IF YOU WERE ARRESTED FOR SELLING, WOULD THERE BE ENOUGH EVIDEN&E TO CONVICT YOU?

HOW TO REACH THE TOP AT APPLE AND
BECOME THE #1 SALESPERSON IN THE
WORLD

GREAT SALESPEOPLE ARE BUILT, NOT BORN. HOW DEDICATION AND

PRACTICE SHAPE SALES CHAMPIONS

lan Selbie achieved significant success, eventually
becoming Apple's top global salesperson. His journey
includes managing channel partners, handling
corporate accounts, and experiencing Apple's dynamic
culture during the company's competition with IBM.
lan’s core belief that great salespeople are built, not
born, compares the development of sales skills to how
elite athletes like Tiger Woods and Wayne Gretzky
developed their talents through practice and
dedication. He has since trained over 17,000
salespeople across eight countries and developed a
Pipeline Management App called Saleslook to help sales
professionals focus on relationship building and selling.



https://www.salesmentoru.com/

Speaker, Trainer, Author, Coach, Mentor

lan Selbie has been delivering high
performance sales services
internationally for over 25 years. He has
delivered his proven sales methodology
to over 17,000 sales professionals
around the globe. His client list ranges
from well known multi-nationals to

smaller more regional companies.

Prior to launching his business lan held
sales and leadership roles with Apple
Computer from 1984 to 1994. In 1990 Apple
recognized lan as their Top Sales Person in
the World for his success in large accounts
in western Canada.

lan has also authored a number of books
and guides including: “If You Were Arrested
For Selling, Would There Be Enough
Evidence To Convict You?”

lan’s clients have witnessed a number of
sustainable benefits from his services which
include; increased forecasting accuracy,
increased customer loyalty, less sales

turnover more effective hiring and of course
increased margins and revenues.

m Connect with lan on LinkedIn.
B Email: ian@ianselbie.com
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mailto:ian@ianselbie.com
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“lan’s unique style, sales
methodology, sales process, and
his high energy delivery have been
central to 5 company turnarounds |
have done over the recent years.

His assessment, training process
and follow-up performance
coaching programs, have
increased revenues and margins
every time | have used his services”

lan May
CEO, Various companies
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Introduction

Are salespeople born or built? Is selling an art form or a science? These two questions
are not only interesting but have been debated through time. | believe salespeople are
built and the process of selling is a science.

When we think of great salespeople, what skills or
characteristics make them great? Integrity?
Communication skills? Organization?
Persistence? Confidence? A caring Attitude?

These qualities may spring to mind, but were
these people born with these abilities, or did they

develop them over time? Was Tiger Woods born a
great golfer? Was Wayne Gretzky born a great hockey player? Was Lionel Messi born a great
soccer player? Was Tom Brady born a great football player? These professionals may have
had some innate gifts, but they all developed their skills and abilities through learning,
dedication, practice and determination. | believe this is how great salespeople are developed.

| started my selling career with Olivetti Canada, an Italian-based word processing company.
In 1980 | had a sales territory in Richmond, British Columbia, selling typewriters door to door,
back in the day when typewriters were a thing, PCs were still in an embryonic stage, and the
computers of today were a distant figment of someone’s genius imagination.

The next step in my journey was as an
entrepreneur, selling personal computers in ’
the early '80s with Kaypro and Eagle PCs
running the CP/M operating system with
word processing, spreadsheets and
accounting software.

Joining Apple Canada

In 1984 | joined Apple Canada, the Canadian subsidiary of Apple Computer, which that year
had announced the Macintosh personal computer. My first sales role with Apple was
developing and managing Apple resellers and channel partners in British Columbia.
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Apple & Big Blue

Apple had an incredible culture. | still remember attending my first international sales
conference in Hawaii. The theme of the conference was “Blue Busters”, a spin on the then-
popular song “Ghostbusters” from the hit movie.

The “Blue” in Blue Busters of course meant big blue IBM. Steve Jobs, co-founder and then
CEO stepped up on stage and addressed the Apple sales force. He described his vision so
dramatically and visually that he ignited the entire room with passion.

It was like an address from General Patton. However, the analogy of David and Goliath would
have been more appropriate. Like David, we believed in the vision and were confident in our
pursuit of the industry Goliath, IBM.

After 4 years in channel partner management, | took on the challenge of corporate accounts
for Apple. In 1989, | was a member of an incredible sales team, who challenged and brought
out the best in each other. In the early ‘90s, my role expanded and included branch
management during the downsizing years at Apple.

My most memorable time was in 1990 at the Author lan Selbie with Apple CEO,
Steve Jobs in 1990

Worldwide Sales Conference, when I was
recognized by Apple as their top
salesperson in the world. | had two
corporate accounts that our team had done
a fabulous job with, BC Hydro and the British
Columbia Automobile Association.

Leaving Apple

In late 1994 | left Apple to launch my own business SalesMentor (www.salesmentoru.com)

dedicated to helping salespeople and organizations reach their potential. As | reflect back, | have

trained over 17,000 salespeople and leaders in eight countries around the globe.
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Saleslook System

In recent years | have taken everything | have learned in my sales journey and had it

developed into a Pipeline Management App named Saleslook (saleslook.com), which

provides sales professionals and leadership with Focus and Freedom to do what they do

best, build relationships and sell more.

I sure wish | had Saleslook back in my Apple days, instead of wrestling with clunky and

frustrated spreadsheets to report our pipelines and forecasts. | would have sold so much

more! Here's the Pipeline View of Saleslook:
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In the fall of 1994, | attended a business seminar in Vancouver British Columbia, entitled

Success ‘95. Several ‘Top Billed’ speakers were present, such as Zig Ziglar, Jim Rohn and

David Chilton, including Robert Schuller, a minister of the Crystal Cathedral Church in

California.

Schuller began his presentation by saying “I'm

a pastor of a church, what do I know

about business success? I know many successful business people and they all have a

plan for success which comes down to four things.” With this, he had my attention, and |

knew right then and there that | was going to start my own business.
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Pillars of Sales Success

Of course, along with that passion | had many concerns, although having only 4 things to
focus on encouraged me to believe | could do it. Let me tell you what Robert Schuller shared
with us that fall day in 1994:

1.Start to Play: find your passion, what you love doing, what you've already had success
at doing. If life was free, what would you want to do? For me, | loved selling, coaching,
presenting and helping people succeed. | get a high from watching salespeople “getit.” |
love seeing their confidence grow.

2.Stop to Pray: ask God to help you, put him on your team, make him CEO (in my case CEO
and CFO) and remember to thank him for your success. | was already an early Christian at
this time and felt strongly that | could accomplish this step.

3.Prepare to Pay: if you are going to pursue your dreams, your passion, your love, there
will need to be some sacrifices of your time, your effort and your income. All of these
areas will be impacted. Looking back on our first five years in business, | worked harder,
put in more time and effort than at any other job I've had. | feel blessed by my faith and
labors because my income was not negatively impacted.

4.Plan to Stay: In everything you do, do it with the long term in mind. Build relationships of
integrity and honesty with customers, employees, suppliers, alliances and investors.

| understood the importance of relationships and how critical a good network was. Looking
back, my early clients and employees came from my network, so | really can’t understate the
importance of this. | remember my father Sandy telling me years ago, “lan, it’s not just
what you know, it’s also who you know and who knows you”.

“Build relationships of integrity and honesty
with customers, employees, suppliers,

alliances and investors.”

A week after attending this seminar | began writing my business plan and first sales training
program. Finally, in early 1995 | launched my own business and became a sales trainer, coach
and consultant. This would allow me to sell, present, teach and coach people on a topic |

loved: Sales and Sales Management.
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Sales Effectiveness

I have lit the fire of sales excellence in people around the world, and using my sales
methodology, Saleslook System and proven set of marketing services | have helped
countless companies achieve their revenue and margin objectives. Our clients operate in
several market segments, from high technology and advertising to financial services and

manufacturing.

True sales effectiveness is not just a campaign or company motto of the month. This
commitment must start at the top with senior management, only then can this journey
begin. It's a mindset and commitment to continual listening, learning, refinement,
development and having the freedom to do what you do best: Build Relationships and Sell
More. The entire design objective of our Pipeline Management App: Saleslook, is to give
salespeople the Focus and Freedom to do exactly this!

The Typical The Model of
Sales Organization Sales Effectiveness
CUSTOMER CUSTOMER”

~~ The Customers .
“Business Pain"

|I PROCESS II

MANAGEMENT

Learn more about the Model of Sales Effectiveness
in Part 2 of this 7 part series.
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Get All 7 Parts of 7 Steps to #1

~ TIRED OF MISSED TARGETS?
(0 Skyrocket Your Sales Now

Learn from Apple's Top Salesperson in the World

Discover The Insider
Secrets and Proven
Sales Techniques That
Have Helped 17,000+
Sales Professionals

Drive Their Sales to

New Heights 57 $oomons | S

« STEPS TO #1
ACHIEVE RECORD-BREAKING SALES
IN A WEEK

e o o

e o o

e o o

. e o o
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FREE eBook series just
for you.

YES! SEND ME THE EBOOK

Author lan Selbie with Apple CED, Steve Jobs
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DAY 4 DAY 5 DAY 6

Why Qualification, Not Mastering the Three How to Educate and
Closing, Is Your Most Pillars: Listening, Influence Decision
Powerful Sales Questioning, and Makers Without Hard

Presenting

THE EIGHT-STEP SALES
PROCES!

DAY 7

Beyond the Numbers:
The FOUR Real
Motivators That Drive

Sales Success
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The Ultimate Sales Success Formula

Inside this powerful resource, you'll discover:
* The 4-part success formula that will transform your career,
« Technigues to identify and address customer pain points.
* The 8-step sales process that generates consistent wins.
« Strategies to build executive-level relationships that last.

nd ineffective
O ven methodology helps you prioritize

opportunities based on revenue potential, not just deal
As one sales leader put it: "It's not about closing; it's all
about qualifying!”

This e-book gives you actionable tools to:
« Create compelling proposals that speak directly fo decision-
makers.
+ Implement effective pipeline management to save 30% more
selling time.
» Develop alibrary of reference materials that prove your value.
Master the three pillars of sales success: Confidence,
Organization, and Persistence.

DOWNLOAD All 7 Parts of 7 Steps to #1
saleslook.com/saleswinner
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“lan’s first engagement with us was

to conduct a customer
assessment, as a result, he
completely re-aligned our value
proposition and gave us a proven
methodology and sales process
that we still utilize today.

We have been using Saleslook for
many years. lan’s methods are
iIntegrated into Saleslook which

has helped us triple our business

over the years”

Dan Loney
CEO, Loney Financial
Corporation
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If You Were Arrested For Selling, Would There Be
Enough Evidence To Convict You?

by lan Selbie

www.salesmentoru.com

saleslook.com

ian@ianselbie.com
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All rights reserved. No part of this book may be reproduced or
transmitted in any form or by any means, electronic or mechanical,
including photocopying, recording or any information storage or
retrieval system, without the written permission from the author,
except for the inclusion of brief quotations in a review.

SALESMENTOR
salesiook

Free your Sales Force
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