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LEGAL NOTICE: 

 

No part of this Information Product may be republished, modified or altered in 

any way without the express written permission from Anita Kirkman (Coach 

AnitaK). 

 

Coach AnitaK has strived to be as accurate and complete as possible in the 

creation of this ebookt, notwithstanding the fact that she does not warrant or 

represent at any time that the contents within are accurate due to the rapidly 

changing nature of the Internet. 

 

While all attempts have been made to verify information provided in this 

publication, The Author assumes no responsibility for errors, omissions, or 

contrary interpretation of the subject matter herein. Any perceived slights of 

specific persons, peoples, or organizations are unintentional. 

 

Like any other practical advice books, there are no guarantees of income made. 

Results may vary depending on the individual, resources, luck, skills, and ethics. 

Readers are cautioned to apply with their own judgment about their individual 

circumstances to act accordingly. 

 

This book is not intended for use as a source of legal, business, accounting or 

financial advice. Readers are advised to seek services of competent 

professionals in legal, business, accounting, and finance field. 
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Super Sales Strategies 
Powerful Tactics to Boost Your Profits! 
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Chapter 1: Introduction 
 

 
 

 

Welcome to “Super Sales Strategies” 

 

In this book, you will learn all about ideas that sales superstars use to become 

who they are today and how you can become like them too. 

 

In the 21st century, times have changed and it isn’t easy to anticipate the 

demands of your clients or customers. 

 

Those of us who have been in sales know because we’ve gone down that road 

before and can testify that it isn’t easy whether you are online or offline. 

 

Gone are the days of pounding the pavement or pounding the phone hoping to 

get sales from random strangers. 
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Just take a look at history. Ancient civilizations were all conquered by foreign 

nations with superior weaponry like guns, grenades and cannons. Your swords 

and shields won’t win you the battle no matter how motivated or hyped up you 

are. 

 

It is the same when it comes to sales. In the sales line today, you just can’t 

approach your 21st century customers with obsolete tactics from the 80s. 

 

In a few moments, you will understand what is meant by that statement. 

 

So sit back and enjoy. 

 

Let the theories open your mind and pave the way for your super sales success. 

 

To Your Ultimate Success! 

 

Coach AnitaK 
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Chapter 2: Popular Sales Myths 
 

 

Firstly, let’s tackle a couple of sales myths and how we should change our 

mindset by dispelling these false ideas from our minds. 

 

 

The Best Products Don’t SELL Themselves! 
 

Just because you have the best product in the world doesn’t guarantee that you 

will be rich. 

 

Maybe you have heard of this term: “build a better mousetrap, and the 

world will build a path to your doorstep”. 

 

This was believed to ring true, because several decades ago, there really weren’t 

many products around. While we had inventions like the light bulb or the 

discovery of electricity, there really wasn’t much competition for the Nobel Prize 

(if you get what I mean). Technology had not reached the stage where innovation 

and ingenuity was conceptualized like it is now and at today’s speed. 

 

When the term was coined, there weren’t many ‘better’ mousetraps around. 

 

Today in the 21st century, better mousetraps (meaning better products) are built 

on a daily basis. But, just because you have a better product, doesn’t mean that 

the product will automatically sell itself and make you rich! 

 

In the past, people weren’t swamped with tons of advertising. Anything new or 

better was easily noticed by the masses because there wasn’t much competition. 

 

Today, if you have a better vacuum cleaner, insurance plan or even a car that 

can fly, you are fighting an uphill battle against the masses of advertising 
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campaigns and customer skepticism.  So much so that it will take more than a 

few satisfied customers to make you rich. 

 

You will need to get the word out to the people. You can’t just sit still – you need 

to focus on constant education. You need to convey the benefits of your new 

product in such a way that people will want to buy YOUR brand over the other 

24,197 competitors out there. 

 

The most important of all, you want to stand out! Show them that you are 

different and extraordinary. You want a unique selling point and you want to tell 

the masses all about it.  It’s not about being the best per se, but rather about 

being “the choice” in your industry. 

 

Do whatever it takes to ‘shock’ your audience and give them something to 

remember. There are many ways to make money today but any industry that is 

profitable will attract many other competitors into that market. 

 

For example:  

 

If you are in network marketing, it doesn’t help if you keep on talking about how 

good your network marketing company is. It doesn’t matter how great the product 

is or even how great the company’s background might be.  If you are with a good 

company, chances are the market knows how good your company is.  

 

But their key question is, “if we wanted to start a network marketing business, 

why should we join YOU and not the charismatic leader on stage with a thousand 

downlines on his team? In other words, what can YOU offer that will set you 

apart from the others? (Remember, people join YOU, not just the company!) 
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Brrrr, is It Cold In Here to You? 
 

Have you heard of the word – ‘cold calling’? Have you ever wondered why people 

coined the term ‘cold calling’? Because you will most probably receive a ‘chilly’ response 

on the other side! 

 

Can we talk?  Let’s be honest here.  How do you like getting a call from a complete 

stranger (you know they always seem to call at the most inopportune times)?  Perhaps 

you might like it, if you were extremely lonely, extraordinarily friendly or if they informed 

you that you’ve just been entitled to a huge sum of cash (and it was FOR REALl)!!.  

Other than that, nobody likes to receive a call from a stranger – especially one who is 

trying to sell you something. 

 

You can be sure; it isn’t always about the numbers. 

 

Cold calling is one of the most ineffective ways to ‘market’ a product – by intruding into 

the privacy of a prospect that isn’t too keen on receiving your call in the first place. You 

will also need to overcome tremendous resistance and have nerves of steel (to 

withstand the rejection). It does nothing to educate the customer about your product and 

you won’t get very far with your sales force. 

 

In the 21st century, the seller doesn’t go to the buyer – the buyer finds the seller and the 

ball SHOULD be on the seller’s court.  Remember, people like to buy, they just don’t like 

to be sold. If the buyer is the dictator, they will look down on the seller and it becomes 

very difficult to communicate the benefits of the product because they don’t have an 

open mind! 

 

People prefer to seek out their own merchants. All they need to do is switch on Google 

and type a few words into that little box. They don’t need a salesman to call them up 

during their dinnertime to tell them how their latest lawnmower will change their life! 
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Seeing People… Does It Work? 
 

If you join certain sales organizations or network marketing companies, they will 

keep telling you to, “see the people, see the people”. However, what kind of 

effect does that have on the recruit?  Let’s take a quick look at it from their 

perspective. 

 

You are a salesman and you are driving all over town trying to meet up with all 

your prospects during lunch then you are probably frustrated with getting stood 

up or meeting up with unenthusiastic clients who are not too happy to see you to 

begin with. 

 

Just like cold calling, cold contacting these prospects is not the best way to 

communicate value to them even if it is done face to face. Once again, you are 

going to them and they are not coming to you. 

 

A lot of network marketing reps run all over town trying to ‘show the plan’ to their 

prospects, only to result in rejection or an unenthusiastic response.   

 

They think just because they get time in front of their prospects, they will become 

millionaires if they do it over and over again.  And when they find that it is not 

working as they had hoped, this is the point that they begin to want to give up 

and reconsider being in business. 

 

This sales method is hard because the customer doesn’t perceive them as an 

expert and will not respect them as one. The customer is also not as educated 

about their product or service; therefore they will be facing an uphill battle to win 

the potential customer’s attention. 

 

Sometimes the salesperson may be very nervous because the customer is in 

command, and salesperson is not!   Then the recruit might even become worried 

about running costs and ‘conversion’ rates.  A lot of time is spent going through 

the ‘no’s before getting to the ‘yes’es! 
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Marketing is not sales and sales is not marketing. It’s very important not to 

confuse the two! Trying to start a business without proper marketing techniques 

will lead to frustration and failure! 

 

 

Advertising Spamming! 
 

There are many out there who paste a whole bunch of flyers, brochures, name cards, 

sign boards and pointless advertising out there hoping to score some sales or get 

strangers to call them. 

 

This is soooo… 90s (or even 80s). 

 

Ask yourself this question… If an expert in Internet marketing decides to paste a sign 

board on top of a tree – do you think his prospects will respect him if they see that sign? 

Definitely not! Neither would your prospects respect you if you do the same! 

 

For the most part, it is also pointless to put name cards or flyers all over town hoping that 

people would see your name card or your flyers and somehow, be impressed by it and 

call you up with a credit card in hand, ready to buy.  That can sometimes work 

depending on the message, but that is the exception and not the rule.  And, it usually 

takes hundreds and sometimes thousands of these cards and flyers to even get a few 

bites. 

 

History has shown that any form of advertising without a proper way to track your sales 

only leads to ineffective marketing or worse – a waste of money! 

 

Unless you are some sort of corporate giant like Coca Cola, advertising campaigns that 

do not solicit DIRECT RESPONSE is a surefire way to burn a hole in your wallet. 

 

 

Desperation Doesn’t Sell 
 

Most sales people are too eager to pamper their customers in order to win over their 

business. They beg and cajole their customers to buy their products and services while 
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the customer takes full advantage of their ‘need’ to please them only to reject 

their offer when they are done ‘using’ them. 

 

Make no mistake about this. If you are willing to bend over backwards just to win 

over your customer, you are in for a disappointment if you put your customer too 

high up on a pedestal. 

 

Neither would we respect a sales person who gives their phone number, fax 

number, e-mail address, pager or even their house address in an eager attempt 

to PROVE how good their customer service is, in an attempt to score a sale! 

 

Customers are not stupid. They know, from past bad experiences, that the first 

thing that happens after they sign on the dotted line is the honeymoon is over.  

When the customer needed service or help, they ran into a whole bunch of lazy 

customer service guys or they had to go through an automated phone maze only 

to finally get to an annoying call waiting song, just so they can wait some more! 

 

If you want to be truly effective in your business, you must learn to separate the 

wheat and the chaff.  

 

Not all prospects are quality customers and if you bend over backwards trying to 

please every single one of them, your business will suffer in the end. You would 

rather work with a few quality customers than to squeeze an unwilling prospect to 

part with their money, only to wind up with more customer support issues, 

complaints and bad word of mouth due to dissatisfaction! 
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Chapter 3: Important Marketing 

Benefactors 
 

 

Now that we’ve covered the popular sales myths, let’s explore what are the most 

important benefactors in marketing! 

 

 

Branding Yourself As An Authority 
 

Branding is VERY, VERY important. Today, the average consumer is spoilt for 

choices and only the ‘best’ wins. Now, you may not have the ‘best’ product in the 

world, yet you can position yourself as the ‘choice’ with a few good marketing 

strategies. 

 

What makes you different from the guy down the street? In order to succeed in 

whatever field that you are in, do you know that you need to establish yourself as 

some kind of authority on the product or service that you are providing?  

 

People in the 21st century are inherently skeptical because there are a thousand 

and one other brands out there. It is much harder to acquire a new customer than 

it is compared to keeping an existing one. 

 

When you have the expert branding, people are more likely to treat you as an 

authority and listen to every word you say rather than treating you like a sleazy 

salesman trying to get into their pockets. 

 

Branding yourself also gives you tremendous CONFIDENCE! After all, when 

people listen to you and they take notes, you know you’ve hit the jackpot! 
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Building Your Credibility 
 

 

Credibility is very closely associated with branding. Branding will help you to get 

the first sale, but your credibility is what keeps people coming back for MORE! 

When you have built your credibility in your business as a trusted brand, it takes 

far less time to get repeat sales from existing customers and the people they 

refer compared to convincing them from scratch. 

 

Don’t look down on the customer with a buying power of $3 or less. A customer 

that spends $3 over a period of 2 years can amount to a lot of money. 

Furthermore, they are likely to recommend other customers to your doorstep! 

 

Remember the story about the foolish milkman? The foolish milkman refuses to 

service a young chap who lives far down the street. He thinks that it is not worth 

the trouble. He doesn’t realize that that young chap will someday get married and 

have 3-4 kids who will consume much more milk somewhere down the line! 

Never ever discount a single customer! 

 

And that’s not all, when you are credible, you become the ‘go to’ guy when 

people think of the product or service that you are offering (therefore saving you 

time and money in acquiring new clients and customers) 

 

 

Is Your Business Scalable? 
 

Scalability is very important. You can’t do everything by yourself as you only 

have 24 hours in a day. Can you leverage or outsource your tasks? 

 

In any business model, you must be able to find a business model that scales 

upwards. In other words, it means that the business will earn you more money 

the longer you are in that industry.  
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If the business or the market that you are in requires you to work longer and 

longer for the same amount of pay, then you either need to innovate a new idea 

or get out of it as soon as possible. 

 

 

Build Your Business Flexibly! 
 

Nothing is permanent in the 21st century. Now it is not about the strongest that 

survives but rather the one that adapts to changes quickly! 

 

You must be able to adapt quickly to market changes like rising costs and 

changes in the demand. If you are not good at adapting, you will miss out on a lot 

of opportunities.  

 

You don’t want to start changing only when you are running out of money or 

when all your customers have run away to your competitors!  By then it would be 

too late! 
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Chapter 4: Using Strategies That Stand The 

Test Of Time 
 

 

 

Here are a few sales strategies that will stand the test of time and you can apply 

it to any business you are in: 

 

 

Find Only People Who Want What You Offer 
 

This is a very simple mindset that most salesmen fail to understand. If you want 

to sell and you want to sell EFFECTIVELY, you must only look for customers 

who WANT your product or service in the first place! 

 

In online marketing, it is referred to as driving TARGETED TRAFFIC. 

 

It is much more effective, you don’t have to convince people so much and you 

will get more sales (and in record time too). 

 

Remember this principle when you are dealing with your customers: 

 

Unless they show interest in conversion: Don’t Try To Sell A Bible To A 

Muslim! 

 

 

Find a Way to Capture Leads 
 

Lead capture is very important because people don’t want to buy the first time 

they see a product.  Remember, statistics have been proven right over and over 
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again when they say that people normally buy new stuff after they’ve seen it (or 

the item being advertised) more than 7 times. 

 

You can create your own database of customers or a mailing list. 

 

The most important thing about having a list is so you can reach that ‘7th’ time 

before they get away or they get distracted by other advertising. 

 

This brings us to the next point… 

 

 

Build Solid Relationships 
 

New sales and repeat sales usually come through solid relationships built in the 

past. We are all human beings. Before someone purchases a product from you, 

you got to grab their trust. And in order to achieve it, you have to get them to trust 

you in the sub-conscious level (they may be a total stranger but even a kind word 

or a guarantee may ‘touch’ someone and secure your sale!) 

 

Don’t drive your prospects away. Take your time with them. After all, if you spend 

so much time dealing with every single prospect that knocks on your door, you 

are just like an eagle who cases after two rabbits – both usually gets away 

because you don’t have focus! 

 

Case n’ point, focus on building solid relationships and you will get your sales 

soon enough.  

 

 

Go Through The Numbers… Effectively! 
 

Remember what we said about the numbers game? Going through the numbers 

blindly will not get you anywhere.  But going through targeted numbers and 
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having the right mindset on how to deal with these numbers EFFECTIVELY, you 

will be able to maximize your sales. 

 

An online business that sells products through a sales letter usually measures it’s 

performance through the number of people who purchase the product measured 

against the number of visitors on the site. 

 

This is known as conversion. 

 

If you are doing sales in the real world, you don’t want to drive your customer 

away by constant pitching. You want to share your information with them and 

HELP them to fulfill their needs. Don’t force a square peg into a round hole by 

forcing them to buy your product even though you know in your heart that the 

product does NOT help the prospect. It will come back and haunt you later. 

 

If the prospect doesn’t fall within your target market, let him or her go. That is 

going through your numbers effectively. Remember, the ball is always in your 

court.  

 

 

Summary 
 

It’s a new world now and some of the sales strategies of the past, are obsolete 

and ineffective in this fast-paced, high technology environment of today. 

 

While some principles may be similar, the implementation of such principles must 

be changed to operate in the now.   

 

Using the tactics described in this book will not only help you to improve your 

bottom line by boosting your sales, but will help gain more confidence as your 

business succeeds. 

 

Need help?  Keep reading below. 
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Special Offer: 
Get the Sales Breakthrough You Need… 

 If you’ve been struggling to close enough sales and you’d like a 
major breakthrough, then I’d like to invite you to take advantage of a 
special,  

“Sky-Rocket Your Sales” 
Personal Consultation 

Where we will work together to…  
 
 
=> Create a crystal clear vision for the sales success you desire (we’ll 
set targets for prospecting activities, and ‘close ratios’ that will give 
you the lifestyle you 
desire) 
 
=> Uncover hidden challenges that may be sabotaging your sales 
success (we’ll pinpoint specific areas that cause breakdowns in the 
sales process so you can make immediate changes) 
 
=> Leave this session renewed, re-energized, and inspired to break 
your personal sales records and enjoy a great income. 
 
If you’d like to take advantage of this very special, very limited, and 
totally FREE 30 minute offer… 

Send an email to support@visioninpurpose.com with the subject 
“Sky-Rocket Your Sales”.  Someone will get back to you with further 
instructions. 

***THIS OFFER IS AVAILABLE TO ANYONE THAT HAS NEVER 
HAD A CONSULTATION WITH COACH ANITAK OR IT HAS BEEN 
MORE THAN 12 MONTHS.  THIS IS ALSO FOR A LIMITED TIME, 
SO ACT QUICKLY*** 


