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INTRODUCTION 

Selling From The Heart goes against everything that standard sales training teaches you. The world 

has changed and yet, how we sell seems to be stuck in past decades. No longer are the old-school or 

hard-nosed tactics working, it’s time for a change. 

So how do you sell in this current environment? From the heart!!! You put the needs of your clients 

first. You place them up on a silver business platter. You intently listen to their every word, what they 

need and how you can best fill it. You care about them as people and develop strong relationships with 

them. You don’t go in for the kill, make the sale and abandon them. You take care of them each step of 

the way. 

How you generate business has changed in some ways and not in others. The internet and social 

media have opened up opportunities that didn’t exist before, but that has caused some sales reps to 

become lazy. They refuse to do the actual work needed to secure new accounts and blame everyone 

and everything but themselves for the lack of sales progress. That has to stop. 

Selling From The Heart is about becoming a true sales professional who takes responsibility for 

their results. They don’t blame others when things go wrong, they look inward and determine what 

they could have done to make the outcome better. It is not about blame but self-examination. Taking a 

true look at yourself and congratulating yourself on what you did right and making a plan to become 

stronger in the areas that you are weak. 

It is also about becoming your authentic self. It is not about copying what others do and how they 

look. The real you is waiting to come out, and it is wonderful. You have unique skills to bring to the 

table, and when you find them and use them, your sales will soar. You have an individual story, and it is 

time that it was heard. When you share who you are from the heart, it creates a connection that is not 

easily broken. 

Sales professionals create a prospecting plan that includes daily actions for success. They know 

how to break down their goals and then do the things needed daily to reach those goals. They are 

persistent and don’t let rejection take hold in their heart. They also recognize that building a sales 

business takes time. Not everything happens immediately, and they are willing to work on the sales 

relationship until the time is right. They do this because they care about their career. 

It is all about community. Sales professionals create a referral network where everyone benefits, 

even if that means sometimes supporting the competition because it is in the best interests of the 

client. 

The biggest asset of the sales professional is that they are always learning. They don’t sit on their 

laurels and think that they know it all. They are always learning and exploring new methods to increase 

their results and are not afraid to get coaching and mentorship to get there. Yes, you can say they 

become vulnerable and accept the fact that this helps them to grow.  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HOW TO USE THIS JOURNAL 

First of all, I want to congratulate you on getting this journal. It shows that you are a sales 

professional or one in the making. Your commitment to yourself is going to reap many rewards! 

The best way to use this journal is to use the journal. Nothing ever happens unless you take serious 

action! As you finish each chapter of the book, reread the summary here and work on the questions. 

Take your time and think them through. This book is designed to help you grow and develop, and that 

will only happen when you take it seriously. 

The goal of this journal is to cause you to think and self-reflect. It is here to help you take a deep 

look inside yourself and become the best version of YOU. It will help you see areas that you need to 

work on and others that are strong and will take you places. 

As you self-reflect remember, you are a work in progress. Not everything will happen overnight. 

Once you have recognized what areas you need to work on, it will take practice and perseverance to 

make it strong and effective. Don’t give up. Results are just around the corner if you don’t quit. 

Thank you for taking the time to invest in yourself. That kind of investment always reaps results! 
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CHAPTER 1 

 

Chapter Summary 

1. Your story matters but should never hold you back from achieving your sales goals.  

2. Failure is never final. It is what you learn from it and the actions you take, not to make the same 

mistakes again that will create success. 

3. The only way to be excellent in sales is to stop the excuses and decide to take responsibility for 

your results. 

4. You CAN be your true, authentic self and great at sales. 

Questions For Self Reflection 

1. Describe what does it mean to be your authentic self? 

2. Reflect on the last time you failed at something, what were the top three takeaways that allowed 

you to overcome failure? 

3. List three ways you can hold yourself personally accountable to help you achieve success. 

❖   

❖   

❖
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“Sales are not easy. Sales are not for everyone, nor for the weak at heart. It requires 

discipline, determination, and a game plan. It takes a lot out of you, and you must be 

willing to pay the price, but the rewards are worth it.”



CHAPTER 2 

 

Chapter Summary 

1. Chaos in your life leads to poor sales results. 

2. The signs of chaos are: 

❖ Only Looking Through Your Own Eyes 

❖ No Planning 

❖ Lack of Time Management and Patience 

❖ Not Doing the Small Things Right 

❖ You Get Beat on Price 

❖ There’s No Coaching from Leadership 

❖ Actions Do Not Match Words 

❖ A Need to Control Everything 

3. Three steps to getting rid of sales chaos: 

❖ Self-Reflection 

❖ Self-Awareness 

❖ Challenge Yourself 

4. Challenge yourself in these five areas: 

❖ Seek to become an expert in your field of work. 

❖ Constantly crave feedback on YOU. 

❖ Be brutally honest with yourself. 

❖ Set goals and create a business plan. 

❖ Never, ever stop learning. 
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“Sales professionals lead with their heart! Sales reps lead with their wallet!” 



Questions For Self Reflection 

1. Carve out 30 minutes every day (morning or night) and ask yourself these questions… fill in the 

blanks  

 

- Who am I?  

 

- What am I most proud of?  

 

- What am I most grateful for?  

 

- What did I actually do yesterday?  

 

- What did I learn yesterday that I can apply to today in order to become a better person? 

2. List three people who you can confide in to provide honest feedback on YOU, why these three 

people? 

❖   

❖   

❖

3. How has sales chaos affected your ability to be the best version of YOU? 
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CHAPTER 3 

“True sales professionals take action and promote themselves.” 

Chapter Summary 

1. Your brand is formed by the opinions of those who know you personally and professionally. 

2. You need to know your value and uniqueness to brand yourself as a sales professional. 

3. You must create your unique sales story that will resonate with the client or customer. 

4. Then you validate your story by interviewing your clients and get how they feel about you. 

Questions For Self Reflection 

1. What is your unique value proposition?  

2. Write down the responses to the following question. Ask your top three clients the following 

question – Can you share with me three ways I’ve added value to your business? 

Client 1: 

Client 2: 

Client 3: 

3. Choose one family member and one close friend, ask them to share with you five descriptive words 

that best depict YOU. 
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CHAPTER 4 

“Sales reps have hypnotized themselves into believing what they aren’t doing doesn’t work!” 

Chapter Summary 

1. Your mindset is essential for sales. 

2. Rejection is a part of sales, and you must learn to get over it. 

3. When you believe there are only one or two ways to develop business and you’re not good at 

either, then you stop taking action.  

4. Mindset issues you may face: 

❖ Victim mentality  

❖ Not believing in yourself.  

❖ Constantly complaining  

❖ Fear of change.  

❖ Fear of ego  

❖ Giving up.  

❖ Knowing it all.  

❖ Trying to impress. 

5. Start by setting appointments with yourself. Acknowledge you are essential and start making daily 

appointments with YOU! 
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Questions For Self Reflection 

1. Create a list of 5 people you can bring into your inner circle, ask each one of them this question, 

“Based on what you know of me, what is one area you feel I could improve upon?” 

Response 1: 

Response 2: 

Response 3: 

Response 4: 

Response 5: 

2. List three skills you feel you could improve upon to enhance your sales career. 

3. What are three mental exercises you could do every day to help you to improve YOU? 
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CHAPTER 5 

“The right activity + enhancing the skill set + daily habits = Sales Success” 

Chapter Summary 

1. The reason why an empty pipeline exists is your fault. Not your company’s fault or anyone else’s. It’s 

the failure to make a non-negotiable deal with yourself, repeating to yourself every single day I 

must set aside the time to prospect.  

2. Nothing in your pipeline boils down to a few things, lack of practice, laziness, poor management 

and a reactive instead of proactive approach to prospecting. 

3. Sales management has blown it because they’ve fostered the behavior of inconsistently monitoring 

how all sales reps are prospecting. 

4. Face-to-face prospecting is not dead. It is still alive and well. The only difference is you adjust it 

according to the market.  

5. Online becomes an augmented prospecting approach based upon the social channels your clients 

and buyers hang out on. These social tools leveraged correctly integrates strategically into a 

business development cadence.  

6. Social Window + Social Phone + Social Selling = Enhanced Sales Funnel 

7. The right activity + enhancing the skill set + daily habits = Sales Success 
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Questions For Self Reflection 

1. Are you willing to make a non-negotiable commitment to yourself to prospect daily? 

Yes No 

2. List five prospecting methods that you are going to start consistently using. 

❖   

❖   

❖   

❖   

❖   

3. What two Social Media Platforms are you going to use to assist you in building a sales funnel? 

❖   

❖   
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CHAPTER 6 

“Actions speak louder than words when serving with the heart!” 

Chapter Summary 

1. Servant led leadership is learning how to serve with heartfelt sincerity instead of learning how to 

service. 

2. Adopting a servant leadership mindset takes a conscious effort by learning and committing to 

develop self-effectiveness in areas such as: 

❖ Listening 

❖ Empathy 

❖ Healing 

❖ Persuasion 

❖ Foresight 

3. Seek to open up communications. 

4. Use community service to enhance your sales. 

5. Understand the client’s needs on a profound level. This means you must make a personal 

commitment to yourself that you must understand your client inside and out. Not just on a 

superficial level but on a real deal level, a heartfelt level. 

6. Is the process longer when we sell with the heart? It can be, but it’s worth it in the end because you 

will build a clientele that will always be faithful to you and recommend you to everyone they know. 
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Questions For Self Reflection 

1. What areas should a servant leader be strong in? 

❖   

❖   

❖   

2. What are three ways you can show your clients that you care? 

❖   

❖   

❖   

3. What two areas do you see yourself serving in the community? 

❖   

❖   

� © 2018 Selling From the Heart



CHAPTER 7 

“If you don’t care for your clients & provide them with an outstanding experience,  

I guarantee there’s somebody waiting in the wings to enhance the experience.” 

Chapter Summary 

1. All sales professionals should get intimately acquainted with at least six people inside every single 

one your accounts. 

2. Unfortunately, the only time the average sales rep will see one of their clients is when (a) there 

might be a problem that arises or (b) they do the proverbial, “Hey I’m just stopping by to check in on 

things,” or better yet, when they want to sell them something but haven’t seen them in months. 

3. Sales professionals start by setting up a post-sale game plan that’s mutually agreed upon between 

the client and themselves. 

4. Sales professionals make three promises: 

❖ Consistent touch points with each contact inside every current account 

❖ Conduct monthly site visits 

❖ Conduct quarterly business reviews 

5. Other Important Things To Do 

❖ Build trust 

❖ Provide strategic advice 

❖ Show you are accountable 

❖ Thankfulness 

6. No matter what you do in sales if you don’t give a rip, then you won’t survive in the sales world 

beyond 2018. 
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Questions For Self Reflection 

1. List three companies where you are going to get to know at least seven influential people in? 

❖   

❖   

❖   

2. What will your post-sales game plan look like and what will your promises be? 

3. List five clients that you are going to show thanks to in the next thirty days? 

❖   

❖   

❖   

❖   

❖   
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CHAPTER 8 

“If you can’t invest in yourself, why would somebody else invest with you?” 

Chapter Summary 

1. Don’t become a sales hopper who relies on their past experience, their past so-called successes to 

help them land yet another sales job. 

2. If you fail to educate yourself continually, the sales world will pass you by. 

3. Most sales reps earn a failing grade when it comes to educating themselves. They tend to rely at 

best on their company to train them. 

4. A true sales professional takes pride in their profession. They step up to the plate and take learning 

seriously. Learning is a non-negotiable activity. They rise to the occasion. They invest in themselves. 

5. Five things sales professionals do: 

❖ They hold themselves to a much higher standard 

❖ They continually prospect keeping their sales funnel full 

❖ They never stop learning 

❖ They are always helping 

❖ They have become digitally savvy sales professionals 

6. If you stop facilitating learning if you’re not putting education at the foremost of what you do, then 

how can you go out there and help your clients do better business? 

7. Sales professionals don’t act as if they’re experts; they are experts. Customers will quickly sense if 

you’re uncomfortable in your own skin, a beginner or full of B.S. To become an expert, you must 

become excellent at what you do; but to be excellent, you must practice. 
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Questions For Self Reflection 

1. How much are you willing to commit to your sales education in the next three months? 

2. What three sales books will you read in the next two months? 

❖   

❖   

❖   

3. Who is one person that you can mentor under? 
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CHAPTER 9 

"Content leads to conversations, Conversations lead to meetings,  

Meetings become one step closer to a sale. No conversations No Sales!” 

Chapter Summary 

1. As salespeople, we must learn to come to grips with the fact that we operate inside a digital, 

business world. 

2. The way you sell and the way you buy are misaligned. Stop and think about it for a moment? When 

it comes to a major personal buying decision, I guarantee you take on the same traits as that of the 

buyers you are selling to. 

3. In cases where sales and marketing may not be aligned, a sales professional will take ownership by 

building a digital library of content which can then be used to teach and tailor their audience 

(prospects and clients) throughout the buying and sales journey. 

4. How you Capture, Converse, Collaborate, and Connect along with providing relevant and insightful 

content to grab the attention of the executive buyer will determine your sales success in the 21st 

century.  

5. Salespeople have all the means to write content to help them build upon and expand their sales 

inside a digital business world. Just look at the number of weekly sales meetings you go on. It’s 

these meetings that provide you with a wealth of opportunity to capitalize on as you reposition 

yourself as the credible expert that I know you are. Gather the top questions you hear from your 

clients and prospects during these meetings and answer them in a blog format. Potential prospects 

researching for those answers online could end up finding your blog posts. 

6. Sales reps are always asking, “Where do I find content, or what kind of content do I post?” Here’s 

some advice, go back to your clients and ask multiple people inside the company, this could be 

decision makers, influencers or even end-users, “What online sites do you use to educate 

yourself?” “What are your favorite go-to sites you frequent to help you to do your job better?” 

Everybody has them.  

7. Content will not directly create sales, but content helps you to open up and drive a conversation. 

Content is fuel and nourishment to the sales process. 

8. One way to create a conversation with your content is to ask questions. Likes, comments, and 

shares are your ability as a sales rep to create a dialogue. If you don’t do anything with likes, 

comments or shares, then you’ll never open up a conversation. 
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Questions For Self Reflection 

1. How many pieces of content will you curate each week and post on Social Media? Create a 

schedule. 

2. What types of content are you going to create? Hint… go ask upper, middle and lower level 

management within your tops clients where they search out content on the internet to help them 

do their job better. Then go to these sites and curate that content. 

3. How are you going to proactively turn that content into conversations? Remember online 

conversations to offline meetings. 
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CHAPTER 10 

“A sales professional who is heartfelt, sincere and fills out 

a suit with empathy, emotion and excitement.” 

Chapter Summary 

1. Sales Professionals don’t reek of commission breath. 

2. Just be yourself. Find out who you are and be successful at it. 

3. Sales Professionals are Leaders, Not Empty Suits 

4. Don’t Be Mediocre 

5. You Must Keep Learning! 

Questions For Self Reflection 

1. Will you commit to selling from the heart and not reek of commission breath? 

Yes     No 

2. How can you become more self-aligned? 

3. How are you going to wage the war on mediocrity? 

4. Write down your Sales Manifesto. 
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