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PROLOGUE:
THE MAN BEHIND THE RULES

PART ONE:
LEARN THE CORE CONCEPTS

USE THE FIRST SIX RULES TO TRANSFORM
YOUR SELLING PROCESS.

YOU HAVE TO LEARN TO FAIL, TO WIN.

DON’T SPILL YOUR CANDY IN THE LOBBY.

NO MUTUAL MYSTIFICATION.

A DECISION NOT TO MAKE A DECISION IS A DECISION.
NEVER ANSWER AN UNASKED RUESTION.

DON’T BUY BACK TOMORROW THE PRODUCT OR SERVICE
YOU SOLD TODAY.

PART TWO0O:
EXECUTE

Do WHAT WORKS.

YOU NEVER HAVE TO LIKE PROSPECTING,
YOU JUST HAVE TO DO IT.

WHEN PROSPECTING, GO FOR THE APPOINTMENT.

EVERY UNSUCCESSFUL PROSPECTING CALL EARNS
COMPOUND INTEREST.

DEVELOP A PROSPECTING AWARENESS.
MONEY DOES GROW ON TREES.
ANSWER EVERY QUESTION WITH A QUESTION.

NO MIND READING.

A PROSPECT WHO IS LISTENING IS NO PROSPECT AT ALL.
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THE BEST SALES PRESENTATION YOU’LL EVER GIVE,
THE PROSPECT WILL NEVER SEE.

NEVER ASK FOR THE ORDER — MAKE THE PROSPECT

GIVE UP.

THE PROFESSIONAL DOES WHAT HE DID AS A DUMMY

— ON PURPOSE.

70
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78

DON’T PAINT “SEAGULLS” IN YOUR PROSPECT’S PICTURE. 82

NEVER HELP THE PROSPECT END THE INTERVIEW.

THE BOTTOM LINE OF PROFESSIONAL SELLING IS
GOING TO THE BANK.

SELL TODAY, EDUCATE TOMORROW.

ONLY GIVE A PRESENTATION FOR THE “KILL.”

THE WAY TO GET RID OF A BOMB IS TO DEFUSE IT
BEFORE IT BLOWS UP.

PRODUCT KNOWLEDGE USED AT THE WRONG TIME
CAN BE INTIMIDATING.

WHEN YOU WANT TO KNOW THE FUTURE, BRING IT
BACK TO THE PRESENT.

PEOPLE BUY IN SPITE OF THE HARD SELL,
NOT BECAUSE OF IT.

YOU CAN’T SELL ANYBODY ANYTHING — THEY MUST
DISCOVER THEY WANT IT.

WHEN UNDER ATTACK — FALL BACK.

YOUR METER’S ALWAYS RUNNING.

YOU CAN’T LOSE ANYTHING YOU DON’T HAVE.
CLOSE THE SALE OR CLOSE THE FILE.

GET AN |.0.U. FOR EVERYTHING YOU DO.

ON YOUR WAY TO THE BANK, KEEP ONE EYE OVER
YOUR SHOULDER.
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PART THREE:
COURSE-CORRECT
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REMIND YOURSELF OF WHAT’S EASY TO FORGET.

WORK SMART, NOT HARD.

IF YOUR COMPETITION DOES IT, STOP DOING IT
RIGHT AWAY.

ONLY DECISION MAKERS CAN GET OTHERS TO
MAKE DECISIONS.

ALL PROSPECTS LIE, ALL THE TIME.

THE PROBLEM THE PROSPECT BRINGS YOU IS NEVER
THE REAL PROBLEM.

WHEN ALL ELSE FAILS, BECOME A CONSULTANT.
FAKE IT ‘TIL YOU MAKE IT.

THERE ARE NO BAD PROSPECTS — ONLY
BAD SALESPEOPLE.

A WINNER HAS ALTERNATIVES, A LOSER PUTS ALL
HIS EGGS IN ONE BASKET.

YOu DON’T LEARN HOW TO WIN BY GETTING A “YES”
— YOU LEARN HOW TO WIN BY GETTING A “NO.”

WHEN YOUR FOOT HURTS, YOU’RE PROBABLY
STANDING ON YOUR OWN TOE.

EXPRESS YOUR FEELINGS THROUGH THIRD-PARTY
STORIES.

THERE IS NO SUCH THING AS A GOOD TRY.

SELLING IS A BROADWAY PLAY PERFORMED BY
A PSYCHIATRIST.

A LIFE WITHOUT RISK IS A LIFE WITHOUT GROWTH.

LEAVE YOUR CHILD IN THE CAR.

EPILOGUE:

SOME FINAL THOUGHTS ON
GOOD TIMES, BAD TIMES, AND
THE BEHAVIORS BEHIND THEM
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