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Selling UpTM  
is a group of  
cross-disciplined 
professionals who  
are dedicated 
to helping 
organizations  
of all types  
and sizes 
improve sales 
effectiveness.   
 
To learn more,  
please visit:  
www.selling-up.com  
or contact us at:  
800-745-8075 
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Welcome to the first edition of Selling Up’s Sales Journal.   
 
Our intention is to share with our clients and friends what we learn in  
our interactions with organizations that seek sales excellence, and 
anything we find interesting that affects the world of business.  
 
We hope you find the articles informative, lighthearted, and where 
appropriate, humorous. 
 CEO Masters with Clay Feet 
Today, more than ever, pro-
fessional salespeople should 
become valued resources for 
senior executives. Even celebrity 
CEO’s need help - often now, and 
sometimes again!  Take Donald 
Trump, better known by some as 
The Donald.  The recession of the 
early 1990’s brought Trump’s 
business to bankruptcy and 
brought him to the brink of personal 
bankruptcy.  Now in 2004 it seems 
that despite hundreds of thousands 
of aspirants who competed on TV 
to become The Apprentice, The 
Donald faces a major crisis at 
Trump Hotels and Casino Resorts, 
Inc.  Not only is his company short 
of cash and 1.8 billion dollars in 
debt, but it has never been 
profitable since becoming a pubic 
company in 1995.  A CEO could 
lose an apprentice over this type  
of performance! 
 
More often than not the sales 
teams we consult with stand in awe 
of senior executives, especially 
CEO’s.  If you look at Mr. Trump’s 
predicament, you see that even 

smart, experienced CEO’s and 
senior executives fall prey to poor 
business decisions, encroaching 
competition and economic and 
environmental contingencies that 
affect their enterprises. 
 
Want more evidence?  The largest 
business consulting firms tell us 
that 80% of mergers and acqui-
sitions fail to add to shareholder 
value, 33% of the public com- 
panies that file BK reorganization 
restructure or file permanent 
bankruptcy within five years, and 
the overall failure rate for public 
companies is 20-30%.  It should  
be clear that CEO’s and senior 
executives need all the help they 
can get so they can make the  
most informed decisions possible.  
With adequate preparation and 
confidence, many sales pro-
fessionals will find themselves in 
the best position to deliver the 
information senior executives  
need to effectively run successful 
businesses. 
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It may take some work to craft 
good messages that impact 
customers and prospects, but  
the potential to be original, given 
the almost endless possibilities, 
boggles the mind and gives  
hope to all aspiring Voltaire’s! 
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CEO Corner 
 
Several of our clients and  
friends have suggested topics 
for future newsletter articles. 
We encourage our readers to 
let us know what they would 
like to read about or explore  
that affects their business or  
their jobs.   
 
In our September newsletter, 
Profits And Key Receivers,   
we will explore the complex 
topic of customer profitability. 
Understanding why it’s important 
to measure customer profitability 
isn’t as difficult as understanding 
how to measure it!  We will also 
explore the topic of internal 
customers, or “key receivers.”  
When attempting to get the 
attention of their customers  
and prospects, most of the sales 
teams we work with have great 
difficulty crafting messages  that 
truly impact and  motivate  buyers 
to act.  Our solution is the Impact 
Message.  Effective Impact 
Messages appeal to the buyer’s 
self interest, and let the buyer  
know why it’s important  to grant 
the salesperson an audience, if  
for only a few minutes. 
 
The good news is that it really  
isn’t difficult to craft original  
messages that can impact  
buyers. Consider the possibilities.  
Using an example provided by 
Professor Steven Pinker of 
Harvard, and dispensing with  
the math that leads to his point, 
the number of possible English 
sentences of approximately 
twenty words or less is 1020:  a  
one followed by twenty zeros, or  
a hundred million trillion.  Professor 
Pinker tells us that this is more 
than a hundred times the number 
of seconds since the birth of the 
universe!   
 
To wordsmith good Impact 
Messages may be challenging  
at times, but don’t listen to your 
mind when it tells you that maybe 
it’s all been said before.  Think 
again!   
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