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~Win it Easy
or
Come In Fourth!

Sales Lessons from my Dad, the Champion Race Driver

Presented by Troy Harrison to the CSC Network National Convention



My Granddad
Wild Bill Harrison




My Dad
Gerry Harrison




Win It Easy
or
Come in Fourth!




Why do Salespeople Not Reach Their Potential?
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* Too much time chasing customers that
won’t buy and wouldn’t make a difference

if they did!
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How That Night Ended




I’'m In The 98.
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Adapt
Improvise
Overcome

 Just because you always did it that way doesn’t mean it’s the right way!

 More so, because “the industry” does it that way doesn’t mean it’s the right way!
* Adapt to circumstances.

* Circumstances — CUSTOMERS and their NEEDS.



Slow Down to Go Fast




Slow Down to Go Fast!

* Every sales call is MEANINGFUL — whatever
the CXD!

* Focus on building relationships, not
running around looking for “who can sign.”

» Keep salespeople on an even keel — rah-rah
“motivation” seldom works.

* Keep a consistent hand on the rudder as a
manager.



The Time Dad Helped
Another Guy Beat Me




“Did You Want to Win, or Just Get a Trophy?”
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Questions?



THE SALES STRATEGY REVIEW

One hour conversation. Two to three tangible take aways.

GOALS & STAFFING & PARTNERS &
STRATEGY COMPENSATION CUSTOMERS



