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Selling – The Simple 

Truth
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Hi there ---- my name is Jim and I’ve been selling 
professionally for over 40 years. For those who know 
me, some would say I’ve been around far too long and 
in fact, many would probably even suggest I might 
even be out of touch

But from everything I’m seeing play out in the 
aftermath of COVID-19 and even before its arrival, I’m 
thinking what I have to say just might be more 
relevant today than ever before.

You see you don’t get to be around as long as I have 
and not learn a thing or two about sales and selling. 
And yeah sure, I’ve worked in large and small 
corporates and sold a lot of things to a lot of people. 

But you know what, none of it happened without one 
simple principle being applied. Someone had to want 
to do business with me – and that’s the simple truth.

You see without that, you can have the best product, 
deal, company, brand or whatever you want to dress it 
up as, it doesn’t make a scrap of difference. If you 
don’t deliver on 3 fundamental principles, forget it –
you’re wasting your customer’s valuable time!!

So if you want to be effective and make a difference in 
your business, read on. It might not be pretty, but it’s 
the simple truth and based on my experience, it 
works.

About the 

Author

Jim Bennett
Sales Specialist & Business Advisor

Or simply put, just a Salesman!!
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You need to earn 

the right to do 

business



Introducing the 3 R’s
When I started out selling many years ago, I wish someone had just sat me down and told 
me what I’m about to tell you. It would have saved me a lot of time, pain and frustration 
and  just possibly, I might have been able to help more people earlier in my career.

Instead, I was sent to numerous sales courses, read a whole lot of outdated books and 
listened to the war stories of many veteran salesman who would tell me why customers 
should be grateful about the product or service I was peddling. That what I had for them 
was what they wanted, irrespective of whether it really met their need. Because let's face 
it, 40 years ago, what customer in their right mind really knew what they wanted?

So over the years I had to learn and learn fast. And yes, I quickly came to the realization 
that all I needed to know was the 3 R’s in order to “Earn the Right” to do business.

Yes that’s correct. The simple truth about doing business, building relationships, doing 
long term deals, making lifelong business friendships all come down to three simple 
things– being REAL, RELEVENT and RELATABLE.

WOW ---- could it really be that simple?



So what does being “REAL” actually mean?. Well simply put, it means being yourself. If 
you think selling is about having to BS your way to a deal, then you’ve missed the point. 
In fact I’d go as far as to suggest you need to get out now. Get out before you screw your 
business, your customer and yourself.

I believe what customers want today more than ever before is for you to be genuine, 
upfront, honest and most of all, have the ability to establish what they actually need. 
They want to see a genuine desire from someone who really does give a toss.

I’m not saying you need to have the gift of the gab--- far from it. In fact, you’re better off 
not having a smooth-talking tongue. But what I am saying is be passionate about what 
you do. It shows them that you are the real deal. 

And in my experience, people will gravitate toward someone who’s confident, excited 
and passionate about who they are and what they’re selling. 

Now for those that might be reading this and scratching their head, yes what I’m saying is 
BE HONEST. Trust is one of the greatest qualities you can be remembered for and if you 
lose that, it’s gone forever.

So to recap being “REAL” is all about being true to your customer – they deserve it. Being 
“REAL” to your business – its cost a lot to get to this point and most of all, be “REAL” to 
yourself. You will be the ultimate architect in whether you succeed or fail, so be 
remembered for what you deliver. Afterall, Life is about Delivery.

Being REAL

Be Real



So what keeps you “RELEVANT”?

Have a really good hard think about the question. This is not about someone having a go and 
suggesting for a moment you’re not valued. This is about whether what you do, stand for, 
deliver, actually provides relevance to the person you are delivering it to.

The question is simple - What keeps you relevant. How do you continue to provide relevance 
(i.e. value, importance, knowledge, worth, significance) to your customer.
And more importantly, how do you continue to ensure what you provide is up to date. How do 
you stay on top of what’s happening in the world. 

So – here’s the question – what are you reading, what are you searching for on the web, are you 
attending industry events, talking to experts, getting involved in social platforms. And if you’re 
not doing these things, be warned – your competitor is.

By being relevant, you bring options, value, new ideas to the table. You see in order to really 
provide the ultimate customer experience, you will have needed to provide something of 
importance. Something they value or dare I say it, an experience they had that met (and maybe 
even exceeded) their expectation.

If you don’t keep yourself relevant by providing something that maybe your competitor didn’t, 
then don’t expect business post-COVID to be easy for you.

By being relevant, gives you options. Options provide clients with greater information. This then 
allows them to make better and more informed decisions. And more importantly, puts you in 
the best position. Call it your competitive advantage.



Being “REAL” and “RELEVANT” is all well and good but it means little if you’re unable to deliver 
the very message you want to convey. Being “RELATABLE” is not just about being a genuine and 
honest person who is well versed and relevant in your area of expertise. It’s about being able to 
deliver your message in a way people can understand and relate to.

I’m not saying for a second that you need to treat people as idiots. Do this at your own peril.
But what I am saying is the key to getting understanding, buy in and then ultimate acceptance in 
what you are selling is how well you deliver your value proposition.

You see the key to any relationship is how well you communicate your message. And to do this 
you need to have thought about the personality type you are communicating with. Just think 
about how you like to be communicated with when you’re buying something. You want to feel 
good about how you are treated. So it stands to reason your customers, clients, business 
associates feel exactly the same.

Think about your client and get a read on what personality type you think they are. You might 
not get a lot of time to do this, so you need to be open and sensitive to the signs. Yes I said 
sensitive. Reading the body language and listening to the various tones will help you determine 
what your client is like and if you read this wrong, it just makes the whole process even harder.

So here’s a little tip for you, especially if you’re not sure who you are going to present your 
message to. REHEARSE IT. Yes practice practice practice so that when you’re delivering your 
message, it feels natural, not wooden. Practice doing your pitch to someone you know first. 
Because what you think it sounds good in your head, is not necessarily how it comes out. So get 
some friendly critiquing.

In selling anything be it yourself, a product, service or whatever, your success will inevitably 
come down to one thing - how well you communicated.

Be RELATABLE
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Many people have a perception that selling is easy and all you need is an 

outgoing personality and the ability to get on with people. And in many 

respects, that’s a great start.

But as elite sports people will tell you, being naturally gifted will only get you 

so far. For you to really excel requires hard work. It requires you to invest in 

your future. Just because I’ve said selling can be simple to understand, I 

didn’t say it would be easy.

If you can embrace, practice and execute the 3 R’s correctly, I can pretty 

much guarantee that the sales outcomes you achieve will bring you a great 

deal of satisfaction. But of course the ultimate buzz for you will come from 

delivering a superior sales experience, to your valued customer.

www.jamesjcontracting.co.nz

So in closing . . .

CALL TO ACTION
In terms of the 3R’s, what is the 
one thing you would like to act on 
and improve today?

DISCLAIMER:
Jim can’t give any guarantee that the information contained in this Ebook will 
immediately change how you connect with customers. That will come down to how 
much you are prepared to invest in yourself. However, Jim is happy to assist you on 
your journey. Call him on 022 675 3403 for a no obligation chat.


