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About the author: 

Brenda Griffin is a specialist in 

uplifting people to believe in 

themselves.   

She‟s a popular speaker, writer, 

consultant and coach helping 

individuals and organizations turn 

their potential into action and 

achieve what they want out of life 

and work 

An experienced veteran in the corporate and business world, Brenda has 

lived great success in the world of hazardous waste.   

She‟s taught hundreds of classes to fortune 500 clients using her lifelong 

natural gift as a vibrant teacher and communicator. Her communication 

style puts people at ease and builds their confidence, even on the most 

complex topics.  

Yet with a successful track record of promotion and performance, Brenda's 

also known lay-off, down-sizing, and the pink slip!  

Through experience, executive coaching training and the school of hard 

knocks, Brenda has learned what it takes to get back on your feet and 

achieve that next job or client.   

Brenda now shares her technical competence with business owners, 

students, and job seekers by showing them how to present their 

achievements. She helps people to understand their value and then how to 

present that value to potential clients and employers.   

Brenda knows how to get your business and resumes the attention they 

deserve.  She understands the action steps required to put you at the top of 

an clients and employer's want list, and she's learned how to teach others 

to do the same.   

Brenda motivates and guides others to get back up, get that job, or start 

that business and create a road map toward their dreams.  

Most of all, Brenda shows people how to believe in themselves. Once 

people understand their value, building a business or job searching 

becomes an exciting adventure.  

A positive future is out there. Brenda teaches steps to arrive! 
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Introduction 
How To Sell Yourself…Naturally 

 
ongratulations! You are taking charge of your life and investing in yourself 

by reading this ebook on how to sell yourself…naturally! I believe it is 

possible and the chapters in this ebook are designed to give you insights 

on how to do it – from many different angles. 

 

You will find out what I‟ve learned, what works for me, how to better understand 

what a sale really is, and how you can simply and easily make yourself available 

to others and let them decide to buy – all of which are key elements of 

successful, natural sales! 

 

I want you to get as much out of this book as you possibly can.  That's why I 

encourage you to read the volume over once to get a feel for the topic, the 

language, and the concepts of sales in general. 

 

Then, go back to specific sections as necessary.  Once you are ready to take 

action, you may be consulting different chapters depending on what 

knowledge you need to brush up on.   

 

As you progress in your job search or business, you may reference this book 

again and again just to read about the topic. 

 

This book is meant to provide an introduction to sales and to inspire you to 

continue to read everything you can about the topic as your interest and 

passion grow. 

 

Welcome to the large and ever-growing ranks of sales people -- those who love, 

care and are passionate about making a difference in the life of their employers 

and clients! 

 

So dig in, read, and most of all, apply the principles you find in this ebook. As you 

do, you will find yourself becoming increasingly at ease with promoting yourself – 

whether in a job search or in business! 

 

Success to you! 

Brenda Griffin 
Brenda Griffin  

C 
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Chapter 1 

Why Does Sales Seem So Scary? 
 

et’s talk about sales. It is more than a job description.  It is a skill to use 

when you look for a job or build a business!   

So guess what – if you are looking for a job, you are in sales. If you are 

starting a business, you are in sales. And if you already have one, then you know 

you are really in the marketing business. Because without clients, you won‟t have 

a business! 

Please note – my goal is not to scare you off! So please keep reading…. 

For those of you that understand what sales is all about, you will have no 

problem translating your sales skills to your job search or business.  It may just 

take some time to adjust to the idea.  

I know for me, when I started my first business in 2001, I was startled at the idea 

that I could so effortlessly sell the companies I previously worked for yet I 

struggled at selling my own services.  

Sure, I replaced my salary within 16 months but I just didn‟t feel that I was 

connecting all the dots. I had results but I still felt uneasy about sales. Scared 

actually. Is that, perhaps, why you don‟t like doing sales? Deep down you have 

a fear that you will fail? People won‟t like you? You‟ll face rejection? Sales feel 

unnatural? 

For one thing, I thought marketing should take less time. Boy, did I have a lot to 

learn! My lack of knowledge about the time commitments involved led to a lack 

of confidence.  

So I went back to Corporate America thinking I had failed.  

To boost myself confidence, I decided to take a job opening up a local office 

for someone else‟s company and found great success.  And it had me 

thinking…  

What had I naturally done to successfully start someone else‟s local business? 

What was I doing naturally for them that I wasn‟t always doing for myself? And 

L 
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just so you know, I didn‟t do this in a vacuum. Others in the organization certainly 

did their part. With that being said – Here‟s what I did, specifically: 

I‟d double the first year revenue goals, obtained a multi-million dollar 7 year 

contract to sustain the business, courted several new corporate accounts all 

without really thinking about how and what I did to make that happen.  

Again, what was I naturally doing? And better yet, what did I need to do for 

myself?  

Hmm: 

 Did it have to do with the fact that I spoke to clients in terms of what I 

could do for them? The benefits of what I would bring? What they would 

receive? (As opposed to how great our company was?)  

 Did I meet and anticipate their needs, and then some, through stellar 

customer service? 

 How about the fact that I made sales a part of my day (and I didn‟t do 

this for myself!) and tracked my progress?  

 Was it the fact that I listened, really listened to their concerns and 

objections, then addressed them?  

 Was it that they knew me for years, liked me and trusted me? You know – 

that “know, like and trust” thing? 

To answer those simple questions, I started studying sales. I made observations 

everywhere.  

Why was it that I only noticed car commercials when I was looking for a new 

car? Or why did I whip out my credit card after watching a particular webinar? 

Was it because the message hit the bulls-eye for what I needed at the time?  

Yes. 

And that is what this ebook is about. What I learned from my studies of sales and 

my results. It is my goal to share that with you so that you can pulverize your 

learning curve, reduce your scare factor, provide a roadmap for your success so 

you can get about the business of reaching people with what you have to offer. 
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Chapter 2 

How I Went From A Sales Phobe To A Sales Force 
 

s I continued studying sales, I noticed another pattern. There were times 

when I would get totally annoyed. Like with telemarketing phone calls. 

You know the ones – right at dinner time.  

Or how about the ladies at the perfume counter wanting you to try the latest 

cologne and you‟re chemically sensitive? Why were these situations pushing my 

buttons?  

Simple – I had no need for what they were offering. Let‟s not forget I had zero 

relationship with these people. And I thought what they were doing was cheesy! 

Until I grew up. (Yes – grew up! Or, perhaps, gained a broader perspective.)  

Over time, I started to flex my listening muscles and, therefore, my sales muscles.  

Feel the Power of Decision-Making 

I started listening, really listening, to those annoying telephone sales pitches. And 

I would instantly see that I simply wasn‟t interested in what was on offer.  Yet, on 

occasion, I would truly be interested, and want to hear more.  

In a sense, I became interested in people trying to sell me things and what they 

had to say, as well as my reactions to them. 

For those calls where I had no interest, I would also let the person calling know, 

politely, that my answer was, “no thanks,” and wish them well. Why? Because:  

a) I realized they were just doing their job,  

b) I came to see that others may need what they are offering, and  

c) It was great practice at allowing myself to flex the listening muscle.  

And by doing so, I realized I had power to make a decision.  

That brings me to my favorite quote.  Eleanor Roosevelt ~ “No one can make 

you feel inferior without your consent.” I‟d like to extend that idea: 

“No one can make you buy without your consent.” ~ Brenda Griffin 

A 
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I realized that no one could push me into a sale – because I wasn‟t powerless.  I 

was powerful – powerful to listen and make my own decision. Listening 

developed this muscle. My credit card, my decision! 

I didn‟t need to get mad or annoyed. I simply needed to make a decision and 

communicate it. Did I want what they were offering, yes or no? And if my 

answer was no, I could say no, politely. And repeat myself with a simple no if 

need be.  

No attitude or anger required. 

And that was the best part – practicing making a decision. Because that‟s what 

sales is all about – people making decisions. Do they need something - yes or 

no? And, if they don‟t? No biggie. Someone else will.  

Do you think you can let someone make up their own mind? If so, you‟ll be 

great at sales. 

What I also came to realize from this exercise is that just because I didn‟t need 

something didn‟t mean someone else didn‟t. Who am I to stop a telemarketer or 

any advertiser from reaching people who may want or need their stuff?  

Besides, someday I may want what they‟re offering and it‟s just, “not now.” So 

it‟s logical that people in sales will ask over and over again over a period of time 

because they know things change and people change. A “no” or a “maybe” 

today could be a “yes” tomorrow or next week. 

Getting My First Yes! 

I thought back to a time in high school when I took a part time telemarketing 

job selling Olin Mills photography packages (yes – I realize I‟m dating myself!) I 

landed the job because of my ability to read the sales script.  

I sounded “alive and engaging” (even back then), according to the supervisor. 

Finally, something for someone with the gift of gab to do! This was new for me 

and it seemed like a simple thing to do.  

Until I got started. 

There I was, in a hotel room with several others, dialing away like crazy making 

calls, with pages of the phone book stacked in front of me to call. I could hear 

the buzzing of all the others making the pitch, over and over again. I felt a 
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nervous twitch in my leg from sitting all day, and a stiff neck coming on from 

holding the telephone to my ear.  

Each time someone answered my call, I would read the sales script. And get 

screamed at, hung up on and rejected. Talk about a shock! These people were 

rude.  

I was frustrated at first, then nervous thinking I would get fired if I didn‟t make any 

sales. Basically, I was taking it personally, and feeling cheesy. Why wouldn‟t 

anyone buy? Was I doing something wrong? 

Then, I remember getting my first yes – they would love to have photos of their 

family taken! Why? Because they wanted pictures to give in upcoming 

Christmas cards. (Ah…They had a need!)  

I was so surprised that I actually responded with a startled, “You do?” After all, I 

had little practice at the taking orders part of the process.  

But I must confess. My first purchaser was a neighbor! Heck, she watched me 

grow up. As a kid, I sold her everything from Girl Scout Cookies and jellie beans, 

to Christmas wrapping paper for ski club. So during the call, she heard speak out 

the script, including my name and what I was offering. Ah – relationship! 

As I sat there smiling taking the order, I glanced over at my supervisor. She was 

sitting next to me smiling, too. In fact she beamed with pride as she reached 

over and affectionately tucked my hair behind my ear. 

Not because I made the sale, but because I persevered and experienced that 

moment where offer met need, combined with the bonus of relationship.  

After that first sale, my confidence went through the roof! I wasn‟t reading the 

script anymore. I started having real conversations with people just like the one I 

had with my neighbor.  And guess what? The orders poured in. 

I became more natural. 

People responded. 

My supervisor and Olin Mills 

knew they offered quality 

photography and associated 

packages. The only way to let 

people know what they could 

Offer Need
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do for them was to get the word out.  

Back then, that meant phone calls. Anyone truly wanting or needing pictures 

would sign up. Those people didn‟t think our calls were cheesy at all. In fact, 

they were grateful for the call and looked forward to the pictures. It‟s all a 

matter of perspective and timing. (And letting people decide to buy.) 

Continuous Learning For Us All 

Speaking of perspective, a few months ago, I walked into a meeting with my 

attorney. As I handed her my card, she rolled her eyes and said, “I suppose I 

should do a better job of using my business card to get sales.”  

My cards make use of all the space because I never know where my cards will 

end up, and I realize they need to speak in my absence. 

I listened to her lament how the cheesy guys down the street where getting all 

the business. Ads on TV, bill boards on the highway, nice memorable jingle, first 

on local Google. In other words, easy to remember, easy to find.   

Because of lagging sales, the owner of her firm was asking everyone to pitch in 

with new business – something she thought she really shouldn‟t have to do.  

Why? Well, she said, “Smart people shouldn‟t have to do sales – people should 

seek us out. We offer quality, isn‟t that enough?”  

And my reply?  “You‟re right, smart people don‟t do sales, really smart people 

do!”  

The bottom line is that it‟s not enough to be the best. And I told her so, again 

and again. Hoping she would see sales as I do – an opportunity to be of service 

to someone in need. 

If her firm knows they offer quality and really are better than this competitor, 

what good is that if no one can find them?  

I let her know it is a duty and an obligation to promote and sell themselves, and 

quite selfish to not do so. What are they waiting for? Isn‟t that just about the 

ego? And falling for a lie? How many potential clients would love to hear about 

how they can solve their legal problems? 

It‟s time to get the word out and fast! The only people they have to blame at 

this point are themselves. (Ouch!) 
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You Need to Start the Adventure to Have One 

Are you dragging your heals with sales for the same reason? In your business? In 

your job search? 

So, if sales is about the intersection of a quality offer and meeting needs, 

businesses and job seekers need to be continuously sending out their message. 

Otherwise, how else will you be found? How else are you going to build 

relationships to quicken the process?  

Did you know that it takes from 7-12 “points of contact” for the average buyer 

to make “their decision?” They‟ll have nothing to decide unless you start putting 

yourself in front of them! 

My big epiphany? I realized that at certain times, wants and needs successfully 

collide with solutions. Employers find employees. Businesses find clients. 

Jobseekers get hired. Clients find solutions to their problems.   

It‟s a perfect union. The process of finding each other is all about sales! It‟s 

where the sales adventure begins. 

So, back to my situation – what was the difference between me selling my 

former employers services verses me selling my own? Technically, there wasn‟t 

one. It was a simple mental adjustment, combined with continuous learning. 

Things anyone can do. 

And that is the point of this e-book. If I can do it, so can you! It‟s about selling 

yourself, naturally, by strengthening relationships through meeting needs and 

delighting others. 
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Chapter 3 

What College Never Taught You About Selling 

Yourself 
 

magine a time when you really needed something. And you searched and 

searched for it and still couldn‟t find what you were looking for.  Isn‟t that 

frustrating?   

 

I remember my first time looking for a new car.  I had a vision of what I wanted.  I 

just couldn‟t find it. 

 

Finally, I found several perfect models that seemed to have plenty of options, so 

I started taking test drives.  I made many trips to many dealers and ended up 

narrowing my choices down to three.   

 

From there, I tried out each car again.  I also consulted with others, my friends 

and Consumer Reports to see what they thought.  From there, I made my final 

decision.   

 

I made my selection based on how comfortable I was driving the car, what I 

could afford, how the car handled, the features that were important to me, and 

overall, how it made me feel behind the wheel.  Ultimately, I picked the best 

match. 

 

It was a long process and got frustrating at times.  It was not something I could 

rush – I also knew I would be frustrated if I selected something that just didn‟t 

meet the mark.  I left many cars on the lot – they were just not a good fit.  I liked 

the cars, they were just not for me. 

 

Job Seekers as Sales Agents 

That is how employers view job candidates.  They are out shopping for the best 

candidate so they go to where the candidates will know they are looking.  So 

they post ads to attract shoppers (job seekers) on-line and in newspapers in 

hopes that candidates will apply so see if there is a match.   

 

Employers have a general idea of what they are looking for.  Many are quite 

I 
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specific. Ultimately, after a first pass of resumes for all that apply, they narrow 

down the list to a few candidates to take a closer look at – they offer the 

interview – a test drive so to speak. 

 

It‟s during the interview that they look to see whether candidates are a match.  

They evaluate whether candidates are a good fit for the position and for the 

organization. They take into account what it would be like to work with the 

candidates – how they make them feel.   

 

They look for the best match.  As an applicant, your job is to demonstrate to 

these shoppers (employers) that you do indeed know what they‟re looking for 

and that you are it!  It is your job to let them know that you fit the bill.  Not just 

technically, but all the way around.  You are the person they want to work with – 

for all kinds of reasons.   

 

Remember the box of chocolates from the movie, “Forrest Gump,“ starring Tom 

Hanks?  Employers are checking to see whether they need to reach for another  

piece of chocolate or if they have found “the one.” 

 

Business People as Sales Agents 

Clients do the same things with products and services. As I said earlier, it‟s not 

uncommon for a business to need 7-12 points of contact with a client before 

they will decide to make a purchase. (aka via forming a relationship.) Again, it‟s 

the “know, like and trust” factor that only comes with repeated exposure.  

 

Understanding this process puts sales, as an actual process, into perspective. This 

is why businesses need to follow up and stay “out there” for people to see and 

experience! And build that experience of know, like and trust.  

 

These days, social media really helps with this. Having a blog, newsletter, Twitter 

presence and Facebook space are all great ways for potential clients to get to 

know you.  

 

Businesses need to strut their stuff to raise the comfort level of potential clients 

and to form a working relationship with people. It takes time and effort, just like 

any worth-while relationship. Those who put in the effort reap the rewards. 
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Embrace Your Role in the Sales Process 

But unlike the cars and the chocolate, job hunters and businesses do more than 

simply present themselves!  You have the ability to participate in the process 

and use influence to increase your chances of being selected.   

 

So the goal of selling yourself to employers and clients is to convey who you are 

and demonstrate that you are someone they would want to work and do 

business with, day in and day out.   

 

Much like wanting to belong to any new organization, like a church or golf 

league, you want to let people know that you can be on the team and fill a 

gap.  You will participate by showing up on time, following the rules, and doing 

your part.  With employers and clients, you can be that person to make their life 

easier.   

 

Remember, they posted the job to begin with because they have work that 

needs to be done.  Clients call or visit your website because they have a need.  

 

And truer still, they have the say in whether or not you will get an offer or 

business.  They are most likely really busy and just want the help!  If you can just 

convey that you are there to help them with all the work, you will have gone a 

long way towards having the edge.    

 

And of course, I‟m assuming that you have applied for a job or are offering a 

service you are more than qualified to do! 

Get Over the Idea that Sales is Cheesy! 

If you feel too shy to be a sales person or you think sales people are cheesy, I 

have a good news for you! You will be just as successful at using sales skills as the 

people who understand sales.  I‟m going to show you how. So, no worries.   

In any sales role, it‟s important to transition to the other player in the equation – 

the employer or the potential client. Employers have needs. So do clients.   

To get the job or client, you must put your needs aside and focus on what they 

need – that is what successful sales is all about.  
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You just focus on the needs of others and make good assessments and 

adjustments accordingly. That is how sales come into play in your job search or 

business building.  

Exceed their needs, become a total delight, and you‟ll have them begging for 

more.  However, to get those results, you‟ll need to put in the work. 

In addition, you make no apologies for getting the word out about what you 

have to offer. There will be people who want what you have and people who 

won‟t.  For those that don‟t, oh well! Don‟t take it personally.  

So what does not taking it personally look like? It looks like this – you keep going. 

Did you know that Jack Canfield, co author of the Chicken Soup for the Soul 

series got rejected by 140 publishers? He came up with a theory:  

  

SWSWSWSW 

Some will. 

Some won’t. 

So what? 

Someone’s waiting who will. 

He and his co author Mark Victor Hansen went on to sell 125 million books, with 

225 individual titles! 

Know that there are plenty of people who want and need what you have to 

offer. Your only job is to make yourself visible and push forward looking for that 

intersection of where quality offer meets need. 

To make yourself attractive to employers and clients, you‟ll focus on their needs! 

REMEMBER – it‟s all about them. 

So, let‟s get you started on your path to successfully selling yourself…and 

naturally.  I‟m going to show that you are the best person for the job because 

you understand and best meet their need (and then some!) 
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Chapter 4 

The Top Secrets of Sales People 
 

ere are some of the secrets of successful sales people. Emphasis on 

successful. Keep an open mind as you read and watch the ideas flow. 

Ask yourself where you are with each secret and what you can do to 

implement them today? 

They Know Exactly What They’re Selling 

First, sales people are confident of their product because they know what it can 

do for others.  In the case of a job search, you are the product.  You are selling 

you!  

For business owners, it‟s your product or service – what solutions you offer to help 

others.  

Either way, when you believe in yourself, and know you can help others, sales 

becomes easy, not to mention natural. It‟s an attitude of service. 

In order to know your product, it‟s best to study what you have to offer. What do 

I mean by that? Write it all down in one place – every single thing you can do 

for a client or an employer. Those are the things you have to offer or “sell”. 

Now, I know what you‟re thinking – because I hear it all the time. Why do I have 

to take the time to write it down? BECAUSE THAT‟S WHERE THE MAGIC HAPPENS! 

When you see your accomplishments on paper you now know how much you 

have to offer! And not just work accomplishments, but volunteering too. You 

can be confident of what you can do for others, and confident of you as a 

product.  

So – don‟t short yourself – you have so much to offer! 

They Take Action to Convey the Truth About What They Sell 

Successful sales people have their customer in mind and think about how to be 

of service to them. Successful sales people also take things one step farther.   

H 
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They take time and are able to show how their product meets the needs of 

others. They don‟t make people guess. They engage with people. They pick up 

the phone and make “first contact.” They respond to questions. Write articles. 

Give away samples. Often, they show their service or product by anticipating 

what others are looking for and give it to them. They are at the right place at the 

right time because the plan to be there in advance. 

People buy things when they know something meets their need.  Add more 

than they anticipate and BINGO – sold.  

Sales People do Continuous Research 

And another big differentiator, successful sales people sell people what they 

want to buy, not what the sales people think they want to buy. Big difference!  

It‟s one thing to anticipate and another to assume (and incorrectly). So it pays 

to do your research. Including understanding possible objections people may 

raise as they ponder their decisions and knowing how to respond to those 

objections. (More on that later.) 

Take a minute and remember why you live where you do.  Does where you live 

meet your need?  Does it exceed it? Isn‟t that why you decided to live there in 

the first place? Do you think you can show employers or clients not only what 

you have to offer, but how what you have to offer meets their need?   

Well – I already know the answer to that and it‟s, Yes!  You can do this – you can 

show employers that you, more than any other candidate, meet their needs. 

Same applies to business. You can show potential clients that you, more than 

any competitor, can meet their needs…and then some! 

When an employer knows a candidate meets and or exceeds what they are 

looking for, they make the job offer!  Likewise, when a client or buyer knows that 

you have what they need – they buy. 

It‟s all about giving them what they NEED.  To really stand out as the only clear 

option, over deliver. Add value. Be a dream come true. 

This is how sales becomes natural. Through practice and patience, you simply 

give what you have to people who need it and want to buy it.  
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Sales People Over-Deliver to Make Decisions Easy for Buyers 

The activities described in this ebook are designed to focus your sales skills on 

the job search and client buying process.  First, by holding on to that confidence 

in what you have to offer and second, to learn how to show employers and 

clients how you meet their need.  

Next will take it to the next level with the over delivering. Why? Because that 

results in a slam dunk sale. 

Employers are making it easy for you to sell yourself to them.  They advertise 

through job ads and flat out tell you that they need help, and in what areas.  

That is where you get your first clues on what needs they have. 

Clients do the same thing when they visit your website, call you on the phone, 

post an ad for services, go shopping, etc. They are looking for something. The 

person who‟s there where they‟re looking has the best chance of showing them 

what you have to offer to help.  

Again – where quality offer meets need. 

You have skills, experience and traits that others are looking for.  Now all you 

have to do is point out that you meet their need.  And, that you have additional 

qualities / good / services / bonuses that put you head and shoulders above the 

rest. The normal response? WOW! 

You‟ll become irresistible, naturally.  

“Always think in terms of what the other person wants.”  ~ James Van Fleet 

Sales People Make Everyday a Sales Day 

Another secret of sales people is that they know they need to be continuously 

putting their message “out there.” Why? Because people need things at all kinds 

of times! Bottom line – persistence pays off. 

Do car commercials only run in December as the new make and models come 

out for the new year? Heck no! Car ads run year round because people with 

the need to buy a car happen year round. 

What about lawyers that help with injury claims? Why are they always running 

their campaigns? Because they want you to think of them first, in the event that 

you have an injury and need their service.  
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Think about it, how many sales jingles from commercials do you have 

memorized? These people are not cheesy – they‟re smart! They know enough to 

keep their message fresh and wait for the opportunity for when need meets their 

offer. Unlike my attorney - busy sitting behind her desk waiting for the phone to 

ring.  

See the difference? 

Now that you know the role of sales in a job search or starting a business, and 

the importance of showing how you meet and exceed the needs of others, I‟ll 

talk about putting this all together.  

To know intellectually is one thing. To put it into practice is another. So let‟s talk 

about real situations.     
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Chapter 5 

Broaden Your Sales View – What Every Job Seeker 

and Business Person Should Know 

ow do you actually go about sales? In a job search? In your 

business? 

Here‟s the good news. You have several opportunities to show an 

employer what you bring to the table.  

You do that through your cover letters, through your resumes, through how you 

speak on the phone and in person, through how you handle yourself in the 

interview, and through your follow-up phone and written communication.   

And these days, with LinkedIn and other online tools, your “advertising” can be 

evergreen in that your information is always “out there” for anyone with a need 

looking to see. 

Each one is an opportunity for you to show what you bring to them, and how 

you are the best person to meet their needs. Consider them the “touch points,” 

or one of the 7-12 points of contact they use to make a decision about you. 

Business owners have the same kinds of opportunities. Copy on your website, 

LinkedIn, Twitter, Facebook, brochures, phone conversations, networking with 

people off and on line, post cards, and presentations. All of these ways to 

convey how you can solve a problem they may have.  

And you can take your message further with radio, banner ads and pay per 

click campaigns, joint ventures, etc. (Ok technically this may be marketing – but 

it all leads to the same event – the sale.) 

Build Touch Points Over Time 

You‟ll have plenty of time to practice sales principles, each step along the way 

and ultimately creating healthy relationships – that allow people to know, like 

and trust you and decide to hire or do business with you.   

Do you see how doing one sales activity at a time builds towards success, 

naturally? 

H 
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The main message here is sales is a continuous process - not a one-time thing.  

It‟s a series of small actions that lead to big results. 

Sales people know this is a daily routine. It is the job! Think about it, it‟s actually 

less about sales and more about relationship building.  

So job seekers and new businesses simply need to plan on that. Again – you‟re 

looking for the intersection for where needs and offers collide. And the best 

success comes with strong existing relationships. Anything else is simply not a 

match.  

Keeping It Real 

So there is no reason to take it personally or feel cheesy about promoting 

yourself or your business. Your job is simple – keep plugging away educating and 

informing people of what you can do for them until you find someone with a 

need.  

And when you find that need, think relationship first. ALWAYS. Remember, sales is 

about being of service. And there is nothing cheesy about letting people know 

how you can help them. Ask yourself, how can you strengthen the relationship? 

How can you show that you want a long-term relationship, not just a flash in the 

pan experience? 

Consider ways to add value into their life, business, and career. Many people 

today are stressed and could use a reliable ear, a safe place to be heard and 

hear themselves think. Would you be willing to listen? 

Others may need connections, resources, information. Consider ways to meet 

these needs if it is something you can reasonably do. 

If someone gets cranky or has some energy over your sales pitch, just remember 

that they are feeling powerless because they haven‟t exercised their listening 

muscles.  

Remind them that they have a choice. Remember - their response is not about 

you – it‟s about them! If this happens, pull back and refocus on the relationship.  
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Chapter 6 

Learn To Flex Your Sales Muscles 

o help you warm up to the sales role, we get started on how you identify 

the needs of others.  As well as ways you demonstrate to them you will 

meet their needs.  

The good news is – now you have sales on the radar!  

I have no doubt you will become quite good at it.  This one skill alone will take 

your job search and business to the next level.   

It will separate you from the rest of the pack. Let‟s face it, both job searching 

and business involve competition. And from your potential client or employer 

perspective, it‟s not about what you have to offer, it‟s about what they need. 

Remember that! It‟s not about you – it‟s about them, always.  

Why am I repeating myself? Because it‟s important. 

Once you establish this sales skill and put it into practice, it is something you will 

find of value for the rest of your working days! 

Be on the Look-Out for Opportunities 

Let me give you an example of how this skill came in handy for me – even when 

I was happily employed.  

I was ten months into a job when I found myself in the middle of an unexpected 

conversation.  My boss was going to be transferred to a new assignment. He 

was telling me what it involved.  

I listened to him describe something he needed to accomplish, right away.  

Guess what?  I had experience doing that!   

I had studied my own background to where I nearly had it memorized.  Not only 

did I have confidence to say I could do what he needed, I took it one step 

farther.  I thought about his needs.  

Wouldn‟t it be great if this chore were off his plate? He could move on to other 

things!    

T 
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Where was my focus?  On understanding his need. In one quick conversation, I 

offered to meet that need, (and then some).  The result? I landed a new and 

exciting assignment.  One that was the envy of my peers.  One that was not 

even advertised!   

It‟s also how I‟ve kept the same clients year after year. New needs arise. Others 

in their company need help. When you have the idea of opportunities on the 

radar, they often come into view. 

I know it sounds simple. Almost too simple. But this is the heart of any sale. 

Someone has a need, you show how you can meet it – sold! Whether in a job 

search or business setting.  

And let‟s not forget I was able to nab this opportunity quickly because I had a 

solid working relationship that I had built over 10 months. He knew me, liked me, 

and most of all, trusted me. See the power in developing strong relationships? 

People are always looking for someone to take some of those “to do” items off 

their list. You never know when you can use this skill to advance your career, 

business, or find opportunities to do projects and assignments that you enjoy.  

I know you need a job, or your really want a new one.  And, what business 

doesn‟t need clients? That‟s why you are here. But to get a job or to get clients, 

your focus has to be on the needs of the employer or clients. Not on yourself. (I 

know – broken record again.) 

Pay attention to commercials and ads. They promise to fulfill your needs and 

desires. They don‟t focus on what they may need. They keep that to themselves. 

What’s In It For Me? 

Keep your focus on showing an attitude of service. When they hire you – what 

do they get? Let them know! Here are a few examples of what they may get 

from you (emphasis on what they get!): 

You‟ll (employer / client) have time to do more! 

You‟ll (employer / client) have that thing you always wanted! 

You‟ll (employer / client) have someone in that pivotal role getting things done 

quickly and on time!   
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You‟ll (employer / client) have that spare set of hands helping you reach the 

goal! 

You‟ll (customer) have the perfect product you‟ve been searching for!  

I can take care of that for you, so you can get on with other things! 

Be what they need.  And really mean it.  People can smell „fake‟ a mile away. 

Remember – When searching for a job or starting and building a business, it is 

not about: 

 You. 

 What you want. 

 The bills that aren‟t paid. 

 The better car you want. 

 The higher salary. 

 The move across town into that nice condominium, getting away from 

the old situation.  

 The dream job you‟ve been looking for. 

Those things should not enter into your job search or client conversation.  They 

could care less – well, ok that‟s a bit harsh. But I think you get the picture by 

now.  

And besides, there is a time and a place to bring your needs to the table – it‟s 

after they have decided to hire or do business with you. So don‟t think you have 

to sell yourself short, sell your soul, etc.  

You simply have to wait to negotiate. By the time your relationship gets to this 

point, you will be in the best possible position to have a conversation that 

becomes equal and in the best interest of both parties. You both know you 

want to work together so it‟s just a matter of ironing out the details. 

If you really want a job or clients to buy your product or service, and are 

prepared to do what it takes, focus on what they need and do all you can to 

over deliver.   

That is what will give you the edge.  

That is what will make the sale!  

This will get you that offer! 
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This is what gets you clients! 

Does that still sound cheesy? 

How strange is the lot of us mortals! Each of us is here for a brief sojourn; for what 

purpose he knows not, though he senses it.  But without deeper reflection one 

knows from daily life that one exists for other people. ~ Albert Einstein  
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Chapter 7 

YOU – The Seasoned Sales Professional! 

o now that you know you are on an adventure, here’s another bit of news: 

You are about to become a seasoned sales professional.  Your job search 

actually involves “sales.” Your business involves sales. Are you with me? 

What are you selling? Yourself! Now don‟t faint or panic.  

Don‟t worry if you have no sales background or you believe you “aren‟t the 

sales type.” Most importantly, know it‟s perfectly okay, in fact it‟s important and 

necessary to your success, to promote yourself and your business.   

Employers and clients actually invite you to strut your stuff!  Remember, they are 

out there looking for people.  They have to let the world know they are looking.  

They let you know they have a need. 

One thing I‟ve stress repeatedly is this: employers and clients have needs.  Your 

job is quite simple. You must confidently present your product. That product is 

You.  

You sell your experience, your skills, and demonstrate how YOU are the answer 

to their needs. YOU exceed their needs. YOU delight them with what you offer - 

the solution.  

You are the one they are looking for. Show them you are ready to roll up your 

sleeves and address their need and then some. Make it a no brainer decision for 

them. Demonstrate to them that you can help with their problem. Ease their 

burden. That‟s the reason they went looking in the first place!  

Still think sales is cheesy? I didn‟t think so. I know you can do this! 

 ”Take the trouble to stop and think of the other person’s feelings, his viewpoints, 

his desires and needs.  Think more of what the other fellow wants, and how he 

must feel.”  ~ Maxwell Maltz 

S 
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Learn to ask questions 

One note here is that while employers may have a job description, they are not 

always aware of their underlying needs. Neither are clients. There may also be 

needs not specifically addressed in the ad or job posting.   

For example, for my last job, several candidates were interviewed. What stood 

out for my employer was my enthusiasm and ability to engage people.  They 

hadn‟t really been looking for that.  Sometimes people have to see what they 

need, and then they realize, “That‟s it!” (Kind of like an Ah-ha moment.) 

As they compared me to other candidates, they saw that I stood out. It 

became clear to them the difference was that, while I‟m not the ultra technical 

type, I do have the ability to engage all levels of staff in organizations. 

 That made me different from the other applicants, and it also made the 

employer realize they need someone like me. Someone who can work well with 

all kinds of people.  How did I learn this? I asked questions. 

Once I knew what they were thinking, that was my perfect chance to reinforce 

my unique abilities. I have tons of experience working with all kinds of people, 

and I made it clear – I sold them on – just how well I could meet their need – and 

actually over deliver. I was active in the process. 

This happens for me in business, too. I‟ve been hired for my people and 

presentation skills, ability to train effectively because my ability to engage and 

captivate audiences, my unique blend of experiences, and my ability to explain 

complex concepts to others.  

Ask questions. Flush out needs. Assess where they‟re at. Respond as necessary. 

Watch what happens…naturally. 

Don’t Assume You Know What’s Important to Others 

On another occasion, I got the job offer because I was immediately available. 

I‟d been laid off and I was eager to start anytime. That was their need – to fill the 

position quickly with a qualified candidate. Other candidates wanted to give 

two weeks notice at their jobs.  
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So, having no job while you search can be an advantage! You never know, but 

paying close attention to what the employers share about their needs can win 

you the position you want – if you capitalize on what you hear. 

The same holds true for clients and your business. Let‟s face it, people shop 

around these days and the internet makes it easy to do so. But what are people 

really looking for?   

I remember winning a large 6-figure project with a new client, simply because I 

spent plenty of time asking questions in order to seek greater understanding of 

what they wanted to accomplish. The back and forth dialogue allowed us to 

form a relationship quickly!  

And it showed I was willing to partner with them to see their project through – a 

way to demonstrate I would continue to over deliver and be willing to do 

whatever it would take to complete their complex project. 

You may have to ask lots of questions to flush out these underlying needs. Asking 

questions is much, much better than making assumptions. In fact making 

assumptions, both positive or negative, is dangerous! Get the facts. Ask 

questions. 

 That is what we will work on in the exercises that follow.  After all, you can‟t sell 

them on how you meet their needs if you don‟t know what their needs are.  You 

may need to help them along, sometimes. In fact, plan on it. 

Ask them right out, for instance, how they think you can best help them. 

Opening up this kind of dialogue can bring out a rich discussion that helps you 

both. This can be done at any point in the job search process, but it‟s best to 

define employer needs early, so you can address them in your resume and 

cover letter.  

With businesses, perhaps your web copy doesn‟t answer all their questions and 

they want more information. Perfect! Have a follow up phone conversation to 

clarify what they are looking for is an outstanding time to drill down further into 

their deepest concerns. That way, you can take that opportunity to let them 

know exactly how you may be able to help them with your product or service.   
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Learn From Your Own Buying Decisions 

Let‟s switch gears for a moment – to when you are out shopping because you 

have a certain need.  I want you to think about the types of questions people 

ask YOU when YOU make a purchase.  

They may ask, “What brings you in today?” “What specifically are you looking 

for?” “Did you have a budget in mind?” “Why is that feature important to you?”  

Why do sales people ask you these questions?  Not to be annoying!  But to flush 

out your needs.  Why do they want to flush out your needs? So they can meet 

them. 

They‟re being of service. After all, you‟re there to buy, right? They ask questions 

to focus onto what brings you in and what need you have to fill.  

I know I‟m not a mind reader. Are you? It‟s best to ask rather than make 

assumptions – because they are dangerous! 

I remember walking into a store ready to buy a washer and dryer. I had 

shopped around, done my research, evaluated all my options and was ready to 

buy. But I walked in alone. Immediately behind me was a young couple.  

Where did the sales person head? You guessed it – to the couple! They assumed 

a single woman wasn‟t going to buy but a couple would. Bad assumption on 

their part, don‟t you think? Main message – don‟t assume –ask! 

So, back to being asked a question. You say you are looking for a particular 

clothes item. Ah! That‟s over in this part of the store, we have X and Y, here‟s 

three in your size, let me know if I can be of further assistance. See? It‟s a great 

help to everyone when you can find out what a person needs.  

You will ask potential employers and clients similar questions to flush out their 

needs, then demonstrate to them the ways you are the best candidate to meet 

those needs. Keep the focus on what they need, and watch how they give you 

their undivided attention.  

Why? Because people love to be heard. The people with the best capacity to 

listen will often score the most points. All the more reason to take every 
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opportunity to hear out every sales pitch so you become skilled at listening – 

patiently. 

Handle Objections 

Another reason to ask questions is to flush out their objections about you or your 

product and service. People aren‟t ready to buy for a reason. Is it about you or 

them? You need to know so you can address their concerns. 

As you do your research, consider how you will respond to each possible 

objection. That way, you will be prepared with responses to continue the 

dialogue. 

Typical objections for job seekers may include being under or over qualified, 

having the wrong degree or no degree, no direct experience, etc. How will you 

successfully address these? 

For business, objections may include price, timing, lack of time, better product 

from a competitor, etc. Again, how will these be addressed? 

And one note of caution. Don‟t lie. Ever. Don‟t tell them what they want to hear 

unless it‟s true. If you can‟t or won‟t be able to be what they need, then say so. 

It is what it is. It will just come back to haunt you if you do. Better still, hook them 

up with a solution. This will score points and maintain your relationship. Who 

knows, there may still be an opportunity down the road. 

Engage in conversation. Clarify answers. Follow up if need be. But do yourself a 

favor and just be honest. Negotiate. Problem solve. Offer alternatives.  

Let them ultimately decide! Remember – sales comes down to people making 

decisions to buy (or hire). Do your best to persuade on what you legitimately 

have to offer – then let go.  

Think about it, would you want an employer to tell you what you want to hear or 

the truth? Nobody likes a “bait and switch.” Yes, it may not be what you want to 

hear – but at least you can work with truth. 
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There’s no Such Thing as Being Over Prepared 

To help you develop the skill of how you meet needs, you have an exercise to 

work through later in the e-book.  It is designed to help you identify each time 

you meet a need of any kind.  

Then you can take things one step further by identifying how to take things up to 

the next level – where you add some delight!  

As you begin to pay more attention throughout your day to how you notice and 

meet the needs of others, you will be become better prepared to use this skill.  

You become natural. 

 “We cannot hold a torch to light another’s path without brightening our own.”  ~ 

Ben Sweetland 

Like any seasoned sales professional, the first thing you must do is take the time 

to get to know your product  - you! Your products. Your services. 

 I know – I‟m repeating myself – but I really want you to hear me on this.  

Your experience, skills, work history, achievements, qualifications, education, 

dreams and preferences - everything that you have to bring to a potential 

employer or clients at a moment‟s notice.   

Getting to know yourself or your business as a product will not only boost your 

confidence, it will help you to hone in on job postings and clients most ideal for 

you to pursue. 

 The more you know about yourself and how you show you meet the needs of 

others, the better your chance of being made an offer. ~ Brenda Griffin 

The next step is to take all that information further.  As a sales person and job 

seeker, your goal is to demonstrate to employers and clients that your product 

meets their need. (And then some as you add on the value.)  This is Sales 101, 

and you can do this!  

They have a need; and you meet that need (and then some.) 

They have a problem; you have the ideal solution. 
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They have an “opportunity;” and you can drive that opportunity to closure to 

their delight. 

Preparation leads to Confidence. Confidence Leads Enthusiasm. 

Enthusiasm Leads to Bright Eyes. (And a Spring in Your Step) 

 It‟s knowing yourself and your background thoroughly that will get you noticed.  

Why? Because your confidence will show. You‟ll carry yourself as an expert in 

your field. People will sense this and respond. 

Remember – confidence is not arrogance. Confidence is an inner knowing. It 

doesn‟t require shouting, loudness, or boosting. It‟s about giving because you 

know you can and you really want to. 

It is knowing how to meet and exceed the needs of others that will take your job 

search and business to the next level. You‟ll have a definite edge when it comes 

to getting those job offers and clients.   

Is this starting to make sense? Are you already thinking of ways you can over 

deliver? Stand out? Be of genuine service to the point where they think they are 

experiencing a miracle? 

 Top students sit down and start studying.  Mediocre or poor students spend a lot 

of time preparing to study. Top salespeople do their planning and preparing 

during non-selling hours.  When selling time comes, they pick up the phone, 

briefcase, or selling samples and start selling.  In addition, the true “pros” in 

selling seize every opportunity – expected or unexpected – to sell, sell, sell!  ~ 

Zig Ziglar 

So, here‟s the bottom line. Do you want to take action and promote yourself 

and your business?  

Do you want to be that person who builds relationships naturally and with ease 

with people by meeting and exceeding their needs?  

By listening and really hearing what they are saying?  

Do you believe in yourself and your product and service enough to get out 

there and punch through any barriers that are currently holding you back?  
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Are you willing to recognize you‟re at where you‟re at because of how you view 

sales?  

Are you willing to embrace the information in this ebook and share what you 

have with others because they need it? 

I believe in you.  

I know you can do this! To help you get started, complete the exercises in the 

next section.  

Pay particular attention to the affirmations. When you believe in yourself, others 

will too! 
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Chapter 8 
Sell Yourself Naturally Exercises and Affirmations 

 

hink about a time when you made a purchase.  What was it about that 

purchase that made you want buy it?  Was it a product or a service? Were 

you even aware that you actually made a decision?  Did it somehow solve 

a problem you thought you had?   

 

List 5 things you have purchased lately and describe the problem that each 

purchase solved. Don‟t forget ways it exceeded what you wanted originally. 

 

i.e. buying a special type of mop made of micro fiber that allows you to just use 

water without soap. You like the idea of just using water and you need a new 

mop, so you buy one. (And you got a bonus mop head too!) 

1 

2 

3 

4 

5 

 

List 5 things you were looking for when you purchased your last car? What were 

the cool extras? 

1 

2 

3 

4 

5 

 

Why were these things important to you? 

1 

2 

3 

4 

5 

 

How many models did you research and test drive? 

 

 

 

In the end, what did you base your decision on?  Did that car meet your need? 

Did it exceed it? Were you delighted? Why? 

T 
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List 5 things you were looking for in the house or apartment you live in: 

 

1 

2 

3 

4 

5 

 

Why were these things important to you? 

1 

2 

3 

4 

5 

 

How many others did you look at before making your decision? 

 

In the end, what did you base your decision on?  Did your selection meet your 

need? Exceed it? Cause delight? A total bonus? 

 

 

In what ways can you identify the needs of employers or clients? i.e. reading the 

job add, contacting them to discuss exactly what they are looking for, 

preparing a resume that specifically addresses that need, expressing back to 

them on the phone and during interviews just how you match what they need. 

1 

2 

3 

4 

5 

 

What are ways you can over deliver? 

1 

2 

3 

4 

5 

 

How can you be a total delight? 

1 

2 

3 

4 

5 
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It is important to understand that employers make decision regularly on who to 

hire and who to pass over.  Same thing with clients. If you get passed over, in 

spite of all your efforts, don‟t take it personally!   

 

As you can see, it is a decision they make to simply go with the candidate that 

best meets their need. Perhaps someone else has different / better ways / better 

things they bring to the table.   

 

So even if you do your best and do everything right, you still may not be 

selected.  That is ok.  It simply means they thought someone else was a better fit 

– not a better person!  Learn from the experience and do what you can to 

improve for next time. 

 

You have no time to take these rejections personally, nor any reason to. Just 

quickly move on knowing that there will be the perfect match out there for both 

you and an employer or client. 

 

“I will prepare and someday my chance will come.”  Abraham Lincoln 

 

Recite these affirmations throughout the day: 

 

 “I am the best person to sell my skills and abilities – I am a professional sales 

person” 

 

“I naturally focus on meeting and exceeding the needs of others.  It makes me 

feel good about myself.” 

 

“I have confidence in my abilities. I add value to others.” 

 

“I deserve success.” 

 

“I‟m willing to do whatever it takes to be successful.” 

 

Think about the ways you can meet the needs of others throughout the day. Be 

someone‟s delight! 
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The Last Word… 
There you have it. Over 30 pages of how to sell yourself…naturally. Now the only 

thing standing between you and success is your application of the principles 

and allowing time to move you forward. 

 

I believe in you. I believe you have it within you to accomplish anything your 

heart desires. You will need to stay motivated to do it, but now you will be. 

So go for it! 

 

A positive future is out there! 

 

Brenda Griffin       

Feel free to email me at Brenda@BrendaGriffin.com 


