
Breaking into the tech sales industry can seem daunting without prior sales experience or a related 
degree. However, with the booming growth of the tech industry, there are numerous opportunities for 

individuals like yourself from all backgrounds to enter the field. Whether you have a passion for 
technology or a strong desire to succeed in sales, a career in tech sales could be the perfect fit for 

you. In this field, you'll have the opportunity to work with cutting-edge technology, build relationships 
with highly recognized clients, and positively impact the industry as a whole. This checklist will give 

you everything you need to discover how you can launch your career in tech sales, even without prior 
experience or a related degree. The beauty of this checklist is you can go as fast or as slow as you 
like. Some of these prompts will take some time, while others you can do fairly quickly. The whole 
goal is to keep you focused and on track through the entire process. I look forward to hearing from 

you regarding your successful transition into your new career. Cheers!

No Degree or Prior Sales Experience Needed

Breaking Into Tech
Sales
An 8-Week Checklist To Landing Your Dream
Career in Tech Sales In Under 60 days



The software industry is constantly growing, and as a result, there is a high demand for sales 
professionals who can sell software products and services to potential clients. As companies continue 
to digitize and automate their operations, there is a growing need for software solutions that can help 
businesses streamline their processes and improve efficiency. This has created a significant 
opportunity for people looking to break into software and tech sales like yourself.

Overall, the biggest opportunity for people like your looking to break into software sales is the 
potential for career growth, remote work, and high earning potential with most people starting their 
career making $70K base salary a year with commission growth into the 6 figure mark.  With the right 
skills, experience, and motivation, you can build a successful career in software sales and make a 
meaningful impact in your life and the community around you.

Now, Breaking into software sales can be challenging, especially for people without sales experience 
or a college degree. Some of the biggest challenges that people face when trying to break into 
software sales include:

When push comes to shove breaking into software sales can be challenging, but it is certainly 
possible with the right approach. 

Working for prominent companies like IBM, SAP, LinkedIn, ORACLE, and Shopify is achievable, yet 
no one ever thinks they could achieve it and that's the first fallacy. These companies hire people 
without sales experience all the time because they know that they are not getting sales experience in 
school and if you did have sales experience in the past like retail or server they know it's not relevant. 

They already know that they are going to invest time and money into you to sell their product. I’ve 
seen kids straight out of college 22 years old land careers in tech sales making $75K to $120K their 
first year! SO breaking into tech and software sales with no experience and degree is not an 
uncommon or unachievable goal. And what's even better is that the growth opportunities are freaking 
crazy. Once you land a job in Tech sales you can literally take your skills anywhere, and when you 
think of some of the biggest names in pop culture today like Mark Cuban billionaire from shark tank,, 
Elon Musk CEO of Tesla, Mark Benioff CEO of SalesForce, Jeff Wiener former CEO of Linked all 
started their careers in tech sales. If you know how to sell you can do much more than make a lot of 
money, you can start businesses that change lives. 

Lack of Industry Knowledge1. 
No “Formal” sales experience in tech2. 
Limited professional network3. 
Limited access to training4. 
Difficulty standing out from the competition5. 



My mentor once said… if you think you can… you're right… if you think you can't, you're right. Getting 
started in tech sales starts with the belief that it's possible, it's going to be this belief that will carry you 
through the countless interviews and potential rejections along the way.

Now that I have thoroughly filled you in that it's possible to break into sales. Let's talk about how you 
can start your career in Tech sales in under 60 days.

Daily check List

Week 1: Research the tech sales industry and familiarize yourself with common terminology.

Week 2: Optimize your Resume and LinkedIn

Set 3 goals for the day (beside this checklist here)
Read 20 min
Journal 20 min
Do one thing that challenges you mentally or physically
Connect with 3 people

Read articles and news stories related to the industry to gain a broader understanding of 
current trends and challenges.
Start reading: The Challenger Sale: How to take control of the customer conversation 
Attend at least one industry event and/or conference to network with professionals and gain 
insights into the industry.
Download and study the "Significant Edge: 18 Tech Terms Every New Seller Should Know"
Reach out to 2-3 recruiters in tech to learn more about the tech industry and SDR or BDR 
roles
Start looking into programs/ certifications that can get you trained in tech sales fundamentals

Check out Significant Edge Sales Academy 2 Day Workshops at 
www.thesignificantedge.com/techsales

Visit www.RepVue.com to learn more about different companies currently hiring, how much 
sales reps are making, and what the sales culture is like at those companies

Leverage resume optimization tools like Jobvite and use the information to find keywords 
hiring managers are looking for in your resume. 
Resume- No Sales Experience

Create a Skills Summary
Reduce your Resume to two pages
Identify transferable skills learned in your past work experience or school experience. 
Highly sought skills include

 Strong communication skills (written + verbal)
Ability to build relationships with clients
Good listening skills
Empathy and ability to understand customer needs
Technical knowledge of the product or service being sold
Strong analytical skills
Ability to work in a team
Positive attitude and resilience
Adaptability and flexibility

https://www.thesignificantedge.com/18-techterms
http://www.thesignificantedge.com/techsales
http://www.repvue.com/


Week 3: Start Building your Confidence

Coachability
Grit

Only add the MOST relevant jobs
Include numbers and statistics don't hire managers don't care about what you did they 
care about what you were able to achieve

Resume- No Degree
Create a Skills Summary
Reduce your Resume to two pages
Identify transferable skills learned in your past work experience. Highly sought skills 
include

 Strong communication skills (written + verbal)
Ability to build relationships with clients
Good listening skills
Empathy and ability to understand customer needs
Technical knowledge of the product or service being sold
Strong analytical skills
Ability to work in a team
Positive attitude and resilience
Adaptability and flexibility
Coachability
Grit

Only add the MOST relevant jobs
Include numbers and statistics don't hiring managers don't care about what you did 
they care about what you were able to achieve

LinkedIn
Get your follower count to 500+

Connect with your Ex-coworkers
Connect with people from your school
Connect with people in your current network

Optimize your headline and summary with relevant keywords and achievements.
Use a professional profile photo and background image.
Customize your LinkedIn URL to you Full Name to make it easy to share.
Highlight your work experience and accomplishments in a concise and clear way by 
mimicking your resume leveraging statistics and key words
Get recommendations and endorsements from colleagues and supervisors.
Join relevant groups and participate in discussions.

Sales Best Practice
Inside Sales Experts
Sales Development Best Practices
Succeeding in Sales: LinkedIn Learning Group
Thursday Night Sales

Update and complete your "About Me" section" 45% of LinkedIn users actually complete 
this section. You can just copy and paste your Resume summary here
Keep your profile up-to-date and active to stay top of mind for recruiters and hiring 
managers.

Create your success book



Week 4: Get the Job By Doing The Job

In a word document start listing out all of your accomplishments both personal and 
professional. 
Awards won
Promotions
Leadership Opportunities
Competitions won or placed
Times you never gave up
Time you pushed outside of your comfort zone
Other

Identify three core skills you believe every great sales professional should have
Skill 1

Find a time in your past when you embodied this skill
Create a STAR story

Situation: What was the situation you found yourself in
Task: What were you tasked with (align this task with your chosen skill)
Actions: What actions did you decide to take to achieve the task
Result: What were the results of your actions

Skill 2
Find a time in your past when you embodied this skill

Create a STAR story
Situation: What was the situation you found yourself in
Task: What were you tasked with (align this task with your chosen skill)
Actions: What actions did you decide to take to achieve the task
Result: What were the results of your actions

Skill 3
Find a time in your past when you embodied this skill

Create a STAR story
Situation: What was the situation you found yourself in
Task: What were you tasked with (align this task with your chosen skill)
Actions: What actions did you decide to take to achieve the task
Result: What were the results of your actions

Start practicing your personal pitch and Presentation skills
Your Pitch: Should be no longer than 30 seconds

Identify your unique skills and experience (above)
Who are you?
What you do?
How others would describe you?
What you can offers to Sales Hiring managers or the company?
Tailor your pitch specifically towards hiring managers for an SDR or BDR role within 
the tech industry 

Identify 10 Companies you would like to work for by leveraging the following
Google "Top 10 Companies in (Your Area)"
Cross-check companies with www.RepVue.com
Cross-check company values with your personal value



Week 5: Ask For the Referral (90% of all new hires are referred in by someone working at the 
company)

Week 6: Prepare for the interview

Look to see if they are currently hiring for BDR/ADR/SDR/LDR roles
For Start-Ups ONLY

Check Crunchbase for high funding valuations
Greater than 150 employee
Research the Founders and Leadership team
Does the company solve a real need?

Within each of your 10 companies
Find 5-6 sales leaders on LinkedIn
Find 2-3 recruiters on LinkedIn
Start interacting with these people
Send them a connection request
add a message to the request

"Hi (their first name), was interested in applying for the (BDR/SDR/LDR) role at 
(company name), but wanted to learn more about the sales team and culture. I wanted 
to reach out because you are a leader within the organization and feel like you would 
be the perfect person to learn from. Would love to hop on a 15 min call to learn more 
about the work you do. What days next week work best for you?

Follow Up Message (if they don't respond in 5 days)
Hi (First Name), I really look forward to connecting. Wanted to confirm if you were still 
open to having that 15 min conversation? What day works best for you. Look forward 
to hearing back from you soon! 

Comment and like the post of these key contacts
Track all of your interactions in an excel sheet

X-axis (across the top)
Name
Company Name
LinkedIn URL
Sent intro messages (Y/N)
Sent follow-up message 5 days later (Y/N)
Did they Respond (Y/N)
Confirmed Meeting Date
Notes

From the contacts that you made online start asking for referrals either within the company or 
maybe into another company

Referral Within the company 
"Hey (First Name), I just applied to the SDR/BDR role at (company name). I would love 
any help or thoughts from your on who I can connect with?

Referral to another company
Hey (First Name), I just applied to the SDR/DBR role at (company name). I saw you 
were connected to (the recruiter) I was wondering if there was any way you could 
broker an introduction?

Read: SPIN Selling



Week 7:Continue to prospect

As you start to work through your list of leaders and connections without any luck landing your first 
interview, start to expand your reach to Independent contributor level people like other SDR/BDR in 
the company or Account Executives.

If you are rejected from the interview process make sure you are keeping a healthy pipeline of 
opportunities at the ready. As one door closes you should have 2 more in the works. This is sales you 
will be told "No" many times, keeping a healthy pipeline will help you stay mentally stable and 
focused. 

Week 8

Congratulations on completing the Significant Edge Sales Academy 8 week program! It's no small 
feat to commit to a program and see it through to the end. You have demonstrated discipline, 
perseverance and hard work, and this achievement is a testament to your dedication and 
commitment.

Completing the program shows that you have gained new knowledge, skills and experience that will 
be valuable to you both personally and professionally. You have challenged yourself to learn and 
grow, and this accomplishment will serve as a foundation for future success. Well done and 
congratulations again on this impressive achievement!

Download the Significant Edge Sales Academy Pre-Interview Checklist
Download the Significant Edge Sales Academy Top 20 SDR Interview Questions and the 
Answers They Want
Develop your 30-60-90 day plan if offered a job as an SDR/BRD
Set up a 30 min Interview prep coaching call with Ashton

In the description
What is the name of the company
The role you are applying for
Biggest concern/ objection you think you may receive from hiring manager

Enjoy your new role in Tech sales
Send us a message about the pricess and how we can better help you on your new journey in 
Tech Sales at SignificantEdgeSales@gmail.com

https://www.thesignificantedge.com/pre-interview-checklist
https://www.thesignificantedge.com/sdr-common-interview-questions

