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Simple Ideas To Improve Your Sales Success 
 
I have some ideas that you might find useful. 

 

In these troubled times we need to up our game to win more business. 

 

Here are the ideas. If you can honestly say you are doing 75% of these you are in the top 10% of 

the world’s salespeople. 

 

1.  Contact all your existing customers at least once a month. They are easier to sell to and most 

salespeople don’t do it. Most business that is lost dies because of neglect 

 

2.  Start sending your customers e-mails that they will find helpful. Make sure the content is useful 

and informative to them. Don’t do an obvious sales pitch. Add value 

 

3.  Attach a signature to all your e-mails with links to good information. 

There are 2 on this e-mail (see below). Click on them and you will see what I mean 

 

4.  Review how you deal with enquiries. How quickly do you respond? The quicker the better. Set a 

target for responding to enquiries 

 

5.  Get someone to carry out a mystery shop on your business. How well do you treat your 

customers? Ask them for feedback 

 

6.  Always follow up a mailshot with a telephone call. It increases response rates by 50% 

 

7.  Prepare for appointments. Most salespeople don’t. Work out your objectives, prepare your 

questions and have a positive attitude. Try to visualise a positive outcome 

  

 

8.  Be positive. If you sound negative your customer will pick this up. Don’t go over the top, but try 

to look and sound confident 

 

9.  Ask more questions. Asking questions is 3 times more persuasive than presenting information. I 

have some great stuff on this. E mail me and I will send you it 

 

10. Listen. Most sales people think listening means ‘waiting to interrupt’. 

Interrupting customers is irritating. Listening is more persuasive 

 

11. Sell the benefits. Most customers are thinking “What’s in this for me?” Tell them 

 

12. Ask for commitment. 75% of salespeople don’t because they fear rejection. The best closing 

technique is to ask “Would you like to go ahead?” 

 

13. Closing is not about techniques. Closing is about confidence and timing. 

When you feel the time is right ask for commitment, or an order 

 

14. Work on your image. Do you look and sound successful? When people interact with us 7% of the 

message they receive is from the words they hear, 38% is from our tone of voice and 55% is from 

our body language 

 

15. Eye contact is very important. Make positive eye contact. This makes you look confident and in 

control 

 

16. Look upon objections as a positive thing. Ask questions and find out their concerns 
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17. Work on your selling skills. Learning is a lifetime issue. Keep developing your sales skills 

 

18. Have a plan. I can help you with this. Failing to plan is planning to fail.  

 

19. Work harder. In hard times there are still loads of opportunities 

 

20. Manage your manager. Use all the resources that are available. The best sales tip. Find someone 

who is successful and copy what they do 

 

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: 

 

 


