
Winning Through Relationship 

Selling





Rate each competency on how important it is to the success of salespeople in your organization.

1 = Not Important 2 = Slightly Important 3 = Somewhat Important 4 = Moderately Important 5 = Very Important

4.82 4.82 4.78 4.65 4.64 4.63 4.58 4.51 4.43 4.42 4.32 4.31 4.29 4.22 4.18

3.43 3.39

Survey Results



What other competencies or skills do you find crucial for success in sales?

Qualitative Themes

• Relationships

• Business Acumen

• Product Knowledge

• Patience and Resilience

• Goals and Planning



What changes have you seen regarding buyer behavior?

Qualitative Themes

• Researching Online

• Price Focused

• Increased Competition

• Getting Through the Decision-Makers

• Changing Markets 



Sales Attitude

It isn’t what you have, who you are, where you are, or what you are doing that 

makes you happy or unhappy. 

It is what you think about it. 

Two people may be in the same place, doing the same thing; 

both may have about an equal amount of money and prestige –

and yet one may be miserable and the other happy. 

Why? Because of different mental attitudes. 

– Dale Carnegie



Dale Carnegie Sales Model

Commit

Connect

Collaborate

Create

Confirm

Customer
Relationship



Relationship Selling:

• Relationships drive sales

• Strengthen your attitude

• Listen to truly understand

• Position yourself as a partner

• Focus on long-term results

• Create loyal customers

Dale Carnegie Sales Philosophy



Strengthen Relationships Principles

Strengthen Relationships 

Enhance Relationships and Build Trust
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Don’t criticize, condemn, or complain.

Give honest, sincere appreciation.

Arouse in the other person an eager want.

Become genuinely interested in other people.

Smile.

Remember that a person’s name is to that person the sweetest and most 
important sound in any language.

Be a good listener.  Encourage others to talk about 
themselves.

Talk in terms of the other person’s interests.

Make the other person feel important—and do it sincerely.



Spotlight

“Keep your mind open to change all the time.

Welcome it.  Court it.

It is only by examining and re-examining your 

opinions and ideas 

that you can progress.”

– Dale Carnegie




