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A Salesperson’s Dilemma and Thus This Manifesto 
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1. My prospect - just like me - cares solely about his KPI 

achievement at work. So, I will ‘talk’ to what my prospect 

cares about 

better than what he is currently using to achieve 

these
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2. I’m one of several dozens of salespeople trying to vie for 

my prospect’s time, attention and wallet share. So, I will try 

harder to stand apart 
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3. Disinterest is the default reaction that my prospect has to 

salespeople’s offerings. I will never forget, or be offended 

by this 
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4. I will remember that a one-pitch-fits-all approach to sales 

will backfire.  
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5.  I will perfect my ‘How’ messages 

how

better than they are currently doing

 



The Salesperson’s Manifesto 

   8    ©2016. Jerson James/Actuate Microlearning. All Rights Reserved. 
 

6. Simplicity is the name of the game 
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7. Interest, though, is insufficient; there exist many roadblocks 

to the purchase and implementation of my offering, which 

have to be dealt with 
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8. Prospects haggle. I will ensure that I negotiate intelligently 

 



The Salesperson’s Manifesto 

   11    ©2016. Jerson James/Actuate Microlearning. All Rights Reserved. 
 

 

9. The final purchase decision is a culmination of many 

related smaller decisions. I will only reach the desired end  

- the purchase order - by influencing these smaller 

decisions. 
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Here, in a nutshell then, is my manifesto:  

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 


