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	Introduction

	 

	This book's goal is to arm you with a variety of concepts, methods, and approaches that you can apply right away to increase your sales more quickly and easily than ever. You will discover how to achieve more from yourself and your selling profession. Within a few months, or as little as a few weeks, you will discover how to double, triple, or even quadruple your sales and your revenue. Here is my explanation. No doubt using the treadmill will help you achieve your goals. That’s been established already. Everyone is aware of the clear health advantages of using a treadmill frequently and for an extended period. The tactics and ideas you will learn in this book resemble a treadmill very significantly. The fact that they function without a doubt. In every industry in the world, the highest-paid salespeople employ them. They have been tried and tested. You will get more adept at these techniques as you utilize them more frequently, which will lead to greater and quicker outcomes. You will climb into the top 10% of sales professionals in your industry and become one of the highest-paid people in the world by putting what you will learn on the pages that follow into practice. Is it worthwhile for us to work together to accomplish this? If you believe it is, let's begin.

	 

	 

	 

	 

	


Chapter 1: The Selling Mental Game

	 

	A sale must occur before anything else may happen. One of the most vital groups in our society is the sales force. Our society as a whole would collapse in the absence of sales. In our culture, businesses are the only true wealth generators. The majority of goods and services are produced by businesses. All revenue and wealth come from enterprises. All wages and benefits are covered by employers. The main factor affecting the level of living and quality of life of the population in a given region is the state of the business community in that city, state, or country. The most important person in every firm is the salespeople. The largest and most advanced businesses fail without revenue. The free enterprise engine's spark plug is sales. The prosperity of the sales community directly affects the prosperity of the entire nation. The more sales activity there is, the more prosperous that sector or industry is. Salespeople support all of the public and private charities, parks, libraries, and other amenities that are essential to our way of life. Salespeople fund all levels of government, including welfare, social security, Medicare, and other benefits, through their sales as well as the earnings and taxes generated by successful businesses. Salespeople have a crucial role in how we live.

	 


 

	Qualities of Top Salespeople

	 

	Successful salesmen and ordinary salespeople can be distinguished by a few key traits. These characteristics have been discovered over the years through in-depth studies, questionnaires, and interviews. Second, no one is born with these qualities. This brings us to our third knowledge. Second, practice makes all of these traits possible to acquire. You can acquire the traits that will almost certainly provide an exceptional standard of living for yourself. People used to be thought to be successful if they came from the proper families, had the correct education, made the right contacts, received good grades in school, and other quantifiable qualities. However, researchers later found that some people began out without any of these advantages and eventually rose to the top of their professions.

	 

	Success is a state of mind

	 

	The salesperson's internal thoughts are what truly distinguish one salesperson from another. In a study of sixteen thousand salesmen conducted some time ago by Harvard University, it was shown that all of the fundamental traits that influence success or failure in selling are mental. If a person possessed specific traits, success would follow, everything else being equal. These psychological traits serve as the cornerstone of your individual sales success if you can cultivate them. If you cultivate these psychological traits, they will serve as the cornerstone of your own sales success. A building's foundation depth can be used to estimate how tall it will be. The building will be taller the deeper the foundation. In a similar vein, the bigger the life you can create the stronger your knowledge and skill base will be. Once you've established your base and mastered the art of selling, you can go anywhere and carve out your path. And you may always strengthen your foundation. The typical salesperson only employs a small portion of his selling effectiveness. The ordinary person rarely employs more than 10% of his capacity, according to estimates. This suggests that each person still has at least 90% of their potential unrealized. You only move into the income brackets of the highest earners when you figure out how to unleash the additional 90% of your potential.
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