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Where you live and how you 

succeed are joined at the 
hip. 

When I say "success environment" what 

do you think about? Is it the French 

Riviera where you are out sunbathing and 

relaxing? Is it a brand new office, with a 

brand new computer, and you in a brand 

new suit? 

Throw some cold water on your face 

there, Sparky. 

That's not the environment I'm talking about. I'm referring to the 

environment you set for yourself -- your personal environment, your 

success-setting environment. In short, your surroundings both physical 

and mental, how they play a vital role in your success, and how you can 

harness their power by taking control of them. Oh, THAT environment. 

NOTE WELL: The success environment begins in your head (environ-

MENTAL) and manifests itself in everything you do, and every place that 

you occupy. It also manifests itself through the people you interact with 

-- your family, your friends, your business associates, and, of course, 

your customers. It starts with the "weather and climate" you set in your 

head. Hopefully yours is set on "sunny and mild." 

Your mental environment starts with a positive attitude and grows to 

your thought dedication and your acceptance of new things (change), 

new people, and new ideas. It's your mental receptiveness, your mental 

willingness to see the bright side of everything, and your mental ability 

to turn obstacles into opportunities. 

By setting the right mental environment, your physical environments 

and your personal relationships become the stepping stones to your 

"Sales don't die -- you kill them. 
BUT -- sales can be revived 
you have to do is buy this book, 
and administer the lessons to

yourself!" 

-- Jeffrey Gitomer, author of 
Little Red Book of Selling



success. Think about where you live, think about where you work, and 

think about who you associate with. These are your environments. 

They're your surroundings and the people you surround yourself with. 

Read the rest of this article 

 

 

 

  

 

TODAY ONLY Dan's new book 

Sales Autopsy is available with a

spectacular package of over a 

dozen downloadable goodies and

gifts. The book shares over 50 

spectacular selling blunders

the lessons you can learn. For 

details go to 

www.SalesAutopsy.com/

bestseller.htm. 

 

 

Jeffrey's Sales Rant is a clip 
from his online training video 

library. 

watch the rant now 
(you need it) 

Requires Flash player

www.trainone.com 

"Style adds to attractiveness.  And 

the wrong style can make you

unattractive or unconnectable. Ok, 

not unconnectable, but certainly

less-connectable. Wearing brown 

shoes with a tuxedo doesn't just

look bad, it sounds bad."  

Jeffrey Gitomer, from his newest best 

seller,  

The Little Black Book of Connections
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Jeffrey, 

How often should you e-mail your customers? 

Joe 

Joe, 

E-mail your customers weekly. You get my weekly e-mail 
magazine. That should be your first clue that weekly works best. 
Words of caution once you start: You cannot stop. I get calls and 
e-mails when my e-zine is sent one hour late. Additional words 
of caution: Your e-mail must contain a value message, not just a 
sales message. 

Best regards, 
Jeffrey  

Jeffrey,  

Lead generation is the lifeblood of sales. What can I do to improve 

qualified leads for our company? 

Jerry 

Jerry, 
Create the law of attraction rather than try to get leads. This e-
mail magazine, Sales Caffeine, is a lead generator. It creates 
leads without making one sales call. Your number one job as a 

seller is to provide value to your existing customers and your 
prospective customers so they will want to learn more about 
what it is you can do for them. That's not just a lead - that's a 
qualified lead.   
Best regards, 
Jeffrey 

 

 

an excerpt from SALES AUTOPSY  

guest column by Dan Seidman 

 
What is friendly? 
by Brian Parsley  

When I say the word "friendly" what 

do you think of? A smile? A 

greeting? How about just a look? 

The great news about this thing we 

call friendly is the cost factor. There 

are few things you can implement 

that have so much impact with so 

little investment. When you're

friendly, it says that you are willing 

to serve your customer. Serving the 

customer is what creates profit, not

products.   

Some people think that friendly is 

reserved just for the hospitality 

business. Reality says you have a 

responsibility to be friendly. 

Friendly starts at home, in your 

personal life. You can't give four 

people the finger on your way in to

work, complain about the lines at 

the elevator, and give the best 

friendly service to your customer. 

Friendly is not difficult, but it 

requires your awareness.   

Read the rest of the article

Your Success Story 

A few years ago, I was questioning 

my decision to go into sales. I 
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Dan Seidman has collected over 600 hilarious selling blunders. Check 

out today's tale where a couple of sales reps deal with an easy prospect 

and her difficult kitty... 

PLAYING FOR PROSPECTS 

  

It was our industry's biggest trade show and I was working the booth 

for my company. NACE, the National Association of Colleges and 

Employers, serves almost 4,000 organizations -- schools and the 

companies who recruit at them. 

  

At the event's big dinner 3,000 people filled the ballroom of the Hyatt 

Crown Center in Kansas City. A jazz band was playing and two 

incredible buffet tables ran wall to wall on either side of the room. Food 

covered the white table cloths and decorations included festive 

streamers, candles, and brightly polished brass instruments. 

  

As a trumpet player who had to choose between basketball or band in 

college, I had long ago set aside my horn. But I was feeling on top of 

the worl! d and the temptation was too great. There were two 

temptations, actually. One was the trumpet, the other was a table of 

good looking women I'd met during the conference. I grabbed a shiny 

instrument off the buffet, knelt down next to a table of women, and 

started to play. Fifty feet away, the band's drummer saw me and 

started to call me up on the stage. That was a bit more attention than I 

wanted, so I grinned, shook my head and turned back to return the 

horn. 

  

What I didn't notice, is that while I pulled the trumpet out of the 

display, I dragged the streamers across some of the candles. The 

spectacular centerpiece of brass instruments on the buffet table was 

now in flames.  

  

In the darkened room, the fire was actually quite beautiful. I began 

beating on it with the table cloths themselves. Waiters rushed over with 

their water pitchers, dumping it on the fire. We finally extinguished the 

inferno, leaving a mass of blackened, smoking centerpiece. 

&! nbsp; 

And the band played on.  

  

The evening continued w ithout interruption. Waiters began cleaning up 

my mess. People along the buffet table were laughing and I was 

relieved that the ceilings were so high that no alarms had sounded and 

(this would have been fun) sprinklers had not gone off - drenching 

3,000 of my new friends. So nothing really bad happened -- that is, 

until my VP of Sales heard about my artistic performance. 

  

POSTMORTEM: Looking back on that experience made me wonder -- 

what is a salesperson? Someone crying for attention? Look at me, listen 

to me, love me. Buy from me! Sometimes we just need to sell and shut 

up. We did gain clients, prospects, and great exposure from that show. 

I didn't need to go beyond the call of duty and try to be the shining star 

(by the way, my VP was furious, but I bailed myself out with plenty of 

business from the event). 

(c) 2006 Dan Seidman, www.SalesAutopsy.com 

Want more sales horror stories? TODAY ONLY Dan's new book Sales 

Autopsy is available with a spectacular package of over a dozen 

downloadable goodies and gifts. The book shares over 50 spectacular 

selling blunders and the lessons you can learn. For details go to 

www.SalesAutopsy.com/bestseller.htm 

couldn't get appointments, deals I 

thought were going to close didn't 

(or closed to another competitor), 

and on and on. In short, I was 

having the pity party of a lifetime. 

I was making some cold calls in the 

Midwest and got shot down by

everyone. I couldn't understand it. 

My company offers a great 

product, with great service, and an 

awesome reputation. I didn't think 

I was all that bad either. It was the 

end of another long day of 

rejection, and I decided to make 

one last call. I had all but decided 

to quit, but I wanted to make one

more call. So I dialed the number 

and yep, you guessed it -- I got 

rejected. But this time, I didn't get 

down on myself. And no, I didn't 

quit. I just kept askin! g questions 

as to why I was being rejected. 

Ultimately, there was really no 

reason other than the customer 

was happy with her current 

vendor. So I kept asking questions. 

Finally, she admitted that it wasn't

really that she was completely 

satisfied; she just didn't see the 

point because "all software is the 

same, right?" Well there was my 

shot. I asked for a meeting. On our 

dime I would come to her and 

present what we had to offer. If 

she wanted me to leave after 10 

minutes, then I would leave and 

not bother her again. She would 

know that she already had the best

product money could buy, and I 

would know what was lacking in

my system -- a win-win for 

everyone involved. Our meeting 

was at 10 o'clock. It was snowing 

that day, so I arrived at nine to 

meet everyone in the office (just in 

case they closed the office and 

went home early). They didn't let 

me leave until five o'clock that 

afternoon. I ran through my 

presentation four times for the 

office staff and differen! t levels of

executives. At the end of the day, 

this meeting that was t o help me 

did help me. And it allowed me to 

help the customer in the process. 

The client became a great business

partner and has been for the past 

six years. To this day, I use this 

example with my staff. Asking 

questions and never giving up are 

two of the best tools a salesperson 

can have. 
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Buy Sales Autopsy TODAY! 

 

 

 

This week, get Jeffrey's 

How to Prepare Your 30 Second Commercial CD  

How to Deliver Your 30 Second Commercial CD  

Best Place to Network CD  

Networking for Results CD  

and Jeffrey newest best seller, The Little Black Book of Connections  

-- Donald 
Each week, we 

feature a 

salesperson's 

success story. 

Please send your 

stories to 

megan@gitomer.com. If your

is published, we?ll send you a free 

Sales Caffeine mug with Gitomer 

Brew! 

 

 

Jeffrey's Upcoming 

Public Seminar 
Schedule 

Want to know when Jeffrey is 

10/18/06Syracuse, NY

10/19/06Secaucus, NJ

10/25/06Springfield, MO

10/26/06St. Louis, MO

10/31/06Boston, MA

11/02/06Grand Rapids, MI

11/09/06Atlanta, GA

11/15/06San Diego, CA

11/24/06Bucharest, Romania

12/07/06Las Vegas, NV

12/08/06Success Weekend, 

Las Vegas

01/31/07Oklahoma City, OK

02/16/07St. Pete Beach, FL
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for $40! 

Buy the Deal of the Week NOW! 
coming to your area LIVE? 

06/08/07Cincinnati, OH

 

Jeffrey's Upcoming 
Teleseminar Schedule

12/04/06What are you giving 

yourself for 

Christmas?!

 

 

Introducing TrainOne CUSTOM 

COURSEWARE Equipped with self
assessments to enable tailored 

training, interactive selling 

situations and simulations, and pre 

and post tests to monitor 

improvement, the objective of this 

process is simple; build stronger 

relationships with your customers, 

better prepare you to make 

productive sales calls, and help you 

make more sales to new and 

existing customers. Tailored to fit 

your specific issues and needs!

"Great sales lessons! I have 

already used several of the 
suggestions you recommended, 
and they do work!" 
--Linda Leeds 

Click here for more testimonials

View the TrainOne Demo
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Sales Caffeine is a weekly email distributed by TrainOne.com and Buy Gitomer, Inc.  

310 Arlington Ave. Loft 329 Charlotte, NC 28203 704/333-1112 

 

 

For a printer friendly version of this ezine (without graphics), please go to our printer friendly page at 

www.gitomer.com/index.cfm?GitAction=Ezine.EzinePrint&Issue=258&dropLayout=YES 

© 2006 All Rights Reserved - All great salespeople-and those striving to be great salespeople-should 

read this ezine. Don't even think about reproducing this document or its contents without written 

permission from Jeffrey Gitomer. But feel free to forward this or email it to all of your friends. For 

reprint permission, please call 704/333-1112. 
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