
 



INTRODUCTION 

Selling From The Heart goes against everything that standard sales training teaches you. The world 
has changed and yet, how we sell seems to be stuck in past decades. No longer are the old-school or 
hard-nosed tactics working, it’s time for a change. 

So how do you sell in this current environment? From the heart!!! You put the needs of your clients 
first. You place them up on a silver business platter. You intently listen to their every word, what they 
need and how you can best fill it. You care about them as people and develop strong relationships with 
them. You don’t go in for the kill, make the sale and abandon them. You take care of them each step of 
the way. 

How you generate business has changed in some ways and not in others. The internet and social 
media have opened up opportunities that didn’t exist before, but that has caused some sales reps to 
become lazy. They refuse to do the actual work needed to secure new accounts and blame everyone 
and everything but themselves for the lack of sales progress. That has to stop. 

Selling From The Heart is about becoming a true sales professional who takes responsibility for 
their results. They don’t blame others when things go wrong, they look inward and determine what 
they could have done to make the outcome better. It is not about blame but self-examination. Taking a 
true look at yourself and congratulating yourself on what you did right and making a plan to become 
stronger in the areas that you are weak. 

It is also about becoming your authentic self. It is not about copying what others do and how they 
look. The real you is waiting to come out, and it is wonderful. You have unique skills to bring to the 
table, and when you find them and use them, your sales will soar. You have an individual story, and it is 
time that it was heard. When you share who you are from the heart, it creates a connection that is not 
easily broken. 

Sales professionals create a prospecting plan that includes daily actions for success. They know 
how to break down their goals and then do the things needed daily to reach those goals. They are 
persistent and don’t let rejection take hold in their heart. They also recognize that building a sales 
business takes time. Not everything happens immediately, and they are willing to work on the sales 
relationship until the time is right. They do this because they care about their career. 

It is all about community. Sales professionals create a referral network where everyone benefits, 
even if that means sometimes supporting the competition because it is in the best interests of the 
client. 

The biggest asset of the sales professional is that they are always learning. They don’t sit on their 
laurels and think that they know it all. They are always learning and exploring new methods to increase 
their results and are not afraid to get coaching and mentorship to get there. Yes, you can say they 
become vulnerable and accept the fact that this helps them to grow. 



HOW TO USE THIS JOURNAL 

First of all, I want to congratulate you on getting this journal. It shows that you are a sales 
professional or one in the making. Your commitment to yourself is going to reap many rewards! 

The best way to use this journal is to use the journal. Nothing ever happens unless you take serious 
action! As you finish each chapter of the book, reread the summary here and work on the questions. 
Take your time and think them through. This book is designed to help you grow and develop, and that 
will only happen when you take it seriously. 

The goal of this journal is to cause you to think and self-reflect. It is here to help you take a deep 
look inside yourself and become the best version of YOU. It will help you see areas that you need to 
work on and others that are strong and will take you places. 

As you self-reflect remember, you are a work in progress. Not everything will happen overnight. 
Once you have recognized what areas you need to work on, it will take practice and perseverance to 
make it strong and effective. Don’t give up. Results are just around the corner if you don’t quit. 

Thank you for taking the time to invest in yourself. That kind of investment always reaps results! 



CHAPTER 1 

 

Chapter Summary 
1. Your story matters but should never hold you back from achieving your sales goals.  

2. Failure is never final. It is what you learn from it and the actions you take, not to make the same 

mistakes again that will create success. 

3. The only way to be excellent in sales is to stop the excuses and decide to take responsibility for 

your results. 

4. You CAN be your true, authentic self and great at sales. 

Questions For Workbook 
1. Describe what does it mean to be your authentic self? 

2. Reflect on the last time you failed at something, what were the top three takeaways that allowed 

you to overcome failure? 

3. List three ways you can hold yourself personally accountable to help you achieve success. 
❖

❖

❖

“Sales are not easy. Sales are not for everyone, nor for the weak at heart. It requires 
discipline, determination, and a game plan. It takes a lot out of you, and you must be 

willing to pay the price, but the rewards are worth it.”


