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Wanna be a thought leader? Go on and sell yourself

Some may think that to be a thought
leader you must be famous, hold an ad-
vanced degree or have won multiple
awards in a specific area. Well, these
things certainly don’t hurt. However, the
truth is, anyone is capable of being a
thought leader. Owning the title of
“thought leader” means that you are
knowledgeable and passionate about an
idea, product or service and that you can
articulate that expertise to others. If you
are a sales professional with experience
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and an expertise selling a specific prod-
uct or service you can be a thought
leader. If you are a “go-to” person in your

space you are a thought leader. Are you
the person people call when they have
questions about your area of expertise?

A salesperson is able to speak about a
product or service. A highly successful
sales professional not only knows the ins
and outs of the particular product or ser-
vice, he or she adds value to the sales
process, the client and the field.

For example, if you are selling knowl-
edge management systems to catalyze
education, you need to familiarize your-
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self with the current thinking of the ex-
perts, the state of the technology, and
keep current on industry and product
trends. You must be able to express an
informed opinion beyond the clicks, bits
and bytes of the actual product. If you
cannot hold your own with other experts
then you are not a thought leader and
run the risk of being “just the salesper-
son” in the client’s eyes.

Being a thought leader increases your
value to the client. You get the appoint-
ments and the client’s time more readily.
Professionals who distinguish them-
selves as being thought leaders are
more likely to close the deal and that
means money in the bank. Thought
leadership equals differentiation.

Thought leaders add something of
value to every conversation. They earn
the respect of others. Thought leaders
share information, generate ideas and
provide clarity on various topics. Sales
professionals as thought leaders? Yes.
Can anyone be a thought leader? Of
course! We all have to sell ourselves and
our ideas ... every day.

How do you become a thought leader?

Becoming a thought leader is not diffi-
cult. In fact, it is easy. If you like to learn,
it can also be fun! Make it your business
to educate yourself about your space.
Read and engage in conversations with
other thought leaders, attend industry
meetings, and network! Learn every-
thing that you can.

When I sold online education, I made
it my business to study the theories of
adult learning and to talk to everyone in
the field. My clients respected the fact
that I took the time to learn about the
product, the needs of my target audi-
ence and the happenings in the industry.
Clients trusted me and valued my ideas
and opinions. This translated into sales
calls that were fun and productive, more
effective inter-company networking,
stronger relationships and bigger deals.

Scour the information that is available
on your topic. Absorb as much good in-
formation as possible. This empowers
you to educate your clients and pros-
pects. Becoming a thought leader also
means being able to know what informa-
tion and data makes sense and can add
value to your sales campaign — and
which does not. There is so much being
offered in so many venues about every-
thing we have to learn to grab the great
stuff. Also, your clients are being edu-
cated as well, so be clear about what you
know and what you don’t!

Being a thought leader shows you
care about what you do and about your
clients’ business and their passions! Ele-
vate your sales calls to discussions on
concepts, developments in the market,
and industry news. Take a dive in the
cerebral pool with your clients. You will
earn more respect and become a more
effective consultative sales professional.

So, go climb the knowledge mountain
and claim your thought leader status.

TODD COHEN is the principal of Sales Leader LLC, a speak-
ing and consulting firm focused on growing sales through
sales culture. Visit www.ToddCohen.com for more informa-
tion.



