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	Praise for


	Sell Like A Spy


	“‘Your most powerful weapon is your mind!’ an Army Special Forces recruiting poster from the late ’60s proclaimed. That remains true today because no matter what weapons special forces soldiers employ, they must have the ability to build and establish trust and rapport with foreign partners around the world, men and women of often vastly different cultures, languages, and histories. As readers of Sell Like a Spy will find, they can learn and absorb the same principles and ways of thinking from the special forces that results in operational success in our environment, to apply to the world you live and work in.” 


	—lieutenant general john f. mulholland jr. (ret.), former Deputy Commander of the United States Special Operations Command


	“In Sell Like a Spy, Jeremy Hurewitz does an excellent job of identifying best practices in information gathering, understanding people, and assessing situations from people with decades of experience honing these skills in the intelligence and law enforcement world. He shares with the reader how to use these skill sets to succeed in all sorts of aspects of their lives. A useful and fascinating read for just about anyone.”


	—mark sullivan, former Director of the Secret Service 


	“In Sell Like a Spy, Jeremy Hurewitz has given us a unique and intriguing look into the communication- and relationship-building skills used by FBI hostage negotiators to gain a peaceful surrender, by criminal interrogators in gaining cooperation, and by CIA case officers when recruiting spies. Viewed from his background in journalism and business consulting, Hurewitz explains how these highly effective methods can be used more broadly in the business world to achieve success. A well-written, great read that I highly recommend.” 


	—gary noesner, former FBI Chief Hostage Negotiator, and author of Stalling for Time: My Life as an FBI Hostage Negotiator 


	“We’d like to think of spycraft as all cloak-and-dagger work in the shadows. But Jeremy Hurewitz, in this remarkable new book, shows that the best spies are really elite salespeople at heart. They can connect with, well, just about anyone. Having had remarkable access to top spies through a career in corporate security, Jeremy reveals the secrets they used to succeed. Not surprisingly, if you can sell while deeply undercover you can sell just about anything—and the lessons in this book will serve anyone working in corporate America today.” 


	—paul sullivan, former New York Times columnist, author of Clutch: Excel Under Pressure, and Founder of The Company of Dads 


	“Jeremy Hurewitz knows what good intelligence officers know: when it comes to closing deals, creativity matters. He shows that throughout his engrossing new book, Sell Like a Spy, which puts the reader in a position to learn real spy tradecraft to connect more deeply and influence people in their lives. His book is a page-turner, with real-life examples of how spies have used these techniques for generations. An essential read for anyone interested in broadening their social skills.” 


	—juval aviv, former Mossad officer, Founder of Interfor Inc., and author of Staying Safe: The Complete Guide to Protecting Yourself, Your Family, and Your Business 


	“Jeremy Hurewitz spent years working side-by-side with CIA case officers, FBI agents, and other government officials. With Sell Like a Spy, he taps that unique experience to provide crucial insights that can help businesspeople develop relationships, collect information, and overcome challenges.” 


	—gregory zuckerman, Special Writer, The Wall Street Journal, and New York Times bestselling author of The Man Who Solved the Market: How Jim Simons Launched the Quant Revolution 


	“Sell Like a Spy is flat-out a great read and an innovative playbook—really a master class for serious sales professionals looking to up their game and become elite in their field. Ubiquitous information, macro forces, and competition make selling harder than ever with every pipeline opportunity a mission and every negotiation a complex operation. Jeremy Hurewitz does a brilliant job tapping into the clandestine world of espionage to extract unique best practices, leverage proven techniques by arguably the world’s best sellers—SPIES—to give any sales professional willing to invest in their craft a serious competitive edge.” 


	—pat donegan, former Senior Managing Director of Sales Excellence, The Riverside Company 


	“The lessons of espionage directly relate to sales: it all comes down to the art of human persuasion. That’s why this book is so useful and fascinating, because modern sales teams can adopt practices that have been employed by governments for years. . . . And not in a nefarious way, but in a way that actually builds trust. Sell Like a Spy is a great read and a lot of fun!” 


	—sam jacobs, CEO & Founder of Pavilion, and Wall Street Journal bestselling author of Kind Folks Finish First: The Considerate Path to Success in Business and Life 
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	Foreword


	by Robert L. Grenier,
Former Director of the CIA National Counterterrorism Center


	Throughout my career in the Central Intelligence Agency, I had to persuade foreigners to work with the U.S. government—to sell them, if you will, on the idea and why it made sense for them to agree to cooperate.


	The most extreme example came in the days immediately following 9/11, when I was serving as station chief in Islamabad, Pakistan, and journeyed to the dusty provincial desert outpost of Quetta, in the southern part of Pakistan, to meet with Mullah Akhtar Mohammad Osmani, the number-two leader in the Taliban. I was the first U.S. government official to meet with a member of the Taliban after 9/11, and my task was to persuade Osmani to turn over Osama bin Laden before the U.S. was forced to go to war with him and his Taliban forces. 


	To say that the good mullah and I had little in common was to vastly understate the case. I was from the Eastern (U.S.) establishment, a product of boarding schools and the Ivy League, someone from the intelligence world for whom broad open-mindedness toward foreign cultures and alternative ways of thinking was both a personal instinct and a professional necessity. Despite what Hollywood tells you about the life of spies, in my experience aggression was generally confined to the tennis court.


	Mullah Osmani, conversely, was a grizzled veteran of over twenty years of primitive, pitiless war. A bearlike tribal commander, with a huge black turban and a copious beard, his violent world was bounded by a narrow conception of fundamentalist Islam. Although he had no personal love for bin Laden, he could not ignore the fact that the Saudi was a religious hero and a champion to his own people, and that to hand him over would be considered a great betrayal by virtually everyone whose opinion mattered to him. His instinctive response to U.S. demands was violent defiance. At the same time, however, war was no abstraction to him, and the prospect of yet more hostilities, this time with a superpower of unimaginable military prowess, was something he fervently wanted to avoid.


	During eight hours of conversation spread out over two days, we went around and around, with no discernible progress. I pitched myself as an impartial observer, earnestly trying to help Osmani find a way to avoid the American juggernaut while still satisfying the core requirements demanded by both sides. Again and again, I proposed face-saving ways for the Afghans to meet the American president’s demands to avoid war, only to run up against the mullah’s narrow lack of imagination. Still, his growing agitation at the thought of yet another years-long war with a superpower was a strong selling point, and I played it judiciously, again and again, while making sure that the thinly veiled threat of U.S. punishment did not push him over into snarling, unthinking defiance.


	The weight of this decision seemed to overwhelm him. He felt he was trapped between concessions he could not make and the unpalatable prospect of war with America. He was despairing. His shoulders hunched and his body slumping in his chair, I could see him literally shrink before me. But those eight previous hours had had one clear effect: he had become convinced of my sincerity in wanting to help him. He knew I understood both him and his situation. Against all odds, I had become his friend.


	Looking up at me, he said the words I had hoped for: “Tell me what I should do.”


	Without any hesitation, I mapped the way out. I explained how his boss, Mullah Omar, had created a trap for himself and his country, and how only Mullah Osmani could save them. Step by step, I explained how he needed to place Mullah Omar under house arrest, seize control of the capital, consolidate his support among the other senior commanders, and announce the steps he was taking to bring bin Laden to Islamic justice and to save Afghanistan from the fate to which Mullah Omar had condemned it.


	It was as though I had thrown a line to a drowning man. Leaping to his feet, Osmani seized it. “I will do it!” he cried, as he wrapped me in a bear hug. We ate a hearty lunch together and, after hugging me again, Osmani mounted his heavily armed motorcade and roared off back to Afghanistan. I felt the deal was done—and, with a nod to this book, that the sale had been made. 


	Alas, it was not to be. As I feared, Osmani’s resolve did not survive the bumpy, six-hour drive to Kandahar, Afghanistan. What I didn’t know then was that while I seemed to have sold Osmani, he had no hope of selling his fellow commanders on the idea to follow him, rather than the charismatic Mullah Omar. After the euphoria prompted by our conversation had faded, he must have come to his senses.


	This story would be far more compelling if it reflected a success. If this long conversation had resolved the impasse between the U.S. and the Taliban, avoiding what we now know would be twenty years of warfare and much death and destruction, we’d see it differently.


	But the point of the story is that despite the hopelessness of the situation, despite the vast, ultimately unbridgeable gap between Osmani and me, patience, understanding, and genuine empathy brought us to a point where, despite all odds, we agreed on a joint course of action. I had made the sale; but as any salesperson will likely have experienced, sometimes things can still go wrong after you’ve convinced your counterparty of the merits of your pitch.


	Among the most critical abilities of the spy, or anyone whose livelihood depends on influencing others, is a capacity for empathy. It is by putting yourself in the shoes of another, understanding the context in which their decisions are made, that one can begin to imagine the circumstances under which they might take the actions you wish for, even if that would take them far from where they had been when you started with them.


	Imagine what similar techniques could render in the case of a sales process, with so many more advantages on your side, and so many fewer obstacles? That is the benefit, and the promise of this book. 


	When Jeremy Hurewitz approached me with the idea for Sell Like a Spy I was instantly intrigued and quickly grasped how compelling the concept was. In a series of conversations, I shared some of my experiences from a long career in espionage, as well as many of the broad lessons in human behavior that I had drawn from that life. Espionage, as anyone from that world will tell you, is after all a human business. Its field of endeavor is the palette of human character.


	Subsequently, Jeremy also drew on the experiences of others, former colleagues of mine as well as members of the military and law enforcement, who added their own insights. They, too, often work in the battle space of the human psyche.


	It was up to Jeremy, whose experiences straddle the worlds of journalism, corporate investigations, and national security policy, as well as sales, to distill these aggregate lessons and to apply them to the world of sales. Corporate sales may seldom be thought of in the same context as intelligence, law enforcement, and military operations; but, like those, it is a people business, and the ability to influence others to move in an intended direction is the key to success.


	For myself, I cannot pretend to understand the commercial sales world, but the professional corporate salesperson is very likely to be able to take the lessons drawn from spy operations and apply them, by analogy, to their own context and alternative purposes. That is the process that Jeremy has been able so skillfully to facilitate.




	Introduction


	Natalie1 was a highly trained CIA case officer with a roster of techniques that she used to connect with targets. A Muslim of Lebanese heritage, she utilized her knowledge of Islam to establish ties with terrorist targets and remove them from the battlefield.


	But this mission was a bit different. Natalie wouldn’t be chatting up someone at a teahouse or charming a foreign diplomat whose government might be covertly supporting a terror group. On this particular mission, she would be sitting in front of a computer screen. 


	The CIA had gathered intelligence that a top Yemen-based Al Qaeda lieutenant—we’ll call him “Nabil”—was looking for a wife. The Agency managed to connect Natalie with him online, and they started corresponding. Her mission was to elicit Al Qaeda-insider information and, if at all possible, to get him to share details about himself that might help the CIA to target him.


	Natalie, posing as Elmedina, slowly built rapport with Nabil, telling him of her life in Syria, the challenges she and her family had endured in the country’s civil war, and how she was looking for a righteous man of faith to help her move forward with her life. She started the conversations warily, acting as if she were shy. But Nabil was interested, and he started pursuing Elmedina. She turned his interest against him, subtly getting him to share details that the Agency began to assemble into a broader picture. 


	The details Nabil shared about his life put him in Hadramawt Province, a terrorist stronghold in this desperately poor country. He mentioned certain roads and markets in nearby towns. He told his charming Elmedina that he traveled in a small Suzuki truck because the Americans tended to look for Toyota Hilux trucks. Critically, he noted that he had been injured in a recent skirmish and his leg was broken. 


	The CIA sent drones into the area they believed Nabil inhabited. Not long afterward, they spotted a Suzuki 4X4 and saw a man getting out of the passenger seat to head into an internet café. He made his way into the café with the help of crutches. 


	Nabil probably believed he was using good tradecraft, riding in a car that wasn’t typical of his Al Qaeda colleagues. Perhaps he thought that patronizing an internet café would avoid the chance of his compound being compromised because it provided a degree of cover from his enemy’s electronic surveillance efforts.


	But Elmedina’s tradecraft was better. She chatted with him over the internet while he was in the café, ramping up her virtual affection for him, telling him that she longed for a time soon when she could meet him in person, when they could be together.


	Eventually, Nabil said he had to go. He hobbled back to his driver outside the internet café, perhaps enthusing over his potential bride-to-be, when soon after driving away from the café a missile from a Predator drone struck his truck, obliterating the vehicle and completing the mission of removing Nabil from the battlefield. 


	Elmedina’s proficiency in subtly collecting bits of information2 helped her contribute to the mission of removing a notorious terrorist with the blood of civilians on his hands. 


	Later on, Natalie briefed a top CIA official about the operation. He was amazed that the CIA—virtually, using a false persona—was able to elicit the kind of information that led to a successful kinetic strike. “This is the way of the future,” he commented. 


	Rick3 was a CIA case officer with a very particular set of skills. For one, he was an expert skier. A former teenage ski-racing champion from the Rocky Mountains, Rick always looked for opportunities to hit the slopes during his Agency tours overseas—not to compete anymore, but to connect with people and feel tied to his upbringing despite his rootless lifestyle. Most of all, he just really loved to ski.


	Rick never saw his passion for skiing as a potential tool in accomplishing the primary aspect of his job—the recruitment of foreign agents to collect intelligence for the U.S. government. Then again, maybe subconsciously he always had—spies know that utilizing any aspect of their personality to connect with their targets is just good practice. But would Rick have guessed that skiing would help him enlist the most valuable recruits of his career?


	It was the early 1990s; the Cold War had recently ended; and while the rest of the world was enjoying the peace dividend, the CIA was still hard at work, focused on the challenges that Russia presented to U.S. foreign policy. It was essentially the assignment that U.S. spooks had been working on for decades—trying to understand the Russians. But it was no longer about understanding advances in the Soviet military arsenal or countering the influence of Communism around the world. At this turning point in history, it was about understanding the state of the Russian government and whether Boris Yeltsin would be pushed out by revanchist elements from the ultra-left or extremist right-wing nationalists. The CIA was concerned about the safety and security of nuclear weapons in the Russian Federation, too, and whether Russian nuclear scientists were making their nuclear expertise available to the highest bidder in the global underground of terrorists and rogue states.


	Rick was based in the Central Asian nation of Tajikistan and was tasked with recruiting Russian diplomats to gain insight into what was happening in that fractious country. 


	The problem he faced was that the Russian diplomats based in Dushanbe—the capital of Tajikistan—seemingly hadn’t gotten the memo that the Cold War had ended. The U.S. government was a friend now, right? Well, these diplomats still operated under rules that prohibited them from meeting alone with U.S. counterparts.


	So what did Rick do? He went skiing.


	Rick knew that Russians are avid mountaineers, and he bet that if he hit the ski slopes in that impoverished Central Asian nation (even if they were just rudimentary slopes), he would bump into Russians, possibly some recruitment targets.


	That’s exactly what happened. Rick’s passionate, skillful skiing impressed, and he quickly made friends on the slopes. Just as he’d planned, these new pals included Russians with information and insights that were extremely valuable to the U.S. government. 


	Rick was able to make his particular kind of sale—persuading his target to commit treason—by following his passion and by going to where his very particular clients might be. Those of us in sales can think the same way and get the same results. It’s just one of the many ways that we can all sell like a spy.4


	Spies have intrigued us for generations. From the Cold War image of a mysterious figure in a fedora and trench coat lurking under a fog-shrouded streetlamp, to the dashing James Bond character saving the world from peril, to the nearly superhero level of Jason Bourne’s augmented skills, we are fascinated by the danger and glamor of espionage.


	Pop culture has given us a memorable cast of characters that have the ability to become nearly invisible, collect the information they need, and defeat the bad guys. 


	The truth, of course, is quite a bit different. Spies do leverage some extraordinary skills to do their work. But they are very much human beings, and the work they do is in large part far more mundane than Hollywood would lead us to believe. While it’s true that spies are trained to deal with dangerous situations, for the most part their work involves influencing people, developing their targets in order to understand what will motivate them to cooperate, and ultimately recruiting agents to collect intelligence for the U.S. government.


	So, could it be that spies are actually the world’s best salespeople? After all, what is a harder sale to make than getting someone to commit treason? 


	I have been mistaken for a spy, but I have never actually been one. At least not one working for any government. During nearly a decade abroad as a journalist, I was sometimes accused of being with the CIA—and there was a girlfriend or two who teased me about their suspicions because of my travel schedule—but there was no truth to it. I have some skills that are helpful in espionage—good at eliciting information, a natural ability to develop relationships—but I also wear my heart on my sleeve and I’m better at keeping the secrets of others than my own.


	If I look back on my time overseas as a journalist, I reflect on moments as a naïve young journalist excited to be at embassy functions in international cities. I remember being flattered to have diplomats at these functions ask me questions and feign interest in my point of view. Because of my work at the time, I was speaking regularly with editors of influential newspapers around the world, with well-known academics, and often with leading politicians. When I look back on these moments, I see spies with diplomatic cover using flattery to elicit information and using their great listening skills to get me to open up about everything I had learned. I was never the wiser for it, because techniques like “the violin conversation” and “active listening” had me believing that we were just having normal conversations. In reality, they were expertly drawing out information, assessing who I was, and determining whether I could be valuable to them in any broader sense. 


	Much of my work as a journalist involved writing about security and intelligence, and I’ve always had an interest in, and read widely about, espionage. Indeed, part of the reason I was drawn to the corporate security industry was to get closer to the former intelligence officers, law enforcement, special forces, and other government officials who populate the industry so I could learn about them—and from them. 


	And learn I did. 


	Let me tell you how I came to be a corporate spy and work with former intelligence officers and a variety of other former government officials. But before I let you in on the secrets of selling like a spy, let me share some details about the shadowy world of corporate security and how I found a place in it.


	Corporate Security


	We could go back through time and find numerous examples of “corporate security,” especially if we take an expansive view and include the world of mercenaries. Some of my employers had corporate divisions that were military contractors, and I’ll speak to that. We could also look back to the Pinkerton agency and its detectives and strike-busters for a corporate security lineage. But for our purposes, let’s focus on recent history. 


	Most people credit the origins of the modern corporate-security industry to Kroll Associates. Established by the legendary Jules Kroll, a former federal prosecutor, he surveyed the business landscape of the early 1970s and realized that the business world could use some of what traditional private investigators did. But those services would need to avoid the tawdry aspects of private investigator work so famously showcased in pulp fiction and noir cinema. He was highly successful in professionalizing this industry, essentially creating it out of whole cloth. Just as “getting a Xerox” used to mean making a document copy and “Googling” something means searching for it online, ordering a Kroll report was for years the byword for ordering a background check. 


	The industry expanded throughout the ’70s and ’80s, but the end of the Cold War proved to be a major catalyst for growth. With the Iron Curtain coming down, countries with centrally planned economies were now reforming and opening up their financial systems, embracing capitalism. This created enormous opportunities for corporations and investors eager to leverage the peace dividend of the era to enter new markets and participate in their rapid economic growth.


	But all opportunity comes with risk, and there was certainly plenty of that. Many of these newly open countries teetered on the edge of chaos as the Soviet Union removed decades of foreign aid, creating power vacuums filled by warlords, criminals, and other power-hungry players. In places like Eastern Europe, the privatization of industry in the ’90s was plagued by corruption, creating a whole class of sketchy oligarchs that Western businesses eyed warily when it came to establishing partnerships. 


	The corporate-security industry grew rapidly, helping these corporations and investors manage and mitigate these types of security risks. It helped these groups to understand the variety of players operating in these newly opened markets, and helped ensure the safety of businesspeople traveling to these dangerous regions. 


	To build the specific labor force it needed to mitigate the very particular risks its clients faced, the industry hired former government employees. They brought knowledge of these emerging markets, real experience with violent groups and situations, and other important skills and expertise. 


	What started as managing physical and reputational risk security has blossomed into a vibrant industry. Corporate security now includes a wide spectrum of services like business-continuity planning, crisis management, asset tracing, litigation support, political-risk advice, cybersecurity, and even e-discovery.


	While the industry particularly values the experience of those with government backgrounds, former journalists are also welcome. Journalists bring talent for turning phrases; investigative experience; and, in many cases (mine included), coveted experience in some of the emerging markets that clients are deeply interested and invested in. 


	So when I came home from China after my decade abroad, open to the possibility of leaving the media world and wondering about where my skill set and experience might fit in, I was pointed to the corporate-security industry. I joined a global risk consultancy, a prestigious British firm who had been a player in the space almost as long as Kroll. 


	Hired on to a hybrid team that did project management as well as business development, I needed to be credible to clients regarding the wide suite of services this firm employed, and also to have the ability to grow relationships with those same clients. 


	I audited courses on kidnap-for-ransom cases—an all-too-common issue for international businesses and organizations—and learned all about this fascinating subset of the industry; I collaborated closely with our political-risks analysts—a team of dozens spread around the world with particular expertise on certain countries or regions—to write risk reports for our clients who were considering entering a particular country and seeking to understand how an upcoming election might impact their industry. I also worked with specialists to help businesses plan for the outcome of a major hurricane, earthquake, or terrorist attack. 


	The biggest stretch for me, and some of the most colorful work, was to manage executive protection details. I established a relationship with one of the biggest global consultancies, who hired us to protect their teams working in Iraq. Every other week, their consultants were flying into Baghdad and then heading to the southern Iraqi oil fields, and we picked them up at the airport (after their planes did the famous nose-dive into the airport to avoid rocket attacks from insurgents) and then transported them, with an extra security car in the rear in case the first car was attacked. 


	I once managed the security detail of one of the world’s most well-known hedge-fund investors. He was going on a cruise down the Nile with some of his billionaire buddies, and we had a security team on the yacht as well as a follow-car along the bank. Our political-risk team was picking up the signs of incipient unrest in Egypt—riots on bread lines in major cities—and we recommended augmenting the security detail to have a second follow car on the bank on the other side of the Nile as well.


	The client firm was well known for its culture of “radical transparency,” and so it wasn’t a huge surprise when the Chief Security Officer (CSO) called me back after hearing the firm’s recommendation from me. He chewed me out and accused me of trying to upsell them and demanded to speak to my boss. The head of our New York office was a dapper former FBI agent, and he adroitly mollified the CSO (a former SEAL, if I recall correctly), and they agreed on the expanded security detail.


	The trip went off without any incidents, but a few weeks afterward the Arab Spring erupted in Tunisia and quickly spread to Egypt. I remember touching base with that CSO around that time, following up on potential future work, and contextualizing the situation in Egypt while being careful not to hold it over him that we had been right. It was an important lesson for me on dealing with a difficult client and the power of the information we had as we made crucial, potentially life-and-death recommendations to our clients. 


	Another unforgettable learning experience was when our CEO shared a story about an Iraq-based project that we declined. It showcased our professionalism and how different we were from the cowboys at Blackwater—a firm that was attracting media attention in the late 2000s for a series of high-profile mishaps where their trigger-happy employees were accused of massacring civilians. 


	Our CEO pointed to the infamous “Fallujah ambush” of Blackwater’s employees being killed, burned, and strung up from a bridge in that Iraqi city, a hotbed of insurgency that would become a major battleground between U.S. forces and Islamic extremists. 


	We had been asked by a client of ours to provide security for their logistics in Iraq. Our Iraq country manager objected to the route the client wanted to take and said it had to be done differently, a more circuitous route that would take more time and cost the client more money, but, in his informed view, one that would be much safer. The client refused to reconsider their plans; and when we declined the project because we felt it was too risky, they went with Blackwater and the world could see the results.


	The organization I was working for had unique expertise within the business world, expertise that was to be heeded in order to avoid serious, life-threatening problems. I saw how high-performing management teams looked out for their employees, trusted those employees and their knowledge in the field, and gave a surprising role to ethical guidelines that mandate sticking to missions and mindsets. 


	But the work I focused on more than anything was investigations, and that put me side by side with CIA case officers frequently. This work was reputational due diligence, often called background investigations. For example, if a private-equity firm is acquiring a company, looking into the backgrounds of the founder and the top members of the team is an industry best practice. 


	The work is crucial because while the investor might have spent a lot of time with the founder and their team, what you see might not be what you get. If you’re going to invest $100 million into a company, you’ll want to know if there are any skeletons in the closet. 


	So we would quietly dig in on these cases, building our approach off of what the public-records research—phase one in any investigation—showed us. If that founder had two DUI cases in the span of three years just under a decade ago, we’d make it a point to find out about it. Are they a problem drinker to this day? Or was this a particularly difficult period in their life (maybe they were going through a divorce or having problems with a child) and they have put this behind them? What do former employees say when contacted and asked about their leadership style, their ethical sense? These qualitative insights have huge value, and smart investors and executives know not to cut corners when making deals.


	Background investigation is one of the areas where I really saw the skills that case officers leverage in action. I was enamored with the planning they did, simply for the approach toward potential sources, trying to anticipate what they might think, whether they would be reluctant to talk, how to make them feel comfortable when asked about sensitive matters. Sometimes it wouldn’t work and the source wouldn’t speak. But more often than not it would, and we’re going to talk about some of those methods of getting people to open up to you.


	Occasionally we would go even deeper. Perhaps the target of the investigation was a big tennis player who played regularly at their country club. We might find a way into that country club and observe them playing a few matches. Do they smash their racket when they make a mistake or lose a set? Are they gracious in defeat, or do they sulk and act like a jerk? These character traits could provide insights into how this executive will react to setbacks in the corporate world, and they are highly valuable to the smart investor looking for any sort of edge or insight when putting a lot of money on the table. 


	There have always been gray areas of the corporate-security industry. Let’s face it, so much of this work demands working around the ethical edges. 


	On investigations, most of the firms I’ve worked for would avoid pretexting, or essentially lying to a source about who they are and why they are asking questions. Most firms hire subcontractors to do the source work, to provide a proxy between the firm and the project. We would hire people for whom it would make sense to ask the questions we needed answers to. Sometimes that meant hiring someone who worked as a headhunter to call people and ask about an executive’s background. Other times it meant hiring a freelance journalist, perhaps one who covered a particular industry (say, healthcare), to ask about details involving a particular situation that a hedge-fund client wanted to understand more deeply. 


	Each firm I’ve worked for is a little different, as is each situation. Some firms feel it’s okay to occasionally raid someone’s garbage to find information on them because it’s legal in that particular state and could yield important intelligence. I’ve never wanted to be involved with digging through garbage, and have avoided such projects and the firms that engage in that practice. But it is certainly an industry that has a way of creeping into ethical gray areas. 


	Executing for clients in the different areas of support we provided allowed me to learn firsthand from former spies and other ex-government officials. But just as important was spending time with these people, getting to know how each of them approached relationship development, the collection of information, and how to overcome challenges. The way each individual personalized the training they had was one of the most important lessons about how to be effective in using the methods I will describe in this book. 


	There was a particularly unassuming former case officer, for instance, a lapsed Mormon, who showed the importance of “active listening”—one of the main reasons I came to feel that this particular skill is the most important that any spy or salesperson could have. This case officer had a way of getting you to talk, of pushing the spotlight off himself and back on to you. It was his quiet tone of voice, his seemingly shy nature and deference in conversation that led you to feel he was non-threatening, trustworthy, on your side. I watched while over several years he assumed larger and larger roles at our firm, his self-effacing façade hiding someone who was really a canny and ambitious operator.


	Another former case officer’s cover wasn’t fully rolled back; he neither advertised nor hid his Agency background. A veteran of some of the roughest CIA stations in the 2000s during America’s “war on terror,” an accomplished triathlete, he stood out to me with his humble nature. Not as self-effacing as the previously described spy, this guy had a gregarious personality, but it wasn’t about drawing attention to himself, and it certainly wasn’t trying to traffic on what was an accomplished CIA career. His humility was inspiring and remains so. 


	A military sniper introduced me to his world of moral ambiguity and how he now managed executive-protection tasks for some of the world’s most well-known businesspeople. Though he wasn’t physically imposing, he had an off-putting way about him because of his taciturn nature, especially once you learned what he had done in the military. But I knew he held interesting knowledge and made it a point to get to know him, learning how his calm persona was essential to the task of spending long hours looking through the lens of a sniper scope. I learned how important it is to have an intense focus on the mission, how essential it is to block everything else out, including the natural human sympathy that forms when someone is observed closely in mundane activity even though you will have to pull the trigger at a certain moment. He taught me how he used the same sort of steely focus when he was protecting an executive on a trip, and we discussed ways that this singular focus can help in every aspect of life. 


	The world of corporate security was in many ways like going to graduate school—a survey course of varied government trainings mixed into the bouillabaisse of global business. Synthesizing the lessons from an alphabet soup of government agencies, I developed Sell Like a Spy to share with you the lessons from these extraordinary public servants.


	So, that’s corporate security in a nutshell, and a bit of insight into some of the basics of corporate security tactics. But we need to go deeper to see the sales aspect of selling like a spy.


	Throughout my career, a common theme has involved wearing several hats at once. I’ve always had something of a hybrid role—half practitioner, half sales. That’s a perch I’ve always felt comfortable on, and one that I think is a good place for anyone in sales to think about. We should all be essentially subject-matter experts in the particular product or service we are selling, shouldn’t we?
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