
6-30-21 Sales Calls-Stepping Into Your
Sales Persona

 Sat, 5/15 3:30AM  8:59

SUMMARY KEYWORDSSUMMARY KEYWORDS

talk, serving, sales, confidence, ready, persona, body, selling, physiology, focused, mind, state,

katrina, call, focus, remember, salesperson, dog, easiest thing, accomplish

 00:00

Hey, everyone, welcome to another episode of legendary leaders. I am your host, Katrina
Jamison, the founder and owner of legend leaders, where we army with the strategies you
need to create, run and grow your own business. Now, here we are in the very last week of
June, the very last Wednesday. So I am wrapping up our little series here for the month on
selling, that has been our topic all month selling, and doing so effectively. Now, I haven't
sit down and walk you into end on how to do a full sales call. You don't need me to do that
necessarily, you are probably already great at selling, what I'm trying to do all want this
army with little nuggets, little reminders, little things that will help you take yourself to the
next level, right little pieces that will give yourself the permission, you will give yourself the
permission to say, I do need to listen more or no, it's not about selling, it's about serving.
She's right. I know this, why am I talking myself out of it? Right? We all do that to ourselves.
So that's what this little series has been created for you to help you accomplish, right? just
eliminate that self doubt, hope you stay in that position of confidence, right. And we
talked about confidence, too. So today, what I want to talk about is and what I'm going to
talk about, and what we're going to talk about together is the perspective or the idea of
getting ourselves ready for a sales call, right? We've talked about all the different mindset
pieces and sort of what we do on the call and the things we might say and how we need
to carry ourselves. But before we even get to the call, there are some things we must do.
Now, we talked about it a little bit when I said, Hey, show up focusing on serving, instead
of selling, we already touched on a little bit of pre work. But I'm going to take it a step
further today is all about the pre work that you have to do. And it's not homework, it's not
writing things out. It's getting yourself in the right state. So I'm gonna talk a little try to talk
a little Tony Robbins, he talks about state all the time. And he's absolutely right. When
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we're in state, we can accomplish anything. But remember how we talked about in a
previous episode, that you are going to name your sales persona, right? The sales person
inside of you, you are going to name that individual. So that that's where you're going to
show up as right? Well, when you think about that individual, you're trying to step into that
persona, whatever his or her name is, you have to be able to step in confidently. So how
do you do that? How do you step in to that persona? Well, that's what we're talking about
today. So the first thing that we're going to talk about is how we get our bodies ready,
how we get that level of energy up in our bodies. Because again, we have to be certain we
have to show up with confidence, we show up like this, or maybe I might just sell
something, I might be able to help you that no one's going to buy anything from you.
Right? You could be saving the world with whatever you have, but the world will never
know. Because you've got to show up. So the first thing is a level of energy, we got to
create the energy in your body. And how do you do that? Well, you focus on the
physiology. And I will take you back to when I was in pharmacy school, I remember driving
to school and I would play music in the car. And I was seeing and I would listen and I
would get ready and pump myself up with the different types of music that I enjoy. And I
have a mind right and I was ready, I was ready to either learn or I was ready to take an
exam. And you're probably the same way, right? There's something that you can do to get
your body moving, and get yourself in the right state of mind. So what I want to challenge
you to do is figure out what that is for you. Is that dancing, you know, moving your body
dancing is the easiest thing to put on some good music right before you join a sales call,
dance, move your body, get yourself pumped up. Because what you're doing is you're
getting your mind ready, you're feeling the energy, that confidence that yeah, this is who I
am. I've got this. That's what you're trying to do. And your body has to align with your
mind, your body can move and get your mind there. Alright, so that's the first thing is your
physiology. The next thing is, what are you focused on? We're focused on the sales call,
you've got to be focused on serving on that sales call. You should be focused on oh my
gosh, my dog just got out of the backyard. Where's my dog, the dogs all over the
neighborhood. Think about any situation that you've been in, in the past, where you know
that you need to be focused on the topic at hand, the conversation at hand, it was a really
big deal. But you couldn't focus on it. Because you'd had a fight with your boyfriend or
your girlfriend, or your dog just got out like I mentioned in the example or you're gonna
fight with somebody that really matters to you. You're just worried about something. If
you're not focused on showing up and being your sales persona, and your mind is 100% on
serving that individual. Then you're not you're not ready you're not in state. You have to
focus you must focus on what you're trying to accomplish that service. Okay? And then
last but not least, right, we're talking about physiology getting our body moving so that
we have the right energy level and ready to go. Right. And we just talked about what
we're going to focus on right serving. The next thing I want you to remember it, I want you
to, to focus on as far as getting in state. So the words that you use, you can't sit there and
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say to yourself, I might close the sale, I might make a difference. I'm gonna see how it
goes. A lot of you, I'll do that. I used to do that. Right? It was a little non committal. And in
that way, if it didn't go, Well, you weren't disappointed in yourself, right? commit words
matter. Say to yourself, before you get on that call, I am going to serve this person to the
best of my ability, I am going to help them solve their problem. Right? I am saying I am
whatever it is, and say that confidently, right? believe those pieces, don't say I might. I'm
gonna try. I'll do my best. Right? Your best is closing the sale. Your best at solving their
problem, you can do it. But you need to use the words that empower you to believe that
the sales persona that you have can and will do it. Okay. So to get in state, and be that
salesperson, the part of you, that's the salesperson, again, whatever you named him or
her. You've got to step into that state. So how do you do it? You move your body
physiology, right? You can dance around the room, and go for a quick jog, walk around
the house a little bit, take a sip of water, I wouldn't eat a heavy meal, but you can move
your body and just change your state. What do you focus on, focus on serving, get your
mind ready to serve, and then use the right word say, I'm going to go serve this person to
the best of my ability. Not, I'm going to give it my best. Okay, confidence in the word will
reflect the confidence that you portray, okay? The words you use will then be reflected in
the way that you show up on the call with certainty and with confidence. So that's how
you get yourself ready. You must do that. can't show up halfway sleep, can't show up
worried about something else. You have to show up as your best self. And like I mentioned
to you before, my coach will regularly ask me depending upon what we're talking about,
right, Katrina, who are you going to show up as in this conversation? Because I have to
decide, I have to make the conscious decision and then I have to do the actions it takes to
ensure that I definitely show up as that persona is that person that I must be in order to
deliver and serve even now serve you here in this episode. So a question for you today.
What is your routine? Do you have one
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