
    
      
        
          
        
      

    


THE PSYCHOLOGY OF SELLING AND LIFE

The Human Side of Persuasion, Performance and Purpose


Introduction | The Truth About This Game

“Until you make the unconscious conscious, it will direct your life and you will call it fate.” — Carl Jung

Sales is life, and life’s f***ing hard.

So yes, sales is hard.

Anyone who tells you different is either lying, deluded, or trying to sell you something.

Every single day you’re selling. Your ideas. Your time. Your worth. Your version of the truth.

You sell when you’re convincing someone to see things your way.

You sell when you’re persuading yourself to keep going after another bad day.

You sell when you’re just trying to hold it together with a bit of dignity and caffeine.

This isn’t a script, a self-help guide, or a prayer book.

It’s a straight conversation about the psychology behind why people say yes, why they say no, and how to handle everything in between.

Sales, like life, will test you. You will be ignored, knocked back, laughed at, and sometimes shut out completely. Every rejection teaches you something practical: timing, tone, patience, and how to stay calm when things go sideways.

People rarely buy with logic. They buy with emotion and justify with logic. Most of the time, they’re tired, hopeful, distracted, or just trying to make it through the day. If you learn to understand people, you’ve got an edge. Not just in business, but everywhere.

“This time next year, we’ll be millionaires.” — Derek ‘Del Boy’ Trotter

That’s the spirit. A bit of belief, a lot of graft, and a sense of humour strong enough to carry you through the rough patches.

If you’ve ever tried to influence, convince, or simply connect with another human being, you’re in sales. You might as well get good at it.
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Chapter 1 | Everything in Life Is Sales
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“Man is by nature a social animal.” — Aristotle

Everyone’s selling something, even the ones who swear they’re not.

You don’t need a sales job to be in sales — you just have to be alive.

Every conversation is an exchange. Words for trust. Effort for belief. Attention for attention.

You sell when you tell a story. You sell when you make someone laugh. You sell when you want to be understood.

That isn’t business. That’s being human.

The best salespeople are translators, not manipulators. They translate need into clarity. They listen more than they speak. They know silence often says more than any clever line.

You can’t fake understanding. People feel it before they process it. If someone senses you don’t care, they shut off. That’s why empathy has weight. The Greeks called it ethos — credibility from character. Modern psychologists call it emotional intelligence. Same truth, different century.
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