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INTRODUCTION

Welcome to this enlightening exploration into the world of selling,
where we embark on a journey guided by a higher purpose beyond mere
profit. As devoted members of The Church of Jesus Christ of Latter-day
Saints, we hold dear the principle of holistic selling — an approach that
recognizes the intrinsic worth of each individual we encounter, valuing their

entirety and divine potential.

Throughout this book, we will delve into the principles of holistic
selling, drawing inspiration in each chapter from the Book of Mormon and
other scriptures which beautifully emphasizes the virtues of integrity and
honesty in all our interactions. The scriptures serve as a constant reminder
of the sacred responsibility we have to treat others with empathy and
respect, fostering meaningful connections based on trust and

understanding.

In this inspired journey, we shall learn how to view selling not just
as a transaction but as a sacred opportunity to create value for ourselves and
those we serve, guided by the principles of honesty and integrity. The words
of Ether remind us of the power of hope, faith, and the anchor they provide

to our souls, enabling us to abound in good works and glorify God.

As we integrate the essence of holistic selling into our lives, we will
witness its transformative impact on both our professional endeavors and
our personal well-being. Just as Alma eloquently asks, "Can ye feel so now?"
— our hearts will be filled with the song of redeeming love as we experience

a true change of heart and embrace a life of purpose and fulfillment.

In closing, I extend my deepest gratitude to my eternal companion,
Wendy, whose unwavering support has been the foundation of our journey

in sales and customer care. Together, we have ventured forth, pioneering
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new products with the power of holistic selling, and it is with humility that

we share these invaluable insights in this essential book.

May the spirit of truth be our constant companion as we embark on
this life-changing voyage of understanding. Let us embrace the principles of
holistic selling not merely as a strategy for success, but as a way to honor
God, ourselves, and all those we have the privilege to serve. With each
relationship built and each customer won, may our souls be uplifted, and

our lives transformed to become beacons of light in this world.
With profound gratitude and devotion,

Lawrence J. Burke



CHAPTER 1
THE POWER OF CONNECTION

Understanding and Engaging with Your Customers

Alma 26:27 - "Now when our hearts were depressed, and we were about to turn
back, behold, the Lord comforted us, and said: Go amongst thy brethren, the
Lamanites, and bear with patience thine afflictions, and I will give unto you

success."

"Man is made or unmade by himself; in the armory of thought he
forges the weapons by which he destroys himself. He also fashions the tools
with which he builds for himself heavenly mansions of joy and strength and

peace.”

These words from my esteemed predecessor, James Allen still ring
true today in the world of sales. As salespeople, we have the power to make
or break our own success, and it all starts with the connections we make

with our customers.

Holistic selling is not just about closing deals or hitting quotas; it's
about understanding the needs and desires of our customers on a deeper
level. It's about creating a genuine relationship with them that goes beyond

the transaction.

In today's fast-paced and highly competitive business world, it's easy
to fall into the trap of focusing solely on the bottom line. However, when we
view our customers as nothing more than a means to an end, we miss out

on the opportunity to truly connect with them and build a loyal following.



The power of connection lies in our ability to engage with our
customers on a personal level. It's about asking the right questions and really
listening to their answers. It's about understanding their pain points and

offering solutions that meet their unique needs.

When we take the time to truly connect with our customers, we
create a sense of trust and loyalty that can't be replicated. We become more

than just salespeople - we become partners in their success.

But how do we make these connections in a world where technology
often acts as a barrier? It starts with a mindset shift. We need to approach
our interactions with customers not as transactions, but as opportunities to

build relationships.

We can also leverage technology to enhance our ability to connect
with customers. Social media platforms and other digital tools allow us to
reach out to our customers in new and creative ways. However, it's
important to remember that these tools should never replace genuine

human interaction.

In the end, the power of connection is about more than just making
a sale. It's about building a lasting relationship with our customers that
extends beyond any single transaction. When we prioritise connection and
engagement in our sales approach, we create a foundation of trust and

loyalty that can sustain us for years to come.

So let us forge the tools of connection in the armoury of our
thoughts, and build for ourselves a future filled with success and

satisfaction.



Exercise Activity Sheet
Exercise 1: Mindset Shift

Write down a list of your current customer interactions and reflect
on whether you approach them as transactions or opportunities to build
relationships. Identify one interaction where you can make a mindset shift
and intentionally focus on building a genuine connection with the

customer.

Exercise 2: Empathy Mapping

Choose a product or service you sell and create an empathy map for
your ideal customer. Consider their needs, desires, pain points, and
motivations. Use this map to guide your sales approach and tailor your

messaging to meet their unique needs.

Exercise 3: Listening Practice

Select a customer or prospect and practice active listening during
your next interaction. Avoid interrupting, focus on their words and tone,
and ask follow-up questions that demonstrate your interest in

understanding their perspective.

Exercise 4: Social Media Engagement

Choose one social media platform where your customers are active
and commit to engaging with them at least once per day for a week. Respond
to comments, share helpful content, and ask questions to spark

conversation.

Exercise 5: Personal Connection Building

Identify one personal interest or hobby you share with a customer
or prospect and use it as a conversation starter during your next interaction.
Build a connection beyond the sales transaction by discussing shared

passions or experiences.



Notes: These exercises are designed to be proactive steps that readers can take to

implement the concepts discussed in this book. By actively engaging in these exercises,

readers can deepen their understanding and apply holistic principles to their sales
practices.







CHAPTER 2
SELLING FROM THE HEART

A Holistic Approach to Sales Success

Alma 31:5 - “And now, as the preaching of the word had a great tendency to
lead the people to do that which was just—yea, it had had more powerful effect
upon the minds of the people than the sword, or anything else, which had
happened unto them—therefore Alma thought it was expedient that they should
try the virtue of the word of God.”

AsJames Allen once said, "As a man thinketh, so he is." This timeless
wisdom is equally applicable to the world of sales, where our thoughts and
beliefs shape our actions and ultimately determine our success. In the
pursuit of sales success, many focus solely on the external factors such as
product features, pricing, and market demand. While these factors are

undoubtedly important, they are only part of the equation.

To truly excel in sales, one must adopt a holistic approach that
encompasses not only the external factors but also the internal ones. Selling
from the heart is about more than just closing deals; it's about building
genuine relationships based on trust, empathy, and mutual understanding.
It's about approaching each sales interaction as an opportunity to serve,

rather than simply to sell.

At the core of holistic selling is the belief that our thoughts and
emotions are just as important as our actions when it comes to achieving
sales success. When we approach sales from a place of fear, desperation, or
scarcity, we are likely to repel potential clients rather than attract them. On

the other hand, when we approach sales from a place of abundance,
8



gratitude, and a genuine desire to help others, we are more likely to build

lasting relationships that lead to repeat business and referrals.

To cultivate this mindset, it's essential to take a holistic approach to
our personal and professional development. This might involve investing in
our physical health, mental well-being, and spiritual growth. It might mean
attending conferences, workshops, and training programs that help us
develop new skills and expand our knowledge base. It might also mean
seeking out mentors and colleagues who can offer guidance and support as

we navigate the challenges of sales.

Ultimately, the key to selling from the heart is to prioritise
relationships over transactions. This means taking the time to understand
our client's needs, goals, and challenges, and offering solutions that
genuinely address these issues. It means listening more than we talk and
asking questions that help us uncover the deeper motivations behind our

clients' buying decisions.

In the end, the holistic approach to selling is not just about achieving
greater sales success, but about creating a more fulfilling and meaningful
career. When we approach sales from a place of authenticity, compassion,
and service, we not only build stronger relationships with our clients but

also enrich our own lives in the process.



Exercise Activity Sheet

Exercise 1 Mindful Sales Calls:

Before each sales call or meeting, take a few minutes to ground
yourself and focus on the present moment. Practise active listening, respond
with empathy and compassion, and strive to build genuine connections

with your clients.

Exercise 2 Self-Care Routine:

Develop a self-care routine that includes activities such as exercise,
meditation, and journaling. Prioritise your physical, mental, and emotional

well-being, and take time each day to care for yourself.

Exercise 3 Purpose-Driven Selling:

Align your sales career with your personal values and purpose. Take
the time to identify your core governing values and mission statement, and

seek out opportunities to make a positive impact on your clients and society.

Exercise 4 Collaborative Selling:

Adopt a collaborative approach to selling, where you work with your
clients as partners rather than adversaries. Build trust and mutual respect,
and focus on building lasting relationships rather than short-term

transactions.

Exercise 5 Continuous Learning:
Commit to lifelong learning and professional development.

Read industry publications, attend webinars and workshops, and
seek out mentorship and coaching opportunities. Continuously improve

your sales skills and knowledge to stay current on your chosen sphere or

10



sector in business, such as victorymanagement.co.uk holistic selling multi-

module online sales course.

By taking these steps, you can achieve a more balanced and holistic
approach to your sales career. You can improve your effectiveness as a sales

professional while nurturing your career

11



Notes: These exercises are designed to be proactive steps that readers can take to
implement the concepts discussed in this book. By actively engaging in these exercises,

readers can deepen their understanding and apply the holistic principles to their sales
practices.
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CHAPTER 3

HOW TO BUILD RELATIONSHIPS
AND BOOST REVENUE

De&C 50:22, "Wherefore, he that preacheth and he that receiveth, understands

one another, and both are edified and rejoice together."”

In the world of sales, building strong relationships is crucial for
success. Your customers want to know that you understand their needs and
that you care about their success. By building strong relationships, you can
boost revenue and ensure long-term success for both you and your

customers.

The first step in building strong relationships is to listen carefully to
your customers. You must understand their needs, goals, and challenges in
order to provide them with the solutions they need. This requires active

listening and a willingness to put yourself in their shoes.

Once you have a clear understanding of your customer's needs, it's
important to communicate clearly and honestly with them. You should be
transparent about what you can and cannot do, and you should always strive
to provide them with the best possible solutions. This will help build trust

and credibility, which are essential for long-term relationships.

In addition to communication, it's also important to provide
excellent customer service. This means being responsive to their needs and
concerns and going above and beyond to ensure their satisfaction. This will

help build loyalty and increase the likelihood of repeat business.
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Another key to building strong relationships is to stay in touch with
your customers on a regular basis. This can include sending them relevant
content, checking in to see how they're doing, and offering them special
promotions or discounts. By staying top-of-mind and showing that you
care, you can keep your customers engaged and interested in your products

and services.

Finally, it's important to be proactive in identifying opportunities to
upsell or cross-sell to your customers. This requires a deep understanding
of their needs and goals, as well as the ability to identify opportunities to
provide additional value. By doing so, you can not only boost revenue, but

also deepen your relationships with your customers.

In summary, building strong relationships is essential for success in
sales. By listening carefully, communicating honestly, providing excellent
customer service, staying in touch, and identifying opportunities to provide
additional value, you can boost revenue and ensure long-term success for

both you and your customers.
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Exercise Activity Sheet

Exercise 1 Listen to a customer:

Identify a customer or potential customer and actively listen to their
needs, goals, and challenges. Practise putting yourself in their shoes and
understanding their perspective. This exercise will help you build empathy

and improve your ability to provide relevant solutions.

Exercise 2 Communicate transparently:

Identify a past or current customer and communicate clearly with
them about what you can and cannot do. Practice providing honest
feedback and striving to provide the best possible solutions. This exercise

will help build trust and credibility with your customers.

Exercise 3 Provide excellent customer service:

Identify a recent customer interaction and reflect on how you could

have gone above and beyond to ensure their satisfaction.

Practice being responsive to their needs and concerns and offering
solutions to their problems. This exercise will help you improve your

customer service skills and build loyalty.

Exercise 4 Stay in touch:

Identify a past customer and send them a relevant piece of content
or check in to see how they're doing. Practice showing that you care about
their success and keeping them engaged with your products or services. This
exercise will help you stay top-of-mind and deepen your relationships with

your customers.
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Exercise, 5 Identify upsell opportunities:

Identify a current customer and brainstorm potential opportunities
to provide additional value. Practice understanding their needs and goals
and identifying ways to offer relevant products or services. This exercise will
help you increase revenue and deepen your relationships with your

customers.

I hope these exercises inspire and motivate you to engage with the
concepts in Chapter 3 and take action to build stronger relationships and

boost revenue.

17



Notes: These exercises are designed to be proactive steps that readers can take to

implement the concepts discussed in this book. By actively engaging in these exercises,

readers can deepen their understanding and apply holistic principles to their sales
practices.
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CHAPTER 4
MINDFUL SALES

A New Approach to Selling that Benefits You and Your Customers

Mosiah 5:2 - “And they all cried with one voice,saying: Yea, we believe all the
words which thou hast spoken unto us; and also, we know of their surety and
truth, because of the Spirit of the Lord Omnipotent, which has wrought a mighty
change in us, or in our hearts, that we have no more disposition to do evil, but to

do good continually.”

As you embark on your journey to becoming a holistic salesperson,
it's important to understand that selling isn't just about making a sale. It's
about building relationships with your customers and providing them with
the best possible solutions to their problems. This requires a new approach

to selling that is both mindful and compassionate.

Mindful sales is a new approach to selling that puts the customer's
needs and desires at the forefront. It involves being fully present in the
moment and listening deeply to your customer's needs. It's about
developing a deep understanding of your customer's pain points,
challenges, and goals so that you can provide them with tailored solutions

that truly meet their needs.

To practice mindful sales, it's important to approach every
interaction with your customers with an open mind and heart. This means
letting go of any preconceived notions or biases you may have and truly
listening to what your customer is saying. It also means being
compassionate and empathetic, putting yourself in your customer's shoes

and understanding their perspective.
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When you practise mindful sales, you create a space for your
customers to feel heard and understood. This creates a deeper connection
and builds trust, which is essential for any successful sales relationship. By
taking the time to truly understand your customer's needs and desires, you

can provide them with tailored solutions that truly meet their needs.

In addition to benefiting your customers, practising mindful sales
can also benefit you as a salesperson. By building deeper connections and
relationships with your customers, you create a loyal customer base that is
more likely to refer you to others. You also create a more fulfilling and
meaningful career, as you are able to help others solve their problems and

achieve their goals.

To practise mindful sales, start by setting an intention to be fully
present in each interaction with your customers. Take the time to truly
listen to what they are saying and ask questions to clarify their needs. Be
compassionate and empathetic, and work to understand their perspective.

Finally, provide them with tailored solutions that truly meet their needs.

In conclusion, mindful sales is a new approach to selling that
benefits both you and your customers. By practising mindful sales, you can
build deeper connections and relationships with your customers, create a
loyal customer base, and enjoy a more fulfilling and meaningful career. So,
take the time to cultivate a mindful sales practice and watch your sales and

relationships grow.
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Exercise Activity Sheet

Exercise 1: Mindful Listening Practice

Objective: Develop active listening skills and improve

understanding of customer needs.

Instructions: Pair up with a partner. Take turns being the
salesperson and the customer. The salesperson should practice mindful
listening by fully focusing on the customer's words, body language, and
emotions. Avoid interrupting or forming responses while the customer is
speaking. After the conversation, reflect on how well you were able to listen

and understand the customer's needs.

Exercise 2: Empathy Role Play

Objective: Enhance empathetic skills and perspective-taking

abilities.

Instructions: Form groups of three, with one person acting as the
salesperson and the other two as customers. The salesperson should engage
in a role-play scenario where the customers express their challenges, goals,
or pain points. The salesperson should practice empathy by imagining
themselves in the customers' situations and responding with understanding
and compassion. After the role-play, discuss how effectively the salesperson

demonstrated empathy and its impact on the interaction.

Exercise 3: Reflective Writing

Objective: Encourage self-reflection on mindful sales practices and

personal growth.

Instructions: Set aside some time to reflect on your experiences

practising mindful sales. Write a journal entry, discussing the challenges

22



you faced, the successes you achieved, and the insights you gained from the
process. Focus on how mindful sales has influenced your relationships with

customers and your own personal development as a salesperson.

Exercise 4: Tailored Solutions Brainstorming

Objective: Develop the ability to provide personalized solutions that

meet customers' needs.

Instructions: Choose a product or service you are familiar with.
Imagine a specific customer persona with unique needs, challenges, and
goals. Brainstorm a list of tailored solutions or recommendations that
would address their specific situation. Consider how your understanding of
the customer's perspective and needs influences the solutions you generate.
Share and discuss your ideas with a colleague or mentor to gain additional

insights.

Exercise 5: Mindful Sales Review

Objective: Assess progress and identify areas for improvement in

practising mindful sales.

Instructions: Conduct a self-assessment of your mindful sales
practices. Use a rating scale (e.g., 1-5) to rate yourself on various aspects,
such as active listening, empathy, understanding customer needs, and
providing tailored solutions. Reflect on your ratings and identify areas
where you feel confident and areas where you can improve. Set specific goals
to further enhance your mindful sales approach and track your progress

over time.
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Notes: These exercises are designed to be proactive steps that readers can take to

implement the concepts discussed in this book. By actively engaging in these exercises,

readers can deepen their understanding and apply holistic principles to their sales
practices.
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CHAPTER 5
GOVERNING VALUES

The Foundation of Holistic Selling

Alma 53:20 - “And they were all young men, and they were exceedingly valiant
for courage, and also for strength and activity; but behold, this was not all—
they were men who were true at all times in whatsoever thing they were

entrusted.”

In the realm of holistic selling, there is an essential component that
distinguishes truly exceptional salespeople from the rest: their governing
values and core principles. These guiding beliefs provide the moral compass
for navigating the complex world of sales, allowing professionals to operate

with integrity, build trust, and create lasting relationships with clients.

Wendy and I were introduced to the governing values concept by

Hyrum W Smith which had a profound impact on our lives.

Hyrum W. Smith, the co-founder of Franklin Covey, emphasised

the importance of governing values in personal and professional success.

According to Smith, governing values are the foundational

principles that guide our decisions, actions, and behaviours.

They are the non-negotiable beliefs that define who we are and what
we stand for. Smith believed that living in alignment with our governing

values leads to a life of integrity, fulfilment and happiness.

Smith explained that governing values serve as a compass, providing

clarity and direction in the midst of life's complexities and challenges.
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They help us prioritise what truly matters, make conscious choices,
and stay focused on our long-term vision. Without clear governing values,
we may find ourselves drifting, making decisions based on short-term gains

or external pressures rather than our authentic selves.

Smith also emphasised the significance of consciously choosing our

governing values rather than passively adopting cultural norms.

He believed that the process of identifying our governing values
requires deep introspection, self-awareness, and reflection on our core
beliefs and principles. By taking the time to define our values, we gain a
sense of purpose and a framework for making decisions aligned with our

authentic selves.

Living by governing values means integrating them into all areas of
our lives, both personally and professionally. Smith encouraged individuals
to be consistent and unwavering in upholding their values, regardless of the

circumstances.

By doing so, we build trust, cultivate meaningful relationships, and

become influential leaders in our respective fields.

Smith's approach to governing values aligns with the broader
concept of living a holistic life. He believed that when we align our actions
with our values, we experience a sense of wholeness and balance. We are
more likely to achieve success and fulfilment in both our personal and

professional endeavours.

In summary, Hyrum W. Smith emphasised that governing values
are the guiding principles that shape our lives. They provide clarity,
purpose, and integrity, enabling us to make decisions and take actions in

alignment with our authentic selves. By living in accordance with our
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governing values, we can create a meaningful and fulfilling life, both

personally and professionally.

This chapter delves into the significance of governing values in
selling, exploring their impact both professionally and personally. Drawing
inspiration from the wisdom of Hyrum W. Smith and Stephen Covey,
renowned experts from Franklin Covey, we will uncover the transformative

power of embracing and living by a set of governing values.
The Importance of Governing Values in Selling

Governing Values serves as the bedrock of successful salesmanship,
providing a solid foundation upon which all business interactions are built.
They define who we are as sales professionals, shaping our decisions,
actions, and attitudes. By establishing a clear set of values, we align our
behaviours with our inner compass, enabling us to navigate challenges and

make ethical choices consistently.

Professionally, governing values instil credibility and foster trust
with clients. When customers perceive that we operate from a place of
integrity, they feel more comfortable engaging with us. We exemplify
honesty, transparency, and respect in all our dealings, which in turn
establishes a reputation for reliability and builds a loyal client base. For
instance, a salesperson who values empathy will actively listen to a client's
needs, understanding their unique circumstances and providing tailored

solutions that genuinely address their concerns.

On a personal level, governing values empower us to maintain
balance and prioritize what truly matters. By identifying and living by values
such as family, health, and personal growth, we create a harmonious
integration of our personal and professional lives. For example, a
salesperson who values continuous learning may allocate time each day for

personal development, such as reading industry-related literature or
28



attending webinars. This investment in self-improvement not only

enhances their sales skills but also contributes to their overall well-being.

Examples of governing values include authenticity, responsibility,
adaptability, gratitude, and perseverance. When embodied and consistently
practised, these values become the guiding principles that shape every
aspect of our selling journey. They infuse our interactions with a genuine
sense of purpose and contribute to the creation of meaningful, long-term

relationships with clients.

In the next section, we will explore practical strategies for identifying
and defining your own set of governing values, enabling you to align your
sales approach with your authentic self. Through this exploration, you will
discover how embracing and embodying these values can elevate your
effectiveness as a holistic sales professional, creating a positive impact on

your clients, your career, and your life as a whole.
Examples of Professional Governing Values and their Application:

Authenticity: Being genuine and true to oneself in all interactions.
This value can be applied by establishing open and honest communication
with clients and avoiding exaggerations or misrepresentations to make a

sale.

Accountability: Taking ownership of one's actions and delivering
on promises. This value can be demonstrated by following up diligently,
meeting deadlines, and proactively addressing any issues or concerns that

arise during the sales process.

Customer-Centricity: Placing the needs and satisfaction of
customers at the forefront. This value can be exemplified by actively
listening to clients, understanding their unique requirements, and tailoring

solutions that genuinely meet their expectations.
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Continuous Improvement: Striving for personal and professional
growth. This value can be integrated by consistently seeking feedback,
attending relevant training or workshops, and staying updated on industry

trends to enhance sales skills and knowledge.

Ethical Conduct: Upholding high moral standards in all business
dealings. This value can be practised by refusing to engage in unethical
practices, maintaining confidentiality, and respecting the privacy and trust

of clients.
Examples of Personal Governing Values and their Application:

Integrity: Maintaining consistency between personal beliefs and
actions. This value can be applied by making decisions aligned with your

personal values even when faced with difficult choices.

Work-Life Balance: Prioritizing personal well-being and
maintaining harmony between work and personal life. This value can be
practised by setting boundaries, allocating time for self-care, and nurturing

meaningful relationships outside of work.

Compassion: Demonstrating empathy and understanding towards
others. This value can be embodied by actively listening, showing kindness,

and supporting colleagues or clients during challenging times.

Learning: Embracing a mindset of continuous learning and growth.
This value can be exercised by pursuing new hobbies, reading books,
attending seminars, or seeking mentorship to expand knowledge and

broaden perspectives.

Gratitude: Cultivating an appreciation for the present moment and
expressing gratitude for blessings. This value can be integrated by practising
gratitude exercises, maintaining a gratitude journal, or expressing
appreciation to clients and colleagues for their support.
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Exercises on Determining Your Own Governing Values:

Reflection Journal: Set aside dedicated time to reflect on your
values, both personally and professionally. Write down your thoughts and
observations about what truly matters to you, what principles guide your

actions, and what you aspire to uphold.

Core Values Assessment: Utilize tools or assessments available
online to identify and prioritize your core values. These assessments often
provide a list of values to choose from and help you clarify which values

resonate with you the most.

Values Discussion: Engage in deep conversations with trusted
friends, family members, or mentors about their perception of your values

and how they see them manifested in your life.
This external perspective can offer valuable insights.

Value Alignment Exercise: Evaluate your current personal and
professional activities and assess how well they align with your values.
Identify any areas of misalignment and brainstorm ways to bring them into

harmony with your core values.

Test Decision-Making: When faced with a difficult decision,
consciously assess which values are at stake and how different choices align
with those values. This exercise helps you make decisions in alignment with

your governing values and reinforces their importance in your life.

Remember, the process of determining your own inherent
governing values is personal and ongoing. It requires introspection, self-

awareness, and a commitment to living in accordance with those values.
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Exercise Activity Sheet

Values Reflection Exercise:

Take a quiet moment to reflect on your personal and professional
life. Write down five values that are important to you. Consider what
principles guide your decisions and actions. Reflect on how these values
have shaped your life so far and how they can continue to guide you in your

selling journey.

Values Prioritization Activity:

Once you have identified your core values, rank them in order of
importance to you. Consider which values have the most significant impact
on your life and align closely with your authentic self. This exercise will help
you gain clarity on your top governing values and prioritize them in your

sales approach.

Values Alignment Analysis:

Take a closer look at your current sales activities and evaluate how
well they align with your governing values. Identify any areas where there
may be misalignment and brainstorm ways to bring them into harmony
with your core values. This exercise will help you identify areas for
improvement and make adjustments to ensure your actions align with your

values.

Values and Decision-Making Exercise:

Think about a recent decision you made in your sales process.
Reflect on the values that were at play and how they influenced your choice.
Consider if the decision aligned with your governing values or if there was
a conflict. Explore alternative decisions that would have better aligned with

your values. This exercise will help you make conscious choices that align
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with your authentic self and reinforce the importance of your governing

values in decision-making.

Values Accountability Exercise:

Choose one of your governing values and set a specific action or
behaviour that you will commit to in order to uphold that value in your sales
interactions. For example, if one of your values is authenticity, you might
commit to being transparent and honest in all your client interactions.
Write down your commitment and create a plan to hold yourself
accountable. This exercise will help you integrate your governing values into
your daily sales practice and reinforce their importance in building trust and

credibility with clients.

Remember, these exercises are meant to guide your self-reflection
and help you identify and embrace your governing values. Take your time
with each exercise and be open to exploring the deeper meaning behind

your values.
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Notes: These exercises are designed to be proactive steps that readers can take to

implement the concepts discussed in this book. By actively engaging in these exercises,

readers can deepen their understanding and apply holistic principles to their sales
practices.
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CHAPTER 6

UNLEASHING THE POWER OF
HOLISTIC SELLING ONLINE

DC- 58:27

"Verily I say, men should be anxiously engaged in a good cause, and do many

things of their own free will, and bring to pass much righteousness.”

Infroduction:

In this digital age, where technology has permeated every aspect of
our lives, it is essential for holistic sales professionals to adapt and harness

the power of online platforms.

While traditional sales meetings hold their own essential
importance, and we are not advocating that all your sales convert to being

online on the contrary they are vital

But embracing the potential of holistic selling in the online realm
can take your sales presentations to a whole new level, particularly when it

comes to International selling, qualifying future potential clients,

Keeping in touch and coaching existing clients and not forgetting

training, large numbers of customers remotely online.

In this chapter, we will explore the transformative opportunities and
strategies that enable you to navigate the virtual waters and unlock the true

potential of holistic selling online.
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Embracing the Digital Horizon:

To embark on this journey, we must first embrace the digital
horizon and understand the unique characteristics of online interactions.
Explore the advantages and challenges of conducting sales meetings
virtually, including the importance of establishing trust, creating engaging
virtual experiences, and leveraging technology tools for effective

communication.

Crafting a Holistic Online Presence:

Your online presence serves as the digital reflection of your holistic
selling philosophy. Learn how to create a compelling online persona that
aligns with your values and resonates with your target audience. Discover
the power of storytelling, authentic communication, and thought leadership

to build trust and establish yourself as a holistic leader in the digital space.

Designing Engaging Virtual Experiences:

Translating the energy and connection of an in-person sales meeting
to the online realm requires intentional design. Explore innovative
techniques to enhance virtual engagement, such as incorporating
multimedia elements, interactive exercises, and collaborative platforms.
Discover how to create a sense of community and foster meaningful

connections that transcend the limitations of physical distance.

Leveraging Technology for Holistic Selling:

Technology serves as an invaluable ally in the quest for holistic
selling online. Dive into the realm of virtual meeting platforms, CRM
systems, data analytics, and automation tools. Uncover the ways in which
these technologies can streamline your sales processes, enhance customer

experiences, and empower you to make data-driven decisions.
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Nurturing Relationships in the Digital Age:

Effective relationship building lies at the heart of holistic selling.
Explore strategies to cultivate authentic connections in the online space,
including personalised communication, active listening, and empathetic
engagement. Discover how to foster long-term customer loyalty and create

a network of advocates who amplify your holistic selling message.

Adapting to the Changing Landscape:

The world of sales is ever-evolving, and it is essential to stay ahead
of the curve. Explore emerging trends and technologies that are shaping the
future of holistic selling online. From virtual reality and augmented reality
to artificial intelligence and chatbots, uncover how these innovations can be

harnessed to provide unique and immersive online sales experiences.

Conclusion:

As holistic sales professionals, we have the power to navigate
uncharted waters and seize the opportunities presented by the digital realm.
By embracing holistic selling online, we can transcend physical boundaries,
enhance engagement, and build lasting relationships with customers. The
journey may require adaptability, creativity, and a visionary mindset, but
the rewards are immense. Let us set sail together and unleash the true power

of holistic selling in the online world.

Remember, you are the captain of your own ship, and the holistic
principles you embody will guide you to success in the vast digital ocean of

sales.
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Exercise Activity Sheet

Exercise 1: Crafting Your Online Persona

Objective: Develop a compelling online presence that reflects your

holistic selling philosophy.

Instructions:

Reflect on your holistic selling values, principles, and unique

strengths.

Identify key elements of your personal brand that align with your
holistic approach.

Create a list of keywords and phrases that best describe your holistic

selling persona.

Use these insights to update your social media profiles, website, and

other online platforms.

Seek feedback from colleagues or mentors to ensure your online

persona is authentic and resonates with your target audience.
Exercise 2: Designing an Engaging Virtual
Experience

Objective: Plan and execute a captivating online sales meeting that

incorporates holistic selling principles.

Instructions:

Select a specific sales meeting or presentation that you will conduct

online.

Define the desired outcomes and objectives for the meeting.
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Brainstorm interactive exercises, multimedia elements, and

collaborative platforms that can be integrated into your virtual presentation.

Develop a detailed agenda that incorporates holistic selling

techniques and engages participants throughout the meeting.

Practice delivering your online presentation, focusing on

maintaining energy, clarity, and engagement.

Exercise 3: Exploring Technology Tools for
Holistic Selling

Objective: Identify and leverage technology tools that enhance your

holistic selling efforts.

Instructions:

Research and explore different technology tools available for online
sales meetings, customer relationship management (CRM), data analytics,

and automation.

Evaluate each tool's features, benefits, and compatibility with your

holistic selling approach.
Select one or two tools that align with your needs and objectives.

Create a plan to implement and integrate these tools into your sales

processes.

Experiment and gather feedback to fine-tune your technology stack

and maximize its effectiveness.

40



Exercise 4. Building Authentic Connections
Online

Objective: Develop strategies to nurture meaningful relationships

with clients and prospects in the online realm.

Instructions:

Review your current communication practices and channels for

connecting with clients online.

Identify opportunities to personalise your interactions and build

rapport in the virtual space.

Brainstorm creative ways to actively listen and empathise with

clients' needs and challenges.

Develop a plan to incorporate these strategies into your online

interactions.

Practice implementing the strategies and reflect on the impact they

have on strengthening relationships with clients.
Exercise 5: Staying Ahead of the Curve

Objective:

Stay updated on emerging trends and technologies shaping the

tuture of holistic selling online.

Instructions:

Set aside time each month to research and explore emerging trends

and technologies relevant to holistic selling.

Create a reading list of blogs, articles, and thought leaders in the field
of digital sales and holistic selling.
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Engage in online forums, webinars, or virtual conferences that

discuss advancements in the sales industry.

Identify one trend or technology that aligns with your holistic selling
philosophy and investigate how it can be integrated into your sales

approach.

Develop a plan to experiment with and leverage the identified trend

or technology to enhance your online sales meetings and interactions.

Remember, these exercises are designed to help you put the concepts
and strategies discussed in this chapter into action. By actively engaging in
these exercises, you will be better equipped to develop a holistic online
selling plan and continually improve your skills as a holistic sales

professional in the digital realm.
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Notes: These exercises are designed to be proactive steps that readers can take

to implement the concepts discussed in this book. By actively engaging in these
exercises, readers can deepen their understanding and apply holistic principles

to their sales practices.
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CHAPTER 7

SELLING HOLISTICALLY TO
DIFFERENT PERSONALITY TYPES

New Testament - Romans 12:16

"Be of the same mind one toward another. Mind not high things, but condescend

to men of low estate. Be not wise in your own conceits.”

Infroduction:

In this chapter, we will explore a holistic selling approach that caters
to the unique needs and preferences of four different personality types: the
Driver Type, the Warm Type, the Dealer Type, and the Numbers Type. By
incorporating holistic principles, we will not only consider their distinct
personalities but also delve into historical and psychological approaches
that can enhance our selling techniques. This chapter draws inspiration
from the styles of Stephen Covey, Hyrum W. Smith from Franklin Covey,
and James Allen's "As a Man Thinketh," combining their wisdom to create

a comprehensive approach to selling.

Section 1: The Driver Type

The Driver Type is known for their assertiveness, directness, and
results-driven mindset. When employing a holistic selling approach, we

take into account the following holistic and psychological principles:

Holistic Approach: "Begin with the end in mind." Inspired by

Stephen Covey's philosophy, we recognize that Drivers are focused on
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achieving specific outcomes. By understanding their ultimate goals, we can

align our product or service with their desired results.

Psychological Approach: Drawing from James Allen's "As a Man
Thinketh," we understand that a Driver's mindset shapes their actions. By
framing our sales pitch around the belief that our offering can help them

achieve greatness and success, we tap into their motivation and drive.

Section 2: The Warm Type

The Warm Type values relationships, empathy, and emotional
connections. To incorporate a holistic approach, we integrate the following

historical and psychological principles:

Holistic Approach: Hyrum W. Smith emphasizes the importance of
"Putting first things first." By prioritizing building genuine relationships
with Warm Types, we create a foundation of trust and emotional

connection.

Psychological Approach: Inspired by James Allen, we recognize that
the Warm Type's thoughts and emotions influence their buying decisions.
By appealing to their emotions and showcasing how our product or service
enhances their personal lives, we create a compelling narrative that

resonates with their desires and aspirations.

Section 3: The Dealer Type

The Dealer Type is analytical, detail-oriented, and focused on data-
driven decision-making. Incorporating a holistic approach involves

integrating holistic and psychological principles:

Holistic Approach: Adopting the principle of "Think win-win" from

Stephen Covey's teachings, we aim to understand the Dealer Type's needs
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and objectives thoroughly. By positioning our offering as a mutually

beneficial solution, we build trust and foster long-term partnerships.

Psychological Approach: The Dealer Type's logical mindset can be
influenced by James Allen's philosophy of "As a man thinketh in his heart,
so is he." By presenting them with well-researched data, facts, and logical
arguments that highlights the effectiveness and efficiency of your product

or service, we appeal to their rational decision-making process.

Section 4: The Numbers Type
The Numbers Type focuses on facts, figures, and ROI. When

applying a holistic selling approach, we consider the following historical and

psychological principles:

Holistic Approach: Inspired by Stephen Covey's principle of "Seek
first to understand, then to be understood,” we strive to understand the

Numbers Type's specific requirements and desired outcomes.

By listening actively and asking pertinent questions, we gain

valuable insights to tailor our approach.

Psychological Approach: Building on James Allen's teachings, we
acknowledge that the Numbers Type's thoughts shape their reality. By
adopting a positive mindset and projecting confidence and expertise, we can
influence their perception of your product or service's value and its impact

on their bottom line.
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Conclusion:

A holistic selling approach takes into account not only the distinct
personality types but also holistic and psychological principles. By
combining the wisdom of Stephen Covey, Hyrum W. Smith, and James

Allen, we can adapt our selling techniques for each individual personality

type.
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Notes: These exercises are designed to be proactive steps that readers can take to

implement the concepts discussed in this book. By actively engaging in these exercises,

readers can deepen their understanding and apply holistic principles to their sales
practices.
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CHAPTER 8
THE HOLISTIC APPROACH TO SELLING

Mastering the Essential Sales Skills
Book of Mormon - Alma 7:23

"And now I would that ye should be humble, and be submissive and gentle; easy
to be entreated; full of patience and long-suffering; being temperate in all things;
being diligent in keeping the commandments of God at all times; asking for
whatsoever things ye stand in need, both spiritual and temporal; always

returning thanks unto God for whatsoever things ye do receive.”

Infroduction:

In the world of sales, success goes beyond simply closing deals. It
requires a holistic approach that encompasses a wide range of skills, from
understanding your customers' needs to building lasting relationships. In
this chapter, we will delve deeper into the 13 essential sales skills that every
sales professional should master. By adopting a holistic mindset and honing

these skills, you will elevate your sales game and achieve remarkable results.
Section 1: Foundational Skills:

Empathy: The Foundation of Connection

To truly understand your customers and their needs, empathy is
essential. Empathy enables you to put yourself in their shoes, grasp their
challenges, and build genuine connections. By listening actively and
showing genuine care, you can forge trust and establish rapport, setting the

stage for a successful sales journey.
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Active Listening:
Uncovering Insights:

Active listening goes hand in hand with empathy. It involves
attentively absorbing what your customers say, as well as what they don't
say. By listening actively, you can uncover valuable insights, identify pain
points, and tailor your sales approach to meet their specific needs. Effective
listening also allows you to address concerns and objections more

effectively.

Questioning and Needs Assessment:
Unveiling Opportunities:

The art of asking the right questions and conducting a thorough
needs assessment is crucial for understanding your customers'
requirements. By probing deeper and seeking clarity, you can identify their
underlying motivations, desires, and challenges. This information will
enable you to tailor your offerings and present solutions that align perfectly

with their needs.

Section 2: Building Relationships:
Trust and Credibility: The Cornerstones of Relationships:

Building trust and establishing credibility are pivotal in sales.
Customers are more likely to engage with sales professionals they trust and
perceive as experts. By delivering on promises, providing accurate
information, and demonstrating industry knowledge, you can earn their

trust and establish yourself as a credible partner.
Relationship Building: Beyond the Transaction:

Successful sales professionals understand that relationships extend

beyond the initial sale.
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Nurturing and cultivating long-term connections is vital for
generating repeat business, referrals, and positive word-of-mouth. By
staying in touch, offering support, and providing ongoing value, you can

foster lasting relationships that lead to continued success.
Section 3: Sales Strategy and Execution:

Solution Selling: Tailoring VValue Propositions

In today's market, customers seek more than just products or

services; they desire solutions to their problems.

By adopting a solution-selling approach, you can position your
offerings as comprehensive solutions that address your customers' pain

points and deliver tangible value.

Understanding their unique challenges and customising your value

proposition accordingly will set you apart from the competition.

Consultative Selling:
Becoming a Trusted Advisor

A consultative selling approach involves acting as a trusted advisor
to your customers. By leveraging your expertise and industry knowledge,
you can guide them through their decision-making process. Offer insights,
share relevant resources, and provide recommendations that align with
their goals. By positioning yourself as a trusted advisor, you become

indispensable to their success.
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Strategic Planning:
Mapping the Sales Journey

Successful sales professionals don't rely on luck; they have a well-
thought-out plan. Strategic planning involves mapping out the entire sales

journey, from prospecting to closing deals and beyond.

By setting clear objectives, identifying key milestones, and creating
a roadmap, you can navigate the sales process more effectively and achieve

consistent results.

Section 4: Communication and Influence
Effective Communication:

The Power of Persuasion

Effective communication is at the core of sales success. It involves
articulating your message clearly, using persuasive language, and adapting

your communication style to resonate with different customers.

By honing your communication skills, including verbal and

nonverbal cues, you can influence and persuade prospects to take action.
Emotional Intelligence: Connecting on a Deeper Level

Emotional intelligence plays a vital role in sales interactions. It is the

ability to recognize and understand emotions, both in yourself and others.

By empathising with your customer's emotions, you can tailor your
approach, manage objections more effectively, and build stronger
connections. Developing emotional intelligence allows you to navigate
challenging situations with grace and build rapport based on trust and

understanding.
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Section 5: Continuous Growth and
Adaptability:
Lifelong Learning: Fueling Personal and Professional Growth

In the dynamic world of sales, continuous learning is essential for
staying ahead. Embracing a growth mindset and seeking opportunities to
expand your knowledge and skills will keep you relevant and adaptable.
Attend industry conferences, read sales books, take online courses such as
Victory Management.co.uk online courses, and engage in professional

development activities to continuously enhance your expertise.
Adaptability: Thriving in a Changing Landscape
The ability to adapt to changing circumstances is crucial in sales.
The market, customer preferences, and competition are constantly
evolving. Embrace change, be open to new strategies and technologies, and

proactively adjust your approach. Adaptability allows you to seize

opportunities, overcome challenges, and stay ahead of the curve.
Holistic Sales Mindset: Integrating Skills for Overall Success

At the heart of holistic selling is the integration of all the
aforementioned skills and mindsets. To achieve overall sales success, it's

vital to view these skills as interconnected and interdependent.

A holistic sales mindset enables you to leverage empathy, active
listening,  relationship-building,  strategic = planning,  effective

communication, and continuous growth together.

By embodying a holistic approach, you become a well-rounded sales
professional who can navigate complex sales scenarios and deliver

exceptional results.
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Conclusion:

Mastering the essential sales skills outlined in this chapter is a
transformative journey. By adopting a holistic approach to selling, you can
elevate your sales effectiveness and build lasting relationships with

customers.

Embrace empathy, active listening, relationship-building, strategic
planning, effective communication, continuous growth, and adaptability to
unlock your full potential as a sales professional. With a holistic sales mindset,
you will thrive in the ever-changing landscape of sales and achieve remarkable

Success.
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Exercise Activity Sheet

Exercise 1: Customer Needs Analysis

Take some time to analyze and understand your customers' holistic
needs. Consider their emotional, intellectual, and practical requirements
throughout the entire customer journey. Write down your insights and
observations on how addressing these holistic needs can positively impact
sales outcomes. Identify specific actions you can take to enhance your

understanding and fulfilment of customers' holistic needs.

Exercise 2: Personalized Sales Approach

Choose a specific customer segment you engage with or plan to
target. Conduct research to gather information about their unique
preferences, values, and challenges. Design a personalized sales approach
that aligns with their individuality and promotes a holistic buying
experience. Document your personalized sales approach and identify ways

to incorporate it into your sales interactions.

Exercise 3: Mindful Listening and Empathy
Building

Select a recent or upcoming sales interaction. Practise mindful
listening during the interaction, focusing on understanding the customer's

holistic needs, concerns, and aspirations.

Put yourself in their shoes and consider the broader context of their
lives to cultivate empathy. Reflect on the impact of mindful listening and
empathy building on your sales interactions. Document key learnings and

insights.
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Exercise 4. Integrating Sustainability and
Social Impact

Research and identify sustainable practices and social impact

initiatives relevant to your industry or product/service.

Evaluate your current sales process and identify opportunities to

integrate sustainability and social impact considerations.

Develop strategies for effectively communicating the sustainable

and socially responsible aspects of your product/service to customers.

Document your sustainability and social impact initiatives, track

your progress, and regularly review and refine your approach.

Exercise 5: Values Alignment

Set aside dedicated time for self-reflection. Contemplate your
personal values and how they relate to your sales role and the customers you

serve.

Evaluate the alignment between your personal values and the sales
approach you currently employ. Identify any areas of misalignment and
brainstorm ways to bring your personal values into greater harmony with

your sales career.

Create an action plan for aligning your personal values with your
sales approach and regularly revisit and update it as you grow in your sales

career.
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Notes: These exercises are designed to be proactive steps that readers can take to

implement the concepts discussed in this book. By actively engaging in these exercises,

readers can deepen their understanding and apply the holistic principles to their sales
practices.
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CHAPTER 9
THE POWER OF HOLISTIC CLOSING

Building Lasting Relationships through Trust and Alignment
Doctrine and Covenants 64:33-34

"Wherefore, be not weary in well-doing, for ye are laying the foundation of a
great work. And out of small things proceedeth that which is great. Behold, the
Lord requireth the heart and a willing mind; and the willing and obedient shall

eat the good of the land of Zion in these last days."

As a holistic sales experienced visionary on holistic selling, I
understand the importance of effective closing techniques in the sales

process.

Closing is the final step where you secure a commitment from the
prospect and turn them into a customer. Here are some powerful closing

techniques, along with examples, that can help you achieve success in sales:

The Partnership Close: Position the sales process as a collaborative
partnership rather than a transactional exchange. Emphasise the long-term
value of working together and how your solution can support the prospect's

growth and success.

The Consultative Close: Revisit the prospect's pain points and
challenges, demonstrating how your solution addresses their specific needs.
Show genuine empathy and understanding, positioning yourself as a trusted

advisor who is committed to their success.

The Value-Based Close: Focus on the unique value and benefits

your solution offers, highlighting how it aligns with the prospect's goals and
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priorities. Emphasise the positive impact it can have on their business, their

customers, and their overall well-being.

The Education Close: Provide additional resources or educational
materials that can help the prospect make an informed decision. Offer to
answer any remaining questions or concerns they may have, ensuring they

have all the information they need to feel confident about their choice.

The Relationship Close: Emphasize the importance of building a
long-term relationship based on trust, mutual respect, and shared values.
Highlight your commitment to ongoing support, collaboration, and

exceeding their expectations.

The Social Impact Close: If your product or service has a positive
social or environmental impact, highlight those aspects and demonstrate
how the prospect can contribute to a greater cause by choosing your

solution. Appeal to their values and desire to make a difference.

The Personalization Close: Tailor your offering to the prospect's
unique needs and preferences. Show that you have taken the time to
understand their specific challenges and objectives, and present a

customised solution that meets their individual requirements.

The Success Story Close: Share success stories and testimonials
from previous customers who have achieved significant results by using
your product or service. Highlight not only the business outcomes but also

the personal growth and fulfilment experienced by those customers.

The Trust-Building Close: Reinforce the trust and rapport you have
built throughout the sales process. Remind the prospect of the positive
interactions and shared values you have established, emphasizing that they

can rely on you as a trusted partner.
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The Follow-up Close: Offer ongoing support and follow-up after
the sale, demonstrating your commitment to their satisfaction and success.
Assure the prospect that you will be there to address any concerns, provide

additional resources, or make adjustments as needed.

In a holistic sales approach, the focus is not solely on the sale itself
but on nurturing a meaningful relationship with the prospect. It involves
understanding their unique needs, providing personalised solutions, and
fostering a sense of trust and partnership. By embracing these holistic
closing techniques, you can create a win-win situation where both the

prospect and your organisation benefit in the long run.

Here are five exercises that readers can engage in to reinforce their

understanding and apply the concepts discussed:

63



Exercise Activity Sheet

1 Reflect on Your Current Closing Approach:

Take some time to evaluate your current closing techniques and
assess how aligned they are with the holistic selling approach discussed in
the chapter. Consider the strengths and weaknesses of your current
methods and identify areas where you can improve. Reflect on how your
closing techniques can better focus on building trust and establishing long-

term relationships with customers.

2 Role-Play Scenarios:

Engage in role-playing exercises with a colleague or mentor to
practice holistic closing techniques. Create scenarios where you encounter
various challenges and objections from prospects. Focus on employing the

techniques discussed in the chapter

This exercise will help you refine your skills, build confidence, and

internalise the holistic approach to closing.

3 Review and Analyze Customer Success
Stories:

Explore case studies or success stories of customers who have
benefited from a holistic sales approach. Analyse how the salesperson built
trust, understood the customer's needs, and aligned their solution to deliver
long-term value. Reflect on how you can apply similar strategies in your
own sales interactions. Consider the impact of relationship-building and the

customer's journey beyond the initial sale.

4 Conduct a Customer Needs Assessment
Exercise:
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Choose a product or service you are familiar with and create a
hypothetical customer needs assessment exercise. Develop a set of questions
that delve into the prospect's pain points, goals, and desired outcomes.
Practice conducting this needs assessment exercise with a colleague or
mentor, focusing on active listening, empathy, and uncovering the
customer's holistic needs. Analyse the insights gained from this exercise and
identify areas where you can improve your ability to align your solution

with customer needs.

5 Implement a Follow-up and Relationship-
Building Plan:

Develop a plan for nurturing relationships with existing and
potential customers beyond the closing stage. Consider strategies for regular
follow-ups, providing additional value, and staying connected with
customers even after the sale is made. Outline specific actions you can take
to foster long-term relationships based on trust, such as sending
personalised emails, sharing relevant resources, or organising events.
Implement this plan and track the impact it has on customer retention and

satisfaction.

By engaging in these exercises, readers can deepen their
understanding of holistic closing techniques and develop practical skills to

build lasting relationships with their customers.

These exercises provide opportunities for self-reflection, practice,
and application, enabling readers to embrace a customer-centric approach

and achieve success in their sales endeavours.
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Notes: These exercises are designed to be proactive steps that readers can take to

implement the concepts discussed in this book. By actively engaging in these exercises,

readers can deepen their understanding and apply holistic principles to their sales
practices.
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CHAPTER 10
INTERNALISE AND APPLY

New Testament - James 1:22

"But be ye doers of the word, and not hearers only, deceiving your own selves.”

It's time to listen deeply and understand your customer's needs,

challenges, and goals.

Avoid rushing through the sales process and instead focus on
building a genuine connection. Show compassion and empathy, and always

strive to provide the best possible solutions.

Incorporate mindfulness techniques into your sales routine, such as
deep breathing and grounding exercises, to help you stay focused and
present. Practise active listening by paraphrasing and summarising what

your customers have said to ensure you understand them correctly.

Remember that selling is not just about the transaction; it's about
creating value and building long-lasting relationships. Shift your mindset
from a transactional approach to one of service and partnership. See
yourself as a trusted advisor, guiding your customers towards solutions that

will truly benefit them.

Continuously educate yourself and invest in personal development.
Seek out training, workshops, and mentors who can help you improve your
sales skills and expand your knowledge base. The more you grow and learn,

the more value you can provide to your customers.

By practising mindful sales, you not only benefit your customers but

also yourself. You create a fulfilling and meaningful career that is based on
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trust, empathy, and genuine connections. Your customers will appreciate
your authentic approach and be more likely to choose you as their trusted

partner.

In conclusion, the power of mindful sales lies in its ability to
transform the way you sell and connect with your customers. By adopting a
mindful and compassionate approach, you can create stronger
relationships, provide tailored solutions, and ultimately achieve greater
sales success. Embrace this holistic approach to selling, and you will reap

the rewards in both your professional and personal life.
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Exercise Activity Sheet

Exercise 1: Setting Intentions

Before each customer interaction, take a moment to set an intention
to be fully present, compassionate, and understanding. Remind yourself of
the value you can provide and the importance of building genuine

connections.

Exercise 2: Deep Breathing

Incorporate deep breathing exercises into your daily sales routine.
Take a few minutes to focus on your breath and centre yourself before
important calls or meetings. This will help you stay calm, focused, and

present.

Exercise 3: Paraphrasing and Summarising

Practise active listening by paraphrasing and summarising what
your customers have said. This shows that you are truly engaged and helps

ensure that you understand their needs correctly.

Exercise 4: Continuous Learning

Commit to continuous learning and personal development. Seek out
resources, training programs, and mentors who can help you improve your

sales skills and deepen your understanding of your customers' needs.

Exercise 5: Reflect and Adjust

Regularly reflect on your sales interactions and assess how well you
practised mindful sales. Identify areas for improvement and make
adjustments to your approach as needed. Keep refining your skills and

striving to provide the best possible experience for your customers.
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By incorporating these exercises into your sales practice, you can

cultivate a mindful approach that benefits both you and your customers.
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Notes:These exercises are designed to be proactive steps that readers can take to
implement the concepts discussed in this book. By actively engaging in these exercises,

readers can deepen their understanding and apply holistic principles to their sales
practices.
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CHAPTER 11
HARMONIZING TIME

The Holistic Approach to event control.
Doctrine and Covenants 88:119

"Organize yourselves; prepare every needful thing, and establish a house, even a
house of prayer, a house of fasting, a house of faith, a house of learning, a house

of glory, a house of order, a house of God."

"Time is a non-renewable resource; how we choose to use it

determines the quality of our lives." - Hyrum W. Smith

In the fast-paced world of sales, time management plays a critical
role in achieving success. However, merely focusing on traditional time
management techniques may lead to a sense of fragmentation and
overwhelm. In this chapter, we will explore the concept of holistic time
management, inspired by the wisdom of Hyrum W. Smith from Franklin
Covey. This approach harmonises productivity, well-being, and fulfilment,
allowing sales professionals to optimise their efforts while maintaining a

sense of balance and purpose.

Principle 1: Define Your Priorities:

Holistic time management begins with a clear understanding of the
importance of identifying your values, goals, and long-term vision.By
aligning your time and energy with what truly matters to you, you create a
solid foundation for effective time management. Sales professionals who

define their priorities are better equipped to make informed decisions,
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allocate resources wisely, and focus on activities that contribute to their

overall success.

Principle 2: Plan with Purpose:

Planning with purpose involves setting meaningful goals and
creating a roadmap to achieve them. I would encourage sales professionals
to develop a clear vision of what they want to accomplish and break it down
into actionable steps. By using tools like a digital iPhone iPad app such as
PlannerPro daily planner which can be found in the apps store , salespeople
can prioritise tasks, schedule activities, and allocate time for essential
activities, including prospecting, relationship building, and personal
development. Planning with purpose empowers sales professionals to
navigate their days with intention and stay on track towards their desired

outcomes.

Principle 3: Master Your Focus:

In today's hyper-connected world, maintaining focus has become
increasingly challenging. The principle to mastering your focus emphasises
the need to eliminate distractions and concentrate on high-value activities.
Sales professionals who practise focused work techniques, such as time
blocking, the two-minute rule, and single-tasking, can optimise their
productivity and accomplish more in less time. By deliberately directing
their attention to the most critical tasks at hand, salespeople can achieve a

state of flow and maximise their effectiveness.

Principle 4: Leverage the Power of Delegation:

Delegation is a powerful strategy for effective time management. I
would encourage sales professionals to leverage their strengths and delegate
tasks that do not align with their expertise or priorities. By trusting and

empowering others to handle certain responsibilities, salespeople free up
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their time and energy for higher-value activities. The delegation also fosters
collaboration and allows team members to develop new skills, leading to

increased productivity and overall success.

Principle 5: Renew and Recharge:

Holistic time management recognizes the importance of self-care
and renewal. I would emphasise the need for sales professionals to prioritise
their well-being by incorporating regular breaks, exercise, relaxation, and
reflection into their schedules. Taking time to recharge not only enhances
productivity and creativity but also promotes overall health and fulfilment.
By valuing self-care as an essential component of time management,
salespeople can sustain their energy levels, prevent burnout, and bring their

best selves to their work and personal lives.

Conclusion:

Holistic time management empowers sales professionals to
optimise their efforts while maintaining a sense of balance and purpose. By
defining priorities, planning with purpose, mastering focus, leveraging
delegation, and prioritising renewal, salespeople can harmonise
productivity, well-being, and fulfilment. Through conscious time
management, sales professionals create the space to excel in their work,
nurture meaningful relationships, and cultivate a sense of fulfilment that

extends beyond the confines of their professional lives.
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Exercises:

Values Reflection:

Objective: Align your core values with your sales career and identify

ways to integrate them into your daily activities.

Formula:

Identify three core governing values that are important to you and

relevant to your sales career (e.g., integrity, empathy, growth).

Reflect on how these values can be manifested in your sales activities
(e.g., maintaining honesty with customers, showing empathy during

interactions, pursuing personal and professional growth).

Develop a plan to incorporate these values into your daily sales
routine, such as setting reminders, creating affirmations, or establishing

specific actions tied to each value.

Energy Audit:

Objective: Assess your energy levels throughout a typical workday

and adjust your schedule accordingly.

Formula:

Keep a journal or use a productivity app to track your energy levels

at different times during the day for one week.

Identify patterns in your energy levels, noting when you feel most

energised and least energised .

Based on your observations, create a schedule that aligns high-
energy periods with demanding tasks and low-energy periods with less

demanding activities.
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Implement your new schedule and evaluate how this alignment
affects your productivity and well-being. Make necessary adjustments as

you continue to refine your energy management.

Mindful Time Blocks:

Objective: Improve focus and productivity by dedicating specific

periods of uninterrupted time to tasks.

Formula:

Select a task that requires focused attention and would benefit from

uninterrupted time (e.g., prospect research, crafting a sales pitch).

Set a specific time duration for the mindful time block (e.g., 30

minutes, 1 hour).

Eliminate distractions by turning off notifications, closing
unnecessary tabs or applications, and communicating your need for

uninterrupted time to colleagues.

Engage in the selected task with full presence and concentration,

utilising techniques such as deep work, visualisation , or goal setting.

Reflect on the impact of the mindful time block on your
productivity, focus, and overall well-being. Adjust the duration and

frequency of these time blocks as needed.

Technology Detox:

Objective: Disconnect from unnecessary technology to enhance

focus, creativity, and well-being.

Formula:

Select a day (or multiple consecutive days) for a technology detox.
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Identify and list unnecessary or distracting technology sources (e.g.,

social media apps, non-essential emails, gaming apps).

Disable notifications or temporarily uninstall apps that contribute

to distraction.

Fill the time freed from technology with alternative activities, such
as reading a book, engaging in physical exercise, or spending quality time

with loved ones.

Journal about your experience, noting the impact of the technology
detox on your focus, creativity, and overall sense of well-being. Identify
strategies to maintain a healthier relationship with technology going

forward.

Rhythm Alignment:

Objective: Optimise productivity and satisfaction by aligning tasks

with your natural energy rhythms.

Formula:

Take note of your energy levels throughout a typical work week,

identifying peak and dip periods.

Categorise your tasks into high-energy and low-energy

requirements.

Schedule high-energy tasks during peak periods and low-energy
tasks during dip periods.

Implement your new schedule and observe how aligning tasks with

your energy rhythms impacts your productivity and satisfaction.

Regularly reassess and refine your schedule based on feedback from

your energy levels and task performance.
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Remember, these exercises are designed to be flexible and adaptable
to individual needs and preferences. We encourage you to personalise the
formulas and tailor them to their unique circumstances. Regular practice
and reflection will help them cultivate a more holistic approach to time

management
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Notes:These exercises are designed to be proactive steps that readers can take to
implement the concepts discussed in this book. By actively engaging in these exercises,

readers can deepen their understanding and apply holistic principles to their sales
practices.
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CHAPTER 12
THE HOLISTIC SALES REVOLUTION

Redefining Success in Selling and Business.
Doctrine and Covenants 12:8

"And no one can assist in this work except he shall be humble and full of love,
having faith, hope, and charity, being temperate in all things, whatsoever shall

be entrusted to his care.”

As we come to the end of this journey of redefining success in selling
and business, we must reflect on the lessons learned and the new path that

lies ahead.

The Holistic Sales Revolution is not just a concept, it is a way of life.
It is a way of thinking that goes beyond the traditional sales approach and

encompasses the spiritual, the commercial, and the compassionate.

In the Battle of Agincourt, King Henry V said, "We few, we happy
few, we band of brothers; for he today that sheds his blood with me shall be
my brother." This quote emphasises the importance of teamwork and
brotherhood in achieving success. In the same way, we must remember that
success in business is not achieved alone. It is a collective effort that requires

the contribution of all team members.

Steven R. Covey said, "The main thing is to keep the main thing the
main thing." In the Holistic Sales Revolution, the main thing is not just the
bottom line, but also the well-being of all stakeholders. When we focus on
the holistic approach, we create a culture of trust, respect, and empathy that

inspires creativity, innovation, and productivity.
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Holistic thinking is the key to unlocking the full potential of your
business. It allows you to see the bigger picture and make decisions that are
in the best interest of everyone involved. Holistic thinking enables you to
identify and mitigate risks, seize opportunities, and create sustainable
growth.

The benefits of the Holistic Sales Revolution are numerous. You will
build stronger relationships with your customers, increase customer loyalty,
and improve customer satisfaction. You will attract and retain top talent,
reduce turnover of staff and improve employee morale. You will enhance

your reputation, increase market share, and improve profitability.

But the benefits of the Holistic Sales Revolution extend beyond your
business. When you adopt a holistic approach, you contribute to the well-
being of society and the planet. You create a positive impact that goes

beyond financial gain and contributes to a better world for all.

In conclusion, the Holistic Sales Revolution is not just a trend, itis a
necessity. It is a way of doing business that aligns with our values and our
purpose. It is a way of living that brings joy, fulfilment, and abundance. Let
us embrace this revolution and make it a reality in our businesses and in our

lives.

As a call to action, I urge you to take the first step towards the
Holistic Sales Revolution. Start by reflecting on your values, your purpose,
and your vision. Identify the areas where you can integrate a holistic
approach into your business. Engage your team members in this journey
and create a culture of holistic thinking. Together, we can create a better

world, one business at a time.
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Exercise Activity Sheet

Exercise 1: Values Reflection
Objective: Reflect on personal and business values.

Instructions: Take some time to reflect on your personal values and
the values you want to uphold in your business. Write down three core
values that are important to you and how they align with your purpose and
vision. Discuss these values with a partner or a team member and share

insights and perspectives.

Exercise 2: Holistic Approach Assessment

Objective: Evaluate the current level of holistic thinking in your

business.

Instructions: Conduct an assessment of your business practices to
identify areas where a holistic approach can be integrated. Consider aspects
such as decision-making processes, communication, employee well-being,
customer satisfaction, and environmental impact. Create a checklist or
questionnaire to evaluate each area and rate them on a scale of 1 to 5 based
on their level of holistic thinking. Discuss the assessment results with your

team and brainstorm ways to improve in each area.
Exercise 3: Team Collaboration and Brotherhood

Objective: Foster teamwork and a sense of unity among team
members.

Instructions: Divide your team into small groups and assign each
group a task or project.

Encourage collaboration, communication, and support within the
groups. Emphasise the importance of teamwork and brotherhood in
achieving success. After completing the task, have each group share their
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experiences and discuss how working together influenced their results.
Identify lessons learned and strategies for promoting a stronger sense of
unity within the team.

Exercise 4: Customer Relationship Building

Objective: Enhance customer relationships through a holistic

approach.

Instructions: Choose a sample of customers and conduct in-depth
interviews or surveys to understand their needs, expectations, and
satisfaction levels. Analyze the data collected and identify areas where you
can improve your approach to customer relationships by integrating
holistic thinking. Develop a plan to implement changes that will enhance
customer loyalty, satisfaction, and overall experience. Present the plan to

your team and discuss their ideas and perspectives.

Exercise 5: Creating a Sustainable Growth
Strategy

Objective: Develop a sustainable growth strategy for your business.

Instructions: Gather your team and facilitate a brainstorming
session focused on creating a sustainable growth strategy. Encourage
holistic thinking by considering not only financial aspects but also the well-

being of stakeholders, environmental impact, and societal contributions.

Explore innovative ideas and identify actionable steps to achieve
sustainable growth while aligning with the principles of the Holistic Sales

Revolution.

Document the strategy and assign responsibilities to team members

for its implementation and monitoring.
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Notes: These exercises are designed to be proactive steps that readers can take to

implement the concepts discussed in this book. By actively engaging in these exercises,

readers can deepen their understanding and apply holistic principles to their sales
practices.
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CONCLUSION:

In closing, with a heart full of gratitude, we extend our heartfelt
appreciation to all those who have accompanied us on this transformative
journey. Your precious time and attention have been a blessing, and we are

humbled that you chose to immerse yourself in the teachings of this book.

As devoted members of the Church of Jesus Christ of Latter-day
Saints, we believe in the power of faith and the importance of aligning our
lives with Christlike principles. In the world of sales and beyond, embracing
positivity, patience, and proactivity are not merely strategies for success, but

expressions of our commitment to living Christ-centered lives.

Through the challenges and uncertainties that lie ahead, may you
find solace in knowing that a positive mindset can draw you closer to the
divine, while patience can bring greater understanding and growth through
trials. By being proactive, you align yourself with God's plan for your life,

using your agency to create a future in harmony with His will.

Let this book be a beacon of light, reminding you that with the
Savior's love and guidance, you have the power to shape your own narrative.
As you walk your path, carry the wisdom gained from these pages in your
heart, and share it with others along your journey, spreading goodness and

truth in the world.

In our journey of writing this book, we must acknowledge the
inspiration we received from our faith and the teachings of the gospel. We
express deep gratitude to our Heavenly Father for guiding us and helping

us draw from His eternal truths to enrich these pages.

"We are profoundly grateful to Stephen Covey and Hyrum W. Smith
from the Franklin Covey Institute for their wisdom and insights, which have
harmonized beautifully with our faith-centered approach. Their
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contributions have paved the way for us to bring these essential principles

to you, blending worldly knowledge with eternal truths."

May the principles of positivity, patience, and proactivity become an
integral part of your life, leading you to a future filled with joy, purpose, and
boundless possibilities. As you continue on your journey, may you feel the
Savior's presence and guidance, knowing that He walks beside you every

step of the way.
With deepest gratitude and love,
Lawrence ] & Wendy A Burke

Victory Management
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EXPLANATION OF SCRIPTURE REFERENCES
Book of Mormon - Alma 26:27

"Now when our hearts were depressed, and we were about to turn
back, behold, the Lord comforted us, and said: Go amongst thy brethren,
the Lamanites, and bear with patience thine afflictions, and I will give unto

you success."

This verse highlights the importance of patience and understanding when dealing
with different circumstances and individuals. In the context of selling holistically
to different personality types, it encourages sellers to be patient and adaptable,
recognizing that success comes through understanding and connecting with

diverse customers.
Book of Mormon - Alma 31:5%*

"And now, as the preaching of the word had a great tendency to lead
the people to do that which was just—yea, it had had more powerful effect
upon the minds of the people than the sword, or anything else, which had
happened unto them—therefore Alma thought it was expedient that they
should try the virtue of the word of God."

This verse emphasizes the powerful effect of preaching just principles and values.
In the context of governing values in holistic it encourages sellers to prioritize
honesty, transparency, and integrity in their business practices, as these values

have a profound impact on building trust and credibility with customers.

The Doctrine and Covenants- D&C 50:22, "Wherefore, he that

preacheth and he that receiveth, understand one another, and both are
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edified and rejoice together." Effective communication and understanding
are essential in building meaningful relationships that lead to mutual

growth and joy.

This verse offers insights into maintaining healthy relationships through

communication and unity

The Book of Mormon Mosiah 5:2 - "And they all cried with one
voice, saying: Yea, we believe all the words which thou hast spoken unto us;
and also, we know of their surety and truth, because of the Spirit of the Lord
Omnipotent, which has wrought a mighty change in us, or in our hearts,

that we have no more disposition to do evil, but to do good continually."

This Verse talks about a new approach to highlighting true important benefits

for your Customers by truthful communication delivery with ture integrity

The Book of Mormon Alma 53:20 - "And they were all young men,
and they were exceedingly valiant for courage, and also for strength and
activity; but behold, this was not all—they were men who were true at all

times in whatsoever thing they were entrusted."”

Drawing from this verse, we can encourage governing values in sales through
dedication, integrity, and empathy. By being trustworthy and authentic, we build
lasting relationships with customers and colleagues, just as the people of Ammon

demonstrated loyalty in protecting their loved ones.
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Doctrine and Covenants 58:27

"Verily I say, men should be anxiously engaged in a good cause, and
do many things of their own free will, and bring to pass much

righteousness."

This verse encourages sellers to be actively involved in creating positive and
holistic online selling experiences, motivated by a genuine desire to serve and

benefit others.

By incorporating these scripture verses into your chapter on "Unleashing the
Power of Holistic Selling Online,” you can underscore the importance of
approaching online selling with empathy, consideration for others, and a focus

on contributing positively to the lives of customers and clients.
New Testament - Romans 12:16

"Be of the same mind one toward another. Mind not high things, but

condescend to men of low estate. Be not wise in your own conceits."

In the context of selling, this verse reminds us to be humble and accommodating
when dealing with customers of various personalities, seeking to understand their

needs and preferences.
Book of Mormon - Alma 7:23

"And now I would that ye should be humble, and be submissive and
gentle; easy to be entreated; full of patience and long-suffering; being
temperate in all things; being diligent in keeping the commandments of

God at all times; asking for whatsoever things ye stand in need, both
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spiritual and temporal; always returning thanks unto God for whatsoever

things ye do receive."

This verse encourages sellers to cultivate essential qualities such as humility,
patience, diligence, and gratitude, which are integral to a holistic approach in

mastering sales skills.
Doctrine and Covenants 64:33-34

"Wherefore, be not weary in well-doing, for ye are laying the
foundation of a great work. And out of small things proceedeth that which
is great. Behold, the Lord requireth the heart and a willing mind; and the
willing and obedient shall eat the good of the land of Zion in these last days."

In the context of closing sales, this verse reminds us to be patient and steadfast in
building relationships and trust, recognizing that even small acts of kindness and

genuine efforts can lead to significant results.
New Testament - James 1:22

"But be ye doers of the word, and not hearers only, deceiving your

own selves."

This verse emphasises the importance of putting principles into action. To truly
internalize holistic principles in sales and business, it is vital to apply them

actively and consistently rather than merely acknowledging them.
Doctrine and Covenants 88:119

"Organize yourselves; prepare every needful thing, and establish a
house, even a house of prayer, a house of fasting, a house of faith, a house of

learning, a house of glory, a house of order, a house of God."
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This verse emphasizes the principle of organization and order, which is essential
in event control. By harmonizing time effectively and organizing events

meticulously, we can create an atmosphere of learning, faith, and glory.

Doctrine and Covenants 12:8

"And no one can assist in this work except he shall be humble and
full of love, having faith, hope, and charity, being temperate in all things,

whatsoever shall be entrusted to his care.”

This verse speaks to the qualities required to contribute to the Lord's work. In the
context of the Holistic Sales Revolution, it emphasizes the importance of humility,
love, faith, and integrity in redefining success by focusing on serving others and

maintaining ethical business practices.
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The premise of this book is rooted in our personal experiences, extensive training,
and three decades of accumulated knowledge. It stands as a testament to my
expertise in the subject matter. Additionally, we must acknowledge the profound
influence of works such as 'As a Man Thinketh' by James Allen and "The 7 Habits of
Highly Effective People' by Stephen R. Covey, along with Hyrum W. Smith
contributions from Franklin Covey. These influential books, combined with my
own insights, have provided the foundation for my perspectives and guided my
journey. Moreover, we have embraced the power of Al to complement and enhance
my understanding. By integrating Al into my creative process, we have gained
access to a wealth of information, diverse viewpoints, and refined ideas. The
culmination of our experiences, training, the wisdom of esteemed authors, and the

assistance of Al has resulted in a book that offers a comprehensive and

transformative reading experience.”

VICTORY MANAGEMENT

W\WAW.VIG
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