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THE BLUE COLLAR COACH






The Purpose Behind Selling

Hi everybody, Kenny Chapman here, The Blue Collar Coach.  Welcome back.  I’m your contractor coach and your sales trainer.  
Today we’re going to dive into a topic that is critically important to sales, the sales process, successful sales, and most importantly, you feeling good about what do.

We talk about process.  
We talk about technique.  
We talk about which hand you should knock on the door with when you get there, or if you should knock on the door, or if you should ring the bell with one of your feet!  
There are all these different things that we, as sales trainers, as your managers and your coaches discuss with you, right? Everybody’s trying to get you to go in the right direction and do the right thing.

Well, today I want to break it down a little bit. I want to talk to you about the purpose behind selling.  What is the purpose that we’re going out there with?  We can certainly say, “Well, it’s because I’m a plumber, and that’s what I’ve chosen to do,”  “I’m an electrician, and that’s the path that my life has taken,” or whatever the case is.

And still, many of you, I know, kind of shy away from the term ‘salesman.’ “Salesman?  I’m not a sales guy.  I didn’t get into this business for that.  I got in this to fix stuff.”  Right?  
I get it; I understand it.  I came from the same place.  I used to be about how many calls I could run in a day when I first started my drain cleaning company. I was by myself, had just one truck, and asked myself, “How many can I pop and go?” 
I hung my hat on the fact that I could open any drain that nobody else could.  Never mind the fact that the best thing for the customer would have been to dig it up and fix it.  Right? I really just delayed the inevitable for them.

But that’s okay; I didn’t know what I didn’t know, and that’s a reality for all of us, my friends.  

Today, it’s about the purpose.  

Everyone is in The Sales Business

The first thing I want you to realize (and this is something I’ve talked to you about before, depending on where you are in the videos that you’ve watched so far) is that all of us are in sales.  Everybody is in selling.  Parents are in the sales business of selling their children on why they should go to bed on time, or why they should eat that last piece of broccoli on their plate.  That’s selling, my friends.

Doctors are in the business of selling the benefits of quality health to you, why you should eat right, why you should exercise, why you should drop that extra five pounds – whatever the case is.  

Politicians (a terrible example perhaps) but guess what?  They’re in the sales business.  I’m not saying we’re politicians; please don’t get me wrong there!  The reality is, however, they’re selling a concept.  They’re selling an idea to their party, to their voters, whatever the case may be.

You can take anything in every industry and apply sales techniques. Back when I was single, if I was trying to get a date, guess what?  I’m selling the benefit of going on a date with me.  Many of you might be able to relate to that.  Right?  That’s the reality.  So, let’s stop shying away from it and realize that selling is just what makes the world go ‘round.
Understanding Your Purpose in the Sales Process
So, what’s the purpose of it?  Today I want to talk to you about three things regarding sales.  
-I want to talk about purpose.  
-I want to talk about process.  
-I want to talk about the goal behind it.  
Now, what is your purpose in selling?  I want you to just think about that.  As a selling technician, what is your purpose?  Why are you doing this?  What’s the point of getting in that truck, on a cold winter day, and riding up to a customer’s home to look at their situation?  What’s the purpose for you?  Not for them – I’m not talking about them right now.  I’m talking about for you.  We’ll revisit this in a moment.

I often ask this question in live seminars, in the sales training that we do out there in the world, or if I’m doing on-sites with customers. I get inside all kinds of different companies and help them tweak their process, elevate their sales, and get better results.  
So, if I asked this question to a group of you, if I was in your room right now live, and I ask, “What’s the purpose of selling?” – most of us believe, and most of us will answer that, “The purpose of selling is to make a sale.”  Right?  I mean, “It’s simple enough, Kenny, the whole reason my sales manager’s on me, the reason my service manager’s saying, ‘Hey, I need to hit these numbers; I need to hit these goals,’ is because the purpose is to go make a sale.”

I want to challenge that way of thinking a bit today. The reality is, if you can find how your purpose is tied to this process of selling, guess what?  When you’re purpose is there, you don’t have the issues with rejection, with the obstacles you run into, with this fear that we deal with on a daily basis.  Most of us are afraid of rejection, right?  That’s sort of human nature, and that’s okay.

However, we can overcome these things (the self-doubt, the fear, the rejection) if we’re really clear about our purpose.  
All of you watching this today have had this experience at different times in different ways.  What do I mean by that?  Think about a call you’ve run where maybe there’s a safety hazard.  Maybe there’s a cracked heat exchanger on a furnace, whatever the case might be. Regardless, you know this customer has got to get this taken care of.  Whether you do it or not has almost become secondary to you.  This needs to take place for them because part of your purpose is to protect the health and welfare of your country.  Right?

All of a sudden, your focus shifts from, “I need to hit my number; I need to make a sale; I need to add on to this ticket; I need to do XYZ,” and you start to think, “Whoa, wait a minute.  This is a bigger deal here.  This has got to happen.”  

Then something happens in your mind, and it shifts, and you’re no longer selling.  Suddenly, you’re just pointing out to this customer why this is a must.  It goes from, “Oh, maybe that’ll be okay,” to, “This must happen today.”  That’s powerful stuff.  We’ve all experienced that.

Then you start to gain a higher level of confidence.  
That’s what I’m talking about, when you know your purpose in selling and why you’re doing this job.  Now, all of a sudden, you’re confidence heightens.  
I spend a lot of time just helping selling technicians raise their confidence levels. When you’re more confident, you make a better presentation.  You spend more time on an options sheet.  That’s what it’s all about. 
The purpose is not just to make a sale. We’ll talk more about that in a moment.

Three Sales Myths
Next I ask my clients, “What’s the point of this process?”

I usually hear: “Well, the point of the process is that my service manager’s hammering me to sell more,” or “We’ve been doing some of Kenny’s videos, and I’m supposed to present my option sheet in this certain way,” or whatever the case might be. So we tend to conclude, “Well, the point is to convince somebody to buy.”  Right?  So, the purpose is to make a sale.  The process is to convince somebody to buy.  
These are myths.  These are wrong.

And then I ask, “What about the goal?  What’s the goal of selling?”

I usually hear, “To make money.”  So, now we’ve got three myths uncovered.
Myth #1: The purpose is to make a sale.  
Myth #2: The process is to convince somebody to buy.  
Myth #3: The goal is to make a sale and make more money. 
This is so short-sided, my friends.  There’s no longevity there.  There’s no benefit to you there.  Money is short-lived.  Money is short term.  That’s not going to satisfy you long term.  You need to find what it is that really connects for you. 
What is The Purpose of Selling?
The real purpose of selling, in my opinion, is this: to enhance the lives of your customers.  It’s to make an improvement to their situation.  It’s to enhance and improve their lives.  It’s to make their lives better than it was before you arrived.  Period.

Now, think about how that feels compared to, “My purpose is to make a sale.”  
Instead, “My purpose is to improve people’s lives.”  
That feels a lot different, doesn’t it? I’m not talking fluff stuff here.  I’m not talking about, “Oh, yeah, let’s do some yoga together and talk about this ‘feel good’ moment.”  That’s not what it’s about!  
This is about getting clear that all we’re setting out to do is improve people’s lives. From that certainly comes commission and money and sales and all these types of things, but I need to feel good about what I do.
You technicians get it.  I know it.  I spend thousands of hours with you guys, and you’re good people, and you want to do the right thing.  But sometimes we’re not taught to really focus on, “What is the right thing?”  It’s not just hammering sales down people’s throat.  It’s not simply sitting there and deciding how you can best handle an objection to make a sale.  
No, it’s about focusing on your customer and improving their lives based on the products and services that you offer.

The great Zig Ziglar, who recently passed as I shoot this video, might have said it best.  He said, “To get everything you want in life, help as many other people get what they want, and you’ll accomplish what you want.”  
I’ve seen Zig speak.  I’ve read most of Zig’s material. He is one of the greatest motivational selling experts of our time.  For a long time, I didn’t understand how that connected to the plumbing/heating/cooling/electrical business, or the service business in general.  I didn’t really get it.

Well, I’m here to share with you today that I do get it now. The reality is, the top-selling technicians I see all across the U.S., Australia, and Canada:

1. Focus on improving their customer’s lives.  
2. Have a purpose with their sale. They have a purpose when they get in that truck and roll up to the door.  
It’s not just about having a “broke-fix” mentality, “Well, I just need to go find what’s broken so I can go fix it.”  That’s not what it’s about.

So, the real purpose is to enhance and improve your customer’s life, to make it better than it was when you got there. 
What is the Point of the Sales Process? 
So, what’s the point of process?  I’m told that the whole point of process is convincing people to buy.  
No, it’s not.  
The point of process is guiding a customer or a prospect through a sequence of experiences in order to encourage them to invest in the things that they might need, want, or desire.  

It’s about guiding them through a sequential experience in order to help encourage them to invest in the things that they might need, want, or desire.  That’s it.  
We’re not sitting there hammering you with, “I’ve got a 12-step service call process in my company that my clients use – 1, 2, 3, 4.”  No, the process is designed as a specific sequence of experiences in order to help your customer accomplish that they want, need, and desire in their home.  That’s the reality.

I’m not sitting here with a whip saying, “Oh, you missed that step.  Oh, you didn’t do that right.”  That’s not what it’s about.  It’s about just helping them.  And the better you have a process, the better you can guide them through a sequential experience, and the better results you’re going to receive.  
That’s why I see the top-selling technicians, across the three countries that I work in, all doing the best things the way that they can each and every time.  It’s about process.  It’s about repetition.  

Most of what we do, throughout a given call, can be repeated call after call, with the exception of the client connection experience.  
Most of the entry questions that we ask (that we lead with anyway) can be repeated, and then we go from there as we focus on building the specific customer relationship.  
So, it’s very important to realize that the process is not about convincing somebody to buy; it’s about guiding them through a sequential experience in order to encourage them. 
What is the Goal in Sales?


Now, what about the goal?  Often I hear, “I’m told the goal is to make a profit.  The goal is to get my service manager off my back.  The goal is to make more money,” whatever the case is.  
No, the reality is that we want to get out of the short term and start thinking longer term. The goal is to create a strong positive connection with a long-term, revenue-generating client.
Now, this is a big difference from, “I’m going to get in there and just simply make some money today.”  Now, when you do it effectively, you’re going to make money at it.  But it’s not about just making money today.  It’s about creating a relationship and a connection experience to where you become the preferred service provider for this customer.

If you work in an environment where customers can call in and ask for you specifically, use that to your advantage!  Use your independence and ask for the referral and the repeat business, to build that positivity around you.  That’s what it’s about.  
Customers buy you first, then they buy the company, and then they buy the product or service.  

So, now, if we back up for a minute and examine overall purpose, one of the things that most people don’t really take the time to do is figure out what they’re all about.  
The only reason that I moved more from running the day-to-day operations at my company (that I still have) to doing coaching, training, speaking, writing, seminars, webinars, teleseminars and all the things that I do now, is because I identified my primary purpose. That is to make a positive impact in the lives of others while learning and growing each and every day.  That’s what I know that I’m about.

So, I don’t really have a choice when it gets to that point; I have to do that.  And guess what?  Selling is part of that.  
I have to sell seats at my seminars.  I have to sell organizations on why they should hire me.  I have to sell you guys on why you should implement my philosophies and strategies.  It’s the same thing.  
We are all in sales.

As soon as we remove misconceptions and ask, “What about the purpose, what about the process, and what about the goal?” good things begin to happen.  
Examining Your Purpose

I would challenge and encourage you today, if you haven’t really identified what your overall purpose is, to spend some time looking at it.  
Think about why you are doing what you do.  
What makes you jump out of bed in the morning, grab a cup of coffee, and be excited to start your day?  That’s the fire that burns within your purpose. And guess what?  Most of us aren’t going to get that from thinking, “Man, I can’t wait to get out of bed today and go fix a water heater.”  Yes, it’s probably bigger than that.

So, we need to spend a little time on this topic.  And I’m not going to go through everything with you here today.  I just wanted to illustrate how important this process is. 

One of the traits I see in the top-selling technicians all around the countries I work in is that they’re clear about who they are and why they’re doing what they do.  
-It is about longevity.  
-It is about purpose.  
-It is about process.  
-It is about goal setting. 
The Purpose of a Trash Can and a Chalkboard
I remember reading a story about a guy that was talking about purpose in a grade school.  And he points over at the wastebasket, and he said, “What’s the purpose of this wastebasket?”

A child in the back of the room says, “Well, it’s to throw things in; it’s so the room doesn’t get dirty.”

“No, that’s really not it.  What else?”

“Well, it’s so we can make our paper airplanes and try to make it in there.”

“No, that’s really not it, either.”

Somebody else said, “It’s to remove the trash for the people, to keep a clean environment.” 
Now, doesn’t that trash can feel better about itself because it’s purpose in life is to remove the garbage from the room and keep the room clean for people?  
You’re probably laughing at me, just like I’m laughing as I’m saying this, because it’s ridiculous.  Right?  But it’s not ridiculous when you really think about it.  It actually has a purpose.

Then the guy turns and he says, “What’s the purpose of the blackboard here, the chalkboard behind me?”

Somebody said, “Well, it’s so we can write on it; so we can scribe on it; so the teacher has a place to put the chalk onto the wall and that we don’t deface the wall in the process.”

“Well, no, not really.”

Then little Susie raises her hand and says, “It’s to help us learn what we’re here to learn.”

Oh, wow, the chalkboard is here to help us learn.  It’s not just some fixed object for people to write on; it’s got a purpose of helping young kids learn in the world today.  Doesn’t the chalkboard feel better about itself now?

Now, you might think I’m nuts today, and maybe I am.  In fact, I know I am, so you’re absolutely right!  The reason I share these things with you is because it’s important to think about purpose in different ways.  We’re obviously not a wastebasket or a chalkboard.  
We’re selling technicians doing a phenomenal service.  The world can’t operate without us.  
It takes all of us to make the world go ‘round, and we need to realize that’s a big deal.  That’s a big purpose.  We should be compensated effectively and fairly for that.  We should be able to live where we want to live, drive what we want to drive, make the kind of income that we want to make, and send our kids to the schools that we want to send them so they can utilize that chalkboard to help them learn.  

Purpose and Process Work Together

The reality is, I just want you to take a step back and think about how purpose shows up in your day-to-day selling process. And I said them both in that same sentence – purpose and process.  
Those two tie together so strongly.  
If you know what your purpose is, and you utilize the effective process, you’ll realize that the process of creating a quality option sheet (with several different things on it) is part of that sequential experience I talked about.  
That’s the point of the process: sequential experience.  
The option sheet makes that happen.


When I see technicians that don’t use option sheets, guess what?  Their sequential experience can’t happen because it doesn’t exist; it’s not there.  
A good option sheet has to exist in order to make a quality presentation on what you’re there to present. You can’t have one without the other.  
I can stand there in the garage, in front of a boiler, or I can stand out by the panel and just explain it, and talk, and tell them how much it’s going to be.  It’s not going to be the same experience as going to your truck and creating a quality option sheet for them, explaining the service agreement and the value behind it, and why they should invest with your company at the kitchen table as you go through it.  
These are two totally different experiences, creating two totally different results.

That’s what it’s about, my friends.  It’s about challenging yourself.  What’s your purpose behind this?  
Let me ask you now, as we wrap up, now what’s your purpose?
Be Specific About Your Purpose  
Here’s an exercise for you to do that should help you gain some clarity around this. Keep in mind: the most important things that happen in life are the ones that we focus on and write down.

Ask yourself these questions:

-What is my purpose, as a selling technician, for this company?
-What is the purpose of my sales as a selling technician?
-How does it affect the company?
-How does my purpose affect my coworkers and my team members around me?
-How does my purpose affect my clients and my customers?
See, it’s bigger than going out and selling a widget today, ladies and gentlemen.  
It’s about going out and improving your customers’ lives.  
Focus on that.

All of us in ownership and management, we get stuck on numbers.  I get it.  I’m a big numbers guy.  I’m all about measuring numbers and focusing on results.  
I want to challenge you to not focus so much on your numbers.  You need to measure them.  And if your company doesn’t measure them for you, then measure them for yourself.  We’ve got to keep score.  We’ve got to know where we are.

But I want you to focus on purpose and process.  If you focus on purpose and process, those numbers are going to be there, my friends.  
We kind of have it backwards; we tend to focus too much on numbers, and then purpose and process slides.  If I’ve got to make this sale today in order to (fill in the blank), I’m going to lose my purpose and my process.

What’s your purpose as a selling technician?  
That’s the thought of the day, and I encourage each of you to answer it for yourselves. 

Get out there and work the purpose, work the process. Focus on the goal, and you will accomplish more than you have to this point.

I’m Kenny Chapman, The Blue Collar Coach, your contractor coach and sales trainer.  Until we talk again, I want you to have a better than fantastic week, and I’ll see you next time.
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