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Are you a sales rock
star, or just a member
of the band?

When you hear a boss talk about their BEST salesperson, they often
refer to him or her as a “rock star.”

It's the highest praise your boss can give someone on your team. Every
salesperson aspires to be referred to in that manner, but very few make
the grade.

Many have the talent. Many get to the top of the charts for a month or
two. Many make it to number one, and then burn out. What's your
rating on the top 100 chart?

If you're a rock star, it means...

You have superior talent - you can play, and you can sing.
You can harmonize with everyone else in the band.

You write song lyrics that others identify with.

Your fans don't just like you - they LOVE you!

You have a confidence, a swagger.

You are a leader. At least of your own band.

You are respected by your peers as a talented player.
People write about you.

People will pay to see you play.

People want (and will pay for) your autograph.

You have proven yourself over time with consistent quality.

It also means...

You know the business of rock and roll.

You have real wealth, not just money.

You could qualify for the Rock and Roll Hall of Fame.
You could become a legend.

How do you view yourself?

Are you the Bruce Springsteen of the E Street band?

Or are you just a roadie?

Most salespeople would like to THINK of themselves as a rock star, but
don’t display the talent to match their definition. The fact is, someone
else referring to you as a rock star is more powerful than you calling
yourself one.

But there’s much more to it than that.

Ever think about what it took for a rock star to become one? To achieve
in the face of doubting people or naysayers? To face rejection after
rejection? To spend endless hours practicing and rehearsing? To hone
their skills and craft - and THEN achieve the acceptance of others?
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Make some sales, and some more sales, and finally a number one song,
and a sellout concert.

WOW! - no wonder so few people make it.

And yes, there is a dark side to some rock stars. They become self-
abusive. Many put their own lights out early. Luckily in sales, there’s not
that much time to get into trouble.

It’s true, not all rock stars are pure — BUT - neither are regular people.

Rock stars, like everybody else, have to show discipline and take
consistent good actions. Kind of like you.

Read the rest of this article
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“Superior service leads to trust,
understanding leads to trust, and
willingness to help leads to trust.”

-From Jeffrey Gitomer’s Little Teal
Book of Trust
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10.5 COMMANDMENTS
of SALES SUCCESS

THE JoURNAL RECORD

Join Jeffrey Gitomer as he presents
The 10.5 Commandments of Selling
from his New York Times Bestseller
The Sales Bible. Learn how to
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become a master salesperson of any
product or any service in any
economy!

Click here to register NOW!
www.gitomer.com/oklahomacity
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IN PORTLAND, OREGON
: MARCH 13
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Join Jeffrey Gitomer as he presents
his book, The Little Red Book of
Sales Answers. Got a question you
can't seem to find the sales answer
to? Well now is your chance to ask
the expert himself while learning
other answers to help make you a
SALES MASTER!

Click here to register NOW!
www.gitomer.com/portland
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TO THE CUTTING EDGE of
PERSONALIZED ONLINE
SALES TRAINING.

TrainOne features the exciting,
interactive training modules
of the all new
Learning Management System
These modules are engaging,
easily transferable, and 100%
geared towards ¥YOU.
Founded by Jeffrey Gitomer and
driven on the principle
of sales education with real-
world, measurable results,
TrainCne gives you
infarmation and answers you
can take into the street and turn
into money
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