


Editorial
The highlight of this week’s edition is the

announcement of the 2014 Top 50 Sales &
Marketing Blogs. Typically, the process begins in
July, when our small team of researchers assess
around one hundred popular sales and
marketing blogs, and compile what they believe
to be the best fifty. The criteria we use includes:
Quality of the written word, including use of
grammar, punctuation and originality; ability to
educate or entertain – specifically, giving
something back rather than “pitching”
continually; popularity – i.e. visitor numbers;
social media exposure – Tweets,
LinkedIn/Facebook/Google+ promotion; blog
design – cosmetic appearance and finally,
regularity of posts.

May I congratulate all of this year’s fifty
bloggers, and say thank you for sharing your
wisdom with us.

Next week we launch the 2014 Top Sales
Academy – it is even more extensive than last
year, and the faculty is made up of all of the top
sales experts in the world. I think you will be very
impressed!

Jonathan Farrington

PS: Do get across to Top Sales World as
often as you can – there are new resources
being added every day, from the world’s
leading sales experts, and it is all FREE.

Stay Connected with Top Sales World ….
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Join our lively LinkedIn group
and rub shoulders with the top
sales experts in the world. 

And follow us on Twitter (we will
follow you back).

https://www.linkedin.com/groups/Top-Sales-World-1857130
https://twitter.com/TopSalesWorld
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http://www.amazon.com/DISCOVER-Questions-Get-You-Connected/dp/098973790X/ref=sr_1_1?ie=UTF8&qid=1381161039&sr=8-1&keywords=discover+questions+get+you+connected
http://peoplefirstps.com


The JF Interview

I hear you use the word
“connect” quite a bit. Why is
that?

When I say “connect,” I mean it like
Super Glue and not like a Post-It
Note. The word itself means to join,
unite or tie together. In our hurry-up
world, we sometimes get
superficially associated instead of
truly connecting with others. So I’m
on a mission to restore genuine
connections that count. 

In sales, nothing happens until a
connection is established. So my
book isn’t just DISCOVER
Questions . It’s DISCOVER
Questions™ Get You Connected.
We host a radio show called
CONNECT! My sales blog and
training workshops are called
CONNECT2Sell and my leadership
blog and leadership development
programs are CONNECT2Lead.
We call our network the
CONNECT! Community.

Connect is THE word that best
represents what we help people
do.

Speaking of your book, you’ve
had some recent developments? 

Yes! I was very honored that
DISCOVER Questions™ Get You
Connected was selected for two
Summer Reading Lists. The
prestigious one that Nancy Bleeke
and Sales Pro Insider put out
annually and, more recently, the Top
50 Summer Reads from Top Sales
World. 

Also, just 2 weeks ago we
released the eBook version. On top
of that, the 4-color training workbook
and facilitator guides are all available
now, too. 

What’s next for DISCOVER
Questions™? 

The industry-specific extension
eBooks for sellers with the book for
media sales reps just a few weeks
away now… the workshops… and

the next book in the series for
professional coaches… And that’s
just over the next 6 months! Stay
tuned!

Who’s the workshop for?

Sales teams that want their sellers to
become differentiated so they can
cut out continuances, put an end to
pending and stop stalling out. We
teach sellers to connect with their
buyers so they can advance the sale. 

Your work is all about getting
people connected. Tell us about
how you do that on your radio
show. 

CONNECT! Online Radio for Selling
Professionals is dedicated to helping
sellers connect with buyers. Each
week we bring the world’s leading
sales experts and authorities on air,
live, to help listeners tackle their
toughest selling challenges. Like the
books, the radio show helps sellers
to advance the sale by making faster
and stronger connections. We have
a pretty good time on air, too! To
listen live, you can go to
http://my.blogtalkradio.com/host/seg
ments.aspx#/upcoming and the
archives are in the CONNECT! store
on iTunes.                                              �
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You can find out more about Deb Calvert 
by visiting: www.peoplefirstps.com

Jonathan Farrington interviews Deb Calvert.

Getting People Connected

http://my.blogtalkradio.com/host/segments.aspx#/upcoming
http://www.linkedin.com/cws/share?url=http://bit.ly/1xv9Jw2
https://plusone.google.com/_/+1/confirm?hl=en&url=http://bit.ly/1xv9Jw2
http://twitter.com/home/?status=read+latest+top+sales+magazine+has+some+great+articles+via+@topsalesworld+http://bit.ly/1xv9Jw2
https://www.facebook.com/sharer/sharer.php?u=http://bit.ly/1xv9Jw2


As a Top Sales Magazine reader, we are
requesting your participation in a brief one-of-a-
kind global survey, geared towards sales and
marketing leaders, about the importance of
lead generation. Over 200,000+ sales and
marketing leaders like yourself are invited to
participate to identify best practices and the
tough challenges being faced by the global
sales and marketing community.

This important survey is being conducted by a
third party, non-partisan polling organization
who will keep your responses strictly
confidential. The survey is completed online,
and will take 3-minutes or less to complete.    

We understand that your time is valuable, so as
a thank you for completing this survey, you will
be entered to win one of three 90 Packages
from 360 Leads™ which includes 3 months of
complimentary digital lead generation and
website optimization PLUS you will be entered
to win the top prize of $2,500*.

On top of these great prizes, you will also
receive a free copy of the survey report before it
is published to a broader audience. The
published survey report will contain critical data
points and trends, as well as a key-insights
summary, applicable to businesses looking for
growth. 

Thank you in advance for you participation -
your input is very important to us!

*Winners will be randomly drawn at the
conclusion of the survey. $2,500 USD will be
given to one grand prize winner via VISA gift
card. 360 Leads™ 90 Packages will be
complementary for three months upon
receiving winner notification.

Lead generation marketing is responsible for that critical connection between the positive
impressions of brand marketing and the results-driven environment of the sales organization.

Access The Survey Here

A quick marketing survey that could
make you smarter. And richer.  

https://www.research.net/s/360leadsglobalsurvey


Ian Brodie 

Igave her some feedback. We
exchanged a few short, pleasant

emails. Then BAM: the whole tone
changed.

Suddenly she was pitching at
me. And it grated like sharp nails
running down a chalkboard.

It wasn’t the fact I was being
pitched at. The problem was the
jarring change of tone in the
conversation.

Her emails went from short and
chatty to long, scripted sentences
that felt like they’d been written by a
poor man’s Don Draper. Full of
exclamation marks, ALL CAPS, and
long lists of the benefits I’d get if I
promoted the tool.

It was clearly a pre-scripted
copy-and-paste job. And it broke all
the rapport she’d established up to
that point.   

You’ve probably had the same
experience yourself . You’re talking
to someone. Then BAM: the tone of
the conversation changes. 

All of a sudden it feels like
they’re pitching at you. Reeling off
pre-scripted lists of benefits. It’s like
they’ve disengaged from talking to
you and now they’re presenting at
you.

Sure, they get their important
points across. But they lose all the
empathy and rapport they’ve built
up. So more often than not their
cleverly constructed, pre-scripted
sound-bites fall on deaf ears.

Of course, you know what I’m
going to ask next, don’t you?

Are you doing the same thing?
Are you using all your

interpersonal skills to start a
relationship only to blow it when
that little buzzer goes off inside your
head saying “we’ve got a live one”
and you switch to pushing your
perfect messaging at them?

It’s tough to resist. You’ve
probably slaved long and hard to
perfect those words so they get
across all the important points
about your product or service.
Trouble is, mindlessly spouting
them turns you into a walking
billboard rather than a human being
engaging in a conversation.

How can you avoid this walking
billboard trap, yet still get across the
value of your product?

Practice and feedback.
You need to not only have your

sales questions and messages off
pat; you need to have practiced
working them naturally into
conversations. Getting across your
point while maintaining rapport.

Don’t just practice
presentations. Practice
conversations. And get feedback on
how naturally you’re doing it.

Keep at it until you can sell while
maintaining rapport and without your
customer feeling the conversation
has suddenly switched into a
scripted pitch. You’ll sell a lot more. �
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You can find out more about Ian Brodie  
by visiting: www.ianbrodie.com

I got an email a couple of weeks ago from someone asking
for my help with a little sales tool they’d developed.

Are You Losing Sales Because Of This?

http://www.linkedin.com/cws/share?url=http://bit.ly/1xv9Jw2
https://plusone.google.com/_/+1/confirm?hl=en&url=http://bit.ly/1xv9Jw2
http://twitter.com/home/?status=read+latest+top+sales+magazine+has+some+great+articles+via+@topsalesworld+http://bit.ly/1xv9Jw2
https://www.facebook.com/sharer/sharer.php?u=http://bit.ly/1xv9Jw2


DOWNLOAD YOUR COPY HERE

http://info.avention.com/1407-sellingTheFortune1000Guide.html?utm_program=70160000000oPyh


Julie Hansen

They tend to flatten or smooth
things out and tamp down the

good and the bad news alike. Telling
a prospect you’re going to save
them a million dollars is delivered
with the same enthusiasm as telling
them they can get their parking
validated. 

Sometimes I can actually see the
switch flip off on otherwise perfectly
engaging salespeople as their tone
and manner shift into something
more suitable for NPR. Why is this a
problem? Operating in what I call
“presenter mode” eliminates
valuable opportunities to engage
and connect with your audience. It
puts you at risk for sounding like
everyone else and having your

message blurred as well. How do
you break out of presenter mode?
Here are three ways: 

1. Warm-up. Whether you’re
performing on the business stage or
the theatrical stage, don’t waste
those first few critical moments
warming up on your audience. Take
some time before your next meeting
to warm-up your voice and your
body in order to ensure you are
communicating at your best. Get
your free vocal and physical warm-
up here. 

2. Go over-the-top. It’s impossible
to go from zero to one-hundred on
the spot, so give yourself time to

ramp up. In order to hit the business
stage running, before you go on,
find somewhere private to do an
“over-the-top” read of your
presentation using as much energy
and excitement as you can muster.
In other words, whatever you think
is big for you in terms of voice,
gestures and movement – go even
BIGGER. (If you are one of those
salespeople who is always
percolating at a near-boil, please
disregard!) 

Now, keeping that energy up,
deliver your presentation again in
your normal (indoor) voice. Because
it’s easier to “take it down” than to
bring it up, this is a great exercise to
do to add some positive energy and
personality to your delivery while
keeping it real. 

3. Mix it up. If you still find your
delivery stale or the words sounding
canned, flat, or monotone, try one of
the following:
� Rap or sing your presentation.
� Say it while dancing, exercising,
or jumping in place.
� Emphasize random words.
� Eliminate the punctuation and
mix up the cadences.

Make your message more impactful
and memorable by breaking out of
presenter mode.                                 �

Break out of Presenter Mode
In business, most people (and salespeople are no
exception) don’t speak with as much energy or personality
as they do in their personal lives.  
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You can find out more about Julie Hansen 
by visiting: www.actingforsales.com

http://performancesalesandtraining.com/resources/
http://www.linkedin.com/cws/share?url=http://bit.ly/1xv9Jw2
https://plusone.google.com/_/+1/confirm?hl=en&url=http://bit.ly/1xv9Jw2
http://twitter.com/home/?status=read+latest+top+sales+magazine+has+some+great+articles+via+@topsalesworld+http://bit.ly/1xv9Jw2
https://www.facebook.com/sharer/sharer.php?u=http://bit.ly/1xv9Jw2


Download two FREE chapters from 
Dan McDade’s “The Truth About Leads” HERE

Jamie Turner, Chief Content Officer 
60 Second Marketer

“If you’re interested 
in turning leads into 
dollars, this book is 
for you.”

“If you’re interested 
in turning leads into 
dollars, this book is 
for you.”

http://blog.pointclear.com/truth-about-leads-sample-chapters-4-and-8-top-sales


Keith Rosen

Here are four self-reflective
questions and common traps to

avoid that can sabotage your
coaching efforts.

1. Are you focused on their
agenda or yours?
While shocking for some
managers, coaching isn’t about
you! And no, it’s not effective to
split up the ‘one on one’ meetings
you have with your people, where
half of the meeting is their agenda
and half of it is yours. The
coaching session needs to be their
sacred time and it needs to be
positioned that way. Your people
need to know what to expect when
you schedule a coaching session;

that it’s all about them. 

2. Do you act as the Chief
Problem Solver, providing the
solutions for your people every
time they come to you with a
problem or for the answer?
What does every manager want? A
team of independent, accountable
salespeople. What do you create
when you do the work for them?
The very thing you want to avoid;
greater dependency on you.
Consequently, if your solution
doesn’t work, then it’s your fault and

they get to blame you! Now, you’re
accountable for the solution, not
them.

3. Do you struggle to get your
people to open up or find topics
to discuss during a scheduled
coaching session?
If so, then you’re either pushing
your own agenda, not observing
them or there may be a trust issue.
So, do a gut check; do your people
trust you? How do you know? If you
feel your people are just telling you
what they think you want to hear,
it’s time to rebuild trust and reset
expectations.

4. Is every person on your team
open to your coaching and
sharing the value they receive
from coaching?
Did you clarify your intentions when
coaching your team? Did you take
the time to set expectations by
asking them what would make
coaching valuable for them, as well
as your role as their
manager/coach? While your
intentions may be pure and you are
truly coming from the right place of
wanting to support them, if they
don’t know what you are doing, why
you are doing it and what’s in it for
them, like any human being, their
default file is fear. The result?
Resistance and pushback around
being coached, especially from
your top performers or seasoned
veterans.                                              �
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4 Questions to Assess Your
Impact As a Leader(Part 2)
Managers are smart. But that doesn't mean they are
aware of their own blind spots when coaching their team. 

You can find out more about Keith Rosen 
by visiting: www.keithrosen.com

http://www.linkedin.com/cws/share?url=http://bit.ly/1xv9Jw2
https://plusone.google.com/_/+1/confirm?hl=en&url=http://bit.ly/1xv9Jw2
http://twitter.com/home/?status=read+latest+top+sales+magazine+has+some+great+articles+via+@topsalesworld+http://bit.ly/1xv9Jw2
https://www.facebook.com/sharer/sharer.php?u=http://bit.ly/1xv9Jw2


TopLine Leadership

Our program
� Provides usable take-aways that can be implemented

immediately
� Helps leverage strengths and improve weaknesses
� Solves four critical problems that prevent managers from

being effective sales coaches
� Provides a structured approach to sales coaching

Cost:
� $1895/per person
� $1795/per person (for two or more from the same

company)

Sales Coaching &
Leadership Workshop
ClickHere For A Detailed Program Agenda VIEW NOW!

Sept. 16-17, Atlantis Hotel, Casino & Spa-Reno, NV

offers a comprehensive Sales Coaching
& Leadership program that helps
managers conquer the barriers that
stand in the way of effective coaching.

Great job - Well
Done, Best training
ever received in 20
years!  
Barry Stanley 
Channel Sales Manager,
Industrial Automation
Company

http://www.toplineleadership.com/training-sales-management-training/open-enrollment-seminar/


Steven Rosen

You have challenging sales
targets this year. How are you

going to ensure that your team will
deliver?  

Too many sales organizations
operate well below their potential.
The teams that do the best are the
ones that are led by strong sales
managers.

Studies show that: 
� The #1 performance factor for
sales people is the quality of
their manager.
� The #1 manager activity
associated with rep success is
coaching. Coaching is the single
most impactful activity that front
lines sales managers perform.
Studies show that effectual
coaching can impact sales
performance by as much as 20%! 
� The #1 reason why top
performing sales reps leaves an
organization is their relationship
with their manger. Great front line
sales managers do a far better job
retaining top performing sales
people.

Sales manager coaching is one of
the key factors to unlocking the
performance of your sales team. 

The question is how do you
create a coaching culture? 

5 Steps To Creating a
Coaching Culture

1. Coaching starts at the top. It is
imperative that senior sales
management/business owners buy
into the coaching approach and
model coaching behaviors with
their direct reports. The need to
demonstrate that the development
of their direct reports is their priority.

2. Front line sales manager focus
on hiring; developing and retaining
top performing sales
representatives. 

3. Front line sales managers take a
coaching approach of asking as
opposed to telling. They partner
with their reps to achieve joint
goals. Development and self-
improvement becomes the focus of
their activities.

4. Sales reps are held accountable
for their own development and
performance. Sales reps are
expected to develop their own
plans and once commitments are
agreed, to they are held
accountable by their sales

managers to follow through on their
commitments.

5. Staying focused is the key to
success of this approach. Short-
term demands for results or flavour
of the month approach will destroy
any momentum built in achieving a
coaching/high performance culture.

Transforming your sales
organization into a coaching/high
performance culture is not an easy
task. Companies who can
successfully transform their culture
can unlock the potential of their
sales force and create a fast
growing and sustainable business
model. 
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5 Steps to Creating a Coaching Culture 
Whether you are a sole business owner, sales executive or
front line sales manager you are looking for strategies to
grow your business. The challenge is that there is no silver
bullet. 

You can find out more about Steven Rosen 
by visiting: www.starresults.com

http://www.linkedin.com/cws/share?url=http://bit.ly/1xv9Jw2
https://plusone.google.com/_/+1/confirm?hl=en&url=http://bit.ly/1xv9Jw2
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Find Out More HERE

The 2014 Top 50
Sales & Marketing Blogs

The 2014 Top 50
Sales & Marketing Blogs
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Top Sales World News

http://topsalesworld.com/topsalesblogs/


Top Sales Article & Blog Posts

If a taxi driver delivers excellent

services, then you are a lucky

person. In case your taxi driver also

helps you out with coins that were

part of his tip just to make sure you

can pick up a baggage cart and catch

your flight – then you have a taxi

driver who cared more about your

outcome than about his own. That’s

one aspect of performance

accountability.

Performance Accountability—a
behavior of world-class sales
performers
The 2014 MHI Global Sales Best

Practices Study identified three

individual behaviors that drive world-

class sales performance. One of

them is performance accountability.

World -Class Sales Organizations set

themselves apart in many ways. One

example for performance

accountability is their ability to align

their sales performance metrics with

their business objectives. It sounds

obvious, but our data show – in a

consistent way over the last four

years – that this is a very significant

differentiator between world class

and all respondents. Now, how ...

Yes, I’m serious about that

question. When’s the last time

you gave yourself a “performance”

review?

How well did you do?

There’s no better way to gain

perspective about yourself than

sitting yourself down and taking a

serious look at YOU! You may be the

only person convinced about “how

great thou art.” That’s a sobering

thought.

Your customers may have another

opinion. They won’t share it with you

until they decide to stop doing

business with you and your company.

Ouch!

Firing yourself from time to time

keeps you aligned with how the

marketplace views you, your

company and your

products/services/platforms. Develop

a proactive strategy. Otherwise you

will constantly be replacing lost

business.

How do you fire yourself??

Ask yourself questions like:
1) How many times did I overlook

value and quality issues in my rush to

close a sale prematurely so I could ...

Read More Here�

Read More Here�

This Week’s Top Sales Article
Performance Accountability—a behavior of
world-class sales performers By Tamara Schenk

This Week’s Top Sales Blog Post
Have you fired yourself lately?
By Babette Ten Haken
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If you would like to learn more about the benefits of becoming a TSW
sponsor and our existing Partner Program, please find details here:

http://topsalesworld.com/advertise/

Click on our Sponsors to find out what they can do for you.

Our Principal Sponsor is

A very special thank you to our
Top Sales Sponsors for their continuing

support and loyalty
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