




PREFACE

This book provides an understanding of sales 

beyond its processes. All things related to sales, 

which work at the level of behaviour and 

psychology, are explained here with the concepts of 

NLP. People who sell successfully don't just follow 

the sales process as a ritual but they also 

understand the principles behind the process 

intricately. The book herein covers information to 

develop understanding and comprehend 

customer's language, easily build rapport with them 

so that they not only buy the products but also feel 

happy to maintain a long-term relationship with us. 

Sales people work hard and have a clear vision of 

their work The only difference between excellent 

and mediocre sales person is their 'mindset'. As we 

go through the chapters we will learn a number of 

techniques to transition from average selling to 

successful sales performance that we aspire to 

achieve.
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Excellence in sales is a mystery. Those who 

achieve it don't easily share their skills & secrets, 

primarily because they are doing it unconsciously 

without even realising it. The ones who have not, are 

clueless as to how others are finding solutions to the 

business deals? NLP, called as the science of excellence, 

is also known as the catalyst for fast results. So, what 

can be done to benefit from NLP to achieve better targets 

and how can it be applied to sales specifically?
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To understand it better let's first look at the 

history of NLP.

NLP was co-created by Richard Bandler and John Grinder 

in the 1970s. Their focus was to model the successful 

people from different fields. Some of the prominent 

personalities include F

Germanpsychiatrist

psychotherapist coined Gestalt 

therapy Laura Perls

 Others like Virginia Satir, American

therapist family 

therapy

 and, Milton H. Erickson (known for Clinical 

Hypnosis), they discovered similar patterns of 

behaviours and beliefs in these individuals which made 

them extremely successful than their peers. As a result 

they created a modeling process and other techniques to 

acquire excellence from the practices of these successful 

people which they follow in order to achieve and sustain 

the desired results. 

In simple terms, NLP is like programming the 

language of the brain to get the desired results. So yes, it 

can be applied to sales very effectively! Sales generally 

involve two parties, one has the desire to sell and 

another is looking for a good product. Both of them 

strategically use language, to get a lead on another and 

riedrich Salomon Perls who is 

better known as Fritz Perls, a noted   

and . Perls had  the term '

' with his wife, , in the 1940s and 

1950s.  an  author and 

, known especially for her approach to 

, a pioneer in the field of family reconstruction 

therapy. She is widely respected as the "Mother of Family 

Therapy"

4



both use their minds to the fullest.

Some might think as to what good may possibly 

come out of this process? We may find the practical 

process a bit complex but it is simple indeed. The 

outstanding outcome that we desire can be attained by 

giving specific communication to our nervous system.
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Our mind only executes commands which are very 

specific in nature. On the contrary in case of generic 

instructions it gets confused and denies acting 

accordingly. For example, a person wishes to be the best 

salesperson for his company but wants to deal with a 

particular kind of customers only. He also thinks that his 

competitor has better products than his company. 

Technically, with all these instructions, our mind gets 

confused and will not be able to proceed further. While 

we should have our competitor's information, we also 

need to have complete confidence in our own products. A 

suitable statement in this case would be, “I have 

complete confidence in my products and me that people 

will surely buy my products”. Here our mind gets simple 

instructions to follow. It is easy for our mind to follow 

instructions that are brief, simple and delivered with 

confidence.

NLP is also a researched and accepted 

interpersonal communication model. It follows 

approaches to human psychology based on the study of 

language, how it's communicated (coding and decoding) 

to form powerful techniques that lead to lasting personal 

changes? So it influences our personality, the way we 

communicate with self while thinking and with others in 

various situations. Further in the book , we will learn in 

detail the ways to master communication for the purpose 

of sales.
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 In almost all companies, sales people get the 

same sales induction training. They also learn similar 

sales methods, processes and techniques. Even the 

products or services are same, with the same prices, for 

all the individuals. Moreover, they work in similar 

demographics and more or less similar/equal number of 

territories. Irrespective of these similarities, only a few 

are able to generate good sales and over achieve their 

targets to participate in the profit margins of the 

company. Whilst many others just fight hard  as to 

achieve their minimum target and survive in company. 

Now, why is that so?

Apparently, the successful sales people think and 

perform beyond the ideas of good products/services and 

the methods and techniques taught to them. What 

exactly do these successful sales people do? That is the 

key to understand and then model* the same attributes. 

Sales superstars see their work distinctively; they have a 

different mindset to process sales outcomes.

Once we identify  the NLP, the beliefs and values 

*refer NLP tools fig
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Sales involve two par�es, one has the desire to 
sell and another is looking for a good product. 
Both of them strategically use language, to get 

a lead on another and last but not the least, 
both use their minds to the fullest.



Iden�fy the NLP pa�erns in Successful Sales Professionals

?· Ways of applica�on of tasks

?· Beliefs and values 

?· Projected behaviours to influence customers 

?· Following the sales process

Design your success mantras

behind these patterns  and most importantly the way of 

applying those patterns. The projected behaviours to 

influence customers and also themselves us clarity about 

the success areas. Thereafter all those patterns and 

traits can be modeled. If we can follow those patterns, 

behavior, beliefs, capabilities and understand their 

environment then we can also get similar results. This is 

just one demonstration of how 'NLP' can be applied to the 

field of sales.

In order to get to the core of the analysis and conclude 

the use of NLP, we should understand the points 

mentioned below:

1. What can be done to produce best possible sales 

results and how?

2. How can we duplicate sales excellence effectively in a 

short period of time?

NLP has simple answers to these questions. It 

uses the technique of modeling to achieve sales 
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excellence in a short period of time. Unknowingly, few 

industries use it in their process / sales training already. 

For instance, how new employees are asked to take part 

in joint sales calls with the experienced successful 

employees. Lack of a specific training to use this strategy 

and its execution may not give desired results. This 

approach can be powerful and has immense potential if 

realized. The very idea behind these joint calls is to 

identify the traits and habits of the existing successful 

people and create a model* that can be duplicated to get 

similar results again. 

In business, the successful professionals get 

results/ positive outcomes by identifying the success 

factors in one or more sales dealings or with the 

particular set of customers. They consciously duplicate 

them in other dealings as well. Thus, understanding and 

experiencing a proven system, their secret to success 

and duplicating it during similar set of situations or 

customers gives them an edge.  With diversified 

experiences and due time it may be improved further. It 

sounds so simple and thus hard to believe, however 

there authentic researches that clearly show how people 

are getting guaranteed success using these techniques.

Shiv Khera, a motivational speaker and author 
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had said, 

proven 

manifoldly. The real thing that matters is not about the 

company, product, team and prices. Rather, it is what we 

choose to visualise and how we utilize our strengths 

resourcefully. The former factors give internal confidence 

to a person and the latter provide resourcefulness. This 

resourcefulness comprises insights from the positive 

experiences in life, when positive behaviours were 

directly implemented and also learning from negative 

experiences. This is the reason why in interviews HR and 

senior leaders are keen to know about the candidate's 

performance in the last organization. They know that it is 

the person that matters most in sales irrespective of the 

company or product. If a person has performed well with 

any company, he/she can duplicate the behaviour in the 

new company as well. 

NLP is like a tool to develop understanding and create 

strategies for the needed changes. This may sound 

difficult to comprehend and implement but let's look at it 

in a simple way: Teaching certain habits to a dog and 

“Winners don't do different things. They do 

things differently”. NLP also has this basic belief 

The real thing that ma�ers is not about the 
company, product, team or the prices. Rather, it is 

what we choose to visualise and how we u�lize our 
strengths resourcefully.
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making it follow some patterns, alters its behavior in the  

manner the master desires. It also takes into account the 

surrounding space (home/farm/flat, etc). From the 

psychological and behavioral science perspective, 

people can actually duplicate the same. After all, we 

humans are a civilized lot, are we not? Building from the 

successes of our family members or a figure in the 

society (observing what actually works) is one of the 

fundamental aspects of learning. As we see, in the 

present world money is one of the most powerful factors 

for sustaining, so we all work towards earning more and 

more money. Similar is the sphere of technology, as all 

the new or advance technology is generated mostly on 

the basis of previous discoveries.

The basic principles of NLP are about our ways of 

thinking, how we know what we know and what is the 

learning style? We consider NLP as a science, as it is 

'systematically' arranged and documented than many 

other behavioral sciences which are vastly 'subjective' in 

nature. An individual can observe and clearly identify the 

different patterns* in others with the help of NLP. As a 

scientific approach, the meta programs*(micro level 

patterns/programs* at unconscious level) provide a 

clear stencil to understand behaviour or responses and 

make strategies in a flexible way. NLP is more 
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approach has so much depth to it which needs to be 

grasped and a lot also depends on the state of mind of an 

individual.

NLP experts observed and further analysed some 

common meta programs* & patterns* displayed by 

successful sales professionals. They are mentioned 

below:  

• They are pro-active (instead of reactive) in their 

approach.

• Their actions are directed by well-formed 

outcomes with set of positive beliefs

• They are flexible in approach; they can make 

changes to their thoughts and work as per the need 

of situation and people around.

• They are extremely observant, even of the non-

verbal or micro level changes.

• They use metaphors effectively, like stories, 

incidences, future imagination, visualisation etc.

• They enjoy interacting with difficult (resistant) 

clients (who go in deep exploration before making 

any decision), and see them as contributors to 

growth and exposure. 

• They respect the clients and treat them as 

someone who would help them achieve success.

• They are high on either intuitive or sensory skills.
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• They display the common skills (that we all have 

like basic ettiquates, communication etc) in their 

work along with meticulousness and with purpose.

• They take risks frequently to learn new things and 

engage in new experiences.

• They work to generate a range of behaviors in 

themselves after the different responses that they 

receive.

Understanding these patterns acts as a proof that 

sales excellence can be modeled and worked towards. 

This also proves that the success of sales person goes 

beyond the ideas like working for a big company, or good 

products/services, or buying those products/services 

and/or just learning the sales techniques or processes. It 

is now evident that our behavior and actions actually are 

just results of our state of mind. The initiator of every 

action/non action is a thought (which ultimately creates 

our mindset). In fact it's all scripted in the teachings of 

Buddha, The Gita, The Qur'ân and The Guru Granth 

Sahib. It's the same basic principle, 'Awareness of your 

thoughts provides answers to all your actions'. 

Our behavior and ac�ons actually are just 

results of our state of mind. The ini�ator of 

every ac�on/ non ac�on is a thought.
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Once, Lord Buddha was preaching his disciples 

and suddenly a fly came near his ear. He immediately 

used his hand to shoo it away. His action was quick and 

the fly, flew away. After a few seconds Lord Buddha 

repeated his action but this time slower. One of his 

disciples informed that the fly had already gone. Buddha 

responded, “Yes, I know.” The inquisitive disciple further 

asked him, “Then why did you repeat the same action but 

slowly? To tell you the truth, it was so slow that even if 

the fly was there, it would not have flown away.” Buddha 

replied “My first action was a result of an unaware state 

and the practice I am following now is to be in complete 

awareness. Hence I repeated the action with full 

awareness”.

So the first step in order to achieve huge success 

in life is to change mindset/ beliefs. Only then one can 

get a chance to achieve great positive results. A 

resourceful state of mind is the most powerful asset. Our 

achievements are a result of the state we have been in 

and the behaviors we displayed, accordingly, in different 

situations. It has been noted that changing mindsets is 

what most successful salespeople were after, whenever, 

they sought success.

NLP gives a very clear idea that whatever our 
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mind encompasses eventually turns out as our reality. 

After knowing this, the important question worth 

pondering upon is that how can one make the monkey 

mind (who can’t sit still and focus on one point at a time) 

sit and only meditate over the strategy to gain success in 

sales. The basic points and practice that can help here 

are:

1. Construct powerful positive thoughts which become 

your dreams/visions/ purpose for achievements and also 

provide directions.

2. Well formed dreams/visions/purpose lead to actions. 

3. Even a small action towards your dreams/visions/ 

purpose turns to become a habit.

4. Consistency in well directed habits makes you a 

successful salesperson and ultimately helps build your 

destiny.

17

Activity-

Note down the answers for the following points:

1. Recall and collect the past sales experiences of your 

life.
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2. What beliefs and thoughts were alive in you while 

you performed for sales?

3. List down your learning from the results (success or 

failure) from those sales.

4. Who were your role models from or outside the 

companies?



5. What are your lessons so far from all the 

experiences?
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Those who  know NLP will probably understand 

the Robert Dilts's Neuro Logical Levels model well. It 

gives great clarity around our actions, direction of 

behavior and the results we receive from them. It also 

aids our understanding around the questions of 'what do 

we do?, how do we do it? and why so?, what is the actual 

purpose that we are serving within?' If we need to 

achieve powerful results and sustainable changes in life, 

personally or professionally, Neuro Logical Level works 

at a core level.
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To continue reading...
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