
The top 5 traits
of a retail rainmaker
How to spot your biggest asset



training smarter www.redseed.com

They dream big

You’ll notice that the rainmakers in your team don’t see sales targets as something to strive 
for... it’s their baseline. 

They’re able to do this because they’re SMART about goal setting. They set goals that are; 
specific, measurable, action-oriented, relevant, and time-bound.

Did you know that less than 20% of the population commit their goals to writing and only 20% 
of those people set out to review their goals regularly? Goal setting can be a daunting task for 
a lot of people, but rainmakers know that getting their goals in writing is the best weapon to 
have in their arsenal.

It’s also been shown that people will put in greater effort to achieve tasks that are seen as 
“moderately difficult” while the lowest levels of effort are shown when the task is considered 
“very easy”. Because they dream big, and their goals have a higher level of difficulty, the effort 
put in by your rainmakers will naturally be higher than most other staff.

Click here to download the PDF recource: 7 Tips To Successful Goal Setting

Your rainmakers aren’t afraid 
to set big goals. They’ll reach 
their target, no sweat! 
What they get the most 
satisfaction out of is setting 
their own target (above their 
KPI) and beating it. 
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They listen more than 
they speak

Consider the type of customers you’re likely to encounter in your store:

Intrinsic Value Customers (IVC) 
• These customers will know what product they’re after and how they need to use it. They 

already see value in the product they’re looking at, and there’s a high probability they’ve 
made up their mind before they enter the store.

Extrinsic Value Customers (EVC) 
• These customers care less about the product, but more about how they can use it to meet 

their needs. They believe your business is valuable if your team fully understand their 
needs.

On one hand, we have a relatively easy sell. The IVC encounter is more about the transaction, 
rather than the sell. You don’t need to be a rainmaker to make money from these people…

On the other hand we have the EVC. This is where your rainmaker will shine. Because of 
their ability to listen, they’re able to ask the right questions to fully understand what their 
customer is looking for and match a solution to their needs.

Listening skills are important 
in the sales game. 
But, do we know just how 
important?  
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They turn features 
into benefits

By turning features into benefits, rainmakers don’t convey information, their goal is to solve 
a problem. Commonly, retail rainmakers will take a ‘Consultative Selling’ approach, giving 
advice to buyers, rather than selling a product. 

Within RedSeed’s sales training programme, we outline the important relationship between 
features, advantages and benefits. Your rainmaker understand all three and is able to link 
them together seamlessly to present a compelling solution. 

It’s not a new approach. In-fact This approach is been adopted by one of the most profitable 
companies today, Apple. “Sell more by NOT selling!” has been Apple’s sales philosophy for 
years.

What do they mean by that? It’s all about solving customer’s problems, educating them, and 
getting them so passionate about Apple gadgets that they simply have to have one. 

It seems like a new approach and one that is working for them according to the stats. More 
people visit Apple’s 326 stores in 3 months than visit Disney’s 4 theme parks in a year! That’s 
about 60 million customers! Apple’s annual retail sales per square foot are $4,406, higher than 
any other retailer on the planet.

Now, it’s one thing to be able 
to listen to your customer and 
find out their needs. 
But, to be able to sell 
effectively, your rainmaker 
needs to be able to convince 
the EVC that your solution is 
right for them.  
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They hold themselves 
accountable

When you think about how much value the rainmaker sees in goal setting, you’ll notice that 
they also place great value in taking strategic steps to reach their goals. 

This doesn’t just mean driving a hard bargain with customers to make the most out of them. 
No, rainmakers know that’s not a sustainable practice, so they also seek out ways to improve 
their sales process.

A study in 2000 found that goal-performance is highest among those who are committed 
to goals, while another study found that people who are involved in goal setting feel more 
commitment towards achieving that goal because they have claimed ownership of its 
achievement. 

Now, the nature of our goal-setting rainmakers means that they naturally tend to hold 
themselves more accountable than other team members. 

Here’s a simple explanation as to why:

• Because performance is already high, they’re more likely to set their own (high) goals.

• Because their goals are self-assigned, rainmakers take greater ownership of achieving 
them.

• Because they have ownership they’re more efficient in developing strategies for 
achievement.

• Because they’re more efficient they’re more likely to achieve their goals.

Because your rainmakers like 
to take complete ownership of 
their sales results, they like to 
make sure they get all bases 
covered.  
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They don’t sell products,  
they build relationships

Rainmakers know the value of building a strong relationship with existing customers. 
They know that, over their lifetime, loyal customers spend up to 10 times more than other 
customers and the probability of upselling or an add-on sale increases to 60-70%.

Relationship selling is all about building lasting relationships with customers and listening 
to their needs. The more trust a customer has in you, the more likely they are to give you the 
right information to help you provide the best solution for them. 

There are little things that you’ll notice your rainmakers do that help them build strong 
relationships with your customers:

They skip the “work talk” and are more likely to show an interest in the customer’s day than 
the product they’re looking at

They understand the value of remembering a customer’s name, and make a point of learning 
the customer’s name so they can greet the customer personally next time.

They remember their customer’s purchase history and are able to slip it seamlessly into 
conversation to show they care (e.g. How’s that computer working for you?) 

It can cost up to five times 
more to gain one new 
customer than it does to keep 
an existing one. 
This could very-well be one 
of the biggest reasons why 
rainmakers are an asset to 
your business. 
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We know how valuable face-to-face feedback is in retail. That’s why we take a blended 
approach to our training. The RedSeed system facilitates face-to-face coaching because we 
know that retail managers and coaches are the drivers of change within your business.

The benefits of retail sales coaching can’t be underestimated. With a proper coaching 
strategy in place you’ll see:

• Close rates increase by at least 17%

• Sales results increase by 17%

• Sales teams who are more engaged

• Individuals exceeding target will increase 25%

• Staff retention increases (and churn decreases)

• Onboarding new members is more efficient

Our helpful guide will teach you how to get the most out of your retail sales team with 3 
simple (but effective) changes you can make to how you coach your team!
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Want to get the best from 
your retail team?

Find out how with your free guide to coaching.
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What are our customers 
saying?
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“RedSeed had the best product available, there is obviously a lot of online learning 
solutions in the market but what’s a big challenge for us and what we’ve always 
wanted to do was to have a solution that wasn’t simply completing something 
online — we really like how RedSeed includes video content, on-the-floor coaching 
and a real time feedback system which is really important to us.”

KELLY HOPKINS
Learning and Development Manager, Kathmandu

“It’s not just seen as an investment in the business but our teams see it as an 
investment in themselves as well.”

MATT ROBERTS
General Manager, Hunter Furniture Group

“The RedSeed programme allows our team to be more confident in selling and 
interacting with our customers. It’s been part of our transformation — we’ve gone 
through 18 quarters of same store sales growth and this has been just one part of 
the success story that Warehouse Stationery has had. “

PAUL GIANOTTI
Executive General Manager - Operations, Warehouse Stationery

“Not only did we find that increases in RedSeed Energy mapped to improvements 
in Mystery Shopper results, we also found the opposite to be true. Stores that saw a 
drop in Energy also saw a large drop in Mystery Shopping results”

KARMA WETERE
General Manager of Retail, Max Fashions

“RedSeed has positively impacted our sales, our NPS and our mystery shopping 
results. RedSeed has become an integral part of 2degrees and we cannot think 
what life would be like without them.”

YASMIN KACHWALA
Learning and Development Manager, 2degrees



training smarter www.redseed.com

About the author

Anya stands by the success of her products, which are built on her own personal experience 
working in the retail industry spanning more than twenty years.

Making content relevant and of a high-quality are the most important factors for Anya when 
developing new material and programme content, and for the business as a whole. Anya 
believes that time is best spent fostering a winning culture, developing outstanding products, 
and continually looking for new business opportunities. 

Anya and the RedSeed team create programmes that shift behaviour and have a direct 
impact on profit, primarily through teaching sales teams to sell more and provide a better 
level of service to customers.
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