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Retail Selling for Introverts-101 

Every day we are selling something. 

Perhaps it’s selling your friends on that trip to Miami or L.A. Maybe it’s selling your husband or 

wife on attending the birthday party of your best friend that they can’t stand. Or your teenager on 

the merits of staying in school vs. becoming a rapper. We’re always selling. 

As introverts, these examples may not be too hard for us because we know these people. We have 

no problem broaching the subject and on those occasions when it’s needed we might even get 

loud. (Well, loud for us) 

But what happens when we have to sell something for a living? When we get a job and selling 

products happens to be a side-component of the position? If we’d wanted to work in sales we 

would have applied for the position of sales associate, right? 

But what if you’re an entrepreneur, massage therapist, chiropractor or hair stylist? Selling may not 

be your primary function. But it’s a critical component to complete your service. It can make the 

difference between having return customers and a thriving business or being a one hit wonder. It 

can also make a huge difference between having a paycheck that’s just ok or one that you  

actually look forward to. 

Studies have shown that if you sell your customer two products there’s a 60% chance that 

they will return. Sell one product and there’s a 40% probability. I don’t know about you, but I 

like those odds. 

So how do you make this happen? After all, no one ever showed you how to sell. As an introvert 

people didn’t even envision you selling; heck, you probably didn’t envision it for yourself. 

But I Envisioned It For You! 

That’s why I wrote this book. To start you on the road to success. 

So let’s begin. 
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Set Your Baseline 

Step 1 

You’ll need a camera recorder. Your mobile device is fine as long as playback is clear. Find a place 

where no one can hear you or no one is paying attention. This is important because I want you to 

feel extremely comfortable with what you’re about to do. 

Now think of your absolute favorite place, person, book, movie, food or experience. Turn on your 

recorder and talk about it as though you are telling your best friend. Let the emotion come to you 

freely. No one is listening so allow yourself to be free. Get outside of your own head. (Note: If 

you’re not feeling any emotion then you’ve chosen the wrong topic.) 

Ok now play it back. What do you see and hear? 

1. Excitement

2. Animation

3. Speaking clearly

4. Looking directly into the camera

5. Joy

6. Happiness

7. Love

8. Wistfulness

9. Passion

If you’re not seeing one or some of the above, try again or select another topic. 

If you like what you see but think that you can do better, try again. 

Step 2 

Now, I want you to rank yourself on the intensity and quality of your talk on a scale from 4-10. 

Why are we starting at four? Because the fact that you are reading this E-book, shows that you 

want to get better. Yeaaaa! You’re already at mid-level. 

So where do you think you ranked? (See my response in the text box on page 3) 

The purpose of this exercise is to set your baseline for future product presentations. 

Being fully aware of how you feel, look and sound when you like something will help to make  

selling easier. The key is to generate a similar (or higher) level of excitement that you just displayed 

on camera. Does that make sense? Ok, at this point how are you feeling? Nervous, excited,  

positive anticipation? Good. Let’s continue. 
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Know Your Introvert Strengths 

Step 1 

Before we proceed it’s important for you to understand all of the wonderful selling skills that you 

naturally bring to the table as an introvert. 

Take a look at this list of attributes and see which ones you connect with yourself. And don’t 

second guess; if you have even an inkling or a smidgen of an attribute put a big checkmark next to 

it. 

1. Introverts are good listeners.

2. Introverts are flexible

3. Introverts are creative thinkers

4. Introverts have strong analytical skills

5. Introverts are in touch with their feelings

6. Introverts are very focused

7. Introverts are self-sufficient

8. Introverts are super focused

9. Introverts are very observant

10. Introverts work well with others

11. Introverts are good at one on one relationships

12. Introverts are trustworthy people

13. Introverts are committed to their goals

Step 2 

Make two or three copies of the check marked list. Place them in areas that you will see every day. 

I always use the back of my bathroom door, and above my desk. It’s very important that you see it 

and read it every day. These are positive affirmations that will become part of your subconscious 

thoughts. You will begin to act on them without thinking. The first step to selling products is for  

you to really believe that you can. 

Every single one of these attributes can assist you in becoming a great sales person. And look at 

how many you already possess! 

If you ranked yourself at nine or ten, give yourself a pat on the back. Most introverts 

will rank themselves at 6 or 7 because they’re still comparing themselves against 

other's opinions of how they should behave. 
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Know Your Products 

You didn’t think that you’d escape this part did you? There is simply no substitute for product 

knowledge. Now, don’t get it twisted; simply knowing the product will not help you to engage with 

that customer. One reason that so many companies are losing money today is they provide their 

staff with great product training but no customer engagement training. 

You’ll need both to be a great sales person. And at some point a customer is going to ask questions 

about the product so you simply must be informed and well versed. This is non-negotiable. You 

must be knowledgeable to be credible. 

So your next task is to select a product to sell. Choose one that you love which also has a good 

price point. If you earn sales commissions this will provide incentive to sell more. Your new found 

skills should be financially beneficial, and clearly apparent to you and your company. 

Entrepreneurs, I want you to take a step back and really zero in on the key features of your 

product or service. I know that everything about it is wonderful, but try to narrow them down to 

just three. 

Gather all the collateral material needed to become an expert on that product. You should have 

the following facts: 

1. Primary function of product

2. Target customer

3. Features and benefits.

Notice that I didn’t mention price. That’s because I don’t want you to allow price point to deter 

you from selling the product if you love it. 

So create a 2-3 minute speech around your personal use, features and benefits, what is does 

for you and how much you like it. 

Step 2 

Now deliver your speech to your camera recorder. When you hit play back are you displaying the 

same level of commitment as in your first presentation? Are those same behaviors- excitement, 

speaking clearly, animation, making eye contact, joy, happiness, love, wistfulness, passion- still 

evident? 

If so, that’s phenomenal! If not, try again. Great selling doesn’t happen overnight. Keep practicing 

until you get it right. It may take a couple of days or so. That’s normal. 

Your next step involves talking to your customer. 
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Engagement 

Making a connection is the first step of your customer selling process. The next piece is identifying 

what will benefit your customer best. Remember this: people buy benefits not features. Here are 

a few examples: 

Features Benefits 

Alpha Hydroxy Smooth even-toned skin 

Heated car seats Warm toasty body when its cold outside 

Ergonomic computer keyboard Ability to type for longer hours in comfort 

In the last chapter, you practiced building expertise talking about your own experience with 

the product. But benefits and customization are what customers buy. This is where as an 

introvert, you will excel at selling. 

Because you’re a good listener, you will be able to discern what they really need. What you must 

do is lead them into a conversation where they share their requirements and desires with you. 

But how do you do that? Ok take a deep breath: 

You’ll need to ask questions. Yep. 

I know that might not feel comfortable for you because most introverts are mortified by the mere 

thought of invading someone’s privacy. I’m the same way. But I do it. And guess what? Customers 

like it. You’re paying them attention. 

Begin by asking permission. It will make you and your customer feel better. 

“Would you mind if I ask you a few questions?” 

“Tell me something about what made you come in today.” 

“Tell me about what you need or are looking to improve.“ 

“What do you envision?” 

“Have you tried this product/service before? Was it what you wanted?” 

“What did you think about it? Were you happy with the results?” 

“How do you see this helping?” 

“What do you like?” 

“Do you prefer minimalism or multi- step products?” 

This process won’t feel natural to you at first. But no worries, it gets easier. Your natural reticence 

for asking questions won’t allow you to go too far. You’ll still ask enough to have a revealing 
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conversation. This will allow you to determine which products have the benefits which will suit 

your customer best. 

 It’s Not Personal 

Closing 

When I first began selling, I felt a bit awkward closing the sale. I was unsure as to whether the 

customer wanted the product. Sometime they don’t give a confirmation and you are kind of left 

hanging. 

Here are a few phrases that work well: 

 “I’ll put this out front with some samples that you can also try.”

 “I’ll wrap this up for you.”

 “You’ll love this product, let me know how it works for you, OK?”

And remember, unless they say no, always assume the sale. With introverts, the doubt is often in 

our own minds. 

Objections 

Most customer objections are around price and brand loyalty. (This is why it was necessary for you 

to become a product expert). 

If you have delivered a service first, i.e. for a facial, simply point out the results of the product. 

Explain the difference in price through the quality of ingredients and usage. Rule of thumb is that 

quality requires smaller amounts hence an actual cost saving. 

Entrepreneurs, you must be able to justify the price of your service or product by the results that 

will be achieved through its usage. Research industry stats or results with similar products to 

compare against. Get empirical evidence for your product if it’s new to market. 

In any case, don’t be nervous or scared. Objections mean that the product is under consideration. 

If you have built a relationship with your customer, the sale is probably forthcoming. 

If it doesn’t happen, don’t take it personally. Learn from the experience, and keep it moving. 

Tomorrow is another day. 
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If you enjoyed this e-book and want more information about how to 

train introverts or increasing revenues through retail training for your 

team or organization, contact Linda@Moontideconsulting.com 
 
 

Linda Harding-Bond is the President of Moontide Consulting™ 

& creator of Increasing Your Retail Selling, An Online Training Class for  

Spa Managers. 

Check out my website at http://moontideconsulting.com/ 

Have questions? Schedule a call with me on Clarity.fm 

Watch me every Friday at 7:30pm from Bangkok on Global Spa Blab 

Read my articles on Huffington Post 

and LinkedIn Pulse 

https://th.linkedin.com/in/lindahardingbond
mailto:Linda@Moontideconsulting.com
http://moontideconsulting.com/retail-selling-course/
http://moontideconsulting.com/retail-selling-course/
http://moontideconsulting.com/retail-selling-course/
http://moontideconsulting.com/
https://clarity.fm/linda-harding-bond
https://blab.im/lindaskindiva
http://www.huffingtonpost.com/linda-hardingbond/



