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Praise for The Inner Game of Selling


“I believe selling is the same everywhere, and Ron has testified to that in this land of Japan. By using the principles found in this book, our people’s sales increased, on average, more than 26 percent.”


—Minoru Asai, Managing Director, ERA Japan Corporation


“The Inner Game of Selling takes a much needed look inside the mind of the sales performer, where we can either create abundance or fabricate roadblocks. This book shows how we can align our feelings, attitudes, and behaviors with our goals to deploy our true talents. A must-read for anyone who wants to win in selling and in life.”


—Gerhard Gschwandtner, founder and Publisher, Selling Power


“The most comprehensive and practical book I’ve seen on goal development and overcoming barriers to achievement.”


—Simon Walter, Director, Beca Infrastructure Ltd., Auckland, New Zealand


“The dean of relationship-based selling has taken his game to the next level with The Inner Game of Selling. Willingham has synthesized modern human behavioral science with the very best concepts associated with emotional intelligence and delivered an interactive self-coaching masterpiece. Whether you are in the business of selling, leading, or participating as a member of the human race, this book is the bedrock to living a more fulfilling and productive life.”


—Jeff Hughes, CEO GAMA International


“I can’t wait to share The Inner Game of Selling and observe the results that will follow.”


—Michael Fann, Chief Operating Officer, Just Water International Limited, Auckland, New Zealand




ALSO BY RON WILLINGHAM


Integrity Service


Integrity Selling for the 21st Century


The People Principle


Hey, I’m the Customer


When Good Isn’t Good Enough


Integrity Selling


The Best Seller


Life Is What You Make It


How to Speak So People Will Listen




[image: Image]




[image: Image]


FREE PRESS


A Division of Simon & Schuster, Inc.
1230 Avenue of the Americas
New York, NY 10020
www.SimonandSchuster.com


Copyright © 2006 by Ron Willingham


All rights reserved,
including the right of reproduction
in whole or in part in any form.


FREE PRESS and colophon are trademarks of Simon & Schuster, Inc.


DESIGNED BY PAUL DIPPOLITO


Manufactured in the United States of America


10 9 8 7 6 5 4 3 2 1


Library of Congress Cataloging-in-Publication Data


Willingham, Ron, 1932–


The inner game of selling : mastering the hidden forces that determine your success / Ron Willingham.


    p. cm.


Includes index.


1. Selling. I. Title.


HF5438.25.W533 2006


658.85—dc22


2006041042


ISBN-13: 978-0-7432-8628-2
ISBN-10:         0-7432-8628-6
eISBN: 978-0-7432-9383-9




To my special friend Joe Barnett . . .


Because you came into my life with your positive encouragement and friendship, I found myself in this incredible business of helping people discover their better selves.


In a person’s whole lifetime there may be two or three special people who help us make choices that then lead to significant life directions.


You were one of them, my friend.


There’s no way that I can ever repay you.




Special Thanks


To Sarah Granstrom, Roneal Sweet, and Robin Willingham for your help with word processing, editing, and—most of all—your patience.


To all the salespeople who have participated in our Integrity Selling course around the world: what I have learned from you has been invaluable in digging down to the real reasons why salespeople sell.


To super agents Jane Dystel and Miriam Goderich. As usual you made the business process easy.


To Fred Hills, for the chance to work with a seasoned pro who knows, cares, and understands my message. Your guidance and personal editing have been much appreciated.


And finally, to all my fellow salespeople who endure all the day-to-day challenges and rewards that this wonderful profession offers us.




The New Context of Selling


Your ability to sell is much more an issue of
who you are than what you know.


This changes the whole context of
what it takes to be successful in selling.


It’s the sum of your inner values and beliefs that
regulates and controls your sales success.


To the extent these are strengthened and expanded,
your sales success will automatically grow.
Until then, it will probably stay the same.
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New Discoveries About Sales Success


1. You have an inner belief boundary that defines who you are, what’s possible for you to sell, and what life rewards you deserve to enjoy.


2. This boundary is based on your past perceptions, and not on actual fact or truth.


3. You live out these inner beliefs without questioning their authenticity.


4. You have a strong inner need to hold on to these old beliefs and experience difficulty releasing them.


5. Your sales and life circumstances won’t significantly change until you release the need to hold on to these old beliefs and move past them to new goals.




A man cannot directly choose his circumstances, but he can choose his thoughts, and so indirectly, yet surely, shape his circumstances.


—JAMES ALLEN





Introduction
How This Book Can Help You



LET ME JUST SAY IT!


If you don’t intellectually know and unconsciously practice what’s in this book, you absolutely can’t be as successful in your sales career as you should be.


An audacious statement? Maybe.


But all I ask of you is to digest the ideas in this book, carefully following my step-by-step directions, and then decide whether or not my statement is correct.


See if you don’t suddenly begin to sell on much higher levels.


How You Sell Isn’t As Important As Why You Sell


I suspect that most of your formal sales training or education involves how to sell. Maybe you were unlucky enough to have been taught things like closing techniques, negotiation strategies, or other persuasive gimmicks. Maybe you were even more confused by motivators, speakers, or trainers who taught you tricky closes and stuff like how to overcome stalls and objections, tie-downs, nail-downs, or other similar ploys to make weaker people acquiesce to your power and finesse.


Wonderful!


Wouldn’t you just love to have stuff like that done to you?


In this book I’ll show you how to sell with high integrity, honesty, and impeccable ethics. A way that will allow you to feel good and will honor and value your customers.


But I must be clear: to lift yourself to your highest possible levels of sales success, why you sell is infinitely more important than how you sell. So most of this book is about that.


In it I’ll share with you the real reasons for your expanded success in selling—the deepest causes of high performance that only a few people know. I’ll also expose many old destructive selling myths, some of which are still being taught today.


You’ll discover for yourself why most so-called “sales skills” are either too shallow or too manipulative to actually work. In many cases they actually prevent you from enjoying the level of success that could otherwise be yours. They become your enemies, leading you down the wrong path.


When you internalize my directions and make them your own, you’ll emerge a different salesperson. You’ll view yourself and your career possibilities in a whole new, expanded way. You’ll develop a stronger abundance mentality and prosperity consciousness. These are beliefs or viewpoints that manifest themselves in your selling behaviors. You’ll identify and cast off old emotional shackles that have kept you from the success you’re capable of enjoying.


Above all, you’ll release yourself from the need to hang on to old, limiting beliefs.


The Truth Comes Out


Here’s the truth: at least 80 percent of all salespeople don’t sell well. One reason is that they have a totally erroneous view of what the selling process is. Most go about it wrong. Tragically, many don’t even know that they don’t know. Add this to the fact that they also have an inadequate view of their actual possibilities, and you can clearly see why they don’t succeed.


How can they be successful with a foundation built on these weaknesses?


These misunderstandings confine them to low income levels, and cause poor retention in many sales organizations. Observe most of the people who attempt to sell you things, and you’ll probably come away less than impressed with the way you’re treated. You don’t believe me? Then try to buy a car, or a computer, or a cell phone. Check out the different salespeople, and see how much they really care about you and your needs.


What gives me the right to ask these questions and make such statements?


Good question.


Why I’ve Earned the Right To Write


I’ve been earning money by selling since I was eight years old. I’ve always wanted to be a salesperson. With the exception of two months of my adult life, I’ve been compensated by how much I sold or how much my sales organization earned.


Over 1.5 million people have graduated from my development courses. Our Integrity Selling course has been taught in eighty nations and has been translated into several languages. All kinds of people—from a wide range of cultures, businesses, and product lines—have found our processes beneficial.


Our firm, Integrity Systems, claims numerous blue-chip clients, such as Johnson & Johnson, The Guardian Life Insurance Company, American Red Cross, IBM, Principal Financial Group, USAA, Morgan Stanley, Abbott Labs, sanofi-aventis, Franklin Templeton, GE Financial Services, Coldwell Banker, and scores of other organizations, large and small.


They choose us because we help them enjoy results in the form of increased sales, salesperson retention, and customer satisfaction. It’s not uncommon for a client to experience increases of 15 to 25 percent. A group of Coldwell Banker agents collectively increased their sales 331 percent. Outstanding isn’t it?


It Isn’t What You Know


Your sales success isn’t an issue of what you know; rather, it’s the result of who you are! Who you are is the sum total of your knowledge, values, ethical standards, self-beliefs, emotional and spiritual strengths, and other things known and unknown.


This is where most so-called books on selling miss the boat. It isn’t that they’re all wrong; a few have some good ideas. It’s just that they don’t go deep enough. They don’t get close to the real issues that determine your ability to sell to your real potential.


It’s true that you must possess a good deal of knowledge—product, industry, technology, other kinds. This only gives you a ticket to get into the arena, it doesn’t help you win games. Being highly successful demands something much deeper than mere knowledge.


Unfortunately, your whole educational experience probably caused you to believe that knowledge is power. This is the familiar mantra that the great gurus chant. But this simply isn’t true.


Knowledge is only power when we apply it toward a worthy goal. We’ll be blocked from doing this when it’s not congruent with our unconscious views of our possibilities, values, and perceived abilities.


The Inner Game: An Issue of Internal Congruence


The real reason why people sell well involves key emotional and spiritual factors that must be aligned before you’re released to perform on higher levels. Until this happens you’ll always be emotionally handcuffed, and unconsciously barred from moving out into the deeper waters of success.


Here are some main factors that must come into congruence within you.


The Sales Congruence Model


[image: Image]


You’ll learn that you’re a holistic system—body, mind, spirit—composed not only of knowledge, but also of values, internal beliefs, habits, and automatic emotions. You’ll understand how these and other forces within you operate in the physical body to produce certain programmed behaviors.


All five of these dimensions must be in congruence for you to sell to your highest potential. If you try to sell a product or service that conflicts with your inner values, or that you don’t believe creates value for customers, you’ll experience inner conflicts. Likewise, if you don’t believe you have the abilities to do it, you’ll emotionally handcuff yourself.


Let me quickly define each of these five dimensions. I’ll expand on them later on.


View of Selling


View of selling is your internal belief about what the selling process really is. Is it something you do to people, or something you do for them? Is it persuading and convincing, or identifying and satisfying wants or needs people have?


Interview ten people and ask them what they think of when they hear the words sales or salesman, and most will respond negatively. What does this tell you?


I define selling as a process of identifying and filling people’s wants or needs, and creating value for them. It’s a mutual win-win activity, where both sides benefit from the transaction.


View of Abilities


View of abilities is your internal belief about who you are, how capable you are, and what levels of success you deserve to enjoy. Each of us has our own internal set of beliefs about what’s possible for us to achieve. Our unconscious beliefs are so powerful that they blind us to opportunities, results, and goals that are outside our current mental paradigms.


Simply put, if we don’t internally believe that a higher level of sales is possible for us, we’ll ignore, or not even recognize, opportunities that would surely accelerate us to these higher sales levels. We’ll often unconsciously set out to prove the goal is impossible.



Values



Values are the rules or internal guidelines by which you live your life. They determine the boundaries of your behavior. They define what you will do and what you won’t do—what your appropriate life responses are, and what they’re not.


Salespeople are often asked to do selling activities that conflict with their values. When people are expected to act in ways that conflict with their values, internal stress is created. But when they perform consistently with their values, they exhibit energy and confidence. Both the salesperson and the customer feel good about the relationship.


Sense of Worthiness


Each of us has, over our lifetime of experiences, developed deep, profound, unconscious beliefs about who we are and what we deserve to have in the way of life rewards.


Buried deeply within the caverns of our emotional and spiritual psyches is a well-established set of self-beliefs. Although they’re hidden from our conscious knowledge, they reign supreme in guiding all our actions, feelings, behaviors, and abilities. They send silent signals that say to us, “Here’s the level of success, rewards, or prosperity you deserve to enjoy.” Then, without questioning their rightness or wrongness, we carry them out in our sales behavior. We rarely, if ever, really analyze why we think, believe, and act the way we do.


This sense of worthiness is inextricably tied to our individual self-images, which were molded by our responses to the whole of our life experiences. It permeates our most entrenched emotional and spiritual sense of significance.


More than anything else, this self-perception defines our selling success. We must act and perform consistent with it. We can’t act otherwise, despite all our conscious efforts.


This is why traditional “sales skills” don’t work. In fact, when they’re inconsistent with our deep self-beliefs, they usually weaken our ability to sell successfully.



Belief in Product



Belief in product is believing that what we’re selling gives customers value exceeding the cost. As this belief is internalized, it becomes a conviction that then motivates us to create as much value for customers as we can. When we focus on creating extra value for customers and know that we’ll be rewarded consistently, we tap into vast new reservoirs of confidence and energy.


This then motivates us to higher and higher sales success. A sense of integrity, or authenticity, is subliminally communicated to customers. Trust develops. We sell more. Customers are happier and more loyal.


There’s always a silent, powerful force at work when we believe that the value we create outweighs the prices we charge. This attitude is communicated spontaneously, even unconsciously. It gives us confidence and power, and creates a sense of trust to our customers.


Understanding the Model


Look again at the Sales Congruence Model and consider the following points:


1. Conflicts or low sales levels result wherever gaps occur between the dimensions.


2. The wider the gap, the more salespeople suffer internal stress.


3. Conflicts or stress cause mental and emotional blocks that inhibit sales success.


4. As conflicts are reduced, sales, personal confidence, and communication increase.


5. Bringing dimensions into congruence is an emotional issue, not an intellectual learning process.


6. The dimensions only come together when positive actions, attitudes, and values are practiced in your everyday selling activities.


The Inner Game of Selling is about bringing these dimensions into harmony or congruence. I can’t stress enough that this is not an intellectual process, but rather an emotional one.


As you reflect on what I’ve presented, you’ll quickly see that I’m challenging you to think differently about yourself and the whole selling process.


But thinking differently isn’t always easy to do, unless you have a strong desire to perform differently. Your thinking predicts your future performance.


Not How to Sell, but How to Think Differently


My purpose is to help you sell like the pro you were destined to become. But I can’t achieve this by just teaching you sales skills. To accomplish my goal, I must help you think differently. You must view selling and your abilities in new ways and come to understand your actual possibilities.


Since your behaviors are driven by your inner values, thoughts, and beliefs, and not by your conscious discipline, we’ll go to the source. You’ll first change your thinking, which will change your inner beliefs, and then your behaviors will automatically change. It’s cause and effect.


But let me be more specific about how this book can help you.


How This Book Can Help You


Throughout this book, I’ll present concepts, and then more important, I’ll lay out proven successful Action Guides for you to practice. As you faithfully apply these, you’ll enjoy a Discovery Learning process that only comes from experience. You’ll enjoy the following results as you practice the success principles I’ll outline. All these will lead you to higher sales success and/or earnings.


1. You’ll learn how to sell people the way they want to buy.


2. You’ll develop stronger levels of self-confidence.


3. You’ll experience more positive responses and respect from people.


4. You’ll quickly separate yourself from ordinary salespeople.


5. You’ll immediately cause customers to notice your uniqueness, trust you, and want to do business with you.


6. You’ll develop a dynamic prosperity consciousness that will know no limits.


7. You’ll be referable—your customers will want to help you expand your business.


8. Your view of your actual possibilities will continually expand.


9. Your thirst to grow and develop will lead you into ever-increasing levels of knowledge and wisdom.


10. Your intellectual, emotional, and spiritual dimensions will be stimulated, begging for greater discernment.


Just think what your life can be like when you experience these benefits.


A Book to be Practiced, Not Just Read


This is a self-help action book. Just read it and you’ll gain new knowledge, but your sales probably won’t improve substantially. For you to enjoy increases you must take action and practice the Action Guides and exercises I lay out for you.


I have included specific activities that have helped real salespeople increase their sales and personal growth. You may or may not do all of the ones I suggest. That’s okay, because you can come back later and apply different ones at different times in the future.


The book is designed to be an ongoing learning and success guide. As you practice these ideas I share with you, you’ll quickly discover that you can continue to learn them on many levels.


You will discover a number of key concepts that will be emphasized again and again throughout the book. This repetition is intentional. It is almost like a mantra that we repeat to ourselves until it is ingrained into our unconscious and becomes part of our belief system. We then act on them as matter of habit. Then you will have the confidence to move to new levels of success that you never before thought possible.


How to Gain the Most from This Book


To achieve maximum benefits from each chapter, please follow these suggestions:


1. Scan the entire book first to get an idea of its content.


2. Come back and spend a few days or a week reading and reviewing one of the chapters. Digest the thoughts, and apply them in your daily selling activities.


3. Underline key points, make notes on the pages, and write Action Guides or other ideas on index cards and carry them as reminders.


4. Then spend a few days on each chapter practicing this same active process.


As you take action and apply the suggestions I give you, you’ll transform the concepts into automatic behaviors. Only by application will you enjoy steady increases in your self-beliefs, prosperity consciousness, and sales.


An Assumption


I am of course assuming that you’re eager to learn. One trait I’ve noticed in highly successful people is that the more you learn, the more you learn there is to learn.


I’ve met very few high achievers who are satisfied with where they are. Their hunger, their drive, the motivation that got them to where they are usually intensifies as they become more successful.


I’ve never gotten close to mastering, to perfection, the success principles I write about.


As you begin this journey with a hunger to learn more, become more, and serve your customers more, you’ll have an exciting and productive adventure.


My Hope for You


My hope is that this book will guide you to expand your own area-of-the-possible and move into the free-flowing, rarified atmosphere of abundance that beckons your embrace. That it will reveal to you vast new vistas of potential that you’ve been unable to see before.


Please suspend judgment as to whether my promises are valid, and just say, “Well, maybe he’s got something that will help me! I’ll give it a try!”


Expect some breakthroughs. No matter where you are today, remind yourself daily, “Why limit myself? Why not open my life up to greater prosperity and abundance?”


Think in terms of new, expanded life possibilities: how you’ll feel when you reach larger and larger goals, earn greater respect and trust from customers, enjoy increased sales and personal rewards, and develop an expanded abundance mentality.


In summary, to rise above your previous levels of success you must learn to think differently. Only then will you begin to act differently.


Remember, if you keep thinking and acting in the way you’ve been thinking and acting, you’ll keep getting what you’ve been getting.


So, get ready for increased success. Get mentally prepared to move ahead of the pack. Prepare your mind to enjoy a level of prosperity that you never thought you could attain.


I’m looking forward to being your partner in your expanded selling success.






One pound of learning requires ten
pounds of common sense to apply it.


—PERSIAN PROVERB








1 Self-Understanding
Discovering Why You Sell What You Sell



THERE ARE FORCES DEEP WITHIN YOUR PSYCHE THAT ARE currently influencing at least 85 percent of your sales! You probably have no conscious awareness of them. And it’s more than likely that what you’ve been taught about the causes of success in selling doesn’t even come close to touching these forces.


Just think about that for a moment.


Marianne Szegedy Maszak reports in U.S. News & World Report, “According to cognitive neuroscientists, we are conscious of only about five percent of our cognitive activity, so most of our decisions, actions, emotions, and behavior depend on the ninety-five percent of brain activity that goes beyond our conscious awareness.”


What’s this got to do with your sales success? Everything. It literally holds the key to it.


Throughout this book I’ll share a belief that selling is 15 percent knowledge, learned skills, or other intellectual factors; and the other 85 percent unconscious factors, such as attitudes, self-beliefs, feelings of worthiness, and other spiritual and emotional influences.


According to recent research I’m being a bit liberal—leaning too far to the intellectual, conscious knowledge side.


What Controls Your Ability to Sell?


What more than anything else is driving your current sales and career success? The economy? Your product or service? Your knowledge? Your support systems? Your CRM system? Your experience? Your company? Your compensation?


If you said, “Yes” to any of the above questions, I want to challenge you. It’s my belief that a power much deeper than knowledge, outside circumstances, or conditions is driving your ability to sell. It’s an inner power to which everyone has access, but few people actually discover and tap into.


In fact, I’ll also say that your current level of sales success will not appreciatively change until you understand and plug into this unlimited source of energy. You’ll do this as you internalize the actual success factors that I’ll share with you in this book.


What is this deeper power? What are these success factors?


Your Sales Are Always Consistent with What You Deeply Believe to Be Possible for You to Sell


The odds are that you’re currently selling exactly what you unconsciously believe you should be selling. These deep-seated self-estimates give the marching orders, and your habits, activities, and attitudes then, without questioning, carry them out.


Deep inside the recesses of your psychic caverns is written a description of what your achievement possibilities are, and the conscious part of you takes over, without challenges, and carries out these deep subconscious commands. Most often you’ll assume that what you’re currently selling is normal for you. So, without challenging your assumptions, you keep selling what you’ve been selling.


This explains why people plateau, fail, barely hang on, or succeed.


There’s a profound part of you that over your lifetime has developed unconscious beliefs about:


■ Who you are


■ What you’re capable of achieving


■ What level of life rewards you deserve to enjoy.


This internal programming has been influenced by many factors. Among them are your parents, your early upbringing, and the love you experienced or didn’t enjoy. You evaluate the whole of your life experiences and form strong inner perceptions.


All these perceptions were not based on truth, but what you believed to be the “truth.” Whether your perceptions are true or false, if you believe them to be valid, they’ll become your “realities” and then control all your actions, feelings, behavior, and abilities.


We all live out our lives, going with the flow of what we perceive to be our possibilities—rarely challenging these beliefs that aren’t based on fact, but on our presumptions of what our realities are.


The Truth About You


The truth about you is that you have the inner power to achieve any goal you can unconsciously accept to be within your possibilities. If, after discovery, you aren’t satisfied with your current views of your possibilities, you have the power to change them. I want to help you understand this truth in every chapter of this book. You won’t understand it just because I say it to you; you’ll only “get” it experientially by discovery. This won’t happen because you read and know what I wrote; it will only occur as you practice the Action Guides I’ll share with you.


Regardless of your current success, you’ll be able to continue to climb as high as you unconsciously desire to go.


Let’s take it a step further and begin to understand what this power is and where it resides within you.


You’re Made Up of Three Parts


There are three distinct parts of the one you. The model on page 18 will help you understand your own makeup, as well as serve as a framework to change your current life circumstances into whole new realms of higher achievement.


The intellectual “I Think” is the logical, rational, knowledge part of you; the part that learns information, makes decisions, and chooses behaviors or actions. This part decides on and sets goals, but lacks the octane power to carry them out.


But there’s more to us than this conscious, surface level.


The emotional “I Feel” is the part of you that experiences feelings and emotions. For no reason, you may feel down today, but yesterday you felt elated. Someone compliments you and you feel nice. A driver cuts you off at an intersection and you suddenly feel angry. Try as you might, you can’t logically understand the cause and effect of these mood differences.


The Three Dimensions of Human Behavior
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Where do your feelings come from? What triggers them? Why can’t you consciously change or even control them?


The creative/unconscious “I Am” is the spiritual dimension within you. Because of this connection with the Infinite it gives you access to unlimited power and energy—once you learn to access and tap into it. Tapping into this power usually involves paradoxical behaviors, ones that tend to conflict with our natural ego-focused thinking.


I’ll explain these dimensions in more detail in a moment, but first let’s understand a basic interaction of these parts.


The Interaction between Your “I Think” and Your “I Am”


Throughout your wide awake hours, your “I Think” is constantly interacting with your “I Am.” These exchanges then trigger the emotions in your “I Feel,” which then powerfully influence your external behaviors.


Notice the graphic on page 19.
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The interaction between your conscious “I Think” and your unconscious “I Am” automatically creates an emotion in your “I Feel.” Your emotions are so powerful that they’ll overrule the logic in your conscious “I Think” on average 85 percent of the time and motivate your external behaviors. Said another way, in a contest your conscious willpower, or discipline, is no match for your powerful emotions.


Here are a couple of examples.


Out of every 100 people who enter the life insurance industry, 11 will still be in it as they go into their fourth year. Just think of it: 89 percent don’t make it.


Why?


It’s not for lack of knowledge—whether of the product, the industry, or how to manage their activities. In fact, it’s common for new agents to do well their first few months, only to fade away after the “old pros” educate them about what it takes to be successful, and what level of success is actually possible for them to achieve.


Every salesperson unconsciously answers these questions.


■ “What does it take to be successful?”


■ “Do I have what it takes to be successful?”


Often, because of personal beliefs, there’s a conflict between their answers.


Certain sales skills are taught, and new agents say, “Man, if this is what it takes to make it, I probably can’t do it.” Their conscious understanding of “what it takes” interacts with their unconscious views of “what they have.” A conflict then follows that triggers feelings of doubt, “call-reluctance,” fear of the unknown, and other negatives.


These negative emotions are so powerful they’ll usually obliterate their conscious desire to sell, causing them to mentally and emotionally shut down.


This inner tension defeated them before they even got started.


Your “I Think” can set goals, but if your “I Am” silently screams, “You’re not capable of that,” emotions of doubt and anxiety are triggered in your “I Feel.” This conflict will often cripple your activity level and torpedo your ability to sell. Until the self-beliefs deep within your “I Am” change to fit the higher goals you set, you’ll subconsciously throw all kinds of monkey wrenches into your mental and emotional machinery.


You’ll “prove” to yourself and the world that selling isn’t the business for you.


These conflicts intensify as managers put pressure on salespeople to “try harder,” “make more calls,” or “manage your time better.” The more the pressure builds, the more clogged up and emotionally conflicted salespeople become. The inevitable then happens: they settle for low productivity, or go find another job they think might have less stress and conflict.


What are some answers to these challenges?


Sales Consistency


Here’s my concept of Sales Consistency: People’s sales are always consistent with their internal beliefs about:


1. Who they are


2. What’s possible for them to sell or earn


3. What they deserve to have in life rewards.


One of our greatest emotional needs is for consistency. Predictability. Evenness. To know that future events aren’t going to create waves that lap up over our chin line. One of the ways we manifest this need is to set goals, make decisions, and tackle problems that we’re comfortable handling. Probably 85 percent of all salespeople do this without even knowing it.


There’s an explanation for this emotional phenomenon. Years ago, Dr. Prescott Lecky, a Canadian educator, coined what he called the Theory of Self-Consistency. He developed this to help teachers enable students to learn more effectively. He theorized that our minds are organized systems of ideas, and all the ideas that belong to the system must seem to be consistent with each other.


He went on to state, “The center or nucleus of the mind is in the individual’s conception of himself. If a new idea seems to be consistent with the ideas already present in the system, and particularly with the individual’s conception of himself, it is accepted and assimilated easily. If it seems to be inconsistent, however, it meets resistance and is likely to be rejected.”


What this means is that when the choices, decisions, or commitments you make with your “I Think” are in conflict with the beliefs, values, and self-image in your unconscious “I Am,” a conflict occurs that inhibits your progress toward your goals. The concept of Sales Consistency leads us to understand:


When the choices, decisions, or commitments you make in your “I Think” are consistent with the beliefs, values, and self-image in your unconscious “I Am,” a congruence occurs that accelerates your progress toward your goals.


But this phenomenon works both ways. It allows us to see things we perceive to be consistent with who we are, but it also blocks out anything that doesn’t fit the personal, emotional, spiritual, or intellectual views we hold. There are two sides to the coin: one opens up the world to us, the other closes it off.


What We Don’t See, We Don’t See!


We all have a clear vision of the goals we presume to be within our reach, but anything outside them is well hidden by our emotional blind spots. What we don’t unconsciously see, we can’t consciously see. It’s as if it doesn’t exist.


Did you ever begin to cross an intersection, after looking both ways, only to suddenly hear a motorist blare his horn at you, swerve to miss you, and give you a glare that would melt a freight train? Most of us have, haven’t we? We understand these as physical, visual blind spots.


We also have mental, emotional, and spiritual blind spots. Lou Tice of the Pacific Institute, labels them scotomas, from the Latin for “blindness.” They prevent us from seeing, discovering, or achieving the realities we could otherwise enjoy.


In short, we don’t see what we don’t see—we only see what we see.


A number of years ago a team of Stanford psychologists raised batches of kittens. Some were brought up to only see vertical lines; others were only allowed to see horizontal lines. Their brains actually rendered the world as vertical or horizontal. The vertical cats were incapable of seeing horizontal lines, and the horizontal cats were blinded to vertical lines.


All of us have scotomas—to various degrees. After having over 1.5 million people in my development courses, I’m convinced that 85 percent of all salespeople do not sell up to their potential. Including me!


Years ago when I lived in Texas, I was in the steam room of a YMCA when two men came in. I knew both of them. They didn’t seem to notice me, since they were engaged in conversation. As I listened to them, I was struck with a paradox. Both were in the life insurance business, and I knew that they had about the same college education. As they talked, both seemed equally intelligent. If I hadn’t known them, I absolutely wouldn’t have known which one was the more successful.


But I did know them. I knew that one was failing in the business because he couldn’t generate enough income to live on. The other was the legendary George Morris, who had been the top producer in The Prudential for more than twenty years. He probably earned a hundred times more income than the other man.


That experience shook me, and made me begin to look for deeper reasons why some people sell well and others don’t. It took me way past the usual answers I’d previously had.


Now that you have a sketchy idea of the three dimensions of human behavior, and how they function to produce our outer behaviors, let’s go deeper into understanding this wonder that we call the human mind. Because this book is about the Inner Game of Selling, let’s lay a solid foundation for our knowledge, understanding, and action steps.


Functions of Your “I Think”


This conscious part directs your logic, rational thinking, choices, and decisions. Most of your education was directed to this dimension. The assumption was that if we’re presented information we’ll hear it, remember it, and practice it. Obviously, much of what we hear doesn’t stay lodged in our “I Think,” and, as I’ve mentioned, knowledge alone isn’t all you need to sell well.


Your “I Think” gathers needed knowledge and information. With it you plan your calls or contacts. You make decisions about the best use of your time. You lay out client development strategies. You make reports, and revise your reports. Most of the formal training you’ve had was probably directed to the functions of your conscious “I Think.”


You consciously choose words, actions, and sales behaviors. You choose your self-talk: what you say to yourself about yourself. With enough repetition and emotion, what you tell yourself finally reaches the deep beliefs in your “I Am.” Yet you do have the conscious capacity to change the messages you express to yourself.


We get so accustomed to our own self-talk that we hardly notice it. They’re just natural thoughts that jump from somewhere within us. A good way to understand your own self-talk is to listen to how other people express themselves. You’ll hear statements like, “I’m always late.” “I just can’t lose weight.” “Things like this are always happening to me.” “I’m not sure that selling is the right career for me.”


What do these statements have in common?


Right! They’re negative.


As a salesperson you’re constantly making choices and setting sales goals. Some of the decisions you make with your “I Think” find agreement with the beliefs in your “I Am,” while others create conflict. The resulting interaction then influences appropriate emotions. Set a goal that you don’t unconsciously believe to be possible for you, and the resulting interaction is one of conflict that triggers negative emotions of doubt, fear, and apprehension. Focus on creating value for customers, rather than just trying to sell them something, and this interacts with your inner values, creating confidence and inner harmony and releasing positive energy. As a result, you sell more.


Creating value for customers is helping them enjoy personal or corporate benefits or desired gratification. To the extent we help them solve their problems, reach their goals, or satisfy their unique needs, we serve them well.


Their satisfaction depends on the extent to which their benefits outweigh their cost. Notice this formula:
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Selling is 85% emotional and 15% logical.

orget everything you've been taught
F about selling—forget the hardsell, forget

negotiation strategies, forget those clos-
ing techniques. In The Inner Game of Selling, Ron
‘Willingham debunks the familiar myths about
“sales skills,” showing that those tired methods
are oo shallow and manipulative to do anything
but alienate potential customers and drain you of
energy and dignity. Today’s consumers are wise
to the old-fashioned gimmicks, extremely in-
formed about their options, and very particular
about what they want. The old tricks simply do
not work anymore.

Willingham, author of Integrity Service and
CEO of Integrity Systems, opens your eyes to a
‘whole new truth about selling: Your ability to sell
is more a question of who you are than of what you
fnow. Accordingly, why you sell s far more impor-
tant than how you sell.

Salespeople perform according to their inner
beliefs about themselves, about what it is pos-
sible for them to sell and earn, and about what
they deserve to achieve. These beliefs set the
boundaries of their self-image and ultimately
determine their success or failure. Willingham
has synthesized his decades of experience, field-
tested rescarch, and a career-long dedication to
ethical and passionate salesmanship to arrive at
the groundbreaking insight that you will sell at
your highest level only when you achieve emo-
tional and spiritual alignment. Your sense of
your own self-worth combined with a belief in
your product will inspire that crucial ingredient
in potential customers: trust. The Inner Game of
Selling shows you how to overcome self-limiting
beliefs and move on to a new relationship with

your customers and, more important, a new rela-
tionship with yoursclf. Your new inner strengths
will truly benefit you and your customers in any
sales situation.

Willingham is at the leading edge of a values
shift in sales culture, from product-focus to per-
sonal empowerment. The Tnmer Game of Selling

a new paradigm that

will utcerly transform the philosophy and prac-

tice of selling.
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ny; Principal Financial Group, Franklin Templeton,
and more than 2,000 others. He is the author of
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tury. Willingham lives in Phocenix, Arizona.
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“Talk about a paradigm shift! This amazing book turns ‘hard’ selling on its
head. ‘Who I am’ and ‘why am I selling?” are far more important than ‘what
you know’ and ‘how to sell.” This philosophy beautifully summarizes Ron's
remarkable professional success and contributions and clearly and compel-
lingly demonstrates why ‘inner selling’ produces superior, sustained results
and the fruits of peace of conscience.”
—Stephen R. Covey, author of The 7 Habits of Highly Effective People and
The 8th Habit: From Effectiveness to Greatness

“I have known Ron for many years. The depth of his knowledge of the sales
process and clear understanding of what makes a successful salesperson is
greater than that of any one T know. His latest book, The Inner Game of Selling,
goes well beyond many traditional beliefs and gets to the crux of what it takes
to succeed in the field of sales.”

—Barry Griswell, President & CEO, Principal Financial Group

“The Inner Game of Selling crystallizes a breakthrough concept in selling, It is a
unique approach to selling, unlike any other. Everyone in sales, or considering
acareer in sales, should read this book.”

—Dennis Manning, CLU, ChFC, President and CEO,
The Guardian Life Insurance Company

“The words, thoughts, ideas, and developmental activities in Ron Willing-
ham’s latest book will help our sales associates achieve greater success. This
book should be part of every salesperson’s library.”

—David Horowitz, SRVP Education, Coldwell Banker, NRT

“Ron Willingham’s book is grounded in solid psychology, and it provides an
elegant course in the most fundamental aspects of human performance. The
Inner Game of Selling is a sophisticated message from a true expert. It’s wise,
clear, and cuts to the core of what makes a winner.”

—Price Pritchett, Ph.D,, Pritchett & Associates,
Management Psychologists
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