Why most motivation programs fail and the
key that will keep you fired up?

If you are like many sales people it takes a lot to
stay motivated. This lesson will show you what it
really takes.

Do you have a good education? Do you know more
about your products than anybody? Have you read
every book you can find on selling? Do you listen
to motivational tapes while driving? Do you read all
the trade journals? Do you attend seminars and
take pages of notes? Do you ask successful sales
people for advice?

If you do - IT DOESN'T MATTER! That's right!

You may be fooling yourself and maybe some of
your colleagues into thinking you are really going
places. But it doesn't really matter. | am going to tell
you to do something that is going to shock your
system.

Take all of your diplomas and throw them in the
trash!

Take all your motivational tapes and burn them!
Take your library of selling books to the dump!
Take your list of big impressive goals and tear it up!

Why would | make a statement like that?

Why would | give you that kind of advice? Because
| am trying to help you. | want you to be more suc-
cessful. You see, in sales, none of those things
really make much difference. Here is what | mean.
Read this next paragraph carefully.

...You can have a great amount of knowledge
...read all types of positive thinking books
...listen to motivation and self help tapes
...write down big impressive goals and plans
...and be no farther ahead than a year ago
...unless you apply what you know!

UNLESS YOU APPLY WHAT YOU KNOW! Once
you start to DO the things necessary for success
you will find that you have what it takes. You will
never know where you need to improve until you
put yourself in front of the buyer and let him or her
tell you the reasons they are not going to buy. You
will then have experience. You will then have spe-
cific information to work on. You will then be able
to put together a plan of attack based on actual
feedback.

Take it from someone who does all those things.
And it doesn't make me an additional dime.
Unless | take one specific skill or strategy at a time
and APPLY IT!

Knowledge is not the answer. The answer is...
APPLICATION. ACTION.

APPLICATION OF THE PRINCIPLES OF
SELLING.

If you read something that you remember reading
in the past, ask yourself this: Did | apply it - or did |
just read it? The reason most motivation programs
fail is because there is no action — no application.

Consider this advice from Lt General Moshe
Dayan, Army of Israel

"There's your target and this is your axis of ad-
vance. Don't signal me during the fighting for
more men, arms or vehicles. All that we could allo-
cate you've already got, and there isn't more.

Keep signaling your advances.”

Or this advise from Major General Nathaniel
Greene, Continental Army

"We fight, get beat, rise, fight again."
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