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Why Do Salespeople Fail? 
 
Let’s talk about the negative stuff first. Here are the 10 main reasons why salespeople fail to achieve 

the success they deserve: 

 

1. They have unclear objectives 

2. They don’t have a working sales plan 

3. They find it hard to prioritise activities 

4. Prospecting is not given a high enough priority 

5. They find it hard to deal with assertive buyers 

6. They don’t structure their sales calls and find it hard to be in control 

7. They don’t ask enough questions 

8. They fail to listen effectively 

9. They don’t close because they worry about rejection 

10. They avoid negotiation wherever possible and side with the customer 

 

How Can Salespeople Succeed? 

 
Most salespeople are actually good at getting on with their customers. They have good social skills 

and are committed to their own success and that of their organisation. 

 

They want to do well and give their customers great service. They are nice people doing a difficult 

job. 

 

Here are some ideas on how to improve sales performance: 

 

1. Begin with a plan. The best salespeople have a personal sales plan that sets out their 

objectives and sales strategy.  

 

2. Work on your image. Many salespeople don’t invest in their appearance and image. How you 

look and behave is very important. Think about how you want to be seen by your customers. 

What would you want them to say about you? Appearance is one thing, another is behaviour. 

 

3. Understand selling and buying behaviour. Traditional sales training has been very oriented 

towards sales techniques, which most people find irritating and non-productive. Most people 

don’t like being sold to, but they like to buy things. We need to understand how our behaviour 

affects the outcome of a sales call. We also need to be able to sell to different types of buyer. 

 

4. Work on your personal development. Learn about selling. Read books, attend courses, and 

look at the internet. The person responsible for your development is you. Don’t wait to be given 

training and development opportunities; seek them out. This is the secret of ‘lucky people’. The 

more I practise the luckier I get. 

 

5. Make prospecting your priority. Prospecting is the key activity for achieving sales targets. 

The problem is that when the pressure is on prospecting is the first thing that gets put off. Set 

aside a regular period of time for prospecting. Put together a plan. Have a mix of prospecting 

activities: Cold calling, direct mail, personal e-mailing, advertising, referrals, networking, and 

regular contact with existing customers, and joining business clubs. The key to prospecting is 

regular, planned activity. 

 

6. Put yourself in the position of the client. If you were one of your customers would you agree 

to an appointment? Most people spend most of their time thinking about themselves. What’s in it 

for me is the question they ask themselves. Sell the benefits of the appointment. It’s no good 

offering to pop in and see someone because you are in their area. What can you offer that will 

make them better off as a result of meeting with you? 
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7. Deal with voicemail. Voicemail is a fact of life we have to deal with. Ring yourself up and leave 

a voicemail message as if it was being left with a potential customer. You may be horrified with 

the result. Try writing a voicemail script which contains benefits. Also, do some research on the 

company so your voicemail is personal and targeted to the individual. “The reason I feel it will be 

useful for us to meet is …...” Sell the benefit of the meeting, rather than the benefits of your 

product or service. 

 

8. Plan your meetings every time. This means having clear objectives for each meeting. What is 

the best outcome? If we don’t achieve this, what else can I aim for from the meeting? Prepare 

your list of questions. Anticipate objections. Have all your relevant literature to hand. Finally, 

think success. If we expect to succeed, or expect to fail, we generally get what we expected. 

 

9. Set an agenda for the meeting. At some point during the meeting you need to confirm what 

the meeting is all about and your objectives. Ask the client: Is there anything specific they would 

like to achieve from the meeting? What are their objectives? Explain that you need to ask 

questions to see if your product or service could be relevant to them. Avoid presenting 

information too early. 

 

10.  Ask more questions. Asking questions is 3 times more persuasive than presenting 

information. Find out about their role, their organisation, the decision making process, problems, 

needs, finance, current suppliers and potential competition. Structured questioning works best. 

Avoid winging it! 

 

11.  Listen effectively. Salespeople are notoriously bad listeners. Practice your listening skills. We 

have some free information on listening with some listening skills exercises.  

 

12.  Identify buying criteria. When people make a buying decision there are usually 3 reasons for 

buying that are really important to them. Try these questions with potential clients. When you 

take on a new supplier what things are most important to you? What are you looking for from a 

new supplier? Ask the question several times until you have their full wish list. 

 

13.  Keep asking. The most common answer to the above is We are looking for a good service. 

What does this mean? Ask the question, Can you be more specific? Avoid the temptation to 

launch into a presentation of your service. Try to find out what they are really looking for. Have 

they had bad experiences with service in the past? 

 

14.  Make each presentation unique. Every buyer has different reasons for buying. Our role is to 

find out then convince the buyer that our solution is best. 84% of buying decisions are based on 

emotion, rather than logic. Just before deciding to buy the buyer is thinking: Am I making a 

mistake? Phrases like: “You don’t have to worry…”, “You can be confident…”, “You can be 

reassured…” etc. all help to make our presentations more effective.  

 

15.  Present face to face. Many salespeople have an initial meeting then e- mail, fax, or post a 

proposal. Presenting face to face is about 5 times more effective. Part of the close for the first 

meeting is agreement to set up a second meeting to present your proposal. 

 

16.  Don’t close too early. Many salespeople either close too early, or not at all. Closing is not 

about sophisticated closing techniques. It is about confidence and timing. A simple direct 

question works best: “Would you like to go ahead?” 

 

17.  Listen to objections. If a customer raises an objection don’t interrupt. Ask questions. Find out 

the problem. Is it a valid objection, or is the person trying to get rid of you. We all raise false 

objections at some point, usually because we are not convinced and the salesperson is trying to 

close too early. 
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18.  Learn to say no. When a customer says you are too expensive, or makes a demand that is 

going to cost you money, avoid the temptation af agreeing too easily. They are negotiating with 

you and we need to find out if their request is valid and the consequences to our business. 

Sometimes we have to say no, but look for alternative solutions that are mutually acceptable. 

 

19.  Think like a business person. Before you agree to discount, or give a concession, ask the 

question: Would I do this if this was my business? Everything bears a cost. If we increase our 

costs, or reduce revenue our profits suffer. Remember the old saying: Profit is sanity, revenue 

vanity. 

 

20.  Learn to live with rejection. All salespeople face rejection on a regular basis. Get used to it, 

learn from it, but try not to let it get you down. Work hard, plan your activity and do your best. 

 

Until next time… happy selling! 

 

Sean  

 

 
 

Sean McPheat 

Managing Director  

MTD Sales Training 
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About Us 
 

 

 

 

 

 

 

 

MTD, the sales training specialists, has been working with a wide variety of clients (both large 

and small) in the UK and internationally since 2001. 

 

Since that time we have delivered training in over 23 different countries to over 2,500 different 

organisations. 

 

Our head offices are based in the Midlands where we have our very own training centre, including a 

multi-media suite that enables us to provide a full range of blended learning solutions including 

video, podcasts, e-learning and online support solutions.  

 

We specialise in providing:  

 

• In-house, tailor made sales training courses (1-5 days duration)  

• Open courses (Delivered throughout the UK at various locations)  

• Ongoing sales development programmes (From 5 days to 2 years)  

• Blended learning solutions (online and offline) 

• Sales coaching (With Sales Directors or Sales Executives)  

 
Our team of highly skilled and experienced trainers and consultants have all had distinguished 

careers in senior sales roles and bring with them a wealth of practical experience to each course. At 

MTD Training we will design and deliver a solution that suits your specific needs addressing the 

issues and requirements from your training brief that best fits your culture, learning style and ways 

of working.  

 

Our Key Unique Selling Point 
“Bespoke, practical and quality training delivered by a trainer experienced in your industry  

is a “given”. Where we really make a difference is how we help your sales peoples to embed  
and implement the learning after the course. We offer industry leading post course support  

to make this happen so you get a real, tangible return on your investment” 
 

 
 

Head Office:  

MTD Sales Training, 5 Orchard Court, Binley Business Park, Coventry, Warwickshire, CV3 2TQ 

 

Website: www.mtdsalestraining.com 

Email: enquiries@mtdsalestraining.com 

Telephone: 0800 849 6732                                                                                              
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MTD Have Worked With... 
 
Credibility and trust are two important factors when selecting an external training partner as you 

will want to know that you are in safe hands. From multi-nationals through to the small business, no 

matter what your industry, size or complexity is, we have delivered training to over 2,500 different 

organisations that include: 

 

 


