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From my childhood, I have always been in awe of people who are successful and lead from the front. However, when I used to ask my teachers during school – how I can become like them?

All I would get as an answer is, study well, pass exams and you are ready to climb the ladder. However, no one stressed on minute details – how to handle stress, how to convince people, how to program your mind to deconstruct any problem and attack it to receive an answer.

I have found that, we individually have to make a continuous conscious effort in developing our skill set, by exploring resources available. There is no set course or book out there that can make you a complete leader. So much for the over-hyped and super-expensive MBA programs that just advertise their placement numbers and salaries offered and don’t really focus on skills.

This series of books will touch on some aspects that help you decode your weaknesses and give an alternative way of developing a mindset, a way of re-engineering your perception to problem solving to make you a more effective leader.

We acknowledge the strengths demure and shy people bring to the table and also offer a process whereby these people can get better results. And undoubtedly – this book is for everyone, those who are shy or those who are aggressive. The key challenge for leaders today is to get beyond the surface and unlock the full potential of their colleagues, which we decode in this book.

There are certain opinions in this book which may not be as per your thinking. The intention is not to hurt anyone buy analyze the positive aspects of everyone’s life and learn from other’s mistakes. Lastly, I hereby humbly admit of being a Shakespeare or Wordsworth, hence if you find the language style not up to you taste, I hope you forgive me. However, if you appreciate the idea behind the book and the thoughts in this, do hit me a mail or on social media and let’s get engaging.
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We all want to achieve something in life. 

Someone wants to be the next pop sensation, or a painter, perform at broadway. Well these used to be the driven by our interest, our skillsets and talent which people think they have. However some people in the world don’t have any of the earlier mentioned skillsets – but have something different, something unique. A breed - that knows how to address solutions to a problem. They could simply find resources, develop a plan and execute it. Till recently, these were to be only harnessed by corporations and such breeds were called ‘workers’ or ‘employees’. They did what they were asked to do, live under the shadows and excel. Though they were excellent in their work, their incentive was limited to some promotions and work bonuses. But the ultimate satisfaction (for some it may be emotional, money or fame) was never to be found.

That was until; some people came out from the “set” protocols and decided to do something of their own. These people wanted to be unorthodox, be different, risk takers and be called “entrepreneurs” – some people like Bill Gates or Warren Buffet had a journey which no one knew off. No one can create a company like Microsoft or Hathaway.

Some corporations like Google and again Facebook showed the world, that engineers – particularly computer engineer can create enterprises of their own. The shift then went on to coding.

But can the dream of doing something big be limited to coders?

Then came Jeff Bezos, Elon Musk, Steve Jobs who inspired people to just apply plain logic and see success through. Their aim to grow was never to kick the competition in the rear, but to simply serve the consumer and that’s how they grew.

Thanks to these examples set, today everyone aspires to become an entrepreneur despite a failure rate of over 90%. But most people are plagued by a thought – to become an entrepreneur you need to sell. Not a wrong thought exactly. But some people say – “I am not an aggressive sales person, I can’t be that loud” and drop the idea.

So when did entrepreneurship started adding such adjectives to its definition to be successful?

That’s a notion and there have been many more such notions that got been added to the list that we will discuss in this book and how to go about it.

Why now?

Well post Covid it has become important to bust few myths, clear our understanding from the excessive ‘loud noise’ and chatter that’s around and focus on important things which can help the entrepreneurship bug within oneself to excel.

After all changing times does require changing concepts!!

So let’s get started.

Oh and by the way, you should not expect any featured ‘growth hacks’ or ‘shortcuts’ to success that most self styled “guru’s”(who have not created a single company) sell online through webinars – as I am yet to find one that works. So if you expected something of sorts, the book does not contain anything like and don’t blame me. But yes, we will learn something different and something more that truly works...
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Chapter 1: Being Quite in a Loud World
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Let’s go back some years – to the time of appraisals you have had over the years or even more further to our childhood.

Sometimes we were given remarks, that we needed to “speak more” as a sign of “active participation”.

Unfortunately in every culture, talkativeness plays a big role, and people are generally more rewarded than the silent observers. It does not always mean that those who speak may be right or are confident. 

Sometimes, they are!

But often it’s out of insecurity that the first person, raises hand in a debate to speak – be it in company meetings or school classrooms. The need to be counted as an active participant. 

No doubt, being a confident talker and a persuasive speaker can get you attention in meetings and converting the sale, but if you sit quietly – it does not mean you are lost. You just need to reciprocate to your audience, about your dedication through your silence and facial expressions.

Let’s think of it over an example.

Say you are donning the role of a customer who wants to buy a life insurance policy and are approached by two agents, Agent Xander and Agent Zen.

Agent Xander is outspoken, confident, loud and perhaps has converted more people (may have, you don’t know it – atleast he say’s so) and seeks an appointment with you. 

He starts his consultation process, where 70% of the time he is speaking about his past experience, his expertise, how you as a customer need him, your ill-competence in finding the perfect product and he is the savior. Now not only insurance, but many companies adopt this strategy and appoint such salespersons.

Now this method of sales used to work in the late 90’s or early 2000’s. Now post this internet era, this is where most sales are lost.

The sales pitch of the salespersons is readily available online and I believe that every prospective buyer goes through some research about the product, reviews before approaching a salesperson.

In fact, sometimes you will find that well researched buyers know more than the salesperson about a product. Hence a loud mouthed, over enthusiastic salesperson is going to loose a prospect that had high chances of conversion. 

Now say agent Zen approaches you in similar scenario. He sit’s patiently understanding your requirement and if the question is textbook – gives you the answer or simply admits that he needs to reconfirm his suggestion before giving it out to you. 

In this process, he secures a second appointment with the customer – also has got enough headroom to know more insights about the customer, his requirements and can showcase a detailed suggestion in his next visit.

This portrays that agent Zen being simple, does in no way challenge the knowledge the customer holds or derides their questions. Here, the possibility of sale increases manifold.

This is not the case only for B2C (business-to-consumer) conversions, but even for B2B (Business-to-business) conversions.

It pays to be a silent seller and create a bond that can secure a future appointment. In fact, the first rule I have for my employees is to create friendship in first meeting with prospective clients. It’s never wise to initiate a selling conversation at the first instance. 

Everyone has a hundred thoughts running in their back of their mind. Some day you may be crazily motivated or sometimes feeling low (which even you won’t know). Hence, the salesperson needs to silently ascertain your psychological condition, alter his sales pitch if he wanted to sale happening successfully. 

If we are able to create a relationship at first meeting by being a good listener, by projecting our silence as our groundedness then we are off to a great start.

Transaction will happen automatically one instance or the second.

You would be surprised to know that the Japanese incorporated this Mantra of networking long back and typically takes three meetings with the client before you can mention business or work of any kind. In Japanese business networking, silence is linked to a sense of credibility, wisdom and self-control, whereas hard-selling is seen as tacky, confrontational and disrespectful.

There you need to earn the right to sell !  

In fact, post Covid if you bring back the element of ‘personal touch’, it will help you climb success faster. This is a deviation from traditional methods of ‘hard selling’.

Earlier the ‘hard sell’ concept was aimed at getting the client to sign on the dotted line at the instant without giving them time to think. However this sort of bullying approach also enhanced consumers distrust towards the sales professionals. Unfortunately, today’s salespeople have been trained that they can bully the customer into the close. It may be the status quo in certain industries, but most often than not customers find this insulting and get turned off immediately. This rule generally and mostly applies especially to enterprise buyers in the C-suite segment. On an average, these people are typically flooded with offers, demos, and discounts than they have time to even consider. They’re also very quick at spotting sales bullies, and will immediately walk away if they catch one hint of such behavior in your email or phone call.

Over the years through research and market studies, companies have now learnt that building a relationship based on honesty and commitment is the most effective method in creating long term value rather than the ‘hard sell’ approach. I am not denying the fact that ‘hard-sell’ won’t work. It can work in certain industries/conditions and initially though their targets will look good, however generally consumers usually cancel agreements and pull out, so the long term outlook isn’t quite as good or profitable. Also don’t forget the risk of bad word-of-mouth publicity that spreads like fire that is associated with such a sales technique.

All this is not to say you should avoid bold selling tactics altogether. Overly nice or what other’s may call as ‘spineless behavior’ won’t close many deals, and could potentially earn you an equally negative reputation if you’re too docile. The right balance is in taking time in understanding your prospective customer, their needs, and which behavior you think they’d best respond to. Your pitch template needs to be flexible and adjusted accordingly. Add to it a dash of humility into the mix and you are almost always going to provide a great experience for your potential customers. Today’s salesperson needs to understand that building a relationship based on trust, integrity and respect, maximizes potential sales leads and longevity.
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