Chapter 10
Learning Never Stops
By Marc Silver
Why Growth Is Part of the Job
Sales isn’t something you figure out once and then coast on. It doesn’t work that way.
Every market changes. Every customer brings something new to the table. If you’re not adjusting, you’re falling behind, whether you realize it or not.
I’ve been selling in one form or another since I was a kid. Snacks to classmates. Vacuums. Clothes. Real estate. Sound systems. By the time I was in my early twenties, people were already calling me a natural.
What they didn’t see was how much I still had to learn.
It wasn’t until I got into the A/V world and started receiving formal training that I really understood what professionalism in sales meant. Since then, I’ve been through more product trainings and sales programs than I can count. And decades later, I’m still learning. Still paying attention. Still asking questions.
Not because I have to, but because that’s how you stay relevant.

Paying Attention to the Right Numbers
If you don’t look at your own performance honestly, you’re guessing. And guessing is not a strategy.
You don’t need a dashboard full of charts. You need a few clear indicators that tell you how you’re really doing.
How often do your proposals turn into decisions?
Are you following up consistently, or only when things feel urgent?
What do customers say about working with you after the sale?
How active are you week to week, not in theory, but in practice?
Whether you track this in a CRM, a spreadsheet, or a notebook doesn’t matter. What matters is that you look at it regularly and tell yourself the truth.
Patterns show up quickly when you do. Missed follow-ups. Slow turnaround. Strong referral activity. These signals tell you where to focus next.
Reviewing your own numbers once a quarter is usually enough to spot what’s changing and what needs attention.

Using Feedback Without Taking It Personally
Even experienced salespeople have blind spots. I certainly do.
That’s where feedback comes in, if you’re willing to use it properly.
You don’t need formal evaluations. You need one or two people you trust who will be honest with you. Someone who can listen to a call, watch a demo, or debrief a tough meeting and tell you what they saw.
Keep it simple. One thing you did well. One thing you could adjust next time.
Feedback works best when it’s specific and grounded in what actually happened, not how it felt. What was said. How it landed. What the outcome was.
The trick is not taking it personally. Feedback isn’t a verdict. It’s information. And information, used correctly, saves time.
Sometimes the fastest way to improve is to let someone else see what you can’t.

Learning What Actually Helps
There’s no shortage of sales content out there. Most of it isn’t worth your time.
The goal isn’t to chase trends or stack certificates. It’s to learn what helps you perform better right now.
Short, focused learning beats long, generic training every time. A quick refresher on handling objections, proposal writing, or system walkthroughs can have more impact than a full-day seminar.
Vendor training matters too, not for the badge, but for the confidence it gives you when you’re in front of a client and questions start flying.
I’ve seen salespeople break through plateaus simply by tightening one weak area. Better proposals. Clearer explanations. More structured follow-up.
Learning works best when it’s applied immediately.

Noticing Progress and Raising the Bar
Improvement isn’t just about numbers. It’s about judgment.
You notice it when a tough conversation goes more smoothly than it used to. When you handle an objection calmly instead of defensively. When you catch yourself listening instead of interrupting.
Those moments matter.
Call them out. Share them with your team. Learn from them.
In good organizations, learning is part of the culture, not an event. People trade ideas. They talk about what worked and what didn’t. They help each other sharpen their thinking.
Some of the biggest improvements I’ve seen came from casual conversations, not formal training. One insight shared at the right moment can change how someone sells for years.

Bringing It All Together
Sales rewards people who stay curious.
Tracking your performance keeps you honest. Feedback keeps you sharp. Learning keeps you relevant. Reflection keeps you improving.
None of this requires talent. It requires attention.

Final Thought
Your edge in sales doesn’t come from knowing the slickest lines or memorizing every feature.
It comes from being the person who keeps getting better.
Ask questions. Take notes. Pay attention to what worked and what didn’t. Adjust without ego.
The moment you stop learning, the job moves on without you.
Stay sharp. Stay humble. Keep going.

