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Praise for Sell More with Science

“In Sell More with Science, David Hoffeld reveals science-backed insights that will help you thrive in today’s hypercompetitive environment. If you’re serious about improving your career, this book is a must-read.”

—Dave Kerpen, New York Times bestselling author of The Art of People

“David Hoffeld gives his readers incredible insights into why we buy and how to leverage that knowledge to sell more. Like his last book, The Science of Selling, David uses proven science to support his strategies and techniques. Unlike most sales trainers and speakers who rely on unique anecdotes and personal experiences, David makes his scientific approach much more applicable and relatable to a wide range of situations. He empowers salespeople by turning science into practice. If you want to harness the power of science to sell more, this book is a must.”

—Terry Wu, PhD, neuroscientist and neuromarketing consultant and speaker

“After reading David Hoffeld’s Sell More with Science, I got rid of over seventy-five books and courses on selling, because it had rendered them all obsolete. The book is packed with actionable, evidence-based strategies, formulas, exercises, and assessments that demystify sales success. In a hypercompetitive market, you need to adjust your sales strategies with science. Add this book to your library. Read it! And apply the ideas. You will have an unfair (yet ethical) competitive advantage in your marketplace.”

—Ed Tate, principal at Ed Tate & Associates, LLC, and World Champion of Public Speaking

“Most sales advice has little support beyond someone’s assumption. By contrast, David Hoffeld’s work and practice are grounded in solid behavioral research and focused on core aspects of selling applicable in many markets. This book can help you sell more and, equally valuable, make you feel better about your career.”

—Frank Cespedes, Senior Lecturer, Entrepreneurial Management Unit at Harvard Business School, and author of Sales Management That Works

“David Hoffeld’s newest book, Sell More with Science, is one every person in sales should read no matter their experience level. The truth and insights found inside will help all sales professionals from complex B2B to transactional consumer-facing roles and everything in between. I love this entire book. I appreciate the way difficult ideas are explained and then broken down into simple and actionable messages. If you want to sell more and sell better, then read Sell More with Science and watch your sales growth accelerate.”

—Mareo McCracken, CRO at Movemedical and author of Really Care for Them

“This book is essential reading for anyone seeking to drive improved sales results. It harnesses the power of behavioral science and neuroscience, blended with the art of selling for greater influence and improved sales results. Sell More with Science explains the why and how for elevating sales engagement and leadership. David’s evidenced-based perspective enables leaders to intelligently and confidently blend art and science together for successful sales trans-formation.”

—Tony Hughes, bestselling author and speaker and co-founder of Sales IQ Global
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To my son Joseph, whom I was sold on before he was born.




Selling is a human task that can only be explained satisfactorily in human terms. We must look a good deal further—into the mysteries of personality and psychology—if we want real answers.

Robert N. McMurry, Harvard Business Review, March 1961




Introduction:

Use Science to Sell More

WHAT CREATES SALES SUCCESS?

In the past, the factors that enabled some people to sell more than others were a mystery. Some salespeople just seemed to have what it takes, while others didn’t. Thankfully, we’ve since learned that’s not the case. Over the past fifty years, scientists have conducted groundbreaking research identifying how our brains process information, perceive value, and decide whether to purchase one product or service over another. Even more exciting, these discoveries have revealed the specific mindsets, traits, and behaviors that salespeople can embrace to achieve success. In fact, of all the innovations to the sales profession in recent years, none has the potential to make a more positive and lasting impact than basing the way we sell on science.

Though this research-backed methodology has repeatedly been proven to boost anyone’s performance, many sales and businesspeople are unaware of it. Even worse, many of the most common selling practices today contradict the science. That’s why I wrote this book: to provide real-world, actionable, evidence-backed insights that you can use to supercharge your selling—both on the job and out in the world.

Here’s a quick overview of how I created this proven way of selling and the benefits you’ll receive by adopting it.

How Science Will Transform Your Sales

If you read my previous book, The Science of Selling, you’ll know that I am fascinated by the science of influence. When I was ten years old, my mother gave me Dale Carnegie’s bestselling book How to Win Friends and Influence People. I was amazed at how simple words and phrases could inspire people to respond in predictable ways.

It wasn’t until many years later that I experienced that in my own career. After graduating with my master’s degree, I needed to get a job for what I thought would be just a few months. I naively assumed I would be good at selling and looked in the local classifieds. (Remember when the newspaper was where you went to find a job?) As I browsed the open positions, one caught my eye. The headline read “Make $100,000 a Year.” Right below it were three words that made me even more excited: “No Experience Necessary.” This was perfect, I reasoned, because I had no experience, and who wouldn’t want to make six figures right out of school? I called the number listed and scheduled an interview. The next day I went to the company’s office and was interviewed by a sales manager who asked me just two questions. The first was “Do you have reliable transportation?” My confidence grew as I answered that yes, I’d driven there in my own car. He nodded and then asked, “Do you like people?” “Yes!” I exclaimed. The sales manager smiled and said, “Great, you can start tomorrow.” And with that, I was ushered into the profession of sales.

What happened next surprised me. As I began selling, I became captivated by it. What I had thought would be a short-term job turned into my life’s work. What I had gotten a glimpse of as a ten-year-old when I read How to Win Friends and Influence People, I now saw out in the field every day. Salespeople are professional influencers: They inspire someone to take what they say seriously and be willing to act on it.

As I became more and more fascinated by the process of selling, I sought out training on how to do it better. But nearly all the books I read and courses I took were anecdotal—or downright contradictory—in the advice they gave and offered no objective proof that their methods were more effective than others. Dismayed at the lack of evidence, I decided to investigate. I began by looking at the research I had analyzed when writing my master’s thesis on how to communicate effectively. And the more I dug into the science, the more I saw how it addressed every part of the sales process.

Now, when I say “science”—a term that is haphazardly thrown around in the profession of selling—I mean objective, verifiable research. Specifically, I examined peer-reviewed studies, some by Nobel Prize–winning scientists, in cognitive psychology, social psychology, neuroscience, and behavioral economics. These fields explain how our brains make choices and the factors that influence what we decide to do or buy.

Best of all, as I began applying what I was learning, my sales increased. Armed with the science, I no longer needed to guess the best approach or rely on the opinions of others. I discovered that success was not due to having some indescribable quality or the gift of gab. To the contrary, science revealed the specific factors that produce heightened performance and what each of us can do to achieve it. The key is to guide potential clients through their buying process and into the decision to purchase. In fact, this is the premise of science-based selling: The closer your way of selling is aligned with how the brain creates preferences and forms choices, the more successful you will be. The opposite is also true: The further your way of selling is from how the brain creates a buying decision, the less effective you will be. The good news is that the science provides a straightforward road map that anyone can follow.

As I continued studying and applying this science in my career, my performance continued to grow, and as a result, the organizations I sold for asked me to explain my techniques to their salespeople. When I trained them how to base their sales behaviors on science, they too experienced significant results. It was just as the behavioral scientists Noah Goldstein, Steve Martin, and Robert Cialdini explain: “Everyone’s ability to persuade others can be improved by learning persuasion strategies that have been scientifically proven to be successful.”1

The reason science predictably improves outcomes is that it provides transparency regarding what occurs in a given interaction and accurately predicts what behaviors will positively or negatively influence the decision-making process. Some even described the clarity that science brings as being similar to what people with poor eyesight experience when they put on glasses for the first time. Suddenly everything becomes clear.

At this point, I realized that science could empower sellers to truly serve buyers by helping them feel confident about making decisions in their best interests. So I launched my own sales training firm, Hoffeld Group, which became the leader in science-based selling. Over the years, I’ve trained some of the most successful companies in the world and helped them sell more by aligning how they sell with how the brain buys. When salespeople embrace a science-backed approach, the outcomes are always the same—client satisfaction goes up and sales skyrocket. They also gain a serious advantage over any competitors who use traditional, anecdotal-based selling methods.

The Number One Benefit of Selling with Science

When I first began reading scientific journals and applying what I learned, I was merely looking for insights that would help me deliver a more compelling sales presentation. However, over time I realized that my point of view was shortsighted. The biggest benefit I experienced was that science gave me a new way of looking at the process of selling that was accurate and predictable and that made a profound, lasting difference in my results. This perspective is best summed up by the words of the late Carl Sagan: “Science is more than a body of knowledge. It is a way of thinking.”2 That is the power of a scientific approach. It provides evidence-backed frameworks to guide you in becoming professionally nimble and productively adapting to each unique buyer and situation. In other words, it reveals how to think about the act of selling in the right way, which is the key to long-term effectiveness and results.

For instance, imagine a friend who is the CEO of a small company comes to you and asks for help deciding between two potential candidates for an open position on her growing sales team. The right person will be highly resourceful, have strong problem-solving abilities, and be able to navigate difficult selling situations. She wants you to interview each candidate for these skills and recommend which one to hire.

During your interview with the first candidate, you ask some prepared questions and then present him with the following dilemma to test his adaptability and capacity to think on his feet: Next door, there is a church with a steeple, which he can clearly see through the office window, and you’d like him to determine the approximate height of the steeple. Without a word, he stands up, walks over to the window, and looks out at the church. After a moment he states, “It’s around forty feet.” You respond, “That’s very close. It’s forty-two feet. I’m curious—how did you figure that out?” He smiles and says, “I just looked at the steeple and thought it looks about forty feet tall.”

The interview with the second candidate begins much like the first. You pose your questions and then ask her to figure out how tall the steeple is. However, unlike the first candidate, she asks to go outside. As she walks out the front door, she notices that the sun is casting a shadow on both her and the steeple. She crudely measures her shadow, compares it with her height, and develops a simple ratio. After measuring the shadow of the steeple, she uses the same ratio to identify its height. She walks back into the office and states, “The steeple is around forty feet tall,” and explains her process.

Assuming everything else is equal between the two candidates, which would you recommend for the open sales position? If you are like most people, you know the second candidate is the better choice. Why?

The answer, of course, is because of her approach.

Even though both arrived at the same answer, the second candidate’s science-backed perspective gives her a considerable advantage in the long term. By taking a thoughtful, systematic approach to problem solving, versus going on a hunch, she’s more likely to consistently reach accurate conclusions. The way she responded to the steeple challenge also gives you insight into how she’ll handle complex and challenging sales situations, leaving you with the confidence that her mindset will empower her to adapt effectively, which, in turn, will increase her probability of earning the sale. This is the opportunity we each have today. We can choose to embrace the science that discloses the specific things each of us can do to improve our sales results. In other words, we can set ourselves up for success by “measuring steeples,” while our competitors try to guess their way to more sales.

What You’ll Learn in This Book

In The Science of Selling, I describe how buying decisions occur and the factors that influence them. Specifically, I delve into how buyers think and react during the sales process. This book is different. Now my focus is on you, the seller. The formula I’ll reveal will give you everything you need to virtually guarantee you increase your sales. In addition, this book contains exercises designed to help you apply what you learn and begin using it immediately to improve performance. I’ll also share with you the scientific studies I used to create these proven strategies, so that, if you choose, you can dive deeper into the research itself.

As I mentioned earlier, science has proved that success in selling is created by embracing certain mindsets, traits, and behaviors. These components are what make someone effective at selling. And if even one of these elements is missing or weak, then the likelihood of achieving lasting success is reduced as well. A simple way to demonstrate this is through the sales-achievement equation:

SA = f (M, T, B)

This equation states that sales achievement (SA) is a function (f) of the right mindsets (M), traits (T), and behaviors (B). This straightforward calculation is the key to improving your sales and life. Follow it and you will become more effective. What are the specific mindsets, traits, and behaviors that will empower you to grow your sales? That’s what you’ll learn throughout this book.

I’ve divided this book into three parts. In part 1, I’ll show you what you can do to set yourself up for success. Then in part 2, you’ll learn the specific behaviors and strategies that will give you a major advantage over your competition and drastically improve your sales. In part 3, I’ll reveal the critical areas that determine whether you will experience lasting, meaningful success that will positively influence those you interact with.

What you’ll discover throughout this book may transform more than just your sales. Over the years, I’ve witnessed how those who’ve learned these science-backed insights naturally apply them to other parts of their lives and experience greater enjoyment, effectiveness, and fulfillment as a result.

Below is a quick summary of what we’ll cover in each chapter. I recommend reading them in order, as their concepts and strategies build on one another. Then you can always go back to review them if you need a refresher on a specific concept or want to practice certain exercises again.

Part 1: Preparing for Sales Success

Chapter 1, “How You Think Determines the Results You Produce,” shows you the two mindsets that have been scientifically proven to make a profound difference in the sales outcomes you generate. You’ll also find specific things you can do to adopt and strengthen these mindsets so that you experience even more success.

Chapter 2, “The #1 Trait You Need to Succeed,” reveals the trait that predicts how long you’ll remain in the profession of sales and how skilled you’ll become at selling. I’ll help you evaluate how much of this trait you currently have and show you what you can do to bolster it.

In Chapter 3, “The Science of Attaining Your Sales Goals,” you’ll discover seven scientifically validated strategies to boost your chances of reaching a goal. Using just one of these will make a noticeable difference. However, utilizing all seven will have a compounding effect that significantly improves your ability to reach any sales goal.

Part 2: Creating Sales Success

Chapter 4, “Help Potential Clients Form Buying Decisions,” explains how you can truly serve your potential clients by aligning how you sell with how their brains create buying decisions. You’ll see two powerful science-backed selling principles that will enhance your ability to guide buyers through the purchasing process and compellingly present high levels of value to them.

In Chapter 5, “How to Reframe Any Sales Situation,” you’ll learn the real science of reframing and discover a revolutionary five-part reframing process that will enable you to help buyers see things in a new, more beneficial way.

Chapter 6, “Supercharge Your Sales Process with Science,” gives you a blueprint for increasing the effectiveness of your overall sales process. You’ll learn about some groundbreaking science that you can leverage to instantly elevate your sales approach and help you to win more clients.

Chapter 7, “Three Outside-the-Box Strategies That Grow Sales,” explores how you can improve your performance and results by utilizing some unusual yet remarkable science to give yourself an advantage over competitors and earn more sales.

Part 3: Achieving Lasting Sales Success

Chapter 8, “Sell with Integrity,” provides fresh, scientific insights regarding the important topic of what it means to sell with integrity and the huge benefits of doing so. You’ll learn to identify the difference between manipulation and influence, recognize when salespeople are most likely to engage in manipulative behaviors, and find out what each of us can do to protect ourselves, our clients, and others from unethical selling practices.

Chapter 9, “Take Your Sales Career to the Next Level,” is a chapter you’ll refer to again and again. In it, I’ll demystify the process of improving your sales career by disclosing a powerful formula to create positive change and experience a whole new level of success. If you’re ready to take a giant leap forward in your career, this chapter is for you.

Today, in sales and business, you need every advantage you can get. The current marketplace is so hypercompetitive that if you aren’t actively working to improve and move forward, you will fall behind. You no longer have the luxury of coasting. So whether you are brand-new to the profession of sales or have a wealth of experience, the science-backed strategies shared in this book will provide you with an unprecedented opportunity to stay ahead of your competition and succeed. That’s what science offers—a superior, evidence-backed approach that will enhance your work and your career. Let’s begin our journey by looking at the two mindsets that determine how much sales you’ll produce.
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