



[image: Cover]






THE SUCCESS SYSTEM


THAT NEVER FAILS


 


 


 


W. CLEMENT STONE


 


 


ORIGINAL UNABRIDGED EDITION


 


 


Copyright 1962 by W. Clement Stone


This Edition Copyright ©2023 by David De Angelis


All rights reserved


 


 




As You Read This Book Something Wonderful Will Begin to Happen!


 


What do you want most out of life? Recognition? Money? Health? Happiness? Prestige? Love?


 


All these things can be yours if you follow just a few simple rules and put a revolutionary new formula to work.


 


You Will Begin to Awaken the Latent Potential Within YOU!


 


How successful you are — in any of your desires — is simply a matter of the right mental attitude and the easy-to-follow principles in this book. Within these pages is an amazing new concept that shows how success can be reduced to a formula —


 


To a Success  System That Never Fails!


 




CAN THERE REALLY BE A SYSTEM FOR SUCCESS?


 





An Introduction


 


"A small drop of ink makes thousands, perhaps millions... think," wrote Byron in Don Juan. And foremost in the thoughts of these millions has been the search for success in their personal, family and business lives.


 


Today, right at this moment, in every part of the world, there are those who wonder what they can do to get further along toward some shining goal, and to their own self-improvement.


 


Many will snatch a secret from the depths of their hearts and souls that will drive them on to high achievement. But most of them will continue to wonder… dream… and wish. And then one day they will awaken with a shock to find themselves standing in the same spot at which they dreamed as young men. But now they have lost their dreams and they wonder why.


 





Everyone Wants Something


 


No matter what it is: money, position, prestige… some special achievement… the opportunity to be of service to his fellowmen…  love, a happy marriage and happy home. Everyone yearns for some kind of fulfillment — success in some form. To be happy… to be healthy… to be wealthy… and to experience the true riches of life — these are universal desires. And it's these inner urges which inspire us to action.


 


You and I are no exception. And you have the same opportunities as other men and women in high or low places, to succeed or to fail… in this land of unlimited opportunity where many have brought their good desires into reality — and where others have fallen into the wayside of life.


 


Why does one man succeed and another fail? There is an answer. And it will be found in this book.


 


For there are formulas, prescriptions, recipes — rules, principles, systems — even treasure maps, if you please — which, when followed in proper sequence, bring the good things in life to those who seek them. Often the rules for success are so simple and so obvious they aren't even seen. But when you search for them, you, too, can find them.


 


And during the search something wonderful happens: you acquire knowledge… you gain experience… you become inspired. And then you begin to recognize the necessary ingredients for success.


 





In This House


 


Not long ago I accepted an invitation to visit Kentuckiana Children's Center at Louisville, Kentucky. I had heard that Dr. Lorraine Golden, its directress, had given up a large income from her private practice to use her talents, experience and the help of a Higher Power to help crippled children walk.


 


As I toured the clinic, I noticed everything was spotlessly clean. I stopped when I saw a little girl seated in a chair, "What's your name'," I asked gently.


 


"Jenny," she replied.


 


The girl's mother was seated nearby so I asked her to tell me about Jenny.


 


The mother's eyes looked into mine as she said:


"Jenny is six years of age. For the first four years of her life she was a cripple, unable to walk. We didn't have money, so I brought her to the clinic. Dr. Golden told me that Jenny had a nerve blockage. Now Jenny can walk.''


 


The mother hesitated. From her expression I felt she had something more to say — something personal. So, I waited.


 


"Mr. Stone... I want you to know that… " She hesitated again. And then she said it: "…outside my church this is the only house in which I feel the presence of God."


 


When she finished, her head was bowed as if to hide her emotions and, perhaps, a tear. Jenny, the little child who couldn't walk for the first four years of her life, walked over to her mother, put her arms around her and kissed her.


 


And as I continued my tour through the clinic I realized that it was the driving desire of Dr. Golden which had made Kentuckiana a reality, a generous, dedicated, self-sacrificing desire that could not be held down. But to move one to action, desire must be joined to ambition and initiative.


 





Desire Is the Beginning of All Human Achievement


 


How does one develop ambition when he isn't ambitious? How does he develop initiative when he doesn't have it? How do you motivate yourself or another person to action? These are questions I have often been asked by persons in all walks of life: parents, teachers, ministers — salesmen, sales managers, executives — and high school and college students.


 


"First develop the desire," I respond.


 


But how do you germinate a desire? How do you begin? These answers will become self-evident as you read on.


 


Remember: there is magic in desire; also, magic lies in the skill of the magician. And skill depends upon three necessary ingredients. In fact, continuous success in each human activity always depends upon these three important ingredients. This I learned. And this I proved as I first developed my sales system that never fails which later led me to an amazing discovery… the success system that never fails.


 





Prepare for Future Abundance


 


I have seen the principles of success at work in the lives of hundreds of men and women in every field of endeavor. It was only through continuous study and testing that I found the reasons behind both success and failure... and something more: how to motivate those who had failed — later to succeed.


 


In the belief that which remains with you when you share with others the good and the beautiful will multiply and grow, I am sharing with you, in this book, the techniques for success as I have found them to be.


 


And I know from experience that if you will take a journey with me, chapter by chapter, through this book, on a treasure hunt — you, too, will be able to use the success system that never fails to bring your worthwhile desires into reality.


 


An old Hindu legend states that when the gods were making the world, they said: "Where can we hide the most valuable of treasures so that they will not be lost? How can we hide them so that the lust and greed of men will not steal or destroy them? What can we do to be assured that these riches will be carried on from generation to generation for the benefit of all mankind?"


So in their wisdom they selected a hiding place that was so obvious it wouldn't be seen. And there they placed the true riches of life, endowed with the magic power of perpetual self-replenishment. In this hiding place these treasures can be found by every living person in every land who follows the success system that never fails.


 


And as you read this book, read it as if I were your personal friend writing to you, and you alone. For this book is dedicated to you, and all who seek riches of life.


 


W. CLEMENT STONE
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PART I -
THE SEARCH BEGINS


 


Decisions without actions are worthless


 


Failure can be good for you


 


Don’t let mental walls block you in


 


Direct your thoughts, control your emotions,


Ordain your destiny


 





Chapter 1 -
A YOUNG BOY BEGINS THE SEARCH


 


 


I was six years old and scared. Selling newspapers on Chicago's tough South Side wasn't easy, especially with the older kids taking over the busy corners, yelling louder, and threatening me with clenched fists. The memory of those dim days is still with me, for it's the first time I can recall turning a disadvantage into an advantage. It's a simple story, unimportant now… and yet it was a beginning.


 


Hoelle's Restaurant was near the corner where I tried to work, and it gave me an idea. It was a busy and prosperous place that presented a frightening aspect to a child of six. I was nervous, but I walked in hurriedly and made a lucky sale at the first table. Then diners at the second and third tables bought papers. When I started for the fourth, however, Mr. Hoelle pushed me out the front door.


 


But I had sold three papers. So when Mr. Hoelle wasn't looking, I walked back in and called at the fourth table. Apparently, the jovial customer liked my gumption; he paid for the paper and gave me an extra dime before Mr. Hoelle pushed me out once again. But I had already sold four papers and got a "bonus" dime besides. I walked into the restaurant and started selling again. There was a lot of laughter. The customers were enjoying the show. One whispered loudly, "Let him be," as Mr. Hoelle came toward me. About five minutes later, I had sold all my papers.


 


The next evening, I went back. Mr. Hoelle ushered me out the front door. But when I walked right back in, he threw his hands in the air and exclaimed, "What's the use!" Later, we became great friends, and I never had trouble selling papers there again.


 


Years later, I used to think of that little boy, almost as if he were not me but some strange friend from long ago. Once, after I had made my fortune and was head of a large insurance empire, I analyzed that boy's actions in the light of what I had learned. This is what I concluded:


 


1.	He needed the money The newspapers would be worthless to him if they weren't sold; he couldn't even read them. The few pennies he had borrowed to buy them would also be lost. To a six-year-old, this catastrophe was enough to motivate him — to make him keep trying. Thus, he had the necessary inspiration to action.


 


2.	After his first success in selling three papers in the restaurant, he went back in, even though he knew he might be embarrassed and thrown out again. After three trips in and out, he had the necessary technique for selling papers in restaurants. Thus, he gained the know-how.


 


3.	He knew what to say, because he had heard the older kids yelling out the headlines. All he had to do, when he approached a prospective customer, was to repeat in a softer voice what he had heard. Thus, he possessed the requisite activity knowledge.


 


I smiled as I realized that my "little friend" had become successful as a newsboy by using the same techniques that later flowered into a system for success that enabled him, and others, to amass fortunes. But I'm getting ahead of myself. For now, just remember those three phrases: inspiration to action, know-how. and activity knowledge. They are the keys to the system.


 


Even though I was raised in a poor, run-down neighborhood, I was happy. Aren't all children happy, regardless of poverty, if they have a place to sleep, something to eat, and room to play?


 


I lived with my mother in the home of relatives. As I grew older, the grandfather of a girl who lived on the top floor of our apartment building sparked my imagination with stories of cowboys and Indians while we ate puffed rice and milk. And each day, when he tired of his storytelling, I would go downstairs in the backyard and live the part of Buffalo Bill or a great Indian warrior chief. My pony, made out of a stick or old broom, was the fastest in the West.


 


Picture a working mother seeing her young son in bed at night and asking him to tell about his day's experiences — those that were good and those that were bad. Picture him, after they had talked for a while, getting out of bed and kneeling beside his mother while she prayed for guidance. Then you have the feeling of the beginning of my search for the true riches of life.


 


Mother had a lot to pray for. Like all good mothers, she felt that her son was a good boy, but she was concerned because he was keeping "bad company." And she was particularly disturbed that he had developed the habit of smoking cigarettes.


 


Tobacco was costly, so I used to roll coffee grounds in cigarette paper when tobacco was not available. Perhaps it made me feel important, for another boy and I smoked only when other boys and girls were around, taking particular pleasure if they seemed shocked. When we had company at home. I would demonstrate how grown up I was by smoking a homemade cigarette. A pattern was being established. But it wasn't good.


 


Like other kids who get started in the wrong direction, I played hooky. I didn't have any fun doing it; I felt guilty. Perhaps that was the way I tried to show that I was different from the others in my group. But there was one good thing I did do: At night, when my mother and I would talk. I would tell her the truth — and I would tell her everything.


My mother's prayers for guidance were answered. She enrolled me in Spaulding Institute, a parochial boarding school at Nauvoo, Illinois. There, through exposure to a wholesome environment in which the three ingredients of the success system that never fails were employed, something happened — something good.


 


Where can one develop inspiration to action to search for self-improvement better than in a religious school? And who has greater know-how and necessary knowledge to teach character than those who are devoting their entire lives to the church, striving to purify their own souls while trying to save the souls of others? As the weeks passed into months and months into years, I developed a secret ambition to be like my religious father — the pastor whom I admired and loved.


 


But I also loved my mother, and I missed her very much. Like so many boys living away from home at private schools, I was homesick, and like them, every time I saw my mother or wrote to her, I would beg her to bring me home permanently.


 


After two years at Nauvoo, she felt I was ready. Equally important, she was ready. Or perhaps it was motherly love, for she, too, longed to have me with her. Although there was some question of my ability to adjust to a new environment, she knew that she could always send me back to Nauvoo if it became desirable. I was ready, and she was too.


 


The Upward Climb


 


Early in life. Mother had learned to sew, and because she had initiative, talent and sensitivity, she became proficient at it. Shortly after I left for Nauvoo, she realized that a change of home and business environment was desirable for her, too. She was now in a position to do something about it, for she didn't have to be concerned with arranging for someone to care for me while she was at work.


 


She obtained a position in a very exclusive ladies' import establishment known as Dillon's. Within two years, she was in complete charge of all designing, fitting, and sewing, and she had developed a reputation among the exclusive clientele of being an outstanding designer and dressmaker. Her earnings were sufficiently great to enable her to get her own apartment in a nicer neighborhood.


 


Within a block of our apartment was a rooming house where the landlady did her own home cooking, and I had my meals there. The food was wonderful — beef stew, baked beans, homemade pies, mashed potatoes and gravy — notwithstanding the jovial complaints of the adult boarders, who were the most interesting people in the world to an eleven-year-old boy: show people. They liked me, too. I was the only child there.


 


Like thousands of men and women who grasp the opportunity to make the upward climb in this land of unlimited opportunity, mother saved enough money to establish her own business. Her reputation as a designer and dressmaker brought good clients, but she lacked the know-how to utilize bank credit. (Many small businesses would become big businesses if the owners would only learn that banks are in business to help small businesses become large through sound financing.)


 


Because of lack of working capital or the proper utilization of bank credit, mother's dressmaking establishment never expanded beyond her personal work and that of two full-time employees. Like most persons who endeavor to establish their own business, she, too, had her financial problems. But these problems brought to us many of the true riches of life, such as the joy of giving.


 


I made my spending money (which was partly savings money, for I had established a savings account) by building a Saturday Evening Post and newspaper route. Although each night mother asked me to tell her about my troubles she never bothered to tell me about her own. But I could sense them. One morning I noticed that she seemed to be quite worried. Later that day, before she returned home, I drew out what was to me a big chunk of my savings and purchased a dozen of the best roses I could buy.


 


My mother's joy at this token of love inspired me to realize the true joy of the giver. Often over the years she would tell her friends with a mother's pride about the dozen beautiful, long-stemmed roses and what they had done for her. This experience made me realize that money was a good thing to have — for the good it could do.


 


January 6 was always an important date in my mother's life and in mine, for that was her birthday. One January 6, when for some reason — perhaps because of Christmas shopping — my bank account was down to less than a dollar, I was very much concerned, for I wanted desperately to buy her a birthday gift. That morning I prayed for guidance.


 


At the lunch hour, while walking home from school, my ears were tuned to the cracking of the ice beneath my feet. Suddenly I stopped and turned around. Something told me to go back and take a look. I walked back, picked up a crumpled green paper, and was amazed to find a ten-dollar bill! (That something you will hear more about.)


 


I was excited, but I decided not to buy a gift after all. I had a better plan.


 


Mother was home for lunch. As she was clearing the table, she picked up her plate and found a handwritten birthday note and the ten-dollar bill. Once again I found the joy of the giver, for it seemed that this was a day when everyone else had forgotten her birthday. She was delighted with this gift, which at the time seemed to her quite a sum.


 


Decisions Are Important


When Followed Through with Action


 


These personal experiences will indicate that each new decision that a child or an adult makes in a given set of circumstances begins patterns of thought that later create a tremendous impact on his life. When an adult makes a decision, it is likely to be foolish or sound, depending on his past experiences in coming to decisions. For the little things that are good ripen into big things that are good. And the little things that are bad ripen into big things that are bad. And this applies to decisions.


 


But good decisions must be followed through with action. Without action, a good decision becomes meaningless, for the desire itself can die through lack of an attempt to achieve its fulfillment. That's why you should act immediately on a good decision.


 


When You Go for Something,


Don't Come Back Until You Get It


 


I was twelve years of age when an older neighbor boy whom I respected invited me to attend a Boy Scout meeting. I went and had a lot of fun, so I joined his troop — Troop 23, under a scoutmaster named Stuart P. Walsh, who was attending the University of Chicago.


 


I'll never forget him. He was a man of character. He wanted every boy in his troop to become a first-class scout within a short space of time, and he inspired each boy to want his troop to be the best in the city of Chicago. Perhaps that's one reason why it was. Another was his firm conviction: to get what you expect — inspect, when you teach, inspire, train, and supervise others.


 


Every scout in Troop 23 made a weekly report of the good turns he had done each day in the week — the ways he had helped someone else without receiving compensation of any kind. This made each boy look for the opportunity to do a good deed — and because he looked, he found the opportunity.


 


Stuart P. Walsh imprinted in the memory of each member of Troop 23, in indelible pattern, the principles of the Scout Law: ''A Scout is, trustworthy, loyal, helpful, friendly, courteous, kind, obedient, cheerful, thrifty, brave, clean, and reverent."


 


But more important, he inspected to see if each scout in his troop knew how to relate, assimilate, and use each of these principles — not just to memorize them like a parrot, but to use them like a man. I can hear him say now: "When you go after something — don't come back until you get it!"


 


In the next chapter, you will see how this principle taught by my old scoutmaster became so ingrained in me that it formed, at first without my realizing it, another step on the road to the success system that never fails. The six-year-old newsboy about whom you read in the beginning of this chapter had not yet awakened to where he was going — but he was on his way.


 





Chapter 2 -
GET READY FOR TOMORROW


 


 


One of the most important lessons of my life forced itself on me at about the time I was graduating from grammar school. It was a lesson that turned into a major principle: You are subject to your environment. Therefore, select the environment that will best develop you toward your desired objective.


 


Although I was not then able to state the thought as succinctly as that, I was aware of the principle behind it. When it came time for me to enter high school. I concluded that Senn High was a better school than Lakeview High, which I would have to enter if we continued to live in the neighborhood in which we had our apartment at the time. Because an important change that my mother was making in business required that she move to Detroit, we made arrangements with a fine English family in the Senn district for me to live in their home.


 


I also decided that I would select my own friends on going to the new school. In choosing, I searched for individuals of character and intelligence. And because I searched, I found what I was looking for: fine, wonderful persons who had a tremendous influence for good upon me.


 


With me in a good home environment and attending a fine public school, mother made an investment in a small insurance agency, representing the United Sates Casualty Company in Detroit, Michigan.


 


I’ll never forget it. She pawned her two diamonds to get sufficient cash to add to the money she did have to buy the agency. Remember: she hadn't learned to use bank credit in establishing a business. After renting desk space in a downtown office building, she looked with anticipation to her first day's sales. That day she was lucky. She worked hard, but she didn't make a single sale — and that was good!


 


What do you do when everything goes wrong? What do you do when there is no place to turn? What do you do when you are faced with a serious problem?


 


Here's what she did, the way she later told it to me: "I was desperate. I had invested all the cash I had, and I just had to get my money's worth out of this investment. I had tried my best, but I hadn't made a sale.


 


"That night I prayed for guidance. And the next morning I prayed for guidance. When I left home, I went to the largest bank in the city of Detroit. There I sold a policy to the cashier and got permission to sell in the bank during working hours. It seemed that within me there was a driving force that was so sincere that all obstacles were removed. That day I made 44 sales."


 


Through trial and error the first day, my mother developed inspirational dissatisfaction. She was inspired to action. She knew Whom to ask for guidance and help in her efforts to make a livelihood, just as she knew Whom to ask for guidance and help when she was faced with a problem regarding her son.


 


And through trial and success the second day, she acquired knowhow in selling her accident policies that developed for her a successful sales system. Now she had know-how in addition to inspiration to action and activity knowledge. So the upward climb was rapid.


 


Salesmen, like other persons, often fail in the upward climb because they do not reduce to a formula the principles applied on those days when they are successful. They know the facts, but they fail to extract the principles.


 


Now that she was earning a good living in personal sales, my mother began to build a sales organization that operated throughout the state of Michigan under the trade name of Liberty Registry Company.


 


Mother and I would see each other on holidays and during vacation periods. My second high school summer vacation was spent in Detroit. That's when I, too. learned to sell accident insurance, and that's where I started to search for a sales system for myself — a system that would never fail.


 


Do Twice as Much in Half the Time


 


The Liberty Registry Company office was in the Free Press Building. I spent a day in the office, reading and studying the policy I was to try to sell the next day.


 


My sales instructions were as follows:


 


1.	Completely canvass the Dime Bank Building.


 


2.	Start at the top floor and call on each and every office.


 


3.	Avoid calling in the office of the building.


 


4.	Use the introduction, "May I take a moment of your time?"


 


5.	Try to sell everyone you call on.


 


So, I followed instructions. Remember, I had learned as a Boy Scout: When you set out to do something — don't come back until you have done it.


 


Was I frightened? You bet I was.


But it never occurred to me not to follow instructions. I just didn't know any better. I was, in this respect, a product of habit — a good habit.


 


The first day I sold two policies — two more than I had ever sold before. The second day, four — and that was a 100 per cent increase. The third day, six — a 50 per cent increase. And the fourth day I learned an important lesson.


 


I called at a large real estate office, and when I stood at the desk of the sales manager and used the introduction, "May I take a moment of your time?" I was startled. For he jumped to his feet, pounded his desk with his right fist and almost shouted: "Boy, as long as you live never ask a man for his time! Take it!"


 


So, I took his time and sold him and 26 of his salesmen that day.


 


That started me thinking: There must be a scientific way to sell many policies every day. There must be a method that will make one hour produce the work of many. Why not find a system for selling twice as much in half the time? Why can't I develop a formula that will bring maximum results for each hour of effort?


 


From that point on, I was consciously trying to discover the principles that have since built for me my sales system that never fails. I reasoned: "Success can be reduced to a formula. And failure can be reduced to a formula, too. Apply the one and avoid the other. Think for yourself."


 


Think for Yourself


 


Regardless of who you are, it is desirable to learn the techniques of good salesmanship. For selling is merely persuading another person to accept your service, your product, or your idea. In this sense, everyone is a salesman. Whether or not you are a salesman by vocation, the minute details of my selling system are not really important to you; but the principles may be — if you are ready.


 


What is important to you is that you reduce to a formula, preferably in writing, the principles you learn from your successful experiences and your failures, in whatever activities you may be interested. But you may not know how to extract principles from what you read, hear, or experience. I'll illustrate how I did it. But you must think for yourself.


 


How I Overcame Timidity and Fear


 


Before I describe how I overcame timidity and fear when opening up closed doors, entering plush offices, and trying to sell to businessmen and women as a teenager, let me first tell how I faced the same problem as a boy.


 


Many persons find it difficult to believe that as a youngster I was timid and afraid. But it is nature's law that with every new experience and in every new environment an individual will feel some degree of fear. Nature protects the individual from danger by this awareness. Children and women experience this to a greater degree than men; again, this is nature's way of protecting them from harm.


 


I remember that as a boy I was so timid that when we had company I would go into another room, and during a thunderstorm I would hide under the bed. But one day I reasoned: "If lightning is going to strike, it will be just as dangerous whether I am under the bed or in any other part of the room." I decided to conquer this fear. My opportunity came, and I took advantage of it. During a thunderstorm, I forced myself to go to the window and look at the lightning. An amazing thing happened. I began to enjoy the beauty of the flashes of lightning through the sky. Today, there is no one who enjoys a thunderstorm more than I do.


Although I called in each office in sequence in the Dime Bank Building, I had not licked the fear of opening a door, particularly when I couldn't see what was on the other side (many of the glass doors were frosted or had curtains on the inside). It was necessary to develop a method of forcing myself to enter.


 


Then, because I searched, I found the answer, I reasoned: Success is achieved by those who try. Where there is nothing to lose by trying and a great deal to gain if successful, by all means try!


 


The repetition of either of these self-motivators satisfied my reason. But I was still afraid, and it was still necessary to get into action. Fortunately, I struck upon the self-starter: Do it now! Because I had learned the value of trying to establish the right habits and the harm of acquiring wrong habits, it occurred to me that could force myself to action as I left one office if I would rush quickly into the next one. Should it occur to me to hesitate, I would use the self-starter Do it now! — and immediately act on it. This I did.


 


How to Neutralize Timidity and Fear


 


When once inside a place of business, I was still not at ease, but I soon learned how to neutralize the fear of talking to a stranger. I did it through voice control.


 


I found that if I spoke loudly and rapidly, hesitated where there would be a period or comma if the spoken word were written, kept a smile in my voice, and used modulation, I no longer had butterflies in my stomach. Later I learned that this technique was based on a very sound psychological principle: The emotions (like fear) are not immediately subject to reason but they are subject to action. When thoughts do not neutralize an undesirable emotion — action will.


 


The sales manager in the real estate office hadn't liked the introduction: "May I take a moment of your time?" Besides, many persons on whom I had used this introduction had answered "No." So I abandoned it and, after experimenting, came up with a new one that I have used ever since: "I believe this will interest you also."


 


No one has said "No" to this introduction. Most have asked, "What is it?" Then, of course, I have told them and given them my sales talk. The purpose of a sales introduction is solely to get a person to listen.


 


Know When to Quit


 


"Try to sell everyone you call on" was one of the instructions my mother had given me. So I stayed with every prospect. Sometimes I wore him out, but when I left his place of business, I was worn out too. It seemed to me that in selling a low-cost service, as I was doing, it was imperative that I average more sales per hour of effort. For it wasn't every day that I sold 27 policies in one place of business.


 


So I decided not to sell everyone I called on, if the sale would take longer than a time limit I had set for myself. I would try to make the prospect happy and leave hurriedly, even though I knew that if I stayed with him I could make the sale.


 


Wonderful things happened. I increased my average number of sales per day tremendously. What's more, the prospect in several instances thought I was going to argue, but when I left him so pleasantly, he would come next door to where I was selling and say, "You can't do that to me. Every other insurance man would hang on. You come back and write it." Instead of being tired out after an attempted sale, I experienced enthusiasm and energy for my presentation to the next prospect.


The principles I learned are simple: Fatigue is not conducive to doing your best work. Don't reduce your energy level so low that you drain your battery. The activity level of the nervous system is raised when the body recharges itself with rest. Time is one of the most important ingredients in any successful formula for any human activity. Save time. Invest it wisely.


 


How to Get a Person to Listen to You


 


"When you are talking to a person, look at his eyes," I was taught as a youngster. But in selling, I would look at a person's eyes and he would often shake his head "no." And more often he would interrupt me. I didn't like this. It slowed me down. Soon, I hit on a simple technique to avoid this: Get the prospect to concentrate through his senses of sight and hearing on what I had to show him and on what I had to say. I pointed to the policy or sales literature and looked at it as I gave my sales talk. Because I looked where I was pointing, he looked too. If, out of the corner of my eye, I saw a prospect shake his head "no," I paid no attention. Often, he would become interested, and I would later close the sale.


 


Play to Win


 


In a highly competitive game or sport, you play according to the rules, and you don't violate the standards that you have set for yourself, but you play to win. So it is in the game of selling. For selling, like every other activity, becomes a lot of fun when you become an expert.


 


I found that to become an expert I had to work, and work hard. Try, try, try, and keep trying is the rule that must be followed to become an expert in anything. But in due course, by employing the right work habits, you do become an expert. Then you experience the joy of work, and the job is no longer work. It becomes fun.


 


Day after day I worked, and worked hard, trying to improve my sales techniques. I searched for trigger words — words and phrases that would set off the right reaction within the prospect. And the right reaction meant that he would buy within a reasonably short space of time, for time meant money to me.


 


I wanted to say the right thing in the right way to get the right reaction. This took practice, and practice is work.


 


Everything has a beginning and an ending. The introduction is the beginning of a sales presentation. How could I end the sale in the shortest space of time in a manner that would make the prospect happy?


 


Because I searched, I made a discovery: If you want the prospect to buy, ask him to buy. Just ask him and give him a chance to say "yes." But make it easy for him to say "yes" and difficult to say "no." Specifically, use force with such finesse that it is subtle, pleasing, and effective.


 


And here's what I found: If you want a person to say "yes," just make a positive statement and ask an affirmative question. Then the "yes" answer is almost a natural reflex action. Examples:


 


1.	Positive statement: It's a nice day...


Affirmative question: Isn't it?


Answer: Yes, it is.


 


2.	The mother who wants her child to practice the piano for an hour on a Saturday morning when she knows that the child wants to go out and play could say:


 


Positive statement: You want to practice for an hour now so that you'll have the entire day to play….


Affirmative question: Isn't that true?


Answer: Yes.


 


3.	A sales lady offering a customer a lace handkerchief could say: Positive statement: This is beautiful, and it's quite reasonable...


Affirmative question: Don't you think so?


Answer: Yes.


Affirmative question: May I gift wrap it for you, then? Answer: Yes.


 


4.	The effective close I found is just as simple:


Positive statement: So, if you don't mind,  I would like to write it for you also,  if I may...


Affirmative question: May I?


Answer: Yes.


 


Why It Was Written


 


The stories of my experiences in the Dime Bank Building indicate the techniques I used to begin to develop my sales system that never fails, and why I used them. I was searching for the necessary knowledge for each step that would comprise the entire sales presentation. I was endeavoring to acquire the know-how — the experience of using this specific knowledge through repeated action.
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