The ONE Thing
That Will Make
ALL The Difference!

lan M Harvey

Published by Let's Do It (Qld) Pty Ltd
P O Box 542
Sanctuary Cove QLD 4212
Australia

ISBN 0 9585967 2 7
Copyright © 1999 lan M. Harvey

All rights reserved. No part of thisbook may be reproduced, stored in any retrieval system, or transmitted, in any form or by any means, el ectronic, mechanical,
photocopying, recording or otherwise without prior permission of the author or publisher.



Dedication

To al those friends who
pull me up, encourage me
and give my life meaning

.. and to those who try to pull me down
and don’t know how much
of afavour they are doing me.

Acknowledgments

Stephen Covey
Napoleon Hill
Paul Fletcher
Tom Hopkins
John Symond
Mike Harvey
John Charles Salak
Confucius
Alvin Tofler
Henry Ford
Tony Robbins
Albert Einstein
Eleanor Roosevelt

Mistakes
If you notice a spelling mistake in this book please assume | put it there on purpose. Some people are aways
looking for mistakes and | believe in giving something for everyone.



Introduction

If 1 wereto tell you that there was one thing, that is easy to develop and that will be the single most impacting
change that you could make in your selling career, would you be interested?

If | were to tell you that using this secret has resulted in more millionaires than any other single factor would
you want to know about it?

If 1 wereto tell you that developing this attribute is even easier than a 10 minute daily workout would you say
“Let’s get started!”

If | wereto tell you that changing this one thing, would not only be painless but also fun, would you be up for
it?

If you answered no to any of the above then this book is not for you. But if you, like so many salespeople, are
looking for that one thing that will give you the edge you need and deserve, then read on.

Thisbook isjust onein the Sales Magic Series. Each book is devoted to asingle skill. They are not intended to
be the definitive work on the subject. | find this is the problem with many books. They want to explain
everything in such detail that | tend to lose the plot. For me, an inherently lazy person, | just want a smple
answer, aplain answer, and one that | don’t have to search through miles of type to find. Let me open the page
and thereit is, right in front of my eyes, the answer.

Why should | do it?
What do | have to do?
How do | doit?

How can it be applied in red life?

| certainly believe that there is a place for the thicker books and | do read them. But, for now, keep it smple
and giveit to me easy and quick.

Areyou like that too?

If you are, then welcome to the club. In this and other books in the Sales Magic Series you will find simple to
understand techniques and strategies that, if learnt and used WILL MAKE A MAJOR DIFFERENCE. |
guarantee it! The whole series is dedicated to tools and techniques that have specific application to selling.
While some of the subject matter may lend itself to other fields, such as personal development, the main focus
at is not the focus here.

Who isthisbook for?

If you are an experienced salesperson, have been in sales only a short while or want to get into sales then this
book has been prepared especially for you. | believe there are certain foundational skills that every successful
salesperson must have. These skills are the building blocks for a career in what has been described as the
highest paid hard work and the lowest paid easy work.



Veterans

Sal espeople who have been plying their trade for many years are sometimes inclined to skip steps in the process
to the sale. This book (and the others in the Sales Magic series) will remind them of the basics that MUST be
attended to for ultimate success.

Rookies

The rookie salesperson is in the ideal situation to take advantage of these skills. “ Give me a boy until heis
seven and | will give you the man”. Rookie salespeople who have not yet learned the bad habits that can and
do come aong, can be likened to the boy under seven. Learn the right things when you are young enough
(experientially speaking) and you will be equipped to be a“man” of strength and skill later on.

If you are interested in getting into sales then | encourage you to do so. There is no greater reward than that
offered by this career choice. Thereis also no greater pressure put on you to conform once you begin to show
some promise. That is why this one attribute is THE ONE THING THAT WILL MAKE ALL THE
DIFFERENCE. Inasensethisisthe most important thing you could ever learn about sales.

So, what is The One Thing That will Make all the Difference.

There was a time when a good-looking outfit and some flashy words, along with a dominant approach might
get you more sales, but today things are different.
Today products are very similar and customers are:

Mor e sophisticated
Mor e knowledgeable
Not prepared to put up with transparent or pushy salespeople

The difference nowadaysis Y OU!

We are going to discover one vita attribute that will hold you head and shoulders above all of your
competition.

Something that will give you the success you desire and deserve in the great field of selling. To sell well, and
earn a great income, does require hard work, at first, but the great thing is that it gets easier as you develop into
the super sales person you can become.

Y ou may still achieve areasonable income through the old methods, but this will be short lived and futile.

Since much future business will rely on referrals from delighted customers you must develop the talents of the
future.

So, what isthe one thing? It's all about:



ATTITUDEN!

| hope that was not a disappointment for you.

“All this build up and then you tell me all | have to have the right attitude!”
Well | guess | wanted the build up for a number of important reasons:

Attitude really is the one thing that makes all the difference.
Customers are able to pick up your attitude intuitively.

More businessis lost because of bad attitude than for any other reason.
Y ou may not really be aware of the attitude you display.

Attitude is something that can be devel oped.

Attitude is not something that can be faked.

| can sense that you are not convinced. | hear you saying:

“I am always nice to my clients’
“I have learned to suppress how | feel for the sake of the sale”
“My clients all like me anyway, why should | change?”

Have you ever noticed the gap that exists between the super salespeople and the rest of the team? Often the gap
is huge. And often the only differentiator is their attitude. Attitude is, however, somewhat ethereal. It is not
something you can bottle.

Attitude is a little harder to define but that is exactly what we are going to do in this book. | want to define
attitude in terms that we can understand and in terms of strategies that we can learn and usein sales.

Selling is a process that is made up of many elements such as prospecting, pacing, qualifying, presenting,
negotiating closing etc. but the one thing that is common to every one of these is your attitude.

The important thing is not to stop questioning.

Curiosity has its own reason for existing. One cannot help but be in
awe when contemplating the mysteries of eternity, of life, of the
marvellous structure of reality.

It is enough if one tries merely to comprehend a little of this mystery
every day.

Never lose a holy curiosity.

- Albert Einstein



What isattitude?

The dictionary defines attitude as:

1. Thearrangement of the body or figure.

2. A mental position or feeling regarding a fact or state.

3. Theposition of somethingin relation to a reference point.

And istaken from alatin word that is also translated aptitude. Aptitude itself means:

1. Capacity for learning and,
2. A natural inclination or ability.

Y ou can see how aptitude and attitude are closely bound. Natural inclinations are subconscioudly driven, so is
our attitude. We could rightly link attitude and aptitude by saying that attitude is a mental position or feeling
that isdriven by a natural inclination.

On the basis of this understanding | would suggest that attitudeis:

That dominant feeling that prompts most of our actions and is mostly observed through our habitual way of
operating.

It is also comforting to note that attitude includes the meaning related to a position taken relative to a reference
point and that apptitude includes a capacity for learning. So we can change our position simply by learning.
Our attitude is not carved in stone. C?Cious

Well, whereisit carved?

My research into the behavioura sciences has led me to
deduce that your attitude lies predominatly within your
subconcious mind. That is, that part of your mind that has
been preprogrammed for rapid decisions. It makes sense
at this time to do a little brain surgery so that we can
understand more about how deeply your attitude has been
carved, and how easy (or otherwise) it might be to
improveit.

It seems that our brains, while having a number of parts Sub congcioug
that have some pretty impressive sounding names (like

cerebelum and corpus callosum), process information in ¢

two different ways caled the conscious and the BO'OOOtimﬁilifff;l;:oﬁ conscious.
subconscious. Does not know the difference

between fact and fiction,
Responsible for the majority of our actions.

There are some maor differences between these two Containg a self preservation mechanism.
processing methods. The conscious mind is capable of
only one thought at a time, while the subconscious mind
has no limt on the number of thoughts it can process at
one time. It might be likened to a computer that has a




CPU (Centra Processing Unit) and a hard drive. The conscious mind is the CPU processing information one
bit at a time (although very quickly, nevertheless till only one bit at a time) and the subconscious mind is the
hard drive. The storage device which holds all the information put into it.

Unlike the computer however, your hard drive, your subconscious mind, is capable of making connections
between thoughts and linking patterns.

Your subconscious mind operates at 30,000 times faster than your conscious mind. That is, using your
subconscious, decisions will be made 30,000 times faster than conscious ones. This is actudly a self
preservation mechanism. If you had to make al your desicions consciously your head would literally explode.
Y ou simply could not make decisions fast enough to stay alive.

Talk about aloser!

The political career of Abraham Lincoln

1816 - His family was forced out of their home.
He had to work to support them.
1818 — His mother died.
1831 — Failed in business.
1832 — Ran for state legislature and lost.
1832 — Lost hisjob.
1832 — Wanted to go to law school but could not get in.
1833 - Borrowed some money from afriend to start a business.
By the end of the year he was bankrupt.
Took 17 yearsto pay off the debt.
1834 — Ran for State Legislature again and won.
1835 — Was engaged to be married, but hisfiancé died.
1836 — Had atotal nervous breakdown and was in bed for six
months.
1838 — Sought to become speaker of the State legidature and was
defeated.
1840 — Sought to become elector and was defeated.
1843 — Ran for congress and | ost.
1846 — Ran for congress again — this time he won — went to
Washington and did a good job.
1848 — Ran for re-election to Congress and |ost.
1849 — Sought the job of land officer in his home state — rejected.
1854 — Ran for Senate of the United States — | ost.
1856 — Ran for Senate again and lost again.
1860 — Elected President of The United States.

“ The path was worn and dlippery. My foot slipped from under me, knocking the other out of the way, but |
recovered and said to myself. It'sadip, not afall” - AbeLincoln



Think about it for a moment. Remember when you first learned to drive? That was a conscious process. You
had to be aware of everything that was going on around you at the time and you had to co-ordinate your hands
and feet to stay on the road and avoid stalling. Driving is not an easy process to do consciously and it probably
lead to a high degree of anxiety (especially for your instructor).

However as you became more familiar with the process, you could rely less and less on your conscious mind
because with each repetition you were programming your subconscious to take over. So pretty soon you could
drive amost oblivious of the process on a conscious level. You would be driving along with the radio on,
singing a song, holding a conversation etc. while your subconscious mind was taking care of the business of
driving.

How many times have you arrived home after along day, driven up the drive and then said to yourself “ Wow,
how did | get here?” (I don’t mean when you are driving home from the pub).

Th|nk about what your subconscious mind was controlling all that time. It was:

Co-ordinating your feet with just the right amount of pressure on the accel erator to maintain engine revs and
avoid stalling.

Interpreting visual signals and prompting reactions to maintain safety.

Determining your position relative to your home and making corrections to ensure you arrived at the right
place.

Identifiing auditory signals, identifying their source and prompting appropriate action.

Redlly, it was very busy and it does a fantastic job. If you did not have a subconscious mind you really could
not drive a car because your considered (conscious) decisions would be too slow.

But | said earlier that the subconsciuos mind aso stops your head from exploding.

Hereis an interesting article from the WEEKLY WORLD NEWS, May 24, 1994 entitled:
How To Tel If Your Head's About To Blow Up

MOSCOW -- Doctors are blaming arare electrical imbalance in the brain for the death of a chess player whose
head literally exploded in the middle of a championship game!

No one else was hurt in the fatal explosion but four players and three officials at the Moscow Candidate
Masters@Chess Championships were sprayed with blood and brain matter when Nikolai Titov® head suddenly
blew apart. Experts say he suffered from a condition called Hyper-Cerebral Electrosis or HCE.

"He was deep in concentration with his eyes focused on the board," says Titov's opponent, Vladamir Dobrynin.
"All of a sudden his hands flew to his temples and he screamed in pain. Everyone looked up from their games,
startled by the noise. Then, as if someone put a bomb in his cranium, his head popped like a firecracker.”

Incredibly, Titov®is not the first case in which a person® head has spontaneously exploded. Five people are
known to have died of HCE in the last 25 years.



"HCE is an extremely rare physical imbalance," said Dr. Anatoly Martinenko, famed neurologist and expert on
the human brain who did the autopsy on the brilliant chess expert, "It is a condition which the circuits of the
brain become overloaded by the body® own electricity” .

“The explosions happen during periods of intense mental activity when lots of current is surging through the
brain. Victims are highly intelligent people with great powers of concentration. Mr. Titov was an intense
person who tended to keep those cerebral circuits overloaded. In a way it could be said he was literally too
smart for his own good.”

Although Dr. Martinenko says there are probably many undiagnosed cases, he hastens to add that very few
people will die from HCE. "Most people who have it will never know much about HCE. And since fatalities are
sorareit will probably be years before research money becomes available.”

In the meantime, the doctor urges people to take it easy and not think too hard for long periods of time. "Take
frequent relaxation breaks when you®e doing things that take lots of mental focus,” he recommends.

Although HCE isvery rare, it can kill. Dr. Martinenko says knowing you have the condition can greatly
improve your odds of surviving it. A "yes' answer to any three of the following seven questions could mean
that you have HCE:
1. Does your head sometimes ache when you think too hard? (head pain can indicate overloaded brain
circuits).
2. Do you ever hear afaint ringing or humming sound in your ears? (It could be the sound of electricity in
the skull cavity).
3. Do you sometimes find yourself unable to get a thought out of your head? (Thisis a possible sign of too
much electrical activity in the cerebral cortex).
4. Do you spend more than five hours a day reading, balancing your chequebooks, or other thoughtful
activity? (A common symptom of HCE is atendency to over-use the brain).
5. When you get angry or frustrated do you fedl pressure in your temples? (Friends of people who died of
HCE say the victims often complained of head pressure in times of strong emotion).
6. Do you ever overeat on ice cream, doughnuts and other sweets? (A craving for sugar istypical of people
with too much electrical pressure in the cranium).
7. Do you tend to analyse yourself too much? (HCE sufferers are often introspective, "over-thinking" their
lives).

What wasiit that killed Nicolai?



Conscious thought!

That’ sright! Too much thinking killed Nickolai. Chessis not a suconscious activity like motor driving. In
chess you must think about what the opponent is going to do. You can't rely on your instincts and just go for it.
This conscious thought over a prolonged period of time can lead to abuild up of electrical current in the brain,
which in turn leads to overheating, which in turn leads to heads blowing up.

So having a subconcious mind is a good thing provided that the decisions that it makes are productive for us.
Y ou see the problem with subconscious thought is that we are never aware of the decisions we make
subconsciously we simply act on them.

Aslong as those decisions are good ones, that’s great. Getting home every night tends to reinforce that our
subconscious mind isworking right (at least with driving). We tend to go along with our subconscious
thoughts and actions simply because they are subconscious. The tradgedy iswe don’t think about them. What
iIf what we are doing automatically is not giving us the result we want? We would not even know about it. And
where did our subconscious programming come from anyway?

Wheredid it comefrom and how did it get there?

The subconscious mind and it’s workings are what separates the child from the adult. The process of growing
up includes the programming of the subconscious. This programming can take many forms, the main ones are:
Rote + The repetition of behaviour
Trauma

Emotion

Down, but not out

In 1991 John was down and almost out. He had lost millions when his partners pulled out of their joint venture
and the business folded. Things could not be much worse, he had lost his job, his business, his savings and his
family but he was determined to succeed.

He was due to attend a meeting but had just ruined his tie so he ran into a shop to get another. He found anice
tie for $80.00 and passed it and his credit card over to the sales assistant. The credit card purchase required
authority and the clerk phoned up to get it.

John’s heart sank as he saw the assistant shaking his head and then pull out a pair of scissors and cut up the
card.

“ That was the best lesson in my life, | had to reassess myself, and | did”
John identified a need in the finance/mortgage area and found out just what the customers really wanted. He

went on to challenge the biggest ingtitution in the country, the banks, and set up the first non-bank lending
Institution.



Eight years later he is the owner of the largest non-bank home mortgage company in Australiaand is personaly
worth many millions of dollars.

That’s attitude for you!

Fiveonesarefive...
As quickly as you can write down the answer to these questions

What is 5 times 4?

What is 34 time 167

| imagine that you would have been able to answer the first question very quickly but the second would have
been a little harder. The first question could easily have been answered from your subconscious mind because
when you were younger you would have learned the times table by rote (repetition).

The second question however was an entirely conscious exercise. You were able to apply the rules of
multiplication to the problem and come up with the answer. But this would not normally occur subconsciously,
therefore it took longer.

Any observation that is made repeatedly will ultimately be recognised as a pattern and filed under “P” for
Pattern in your subconscious mind. At the same time another file is created called a Program. That is: your
natural response to arecognised pattern. More about response | ater.

This repeated observation and identification of that observation is called rote. Rote is defined as: the use of
memory usually with little intelligence.

Repeat an action, repeat an observation often enough, and your brain will set to work to create an automatic
response function to that action or observation when subsequently experienced.

Fact or Fiction?

Another rather interesting piece of information is that while the conscious mind is capable of rational thought
and can work out right from wrong, the subconscious mind cannot tell the difference between fact or fiction. It
is the subconscious mind that gives such reality to dreams. Once an experience has impacted the subconscious
it's effect will be felt forever unless reprogrammed.

Trauma or shock can create impressions on the subconscious mind.
Marion is deathly afraid of cats. Each time she would come to our place she would check first that the cat was

outside. If the cat strayed across her path she would have a physiological response. She would become visibly
afraid, her hair would stand up on the back of her neck and she would break out into a fear-induced sweat.



What would cause such a response to such a small creature as a cat? When asked about her fears she said that
she was afraid that the cat would eat her.

| can understand the fear, if the location is the jungle and the cat is a lion, but a tabby at home is a different
story. Obviously such afeeling does not stand up to logical investigation. But clearly the fear was very real to
her. It seems that when she was young, perhaps as a baby or toddler, a cat may have jumped onto her face or
bitten her. This traumatic experience when she was similar in size to the offending moggy implanted the idea
into her subconscious that the domestic cat is a man-eater.

No conscious thought to the contrary can convince the subconscious mind of the reality of the situation.

This is the case with most phobias. People wishing to overcome such phobias are often forced to face the
object of their fear repeatedly and such repetition (rote) can, over time, wear down the trauma-induced
subconscious thought patterns.

“If nothing changes...
...nothing changes”

- Unknown

Emotion also plays a part in the development of subconscious patterns. Emotion tends to be a booster to trauma
and rote. High emotion usually involves multiple senses. When you arein love for instance all the senses are
active. You appreciate the shape (sight) the scent (smell) the feel (touch), the voice (hearing) and the kiss
(taste) of your lover. The more senses that are involved with any experience the more you will remember it.

When emotions run high (whether positive or negative) the more the senses are active. The more active the
senses, the stronger the experience. The stronger the experience the more likely it isto end up as part of your
make-up, part of your subconscious scripting.

So, as we grow from infancy to adulthood we have experiences that are, by one means or another, written on
the dlate of our subconscious. As each new situation occurs our conscious mind is stimulated by a visual sight
(or sounds, smells, taste etc). It passes the observation onto the subconscious mind (which contains al the
templates for recognition based on our OWN previous experience) The subconscious mind makes a pattern
match and determines the response (also based on previous responses to similar pattern matches) and the action
or response is then activated.

Pretty neat system eh?

The ability to really see thingsis critical to our empowerment. We are constantly told that information is the
key to success. Therefore POWER must exist in information or more specifically our ability to sift the data and
find the information that is most important. Zig Ziglar said

°You can have anything you want if you just help enough other people get what they want®



Therefore we could reasonably equate being able to get a very clear idea of what the “other people’ want with
our own empowerment, our OWn SUCCESS.

TheOld Man and theLovers

Take a look at this picture. What do you see? Quite likely
you will see an old man. This is Bacchus the Greek god of
wine and merriment. But how did you know it was an old
man? This picture is realy just ink on paper, but the
seemingly random blobs of ink that you observed were then
passed through your pattern recognition software (your
subconscious mind) and you were able to match them with it
existing forms and shapes that established the old man face.

All that happened in a split second and once the pattern is
recognised you can react. Thisiswhat wedo inred life. And
so we say with confidence “ This is a picture of an old man
with a beard”

But (and you might already have guessed) this is not just a

picture of Bacchus. Embodied in this picture is aso the

reason why “other people’ will ”buy” what it is that you are offering. Have another look. It is not necessary to
turn the page around, or to look at it with adifferent focus. The other pictureis composed of al the elements of
the first and is on the same plane.

“Other people” will buy what you have to offer if you can tap into their emotion. The other picture hereis pure
emotion. It's“feeling”. It's“desire’. It'swhy we are here. It's how we got here. It's everything there is and
yet you can't hold it in your hand. It isthe purest thing that can exist between two people. It's what everybody

wants! But most of usjust see the wine and the merriment.

Why isit so hard to see? It'sal aquestion of how well you look!

Once we have recognised a pattern (the old man) we respond. The fact that we have gone on to the response
phase tends to shut out any further attempt to recognise. In other words we have stopped looking. To be able
to look well, to be able to see what “ other people want” we must be able to see and recognise things from their
perspective, not our own. But our pattern recognition software has become so finely attuned that it's main
function it to return a match as rapidly as possible. Our attitude is tied up with the way we see things.

What | am saying here is that your attitude is displayed by your subconscious programming. Your attitude is
not the behaviour you put on in order to be successful in any given situation but rather that behaviour that is
aways you and that is not considered. Your attitude is your essense and is demonstrated by all those
involuntary actions that support it.



You can’t hidealousy attitude
It must be displayed even though you may try to suppressit. To prove thistry the following exercise.

Draw a 10cm diameter circle on a piece of paper. Draw a crosshair pattern on it and write 1 at north, 2 at
south, 3 at west and 4 on the east point.

Find awasher of the type that is used with a nut and bolt and a40cm length of light string or cotton.

Tie the washer to one end of the string and hold the other end of the string between the right thumb and first
finger.

Now rest your right elbow on the table and suspend the washer about 20 mm over the center point of the
cross hairs on the pattern you have drawn.
Do not move your hand throughout the whole exercise.
Simply look at the weight and without taking your eyes off the weight, imagine that the weight is moving,
backward, forward, backward, forward between the numbers 1 and 3. Say the words and numbers to
yourself but don't move your hand.

forward - back, forward - back, forward - back, 1-2 1-2 1-2

Persistently and continuously repeat these words to yourself and imagine the direction of the movement of the
weight. Even though you do not move your hand the weight will begin to move in the direction that you
imagined.

After you have the weight going in that direction at a good pace and without moving your hand, change your
thoughts and imagine that the weight is going
left —right, left —right, left —right, 3-4, 3-4, 3-4

If you really want to go crazy you can think the weight into a clockwise direction, or anticlockwise, and
finally makeit stop.

Gino the Painter

The company knew it did not have enough salespeople for the special sale event coming up on the weekend.
So they recruited Gino who had never sold before in hislife. He did however have an outgoing friendly
personality.

He attended the 4-hour sales training meeting on the Thursday and listened carefully as the trainer explained the
differences between the sale event and anormal daystrading. He was alittle surprised when the trainer said
that he would do better than most of the experienced salespeople.

So on the next day he studied the material and learned the scripts. Come the Saturday morning meeting and
Gino was the only one who could recite the few scripts that all the salespeople had been given.

The experienced sal espeople knew better. They had been doing thisfor years. You could not tell them how to
suck eggs.

At the end of the day Gino had sold 4 cars. He was the top salesperson for the day. Some sal espeopl e were out
for aduck.

What made the difference? Attitude! And alittle bit of work!



Those who aready 2knew® how to do it couldn't.
Gino didn't know anything so he just followed the system.
Everybody had the same opportunities, the same chances, but they did not all have the same attitude!

That’s attitude for you!

If you have used your imagination effectively the weight will have moved in the direction you imagined. This
must happen. The degree of movement you get is entirely dependent on your ability to concentrate.

What does all this have to do with your attitude? It's very simple when you think about it. Your skeletal
system merely responds to prompting from the muscles. Y our muscles make your skeleton move. What makes
your muscles move? Your nervous system. Tiny sparks of electricity pass from your brain through your
nervous system and are directed to the specific muscle group that your brain wants to move. The muscles
merely amplify the nerve signals and then the skeleton adds rigidity to the whole function and creates
movement.

When you imagine something will happen your brain automatically fires off al the necessary nervous impulses
to make that reality come about. Even when you make a conscious decision not to move the muscles, the nerve
endings (in this case at your finger tips) are still getting the message. The cotton and weight act as an amplifier
and create the movement that would otherwise happen with your muscles and skeleton. You can't divorce what
your brain thinks from a physical effect.

The same is true with your attitude. What you think WILL have its manifestation in your real world. While
you can act outside of who you really are and can schmooze your customer, it is far better if that schmooze is
actualy part of you. Don't try to be someone else, become someone else. Create in yourself al the attributes
and habits of success. After all you did it once. It might be a little harder now that you are older but it is not
impossible.

To help in this regard | have developed a program for positive habit creation called The 21 Day Book. It is
based on the assumption that it takes 21 days to create a habit. This is an approach to positive habit
development that moves success from a hit and miss possibility to a planned redlity.

My Mate Paul

Paul and | used to scuba dive together. He was aways so energetic that | had a hard time keeping up with him.
That was before the accident. One day while Paul and afew friends were in the forest on their motorbikes Paul
had a terrible accident, which led to the amputation of his right leg just below the knee. That slowed him down
alittle. So when we went diving at least | could keep up. Despite his leg he would carry on as if nothing had
changed.

That was before the Gullian Barre. One night he went to bed with pins and needles in his fingers. Within 24
hours he was on life support in hospital. He could not breath and the only movement he could make was with
his eyelids.



Gullian Barre attacks the coating on the nervous system and leads to total paraysis. However the coating does
grow back and with Paul it took more than 18 months to get his feeling back.

In hospital Paul had to learn to do everything again. He had to learn to walk, and for him that meant on one leg.

I remember asking Paul when still in recovery 2How do you feel about life® and what he said was an
inspiration. He could have been angry or even full of self-pity.

But not Paul

“You know” he said “before | had these challenges, there were 10,000 things | could do that | hadn’t done.
Now there are 9,000 and | intend to do them all”

That’s attitude for you!

So attitudeis critical. It isespecially so in the field of sales because:

The attitude you display isa choice

It's your choice. You can choose to have alousy attitude or a positive one. A positive attitude is ssmply better
for the sales field. Maybe you do have a reason to have a lousy attitude. Y our wife just left you, your cat got
run over, your business partners just screwed you, and you are catching a cold. So maybe you even deserve a
lousy attitude, but your customers don't care and won't pardon you for it. Remember 50% of the people don't
care what problems you have and the other 50% are glad you have got them. You are selling in a subjective
world that listens to the radio station WIIFM - What's In It For Me? As much as that may seem uncaring and
shallow it isaso thereality of the situation.

Your attitude is contagious

Your attitude does rub off on others. Have you been at a party and someone with real charisma walks in?
Suddenly the whole room seems brighter. We naturally gravitate towards these types. We want a bit of what
they have got.

Conversdly, there is the type who when you ask @ How are you?® actually wantsto tell you all the details of the
operation and the depression and the financial strain, they can wear you out. You feel drained after they are
done. These are the suckers; they suck out all your positive energy and make you as useless as they are. They
are the ones who brighten up aroom by leaving it. These are the people that carry around their own rain cloud.
Not a good look for a salesperson.

They arejust testing you.

Some people just seem to want to rile you. Everything they do seems designed to get you upset. Really all they
aretryingto doistest you. If you get angry and respond badly you just failed the test. The ability to remain
clam under attack is not only good exercise but al'so good for you. Look at the people who are constantly angry
and succumb to provocation. They usually suffer from blood pressure, don't have friends and sleep alone.

The Shoe Story

Two shoe salesmen were sent to remotest part of Africa. They each began their saleswork at either end of the
country. Within the first two weeks the first salesperson rang the Head Office with his report.
aSorry Boss, it ain’t going to happen here...° he said, 2 ...no-one wears shoes here®
No long after the second salesperson called with hisreport. 2 Boss, it’s great! What a market! No-one wears
shoes herel®



You can’'t hideyour attitude

Your attitude WILL show through. The washer exercise you tried proves that. If you do bottle up your
attitude, (if you want to rip the other guys head off and don't) you will have health problems like ulcers etc. |
am not suggesting that you should go around decapitating people. It's about changing your attitude so that the
one you have is not only socially acceptable but also improves your results in sales and in life. Even if you try
to put on afalse attitude your real attitude will show through.

A fellow by the name of Morabian said that communication is

7% verbal (the words we choose)
38% vocal (the tone we use) and
55% visual (the signs we give * body language etc).

Not many people can lie with their body language. It takes arealy good actor to be able to switch in and out of
characters.

Many other humans (especially women) have an innate way of being able to read body language. This mostly
happens at a subconscious level and simply makes the customer feel uneasy about you. They may not be able
to put their finger on it but there is something that says, 21 just don’t think | can trust this salesperson®.

Become a double agent

My personal philosophy towards life includes making the most of any and every situation. There is always
more than one outcome, more than one possible result from every situation.

Sometimes the reward is experience, sometimesit is money, and sometimes it is both.

The@other° effect of taking any action is called the precessional effect.

Commitment

Until one is committed there is hesitancy, the chance to draw back, always ineffectiveness.
Concerning all acts of initiative (and creation), there is one elementary truth, the ignorance of
which Kkills countless ideas and splendid plans; that the moment one definitely commits
oneself, then providence moves too.

All sorts of things occur to help one that would never otherwise have occurred.

A whole stream of events issues from the decision, raising in one’s favour all manner of
unforeseen, incidents and meetings and material assistance, which no man could have

dreamt would have come his way.

| have learned a deep respect for one of Goethe’s couplets: “Whatever you can do, or dream
you can, begin it. Boldness has genius, power and magic in it. Begin it now!”

W. N. Murray - The Scottish Himalayan Expedition



The Humble Bee

Take a bee for example. What is abee's job? God created the bee to seek out and obtain
nectar from plants and flowers so that it could use the nectar asfood for itself and the rest of
the hive. That is all a beeisinterested in doing. It goes out every day, finds awhole lot of nice
flowers to raid and takes the nectar it gathers back to the hive.

But what is the precessional effect? Interestingly enough the precessiona effect is far more
important than the immediate effect (gathering food).

In the process of gathering the nectar the bee has to climb into the stamen of the flower because that's where
the flower cunningly placesit. On it's way to the nectar the bee's hairy legs brush against and pick up pollen
from the flower. This pollen is then exchanged with another flower simply by the bee going into the next
flower for another mouthful of nectar.

The precessional effect of this food gathering is cross fertilisation, and is responsible for the existence of
flowers. Flowers in turn provide not only beauty for us, but in concert with the trees, also provide us with
oxygen which is the precessional effect of their filtering in carbon dioxide from us.

The precessional effect is often more important than immediate effect.

Think about that for a moment. What could be the precessional effect of alost sale? The opportunity to learn
can be far more rewarding if the lesson is learnt and applied, because the resulting new behaviour will mean
greater salesin the future.

Therefore the precessional effect can be more valuable than the immediate effect.

“Failures are divided into two classes —those who thought and never
did and those who did and never thought “

- John Charles Salak
There is always more than one possible outcome from any situation. Focus on the negative and that is what you
will get. Look for the bigger positive result, and that is what you will attract. Be a double agent; look for both
results, that way you can never lose. So maybe you lose the sale, don't lose the lesson.
Your mind isatool that you can use for positive or negative outcomes. |sthe glass haf empty or half full?

The answer is all in your perceptions. In a sense the answer depends on your frame of mind.

There is no doubt about it; this world is not inclined to offer a lot of positive stuff. Occasionally you get a
positive story on the nightly news but for every good story there would be 30 or 40 bad ones.

Why do we as a species tend to concentrate on negative news? And what can we do to combat al this
negativity?



One reason that we have an interest in negative news is that it makes us feel more comfortable. Here | am
sitting in my nice warm house with my lovely wife and 2.5 kids, watching the TV news and | got through
another day without any of this stuff happening to me. | am lucky.

It isvery easy to fee smug and satisfied while everything seemsto be going right. But sometime things
arenot going quite aswell aswe think.

The Eagle and the Turkey
While the eagle battles against the strong winds in the search for live food,
the turkey easily picks up the grain that is thrown at his feet.

While the eagle works hard to build a nest on the mountaintop the turkey
simply snuggles into cosy hay bed provided for him.

While the eagle maintains condition through hard work the turkey gets fat off
the generosity of others.

While the Eagle learns the refinements of flight through necessity the turkey forgets how to fly and loses the
desire to experience new sensations.

While the Eagle feeds its young and trains another generation to live life to the full, the fat turkey becomes the
feed for others and only as the axe falls realises the folly of it's way.

Affirmations

An effective method of re-programming our subconscious is with affirmations. An affirmation is a thought of a
desired condition or thing. Constant repetition of an affirmation will lead to its acceptance in the mind.

Since our environment is a reflection of our own thinking, we can produce our own realities within our own
beliefs. Our dominant thoughts produce the conditions of our surroundings. What we are thinking and feeling
most of the time will become what we experience. Our lives will become what we affirm.

Here are some ideas on how to set up affirmations

Affirm the desired condition as already happening now. Do not say, "1'm going to get well." This places
the condition in the future where it may remain. Instead say, "I'mwell right now."

Affirm in the positive, not in the negative. Do not say, "My headache is getting better.” Instead say, "I
feel fine."

Do not place atime limit on the desired condition; allow it to happen on its own time and way.
Write the affirmation on a piece of paper.

Read the affirmation each morning after rising and each evening before going to sleep.

Paste the affirmation on your mirror, telephone or anywhere you will see it throughout the day.

Write the affirmation by hand at least 10 times



Record your affirmation on tape and listen to it while you work or drive your car.

“If you think you can
or you think you can't,
Y4 you're right”

- Henry Ford
Affirmations are useless
a Affirmation without action is self delusion®. - Tony Robbins
Affirmations are only the beginning, even though a very important part, of the process. First you must have the
belief, but then you must follow through with action that supports and is congruent with the affirmation. If you
don't follow through with appropriate action your affirmations will become a subconscious negative

reinforcement.

Conscious mind: a] am powerful and obliviousto regjection®.

Sub conscious mind: 21 don’t see any action proving that. Who do you think you are kidding, you're a
wimp®.

Affirmationsareshort term

An affirmation is only the start of the process of making a new habit. Once an affirmation has been repeated
(and accepted) often enough it will become part of you. At that time, when the thought is part of your make up,
the affirmation is no longer necessary. You don't have to tell yourself you can ride a bike once you can ride a
bike.

Y ou get what you expect, that's the law of attraction.

Napoleon Hill in hisbook “ Think and Grow Rich” wrote:

aQur brains become magnetised with the dominating thoughts which we hold in our minds and, by means
with which no man is familiar, these @magnets® attract us to the forces, the people, the circumstances of life

which harmonise with the nature of our dominating thoughts®.

The development of your success attitude, your success habits, must include what you repeatedly say to
yourself. Let'slook now at elements of your attitude that directly relate to your sales success.

Isit possibleto put adollar value on your attitude?

We tried this experiment once at a weekend motor vehicle sale.



We sent out 20,000 personally addressed invitations. Half inviting attendance on Saturday and the other half
for Sunday. On the Saturday the sales were not great and the sales team of 12 were alittle glum.

On the Sunday we added an incentive of $5 for each signed write-up taken to the control office. It cost us
$235.00 but here was the difference. The2Exp°® column was our expectation for both days.

Sat Exp | Sun | % diff
Buying groups 149 100 | 105 | -25%
Write ups 32 40 47 +46%
Sales 16 20 33 +100%
Sold buying groups ratio 1:10 |15 |13
% closed from write up 50% | 50% | 70% | +40%

At the wrap up meeting the salespeople genuinely thought that more people came in on Sunday (actually less by
25%).

They also felt that the people who came on the Sunday were of higher quality (the only difference between
those invited on the Sunday was that their last names were from the 2™ half of the alphabet.)

What made all the difference was attitude!

Your attitude towardsr g ection

Having the right attitude towards 2NQOP° is important. Getting a2NOP is a natural part of the sales game. You
will not win every sale, not even the super salespeople do that. What we need to do isto place adollar value on

every NO.

Here is aworthwhile exercise.

Commission per sale $
Closing ratio 1
Value of each 2NOP° $

Divide your commissions per sale by your closing ratio. In other words if you get $100 per sale and you close
onein four opportunities then each no isworth $25.00. A 2No° has a positive value. If you were to reduce your
closing ratio to say 1 in 3 then each no would be worth even more $33.33 No's can be good. Just don't make
them too cheap.

Don’t takeit personally.
Many salespeople are inclined to take rejection as a slight on their personality. Such an attitude is dangerous
because it can lead to either of the two extremes that follow.

FIGJAM
One can become arrogant and conclude that the customer did not know what they were talking about.

aWho the &"%# do they think they are!® This is known as the FIGJAM syndrome 2Flip I'm Good Just Ask
Mel



A FIGJAM salesperson tends to become oblivious to the expressed needs of the customer and enamoured with
his or her own style.

Any customers that do not buy from a FIGJAM either had something wrong with them or they really did not
have the money to buy anyway.

Just how isyour attitude towardsr e ection?
Try thissimple exercise.
Be honest with yourself and score your level of agreement with each statement on ascale of 1 to 10.

Hereisthe scale
1 Strongly disagree
3 Mildly disagree
5 Neither agree nor disagree
7 Mildly agree
10 strongly agree

| regularly practice methods to increase my effectiveness

Reection isgood if you can learn from it.

| like peopleto like me

| am not intimidated by a strong opponent

| find it fairly easy to speak in front of 3 or more people.

| do not give up easily and figure 2no® is arequest for more information.
Rejection is anatural part of the sales process

| am not negatively effected by arejection of my proposal

| analyse every situation and determine what | can do better

My increasing result indicates that | am improving al the time.

Score 75 - 100 Absolutely rejection proof

Score 50 £ 74 Mostly OK but affected from time to time by aregjection
Score 25-50 Y ou need help

Score below 25 Are you sure you want to be in sales?

Chicken Little

You will recall how Chicken Little became convinced that the sky was falling on him.
Nothing anyone else could say would convince him otherwise.

When one thing goes wrong for a Chicken Little everything goes wrong. Somehow that sort
of behaviour actually attracts other negative things. We don't always get what we want but
we always get what we expect.

What is worse is that the negative feelings are often broadcast to other members of the team or even the
customer.



Think about what you do and put avalue onit.

One thing that is very worthwhile when it comes to not making asaleisto learn thelesson. Thereisareason
why the customer did not buy.

Your challengeisto find out to what degree, if any, you contributed to the lost sale. It may be ssimply that the
prospect did not like your product and could not be convinced otherwise. These are factors that might be
outside of your control. Finding those elements that you actually do impact on and identifying action that you
can take to improve make for afar heathier attitude towards rgjection asit is seen to provide you with valuable
lessons.

Affirmation suggestions:

a| see possibilities for growth in every situation®

a| have the power to forgive myself for past mistakes®
a| choose not to carry any baggage®

a| amrewarded for all thework I do°®

Just how isyour attitude towardsyour customers?

Try thissimple exercise

Be honest with yourself and score your level of agreement with each statement on ascale of 1 to 10.
Hereisthe scale

1 Strongly disagree

3 Mildly disagree

5 Neither agree nor disagree
7 Mildly agree

10 Strongly agree

| constantly study the different types of customers and devel op strategies for selling to them

| can understand why customers often do not tell the truth.

All people are different and need to be treated differently

All prospects are worth talking to.

| am comfortable with customers of the opposite sex.

| have alot of repeat business

| try to get to know my customersreally well.

| find it easy to remember and use my customers names

| never pre-qualify a customer

If | asked my fellow salespeople they would say that | never display prejudice towards customers.

Score 75 - 100 Healthy level of respect for your customers
Score 50 + 74 Good but you could improve.

Score 25-50  Customersreally are important you know.
Score below 25 Ever thought of a career as a lighthouse keeper?



Your attitude towards your customers

Sometimes we can get pretty cynical about our customers. | know that the following has been around for along
time but it is even more important now than it was when it first came out. Customers are far more demanding
today than ever before and must be treated as KING.

The Customer + is the most important person in any business.

The Customer + is not dependent on us + we are dependent on him.

The Customer £ is not an interruption of our work + heis the purpose of it.

The Customer + does us a favour when he buys from us + we are not doing him a favour by serving
him.

The Customer + is part of our business + not an outsider.

The Customer  is not someone to argue or match wits with.

The Customer + is aperson who brings us hisneeds + it is our job to fill those needs.

The Customer + is deserving of the most courteous and attentive treatment we can give him.
The Customer + isthe fellow that makes it possible to pay your salary. Treat him well.

The Customer * isthe lifeblood of this and every other business.

Often our attitude towards our customers is summed up in the language we chose to use when describing them.
| have heard customers referred to as heads, maggots on the tip, wood ducks, tyre kickers to name but afew.

You might also have heard the term 2 All buyers are liars® Now if you feel this way and you call your
customers any of the aforementioned names (or any new one that | have not heard of) even under your breath
then you are setting yourself up for a goodbye not a good buy. A customer, no matter what heislike, is a guest
and deservesto be treated as such.

Selling added value

Mike was the Group Manager for two motorcycle dealerships located either side of a busy Auckland main road.
He was interested to see that both shops showed markedly different results in insurance sales.

The Manager of the Honda shop, Paul, was achieving a 99% penetration on CCI (PPI) insurance with time
payment purchases.

On the other side of the road, with the same type of customer and the Kawasaki brand, the Manager, Darren
was getting only 26% penetration.

aPeoplejust will not buy it°® was the best reason Darren could offer.

Paul' s method was to quote the deal with CCI already built in and take it out if the customer objected. He
would say:

aYou can own this bike now for $142.00 per month, and that also includes CCl which will make your
payments for you should you lose your job°

Darren did not do it that way because he did not believe they wanted it.



When Darren left Darryl took over and overnight the CCl penetration went up to over 55%. Attitude makes
all thedifference.

Your attitude towardsyour fellow salespeople

There are three possible outcomes from working with other people. They can either:

A Encourage you to achieve more
B Discourage you from excelling or
C Do nothing at all

That pretty well covers the field doesn't it? But it seems in the selling game we are faced with alot of large
egos and often the effect of having alot of salespeople in the same room will produce a B type result.

Head Nickers

Mark was a good salesperson at a Mazda dealership in Sydney. He was very competitive and desperately
wanted to be Number One in the country. This meant he was very active and when any prospect walked into
the dealership he would be first up and at them. He would use every trick he could think of to get to the
customer before any other salesperson.

He did become Number One, so his ego was stroked very nicely. He consistently sold 50-100% more cars than
his nearest competitor from the dealership. While he was doing 25-30 cars his fellow workers were selling 10-
15. Hedeveloped a superiority complex except he thought it was not acomplex. To him it was the real thing.

Mark was a 2head nicker®. He learned the art of making himself more effective by making the others feel
worse. The dedership total numbers were average given that most salespeople were under performing while
Mark was excelling. When Mark left, the average results of all the salespeople increased and the overall
dealership figures were better than before.

Thelesson? When you have a star performer with a high ego drive + don't let him near the rest of the team.

How isyour attitude towards your fellow salespeople?
Try thissimple exercise.
Be honest with yourself and score your level of agreement with each statement on ascale of 1 to 10.

Hereisthe scae
1 Strongly disagree
3 Mildly disagree
5 Neither agree nor disagree
7 Mildly agree
10 Strongly agree

Some members of the team love putting me down
| like to keep my strategies secret.

Others are annoyed when | score asde.

| am achieving average results.



Most of the salespeople arrive at work before me.

Some non-performers are always inciting others negatively

The lack of integrity by other salespeople directly effects my motivation
The whole sales force works as individuals

| have friendly digs at others from time to time

| am abit pipped when others score asale.

Score 75 - 100 C'mon, you gotta work together.
Score50+ 74 No manisanidand you know.

Score 25-50  Good but more cooperation would help.
Score below 25 Doing well, keep it up.

Some people mistake winning with stopping the others from winning. It's a bit like basketball. 1f you asked
the players who run the defence what their job is they would say, 2 We are here to stop the other team scoring®.
Therefore, in their minds winning means stopping the other team from scoring. Although thisis clearly avalid
strategy as part of the game, it never resultsin awin. The best it can result inisadraw. Games are won by
putting pointson the board. While you may have to get around the defence you can't spend your time there.

Tall Poppies

Being oblivious to the impact of others might tend to force you out of the pack. The pack is made up of the
majority of average salespeople. Average is not a good place to be either. Average means you are the best of
the worst and the worst of the best.

The average, the pack, will notice a superstar in the formative stage and will attempt to cut you down to size
before you make them look bad. This of course is the famous 2Tall Poppy® syndrome. What is needed is a
method of maintaining positive results at the same time as maintaining positive relationships with the rest of the
team. This will be covered in the section called “How to develop and maintain your professional attitude”,
coming up.

Don’t Make Waves

Maybe the issue is much ssimpler than that. Sometimes people hold themselves back from ultimate success
because they want to fit in. Maybe people won't like me if | am a success. Maybe they will say nasty things
about me if they see me making alot of money. Maybe | will become someone that | don't want to beif | make
alot of money. Maybeit's warmer here among the pack.

Affirmations:

a| alone amresponsible for the decisions | make.®

a| treat myself as something special .°

a| can respond positively to everything that happens.®

a] amaunigueindividual .

a My worth as a human does not depend on the approval of others.°

How isyour attitude towards your company and your boss?
Try thissimple exercise.
Be honest with yourself and score your level of agreement with each statement on ascale of 1 to 10.

Hereisthe scale



1 Strongly disagree

3 Mildly disagree

5 Neither agree nor disagree
7 Mildly agree

10 Strongly agree

The boss favours some salespeople over others.

My boss s protective of his position.

| only work late when | am asked.

Work is adepressing place.

| just work for the money.

Most of my workmates are less intelligent than | am
They do everything wrong at my workplace.

The company encourages competition over cooperation.
The company gives us no formal training

| can't wait for the boss to make a mistake.

Score 75 - 100 It's either you or them who's got the problem.

Score 50 + 74 Y ou should make the best of every situation + look for the lessons.
Score 25-50  You are getting some value from your workplace.

Score below 25 Y ou have a good attitude towards your environment.

Your attitude towards your company and your boss.

It has been said that more than 50% of people are in the wrong job, working for the wrong company. That's
sad. We spend a good third of each and every day working and it seems an awful waste to me that some do
things they really don't want to do for such along time.

If you are in ajob you don't like, get out! Chances are you are not doing your job well anyway and you are
only making yourself miserable doing what you are doing. Lifeistoo short to drink bad wine. Not only will a
bad attitude do damage to your mental state but it will also have a negative effect on others that work with you.

Working for b* & #ards

| have had to work with a number of unsavoury characters over the last 20 years. When |
began my speaking and training career in 1991 | remember the baptism of fire given me
by my (then) mentor. He would insist on sitting on the stage and picking me up on every
mistake right there and then in front of the audience.

| hated it, but | learned from it. | did not want to make mistakes that | would so publicly be
pulled up on. Often the lessons you get from real b* & #ards are very powerful and can save
developmental time.

As a public speaker | frequently am privileged to address the SWAP organisation (Salespeople With A
Purpose). This group have breakfast meetings once per week and are very supportive. If you don't aready
know about these people seek them out and attend a few breakfasts, you will be uplifted.



My only criticism of SWAP is that they are all too nice. Don't get me wrong, | love the pats on the back, but
real constructive criticism is not their strong point. 1f | do well | like to be told but | aso like to hear when |
screw up.

How isyour attitude towardsyour self-development?
Try thissimple exercise.
Be honest with yourself and score your level of agreement with each statement on ascale of 1 to 10.

Hereisthe scale
1 Strongly disagree
3 Mildly disagree
5 Neither agree or disagree
7 Mildly agree
10 strongly agree

The company efforts at training are mostly ineffective

| can't remember when | last read a book about sales

In sales you either have it or you have not got it

| learn best when | am actually dealing with customers

My sales results have been the same for some time.

| can't think of actual sales made from skills| have specifically learned.
When | attend training | want to hear new techniques

| hate scripts

Training is only necessary when you are starting out

Selling is more an art form than a process

Score 75 - 100 Changeis happening, you must keep up or you will be left behind.
Score 50+ 74 If you stand still you are going backwards.

Score 25-50  Good effort, keep it up.

Score below 25 Doing great, keep learning, you will excel.

There are those who watch it happen,
those who make it happen
and those who wonder what happened!

Your attitude towar ds self-development

It is my opinion that once you stop learning you die. There are many people who died right after they left
school, they just don't get buried for another 60 years. School is never over for the person who wants to be a
success.

You will be the same person you are today in 5 years form now except for the books you read, the tapes you
listen to and the people you meet. Lifeisauniversity and it gives the greatest lessons.

The successful person maintains a childlike willingness to learn and experience new and unfamiliar things.
And you are never too old. My Mum learned to use a computer when she was 73 years old. All it requiresis
the right attitude toward learning.



“The ignorant of tomorrow will not be those who can’t read and
write. It will be those who can’t learn, unlearn and relearn.”

Alvin Tofler

Changeistheonly constant
The rapid pace at which things change today demands that everyone who wants to be a success, in any field,
must keep up. Recognition of where you are in the change matrix is critical for surviving change intact.

The 4 stages of human reaction to change (and typical comments made) are:
Denial £2Thiswill not affect me.°

Resistance - 21'll be blowed if | am going along quietly.°

Investigation -2 Maybeit will work, lets giveit a go.°

Acceptance -2 Thisis the best move we ever made.°

Believe it or not, every one of us goes through each of these stages when faced with any change, even those we
create ourselves. Thetrick isnot to stay in the first two for too long.

Affirmation suggestions
a| work for my own experience and devel opment.©
a| accept with gratitude all of life's lessons.®

How high isyour self-esteem at thistime?
Try thissimple exercise.
Decideif you agree or disagree with the statement and score yourself on ascale of 1 to 10

1 Strongly disagree

3 Mildly disagree

5 Neither agree nor disagree
7 Mildly agree

10 strongly agree

| find it difficult to face up to my mistakes

| am greatly concerned about what others think of me

| am not always comfortable always saying what | mean

| find it hard to accept a compliment.

| consider it a personal failure when | don't reach my goals.
| am not working to my full potential

My progression to date has been really a matter of luck.
My mind has nothing to do with my physical well being
When things are going well they will not last with me

| am not comfortable giving others compliments.

Scorebelow 25  Very healthy self-esteem.

Score 25-50 High level of self-esteem punctuated occasionally by self-doubt.
Score50 + 74 Low level of self-esteem. Y ou need a boost.

Score 75-100 Youdon't value yourself enough. You are better than you think.



Your attitude towards your self

All of the above attitudes are related to the way you feel about yourself. Your self-esteem, or lack of it, will
impact on al of your dealings with other people.

If you feel bad about yourself you are not likely to be very effective in an industry where relating to other
peopleisimportant.

We are constantly bombarded with information that attempts to say that we will only feel good about ourselves
if we use this hair shampoo or wear certain types of clothes or drive a particular car.

Advertisers set out to create desires in us that associate an image, a life style with their product. Notice, you
never see a flustered, dishevelled housewife on TV extolling the virtues of a great dishwashing liquid. The
advertisers will aways make alife style association (implied precessional result) with using their product.

The flip side is that those who do not use their product must, by necessity, be less than together. And we often
buy that concept subconsciously. Which iswhy we rush out and buy the product also.

At asubconscious level we may be putting oursel ves down with statements like:

a| really am not that good®, 21 just can't keep weight off®, 21 am just no good with the books®, 21 am not an
attractive person.°

These thoughts must be eliminated from our subconscious. It's OK to think them consciously from time to
time because we need to check in and make sure we redly are on track. But to have them affecting us
subconsciously is dangerous because they will affect our outcomes. Self-esteem is best improved by instaling
positive thoughts about you. Here are some affirmations:

a| influence my future and fortune by planning and taking action to meet my goals.°
a| ama persistent, creative, intelligent, attractive, loving powerful individual .

“Nobody can make
you feel inferior
without your consent”

- Eleanor Roosevelt

How to Develop and Maintain your professional attitude

This chapter will equip you to develop and sustain a professiona attitude through the internalisation of
strategies that will make you awinner more often and be able to handle rejection easier.

What is success?

What is your definition of success? There are probably as many definitions of success as there are people
reading this book. And yourswill be just as good as any of them. One definition that | really liked was this one
from Tom Hopkins:

The definition of success is the continuous journey toward the achievement of pre-determined, worthwhile
goals.



Think about it and | am sure you will agree that success lies in achieving
something that you set out to do. But are you only successful when you have
doneit? If that were true then up untill that time you would be afailure. Success
IS not a destination £ it is a journey. And a journey which provides to you the
reinforcement of your own self esteem and the enrichment of not only yourself but
also others.

There are those who might feel quite successful if they have managed to take
something off another person by fraud or theft. But when it al boils down,
what is the use of being the richest man on earth and having no friends?

Stephen Covey says that real success comes from developing the habits of success and gives us the formula for
developing those habits He says the formulais K+S+D = H.

Skill + Knowledge + Desire
= The Habits of Success

Y ou have heard of people who win the lotto and soon after are just as poor as they were to start with. That is
because they have not developed habits around money so they squander their wedlth. It is the same with
success. To really achieve success we must develop the habits of success otherwise we will squander the
opportunities presented to us.

Stephen Coverys fomula again was K+S+D = H or Knowledge plus skill plus desire = the habits of success.

He says you need to KNOW what to do. But knowing is not enough you must also develop the SKILLS. But
there are alot of skilled people out there that do not have success. That's because, added to both of these must
be DESIRE, passionate desire that will see you refining your knowledge and skill and practicing until your new
talent isingrained, subconscious, a habit.

You must learn how to do something (Knowledge) and you must develop the ability to do it (Skill) but you
must also want to do it (Desire). If you have all three elements working together you WILL DEVELOP THE
HABITS. Any one or two will not work.

One thing that often gets in the way of our success is fear. A constant companion of a salesperson is FEAR.
Fear of failure, fear of the unknown, fear of the customer, fear of asking for the order, even fear of success.

Well what really is fear? Most things that people fear do not actually happen to them. And yet the fear that
they feel does hold them back from achieving something.

So nothing (FEAR) is holding us back from doing something. Well if nothing is holding you back you might as
well do it don't you think?



The Black Door

Several generations ago, during one of the most turbulent of the desert wars in the Middle East a spy was
captured and sentenced to death by a General of the Persian Army.

The General, a man of intelligence and compassion, had adopted a strange and unusual custom in such cases.
He permitted the condemned man to make a choice; the prisoner could either face a firing squad or pass
through the mysterious black door.

As the moment of execution drew near, the General ordered the spy to be brought before him for a short and
final interview, the primary purpose of which was to receive the answer from the doomed man.
a\What shall it be? , he asked the man, ° the firing squad or the black door?°

This was not an easy decision and the prisoner hesitated but soon made it known that he preferred the firing
squad rather than face the unknown horrors that might await him behind the ominous and mysterious black
door.

No long thereafter a volley of shots from the courtyard announced that the grim sentence had been carried out.

The General, staring at his boots, turned to his aide and said;
aYou seeit iswith men. They will always prefer the known to the unknown. It is characteristic of people to be
afraid of the undefined, yet | gave him his choice.°

aWhat lies beyond the black door?° asked the aide.

aFreedon?, replied the General, 21" ve only known a few men brave enough to take it.°

Planning is extending the situation into the future and postulating on what might happen and then deciding on a
course of action. Fear iswhen we decide that the outcome might be dangerous or difficult for us. All too often
we hold ourselves back from taking action because we perceive that the outcome will be bad for us. Now this
actually makes some sense. There is no point in jumping off a cliff if you have nothing to protect yourself
against the law of gravity. It would be plain stupid to take that risk. But if you had planned ahead and invested
in ahang glider and some lessons then that would be a different thing atogether.

So there is a fine line between what can be done and what we chose not to do. In my seminars | often have
participants break through their own barriers by breaking an arrow on their neck. A simple but powerful
demonstration of what is possible if you just forget your fears. This exercise demonstrates very well the
acronym FEAR

False
Expectations
Appearing
Redl

| will hold the arrow (a standard 35Ib breaking strain wooden archers arrow) against the participant's epiglottis
and when they are ready they would lean into it with sufficient force to break it. Try it for
yourself; press your finger into the softest part of your neck. It could hurt right? Now
imagine that your finger is an arrow and you have to break it. You can see why the fear may
come up.




But imagine aso the feeling you get when the arrow explodes apart. You did it! The fear was unnecessary! It
is possible. And so your mind starts thinking about what else might be possible. What else am | holding
myself back from that | can do?

In the selling situation people are often afraid of going too far so what they do isthey don't go far enough.

“The only man who
knows how far is
too far
IS the man
who has been there.”

- Anonymous

Positive Sdlf-Talk

Clearly a very important part of overcoming fear is to have a healthy respect for yourself and your own
abilities. If you need reinforcement the best place to get it from is yourself. Tom Hopkins has a great saying
that encapsulates thisinternal reinforcement. He calsit the champion's creed.

The Champion’s Creed:

“I am not judged by the number of times| fail, but by the number of times| succeed. And the
number of times| succeed isin direct proportion to the number of times| can fail and keep
trying!”

Think about it. Who was the greatest professional baseball hitter of all time? It was Babe Ruth. Now how
about this question. Who was the greatest professional baseball misser of al time? If you guessed Babe Ruth
you are right on the button. Y ou see Babe Ruth got to be the greatest hitter of all time by
swinging more often.

He put himself in the position of being able to fall, which meant that by the law of
averages and by the continual practice he was getting he would connect more often, and
therest is baseball history.

So if you are going to put yourself in a position from which you may fail the most
important thing is your attitude towards failure.

Here is about the best way | know to view failure. These are 5 affirmations that you can repeat to yourself that
will set your mind right every time you do not succeed in whatever it isthat you are doing.



In order to remember these important affirmations | use the fingers on my right hand as a visual sign of each.
1 | never seefailureasfailure, but only as a learning experience.

) Imagine your right thumb has a university cap on it. Get the connection to learning?
Learning Redlly if you look at every situation as an opportunity to learn you can never fail. When
asked by a reporter how it felt to have failed 969 times before he finally invented the light
bulb Thomas Edison said. 21 did not fail once, | succeeded in finding 969 ways in which

it would not work®.

2 | never seefailureasfailure, but only asthe negative feedback | need to change my direction.

The extended first finger makes a negative (-) sign. Mistakes or apparent failure are
avery effective way of getting to where you want to go. Think of how a yacht moves
against thewind. Thisis called tacking. The yacht makes a mistake to the left then a
mistake to the right and so on until it gets to where it wants to go. Tacking is an
important part of every success from timeto time. Just keep looking for new ways to
get there.

2
Negative
feedback

3 | never seefailureasfailure, but only asan opportunity to develop my sense of humour.

Hu o Extending your second finger as per the illustration may tend to bring up anger in any
onlookers. If someone gives you the 2bird® from now on, consider it an opportunity to develop
your sense of humour.

There is no doubt about it, rgection can and does hurt. But you can choose how you will
respond to it. The ability to laugh at oneself is very valuable. You could go al crybaby and get
depressed but let's face it, once it's done, it's done. You can't change the past, but you can
change the future.

If you laugh and carry on you will be the better for it. (Don't laugh too long though or the men in the white
coats come and take you away).

4 | never seefailure as failure, but only as an opportunity to practice my techniques and perfect my
performance.

4
Hard to do! |t js very hard to extend your third finger as per this illustration while keeping it paralel to the
~ back of your hand. The one thing we all need is plenty of practice. Already | have said that you
should not practice on your customers but sometimes the hard light of reality will make very
obvious the blunders you are making despite your hours of private practice.

My hobby is magic and | do alot of practice before | attempt any effect in pubic. Nevertheless,
when you are performing and make a mistake you really do learn quickly. The audience gives
you spontaneous feedback. From boos to cheers, | have heard it all. Let me tell you, the boos provide more
incentive for improvement than the cheers.
Unfortunately in the selling gain you quite often do not get that spontaneous feedback. The customer simply
does not buy and often you don't know why. Learn to look for the nuances that you could improve on and ask
for feedback. .



5 | never seefailureasfailure, but only asthe gamethat | must play to win.

5 When | was a kid there was a game we played where two people would hook their little
The Game fingers together and the person whose finger straightened when pressure was applied was
the loser. Regjection, failure, no sale they are al part of the game. Selling is a numbers
game. You will have a no sale situation from time to time. It happens! The important
thing isto keep score. Aslong as your number of no scores is reducing then you are doing
something right.

So play the game, learn from your 2faillures® make the necessary adjustments, keep your sense of humour well
adjusted and practice, practice, practice. You can't fail in the great game of selling. You can't fal if failureis
not in your dictionary.

OK, so now you are feeling 10 foot tall and bullet proof, what else can get in your way and ruin an otherwise
brilliant career in selling? It's nasty, it's horrible and we all suffer from it. The worst thing is we don't even
know that it affectsus. It's called PREJUDICE.

Prejudice

Prejudice comes in a number of flavours. There is the ordinary everyday racial type; the gender type and then
we can go to the more exotic varieties of size, socioeconomic grouping, chronological (age), religious. You
name it we are automatically programmed to respond better to people whom we think are the same as us than to
those who we see as different. | say AUTOMATICALLY because we do not even think about our prejudice we
simply do it. Next time you start to feel annoyed at someone without having a really good reason to try and
figure out what it is that is causing the annoyance. Most likely it will be just a point of difference between the
two of you. Hetalksto slow (or too fast). She wears clothes that are far too bright (or maybe to dull).

Now you can hold on to al prejudice you want if you are only selling to people like yourself. But if your
customers, like mine, come in all different shapes and sizes, colours and creeds then you can't afford the luxury
of allowing your prejudicesto effect your results.

One of the most common prejudices in sales that we might experience is @ He looks like a person who can't
afford this® | have lost count of the number of times | have heard of the car salesperson who rejected a prospect
because he was wearing shorts and thongs and looks like he just walked out of the bush only to hear that he
purchased down the road, at full retail, for cash.

Prgudgement, that is summing up a person before qualifying is prejudice. Prescription without diagnosis is
malpractice. To avoid prejudgement use this affirmation

Everybody GetsInvolved In Our Product Today.
| can smell a customer a mile away

While researching a book | wrote back in 1993 about using behavioural analysis in sales | was talking to a car
sal esperson whose confidence was almost overwhelming.

He stated categorically that he could smell a customer the minute they walked onto the yard. And to prove it he
gave me this example.



aThere was this Indian chap who came onto the yard. | knew he was not a genuine buyer the minute he came
in. But | went up to him anyway. He was looking at a car that had a big sign on it saying 2Normal Price
$13,000 Specially reduced $10,000°.

He turned to me and said.

a How much will you give me off for cash?®

a\We have already discounted it by $3,000° | said.

aYes but how much will you give me for cash?®

@ Maybe | am not making myself clear here® | responded 2| have already discounted the car by $3,000°
aWell | know that, but I am wondering how much more will you give me off for cash®

aLook® | sad2| don't come into your corner store and offer you 50 cents for a loaf of bread so don't you come
in here asking me to discount something that is already reduced!®

a| don't own a corner store, | ama doctor, and | will not be buying a car from you!®
aYou see”, the salesman said to me 2 | knew he was not a buyer right fromthe start, and | was right®

“Therearenone so blind as those who will not see”

Summary

In this book we have outlined the one thing that will make all the difference. Thereis no doubt; you must have
the right attitude in order to be successful in any sphere of activity especially sales.

We have looked at the importance of developing that winning attitude by discovering how your attitude is
developed, where it resides and how you can change it.

We have discovered a strategy of affirmations coupled with positive action that will slowly but surely re
program your attitude for success.

We have looked at new ways to view rejection, customers, fellow workers, the company and your boss. We
have assessed your attitude toward self-development and recommended a good hard look at yourself. So what
isleft?

The right attitude is critical and it is foundational but that is not all there is to success. The development of
actual skill now becomes critical to your success. Remember Stephen Covey' s suggestion that you need desire
plus knowledge and skill. Each of the books in the Sales Magic series is designed to give you the knowledge
and strategy to develop the skill in a particular aspect of selling. Also the Sales Magic audio series can be used
to learn, practice and apply real skillsin selling.

If your attitudeisright you can do magic!
| hope | may have provided you with the incentive to commit to your own development. There are so many

great books and tapes out there that will help you. | encourage you to create the habit of reading and listening
to positive uplifting material on aregular basis.



Here arejust afew really good ones:

Title and Author/s

Advanced Psycho Cybernetics - Paul G Thomas

Why men don't listen & women can't read maps - Allan & Barbara Pease
Follow your Heart - Andrew Matthews

The 7 Habits of Highly Effective People - Stephen R. Covey

Y ou can if you think you can - Norman Vincent Peale

Think and Grow Rich - Napoleon Hill

The Great Sales Book - Jack Collos

How to be Happy and Successful in Selling - Brian O' Donnell

Edge Learning has produced an audiotape series that also covers these vital skills and also provides practice
sessions to really help internalise these strategies.

To get hold of any of the great Sales Magic Tips available from Edge Learning, just click onto our products
page on the web.

| am interested to hear of the success that you have as you build your skills up. If you send me your story and
alow usto use it in upcoming reprints of this book we will send you any one of the items listed on our order
totally FREE OF CHARGE (offer does not include The Culture Audit)

Write your story and email us and specify which product you want.

Thanks

lan Harvey

Go and do magic!



Let's Do It Products

The following have been designed, written, developed by and are copyrighted to lan M. Harvey and available
through Edge Learning.

The Sales Planner £ A planning tool for the professional salesperson.

The Sales Management Planner £ A planning tool for the Sales Manager.

The Culture Audit + A self-administered instrument that identifies the real culture of your organisation.
Behavioural Analysis Pad £ Aninstrument used to identify an individual' s personality style.

The Sales Qube® + A tactile instrument used to identify a prospects style, help you to sell to them and
eliminate negative impressions that your style may create within the prospect.

Selling With Style £ A 105-page self-help book that teaches use of behavioural analysisin the selling
situation.

The 21 Day Book £ A guide to help in the creation of new habits. Comes with an audiotape or can be
purchased without the tape in packs of 5.

Sales Magic The Book seriest Learn how to create magic results from your sales efforts with these
comprehensive A5 size books outlining 7 Sales Magic Secrets.

SalesMagic The Audio series+ A 26 tape series available singly that provide actual practice sessions on
specific sales skills.



About the author

As a speaker and trainer lan' s unique style guarantees involvement and real take home value.

From 45-minute keynote addresses to three-day training experiences, from motivation to sales to
customer service, lan can help you and your organisation achieve greater results consistently.

His persona experience with all aspects of his training and speaking material has won him the award
Q.B.E. (Qualified By Experience). Like most of his clients lan went to the School of Hard Knocks
and the University of Life.

aYour enthusiasm, professionalism and training techniques are first class and contributed to what was an extremely
successful series of seminars®  John Wilson Manager Marketing Systems + Mitsubishi Motors Australia Limited.

aThe delegates were unanimous in voicing their high praise for your workshop® + Ray Finlayson + Chairman AADA
Convention Melbourne Australia 1997

aYour session taught our people not to fear change but to embrace and work with it® + Colleen McCormack + Human
Resources Manager + Harris DR Pty Ltd.

alanisa sincere, credible, enthusiastic and humorous trainer who can motivate people to maximise their potential while
also having fun® - Jane Rowland-Smith - Training Coordinator + The Australian Salesmasters

a\WWe can testify that the results of Mr Harvey's seminar were beyond our expectations® + Ed Higgins + Governing Director
Sulco Distributors.

lan believes in the empowerment of the individual and has helped thousands improve their persona results through the
elimination of personal barriers to success.

Contact lan at Let's Do It. on ph.+61 7 5510 9959 or fax +61 7 5510 9951 or on the Internet at http://www.letsdoit.net.au



For those of you who likea good laugh | could not resist slipping in a few additional affirmations.

As| let go of my feelings of guilt, | can get in touch with my inner sociopath.

| have the power to channel my imagination into ever-soaring levels of suspicion and paranoia.

| assume full responsibility for my actions, except for ones that are some else's fault.

In some cultures what | do would be considered normal.

Having control over myself is nearly as good as having control over others.

My intuition nearly makes up for my lack of good judgment.

| honour my personality flaws, for without them | would have no personality at all.

| am grateful that | am not as judgmental as all those censorious, self-righteous people around me.

| need not suffer in silence while | can still moan, whimper and complain.

As| learn the innermost secrets of the people around me, they reward me in many ways to keep me quiet.
When someone hurts me, forgivenessis cheaper than alawsuit. But not nearly as gratifying.

Thefirst step isto say nice things about myself. The second, to do nice things for myself. The third, to find
someone to buy me nice things.

| am at one with my duality.

Only alack of imagination saves me from immobilising myself with imaginary fears.

Today | will gladly share my experience and advice, for there are no sweeter words than "I told you so."
False hope is nicer than no hope at all.

A good scapegoat is nearly as welcome as a solution to the problem.

| am learning that criticism is not nearly as effective as sabotage.

Becoming aware of my character defects |eads me to the next step—blaming my parents.



Attitude
Thelonger | live, the more | realise theimpact of attitude on life.

Attitude, to me, is more important than facts. It is more important than past, than education, than money,
than circumstances, than failure, than successes than what other people think or say or do.

It is more important than appearance, giftedness or skill. It will make or break a company, a church, a
home.

The remarkable thing is we have a choice every day regarding the attitude we will embrace for that day.

We cannot change the past. We cannot change the fact that people will act a certain way. We cannot
changetheinevitable. The only thing we can dois play on the one string we have, and that is our attitude.

| am convinced that life is 10% what happens to me and 90% how | react to it. And so it iswith you.... We
arein charge of our attitudes.

- Charles Swindoll

Answer to the puzzle

Thisis a picture of two lovers under a grape vine archway. The old man's left eye is the hat on a young lady
who is embracing her boyfriend. The old mans right eye is his hair and he is wearing a feathery hat. Hisright
arm is extended across her front and he is wearing a cape.



