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Jiminez has clearly learned how to cope with all that
rejection, and a powersports salesperson can learn three points from him:

1. It's a numbers game. If you accept going in that it will take multiple “asks™ to hear a yes, it makes the
rejection less personal and simply part of what's required to get a yves. Jimingz said, “You can't get
disappointed when one person says no, because the next person may be the one who says yes.”

2. Stay upbeat and friendly. It shouldn’t be the rest of the world's problem if you are personally having a
bad day. Your prospects don't need to suffer too. Switch gears when you get to work. As Jiminez points
out, upheat and friendly is part of the job.

3. Don't pre-judge. Ask everyone for the sale. “The person who seems sure to say no will often surprise
yvou and turn out to be the one who will say yes,” Jiminez said. The only way to find out is to ask.

Pass these fips along to your sales team to put rejection into the proper context, and when you are next in the
Ontario airport flying on Southwest, stop by and say hello to Jose Jiminez.
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