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10 Rainmaker Principles to Live By 

 

1. Play to win-win. Rainmakers respect, and always try to satisfy, the best interests of prospects 

and customers (the win-win part), as well as their own. They are extremely dedicated to 

becoming top performers (the play-to-win part), exhibiting the hustle, passion and intensity it 

takes to achieve what only the elite achieve. 

 

2. Live by goals. Rainmakers are goal-setting and goal-following fanatics. Goals are part of their 

daily rituals.  

 

3. Take action. Rainmakers realize that goals without action don’t get you very far. While other 

people intend to take action and do more, rainmakers do it. 

  

4. Think buying first, selling second. Rainmakers map their selling processes to the processes and 

psychology of buying.  

 

5. Be a fluent expert. Rainmakers are masters of market knowledge, client needs, their products 

and services, their value, their competition, and everything else they need to know to succeed 

at selling. Rainmakers might not be technical experts in every area, but they know what they 

need to know to sell. 

 

6. Create new conversations every day. Rainmakers always feed the front of their pipelines and 

improve their pipeline quality. They never coast, and rarely a day goes by when they don’t speak 

to customers, prospects, and referral sources with the intent to source new business. 

 

7. Lead masterful rainmaking conversations. Rainmakers lead masterful sales conversations, from 

prospecting to needs discovery to closing to account management.  

 

8. Set the agenda; be a change agent. Rainmakers recommend, advise, and assist. They are 

change agents who are not afraid to push when it’s in the best interest of the customer.  

 

9. Be brave. It takes courage to rise to the occasion when selling. Rainmakers not only conquer 

their fears, they seek actively to win the most fruitful sales opportunities no matter how difficult 

the challenges may be. 

 

10. Assess yourself, get feedback and improve continuously. Rainmakers are never afraid to learn 

the cold, hard truth about themselves. They take what they discover—the good and the bad— 

to learn, grow, and change for the better. They never stop this cycle.  


