FIVE INTELLIGENT RISKS

FOR
SALES PROFESSIONALS

by
Jim McCormick

Ascending to a new level of performance in any endeavor is a matter of taking intelligent
risks well. Sales is no exception. Having written a book on intelligent risk-taking called
The Power of Risk and often speaking to sales professionals, I'm regularly asked by
ambitious sales people what risks | suggest they take. Here are my top five suggestions
for any sales professional:

See Yourself as the Expert You Are

Step Up to a More Sophisticated and Persuasive Sale
Ask for Referrals and Make Cold Calls

Always Do What is Best for Your Customer

Venture Out of Your Comfort Zone
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Sound good? Here are the details:
1. See Yourself as the Expert You Are

Make sure you move past seeing yourself as a sales person to seeing yourself as an
expert and customer resource. Be the person who knows your products or services
better than anyone else. More important, know how they can help make your customers
more successful. You know you've achieved the necessary level of expertise and
customer awareness of your expertise when customers seek you out to assist them with
solving their problems.

2. Step Up to a More Sophisticated and Persuasive Sale

Do the research necessary to understand your customer’s business, cost structure and
revenue stream well enough to sell your products or services based on the Return on
Investment they will receive when they buy it. This transitions purchasing your products
or services from an expense to an investment.

3. Ask for Referrals and Make Cold Calls

Make sure you're still employing the sales basics of asking for referrals and making cold
calls. A satisfied client will gladly refer you and you always need to be expanding your
customer base.

4. Always Do What is Best for Your Customer

You'll always be more successful in the long term by letting the best interests of your

customer guide you. A powerful example is bringing in a colleague who can bolster your
expertise when needed and help you better serve your customer.
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5. Venture Out of Your Comfort Zone

To perform at a higher level you'll have to try new ways of doing things. You may also
need to try things again that did not work in the past. In short, you'll need to step out of
your comfort zone and do things that may make you uncomfortable, at first.

In all these risks, it is wise to follow the Six Steps of Intelligent Risk-Taking as presented
in my book The Power of Risk:

Succinctly describe the risk

Assess the possible outcomes

Devise success enhancement measures
Revise the likelihood of success
Conduct a disaster check

Make a decision and proceed
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You cannot expect to improve performance while doing things the same way you have in
the past. You'll need to grow, adapt and take some intelligent risks. The good news is
that both the process and the results are rewarding.

Jim McCormick is the co-author of Business Lessons from the Edge
www.BusinessLessonsFromTheEdge.com, the author of The Power of Risk and the
editor of 365 Daily Doses of Courage. Jim draws on his experience at a World Record
and North Pole skydiver, MBA and former corporate Chief Operating Officer to help
teams and individuals move past self-imposed limitations through presentations,
seminars and performance coaching. You can contact him at www.TakeRisks.com.
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