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	6. This book is  dedicated to my friends, colleagues, students, and
practitioners of the great art of selling, to those men and women
who “bravely go where no one has gone before” to make the sales
upon which our companies and nations depend. You are the true
heroes and heroines of our competitive enterprise system.
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	8. INTRODUCTION
The imagination is  literally the workshop wherein are
fashioned all plans created by man.
—NAPOLEON HILL
The purpose of this book is to give you a series of ideas, strategies, and
techniques that you can use immediately to make more sales, faster and more
easily than ever before. In the pages ahead, you will learn to get more out of
yourself, and out of your selling career, than you may have ever thought
possible. You will learn how to double, triple, even quadruple your sales and
your income within a few months, or as little as a few weeks.
This book is the written version of my internationally successful The
Psychology of Selling audio sales program. Since this program was originally
produced, it has been translated into sixteen languages and is used in twenty-four
countries. It is the best-selling professional sales training program in history.
Become a Millionaire!
According to follow-up research on graduates of the audio program, more
salespeople have become millionaires by listening to and applying these ideas
than by any other sales training process ever developed. Using this material, I
have personally trained more than five hundred thousand salespeople worldwide,
from thousands of companies and from virtually every industry. It really works!
My Own Story
I did not graduate from high school. Instead, as a young man, I went off to see
the world. I worked at manual-labor-type jobs for a few years until I had enough
money to begin traveling. I worked my way, on a Norwegian freighter, across
 


	9. the North Atlantic,  and then traveled by bicycle, bus, truck, and train around
Europe, across Africa, and eventually to the Far East. I never missed a meal, but
I did postpone a lot of them indefinitely.
When I could no longer find a manual-labor job, in desperation, I got into
sales. It seems that most of the decisions we make in life are similar to backing
up in the night and hitting something, and then getting out to see what it was. In
this case, for me, it was a sales job.
It seems that most of the decisions we make in life are similar to backing up in the night and
hitting something, and then getting out to see what it was.
Basic Training
I was hired on straight commission and got the three-part sales training
program: “Here’s your cards; here’s your brochures; there’s the door!” Armed
with this “training,” I began my sales career cold-calling, knocking on office
doors during the day and knocking on residential doors in the evenings.
The person who hired me couldn’t sell. But he told me that sales is a
“numbers game.” He said that all I had to do was talk to enough people, and
eventually I would find someone who would buy. We call this the “mud against
the wall” method of selling. (If you throw enough mud against the wall,
somewhere, somehow, some of it will stick.) This wasn’t much, but it was all I
had.
Then someone told me that sales was really not a “numbers game.” Rather, it
was a “rejection game.” The more rejections you collect, the more sales you are
likely to get. Equipped with this advice, I ran from place to place so I could get
rejected more often. They said that I had the “gift of gab,” so I used it. When a
person seemed uninterested, I would speak louder and faster. But even though I
hurried from prospect to prospect, and spoke louder and faster to each person, I
was barely holding on by my fingernails.
The Turning Point
After six months of struggling, making just enough sales to pay for my single
room in a small guesthouse, I finally did something that changed my life: I went
 


	10. room in a  small guesthouse, I finally did something that changed my life: I went
to the most successful guy in our company and asked him what he was doing
differently from me.
I wasn’t afraid of hard work. I would get up at five or six in the morning,
prepare for the day, and be waiting in the parking lot at 7:00 AM when my first
prospects came to work. I worked all day long, going from office to office and
company to company. In the evenings, I would knock on residential doors until
nine or ten at night. If the light was on, I would make the call.
The top salesman in my office, who was only a couple of years older than me,
had a completely different approach. He would roll into the office about nine
o’clock. A few minutes later, a prospect would come in, and they’d sit and talk.
After a few minutes’ conversation, the prospect would take out his checkbook
and write a check for our product.
The salesman would then go out that morning and make another couple of
sales, and then have lunch with another prospect. In the afternoon he would
make another couple of sales and then perhaps have a drink or dinner with
another prospect. He was selling five and ten times as much as me, or anyone
else in our office, and he hardly seemed to be working at all.
Training Makes the Difference
It turned out that he had worked for a Fortune 500 company when he was
younger. That company had spent sixteen months training him intensively in the
process of professional selling. With those skills he could then go to work for
any company or industry and sell any product or service in virtually any market.
Because he knew how to sell, he could sell circles around people like me, even
though he was working half the time or less. This discovery changed my life.
When I asked him what he was doing differently, he said, “Well, show me
your sales presentation, and I’ll critique it for you.”
That was my first problem. I had no idea what a “sales presentation” looked
like. I had heard that there was such a thing, but I had never seen one myself.
I said, “You show me yours, and I’ll show you mine.”
He was patient and polite. He said, “OK, here is a basic sales presentation
from beginning to end.” He then walked me, step-by-step, through a sales
 


	11. from beginning to  end.” He then walked me, step-by-step, through a sales
presentation for our product.
Instead of using a “speech” or clever one-liners to get attention or to
overcome resistance, he asked a series of logical questions, from general to
specific, that were ideally suited to a genuine prospect. At the end of this series
of questions, it had become perfectly clear to the prospect that he could use and
benefit from our product. The final question was simply to close the sale.
Take Action Immediately
I wrote everything down. Fortified with this new approach to selling, I went
out and started calling on prospects once more. But this time, instead of talking,
I asked questions. Rather than trying to overwhelm the prospect with the features
and benefits of my product, I focused on learning about the prospect’s situation
and how I could best help him or her. With this new method, my sales went up.
Then I learned about books on selling. I had no idea that some of the best
salespeople in the world had written some of the best ideas on selling in books. I
began reading everything I could find on selling, spending the first two hours of
every day studying and taking notes.
Next I learned about audio learning. It changed my life. I began to listen, hour
after hour, to audio programs as I walked from office to office. I listened to them
in the morning; I listened to them in the evening. I rehearsed and practiced the
best sentences and phrases from the best salespeople until I could recite them in
my sleep. And my sales went up and up.
Then I discovered sales seminars. I thought I had died and gone to heaven. I
had no idea how much you could learn from a sales seminar. I began to take
every seminar and course I could find, even if I had to travel long distances,
which I did, and which I could eventually afford to do. And my sales continued
to increase.
Moving into Management
My sales were so high that my company made me a sales manager. They said,
“Whatever you’re smoking, find some people who want to get into sales and
share it with them.”
 


	12. share it with  them.”
I began to recruit salespeople off the street and through newspaper ads. I
showed them my methodology and process of selling. They walked out the door
and began making sales immediately. Today, many of them are millionaires and
multimillionaires.
Be the Best
The simple idea that changed my life was the discovery of the “Law of Cause
and Effect.” What this law says is that there is a cause for every effect, that
everything happens for a reason. Success is not an accident. Failure is not an
accident either. In fact, success is predictable. It leaves tracks.
Success is not an accident. Failure is not an accident either. In fact, success is predictable. It
leaves tracks.
Here is a great rule: “If you do what other successful people do, over and over
again, nothing in the world can stop you from eventually getting the same results
that they do. And if you don’t, nothing can help you.”
Remember that everyone in the top 10 percent in sales today started in the
bottom 10 percent. All who are now doing well were once doing poorly.
Everyone at the front of the line of life started at the back of the line. And in
every case, what these top people did was learn from the experts. They
discovered what other top people were doing to be successful, and they did the
same things themselves, again and again, until they got the same results. And so
can you.
Use What You Learn
Sometimes I ask my sales audiences, “What is the most popular piece of home
exercise equipment in America?” After a little hesitation, I tell them: it’s the
treadmill. Americans spend more than one billion dollars on treadmills every
single year.
Then I ask a second question: “If you buy a treadmill and take it home, what
will determine how much benefit you get from that treadmill?”
They answer, “The benefit you get will depend on how often you use it and
 


	13. They answer, “The  benefit you get will depend on how often you use it and
how long you use it each time.”
Here’s my point. There is no question about whether or not the treadmill will
give you the results you seek. That has already been established. Everyone
knows that if you use a treadmill regularly and for an extended period of time,
you will get definite health benefits.
The strategies and techniques you will learn in this book are very much like a
treadmill. There is no question about whether or not they work. They are used by
all the highest-paid salespeople in every industry worldwide. They are tested and
proven. The more you use these methods, the better you will get at them and the
better and faster results you will achieve. By practicing what you learn in the
pages ahead, you will move into the top 10 percent of sales professionals in your
field and become one of the highest-paid people in the world.
Is this a good goal for us to achieve together? If you feel it is, let’s get started.
Whatever the mind of man can conceive and believe, it can achieve.
—NAPOLEON HILL
 


	14. 1
THE INNER
GAME OF  SELLING
Visualize this thing that you want. See it, feel it, believe in it.
Make your mental blueprint, and begin to build.
—ROBERT COLLIER
Nothing happens until a sale takes place. Salespeople are some of the most
important people in our society. Without sales, our entire society would come to
a grinding halt.
The only real creators of wealth in our society are businesses. Businesses
produce all products and services. Businesses create all profits and wealth.
Businesses pay all salaries and benefits. The health of the business community in
any city, state, or nation is the key determinant of the quality of life and standard
of living of the people in that geographical area.
 


	15. You Are Important
Salespeople  are the most vital people in any business. Without sales, the biggest
and most sophisticated companies shut down. Sales are the spark plug in the
engine of free enterprise. There is a direct relationship between the success of
the sales community and the success of the entire country. The more vibrant the
level of sales, the more successful and profitable is that industry or area.
Salespeople pay for all the schools, hospitals, private and public charities,
libraries, parks, and all good things that are vital to our standard of living.
Salespeople—through their sales and the profits and taxes created by successful
companies—pay for government at all levels, for all welfare, unemployment
insurance, social security, Medicare, and other benefits. Salespeople are essential
to our way of life.
Salespeople Are the Movers and Shakers
President Calvin Coolidge once said, “The business of America is business.”
If you strip down the major newspapers, like the Wall Street Journal and
Investor’s Business Daily, and the major business magazines, such as Forbes,
Fortune, Business Week, Inc., Business 2.0, Wired, and Fast Company, almost
everything they write about has something to do with sales. All of our financial
markets, including the prices of stocks, bonds, and commodities, as well as
current interest rates, have to do with sales. As a professional salesperson, you
are a “mover and shaker” in our society. The only question is, how well do you
sell?
For many years, sales was considered to be a second-rate occupation. Many
people were embarrassed to tell others that they were in sales. There was a
general bias against salespeople. Recently, the president of a Fortune 500
company told a journalist, “Around here, we consider sales to be the sleazy side
of our business.”
 


	16. The Best Companies
This  attitude is changing quickly. Today, the very best companies have the
very best salespeople. The second-best companies have the second-best
salespeople. The third-best companies are on their way out of business. The most
successful organizations in the world are all superb selling organizations.
Hundreds of universities now offer courses in professional selling, a great
change from a few years ago. Many young people are coming out of college and
immediately seeking positions in sales with large companies. More CEOs of
Fortune 500 companies have come up through the ranks from sales than from
any other part of the company.
More CEOs of Fortune 500 companies have come up through the ranks from sales than
from any other part of the company.
The most powerful businesswoman in America today is Carly Fiorena, president
and CEO of Hewlett Packard. After obtaining a degree in medieval history from
Stanford, she went to work at AT&T in sales and worked her way up. Pat
Mulcahy, the president of Xerox, also worked her way up from sales. Many of
the top companies in the world are headed by former salespeople.
 


	17. High Income and  Job Security
You can be proud to be a sales professional. Your ability to sell can give you a
high income and lifelong job security. No matter how many changes take place
in the economy, there will always be a need for top salespeople. Regardless of
how many companies and industries become obsolete or just go out of business,
good salespeople will always be in high demand. By becoming excellent in
sales, you can accomplish any financial goal you set for yourself.
Seventy-four percent of self-made millionaires in America are entrepreneurs,
people who start and build their own businesses. They get an idea for a product
or service that no one else is offering, or which they feel they can offer better
than the competition, and they start their own businesses. And among
entrepreneurs, the single most important skill for success is the ability to sell.
Every other skill can be hired away from someone else. But the ability to sell is
the key factor determining a company’s success or failure.
Five percent of self-made millionaires in America are salespeople who have
worked for other companies all their lives. Salespeople today are some of the
highest-paid people in America, often earning more than doctors, lawyers,
architects, and persons with extensive academic degrees.
Sales is a gainful profession. In sales, there is no ceiling on your income. If
you are properly trained, are skilled, and are selling the right product in the right
market, there is no limit to the amount of money you can make. Selling is the
only field in our society where you can start with little skill or training, come
from any background, and be making a great living in a matter of three to twelve
months.
The 80/20 Rule in Selling
When I started selling, someone told me about the Pareto principle, also known
as the 80/20 rule. He said, “The top 20 percent of salespeople make 80 percent
of the money, and the bottom 80 percent only make 20 percent of the money.”
Wow! I was young, and this was a real eye-opener for me. I made a decision,
right then, that I was going to be in the top 20 percent. Later I learned that this
was one of the most momentous decisions and turning points of my life.
 


	18. was one of  the most momentous decisions and turning points of my life.
Again, the top 20 percent of salespeople make 80 percent of the sales and 80
percent of the money. The bottom 80 percent of salespeople only make 20
percent. Your mission is to decide to join the top 20 percent, and then to learn
how to get there.
The Pareto principle also applies to the top 20 percent of salespeople. It says
that the top 20 percent of the top 20 percent, which equals the top 4 percent, earn
80 percent of the money in the top 20 percent of salespeople. Wow! In every
large sales force, four or five people out of one hundred make as many sales and
earn as much money as all the rest put together.
 


	19. Never Worry About  Money
There is a very good reason to get into the top 20 percent, and then later, into
the top 4 percent: you will never have to worry about money again or fret about
job security. You’ll never lose sleep over employment. The people in the top 20
percent or better are some of the happiest people in our society.
On the other hand, the people in the bottom 80 percent are worried about
money. One of the great tragedies of our society, the most affluent in human
history, is that the majority of people worry about money most of the time. They
get up in the morning thinking about their money problems. They think about
how little money they have all day long. When they come home at night, they
talk and often argue about money and how much everything costs. This is not a
good way to live.
 


	20. Top People Earn  Vastly More
The people in the top 20 percent, on average, earn sixteen times the average
income of the people in the bottom 80 percent. Those in the top 4 percent earn
on average sixteen times that of the folks in the bottom 20 percent. This is
astonishing!
A large American insurance company tested this 80/20 rule some years ago
with their several thousand agents nationwide. They discovered that they had
individual agents throughout the country who alone were selling and earning
more than twenty to thirty other full-time, trained, professional agents, even
though they were all selling the same products to the same people, at the same
prices out of the same offices, under the same competitive conditions.
In the same year, I addressed two elite groups in two different industries. The
people in these industries had all started off on the street, dialing for dollars out
of the newspaper or the Yellow Pages. They all worked on straight commission,
one sale at a time. But the average yearly income of the salespeople in these elite
groups was $833,000 and $850,000. Some of the top people in these groups
earned several million dollars a year on straight commission!
Your goal must therefore be to get into the top 20 percent, and then the top 10
percent, the top 5 percent, the top 4 percent, and so on. The purpose of this book
is to get you there. It is to take you from wherever you are today to wherever you
want to go in the future. It is to make you one of the highest-paid people in your
industry.
 


	21. The Winning Edge
If  the top 20 percent of salespeople in an industry earn 80 percent of the
money, and the top 20 percent of companies in an industry earn 80 percent of the
profits, what are the distinguishing factors of these individuals and organizations
that make such an incredible difference possible? The conclusion is that they
have developed the winning edge in their fields.
This winning edge concept is one of the most important management and sales
ideas of the twenty-first century. This principle says, “Small differences in
ability can lead to enormous differences in results.” The difference between the
top performers and the average or mediocre performers is not a huge difference
in talent or ability. Often, it is just a few small things done consistently and well,
over and over again.
 


	22. Win by a  Nose
For example, if a horse runs in a race and wins by a nose, it wins ten times the
prize money of the horse that loses by a nose. Here’s the question: Is the horse
that wins by a nose ten times faster than the horse that loses by a nose? Is it 10
percent faster? No. It is only a nose faster, but that translates into a 1,000 percent
difference in prize money.
If a salesperson gets the sale in a competitive market, does it mean that he or
she is ten times better than the salesperson who lost the sale? Of course not!
Sometimes it is only a small technicality that causes a customer to buy from one
person rather than another. The fact is, the salesperson who wins the sale may be
only a “nose” better than the one who loses it.
Salespeople have a disadvantage over horses. There are no consolation prizes.
If a horse comes in second or third, he still comes in “in the money.” But in
selling it is a “winner take all” transaction. The salesperson who loses the sale
gets nothing, no matter how many hours he or she has invested in developing the
sale.
 


	23. Become a Little  Bit Better
In selling, you only have to be a little bit better and different in each of the key
result areas of selling for it to accumulate into an extraordinary difference in
income. A small increment of skill or ability, just 3 or 4 percent, can give you
the winning edge. It can put you in the top 20 percent, and then the top 10
percent.
In selling, you only have to be a little bit better and different in each of the key result areas
of selling for it to accumulate into an extraordinary difference in income.
Once you develop this small lead, like compound interest, it continues to grow.
At first, you move slightly ahead of the crowd. As you use your additional skills,
you get better and better at them. The better you become, the better results you
get. You soon begin to pull ahead of the crowd by a larger and larger margin. In
a few years, or even a few months, you can be earning five or ten times as much
as others who are still performing at average levels.
 


	24. Characteristics of Top  Salespeople
There are certain characteristics that separate successful salespeople from
average salespeople. These qualities have been identified over the years through
interviews, surveys, and exhaustive research. We also know two things: First, no
one is born with these qualities. Second, all of these qualities are learnable
through practice. You can develop the characteristics that will virtually guarantee
an extraordinary quality of life for yourself.
It was once believed that people were successful because they came from the
right families, had the right educations, developed the right contacts, got good
grades in school, and other measurable factors. But then researchers discovered
that there were people who started with none of these advantages, yet ended up
at the top of their professions.
 


	25. Starting from Nothing
One  of the best proofs of this is the number of new immigrants who arrive in
this country with little money, no contacts, no school or university background,
limited English skills, and every other conceivable disadvantage. But somehow,
in a few years, they have overcome every single difficulty and have become
leaders in their field.
In my seminars, I continually meet men and women from all over the world
who came to this country with nothing and who are now top salespeople, highly
paid, and even self-made millionaires. In every case, the reasons have more to do
with what is going on inside of them than with what is going on outside.
 


	26. Success Is Mental
It  is what goes on inside the mind of the salesperson that makes all the
difference. Some years ago, Harvard University did a study of sixteen thousand
salespeople and found that the basic qualities that determine success or failure in
selling were all mental. If a person had certain qualities, he or she would
succeed, holding constant for everything else. If you develop these psychological
qualities, they then form the foundation for your own personal sales success.
If you want to know how tall a building is going to be, you look at how deep
they dig the foundation for that building. The deeper the foundation, the taller
the building. In the same way, the deeper your foundation of knowledge and
skill, the greater the life that you will be able to build.
Once you have built your foundation and have become absolutely excellent at
selling, you can go anywhere and write your own ticket. And you can always
build your foundation deeper.
Use More of Your Potential
The average salesperson uses only a small percentage of his potential for
effectiveness in selling. It is estimated that the average person in general never
uses more than about 10 percent of his potential. What this means is that each
person has at least 90 percent or more potential left untapped. It is when you
learn how to unlock this additional 90 percent of your own potential that you
move yourself into the income categories of the highest earners.
 


	27. Follow the Leaders
If  your goal is to be in the top 10 percent of salespeople in your field, the first
thing you do is find out who is already in the top 10 percent. Instead of
following the followers, the average performers in your business, follow the
leaders. Compare yourself to the top people. Remember, no one is better than
you, and no one is smarter than you. If someone is doing better than you, it just
means that he or she has discovered the cause-and-effect relationships in selling
success before you have.
British philosopher Bertrand Russell once said, “The very best proof that
something can be done is that someone else has already done it.” This means
that if someone else is earning five or ten times as much as you, this is evidence
that you can earn the same amount if you simply learn how. Remember,
everyone starts at the bottom and works his way up. If someone is doing better
than you, find out how he got from the bottom to where he is today. Sometimes
the very best way to find this out is to go and ask him. He will probably tell you.
Top people are usually willing to help other people who want to succeed.
 


	28. Your Master Program
The  most noteworthy breakthrough in psychology and human performance in the
twentieth century was the discovery of the self-concept. Your self-concept is the
bundle of beliefs that you have about yourself. It is the way you see yourself and
think about yourself in every area of your life. Your self-concept is the “master
program” of your subconscious computer. It is like an operating system that
determines everything you say, think, feel, and do.
There is a direct relationship between your self-concept, on the one hand, and
your performance and effectiveness, on the other. You always perform on the
outside in the manner consistent with your self-concept. All
change/improvement in your life begins when you alter and improve your self-
concept, your inner programming.
Not only do you have an overall self-concept that determines how you think
and feel generally about yourself, your life, and other people, but you also have a
series of “mini self-concepts.” These are little self-concepts that determine your
effectiveness and performance in each area of your life, from riding a bicycle to
making a speech.
Your Self-Concept in Selling
For example, in selling you have a self-concept with regard to yourself and
prospecting. If you have a high, positive self-concept, then prospecting is no
problem for you. You get up in the morning eager to call on new people. You are
competent and confident in the area of prospecting, so your sales pipeline is
always full.
If you have a poor self-concept with regard to prospecting, you will approach
prospecting with fear and anxiety. You will avoid it wherever possible. The very
idea of prospecting will make you tense and uneasy. You will do as little of it as
possible and continually look for ways to avoid the activity. This is true in every
other area of selling as well.
 


	29. What Determines Your  Income
Every salesperson already has a self-concept for the amount of money that he
or she earns. Psychologists have found that you can never earn 10 percent more
or less than your self-concept level of income. If you earn 10 percent more than
you think you are entitled to, you will immediately engage in compensating
behaviors to get rid of the money. If you have a great month and earn more than
you had expected, you will have an irresistible urge to spend it on dinners,
travel, clothes, or something else. It will burn a hole in your pocket.
If you earn 10 percent or more below your self-concept level of income, you
will engage in scrambling behaviors. You will start thinking about working
longer, harder, smarter, better, in order to get your income back up into your
“comfort zone.” Once you get into your comfort zone, you will relax and breathe
a deep sigh of relief.
 


	30. Change Your Comfort  Zone
The only way you can increase your sales income is by expanding your
comfort zone with regard to the amount you earn. Some people have a comfort
zone of $50,000 a year. At that level, they relax and coast. Others have a comfort
zone of $100,000 a year. That is the level that they strive toward, and they only
relax when they hit that target.
Here is the cosmic joke: there is usually very little difference in talent between
the person who earns $50,000 per year and the one who earns $100,000 per year.
The only difference is that one has settled at a lower level while the other has
refused to settle for less than $100,000.
Reset Your Financial “Thermostat”
You can never earn more on the outside than you can on the inside. It is
almost as if you have an “income thermostat” that determines your financial
temperature. As you know, when a thermostat is set at a certain temperature, it
will continually adjust the heating and cooling to keep the room at that
temperature. In the same way, if you see yourself as a $50,000-a-year person,
you will continually engage in behaviors that keep your income at $50,000.
You can never earn more on the outside than you can on the inside. It is almost as if you
have an “income thermostat” that determines your financial temperature.
In my seminars and in my work for corporations, I constantly run into this
strange phenomenon. A salesperson will set a goal to earn $50,000 or $60,000 in
the course of the year. But then he has a great year and hits the $50,000 mark by
the end of September. Suddenly, for some reason, the sales dry up. He stops
selling for the rest of the year. He cannot seem to get himself motivated, no
matter how good the market is for his product. He spins his wheels until
December 31. Then, on January 1, he is out of the gate like a horse at a horse
race, and selling again. In every case, it is his self-concept.
Sometimes people set a goal to earn a certain amount in a particular month.
But if they have a great month and they earn their self-concept amount by the
middle of the month, they stop selling for the next two weeks. They can hardly
 


	31. middle of the  month, they stop selling for the next two weeks. They can hardly
wait until the first of the month so they can psychologically get themselves back
into selling. This is quite common.
 


	32. Break Free of  the Past
Many people hold themselves back because they think that it is not right for
them to earn more than their fathers. Time and time again, I have seen
salespeople who plateau at a certain income level because that is the highest
amount that their fathers ever earned. At an unconscious level they have decided
that they do not earn more than that amount. And this becomes true for them.
In an extreme case I saw, a young man moved from the farm into the city and
got a job selling satellite dishes to farmers. This salesman came from a poor
background and had never earned very much money. But the harvest was good
that year, and the farmers were buying $5,000 satellite dishes with both hands.
He began making money faster than he had ever dreamed in his life.
But the experience of making so much money so quickly was so traumatic for
him that after a couple of sales at the beginning of the week, he would actually
go home, turn off all the lights in his small apartment, crawl under the covers in
his bed, and lie there in the dark with his heart pounding. He was so far out of
his self-concept range of income that the stress was overwhelming him.
 


	33. Change Your Mind
To  increase your income, you must achieve your financial goals in your mind
before you can ever achieve them in your reality. Your aim should be to increase
your self-concept level of income bit by bit until you think, see, and feel yourself
as a higher-income earner.
Imagine yourself as if you were already the kind of person you want to be,
earning the kind of money you want to earn. Look at other people who are
earning more money than you and imagine that you are exactly like them.
Suppose that you are already financially independent. Picture yourself having all
the money you will ever need and only making sales calls because you enjoy
meeting new people. This calm, confident, relaxed attitude, as if you were
already a wealthy person, will help you perform at your very best, with much
less tension.
 


	34. Be Realistic
It is  important to be realistic in developing your new self-concept, especially
at the beginning. When I first learned about the power of the self-concept and
how my self-concept controlled my income, I was earning about $30,000 a year.
I immediately set a goal to earn $300,000 a year. But instead of this big goal
motivating me, it actually served as a demotivator. As opposed to my mind
going to work to find a way to earn that kind of money, my mind shut down, like
turning off a light switch.
What I learned later was that a goal that is vastly beyond anything you have
ever accomplished before is ignored by your self-concept. Instead of motivating
you, it discourages you. After six months of working toward this new, unrealistic
goal, I finally realized my mistake and reset my goal for $50,000 per year.
Almost immediately, I began making progress and had soon achieved my new
goal.
 


	35. Your Income Level  Locks In
Here is another interesting point. A salesperson may start off at the bottom
and work his way up over a period of several years, eventually earning more
than $100,000 a year. But then the economy goes south, the industry retracts or
shuts down, and he has to start over with a different company selling a different
product. How much do you think he earns in the following year? Answer: more
than $100,000.
Why is this? Because he already has a self-concept as a $100,000-a-year
salesperson; no matter what happens on the outside, he will always find a way to
earn $100,000 or more.
You’ve read stories of senior executives with large corporations who are
earning more than a million dollars a year. For some reason, they lose their jobs.
Then, a couple of months later, you read or hear about them and learn that they
are working for another company and still earning more than a million dollars a
year. The fact is, once a person is a million-dollar-a-year person, no one would
think of offering him or her less. It is all a matter of self-concept.
The Key Result Areas of Selling
In selling, there are seven key result areas, or KRAs. These KRAs are like the
digits in a telephone number. You must dial each of them in sequence if you
want to get through and make a sale. Your performance and effectiveness in
each of these key result areas determine your overall success and the height of
your income.
These seven key result areas are prospecting, building rapport, identifying
needs, presenting, answering objections, closing the sale, and getting resales
and referrals. Your self-concept in each of these seven areas determines your
performance in these areas, as well as your overall income level.
Fortunately, everyone who is good in any one of these areas was once poor at
it. Every professional in the top 10 percent started in the bottom 10 percent. The
good news is that, if you can drive a car or operate a cell phone, you can become
excellent in each of these seven critical skills. It is simply a matter of learning
and practice.
 


	36. and practice.
If you  have a poor self-concept with regard to any particular sales activity,
you will avoid that activity whenever possible. But the only reason that you fear
taking action in a particular skill area is because you are not good at it—yet. You
have not yet mastered the skill. If you are not good at something, you will make
mistakes. You will feel awkward, angry and frustrated. It would be normal and
natural for you to avoid that activity.
 


	37. Master the Skill
The  solution for your fears or reluctance in any key skill area in selling is for
you to master that skill. Fortunately, there are more books, audiotapes, courses,
and bits of advice available to you now to help you master each skill than you
could consume in a lifetime. There is absolutely no reason for you to be held
back from joining the top 10 percent simply because you are weak in a particular
skill area.
You can learn how to prospect effectively. You can be taught how to build
high levels of rapport and trust with prospects. You can become skilled at how to
ask questions and listen carefully to the answers. You can develop calmness and
confidence in your interactions with others. You can learn anything you need to
learn through practice and repetition.
It is the same with each skill area. You can become an expert at accurately
identifying the needs of the person you are talking to, and qualifying the
prospect, by asking more and better questions.
You can become excellent in your sales presentation, growing so effective that
people are tearing the product out of your hands even before you finish talking.
You can learn how to answer the prospect’s objections and concerns,
responding so satisfactorily that the objections disappear and never come up
again. You can learn the various methods included in this book for asking for the
order and closing the sale at the appropriate time.
Finally, you can learn how to create a “golden chain” of referrals from
prospects and customers and how to sell more and more to people who have
bought from you already. These are all learnable skills.
Get Better at What You Do
The better you get in any area, the more positive your self-concept becomes in
that area. The more confidence you have in your ability, the happier you feel
when you are doing that part of your job, and the better results you will get. You
can, in fact, like a sculptor, shape the entire quality of your sales personality.
 


	38. You never feel  uneasy doing something that you are good at. You only feel
anxious doing something that you think you are not particularly good at. Every
single step that you take to improve in any area raises your self-confidence and
increases your likelihood of success each time you try it.
 


	39. Face Your Fears
When  you start selling for the first time, your heart is usually in your throat. It
is pounding so loudly that you think people around you can hear it. Your
stomach is often churning when you go into your first sales call. Psychologists
say that you often act as if you were a child in fear of getting a spanking.
Your self-concept is largely subjective. It is not based on reality. It is based
solely on the ideas or thoughts that you have about yourself, especially the self-
limiting opinions that hold most people back.
Fear and self-doubt have always been the greatest enemies of human potential.
Many people doubt their ability to excel in a particular area, and even though it
is not true, it becomes true. As William James of Harvard said, “Belief creates
the actual fact.” If you believe that you are limited in some way, you will feel
and act as if you are limited, and it will become true for you.
Fear and self-doubt have always been the greatest enemies of human potential.
Don’t Sell Yourself Short
Some people feel that they are terrible at closing sales. As long as you think
that and say it to yourself, then you will be terrible at closing sales. The very
idea of asking for the order will cause your heart to pound, your stomach to
churn, your palms to sweat, and your mind to go blank. The fact is that closing is
a normal and natural end of a sales conversation, as you will learn. Once you
have mastered the art of closing sales, you will be able to ask for the order under
any circumstances.
Some people are convinced that they are terrible on the phone. Because of the
common fear of rejection, they avoid calling people who may not be friendly and
welcoming. They then say to themselves, “I hate calling strangers.”
As long as you think and say this to yourself, every time you pick up the
phone, you are going to stumble over your words. You will make mistakes and
perform poorly.
 


	40. Challenge Your Self-Limiting  Beliefs
The good news is that your self-limiting beliefs are usually based on
erroneous information. They are not based on fact or reality. They are very often
illusions in your own mind. Because they are unreal, you can get rid of them by
replacing them with new, positive beliefs of confidence and competence in any
area.
Self-limiting beliefs develop early and easily. Sometimes you will try
something, like skiing or skating, and do it poorly the first time. You will
immediately conclude that you are no good at that sport. From then on, you will
sabotage yourself by seeking out examples to validate your initial decision. Soon
you will avoid that area of activity altogether.
Louise Hay, the teacher and metaphysical writer, says that the core problem
that each person has is the feeling of “I’m not good enough.” We all have the
feeling, deep down inside, that we are not as good as other folks. We feel that
people who are doing better than us are actually better than us. If they are better
than us, we unconsciously conclude, we must be worse than they are. If they are
worth more, then we must be worth less. This false conclusion is the
fundamental cause of most unhappiness in our society.
The Reactor Core of Your Self-Concept
The most important discovery of all in self-concept psychology is the central
role of your self-esteem. Your self-esteem is best defined as “how much you like
yourself.” How much you like yourself is the critical determining factor of your
personality and of everything that happens to you.
The degree to which you like yourself in any area is the key determinant of
your performance and effectiveness in that area. It determines how much money
you make, how you dress, how well you get along with other people, how much
you sell, and the quality of your life.
A person who really likes himself or herself has high self-esteem and
therefore a positive self-concept. When you really like yourself in a particular
role, you perform at your best in that role.
The more you like yourself, the more you like other people. The more you like
other people, the more they like you in return. The more you like your
 


	41. other people, the  more they like you in return. The more you like your
customers, the more your customers like you, and the more willing they are to
buy from you and to recommend you to their friends.
High-self-esteem people meet and marry other high-self-esteem people. High-
self-esteem parents raise high-self-esteem children. High-self- esteem bosses
build high-self-esteem salespeople and employees. High-self-esteem men and
women set higher standards for themselves and practice higher levels of self-
discipline. They have better friendships and get along better with the people they
meet. They are generally happier and more fulfilled than people who don’t like
themselves very much.
Self-Esteem and Sales Performance
The more you like yourself in prospecting, building rapport, identifying needs,
presenting your product or service, answering objections, closing the sale, and
getting resales and referrals, the better you will be in each of these areas.
A person who doesn’t like himself or feels badly about himself in a particular
area performs poorly in that area. Low-self-esteem salespeople who don’t like
themselves, don’t like other people very much either. As a result, they have a
hard time building high-quality relationships with customers. For some reason,
customers don’t particularly like or trust them and prefer to buy from someone
else.
How much you like yourself is the key determinant of your success in sales
and of your income. As a matter of fact, it determines how successful you are in
every part of your life.
 


	42. The Great Discovery
Because  of the power of your mind in determining your life and destiny, one
of the greatest discoveries in history is that you become what you think about
most of the time.
Happy people think happy thoughts. Successful people think successful
thoughts. Loving people think loving thoughts. Wealthy people think wealthy
thoughts. They become what they think about most of the time.
In addition, you become what you say to yourself most of the time. Successful
people control their inner dialogues. They talk to themselves positively and
confidently as they go through their days. Perhaps the most powerful words you
can say to yourself to build your self-esteem are “I like myself!”
Successful people control their inner dialogues.
Each time you say, “I like myself !” your self-esteem goes up. When you repeat
the words “I like myself !” over and over throughout the day, you actually cause
a chemical change in your brain. You release endorphins that give you a general
feeling of confidence and well-being. The more you say, “I like myself !” the
more confident you feel and the more competently you perform.
 


	43. Be Your Own  Cheerleader
When I learned this affirmation many years ago, I used to repeat it to myself
ten, twenty, and even fifty times per day. I would say it in the morning and in the
evening. I would say it as I drove along and before every sales presentation. I
would keep repeating it until I drove the message deep into my subconscious
mind, where it “locked in” and took on a power of its own. You can do the same
thing.
Every time you say, “I like myself !” your overall self-concept improves.
Your ability to perform and your level of effectiveness increase immediately.
You do everything, including selling, better when you have a high level of self-
generated self-esteem.
The Best Time to Make a Sale
Here’s a question for you: When is the best time to make a sale? Answer:
right after making a sale. Why? Right after you make a sale, your self-esteem
soars. You feel terrific about yourself as a salesperson. You like yourself more.
You feel like a winner. When you walk in to speak to the next prospect, feeling
terrific about yourself, you will perform at your very best. There will be
something about you that has a powerful effect on the customer. Your positive
attitude and confident bearing will trigger a desire, at a subconscious level, to
buy from you.
Sometimes a salesperson will make a sale first thing in the morning, and then
another, and then another and another and another, and sell more in a single day
than he or she might have sold in a week or two. This spike in sales performance
has nothing to do with the product, the market, or the customer. It happens
because the seller’s self-concept has gone up like the mercury in a thermometer
on a hot day. As a result, he or she is performing at an exceptional level of
effectiveness.
 


	44. Perform at Your  Best
Immediately after you have made a sale, you like yourself more as a
salesperson. You feel more confident, competent, and effective in selling. If you
have been working on a difficult prospect and you have just closed a sale, get in
your car and drive straight over to that tough customer and attempt to make the
sale. You will be amazed at how many times this turns out to be an effective
strategy. You will be more persuasive right after having made a sale than at any
other time.
It will not be the customer who has changed. It won’t be the product or
service, or the price, the market, or the competition. The only thing that has
changed is you.
 


	45. Nothing Will Stop  You
One of the things we know in sales is that “success breeds success.” The more
you sell, the better you become at selling. Your self-concept as a salesperson
gets better and better. You finally reach the point in your own thinking where
you know that nothing can stop you. If you continue to sell long enough, you
will begin to have repeated success experiences. As you sell more and more,
your self-concept improves to the point at which you become convinced that you
are an excellent salesperson, and that you can make a great living in sales
wherever you go.
When you are feeling terrific about yourself, when you really like yourself,
you know that you can do well in anything that you put your hand to. When you
are selling well, your family and interpersonal relationships seem to be much
better. You need less sleep. You have more energy. You have more enthusiasm.
You feel more positive about yourself.
 


	46. The Power of  Positive Affirmations
The key to reaching this state of mind is to prepare yourself psychologically
before every sales call. Stop and take a couple of seconds; then say to yourself,
“I like myself ! I like myself ! I like myself !”
Talking to yourself positively is like pumping yourself up. Just like pumping
up a tire, you pump up your self-esteem. First thing in the morning when you get
out of bed, start talking to yourself by saying, “I like myself, and I love my
work! I like myself, and I love my work!”
Whatever you say to yourself with feeling is accepted by your subconscious as
an instruction, a command. Your subconscious mind will then give you the
words, actions, and feelings consistent with the message that you have sent to it.
Before going in to see a prospect, say to yourself, “I am a great salesperson,
and this is going to be a great call!” Repeat that several times. Get yourself
psychologically prepared for a good experience.
When you then walk in to see the prospect, your subconscious will give you
the words, the feelings, and the body language consistent with a person who is
excellent at what he does. Talking to yourself positively makes you more
confident. It causes you to relax and perform better. Your level of self-
confidence and calmness has a strong impact on the person you are talking to.
Positive self-talk leads to positive sales results.
 


	47. Obstacles to Sales  Success
There are two major obstacles to making and closing any sale. They are both
mental. They are the fear of failure and the fear of rejection.
The fear of failure is the biggest single reason for failure in adult life. It is not
failure itself, but the fear of failure, the prospect of failure, the anticipation of
failure, that causes you to freeze up and perform at a lower level.
The fear of failure is a deep subconscious fear that we all develop early in life,
usually as the result of destructive criticism from one or both parents when we
are children. If your parents criticized you continually when you were growing
up, you will experience this deeply entrenched, unconscious fear of failure as an
adult, at least until you learn to get rid of it.
Why Customers Don’t Buy
The fear of failure in the mind of the customer or the prospect is the one
greatest obstacle to buying. Every customer has made countless buying mistakes.
He has purchased services that he later found were overpriced. He has bought
products that broke down and that he could not get repaired. He has been sold
things that he did not want, could not use, and could not afford. He has been
burned so many times in sales experiences that he is like a long-tailed cat in a
room full of rocking chairs.
This fear of failure and disappointment is the number one reason why
customers do not buy. So, one of the most important things you can do in the
process of building trust and credibility is to reduce the customer’s fear to the
point where he has no hesitation about going ahead with your offer.
 


	48. The Fear of  Rejection
The second major obstacle to selling and closing is the fear of rejection. This
is the fear that the potential buyer might say no. The fear of rejection is triggered
by the possibility of rudeness, disapproval, or criticism toward the salesperson
by the prospect.
The rule is that 80 percent of sales calls will end in a no, for a thousand
different reasons. This does not necessarily mean that there is anything wrong
with the salesperson or the product or service being sold. People say no because
they simply do not need it, do not want it, cannot use it, cannot afford it, or some
other reason.
If you are in sales and you fear rejection, you’ve picked the wrong way to make a living.
If you are in sales and you fear rejection, you’ve picked the wrong way to
make a living. The fact is that you are going to get a lot of rejections. As they
say, “It goes with the territory.” Every experience of failure or rejection affects
your self-esteem. It hurts your self-image. It makes you feel bad about yourself
and triggers your worst fear: “I’m not good enough.”
If it were not for the fear of rejection, we would all be terrific salespeople. We
would all make twice as much, and maybe even five or ten times as much.
The Salesperson’s Average Day
In a study at Columbia University a few years ago, they found that the average
salesperson works approximately one and a half hours per day. They also found
that, on the average, the first sales call is not made before eleven o’clock in the
morning. The final sales call is usually made at about three thirty in the
afternoon, and the average salesperson quits working shortly after that. He goes
back to the office or heads for home.
Most people spend half the morning getting warmed up, drinking coffee,
chatting with coworkers, reading the paper, shuffling their business cards, and
surfing the Internet. Then they go out and make a sales call just in time for
lunch. The second sales call isn’t made until about 1:00 or 2:00 PM, after which
 


	49. lunch. The second  sales call isn’t made until about 1:00 or 2:00 PM, after which
the average salesperson begins winding down for the day. The total amount of
time spent face-to-face with customers works out to about ninety minutes per
day. That is the average—half are above; half are below that average.
 


	50. The Brake on  Sales Performance
Why is it that salespeople work so little and avoid getting face-to-face with
customers so much? Simple: fear of rejection. The fear of rejection acts like a
subconscious “brake” that holds people back and causes them to underperform.
Of course, they always have a wonderful selection of excuses and
rationalizations, but the real reason is fear of rejection.
It is easy to prove this. Let us conduct an experiment. Imagine that your
company has hired a marketing research firm to find customers for you. This
firm has developed a sophisticated way of identifying ideal prospects. Using this
system, they can give you a computer printout of fifty prospects that will be
literally guaranteed, with 90 percent accuracy, to buy on a particular day. This
list of hot, qualified prospects is so precise that it is only valid for twenty-four
hours. Imagine that they call you in and give you this list of fifty top prospects
for the following day.
If you received a list of fifty highly qualified prospects, 90 percent of whom
were guaranteed to buy if you could call on them within that one-day period,
what time would you start in the morning? How much time would you take for
coffee breaks or lunch during the day? How long would you spend chatting with
your colleagues and reading the newspaper? If you were guaranteed a sale to
virtually every single person you spoke to in a one-day period, you would
probably start at the crack of dawn and keep on going until midnight if you
possibly could. If you had no fear of rejection and you were guaranteed a high
level of success, you would be calling on prospects every single waking
moment.
 


	51. Rejection Is Not  Personal
All top salespeople have reached the point where they no longer fear rejection.
They have built their self-esteem and self-concepts up such that if someone says
no to them, it does not hurt them or put them off. It does not send them dejected
back to their offices or cars.
Here’s the key to dealing with rejection. You must realize that rejection is not
personal. It is not aimed at you. Rejection has nothing to do with you. Instead, it
is like the rain or the sunshine. It just happens from day to day. When you can
rise above yourself, stop taking yourself so seriously, and recognize that
rejection simply goes with the territory, it will have no more fear for you. You
will ignore it like water off a duck’s back. You will expect it in the normal
course of things, shrug your shoulders, and move on to the next prospect.
There is a sales motto: “Some will; some won’t; so what? Next!” This should
be your motto as well.
 


	52. Never Give Up
Perhaps  the two most fundamental qualities for success in sales are boldness
and persistence. It takes courage to get up each day and constantly face the fears
of failure and rejection. It takes persistence to keep coming back, day after day,
in spite of continued difficulties and disappointment.
But the good news is that courage is a habit. Like a muscle, the more you
practice courage, the stronger you become. Eventually, you reach the point at
which you are virtually unafraid. After that, your career takes off like a rocket.
 


	53. Five Calls or  Closes
A full 80 percent of sales are never closed before the fifth meeting or closing
attempt. It is after the fifth time that you ask the prospect to make a buying
decision that you make most of your sales.
These numbers turn out to be valid especially when you are trying to get your
prospect to change from buying from one company to buying from your
company. At least eight out of ten of all first purchases from a new supplier take
place after the fifth call or visit.
It seems that only about 10 percent of salespeople make more than five calls
or attempts to close the sale. Half of all salespeople, or more, make only one call
before they give up. When you are selling to a company that you want to switch
from their existing supplier to you, remember that it usually takes about five
visits to break down the prospect’s natural skepticism and resistance.
This does not mean that you have to spend five hours. It just means that you
have to make five visits or more. You have to make an appointment, go and see
the prospect, talk to him, tell him that you and your company are available to
serve him. It is usually after the fifth visit that the prospect starts to become
interested.
 


	54. Most People Quit  Early
In a recent study, it was discovered that 48 percent of all sales calls end
without the salesperson trying to close even once. The salesperson meets with
the prospect, talks enthusiastically about his product or service, shows him the
written information, and dazzles him with reasons to buy. Then, when the
prospect has been completely overwhelmed with his charm, enthusiasm, and
verbal agility, he takes a deep breath, sits back, and says, “Well, what do you
think?”
This almost automatically triggers the response, “Well, I’d like to think it
over.” The prospect says he wants to talk it over with his boss, wife, cousin,
brother, uncle, sister, partner, board of directors, banker, accountant, and
whoever else he can think of. “Could you call me back later?”
Prospects Don’t Think It Over
One of the important secrets of success in sales is for you to understand and
accept that people don’t “think it over.” The minute you walk out of the
prospect’s office or home, he or she forgets that you ever lived.
Have you ever gone back to see a prospect a week later, after you thought you
had a fantastic sales conversation and he was thinking it over? Some salespeople
have the vanity to believe that this prospect has gone home and has been
thinking about their product or service twenty-four hours a day. They think he
turns it over in his mind and talks about it with everyone he meets. He thinks
about it and dreams about it, just waiting for you to come back.
Then, when you visit the prospect a week or two later, you are amazed to find
that he has forgotten your name, your product, and everything else. He doesn’t
remember who you are or what you sell. He has not been thinking about you or
your product or service at all.
People don’t think things over with regard to products or sales. These words
are a polite way of saying, “Good-bye forever.” When they say to you, “Let me
think it over,” they are announcing to you that the interview is over and that you
have lost your entire investment of time and energy in this prospect.
 


	55. Self-Esteem Eliminates Fear
The  reason I mention this direct relationship between courage and persistence
on the one hand, and making multiple calls and sales success on the other, is
this: there is a direct and inverse relationship between the fears of rejection and
failure, and high self-esteem. The more you like yourself, the less you feel
rejection and the less you fear failure.
Imagine two escalators that go in different directions. One is the up escalator
to high self-esteem, and the other is the down escalator to the fears of failure and
rejection that hold you back. The more you like yourself and the higher your
self-esteem, the faster you go up the escalator to courage and confidence. The
more you think about failure or rejection, the more you ride the down escalator
toward fears of failure and rejection.
 


	56. You Are a  Good Person
When a person says no to you, he is not saying no to you as a person. He is
simply saying no to your offering or your presentation or your prices. The
rejection is not personal. Once you know and understand that saying no is not
personal, you stop worrying about it when people react to you or your product
negatively.
Here’s the danger: if you take a “no” personally, you can start to think there is
something wrong with you as an individual. Or you begin to believe that your
product or your company is faulty. When you begin thinking like this, you can
soon become discouraged. You will lose your enthusiasm for selling. As a result,
you will start cutting back on prospecting. Soon you will only be working an
hour and a half per day.
Fear Leads to Excuses for Not Selling
As your fears increase, you will begin to rationalize and justify your
nonselling behavior. You will make excuses and create all kinds of “make-work”
at the office. You will convince yourself that you have to read the newspaper so
that you will be fully informed when you call on prospects. You have to shuffle
your business cards and check the office to see if there have been any phone
calls. You have all those people out there who are “thinking it over.” Maybe one
of them has called and ordered something.
You go into the office and plan your first hour or two around a couple of cups
of coffee. After all, you have to wake yourself up in the morning so that you are
sharp and alert when you go out to see customers. You chat with your coworkers
and talk about business, especially how tough the business is. You kill most of
the morning; then you realize that you had better go out and call on somebody,
anybody. So you rush out and make a call just before it’s time for lunch.
 


	57. An Unproductive Day
You  wouldn’t want to interrupt prospects when they are going for lunch.
Therefore, you don’t make any calls after 11:30 AM. You go and have lunch
with your friends, go shopping, get your car washed, or kill time.
Time passes. You certainly don’t want to call on people immediately after
they get back from lunch. It might disturb their digestion. So you make up a few
more excuses and rationalizations, and you don’t make your next call until 2:00
or 3:00 PM. Soon it’s 3:30, then 4:00, and of course, everybody’s on their way
home, aren’t they?
You don’t want to go out and bother people late in the afternoon while they
are preparing to wrap up for the day. Instead, you go back to the office to
commiserate with the other salespeople who are gathering there like survivors
after an accident and talk about what a tough day you’ve had.
There is the story of the two salesmen who go back to the office at the end of
the day. One says, “Boy, did I ever have a lot of good interviews today!”
The other one says, “Yeah, I didn’t sell anything either.”
Can you identify with any of these behaviors? They are the favorite practices
and excuses of salespeople in the bottom 20 percent of money earners in their
fields.
 


	58. Increase Traveling Time
Another  way that salespeople avoid the possibility of failure and rejection is
by spreading out their sales calls geographically. Such a salesperson makes one
call at one end of town and makes her second call in the afternoon at the other
end of town. This gives her a nice solid hour of driving in between, which allows
her to pretend that she is working, when in reality, she is just putting off getting
face-to-face with a prospect.
The fears of failure and rejection, which lower your self-esteem, quickly
become the major obstacles to success in sales.
Build Your Self-Esteem, Increase Your Income
Everything you do to raise your own self-esteem, including positive self-talk,
affirmative visualization, personal motivation, enthusiasm, and individual
training improves your personality and increases your effectiveness in selling.
As we said before, there is a direct relationship between your self-esteem and
how much money you earn. The more you like yourself, the more sales you
make and the higher your income will be. When you organize your life so that
you become a perpetual self-esteem-generating person, that alone will contribute
more to your income than any other factor.
 


	59. The Friendship Factor
Customers  today are spoiled. They are demanding. They are disloyal. They
insist on being treated extremely well before they buy anything. More than
anything else, customers will only buy from people they like. We call this the
“friendship factor.”
The friendship factor in selling simply says that a prospect will not buy from
you until he is genuinely convinced that you are his friend and that you are
acting in his best interests.
For this reason, the first thing you do in a sales interview is create a bond,
make a friend. Sales expert Heinz Goldman once wrote a book with a title that
summarized this process perfectly: How to Win Customers. Your job as a sales
professional is to win people over to your side by making it clear that you care
about them and want the best for them.
 


	60. Build a Bridge
You  can only begin selling after you have convinced the prospect that you are
his pal and that you want what is best for him. In fact, if you begin talking about
your product or service before you have built a bridge of friendship to your
prospect, the customer will lose all interest in buying from you. If you don’t
genuinely care about the customer, why should the customer care about you or
what you are offering?
 


	61. Healthy Personality
An excellent  definition of a healthy personality is this: “Your personality is
healthy to the degree to which you can get along with the greatest number of
different types of people.” You have an unhealthy or problem personality to the
degree to which you cannot get along with most other people. People at the
highest level of healthy personality have developed the ability to get along with
the greatest variety of different people, especially in selling. The point is, the
level of your self-esteem corresponds directly with the health of your
personality. Again, the more you like yourself, the more you enjoy others and
the more they like you. The more you like yourself, the easier it is for you to get
along with a great variety of people.
 


	62. Making Friends
The individual  with high self-esteem is the one who has the greatest facility
for making friends wherever he goes. Because he likes himself, he is naturally
and spontaneously fond of others. When people feel that someone genuinely
likes them, they are more open to listening to that person and to buying what he
is selling.
When people feel that someone genuinely likes them, they are more open to listening to that
person and to buying what he is selling.
Have you ever had an experience where you wanted to buy a product or service,
but you didn’t like the salesperson? In most cases you will walk away, even if
the product and the price are ideal.
Think of your very best customers today. The people you enjoy selling to and
the people who enjoy buying from you are invariably the people that you like the
most and who like you in return.
Your Self-Esteem Determines Your Income
Everything you do to improve your level of self-esteem increases and
enhances the quality of your relationships with your customers. Self-esteem
building actions trigger the “friendship factor” and make you a more successful
salesperson. Your level of self-esteem in selling determines the amount of
money that you earn. The very best salespeople have a natural capacity to make
friends easily with prospective customers.
Unfortunately, everything that happens to lower your self-esteem will lower
your sales effectiveness as well. If you are tired or unwell for any reason, your
effectiveness will decrease. If you have arguments with your boss or your
spouse, this will lower your self-esteem, sometimes to the point at which you
can’t sell anything at all.
 


	63. The Catalyst for  Sales Success
The primary emotion in sales success is enthusiasm. Enthusiasm accounts for
50 percent or more of all sales ability. One of the very best definitions of a sale
is “a transfer of enthusiasm.”
When you transfer your enthusiasm for your product or service into the mind
and heart of your prospect, like an electrical connection, the sale takes place.
When your emotional commitment and belief in the goodness of what you are
selling transfers into the mind of the prospect or customer, all hesitation to buy
disappears.
Once again, there is a direct link between how much you like yourself, your
self-esteem, and your level of enthusiasm. The more you like yourself, the more
enthusiastic you are. The more enthusiastic you are about your company and
your product, the more enthusiastic the customer will become. Anything you do
to raise your self-esteem will increase your ability to sell.
 


	64. Emotions Are Contagious
In  the inner game of selling, it is essential that you understand that emotions
are contagious. Each person is affected by the emotions of other people. When
you are positive, confident, and enthusiastic about your goods or service, the
prospect picks up these emotions from you and becomes positive and
enthusiastic as well.
Here’s the key: You cannot give away something that you don’t already have.
You cannot convey enthusiasm if you don’t have it yourself. This is why top
salespeople love their merchandise or service and love the field of selling. Their
enthusiasm is heartfelt and genuine. Prospects pick it up at an unconscious level
and want to participate in whatever is making them feel so good about
themselves and their work. Because of their confidence and passion, prospects
want to buy from them and recommend them to their friends.
 


	65. Failure Is Not  an Option
It is critical that you back your sales efforts with willpower and determination.
Decide now that you will not give up.
When you resolve in advance that you will never give up, you will be
mentally prepared to bounce back from failure and rejection. When you continue
to persist, no matter how difficult the situation, you will eventually succeed. You
will ultimately make sales. You will finally win customers.
Whenever you make a sale, you feel like a “winner.” Each time you close,
your self-esteem goes up and your self-concept improves. Your self-image is
reinforced.
The more you like yourself, the better you will do in sales, and in every other
part of your life. Your ability to perform and your level of effectiveness increase
in your nonbusiness activities.
The reason so many people fail in sales is simply because they do not persist
long enough and work hard enough to get those first few winning experiences.
Once you begin to make sales and feel like a winner, you become even more
motivated to sell even more of your product or service. But if you don’t have
those first successful experiences, you can easily lose heart and begin thinking
that selling is not for you.
 


	66. Practice Mental Rehearsal
Mental  rehearsal is vital. The more you preprogram yourself to bounce back,
the easier it is for you to overcome the failures and rejections that are part of the
selling life. Talk to yourself positively. Say things like “I can do it! I can do it! I
can do it!” whenever you feel fears of failure or rejection.
Interestingly enough, when you make the decision that no matter what
happens, you will never give up, your self-esteem increases immediately. You
respect yourself more. Your self-confidence skyrockets. Even though you have
not yet stepped out of your office, the very act of making the decision that you
are going to succeed, that you can do it, that you will never quit, no matter what,
improves your “reputation” with yourself. You see yourself in a more positive
light. You feel more like a winner. You are more composed and self-assured.
You become more capable of dealing with the ups and downs of daily selling
life. The very act of resolving to persist until you succeed changes your
personality and makes you a stronger and more powerful person.
 


	67. ACTION
EXERCISES
1. Decide today  to become a totally confident, high-self-esteem salesperson; say
over and over to yourself, “I like myself!”
2. Visualize yourself continually as the very best in your business; the person
you “see” is the person you will “be.”
3. Resolve in advance that, no matter what happens, you will never give up;
failure is not an option.
4. Refuse to take rejection personally; accept it as a normal and natural part of
selling, very much like the weather.
5. Follow the leaders in your field; pattern yourself after the highest-paid and
most successful people. Find out what they are doing, and then do the same
things until you get the same results.
6. Make a decision today to join the top 20 percent of people in your business;
remember that no one is smarter than you, and no one is better than you.
Anything that anyone else has done, within reason, you can do as well.
7. Take action on every new idea that you think can help you in any way. Give it
a try. The more things you try, the more likely it is that you will eventually
triumph.
We advance on our journey only when we face our goal, only when we are
confident and believe we are going to win out.
—ORISON SWETT MARDEN
 


	68. 2
SET AND ACHIEVE
ALL  YOUR SALES GOALS
If I’ve got correct goals, and I keep pursuing them the best
way I know how, everything else falls into line. If I do the
right thing, I know I’m going to succeed.
—DAN DIERDORF
Top salespeople are intensely goal oriented. In every study, the quality of goal
orientation seems to be associated with high levels of success and achievement.
The highest-paid salespeople know in advance how much they are going to earn
each week, each month, each quarter, and each year. They know how many calls
they will have to make to achieve a particular level of sales, and they have clear
plans about what they are going to do with the money they earn.
It is essential for your success that you decide exactly how much you intend to
earn each year. If you are not absolutely clear about your earnings target, your
sales activities will be unfocused. You will be like a person trying to shoot at a
target in the fog. Even if you are the finest marksman in the world, you are not
going to hit a target you can’t see. You have to know exactly what you’re aiming
at.
Your Annual Income Goal
Begin with your annual income goal. How much do you intend to make in the
next twelve months? What is the exact number? Write this number down. This
becomes the target toward which you orient all of your activities throughout the
year.
You need a goal that is realistic, but challenging. Take your highest income
 


	69. You need a  goal that is realistic, but challenging. Take your highest income
year to date and increase that amount by 25 to 50 percent, whatever amount you
are comfortable with. Be sure to make your goal believable and achievable.
Ridiculous goals do not motivate you; they demotivate you, because deep in
your heart, you know that they are unattainable. As a result, you will quit at the
first sign of adversity.
Top salespeople in every field know exactly what they are going to earn each
year and each part of each year. If you ask them, they can tell you within a dollar
what they are aiming at every single day.
Low-performing salespeople have no idea how much they are going to earn.
They have to wait until the end of the year and get their tax forms to find out
what happened. For them, every day, month, and year is a new financial
adventure. They have no idea where they are going to end up.
Put Them in Writing
To be effective, your goals must be in writing. Sometimes people are reluctant
to write their goals down on paper. They say, “What if I don’t make it?” You
don’t need to worry. The very act of writing your goals down increases your
likelihood of achieving them by 1,000 percent—ten times—and usually far
faster then you expected.
Even if you don’t hit your goal on schedule, it is still better for you to have a
written goal than to have no goal at all.
Your Annual Sales Goal
The second part of goal setting is for you to ask yourself, “How much am I
going to have to sell this year to achieve my personal income goal?”
This should not be too difficult to calculate. Even if you work on a
combination of base plus commission, you should be able to determine the exact
sales volume required for you to earn the amount of money that you want.
Monthly and Weekly Goals
 


	70. Once you have  decided your annual income and sales goals, break them down
by month. How much will you have to earn and sell each month to achieve your
annual goals?
Once you have your annual sales and income goals and your monthly sales
and income goals, break them down to weekly sales and income goals. How
much will you have to sell each week in order to achieve your long-term goals?
Daily Sales Goals
Finally, determine how much you have to sell each day to earn the amount
you want to earn each day.
Let us say that your annual income goal is $50,000. If you divide $50,000 by
12, you get approximately $4,200 per month. If you divide $50,000 by 50, the
number of weeks that you work in an average year, it comes out to $1,000 per
week. Now you have definite, specific targets to aim at.
Set Clear Activity Goals
The final step in setting sales goals is for you to determine the specific activities
in which you must engage to achieve your desired sales level. How many calls
will you have to make to get how many appointments with prospects? How
many presentations and callbacks will you have to generate to achieve a specific
level of sales?
When you keep accurate records day by day and month by month, you will
soon be able to predict with considerable accuracy exactly what you will have to
do each day and each week to achieve your monthly and annual income goals.
Let us assume that you will have to make ten prospecting calls a day to get
sufficient appointments to make enough sales to achieve your goals. Make it a
game with yourself to make your ten prospecting calls before noon each day. Set
this as your daily activity target, and then discipline yourself to follow through
on your plan.
Get on the phone by eight or eight thirty in the morning, or get out and cold-
call, if you have to. Whatever you do, force yourself to make your ten calls
before noon, every single day, until it becomes a habit.
 


	71. before noon, every  single day, until it becomes a habit.
You Control Your Sales Life
The most important part of planning your activities is knowing that sales
activities are controllable. You cannot decide or determine where a particular
sale will come from. But you can control the inputs, the activities that you must
engage in to achieve the sales in the first place. And by controlling your
activities, you indirectly control your sales results.
Some days and weeks will be better than others. Sometimes you will make a
lot of sales, and sometimes you won’t make any. Sometimes you will have dry
periods and sales slumps. Other times you will sell two or three times as much as
you projected. But the law of averages is at work. It is inexorable. If you just
keep on making the necessary calls, you will eventually make your sales, on
schedule.
Your Results May Amaze You
In many cases, when you start setting goals for the week, month, and year, and
start working toward them systematically each day, you will hit those goals far
faster than you expected. Many of my students set one-year goals and hit them
in six or seven months. Some people have actually hit their sales goals for the
entire year in as little as three months.
Whenever you start setting clear, specific goals for every part of your sales
life, you will be amazed at the results. Some of my seminar participants have
worked for years selling a particular product in a specific market. But they had
never set goals before. The first year after they began setting goals, their sales
exploded. They suddenly started breaking sales records, even though they were
still selling the same product out of the same office, to the same people at the
same prices. Goal setting made the difference.
Tap Into Your Subconscious Mind
This happens because the very act of writing a goal programs it into your
subconscious mind. Once you have programmed a goal into your subconscious
 


	72. mind, it takes  on a power of its own. Your subconscious mind works twenty-four
hours per day, sleeping and waking, and starts guiding you rapidly toward the
achievement of this goal.
Once you have programmed a goal into your subconscious mind, it takes on a power of its
own.
Your subconscious alerts you to opportunities and possibilities around you. It
brings you the right ideas for the right things to say, sometimes in the middle of
a sales conversation. Once you program a goal into your subconscious mind, it
continually motivates you into taking the actions necessary to achieve it.
Sometimes, your subconscious mind will help you read your prospect’s face,
giving you a better sense of what to say. Everyone has experienced being in a
sales presentation where he simply couldn’t make a mistake or say the wrong
word. The sales presentation went smoothly from beginning to end and
concluded with a closed sale. Whenever this happens, it is because your mind is
perfectly programmed, at a subconscious level, to enable you to perform at your
best in the pursuit of your goals.
The Right Words at the Right Time
When you feel excellent about yourself, your subconscious mind will give you
exactly the right words at exactly the right time. It will make you sensitive to
physical cues and verbal clues that will guide you to bring up a subject that you
hadn’t even thought about. But it will turn out, from the customer’s point of
view, to be exactly the right thing to say.
You might mention that your company has an excellent reputation for
customer service and after-sales follow-up. You later learn that this was the
prospect’s primary concern and was exactly what he needed to hear to buy from
you.
As previously stated, the average person uses only 10 percent of his potential.
By programming your subconscious mind with clear goals, you gain access to
the 90 percent of your potential that lies beneath the surface, deep in your
subconscious mind. You program your subconscious and access it on a regular
basis by deciding exactly how much you want to earn and precisely what
activities you will have to undertake to earn that amount of money.
 


	73. activities you will  have to undertake to earn that amount of money.
Set Personal and Family Goals
You also need personal and family goals. These are the reasons why you do
what you do. These are the reasons that you get up in the morning and work all
day, in the face of disappointments and difficulties. The greater clarity you have
with regard to your family and personal goals, the more motivated you will be
and the faster you will bounce back from temporary failure and rejection.
Imagine that you could double your income in the next two or three years. If
you did, what are some of the things you would change in your life? Make a list
of all the things that you would be, have, or do if you were earning vastly more
money than you are earning today. The longer this list, the greater your level of
motivation and determination.
Build a Fire Under Your Desire
If you have only one or two reasons for achieving your financial goals, you
will be easily discouraged by setbacks and difficulties. If you have ten or fifteen
reasons for being successful, you will be more motivated and determined. But if
you have fifty or one hundred reasons for increasing your sales and your income,
you will become virtually unstoppable.
When it comes to aggressively selling your product or service, who do you
think will be more motivated? Will it be the person with one or two reasons to
succeed, or the person with fifty-plus reasons? The fact is that the more reasons
you have, the greater will be the intensity of your desire, like a roaring furnace.
The more you want it, the more guaranteed it is that you will do whatever it
takes to achieve it. The more reasons you give yourself, the more of your
subconscious powers will be available to you in each selling situation.
Set 100 Goals
Here is an exercise for you. Get a spiral notebook and write down 100 goals
that you would like to accomplish in the years ahead. Make a list of everything
that you would like to have in your life and everything that you would like to do.
Imagine that everything you write on this list is going to come to you at exactly
 


	74. Imagine that everything  you write on this list is going to come to you at exactly
the right time and in exactly the right way. You only have to write it down, as if
submitting an order to the great cosmic storehouse of wealth, in order to get it.
As you think of new things that you would like to have or accomplish, write
them in this spiral notebook. You can never have too many goals.
A friend of mine who was just starting in sales began this exercise by writing
down more than 350 goals for himself for the years ahead. Every time he read
the newspaper or watched television and saw something that he wanted, he
wrote it in his spiral notebook. Every week, he read and reviewed his goals and
added new ones.
Within one year, in a competitive market, from a dead start, he became one of
the most successful salespeople in his field. He eventually broke every sales
record in his industry. He was written up in the newspapers as a “sales
superstar.”
He told me privately that writing and reviewing his goals was the primary
reason for the motivation and enthusiasm that led to his success. He eventually
came to feel that he was unstoppable.
The Number One Reason for Success
In my work with more than 500,000 salespeople throughout the United States
and in twenty-five countries, I have found that the commitment to goal setting
has been the number one reason for the success of the top people. All the
highest-paid sales professionals in every field are committed goal setters. They
write and rewrite their goals every day. They continually add to their lists. They
access and activate their subconscious and superconscious minds. They begin to
attract into their lives people and circumstances that help them achieve their
goals.
Visualize Your Goals as Realized
When used with goal setting, visualization is perhaps the most powerful skill
that you can develop. There is no more powerful way to program your
subconscious mind than to create a clear mental picture of the person you want
to be and the goals you want to accomplish.
 


	75. The power of  visualization is the most awesome power possessed by human
beings. It is said that all improvement in your life begins with an improvement in
your mental pictures. When you visualize, see yourself as calm, confident, and
powerful. Envision yourself as successful and influential. Picture yourself as
capable and competent in every part of selling. See yourself as absolutely
excellent in prospecting, presenting, and closing sales.
Before you go into a sales meeting, imagine the prospect responding to you in
a positive, enthusiastic way. See him or her smiling and engaged in the sales
conversation. Picture especially the prospect signing the sales order or writing
out the check. You will be amazed at how often your visualization will turn into
reality when you are with the customer.
Say It and See It
Your subconscious mind is activated both by pictures and by strong
affirmative statements. Each time you say something strongly to yourself, your
subconscious mind accepts these words as a command. It then goes to work to
bring that command into your reality.
The very best all-purpose affirmation is “I like myself ! I like myself ! I like
myself !” As I have already shown, each time you say “I like myself !” you raise
your self-esteem, improve your overall self-concept, and perform more
effectively in whatever you are doing, especially in sales.
When you repeat an affirmation as a command to your subconscious mind
with confidence and enthusiasm, you activate all your mental powers. You
increase your energy levels. You feel more positive and enthusiastic. You take
complete control over your mind and emotions.
Say to yourself, “I feel happy. I feel healthy. I feel terrific!” Repeat this over
and over again as you go through your day. Every time you repeat these words,
you will feel happier and more confident. Then see yourself as if you felt this
way.
From the Bottom to the Top
At a seminar recently a sales manager told me a story. She said her company
had hired a young salesman with limited experience. They were not sure whether
 


	76. had hired a  young salesman with limited experience. They were not sure whether
he would be successful, but they decided to give him a chance. Within six
months however, he was the top salesman in the entire country for that company.
They sat him down and asked him why he felt he was doing so well, considering
that he had never worked in this industry before. How was he outperforming and
outselling professional salespeople who had been in the industry for ten or
fifteen years?
His secret? He was using affirmations and visualization every day. He said,
“Every morning when I get into my car, I repeat to myself, ‘I’m the best! I’m the
best! I’m the best.’
“I then say, ‘I’m the best salesman in this company. I’m the best salesman in
this industry. I’m the best salesman in the business.’
“Before every sales call, I sit in my car and pump myself up by repeating
these affirmations, ‘I’m the best in this company. I’m the best in this industry.
I’m the best in this country.’”
Create a Clear Mental Picture
This inspiring salesman went on to explain that while he was talking to
himself positively, he would create a clear mental picture of himself selling and
interacting with the customer exactly as if he was the top salesman in the nation.
He imagined the prospect responding to him positively and confidently. He
would relax, smile, and enjoy the feeling that he anticipates having when he gets
face-to-face with a customer.
When he went in to see the prospect, he radiated confidence. He was warm,
friendly, and self-assured. He was courteous and respectful. He created instant
rapport with everyone in the company, especially the customer. And customers
bought from him in record numbers.
Choose Your Words and Pictures
Here is an interesting discovery. Everyone visualizes and talks to themselves
continually as they go about their daily business. The difference between top
salespeople and average salespeople is the content of their inner dialogue and
 


	77. their mental pictures.  Top salespeople think and talk about their best selling
experiences in the past. They then imagine that they are going to repeat those
excellent experiences in the upcoming sales call.
Mediocre salespeople visualize and affirm as well. Unfortunately, they think
about their most recent negative experiences. They think about wasted time and
energy on people who didn’t buy, customers who were rude or indifferent, and
how disappointed they felt.
In either case, by visualizing and affirming, the salesperson is setting himself
up mentally to repeat the previous experience. When you create a positive,
exciting picture of your very best previous sales experience, your subconscious
mind projects that experience, like a picture on a screen, onto your next sales
call. With this clear picture, your subconscious orchestrates your thoughts,
feelings, and actions so that you do and say the same things that you did and said
before to be so successful.
You Control Your Subconscious Mind
Your subconscious mind is neutral. It is like clay. You can shape it any way
you want. Your subconscious does not think or decide. It merely obeys your
mental commands. When you take full control of your conscious mind and
discipline yourself to think and talk about only the things you want, you send
clear commands to your subconscious mind to give you the thoughts, words, and
actions that will make you successful.
Selling Like Columbus
Many salespeople are what we call “Columbus salespeople.” When Columbus
set off seeking a route to India, he didn’t know where he was going. When he
arrived in the Americas, he didn’t know where he was. And when he got back to
Spain, he didn’t know where he had been.
Many salespeople are like this. They set off in the morning with only a vague
idea of where they are going. When they arrive at the customer’s home or place
of business, they say the first thing that falls out of their mouths. And when they
arrive back at the office, they are not sure where they have been or what
happened.
 


	78. happened.
Plan Your Calls  In Advance
Top salespeople are different. They think through their sales calls in advance.
They go over what they are going to say mentally before they get face-to-face
with the prospect. They practice “mental rehearsal,” a peak-performance
technique used by all top athletes, including sales athletes. They prepare
mentally for the upcoming meeting.
If you were an athlete going into competition, you would never think of
arriving at the field or court and then walking straight in to the competition. A
professional athlete always warms up before going onto the field. By the same
token, professional salespeople warm up as well by mentally rehearsing so that
they can perform at their very best when they get face-to-face with their
customer.
Two Ways to Visualize
There are two ways that you can use visualization to mentally rehearse your
upcoming sales performance. The first is direct, whereby you “see” the customer
and the sales situation through your own eyes. You see the customer smiling and
responding to you in a positive way. You see him or her agreeing with you and
enjoying your company and the sales presentation. This is very effective.
The second way you can use visualization is indirectly. With this method, you
actually stand outside of yourself and see yourself and the customer in the sales
situation, exactly as if you were a third party watching from the side. When you
use both of these methods alternately, seeing yourself from both the inside and
the outside, you dramatically improve the quality of your sales presentation and
personal performance.
See Yourself as the Best
Continually imagine yourself as the very best in your field. See yourself as
one of the highest money earners in your business. Model yourself after the
highest-paid salespeople in your industry. Walk, talk, and treat others as if you
were already a sales superstar.
 


	79. were already a  sales superstar.
When you see someone else driving a new car or dressed in expensive clothes
and wearing an expensive watch, say to yourself, “That’s for me!”
You decide that whatever anyone else has accomplished, you can achieve as
well. There are no limits.
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