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Lesson 8 – Investing in Your Sales Success  

Are you a Senior Sales Professional? 

If so, ask yourself:  “Are you an Intrapreneur? or Part of the Bureaucracy?”  

The term “intrapreneur” has been around for a very long time and simply represents:  The spirit of 
entrepreneurship within an existing organization. 

Intrapreneur is a person who focuses on innovation and creativity and who transforms a dream or an idea into 
a profitable venture, by operating within the organizational environment.  Thus, Intrapreneurs are inside 
entrepreneurs….  

Intrapreneurs, by definition, embody the same characteristics as the Entrepreneur: conviction, passion, and 
drive.  The more the Intrapreneur expresses him/herself, the more the company is forced to confront its own 
effectiveness.  

Investing in Your Intrapreneurial Success 
Whether you are in sales or not – but especially if you are in sales – you need to take responsibility for your 
own success.  For example, most professional business people understand that dressing well will pay back 
their personal investment in clothes through promotions, customer acceptance, etc.  

In a 2013 survey conducted by an independent research firm and based on telephone interviews with more 
than 1,000 senior managers at companies with 20 or more employees, 80 percent of the executives 
interviewed said clothing choices affect an employee's chances of earning a promotion. 

That said, what else do you need to be more successful?  
• A new laptop?  
• A tablet?  
• A new IPhone?  
• More expense money for client entertainment?  
• A personal driver to take you to work so that you can be making calls and getting ready for your day 

during your 60-90 minute commute?  
• A personal bookkeeper to track your family income and expenses, pay the bills, etc., so that you can 

reduce the stress of managing your cash flow? 

Many of you reading this may say, “That’s the company’s job to pay for those things. I shouldn’t have to pay for 
them.” 

But, if you are a true inside entrepreneur, you won’t let your personal productivity suffer from a lack of tools or 
expense money.  You will recognize that most entrepreneurs in this country don’t make as much as you do as 
a salaried and bonused employee yet they make these investments in their success. 
  

“In the factory, we make cosmetics; in the store we sell hope.” ~ Charles Revson 
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List five things that you could invest in that would improve your productivity and support your value based 
networking efforts: 

1. 

2. 

3. 

4. 

5. 

Netting it out:  5 Success Factors for Sales Professionals 
1. Leverage your team to build business to business value

2. Learn the language of the senior executive

3. Know your value-focused elevator pitch and keep it brief

4. Long-term relationships are a bigger success factor than product knowledge

5. Too much preparation and product knowledge can work against sales executive success.  Can you
stop yourself from talking about your products?

Scroll down for Exercise #10. Print the grid and complete it.

"Success or failure depends more upon attitude than upon capacity." ~ Dupree Jordan 
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EXERCISE 10 – Your Networking SWOT 
Before you head out the door to meet a new client/associate, try this exercise.  Create a SWOT analysis of 
your personal networking Strengths, Weaknesses, Opportunities and Threats.  Simply generate a list in each 
box.  This exercise will create confidence before the meeting as you realize how well prepared you are to 
establish a new value based relationship. 

 

Strengths Weaknesses 

 

 

 

 

 

 

 

 

 

Opportunities Threats 

 

 

 

 

 

 

 

 

 

 
 
 


	Lesson 8 – Investing in Your Sales Success
	Are you a Senior Sales Professional?
	If so, ask yourself:  “Are you an Intrapreneur? or Part of the Bureaucracy?”
	Investing in Your Intrapreneurial Success

	Netting it out:  5 Success Factors for Sales Professionals
	EXERCISE 10 – Your Networking SWOT


