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FOREWORD



			Sales is more than just a job; it is a reflection of one's personality. This book is not a guide on how to become a sales rocket in ten steps. Nor is it a tribute to motivational seminars, CRM systems or KPIs.


			It is an honest look behind the scenes of sales from the perspective of someone who has spent more than 25 years in the business. With real stories, personal insights and a fair amount of plain speaking. For salespeople who want to know whether they are truly on the right track. For managers who want to understand how to really build teams. And for anyone who asks themselves,


			„Why do some succeed – and others fail?”


			I'm not writing this book because I know everything, but because it´s time to expose the big „sales bullshit”.


			For the sake of readability, the masculine form is used predominantly throughout this book. All such references are intended to be genderneutral and inclusive.


		




		

			
CHAPTER 1 
Why this book?



			VSales is not a job like any other. Those who choose it opt for a life between euphoria and disillusionment, between success and rejection, between bonuses and burnout. I have spent more than 25 years living exactly within this field of tension.


			Across different industries, with different products, in international teams and under very different economic conditions.


			During this time, I attended countless sales training programmes – internal and external, ranging from inexpensive to absurdly expensive. I read books, tested models, adopted methods and later discarded many of them. I led teams, trained people, developed talent and, unfortunately, also witnessed careers fail.


			And that is exactly what this book is about.


			Despite all the training, coaching and success courses, one central problem often remains unsolved: not everyone is cut out for sales, and not every training course can turn an average person into a top salesperson.


			Sales is not just about technique. It's a question of personality, attitude and sometimes even character. And this is precisely the gap that many guides and programs overlook.


			What I have seen – and often had to experience – in countless training sessions and leadership situations was this:


			

					

					 Some people are motivated by training.


				


					

					 Others absorbed new knowledge but translate it into action.


				


					

					 And some simply fail in everyday life – despite certificates, despite supposedly suitable personality tests, and despite the positive impression they make on their superiors.


				


			


			One of these moments that stayed with me was a scene at breakfast with a colleague during a joint business trip. He looked at me and said very calmly:


			„I'm afraid to go to the customer every morning.”


			A sentence that shook me – because it came from a colleague who, on paper, had everything: expertise, empathy and communication skills. Yet in the end, something essential was missing – perhaps selfconfidence. Perhaps inner stability. Perhaps simply the suitability for the role.


			This gap between what we believe we see and what people can actually deliver is a recurring pattern in many sales organizations. And it costs us not only time, nerves and money – but often good people as well.


			That's why I'm writing this book.


			It is not intended to be yet another sales bible, but rather an honest account of my experiences, a critical look behind the façade of sales. I want to distinguish between what has worked and what has not. I want to show why not every behavior can be trained. And I want to help avoid the typical mistakes in team leadership.


			This book is for everyone


			

					

					 who works with people in sales,


				


					

					 who are considering whether this job is right for them,


				


					

					 who wonders why certain sales myths simply refuse to die.


				


			


			If you recognize yourself in these lines, you are in the right place. And perhaps, along the way, you will recognize situations that feel familiar – or even recognize yourself. Welcome to reality. Welcome to


			„The Big Sales Bullshit”.


		




		

			
CHAPTER 2 
25 years in sales – what sticks?



			Almost three decades in sales. That sounds like a long journey – and it is. A journey with highs and lows, successes and mistakes, milestones and dead ends. I have learned one fundamental truth: sales is not static. It changes with society, with products, with technology, but above all, with the people who do it.


			When I look back, I don't see a straight career ladder. I see a road with countless turns. Some chosen consciously, others imposed. There were years when everything worked – targets exceeded, teams growing, pats on the back from management. And there were phases of doubts – about myself, the system, about the supposed logic of sales targets born more from Excel nightmares than real market sentiment.


			I have seen technically nearidentical products succeed or fail in the market solely because of the personality of the salesperson behind them. I have seen experienced managers stumble under the weight of their own expectations – and quiet sales professionals achieve extraordinary results through intuition, discipline and consistency.


			I have built teams, restructured them and realigned them. I have led conversations that inspired – and others that hurt. Along the way I learned how important it is to support people not only professionally, but emotionally. And how often exactly that is forgotten.


			If I had to distill 25 years in sales into a few lines, it would be this:


			

					

					 Sales is not a system.


				


					

					 It is the interplay of personality, timing and methodology.


				


					

					 Those who do not understand this will fail.


				


					

					 Those who master it will succeed – each in their own way.


					

				


			


			This chapter is not meant to be a nostalgic retrospective. It is an attempt to show you, the reader, what real sales experience feels like – beyond the LinkedIn success stories or the motivational quotes on PowerPoint slides.


			Because real sales is about people.


			About pressure. About decisions. About attitude.


			And that's exactly what the next chapter is about:


			The great „sales bullshit” – between illusion and reality – a distinction we make far too rarely.
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