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			DEDICATION
* * *

			This book is dedicated to the men and women who stepped up to serve this country in uniform. Your dedication, commitment, and patriotism inspire me.

			Petty Officer Second Class (SEAL) Michael A. Monsoor, your selfless bravery and extreme valor remind me to dig deeper every day and be the best I can be because of your ultimate sacrifice.

			For my love, Toni. Without your encouragement and support, this book would not exist. Thank you for all that you bring to my life. Your eyes are the first thing I look forward to seeing in the morning, and the last thing that I see at night. I love you.
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			WHAT IT MEANS TO BE 
A WHITE COLLAR WARRIOR
* * *

			Elite warriors know a secret—if you want to be the best, you have to learn from the best and give them permission to push you far beyond your comfort zone. 

			In White Collar Warrior, author and Coach Bill Hart shares what he’s learned from interviewing military elite warriors, discovering how they respond to training, discipline, fear, planning, failure, motivation, and teams. He found that there are strong similarities between the practices of the military elite and the practices of elite sales professionals. 

			Drawing on his years of coaching high-performing sales leaders, Hart will walk you through the process you need to take to become a different kind of warrior—a White Collar Warrior. Paying respects to the servicepeople who have worn the uniform, Hart offers a no-nonsense guide to getting things done. If you want to take your sales performance to the next level, this book is a field manual for making it happen. It is jam-packed with insights and tools that will help you stop talking and start doing. 

			Success begins in the mind, and White Collar Warrior will help you conquer fear, capture potential, and become a sales warrior. 

		


		
			
			AUTHOR’S NOTE
* * *

			While every attempt has been made to honor the special military community of the Special Forces—the best of the best the United States military produces—there may be errors in abbreviations, references, or vernacular. If so, I apologize as a civilian doing his best to understand this unique culture. To every veteran who has ever served our country in uniform, whether you served in combat or not (an important distinction, I’ve learned from many of you), I thank you from the bottom of my heart for being willing to step into the gap. 

		


		
			
			FOREWORD
* * *

			When I think of our military men and women, the words sacrifice, honor, duty, and responsibility come to mind. My dad served in the United States Navy at the end of World War II. As a veteran, Dad took special care to thank our troops whenever the opportunity presented itself. It was common for us, as we traveled across the country, to spend a few minutes with our uniformed warriors, expressing our gratitude for them, just barely boarding an airplane before the doors were closed. Dad realized the sacrifice each person was making and the high standard of honor, duty, and responsibility to which they were committed.

			White Collar Warrior: Lessons for Sales Professionals from America’s Military Elite is a book that perfectly illustrates the high calling sales professionals have, and how to live up to that calling. One of the characteristics of the military elite is simple, yet profound—they choose to do the work, to train, and to keep going, even when the mind and body want to give up. In a different way, sales professionals have exactly the same choices to make—to do the work, to train, and to keep going, even though the rejections are building up and the results are delayed again and again.

			I am grateful you are picking up this book and reading it. The techniques and skills Coach Bill Hart has laid out for you will most certainly improve your results as a sales professional. However, there is a bigger reason I am grateful. In my dad’s classic book, Secrets of Closing the Sale, he gives hundreds of examples of how to close the sale— but none of these hows were as important as the why. Bill made sure this book, like Dad’s classic, is built on the why, because when you truly know your why, you can persevere through the tough times. 

			As an elite sales professional, just like an elite military warrior, you are held to a higher standard. Your training will give you incredible skills. How will you use them? I learned an important lesson from one of my mentors, Rabbi Daniel Lapin. He taught me that in the Hebrew language, there are several words for helping someone. One of those words has a high moral meaning and is also the word used to describe the profession of sales. In this view, to sell means to look into the future of your prospects and anticipate a problem or challenge they will likely encounter, and then offer them a solution before they ever experience the pain of that problem. Now that is a high moral calling!

			Elite military professionals and elite sales professionals understand that the better they prepare today, the more capable they will be of preventing those they love from experiencing pain in the future. Yes, love of country and love of people are ultimately what makes the elite, elite. This book is a dynamic tool that will help you create the future you want for yourself, because it will show you how to help other people get the future they want. People are counting on you. Get started now!

			 

			—Tom Ziglar

			CEO of Ziglar

			Key collaborator on Born to Win

		


		
			CHAPTER 1
* * *

			A TALE OF TWO WARRIORS

			The sun is still a rumor in Coronado, California, when the deafening staccato of gunfire rips Rick from his bunk and launches him to his feet. Blinding flashes punch through the dark outside the barracks window, creating a strobe effect that makes the scrambling men within appear to move in slow motion. Suddenly, Rick hears the door kicked open, and yells fill the room. As he staggers toward the noise, he sees a shadowy figure fill the frame and hears a voice thick with authority growl: “Welcome to hell, gentlemen.” 

			Talk about a wake-up call! This is Hell Week—every Navy SEAL candidate can’t wait for it to start and prays he’ll survive to see it end. It’s the week in the midst of BUD/S (Basic Underwater Demolition SEAL) training that will determine whether Rick has what it takes to be the best of the best, the elite of the military world. Hell Week is the defining event of BUD/S training. It is held early on—in the third week of First Phase—before the Navy makes an expensive investment in SEAL operational training. Hell Week consists of five and a half days of cold, wet, brutally difficult operational training.

			From this first rude awakening, Rick will likely not sleep more than four hours for the next five and a half days. Icy surf will pummel him to the brink of hypothermia. Gritty sand will rub his skin raw as he moves from sea to land and runs for mile after unending mile. Sleep deprivation will cause every candidate to question the decision to attempt this. Countless push-ups, sit-ups, and excruciating flutter kicks will inflame every muscle in his entire body. All of it will introduce him to himself, to discover what even he may not yet know—does he have what it takes to become the best? Rick will discover what the veteran instructors already know—if he even entertains the thought of quitting, he’s not going to survive the week.

			As he moves toward the pulsating light and sound of gunfire outside, Rick knows most of the candidates alongside him will set their helmet down, “ring the bell,” and be gone before they’re done. With teeth clenched, he has time for just one thought before being swept out into the chaos: “They will not make me quit!”

			 

			The Definition of Elite in the Military World

			The challenge our imaginary candidate, Rick, faces stems from the desire to become the best at something. Maybe you can relate to it. What child hasn’t imagined scenarios in which he or she becomes the best in the world? You can fill in the blank with your own childhood aspirations, but for those who aspire to be members of the US military, the ultimate dream is often to serve among the best, the elite of the US military who serve in the groups collectively known as Special Operations Forces (SOF). They are the warriors who achieve what most only imagine. They are the ones who get the call when all other options have failed and whose accomplishments, when they do their job well, we often never know. And they have much to teach us if we are willing to learn.

			It may surprise you to learn how many Special Forces groups there are and yet how few people qualify to join their ranks. Most of us are familiar with the Navy SEALS (the name refers to their versatility in operating by Sea, Air, and Land) or the Army Rangers. When I was a kid, I thought the Army Green Berets were some of the coolest guys in uniform. And yet there are numerous groups that function as SOF across all military branches, including Marine Corps MARSOC Raider, and Air Force Special Operations teams.

			Other elite groups exist alongside these Special Operations Forces, of course, but these groups form the core of US Special Operations Forces. Many people try to enter, to become one of the best, but few succeed. 

			Now don’t get me wrong, all of our servicepeople are heroes, deserving of our highest respect and thanks. That’s especially true when you consider that for nearly two generations, no American has been obligated to join, and few do. Less than .5 percent of the population serves in the armed forces, compared with more than 12 percent during World War II. When you look at the numbers above in that light, you see that these people represent 1 percent of just .5 percent of the entire US population. Clearly there are many highly qualified people, in a variety of disciplines who didn’t volunteer to serve in the military, of course, but when we talk about the very best in the US military, we’re clearly talking about some pretty rarified air.

			They endure a grueling process to gain that status of elite warrior. My friend, Chad Fleming, a former Army Ranger, gives just a glimpse into the training process that reveals the identities of these warriors, often surprising even themselves:

			 

			[The] physical training is tough and taxing on the mind and body. You learn more about yourself and your own breaking point than anything else. During physical training, you learn about how different people are affected when you throw stress at them. It took me two times to get through Ranger School. The first time, I had a full-blown heatstroke doing the Ruck March. It’s a fast march of fifteen to twenty-two miles over rugged terrain with fifty to sixty pounds on your back. I was running on a little more than three hours of sleep. 

			After I got healed up, they wouldn’t let me go back until winter class. When it was time for the Ruck March again, I was mentally dreading it. I thought, What if it happens again? At the twelve- to twelve-and-a-half-mile mark, I had to really dig down deep. In Ranger School, you have a Ranger buddy, and mine said, “I can tell you’re sucking. You cannot let this get you.”

			He wanted to take some of my gear. I’m a type-A guy and decided, “No, you’re not taking my gear. I got it.” It wasn’t about letting myself down; it was about not letting the other down—the person to the left and right.

			 

			Chad survived the march—and the rest of Ranger School. But only half of all who apply to Ranger School make the cut, and that attrition rate is even higher for other SOF groups! Air Force Special Operations has an attrition rate of 60 percent; the Army Green Berets, 70 percent; and the Navy Seals, 80 percent! That means that 80 percent of the most physically fit and well-conditioned people in the nation quit and go home. If our imaginary SEAL trainee Rick survives the process, he’ll watch just about everybody who started alongside him turn back before it’s over. In short, those who succeed as elite warriors have gone through hell and then some to become the best of the best. 

			But are they the only ones who must endure a challenging process to become the elite? Certainly, few people will ever face the physical demands placed on them. But as a coach to high-performing sales professionals and leaders, I have spent a few decades getting to know another group of high-caliber people who have quite a bit in common with them in spite of their seemingly disparate circumstances. Allow me to introduce you to the elite from a different world, one with which you may be more familiar: the world of the sales professional extraordinaire.

			 

			A Different Kind of Warrior

			Halfway across the country, in a sleepy suburb of St. Louis, Missouri, the blaring alarm sounds, slapping Scott from his slumber. The moon is still high in the sky, streaming boldly through his bedroom window as if unconcerned that the sun will arrive in a few hours to replace it. Scott opens one bleary eye to see the same number that greets him every morning, staring back at him, red and unblinking—4:00 a.m.

			For a brief moment, he fights the urge to tap the alarm back into silence and burrow under the covers for another hour of sleep. Finally, his legs swing over the edge of the bed as if pushed out from under the covers by force of habit. As he stands, he silences the insistent beeping and slips his smartphone from its charger. He staggers toward the coffee pot and pours himself a cup. He sips the hot java as he slips into his usual chair. 

			Scott pauses briefly to savor the silence before reaching for his well-worn life and business plans—a regular review that calibrates his every morning. After reconnecting with his mission, he opens an app and reviews his priorities for the day, highlighting those that will test his mettle most but yield the greatest return. Today will decide whether Scott has what it takes to continue to be the best of the best, the elite of the sales world. He is a warrior of a different sort than Rick—a sales professional who knows that if he even entertains the thought of quitting, he will fail. 

			He downs the last of his coffee and notes that his morning calendar shows an intense physical workout, followed by breakfast with his children and a quick check-in with his support team before a day full of back-to-back meetings with potential clients. He breathes deeply and opens his laptop to review emails, his mind already rehearsing the script he performs with precision each day: “Do what most will not do, to enjoy what most never will.”

			 

			Two Worlds, One Warrior

			To be among the elite in the sales world does not necessarily mean you have to wake up at 4:00 a.m. like our imaginary sales friend Scott. But it might. His commitment and drive are typical of what I have observed at the highest levels of sales success. To be the best means you do what few others will to achieve what most others only imagine—and you do it each and every day. 

			At first glance, Rick, a Navy SEAL candidate at the Naval Special Warfare Training Center, and Scott, a thirtysomething national sales leader from the suburbs, might not appear to have much in common. But what these two professionals share is a daily battle to be the very best at what they do. One faces physical and mental challenges defending freedom in sacrificial service for his country, service that cannot be praised highly enough; the other wages a meaningful war of a different sort that significantly impacts his dreams, family, company, and community.

			For nearly two decades, I’ve had the privilege of coaching sales professionals and leaders to be the very best they can be. I’ve interviewed hundreds of the sales elite to discover what makes them great. I’d always had a deep respect for the US military, but when I read the book Lone Survivor a few years ago, I was deeply moved by Navy SEAL Marcus Luttrell’s account of his experience in Afghanistan. I was so moved, in fact, that I started to do something about it. 

			I encountered a grassroots initiative called Boot Campaign based in Texas (www.bootcampaign.org). Started in 2009 by five women from Texas known as the Original Boot Girls, the Boot Campaign proudly provides life-improving programs for veterans and military families nationwide to bridge the divide between military life and civilian life. Boot Campaign encourages all Americans to “lace up” and “get their boots on” as an easy and tangible way to express patriotism and gratitude for all who serve. The goal of the campaign is to see all Americans put on combat boots to raise awareness of the needs of our more than 21 million veterans and to thank the more than 1.2 million active duty military serving in 150 countries globally and stateside.

			I eventually had the privilege of emceeing some of the group’s events and connecting with former members of the military, including those engaged in various branches of our military’s Special Operations. I started asking questions, applying my years of interviewing experience to these former members of the elite military forces, who very graciously and patiently responded. What I heard lifted my admiration for them to an even higher place. These were patriots of the highest caliber who gave more than most of us could ever imagine giving to achieve their objective. 

			But then a light went on. As I listened to discover more about the world of the military elite, I started to see connections, critical lessons common to the elite of both worlds—military and sales. Again and again, I saw that the steps needed to be the best—and stay there—were the same. Most important, I realized that it’s more than just natural talent that separates the best from the rest. Sure, talent is a definite advantage, but the lessons I was gleaning from conversations with veterans of elite groups like the Navy SEALs and Army Rangers were lessons that could be learned. I began to see that becoming one of the elite is largely a decision you make, not once but every day. It is indeed something that you become. And when we support the lessons with structured practices and proven methods—look out! 

			I believe that by following these lessons from the US military elite, any sales professional, man or woman, can become a White Collar Warrior who fills his or her lungs each and every day with rarified air, the breath of the elite. And by “any sales professional,” I mean you.

			Let’s be clear about one thing: the elite of the military world make tremendous sacrifices. Their devotion to defending our freedom and one another deserves a special recognition. They are heroes. The families who support them and endure extended absences as they serve are heroic families. And for those who pay the highest price in service to our nation, we can offer nothing but eternal respect, honor, and gratitude. If we spent the entire book praising these warriors, we would still fall short of honoring them sufficiently. There is no shortage of moving stories of their courage and sacrifice in the face of danger, but one in particular moves me like few others.

			Michael “Mikey” Monsoor became one of the elite when he received his Navy SEAL trident in 2004 and headed to Iraq as part of Delta platoon in April 2006. He had just turned twenty-five. He trained Iraqi soldiers for the next five months, often engaging in combat with enemy insurgents. On September 26, 2006, a hand grenade bounced off his chest pack and landed on the rooftop where he and his SEAL brothers were positioned. Positioned with the only opportunity to escape, Mikey instead made a split-second decision that saved the life of every other man on that roof. He dove onto the grenade, smothering the blast with his own body. He died shortly afterward from his wounds. Two of the three SEAL snipers were injured; however, there were no other fatalities. In 2008, President George W. Bush presented Mikey’s parents with the Medal of Honor, the highest US military tribute, for the heroic sacrifice.

			When I think about Michael Monsoor’s bravery and the selfless character that would cause him to take such action without hesitation, I’m struck speechless and moved deeply. To remind myself of this perspective, this unimaginable commitment to one’s fellow warriors, I wear his KIA (Killed in Action) bracelet every day and frequently close my talks with his story. One of the final things Mikey said was “No Regrets.” What a powerful mantra. I don’t know about you, but I want to learn what moves someone to such heroism. How did he get to a place where he could so matter-of-factly do what few could even imagine doing? 

			Such sacrifices make it difficult to fully fathom the inner workings of such people. But the fact that they perform at such a high level in so many areas doesn’t mean the principles and lessons they live by can’t be transferred to your daily world of email inboxes, color-coded spreadsheets, and hurried meetings over lattes in crowded coffee shops with trendy music. No doubt your challenges look and feel different than the ones they face each day—thanks largely to their ongoing sacrifices. But the process of breaking through barriers to achieve what seems an unreachable goal is the same. You may not face a bullet when visiting a potential client, but the fear of rejection can shoot you down before you ever step inside someone’s office. You may not parachute into darkness so deep you can feel it, but you sure feel the anxiety when you risk the unknown to explore a new initiative or direction in your business. You may not inch your way across a rocky surface for days toward a solitary sniper position, but when you are the first to arrive on Monday and the last to leave on Friday, your mission to be the best can feel pretty lonely. 

			The sacrifices are not the same, but the lessons that guide the military’s elite can be transferred to the sales world and take you where you want to go. One of the elite in the sales world is Max Leaman. He’s risen quickly to become one of the best in the mortgage industry. To achieve his level of success, he’s had to break through barriers. Here’s how he described it to me:

			 

			It all comes back to winning. It’s all about the goal to win. Whether that means closing X number of units, having X numbers of volume, having this much money in the bank, or whatever it is, you don’t quit until you get your goal. And you’ll have setbacks and failures along the way, but you don’t let that stop you. 

			Lazy people don’t persevere. Lazy people take the easy way out. Despite what my wife says about housework, I’m not lazy. I won’t quit. I refuse to fail. I expect excellence from me and from my team on every deal. And to that extent, I always say to everybody, “I’m in here with my team.” I work just as hard as I expect them to work, if not harder. I lead from the front. And that’s kind of my motto.

			 

			Having interviewed scores of the military elite, I see that we could change a few words in Max’s description and it might just as easily have come from an Army Ranger confronting battlefield obstacles. Whether he identifies it or not, Max functions each day by the lessons the military elite live by, lessons we’ll unpack together in the pages ahead. And they are lessons you can learn. 

			 

			You Can Do This

			As I mentioned earlier, the elite military group with the highest attrition rate is the Navy SEALs—over 80 percent of people drop out. The interesting thing is that, almost without exception, no one makes them quit. It’s not as if they pass the tests but the gatekeepers let only a certain number join. Sure, extreme violations can get you kicked out, but for the most part, if you make it, you make it. If you don’t, you don’t. 

			In BUD/S training, anyone can quit at any time. All someone needs to do is set down his helmet in line with the many others, ring the bell, and walk away. Across the various branches of US Special Forces, you’ll find similar rituals to symbolize the power of the choice each candidate must make every moment of every day. Will someone choose to continue to pursue a dream in the face of adversity, or will he or she ring the bell and drop out? It’s a decision all prospective warriors must make on their own. No one can do it for them.

			Marcus Luttrell, US Navy SEAL (retired) and author of Lone Survivor, recounts some critical advice he received from his instructor, Chief Bob Nielsen, as he prepared for SEAL training. Nielsen said: “There’s only one guy in this room who knows whether you’re going to make it or fail. And that’s you. Go to it, gentlemen. Always give it everything.”1 So it is with you. You are the only one who knows whether or not you really want to be the best. It’s a decision you must make every day—to do what others will not do, to take one more step at the moment you feel like collapsing. Because that’s what warriors do. It’s what separates the good from the best, the elite from the rest.

			Steven Pressfield is an acclaimed writer of historical fiction who excels at resurrecting legends of ancient warriors. Perhaps his most popular book is Gates of Fire, about the Spartans and the Battle of Thermopylae, which is taught at various US military academies. In his nonfiction book The Warrior Ethos, Pressfield tells this story of the Theban general who was the first to defeat the Spartans at the battle of Leuctra:

			 

			The evening before the fight, Epaminondas called his warriors together and declared that he could guarantee victory on the morrow if his men would vow to perform one feat at the moment he commanded it. The men, of course, responded aye. “What do you wish us to do?” “When I sound the trumpet,” said Epaminondas, “I want you to give me one more foot. Do you understand? Push the enemy back just one foot.” The men swore they would do this.

			Battle came. The armies clashed and locked up, shield to shield, each side straining to overcome the other. Epaminondas watched and waited till he judged both armies had reached the extremity of exhaustion. Then he ordered the trumpet sounded. The warriors of Thebes, remembering their promise, summoned their final reserves of strength and pushed the foe back only one foot. This was enough. The Spartan line broke. A rout ensued.

			 

			It’s true. The difference between the good and the best is often slim—just one more step, one more handwritten note, one more call, one more early wake up while the rest of the world sleeps. Although it’s easier to find other people to blame for failing to become one of the sales elite, White Collar Warriors begin the way all warriors begin—by taking a hard look at their own commitment to excellence. Mark Divine, commander, US Navy SEALs (retired), puts it bluntly: “Bottom line: If you lack an underlying commitment to self-mastery and growth, even the best theory won’t help you lead yourself or a team to success.”2 In other words, it’s up to you.

			The good news is that you can do this. You can become one of the elite of the sales world. It is my privilege to guide you through this book, as I’ve guided others just like you through these critical lessons from the elite of the US military. Together we can maximize your natural strengths and talents—and have fun doing it! But it’s your choice. Your success is your responsibility. The bad news is that not all of you will choose to take the challenge to follow what I call “The Way of the Warrior.” Even though you say you want to succeed, some of you will “ring the bell” and settle for less than the best. I sincerely hope that’s not you. As Chief Nielsen said, only you know whether you are going to make it or fail. I know I want you to make it. I want you to become the best sales professional or leader you can be, to achieve the success you now only dream of achieving. And I’m looking forward to hearing your story when you do succeed. I can go there with you, but I can’t go there for you. 

			In his book Ambition, American essayist Joseph Epstein recounts this quotation from a French writer: “The colonel who retires on a farm in the country would have liked to become a general; but if I could examine his life, I would find some little thing that he neglected to do, that he did not want to do. I could prove to him that he did not want to become a general.” What the storyteller means, of course, is that the colonel did not really want to become a general enough to do what needed to be done. 

			Do you? I don’t know the answer. Only you do, and only time will tell. But if you sense a hunger to live life amongst the elite, to be the very best, I invite you to join me in this journey to discover and apply lessons from the US military elite that will position you to become one of the elite of the rough-and-tumble world of the modern sales professional. 

			Perhaps it might help to think of me as your “swim buddy.” During BUD/S training, each Navy SEAL candidate is assigned a swim buddy. Here’s how a SEAL describes how attached swim buddies become during training:

			 

			You work with your buddy as a team. You never separate, not even to go to the john. In IBS (that stands for “inflatable boat, small”) training, if one of you falls over the side into the freezing ocean, the other joins him—immediately. Later on, in the BUD/S course proper, you can be failed out of hand, thrown out, for not staying close enough to your swim buddy.3 

			 

			Now I’m not necessarily suggesting you take this book with you everywhere—after all, we’ve only just met. And I don’t think this book floats all that well, so you might want to avoid headfirst dives into the water. But if it helps to think of me as your swim buddy in this journey toward excellence, I’m good with that. And we’ll be joined along the way by some of the elite of the sales world through exclusive interviews and input. They’ll help us take the lessons we uncover and interpret them through a sales lens. 

			I believe you can do this; you can become one of the elite. It might require joining Scott for that 4:00 a.m. wake-up call for a daily life-plan review. But as Mark Divine puts it, “When extraordinary efforts become commonplace, extraordinary results follow.” 4 Together we can close the gap between where you are now and where you want to be. And we’ll do it one lesson at a time.

			 

			Closing the Gap

			 

			What does being the best mean to you? 

			 

			
					
•	For US military elite candidates enduring grueling training sessions, the goal is clear: survive. But your goals may be more difficult to identify and different than anyone else’s. Take a moment now to record the specific goals that would qualify you to belong amongst the elite. 

					
•	For example, would you define success in terms of units sold, revenue produced, or client referrals? Or would it mean receiving a specific award or attaining a certain level of sales—number one in the division, region, or even the nation? If you struggle to dream that big for now, start by defining goals that would be a significant stretch for you personally.


					
•	Whatever it may be for you to become the best, write it down now in as concrete detail as possible. Don’t focus for now on how you will get there, but on where you want to go.
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			Do you really want to be the best? 

			 

			
					
•	One thing the military elite learn quickly is that only you can want to be the best. No one can force excellence upon you. If you don’t have the desire to become the best, no one will stop you from settling for mediocrity. In fact, the origins of the word mediocre come from mountain climbers who would make it halfway up the side of a cliff and then stop, thinking that accomplishment to be good enough. 

					
•	So ask yourself, is “good enough” going to be good enough for you? How badly do you want to achieve the goals you listed above? Describe what it would mean to you to succeed in achieving the goals you listed above. 
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			Why do you want to be the best?

			 

			
					
•	Your motivation to succeed is unique to you. It may be as simple as making money to drive a fast car and live in a big house, but for most of us, even the desire to make a lot of money has a deeper purpose. For example, you may want to be able to retire at an early age in order to travel the world with family. Or you may have a child in need of ongoing medical care. Perhaps you want to invest in innovative start-ups, build a real estate portfolio, or support charitable causes that make the world a better place. We’ll explore more of how to tap into your motivation later, but take a moment now to list the reason or reasons you want to achieve the status of elite in your sales position.
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