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The Sales Game

There are many parallels between the practice of selling and 
the many games we play. 

One comparison, is that like any game, the practice of selling 
has rules, and these rules are universal.

Over the years we have observed how sales professionals 
improved their performance when they increased their 
awareness of these universal rules.

Our mission is to increase the level of conscious competence 
across these universal rules, to help sales professionals 
understand  why they win and lose.  

We call them: The 5 first principles of sales.



The Principle of Prioritization

Decision-makers take 
action to solve issues they 
perceive are a priority

Decision-makers buy to solve problems 
and/or take advantage of opportunities. 

The sales professional's job is to understand 
the specific issue, it’s cause and the effects 
that drive the buyer’s sense of priority and 
need for action.
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The Principle of Advocacy

Decision-makers advocate for 
solutions they perceive best solve 
the issue(s) and  deliver the 
outcomes they need.
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Advocacy follows once the issue they are looking to solve 
becomes a priority. The next aspect of the decision is who 
or what will resolve the issue for them.



The Principle of Self-Interest

Decision-makers are 
influenced by how the 
perceived action/change  
will impact their personal 
motivators.
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All buying decision create some form of change. 

Decision-makers assess the specific change to 
understand how it will affect them personally. 

If they perceive it is good for them, they will 
support the decision. If they perceive it has a 
negative impact for them, they will not support 
the decision.



The Principle of Self-Determination

Decision-makers who arrive at their own 
conclusions are far more likely to act than 
one who is told.
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How good someone is at selling lies in their ability to ask questions 
that help the decision-maker realize for themselves. This is the sales 
professional’s professional craft.



The Principle of Incumbency

Decision-makers perceptions 
are the responsibility of sales 
professionals in every aspect 
of the relationship.
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The decision-maker’s perception is always our 
reality. 

How the decision-maker perceives your business is 
ultimately owned by us; nevermore so when we are 
the incumbent provider of products and/or services. 



If you enjoyed this, then please give it a like or a share. 

If you’d like to speak further about how we can help you 
then please free to reach out to us; mark@enablingus.com
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