Double Your Sales
20 ways to enhance your success.

Introduction to David Hayward
• One of the golden rules in mastering selling-is to ensure
you can build trust and establish credibility about your
expertise, knowledge & experience in being able to help
others in the service you offer.
• David Hayward has been in Sales for over 25 years, across
multiple industries and a variety of roles (direct, manager
& senior leader, trainer & educator)
• He has personally developed some of the most cuttingedge sales training and business development programs
for many of Australia’s leading organisations.
• For the past 15 years in his training business, he has
trained over 5,000 sales professionals, in over 500
workshops both here in Australia & Internationally
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Re-Programming your
Mind
➢ Your mind must be programmed for success.
You must believe you can achieve successful
outcomes and re-program your mind
accordingly.
➢ Your success mindset must ‘always’ be on and
in business development mode- everyone
and everything - is a potential opportunity.
➢ Be prepared to ask others for help and any
support they can give you to grow your
business.
Hint: Your business cards are your lowest cost
and most effective advertiser. Always have 20
with you at all times and give them out
everywhere you can.
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Double your
Productivity
➢ Simply you need to double your activity to
achieve double your sales.
If your current activity level is - say 25 prospecting
activities per week to gain just 1 new sale - then
double those activities to 50 per week which should
translate to getting 2 sales!

➢ Check your your mindset & determination. To
gain some added motivation and leverage- ask
yourself the following questions:
• How much do I really want this?
• What will happen if I don’t do this?

Don’t have enough time to double your
productivity? Keep reading!
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Improve your Sales
Skills
Your skills greatly contribute to convert success.
If you only convert 1 out of every 10 opportunities
enhancing your skills may help.
➢ Do a quick self-analysis into the following key
skills:
• Connecting with Customers
• Understanding their needs
• Communicating your solutions
• Managing their objections
• Closing the sales
Assessment will help you understand what
skills need improvement. Training &
Mentoring can further assist.
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Leverage your
Opportunities
Have you read the ‘Acres of Diamonds’ story?
Essentially a man goes searching for a mythical
diamond area only to find out it was in his very
own backyard the whole time.
➢ The same goes for opportunities. How many
opportunities do you have sitting in your own
backyard that you have never uncovered?
➢ Create a list of everyone you know and see
who they may be connected to that could also
love your product or service or need your help.

If you are great at what you do, they will be
happy to help you.
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Be Bold. Go Outside your
Comfort Zone.
You can feel like a ‘fish out of water’ when you go outside your
comfort zone. Most people stay in their lane where it’s
predictable and safe.
➢ 3 FEARS - Fear of Rejection, Failure and Success – each can
paralyze you into not acting.
Think of cold calling for example. It may just help you get
some new opportunities.
➢ Use the Bungee Jump method to get going. Simply count to 3
and just dive head-first into it! Don’t think. Just do.
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Double your Selling
Time
How much time do you currently spend in
‘pure selling mode’- meaning prospecting for
new business?
➢ Analyze your last few weeks and categorize
where you actually spent the majority of your
time. How much was spent really
prospecting?
➢ If you spent 20% of your time prospecting
which generated 2 sales, doubling your time,
should in theory - double your sales.
➢ Work smarter & harder to get your results
and find ways to ‘tag on’ a prospecting
activity to existing tasks eg. Ask for a referral.
It’s all in the mindset.
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Start Earlier Every Day
We all work so very hard with many starting at 8am and finish at
6pm. Even then, it’s hard to get everything done.

➢ Minimise distraction – manage proactively emails, phone calls
and meetings (set time aside). Resist social media.
➢ Start really early. The golden time is from 5am to 8am. These
3 hours can have you smashing through all your tasks and ready
to get out selling by 9am.
➢ Tired at the end of the day? Then just go to bed a little earlier.
The worlds most successful people use this time management
strategy.
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Become Referable
The best way to generate new business is to get
new opportunities referred to you. This won’t
happen by accident.
➢ If you don’t have an active referral management
process & reason. You need to create this
system.

➢ Referrals are based on the ‘experience & value’
you create for the client/partner. You need to
work hard on this and always seek feedback.
➢ The simple method is ‘exceed the need’whatever they thought was going to happen- do
more, faster and better than anyone else.
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Reward New Referrals
Referrals are the lifeblood of new sales opportunities
and are the most cost effective and simplest way to
get new sales.
➢ To help others become incentivized to refer your
business - brainstorm ways you could reward
your referees.
➢ Show thanks - it doesn’t have to cost a lot. Gift
cards, bottles of wine, movie vouchers or even
direct referrals back to them - work wonders.
Move away from pure financial and $$$ rewards as
they can backfire badly on reputations.
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Low Hanging Fruit
Foster opportunities - look at your current business & identify
easy connections and sales or referrals.

➢ Current business partnerships
➢ Suppliers you work with
➢ Past clients that may have only bought 1 thing
➢ Lost clients that went to competitors
➢ Networking Groups
➢ Social Media contacts & groups
➢ Potential clients in your local trading area
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Create a New
Compelling Offer
Many customers/prospects are stuck in a state of
inertia – their own comfort zone and are reluctant
to change.
➢ You must give customers a REASON to change
or buy that will COMPEL them to take ACTION –
now.
➢ You may need to look at your current offers
and re-adjust it to be more compelling for your
customers.
➢ Use the REACT* formula to get cut-through
and sales.
*For more info – contact us.
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Ask, Ask, Ask!
The number one reason that most salespeople don’t get the sale
is because they simply don’t ask for it - for fear of making the
buyer uncomfortable or appearing to be too pushy.
➢ Let be frank- the worst thing that can happen is you get a No.
➢ Double your No’s to get more yes’s. If out of every 10 no’s,
you get a Yes - then double the number of No’s – to win overall
and to know where you stand with your clients.
➢ If you get a no, determine why and the next steps - so you can
tailor service to your customer.

No. 13

Manage your
Sales Pipeline
How many sales opportunities sit in your pipeline
(past & present)?
Sometimes you have potential sales sitting in your
pipeline that could materialize. So do this:
• Ask them to commit to you
• Give them a compelling reason to do so
• Look at ‘lost customers’ and re-approach them and
ask them again
• Be consistent in your communication
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Increase Your Visibility
It’s surprising how many salespeople and businesses are so
busy working in their business, they forget to work on their
business.
➢ Customer’s cant buy your product or service if they don’t
know that you exist or they can’t find you.
➢ Check the search engines & social to see where you’re
listed and get help to fix if visibility if you can’t be found
easily.
➢ Become an ‘authority’ in what you do - so people
automatically associate you with outcomes they are
seeking
➢ Follow the new ABC of selling- Always Be
Communicating
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Multiply your Outreach
Strategies
➢ Put simply double your outreach strategies to generate
double the opportunities in sales each week.

➢ Then simply increase the number of outreach strategies to
4 each week which should double your sales again. It’s a
numbers game.
➢ Most businesses and sales professionals only use a couple
of outreach methods. You should have at least 5 different
outreach mechanisms. Check what you are doing now,
analyze the results and look to add more – think e-news,
blogs, pod casts, social media etc.
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Socialize your
Business
• Use the social platforms available to you to
increase your VISIBILITY and demonstrate your
ability to make a difference.
• Use the main social networks - Facebook for
Business, LinkedIn, Twitter, Instagram, YouTube.

• Social Media will provide great visibility if done
correctly. Not sure what to do? Then get some
expert help as it/s not as hard as you would
imagine.
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Develop B2B Strategic
Partnerships
Find partners that complement your services to
share customers:
• Many of your ‘ideal customers’ already have
relationships with other suppliers of services that
may be referred to you.
• Identify who your ideal customers may be
interacting with for other services.
• Reach out to those partners and offer to
support their clients in the service you provide &
reciprocate this back to those partners.
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Improve your Sales
Conversions
Worldwide research indicates that it takes 25 sales
opportunities to generate just 1 new sale. (4%
conversion ratio) therefore;
• To double sales, you need to double
opportunities as well as your productivity and sales
activities.

• Another way is to improve the standard
conversion of 4% to say 8% or better.
To do this you need to get better at selling - so
improve your effectiveness and sales skills by
investing in yourself and in training.
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Make More
Outbound Calls
No-one really likes to make outbound sales calls - as
cold calling leaves most salespeople cold.
➢ The phone is your cheapest and most effective
way of reaching your customers.
➢ You can make your outbound calls more effective
by using the Priming approach. Reach out
electronically and socially before you call - it turns a
cold call into a warm call.
➢ Follow the 3 R approach* which will make it
easier for you to get cut-through & results

* Contact us for info.
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Revisit your Why
Passion builds Persistence which beats Resistance

➢ Your energy and passion for what you do will be
infectious - providing you really believe that you can
really help and make a difference to others.
➢ Revisit your WHY’s - Why you do this? Why buy from
you? Why Now? This becomes your sales mantra. Make
sure it makes sense & is powerful for the customer.

Get Expert Help
To help double your sales- get some expert
help with David Hayward- Sales Master,
Trainer & Educator
Go to: www.davidhayward.com.au
Next Steps:
- Get more detail & information by signing up for
our Double Your Sales webinar- use the contact
us tab in our website and we will send you the
information.

- Get a comprehensive sales audit by using our
exclusive Sales Forensics service
- Create a fantastic Sales Road Map to ensure
your future success & sales viability
- For more information, call 0422 804 912 or
email dh@davidhayward.com.au

