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SELL YOURSELF 4 SUCCESS! 

We All Sell 

Research on the brain’s ability to retain and forget information shows that:  

 Within one hour, people will forget an average of 50 percent of new information  

 Within 24 hours, people will forget an average of 70 percent of new information 

 Within a week, people will forget an average of 90 percent  of new information 

Some people remember more or less, but in general, the facts are alarming. We forget almost 

everything we learn. 

So when do we not forget? We do not forget when we learn new skills and consistently and intentionally 

practice them. The act of performing those skills over and over again helps them become natural and 

effortless.  

Everything we do in life involves selling; whether it’s selling an idea, a product, or a service. It all boils 

down to the fact that we are constantly selling whether we realize it or not. And while our growth and 

success depend on our ability to sell, we are faced with the reality that most of us can’t do it consistently 

and effectively. According to the Harvard Business Review, more than 50% of U.S. college graduates, 

regardless of their majors, are likely to work in sales at some point. So hopefully I got my point across:  

As it turns out, mastering a sales process or a system is NOT the starting point to selling.  

The starting point is learning how to sell yourself first. 

Whether you are a corporate employee, business owner, or stay at home mom, 

you are in the business of selling yourself and your ideas every day. You sell ideas 

to your friends, to your boss, to the teachers at school, to your spouse, and the list 

goes on and on. However, most people don’t know how to sell themselves. Think 

of brushing your teeth or taking a shower. You do it effortlessly. Think about selling 

yourself. What do you need to do to perform this skill just as naturally as brushing 

your teeth?  

After 30+ years, I have discovered that the most important step in any sales 

process starts with learning how to sell yourself. My 4 step system, Sell Yourself 4 

Success is the golden key to YOUR success. Once you master Step 1, the rest of the 

steps will give you a different perspective and skills along your journey through the cycle of completing a 

sale. You will learn to sell without actually “selling.” 

You sell 

yourself and 

your ideas 

every day. 

https://hbr.org/2016/04/more-universities-need-to-teach-sales
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Selling yourself means building and cultivating relationships with people, and in turn they will want to 

listen and ‘buy’ you, your ideas, products and services. Learning how to ‘sell yourself’ will bridge the gap 

between where you are now and your possibilities, and ultimately your success. So let’s get started! 

Here are the 4 steps in the Sell Yourself 4 Success System. 

#1) Achieve Presence and Internal Self-Confidence 

I’m sure you’ve heard the expression, ‘You never get a second chance to make a first impression.’ Your 

first impression is your lasting impression and your ability to present and sell your ideas, products or 

services is directly related to the impression that people have of you. Selling is 

both a skill and a process. A successful selling process starts with YOU and then 

continues as you build a strong foundation for trusting and long lasting 

relationships with those around you. Let’s look at the YOU part.  

Have you ever walked into a room and there is one person who really stood out? 

You can feel their presence, their confidence and their energy. People are not 

born with it. These qualities are achievable through experience and by practicing 

those activities on daily basis that will allow you, over time, to gain the skills that 

will build your own presence and self-confidence. You can consciously develop 

your internal presence and self-confidence to positively influence your 

relationships and your abilities to present and sell yourself.  

Paris Hilton says, “No matter what a woman looks like, if she’s confident, she’s sexy.” 

#2) Get Clear on What, Why, and Who 

While step 1 is about YOU, step 2 is about what YOU need to know to succeed. This step is relatively 

simple, but it is often omitted or not executed properly. However, mastering it will allow you to achieve 

greater success and help ensure that your selling is strategic and intentional. Any salesperson (and, even 

if you are only selling an idea, you are a salesperson) knows what they are attempting to sell or they 

think they know what they want to sell. And who doesn’t? When asked what we sell, we tend to answer 

in product terms because that’s what we were taught. We sell products, we sell ideas, or we sell 

services. That answer comes naturally. However, it’s important to not only know what you’re selling and 

be passionate about it, but also know why you are selling it and what the expected benefit to the 

consumer is.  

To sell effectively and with self-confidence, you have to understand exactly who your prospects and 

your competitors are. You have to be able to get in front of your prospects and address their needs, 

their pain points, and their motivations. And knowing how to do that is the key.  

Have you ever 

walked into a 

room and one 

person really 

stood out? 
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People are not generally interested in what you are selling. They are interested in the OUTCOME, and 

how it will benefit them. Consumers don’t buy features, or ideas, or your company, or the success that 

your company has achieved. They buy what your features, ideas, company or success will do for them! 

Once you clearly understand that, you can then tailor your presentation and the positioning of your 

offering to meet their needs. 

If you are selling what is important to YOU, then you need to STOP now. It is 

not about you. It’s about the person in front of you. What do they want, what’s 

important to them and why. Position your product, service or idea to meet 

their needs and solve their problems.  

For example, most people don’t want to buy a vacuum cleaner;  

they really just want a clean house. A successful salesperson doesn’t sell 

vacuum cleaners.  

They sell the prospect of a clean house! 

#3) Ask, Listen and Respond 

According to research, 85% of all consumers have a negative view of sales people. If you mastered step 

1, this problem can be virtually eliminated. The main reason that customers don't trust sales people is 

simple: they believe that sales people only care about making the sale and getting their money. So how 

do you bridge the gap and develop trust between you and the customer? First, you have to “sell 

yourself” to the customer. Then, and only then, focusing on other important characteristics such as 

knowing what you are offering, listening, and not sounding too rehearsed and pre-packaged will be 

easy. 

Research shows that knowledge is ranked as the most important characteristic 

of a salesperson. The reason is that, unless you know what you are offering, you 

cannot effectively solve anyone’s problems or satisfy anyone’s needs. Only 13% 

of customers believe their needs are understood. This low number is a 

testament to the problem. As a sales person, you have to know your product 

inside and out, you have to know the services you offer or ideas that you are 

selling.  

The lesson here is to always focus on customer’s needs and be careful with your 

pitch. Customers don’t want a rehearsed or canned pitch! No two scenarios are 

alike, so no pitch will fit most situations. Focus on providing valuable ANSWERS and building trust with 

your customers by educating first.  

Teaching people what you know makes you a lot more valuable to them! 

If you’re selling 

what is 

important to 

you, then you 

need to stop. 

ONLY 13% of 

customers 

believe their 

needs are 

understood. 
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#4) The Art of the Follow-Up & Asking for the Sale 

As we have said, people ‘buy you’ first! That said, most people are not impulse 

buyers. With the convenience of the internet, people like to do their own 

research and compare solutions. Once you’ve made your presentation, the most 

important thing is the follow up. A lot of money is being left on the table by not 

following up. Studies show that: 

 80% of sales require five follow-up calls after the initial meeting 

 44% of salespeople give up after just one attempt to follow-up 

 Many don’t follow up at all  

Let’s be honest with ourselves. Which of these categories do you fall into? A follow-up is an additional 

opportunity to build a relationship and to sell yourself toward success.   

When following up with the customer, here are a few easy things to keep in mind: 

DON’T 

Ask if they made a buying decision 

Email or call to just ‘check in’ or ‘touch base’ 

Ask if they received emailed information 

Stop till you get a response 

 

DO 

Create value and share ideas 

Give additional information that will drive them toward a buying decision 

Present a promotion or a sale 

Have a follow-up system that includes calls, emails and texts 

 

Be selective with your closing messages as people will look for any reason not to purchase. If you have 

sold yourself and convinced the customer that your solution solves their problem, then it is ‘natural’ for 

them to buy into you and your solution. If you neglected to answer the question of ‘WHY’ a customer 

should trust you or your company, then the sale will not happen.  

Many times, to 

make a sale, all 

you have to do 

is ASK! 
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Even if you have done your job effectively, in most cases a prospective buyer will not come out and say ‘I 

want to buy now’. No matter how interested they might be, you will most likely lose a sale if you don’t 

ask for it.  

You Miss 100% of The Shots You Don’t Take! 

As Wayne Gretzky said, “You miss 100% of the shots you don't take.” It’s the same in sales. If you don't 

make the effort to ask for the sale, you will likely not make the sale. Don’t worry about whether you did 

it the ‘right’ way or the ‘wrong’ way because there is no perfect way. You have to keep doing it, 

practicing over and over, and along the way you will develop a way to ask for the sale that is ‘right’ for 

YOU.  If you did your job solving the prospect’s needs, asking for the sale and the closing process will be 

easy, logical and natural. More importantly, don’t assume the customer knows what’s on your mind. To 

make the sale, all you have to do is ASK! 

 

 

So What’s Next? 

If you have found this e-book helpful and want to know more,  

there is a Sell Yourself 4 Success Course coming soon. 

  

To be informed about course availability, I invite you to go to: 

 www.SellYourself4Success.com/ecourse 

file:///C:/Users/albar/Downloads/www.SellYourself4Success.com/ecourse
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Meet Alla 

Alla Bardov started life in the United States in her teenage years as a 

Russian immigrant who did not understand a word of English. She 

began her sales career and developed her passion and love for sales 

while doing door to door sales in college. She was consistently 

recognized as a top salesperson and was awarded a college scholarship 

while pursuing a degree in accounting. Equipped with the skills for 

ultimate success, she is a results-driven professional with over 30 years 

extensive experience in sales, accounting, financial analysis, marketing, 

training and customer service. Alla’s career spanned domestically and 

internationally in the oil and gas industry where she demonstrated her 

proven ability to lead, adapt and develop innovative solutions to 

business issues. She has consistently maintained high standards and streamlined procedures and 

processes. Upon completing her corporate career, Alla became a successful business owner and she 

consistently has been one of top monthly producers for new customer enrollments in a billion dollar 

direct sales company.  


