. Discard unnecessary papers; shred those with confidential information 
49. Routinely clean out files; both paper and computer-based 
50. Motto heard: “If you can’t find it in 3 seconds – it’s in the wrong place!” 
 
Once you set foot on the client’s premises, treat everyone as a decision maker. 
Although there is a CEO in charge of the company business, everyone has 
decision making capabilities.  There are no totem poles of importance. 
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True Stories: 
• I have had secretaries chase CEO’s down the hall to take my phone calls. 

 
• A security guard with guns at his side, gave me all of the contacts listed in his 

little black book. 
 
• The many Vice-Presidents at a Fortune 100 company were unable to make a 

decision.  In the end, it was the man in the basement who decided in my 
favor! 

 
Build Relationship with Gatekeepers 
51. Treat everyone kindly 
52. Ask each person their first name.  Write it down and from that moment on, 

address each accordingly. 
53. Thank the gatekeepers for their help. 
54. Compliment the gatekeepers when speaking to management 
55. At holiday time, offer a candy bar and wish the person a happy holiday. 
 

Respect for all goes a long way! 
 
Upon first meeting with your prospective client, put sales on the back burner until 
you fully understand why the meeting is taking place.  Ask enough questions to 
verify you are able to help improve the current situation.  Leading with questions 
improves sales results whereas merely talking does the opposite. 
 
Should you need help in any area of your business, do not hesitate to get it 
whether it be from an institution or a private coach.  As others see you walk, 
dress, and speak with confidence, (not ego), they will begin to trust that what you 
have to offer will be of benefit. 
 
Become An Information Resource 
56. Develop expert status with upfront research  
57. Read the business news daily 
58. Be knowledgeable of your industry 
59. Know your top three competitors well 
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60. Understand how your competitors might excel in certain areas 
61. Recognize how you might out-perform competitors in the area of service 
62. Be familiar with your prospect’s industry 

63. Know your prospect’s top three competitors 

64. Familiarize with your prospect’s strengths 

65. Recognize your prospect’s deficiencies 

66. Study your prospect’s businesses 
67. Anticipate needs of your prospects 
68. Know the stock price of your publicly traded clientele 
 
The time spent researching information ahead of meetings serves to build 
credibility and trust.  Although it sounds time consuming, prospective clients 
appreciate the upfront effort.  Their attention and interest increase when it 
becomes your turn to speak. 
 
Conversation: 
69. Speak to pain points and how they are dealt with 
70. Ask if ideas you have in mind are under consideration; get the “why” for 

either ‘no’ or ‘yes’ answers 
71. Offer solutions with reasoning behind them, and ask for input 
72. Point out added value seen from implementing suggested solutions 
73. Continually strive to build the relationship 
74. Work for establishing a lifetime client 
75. Word toward a conclusion where everyone feels as if they have gained 

something beneficial. 
 
The initial conversation is to be be based upon question and answer to first gain 
the prospect’s perspective.  Once all questions are answered, and ideas are in 
mind, avoid telling what they need. Instead, ask another style of question such 
as, ‘have you ever considered?’  Whether their answer is yes or no, ask for their 
reasoning so that you recognize the better way to move forward. 
 
After the Sale: 
76. View prospects and alliances as potential friends 
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77. Show appropriate appreciation 
78. Hand write thank you notes after meetings 
79. Write thank you notes for business earned 
80. Show appreciation with lunch for the decision-maker or a food gift basket for 

the team 
81. Offer introductions to clientele 
82. Offer resource recommendations believed to be helpful 
83. Invite clients to appropriate business events 
84. After the sale is made, and the client expresses appreciation, ask for a 

testimonial.  Then inquire whether they know of anyone in similar need. 
 
When you begin to freely offer your help and advice on your area of expertise, 
you will find others becoming increasingly attracted to you.  They will be so 
appreciative of your help that they will begin to refer new potential clients to you.   
 
The bonus for the extra effort is in developing a friendly relationship.  Over time 
and with admiration, some of your alliances may offer a collaborative effort for 
you to consider. Business begins to build via multiple venues while expanding 
your audience. 
 
Sales Tip 85-96:  Develop Brand Recognition  
85. Adopt a community that will benefit from your expertise 
86. Assist a non-profit; become a representative 
87. Write articles 
88. Speak at events  
89. Network in-person and online 
90. Expand your networks 
91. Listen to the advice of others; only accept what speaks to your heart 
92. Implement sound ideas to grow business more quickly 
93. Look for peers willing to exchange ideas and opportunities 
94. Ask others the types of leads they are seeking 
95. Continue to volunteer introductions 
96. Your business neighborhood is all the people you know plus all of the people 

who know them – this translate to social media brand recognition 
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Continuing education is to be an on-going effort for further development of 
business.  The moment one begins to relax and tell themselves it’s too much 
trouble, is the juncture where business declines.  Take advantage of the online 
courses and materials available.  And when an amazing opportunity is offered 
that appears to be beyond your expertise, hire a coach to help you gain 
confidence and provide a successful delivery.   
 
The more you learn and apply, the better you will be able to help your clientele.  
They will look to you as their role model and depend upon you for expert advice. 
 
Establish Leadership Ability 
 

Believe, Become, Empower 
 
Make it a habit as you learn, to find a way to teach and encourage others.  You 
may serve an entire community, a group, or write a helpful newsletter.  The 
reward is in seeing the help you provide help others to advance.  Behind the 
effort, the appreciation makes it all worthwhile.  And on occasion, further 
introductions and business may come your way.   When we work as a 
community, together we all grow. 
 
 
Expand Your Vision 
97. Observation of the good and bad proves to be a great teacher 
98. Budget for specific training once per year 
99. On occasion take calculated risk 
100.There is no failure just marketing research; learn from the lessons to 
advance 
101. Celebrate your accomplishments and reset your vision to live your legacy! 
 
The initial suggestion to begin living your legacy today may sound absurd.  
However, the idea ties in with my philosophy that to succeed, we need to begin 
with the end goal in mind.  We are then able to work backwards setting goals for 
what needs to be accomplished.  By giving thought to how you would like to be 
remembered, such as your talent and the good you bring to the world, you are 
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able to lay out your ultimate plan.  You can begin living your legacy today.  And 
by being purposeful, your legacy will evolve into something robust, helpful, and 
meaningful. 
 
Questions or Comments about the information above? 
Schedule a consultation with Elinor  
Elinor@smoothsale.net  / (408) 209-0550 East Coast Time 
 
We cordially invite you to subscribe to our Blog today.   
Visit: Smooth Sale Blog for Continued Education, Conversation, and Mentoring. 

Elinor Stutz speaks worldwide delivering inspirational keynotes and 
educational training.   

"Elinor Stutz's personal brand is one of elegance, class, and knowledge. Her 
elegance and class come through in every conversation with her."  
-  Jim Beach, School For Startups, AM/FM Radio 

Previous Recognition: 

“Number 4 of 24 Must-Follow Sales Leaders on Twitter” – Tenfold.com 
"Top 1% Influencer" - Kred.com 
"One of the Top Innovative Sales Blogs" - NowISeeIt and BizzHum 
"One of the Brightest Sales Minds to Follow On Twitter" - CEO World Magazine 
"30+ Top Sales Enablement Thought Leaders" – Knowledgetree.com 
"Top Sales Influencer" - Inside View and Open View Labs 

• ABC-TV News 
• TIME Magazine 
• Entrepreneur.com 
• Sales and Service Excellence Magazine 

 


