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This year sixty-five cents of every dollar that is sold to purchase goods and services are sold by 

15% of the salespeople. What is it that distinguishes these top 15% salespeople from the other 

85%? 

Hello, everyone. This is Steve Clark and I want to welcome you to another Inner Circle 

Coaching Call. Today we’re going to be discussing five weaknesses that sabotage sales success. 

We’re going to talk about the five major weaknesses of salespeople and how they impact sales 

success or failure, and as you’ll discover as we go through these things, none of them have to do 

with the ability to sell in the sense of sales training.  Now I’ll be very honest with you guys about 

the things we’re gonna cover here and that I can’t teach you to be better at these things, and 

neither can anyone else.  That was your mama’s job and either you got ‘em or you don’t got ‘em.  

We’re gonna go through ‘em, it’s important for you to understand what these are and how they 

impact you.  I will tell you, there’s a reason that sixty-five cents of every dollar’s worth of goods 

and services that were sold this year were sold by fifteen percent of the sales people.  The reason 

for that is those fifteen percent don’t possess these weaknesses in the same measure that the other 

eighty-five percent of sales people have, and as we go through these, you will find out how 

important these things are, and how they impact your own personal success.  So here’s what I’m 

gonna ask you to think about as we go through here, and there’s a way we can, you know, we 

can test for this stuff and when we do the, when we do our assessment of folks, we’re able to find 

these things out, and we’re able to read between the lines on some of ‘em and find those things 

out as well, but you may ask yourself, as we go through these, you may be thinking about to 

what degree you might have these issues and how they might impact your success in selling.  

And I’m gonna, I’ll point out some of these things as we go through.  So really each of these five 

weaknesses that we’re gonna talk about will improve or effect your sales success anywhere from 

twenty-five to fifty percent or more.  Okay?  So this is individually, not collectively, so if 

there’re five of ‘em, if you got all five of these and you fixed ‘em and each one of them 

increased your effectiveness fifty-percent, now you have increased your effectiveness two 

hundred and fifty percent.  So, you know, if you only have one of ‘em, then it’s at fifty percent 

but if you got all five of  



‘em it’d be two fifty, so it’s important to look at these and I dare say that just about everybody 

that I talk with has at least one of these and as we go through be thinking about this.  So let’s talk 

about the first one here. 

The weakness that will probably, it’s hard to say more than anything else but certainly as 

important as anything, this first weakness is need for approval.  Now the reality is everyone likes 

to be liked, but when the like becomes a need, that’s a very negative thing in terms of selling.  

Okay, so weakness number one, need for approval.  I would dare say that eighty, eighty-five 

percent of the sales people out there in, you know, all sales people in America, eighty, eighty-

five percent ‘em suffer from need for approval.  They get up every morning, and as much as 

anything else, they want to be liked by other people.  There’s a great sales trainer once said that 

when your need to be liked by other people is greater than your need to go to the bank, then you 

won’t do what you need to do to close deals.  So the way that need for approval manifests itself 

into selling situation is that sales people who have high need for approval will not ask tough 

questions of prospects for fear of offending those prospects.  And since the salesperson with high 

need for approval has a great need to be liked by other people, the worst thing that they can come 

out of a sales call with is somehow having been rejected and they will go to great extremes to not 

do anything that would potentially offend or cause them to be rejected by the prospects.  Now it 

is true that salespeople who are easily liked do have a great advantage, but salespeople who need 

their prospects to like them make that a priority over getting the business.  So you might think 

about this one for a second in that how much do you need other people to like you?  Are you 

able, as one of my former mentor said, are you able to get sugar from your own dish, or do you 

need external validation from other people in order to feel good about yourself?  Now I once 

read a book that sorta summarizes this and how we should feel and the title of the book is What 

You Think About Me Is None Of My Business.  You know, I think that, the title kinda says it all 

there, but what I would say to you is if you have any of this thing about hesitating to ask 

prospects very difficult, tough questions and pinning them down and confronting them, then you 

might look deeply into why are you afraid to do that.  I find in the training that we can give 

people the language, the questions to ask, the strategy to pursue, we can do all of that for 

salespeople.  But salespeople who have this need for approval will not pull the trigger, they will 

not ask the question, they will not confront and selling is a confrontational profession.  You must 

confront people when they bullshit you.  You must confront them by asking them when they’re 



gonna make decisions, how they make decisions, how much money they’re willing to invest, and 

anytime that you get this feeling when you’re in front of somebody that you’re afraid to ask that 

question, then realize that you’re suffering from need for approval.  And what I would say to you 

is you need to get over that if you’re going to be very successful in selling because I don’t know 

anybody who’s really successful at selling, I mean, real heavy hitters, who have a problem with 

that.  The truth of the matter is, most of the heavy hitters are arrogant sons-a-bitches who don’t 

give a shit if you like ‘em or not.  They are there for the money and that’s the only reason they 

got outta bed today was to go get the money.  And they could care less whether you like them or 

not.  And they can even pretend that they like you, and they can pretend, in an acting sense, of 

doing whatever they need to do in order to extract money from the prospect.  That may sound 

harsh to you, but it’s an attitude that really top performers have is they’re not in the social work 

business, they’re not in the ministry, they’re there to get the money, and the great sales trainer, 

Zig Ziglar, said when he went on a sales call he had one thing in mind and that was they got my 

money and I got their product and I ain’t leaving till we make the even trade.  So I would 

encourage you to give that some thought and give that, if what I just said somehow seems to 

offend you a little bit or make you uncomfortable, what I would tell you is you probably have 

some need for approval.  Now you don’t necessarily have to go around telling people what I just 

said and acting like that and being a horse’s ass, you don’t have to do that, but you do have to be 

a tough character and take control of a situation and ask people very difficult questions. 

Second major weakness of salespeople is something called tendency to become emotionally 

involved, otherwise known as deer in the headlight.  Here’s how it manifests itself.  You’re on a 

sales call.  Prospect says something or does something that temporarily paralyzes you and you’re 

not sure what to say or what to do, and you find yourself momentarily having a conversation in 

your own head, and you’re completely unplugged from the moment about what’s going on.  And 

you are unable to react automatically to what just happened.  You’re lost up in, your lost in your 

only head, you’re lost in your head and in your thoughts.  So salespeople who think, analyze, and 

create and strategize, or otherwise talk about themselves, when prospects surprise them, become 

emotionally involved instead of remaining in this moment and being able to respond and do or 

say exactly what needs to be said or done in that particular situation.  And when salespeople are 

emotionally involved, caught up in their own head, they’re listening skills tend to be self-focused 

rather than prospect-focused which causes them to miss important points and thereby lose 



control of the meeting.  That’s why role play is so important so that you are never surprised on a 

sales call.  Truth of the matter is, on a sales call you should say nothing or do nothing that has 

not been rehearsed and calculated for maximum effect.  You are not reacting off the cuff.  

There’s no value in reacting off the cuff because if you react off the cuff, then chances are you’re 

not responding in the best manner that’s possible given the situation.  So lots and lots and lots of 

role play will help this so that you’re not surprised when somebody throws something to you 

that’s a curve ball and you’re not quite sure what to do.  You should never be surprised on a sales 

call.  There should never be anything that happens on a sales call that you haven’t rehearsed a 

thousand times.  Now if you’re not practicing and you’re not rehearsing and you’re not writing 

out scripts and you’re not practicing with your flash cards and you’re not doing role play and 

you’re not doing all that stuff, you know, an hour or so a day working on it, then you’re gonna 

get in a sales situation, somebody’s gonna say something to you and you’re gonna be 

psychologically with your underwear down around your ankles.  You’re not gonna know what to 

do.  So that’ the second major weakness of salespeople. 

The third major weakness of salespeople is self-limiting record collection.  Now here’s what that 

means.  Every salesperson has as many, and I’ve identified fifty-seven of ‘em, every salesperson 

has as many as one to fifty-seven beliefs that either support or don’t support the selling process.  

This collection of records, self-limiting beliefs, is what we refer to as the record collection.  Now 

ineffective salespeople often have ten or more of these self-limiting records while very effective 

salespeople have very few of them.  Now psychologists tell us that as much as seventy-seven 

percent of everything that we think about ourselves is negative, counterproductive, or self-

defeating.  So I’m not gonna read you the whole list of self-limiting beliefs, but I will read you a 

few of them here, and think about these.  You may say to yourself, a, I don’t have that belief.  

What I would encourage you to do is you may not consciously have that belief, but you may 

unconsciously have this belief and not even know that you have this belief.  So I’m gonna read 

‘em off and you just kinda tick ‘em off mentally whether or not you believe any of these things 

to have any shred of truth at all. 

Number one, I should be their friend.  Next one, it’s okay if my prospect shops around, or it’s 

okay if they think it over.  I should have the best price.  I must educate the prospect.  Making a 

lot of money is not important to me.  I don’t like making cold calls.  I must dominate the 

conversation.  I must make presentations.  I must give proposals and quotes when the prospect 



asks for them.  I’m uncomfortable with certain aspects of selling.  I have to talk to gatekeepers 

before I can see the decision maker.  It’s impolite to ask people how much money they have.  I 

need to send literature before getting an appointment.  If they’re happy with their present 

supplier or vendor I can’t help them.  It’s rude to ask people a lot of questions, particularly about 

money.  Prospects are honest.  I can’t get referrals.  Prospects who think it over will eventually 

buy from me.  Any lack of results is due to my competitors, the economy, or the marketplace.  If 

a prospect becomes upset, I should end the call.  I’m very satisfied with my income.  I’m able to 

live comfortably on my current level of income.  Goals aren’t really important enough for me to 

have them.  A tracking system isn’t important enough for me to have one.  I don’t need a strong 

relationship with my prospects in order to sell them.  Rejection wipes me out.  My situation is 

different.  Our company is different.  In our industry this is how it’s done.  And the last one, 

selling is not an honorable profession. 

Now any of those, if you posses any of those in any degree whatsoever, even unconsciously, 

they’re going to have a negative impact on your selling.  Those of you who have been with me 

for a while realize that as much as anything else, what our training is designed to do is to get rid 

of all that crap that is in a salesperson’s head, that is counterproductive to their success.  I refer to 

it as giving people a mental enema.  We gotta get that stuff outta your head and get you thinking 

clearly before you can do the behaviors and execute the skills that I teach you.   

Now let’s talk about the money thing for a second.  Show me a person who is not obsessed about 

making money, and I will show you someone who doesn’t make a lot of money.  Everybody I 

know that makes a lot of money is absolutely obsessed about making a lot of money.  They wake 

up in the morning thinking about it.  They think about it all day long.  They go to bed thinking 

about it.  Now it’s not the only thing they think about, but it is way up there in the top of two or 

three things that are most important to them, period.  People who don’t make a lot of money, 

don’t put a lot of emphasis on money, not important to ‘em, there’s a relationship, there’s a 

correlation there.  So when I’m looking to help companies hire sales people, the number one 

thing I’m looking for is someone who is money hungry.  They are driven to make money 

because without that, there’s not a whole lotta hope because they won’t do the difficult things 

that are necessary in order to make the money.  But someone who is really money driven, they 

will do anything in order to get that money, and I mean anything.  Now I’m not advocating they 

do anything but I’m just saying they’re driven to the point of doing anything.  If it means beating 



on a thousand doors, cold calling in the neighborhood, they will do it until their knuckles are red, 

if that’s what it means.  If they are motivated like that.  So when I see salespeople not, you know, 

kind of taking it easy, working around, not doing a whole lot, I promise you, that’s somebody 

who’s not motivated to make money.  And if you have some of those people working for you, 

you need to get rid of ‘em because all they’re gonna do is pollute everybody else that might be 

motivated to make money, and surround yourself with the few people who are absolutely greedy 

individuals in terms of wanting to make money.  Now you don’t have to have that to be a social 

worker or be in some other profession.  Nurses don’t have to have that, teachers don’t have to 

have that, and so forth, but a really good salesperson better be motivated to make money or else 

they’re not gonna do very well, particularly if they’re satisfied with their current level of income.  

So those are self-limiting records.   

So let’s go to number four for a second.  Non-supportive buy cycle.  B-U-Y C-Y-C-L-E, okay?  

Now here’s what that means.  You cannot be one kind of buyer and another kind of sales person.  

So a buy cycle refers to the way a salesperson makes a major purchase for him or her self.  If a 

salesperson, when it comes time to invest their money, if they tend to shop around, if they tend to 

get three quotes, if they tend to go to Consumer Reports and read all about it, then that’s exactly 

what they’re going to allow their buyer to do when they present their proposal to the buyer 

because what happens is the salesperson, because that’s who they are, they will have great 

empathy for the buyer who wants to do the same.  And particularly the higher the dollar sale, the 

more the salesperson is apt to do that because unconsciously they can’t bring themselves to the 

point of confronting the prospect to make a decision because the salesperson themselves would 

not be making a decision if the shoe was on the other foot and the roles were reversed.  So show 

me a salesperson who thinks it over when it comes time to spend their money, and I’ll show you 

a salesperson that will have think-it-overs all day long in their whole sales career.  Again, you 

can’t be one kind of buyer and another kind of salesperson.  Most ineffective salespeople have a 

non-supportive buy cycle.  It’s a huge, huge issue.  They will tend to think it over before making 

decisions.   They’ll comparison shop.  They’ll shop for lowest price.  They’ll perform research.  

They’ll have a feeling that a little bit of money is a lot of money.  And again when their 

prospects engage in this behavior, the salesperson identifies with it unconsciously and they can’t 

pull the trigger and do what they’ve been trained to do in the training.  So again, the change has 

got to occur from the inside out and most folks never make that switch.  They never get there. 



The fifth major weakness is discomfort with issues involving money.  Most salespeople are 

afraid to talk about money.  They’re uncomfortable having money conversations.  Now that’s a 

uniquely western culture.  If you’ve ever dealt with any mid-easterners, anybody on this call, you 

will find that mid-easterners have no problem talking about money early, very early, like right up 

front.  Westerners, for some reason, through programming or culture or upbringing or whatever, 

are very hesitant to talk about money.  And when they do, they do it very apologetically.  A 

salesperson who has issues dealing with money will wait for the prospect to bring it up instead of 

putting it on the table quickly, when it’s appropriate.  Now you don’t talk about it too soon.  

Money discussion only comes after pain.  But salespeople who are uncomfortable discussing 

money will avoid that conversation, their discomfort will prevent them from helping the prospect 

figure out how they can pay for it, or where the money’s gonna come from, or how they’re gonna 

put it in the budget, so the salesperson that’s uncomfortable discussing money won’t dig deep 

when it comes time to talk about money, and they won’t ask a lot of questions and make 

suggestions to the prospect about how they might go about doing that.  And that’s a very big 

issue with salespeople, and you know, again, I’ve tested literally hundreds and hundreds of 

salespeople and it’s amazing how many of them had this issue.  To confess to you guys, this one 

was my biggest problem.  It was the thing that kept me from making as lot more money a lot 

sooner.  I was brought up in a family in which my father was an Army sergeant, my mother was 

a waitress, we never had any money.  I was always told that we were broke and we shouldn’t 

aspire to have a lot of money because that’s not who we were and all the discussion in my family 

that I ever heard about money was how much we did not have and how broke we were always.  

So I grew up with a belief system that not only would I not make a lot of money, but I grew up 

with the belief system that I did not deserve to make a lot of money.   And I was well into my 

forties before I got that shit outta my head.  And it took me a lot of therapy and a lot of self-

introspection to deal with it and I will tell you, to this day, I’m not one hundred percent over it.  

It’s something I have to really be aware of and be conscious of, and it’s something that just stays 

with you.  All of these things stay with you to some degree depending upon how much you were 

programmed growing up with any of these kinds of things.   

So those are the five major weaknesses.  What I’d like to do now, I’d like to open this up and 

have a little discussion about this cuz it, generally when I do this it creates some discussion so 



I’m gonna open it up for anything that I’ve just talked about.  Give you a chance to ask any 

question or make any comment so the mike’s open for anybody who wants to do that. 

Adam: Well, I mean, I just see it, I just see it with salespeople over and over, just allowing the 

buyers to just rule the conversations and the process.  And I see tons of wasted time on it. 

Steve: Okay. 

Adam: And so anyway, there’s, I mean, I saw a lot of other things in myself with self-limiting 

things and all of that, a lot of stuff on here that I have a problem with too, but anyway, that’s my 

comment on basically just the prospects, allowing the prospects to control the situation. 

Steve: Okay, good.  Well I appreciate your comments and for those of you who don’t know, 

Adam is a business owner.  He’s got several sales people that work for him so he’s speaking 

from an owner’s standpoint of having salespeople that work for him.  Okay?  All right good, 

appreciate that.  Mike, anything you wanna weigh in on this? 

Mike: Yes, Steve.  You talk about, you know, the way you grew up.  I always remember my 

parents always talking about we can’t afford to do this or buy that, and my mom would always 

be in the conversation with, you know, until we win the lottery.  And so her only point for 

financial success in life was to win the lottery and I know I still think about some of those things 

and, you know, now I know I can laugh about it but it was sad that there was never any 

discussion about, you know, how to save for it or how to plan for it.  It was always we can afford 

it if we win the lottery. 

Steve: Right.  Well it, it’s a pervasive kind of thing and the key to all of these things is that until 

and unless you are aware of them, and how they are negatively impacting the sales effectiveness, 

until you’re aware of them, there’s no hope.  Once you are aware of them and admit them and go 

look in the mirror and say, you know, I have some of these issues and this is how it’s effecting 

me in a negative kind of way, and I really do need to update my own personal record collection, 

meaning that I need to go to work on eliminating some of these things by replacing them with 

new thoughts that are conducive to sales effectiveness, until we do that and have the admission 

and come to terms with our self, and basically confess to our self that we have some of these 

issues, then they will continue to sabotage our best effect, or our best effort, and you know, that 

really is the part of the sales training piece that hardly anybody’s out there talking about.  Most 



of the sales training that goes on is about technique and really the technique is sort of the 

superficial part of the iceberg above the water.  The real key is working at that stuff that’s under 

the water, that’s hidden, that many times we don’t even know that it’s there, and that’s why we 

bring these things up and talk about those.  So anyone else wanna make a comment or a thought 

about anything that we’ve talked about so far? 

Nate: Hey Steve, Nate Campbell.  I’m the, I want to talk [inaudible] the natural buy cycle.  I 

know that that is an issue for me because I know the way I [inaudible].  A farm business,I know 

the way I make decisions when I’m purchasing a piece of equipment or something else and I 

definitely follow the track along with my clients because that’s a process, because that’s, 

[inaudible] you’re absolutely right.  I allow what I do is, it’s really, how do you go about 

defeating that or replacing that buy cycle?  Do I need to start changing my decision making? 

Steve: Yeah, you do.  You need to start going to restaurants where they don’t have any prices on 

the menu and not having a heart attack doing so.  And start reading the menu from left to right 

instead of right to left, which is what a lot of people do.  And going to shop at places in which 

you go in and you have a budget on what you’re going to spend, and you go in and buy 

something, take it off the rack and never even look at the price tag cuz that’s what you wanted.  

You play a lot of monopoly with big money.  You do all kinds of things to reprogram yourself 

about making instant decisions about things.  Not foolish decisions but instant decisions and not 

be thinking about things, taking forever to make some kinda decision.  I once went on vacation 

and bought property.  Came back and told my wife, I bought a piece of property while I was on 

vacation.  She’s like you did what?  I said yeah, it was a good deal and ended up okay.  I tripled 

my money in ten years.  It did okay with that but it’s just having that instant, almost impulsive, 

mindset about doing that.  Now I didn’t, you know, I didn’t train myself to do that, that’s just 

how I was hardwired, and I have made some decisions that weren’t the greatest decisions 

because of that, but I’ve made a whole lot more really good decisions by being a quick decision 

maker.  And the other part about that is I realize I don’t have time to screw around getting three 

quotes, going to three stores to buy a television.  It’s Saturday afternoon, I got a hour and a half 

to go buy a TV, bing, bang, boom, done.  When can you deliver it type deal.  So you just train 

yourself to start doing stuff like that more and more.  But be aware of it and start, that’s one of 

the things you start journaling about and writing down is what you’re going to do.  You know, 

make small decisions quicker and just work your way up and continue doing it.  But truthfully, 



Nate, you’re always gonna struggle with that.  That’s always, to some degree, that’s your cross to 

bear, that’s something to be aware of, just realize when it impacts you and how it impacts you 

and all you can do is work on it and be in the moment at the time and realize, in a selling 

situation, okay I need to put my own psychological baggage over here off to the side cuz I’m on 

a sales call here.  I need to be something other than what I normally am here.  And that’s true 

about any of these things.  But awareness, self-awareness is the only hope in that particular 

situation.  All right, other thoughts or questions from anyone? 

Caller 4: Can you, is there a way we can get access or you can release that list that you went 

through, that thirty plus items?  [inaudible] 

Steve: Yeah, if you’ll, yeah, if you’ll send me an email I’ll send you the Word document, and 

then you can go through it and put a checkmark by all the ones that you think might apply to 

you.  So here’s my question to each one of you.  Which one of these, discomfort, talking about 

money, money issues in general, non-supportive buy cycle, self-limiting record collection, 

tendency to become emotionally involved or need for approval, which one of those is the one 

that if you went to work on it right now, that it would make the biggest improvement in the 

results that you’re having as a salesperson?  You don’t have to answer me here on this call, but 

think about that.  Which one of those would it be if you went to work on it?  And then own it and 

go to work on trying to figure it out.  All right, other thoughts or comments from anyone? 

Stella: Steve, this is Stella.  I was just amused by the one about the, we’ve been talking about 

how people buy.  [inaudible] like the last house I bought, I walked in, I loved it and I said, I put 

an offer in right now, make it ten thousand over the asking price, I want it.  And then one time 

my husband walked out to the garage, I was getting ready to leave for work and he’s like a, I 

want to talk to you about a motorcycle.  I said we’ll talk tonight and he says well the auction 

ends at noon.  I’m like fine, buy it.  You know?  [inaudible] 

Steve: There you go. 

Stella: [inaudible] 

Steve:  See and I told Adam that about you when we did the tri-metrics with you.  I mean I, 

talking with you on the phone, I almost, I got, I pretty much could say that talking with you on 

the phone, and we only had about a five, ten minute, not even ten, probably five or six minute 



conversation and then we did the tri-metrics I [inaudible] itall out for you so none of that’s a 

surprise.  None of it would be a surprise to me whatsoever, what you just said.  So that’s good.  

That’s a good thing.  You will not have any problem asking people for money and you won’t 

have any problem asking people to make a decision. 

Stella: No I don’t. 

Steve: No you don’t.  Not at all, which is great.  And thanks for the comment.  All right, any 

other comments or thoughts anyone? 

Giovanni: Yeah Steve, this is Giovanni.  I pretty much, you know, like we talked about this 

before.  I pretty much grew up the same way as you.  We, you know, having the parents that 

always say we can’t afford it.  We don’t have any money, you know, and my father being 

notorious for being a bargain hunter and just a price shopper and a negotiator, I pretty much 

picked up a lot of that myself.  It sometimes takes me a little bit longer than it should to make a 

decision when making a purchase of a hundred and fifty dollars sometimes, but I think that’s 

something that, you know, we’ve talked about it before and, at some of our conferences and stuff 

like that, when we first met, and I think that’s probably gonna be like the, one of the biggest 

things that I need to start working on myself, to also help me on my sales basic training as well. 

Steve: Yeah, and the thing about it is is that it will effect you the rest of your life if you don’t 

deal with it and figure out how to neutralize that to some degree.  It will be something that will 

cost you, you know, for the next thirty years, which when you add up the cost of, the collective 

cost of what it will, you know, what that will be over the next twenty or thirty years of your 

career, it’ll probably be millions in lost opportunity because of this hesitancy to pull the trigger 

and get a decision and talk about it.  So it’s, is it worth working on?  Probably.  Probably a big 

deal there so, and you know, when you work on that one, you know, this, there’s always a work 

in progress.  Everybody on this call, there’s always something else to work on to get better, and 

the mark of highly successful people is they are always working on their stuff.  They never think 

of themselves as having been finished.  They’re always trying to get better and work on 

something because you could spend the next hundred years working on yourself, and you would 

still be an imperfect person.  And the low-performing salespeople are clueless that they even 

have anything to work on, and even if they know they got something to work on, they don’t 

really have the desire or commitment to want to go to work on themselves, so the really high 



income salespeople are some of the most psychologically healthy people that you will ever meet 

because they have spent years in introspection, really taking a look at themselves and trying to 

figure out what is it in their head that gets in the way of them being better than what they are and 

achieving more.  And that’s what these calls are all about.  That’s what New School Selling is all 

about really is helping people with those kinds of things and folks say well when do I graduate 

from that, and I’m like when you get tired of working on self-improvement, that’s when you 

graduate.  And, you know, I’ll be sixty-six years old on Thanksgiving Day and I’ve been at this 

forty plus years and I’m not anywhere near a finished product.  I will go to my grave still 

working on things, which is exciting cuz it’s only gonna get better.  All right, any last minute 

thoughts guys? 

Tina: Steve, this is Tina. 

Steve: Hey Tina. 

Tina: Hey.  One of your last comments there makes me think about that if we’re in sales, which 

we all are, and we’re all individuals, we all have personal lives, it sounds to me like you can’t be 

one person in one aspect and another type person in another aspect.  It’s almost like you have to 

be through and through.  Just like at the last Masterminds where we talked about the Christianity 

that many of us bring about in our lives, it’s hard to separate the two so it’s a matter of really, to 

me, instead of compartmentalizing each, the way we are, for each different role we play, it’s like 

you gotta be one and the same and you just, so it automatically turns on or it’s just an automatic 

reaction or a way of handling things.  Otherwise if I have to stop and think about it, I think that’s 

where I lose sight of the moment. 

Steve: Yeah, and there’s that thing about natural and adapted behavior and, you know, all of us 

have a natural way of doing everything.  It’s basically who we are.  And in an environment there 

are times when we need to act a little differently maybe than who we are naturally.  That doesn’t 

mean we compromise on the values or integrity or anything like that, but for instance, there are 

times when, as an outspoken individual who never had a thought come into his head that he 

didn’t verbalize, there are times when I’m in settings that I need to bite my tongue and not say 

what I’m thinking because it might get me in trouble, and it will certainly get me in trouble if I 

don’t think about it, premeditated, before I say it.  But essentially when we can be naturally who 

we are and not have to modify our behavior, then it’s very stress relieving.  Anytime we have to 



modify our behavior to be something we’re not in any given business or social setting, that does 

create some stress within us, and I think the real key there is being in situations, having the type 

of clients, being in a business in which you can be yourself, and at the same time still achieve the 

financial goals that you want.  And let, you know, just let the chips fall where they may so to 

speak.  And as we do that, as we do this tri-metrics and look at people we can figure out if 

they’re having to be something they’re not, because if you have to be something you’re not, if 

you have to pretend to be something you really aren’t, that’s gonna create an awful lot of stress 

and it just won’t be a lot of fun.  And if it’s not a lot of fun, you’re probably not gonna be very 

good at it either so Tina, your point is well taken.  Be Tina.  Being Tina is enough.  You don’t 

have to try to be anything other than being Tina and if people don’t like it, well basically to hell 

with them.  If clients don’t like it, well go get some more clients who will be okay with you 

being Tina.  Cuz ultimately, if you’re gonna keep ‘em long-term, they’re gonna find out who you 

are anyway so you might as well be who you are upfront.  And some will, some won’t, so what, 

who’s next?  Does that make sense to you? 

Tina: Yes. 

Steve: Yeah. 

Tina: Sure does. 

Steve: Yeah.  You have my permission to be Tina and you don’t have to be anything else. 

 


