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L
isten closely and you can almost 
hear the groans…not another 
sales book! Sure, the occasional 

sales tip can come in handy, but it’s the 
rare how-to book that actually gives 
you the unvarnished truth about selling 
— because without motivation, you’re 
sunk.

Warren Greshes, a sales pro turned 
business improvement speaker, learned 
long ago that the right attitude opens 
doors…lots of them. In The Best Damn 
Sales Book Ever, Greshes outlines his 
“16 rock-solid rules for achieving sales 
success” — detailed steps for motivating 
yourself and developing a positive mental 
vision for your career and your life. It 
sounds like something we could all use, 
whether our job title has the word “sales” 
in it or not.

Planning to succeed
According to Greshes, attitude and 
commitment are not qualities we’re born 
with. Rather, they’re developed through 
setting goals, planning, and creating a 
sense of purpose for ourselves. When was 
the last time you visualized your success, 
a detailed mental picture of where you 
want to be next month, next year or even 
10 years from now? 

The Best Damn Sales Book Ever gives 
readers a useful process for maintaining 
a high level of personal motivation. It 
starts with developing a written five-year 
plan for your life, career, and business. 
This detailed list of goals enables you to 
focus more clearly on what you want to 
accomplish, when you want to accomplish 
it, and the specific steps you’ll take to get 
there.

Ever notice how much easier grocery 
shopping is with a written list? Without 
one, most of us tend to wander around 
aimlessly, wasting time and spending 
more money in the process. It’s the same 
with a life plan, says Greshes — writing 

down our goals provides some much-
needed focus. More importantly, it makes 
us accountable to ourselves.

The most effective life plans have 
three basic components, according to 
the author. They are 1) expressed in 
continuous action, 2) broken down into 
manageable steps, and 3) structured so 
you can measure your progress every step 
of the way. For example, your goal is to 
earn $100,000 this year. If your average 
commission is $1,000 on each sale, what 
sounds less daunting —closing 100 deals, 
or closing just two sales a week?

By breaking down the steps even 
further — the number of appointments 
needed on average to make two sales a 
week, for example — you begin to create 
a plan for continuous action that will get 
you that much closer to your goal.

Building a better 
salesperson
So, besides a solid plan, what else do you 
need to succeed? Greshes identifies some 
of the personal qualities common to top 
salespeople everywhere:

They are goal-oriented. 
They constantly practice and prepare.
They are in control.
They are persistent.
Most importantly, successful sales 

professionals learn to create and sell value 
rather than price, and seek to become 
indispensable by going the extra mile — 
delivering the benefits of speed and ease, 
and serving as a resource to educate and 
inform those around them.

Advice from the trenches
In addition to his “rock-solid rules,” 
Greshes sprinkles The Best Damn Sales 
Book Ever with entertaining sidebars 
— sales tips, alerts, and rants — from 
his years on the front lines. Among his 
best revelations: rejection is personal. 
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The only way to handle it is to know how 
much rejection you “need,” or how many 
no’s it takes you on average to get to a yes. 
Recognizing where you are in the process 
helps you to view rejection as a necessary 
step — one that gets you closer to your 
goal every time.

Greshes’ last rule is certainly one that 
can be applied to everyone in business, 
regardless of job title: love what you do 
and success will follow. That kind of 
passion can’t help but be contagious to 
customers, colleagues, and staff alike.
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