Top Eleven
A better approach is to make sure the
person’s skills and attitude are a good
ﬁt for the tasks at hand.

11 Rules for Small Business
and Sales Success
By Mark Hunter “The Sales Hunter”
Are you a sales manager or business
owner? If you want to have sales success
and keep your sales motivation moving
along at a pretty good clip, you need to
take these “rules” to heart:
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HIRE THE PERSON - DON’T FILL THE JOB.
Far too many people are hired just to ﬁll a
position. A better approach is to make sure
the person’s skills and attitude are a good
ﬁt for the tasks at hand. Sure, it may take
longer to ﬁnd the right person, but in the
short run and the long run, it is worth it.
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FIRE QUICKLY - INCLUDING AT THE TOP.
Owners and managers are quick to terminate
lower-level employees, but are far too
generous in overlooking terminations that
need to occur at the top.
FORGET COMPETING ON PRICE.
Nobody can sustain a low price image
forever. Competing on price will only
provide a short-term volume bump at the
risk of destroying the value of your
long-term potential.
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OPM - OTHER PEOPLE’S MINDS.

them back and you need to do so.
Customers who have bad experiences will
talk to others, so it is in your best interest
to do all you can to prove yourself once
again with customers you have
disappointed in the past.

Use them. Never allow yourself to think
you’re the only one who understands your
business. Wise sales managers and owners
tap into the insights and knowledge of
other people so that everyone can beneﬁt.
YOU’RE THE PROBLEM – SCA
(SUSTAINABLE COMPETITIVE ADVANTAGE).
The only advantage you will be able to
create long-term is through your
employees. It starts with you being a
person with whom others want to
associate. The more you genuinely develop
your employees, the stronger your
company becomes. This assumes, of
course, that you have the right people
matched with the right jobs, and that you
are cognizant of their attitudes. Do they
want to learn? Do they want to grow? Do
they trust you?
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24/7 MARKETING.
In today’s market it’s impossible to
personally be everywhere. You have to
have the tools in place to bring you
customers from places you never would
expect them to come from.
KNOW YOUR CUSTOMER’S CUSTOMERS.
Take the time to understand where and
how your product or service is being used.
You’ll be amazed at what you learn. And
you will uncover information that will
better equip you to increase your sales.
NEVER THINK YOU’VE LOST A CUSTOMER.
If they bought from you once, even if they
had a bad experience, you can still get
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FIRE YOUR WORST CUSTOMERS.
Every company has at least a few
customers who are more work than they
are worth. I know this sounds like a crazy
premise, but it is true. Some customers
actually hurt your bottom line because they
continually make unreasonable requests.
The quickest way to “ﬁre” them is to raise
their price. Either they will leave or they
will stay — at a price that is more suited to
what is required of you to service them.
CHALLENGE YOUR BANKER /
ACCOUNTANT.
You may think they have your best interest
in mind, but with the wide range of
customers they have, there is no reason to
think they’re doing everything they can for
you.
THERE IS NO SUCH THING AS A FATAL
DECISION.
Decisions become fatal only after a
number of other bad decisions have been
made. Companies rarely get oﬀ course
because of a single move. They get oﬀ
course by a serious of bad moves, with
each one escalating the impact of the
previous one. Don’t let one bad decision
defeat you.
If you want to succeed in business and in
sales, the above rules are a good place to
start. Ingrain them into the fabric of your
sales strategy and you won’t regret it.
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