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Hey, everyone, welcome to another episode of legendary leaders. I'm your host, Katrina
Jamison, founder and owner of legend leaders, where we arm you with the strategies you
need to create, run and grow your own business. Now, in the month of June, we have
already been talking about selling, how do we sell? How do we generate sales in our
business to so that we can grow our business so that we can actually have a business and
not a hobby, right? And so if you've been listening to me for the past few episodes, thank
you, I'm glad to have you back. If this is the first one, hang out with me here and then go
check the other ones out for the first couple of weeks here in the month of June. Now I
want to talk about certainty today. That's what we're going to dive into certainty,
certainty when it comes to your sales calls. If I showed up to you right now, and I said,
Well, today, I'm kind of gonna show you how to maybe generate some sales. And I hope it
kind of helps you. I don't know that it will. Are you gonna listen to me? Are you gonna
believe me? Are you going to have any confidence in me that what I'm sharing with you is
going to help you move forward? The answer, no doubt is No way. No way. Are you going
to feel comfortable listening to me, you're going to listen to a first couple of seconds. So
you're not forget it. I'm done. This is wasting my time. She has no idea what she's talking
about. And you move on. Why is that? Because I was soft. My voice was soft. It was a little
timid. You know, my the inflection points were a little doubtful. Even if you didn't
consciously pick up on that, subconsciously, you absolutely did. My words weren't
confident they were, you know, so. So maybe, right? They weren't convincing. And so what
I want you to think about is, how are you showing up? In your sales meetings, or your sales
calls your conversations with your customers? How are you showing up? Are you showing
up confident with certainty that your product is something that you absolutely stand
behind? It's not perfection, because no one can ever achieve perfection. And that's where
we screw up, is we say, Ah, it's not perfect. So I'll just show up. But you know, it's not where
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it needs to be. So I'll just do the best I can. And you have this mindset that your product or
your service isn't perfect, and you want it to be perfect. And so therefore, you're not
certain in your sales conversations. Well, that's what I'm saying today, it might do
something. Oh, right. Remember, the person with the most certainty will influence the
other person in a conversation, if you're absolutely certain that you will be able to solve
the problem that that person is experiencing with your product or service, then remember,
you're obligated to serve them, and help them purchase the solution to alleviate their
pain. That's what you're here to do. That's what businesses do, right? So as the
salesperson, and if you're a person of one right now, if your business of one, you're about
to start your business, you're the salesperson as well, then what you're going to have to do
is be certain that your product or service solves the problem that you're committed to
solving. Now, will it solve every problem in the world? Absolutely not. It's not intended to,
but it will solve the problem that your customer is having. And so remember, last episode,
if you didn't listen to it, go check it out. You're identifying the problem, you're helping them
feel the pain, and you're helping them resolve the pain through your product or service.
But if you don't walk in with certainty, maybe my work I don't know, you think this might
help you?

 03:55

I've heard people on sales call, say, you think a product might help you? Well, I don't know.
You know, say, I know that this product is going to help solve your problem. Because here
are the things that you said. And here's how it works, right? Just tie it all together. But you
must do that with certainty. And you have to display the confidence in your product or
your service. So weakness that I consistently See that's why I'm doing this episode.
Confidence, certainty. I know that my product or service can do this. Now, one of the
things that my coach asks me on a regular basis, is this, Katrina, who are you going to
show up as in that conversation? You know, we're all in different movies, so to speak, in our
lives, right? And we play different roles. We play different characters. When I show up in
legend leaders and I'm on a sales call with a potential client, and I'm talking to him or her
about how to help their business or where they are in their business or what they want to
achieve. I can't show up as Katrina, the spouse, okay, I have to show up as Katrina, the
business owner and business leader who can solve problems by arming people with the
strategies, they need to move their business forward. That's who I have to show up as.
Conversely, I cannot show up in my home and not be spouse Katrina, if I show up as a
business owner and leader, Katrina, that's not going to work out so so well in my marriage,
right? And so you get that right, you're, you are a different person, depending upon the
situation. And that's absolutely normal. That doesn't make you crazy, that's absolutely
professional. That's how you need to handle yourself and your business. So my question
for you is, Who are you? Who are you showing up as in your sales calls, so that you can

6-16-21 Sales Calls-Certainty Wins Page 2 of 3 Transcribed by https://otter.ai

https://otter.ai


confidently and with certainty, help your customer solve the problem, and ultimately serve
them? And then at the end of the day, that results in a sale? Right? Who are you showing
up as? What character Are you showing up as? And then if you want to take it to the next
level, what is the name of that person? What's the name of that individual so that when
you're getting ready for that sales call in your business, you can put on that persona, and
you can show up as whatever that person's name is, step into that character, show up with
certainty and confidence, and really serve your customer the next level? What's the
name? What's the name, you're going to give that part of yourself? I'd love for you to
share it with me put it in the comments. Shoot me a note, send me a DM however, you
want to let me know, but let me know what your name is for the sales side of you. If you
will name that person. Define the attributes of that person and show up as that person in
your sales call with certainty and confidence. You will generate additional sales. Why?
Because you put together the service mentality. You've helped them stay in their problem
and help them solve the problem. And you're doing so with confidence and certainty.
That's your challenge for today. What's the was the salesperson inside of you going to be
called so that you can show up with confidence and certainty? As always, go and be
legendary.
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