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In early October 2019, southern Illinois was hit by
a freak storm that dumped up to 4 inches of snow.
During the snowstorm, sales coach, consultant

and author Jeff Gardner, founder of Maximum Per-
formance Group, LLC, was working with a jan/san
distributor salesperson, making “cold” calls in the
cold weather.
“I told the guy he should get an order for just show-

ing up,” Gardner said with a laugh, while addressing
an audience of cleaning industry professionals during
a recent educational session.
The title of his presentation was “Recognizing the

‘Ideal’ Salesperson.”
“In my work as a sales consultant, teacher and

coach, I actually go on the street and work with sales-
people. I don’t want to be the guy who is talking to
them about sales who hasn’t ever made a sales call,”
Gardner said. “I like to get out in the field to see what
salespeople are doing and what they are not doing. I

feel this is necessary to validate
the training I offer. When I teach
somebody about selling skills, I
have literally used those same
skills in the field. I have worked
with many different salespeople,
so ideally someone I am training
is going to get something that
works more often than not.”
In his presentation, Gardner

asked the question, “Why are
some salespeople more success-
ful than others?”
“I’ve worked with hundreds

of salespeople in the streets, on
the road, on the phone, and
I’ve seen top salespeople who
make five times more in sales
than other salespeople in the
same company,” Gardner said.
“Why is one salesperson sell-
ing five times more than the others?”
Gardner said he wanted to know how many

salespeople there are in the United
States. He checked with the U.S. Bureau
of Labor and Statistics and learned there
are about 14.5 million, with 1.7 million
selling for wholesalers, manufacturers,
businesses, government agencies and
other organizations. 
“I don’t know what slice we have in the

cleaning industry, but there are probably at
least hundreds of thousands. What percent-
age of those are top performers? I don’t
know exactly, maybe 2 or 3 percent,”
Gardner said. 
He asked the audience to think about the

characteristics/abilities a salesperson must
have to make him/her successful. He com-
piled the following list of their answers: 

n Connects with people; 
n Is coachable; 
n Is caring; 
n Is convincing; 
n Exhibits tenacity; 
n Actually listens; 
n Has drive; 
n Likes to solve problems; 
n Likes people; 
n Is likeable;
n Shows persistence;
n Shows trustworthiness;
n Is numbers driven; and, 
n Is goal oriented.
“Making a similar list is some-

thing you should do in your own
organization,” Gardner said.
“Turn it into an exercise with
your salespeople. Listen to what
they have to say.”
Gardner suggested applying

the “80/20 rule” to help pinpoint the characteristics
that can often make a salesperson a top performer in
a particular company.
The 80/20 rule, also known as the Pareto Principle,

is attributed to the Italian economist, Vilfredo Pareto.
Applying it to the business world, the 80/20 rule sug-
gests that 80 percent of a company’s sales come from
20 percent of its customers.
Gardner said when it comes to the characteris-

tics of a top performer, the 80/20 rule can also be
applied.
“There is a small number of those characteristics

that will have a significant impact on the success
of a salesperson,” he said. “Look at your list. Have
everybody vote. If there are 20 items on the list,
that means four (20 percent) of the characteristics
will have a higher value than the rest. They all are
important. They are all significant, but four of them
will have a higher impact than the others.”

KEY COMPETENCIES OF SELLING
n Knowledge: Products, company, sales tools,

customer, marketplace, competition, business acu-
men;

n Selling Skills: Prospecting, objections, question-
ing, presenting, negotiating, closing, planning; and,

n Motivation: Positive attitude, drive, tim/self
management, professionalism, assertiveness, confi-
dence, responsibility.
“The key competencies of selling are: Knowledge,

Selling Skills and Motivation,” Gardner said. “You
have to have knowledge
about your products, the mar-
ketplace, customers, sales
tools and the competition.
General business acumen in-
volves understanding mar-
gins, financial ratios, etc., that are all part of selling
in today’s world.”
Under selling skills, Gardner said being able to

overcome objections is an important attribute to de-
velop, when working to become a top performing
salesperson.
“How many times has one of your salespeople

called a new prospect and said, ‘I would like to talk
to you about my company and the services and prod-
ucts we offer,’ and the prospect answers, ‘Come on
in. That would be awesome. We would love to see
you?’ The answer is ‘never.’ That only happens in
your dreams.
“What really happens is the prospect says, ‘I have

a supplier and I am happy with him/her.’ Then, the
salesperson who doesn’t have the skills to overcome
objections, hangs up the phone. We have to be able
to overcome objections.”
The selling skill of negotiation is also one that top

performers understand and master, Gardner said. 
“Most salespeople don’t know how to negotiate. A

customer asks, ‘Can you do a little better on this?’
and the lesser skilled sales rep answers, ‘Sure,’”
Gardner said. “That’s not negotiating. That’s giving
a concession without any return.”
Positive attitude, drive, time/self management, pro-

fessionalism, assertiveness, confidence and responsi-
bility are listed as parts of the third key competency:
motivation. 
“The motivation aspects are what  I call the ‘inner

game’ of selling,” Gardner said.
Referring to the desirable characteristics of a top

performing salesperson compiled earlier, Gardner
classified some of them under one of the three key
competencies of selling as follows: Making a connec-

tion (selling skill), coachable (motivation), caring
(motivation), convincing (selling skill), persuasive-
ness (selling skill), tenacity (motivation), drive (mo-
tivation), and so on.
“Listening can also be considered a selling

skill,”Gardner said. “Even though I know how to lis-
ten, like many salespeople, I have trouble doing it. It
is so hard to listen because I get so excited about what
I am selling — ‘I have such great products and solu-
tions, you got to buy from me, let me tell you all
about them.’”

Gardner offered the following scenario for the au-
dience to consider.
“You have three candidates sitting in the lobby of

your office. You have to hire one of them,” Gardner
said. “The first person has job knowledge. He/she
knows all about the products, but doesn’t have selling
skills and motivation.
“The second candidate has all the selling skills, but

he/she doesn’t have job knowledge and motivation.
“The third person has motivation, but doesn’t have

selling skills or job knowledge.
Which one do you hire?”
The answer is the person

who has motivation. 
“Why?” Gardner asked.

“You can teach skills and prod-
uct knowledge. Motivation is
powerful. It predicts success
better than intelligence, ability,
or salary, according to a study
published in Time Magazine in 2014.”
Gardner said the sales performance equation —

ability (knowledge, selling skills) x motivation = re-
sults — is an effective way to assess both current
salespeople and potential new hires. He gave the fol-
lowing examples of how two salespeople fared on a
scale of 1 to 5, with 5 being the highest score:
Norman Knowledge
Knowledge (4) + Selling Skills (4) x Motivation

(2) = Potential results (16);
Monte Motivation
Knowledge (2) + Selling Skills (4) x Motivation

(4) = Potential results (24).
“Norman has a knowledge level of four, which is

very good. In selling skills, he also got a four, so he

knows his stuff. He knows how to sell. But when it
comes to motivation, he’s only a two,” Gardner said.
“Unfortunately, I work with a lot of sales people like
Norman. Maybe they have been on the job a long
time. Maybe they have a lot of skills, but, for some
reason, they are just not making the numbers.
“On the other hand, Monte is only a two in

knowledge. He’s new to the industry, but he has
four on selling skills and motivation. His result is
24, which means he is more likely to be a top per-
former than Norman.

“I suggest you assess your top
sales performers and your below
average sales performers. Work
with them. Look at their skills.
See where they excel.”
Gardner suggested that busi-

nesses also use pre-hire assessments.
“Eight of the top 10 companies use assessments,”

Gardner said. “If you don’t, you should. Make sure
to use an assessment that is specifically for sales-
people.
“Researchers on top sales performers in both the

United States and Europe have found there is a recipe.
It involves a behavioral assessment we call ‘DISC.’”
DISC is a behavior assessment tool based on the

DISC theory of psychologist William Moulton
Marston, which centers on four
different personality traits —
Dominance (D), Influence (I),
Steadiness (S), and Conscien-
tiousness (C).
“We also want to look at

what we call driving forces,”
Gardner said. “Researchers
have determined that 72 per-
cent of high performing sales

people in the United States have a driving force called
‘resourcefulness.’ 
“Resourcefulness is driven by practical results,

maximizing efficiency and returns on the salesper-
son’s investments of time, talent, energy and re-
sources.
“I don’t make sales calls just to be friends with

somebody. I like my customers. I’m friendly with
them, but I want to make a sale. Top performers don’t
make calls just to visit with people.
“The opposite of resourceful is ‘selfless’ — the un-

derperforming salesperson is driven to complete tasks
for the sake of completion, with little expectation of
personal return.”

Visit www.maximumperformancegroup.com.

Suppliers Directory Addendum
Nexstep Commercial Products 
(Exclusive Licensee of O-Cedar)
625 Burt St., Springfield, OH 45505  USA
Phone: 937-322-5163, ext.128  Email: r.foster@ocedarcommercial.com
Website: www.ocedarcommercial.com
Products: Nexstep Commercial Products, exclusive licensee of O-Cedar, manufac-
tures a complete line of O-Cedar commercial cleaning products including brooms,
sweeps, brushes, wet mops, sponge and roller mops, dust mops, microfiber products,
squeegees and  scrapers, dusters, sponges and pads, buckets and wringers, mopsticks
and handles, dust pans, and waste containers.  20
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“Listening can also be considered a selling skill.
Even though I know how to listen, like many salespeople, I have trouble doing
it. It is so hard to listen because I get so excited about what I am selling.” 

“I don’t make sales calls just to
be friends with somebody. I like
my customers. I’m friendly with
them, but I want to make a sale.
Top performers don’t make calls

just to visit with people.”

Jeff Gardner, founder of 
Maximum Performance Group, LLC


