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Part I 

Look inward: 
sources of 
failure and 
success
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Why consistent 
results are not 
achieved
Winners come in all shapes and sizes, but most have certain 
characteristics and qualities that ensure their success.

Conspicuously absent are certain qualities that are common 
to most mediocre performers, and we’ll explore these first.

If you intend to become a consistent top performer, it will 
help to recognise the poor habits that contribute to low or 
inconsistent results. Some of these are work habits; others 
are thought and attitude habits.

The four fatal flaws
The main factors behind poor performance are what I call 
the ‘four fatal flaws’. If you find you identify closely with 
these habits, it will almost certainly indicate that Sales is not 
for you. They are:

•	 low ego drive (self‐esteem)

•	 wrong career selection

Chapter 1
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•	 little belief

•	 call reluctance.

People who suffer from these ‘afflictions’ often go through 
the motions, but their chances of long‐term success are nil.

Winners represent 20 per cent of the total sales force but 
account for 80 per cent of total sales volume. The other 
80 per cent of the sales force fight it out for the remaining 
20 per cent of the sales.

No wonder life is tough for those who find themselves in 
this 80 per cent. The truth is, they’re in the wrong career!

Low ego drive
This is known as the care–close combination: Successful 
salespeople strike a fine balance between caring for their 
customers and closing the sale (the persuasion factor). 
Depending on the product you are selling, the balance will 
be tipped one way or the other, but it must never be totally 
devoid of care.

For example, the person managing rental properties and the 
person selling residential properties are both salespeople, 
but they are likely to have different care levels.

Property managers need a higher level of care because 
they’re dealing with landlords and tenants more frequently 
and over a longer period of time. The relationships between 
property managers and their clients last longer than 
the relationships between sales agents and their clients. 
Property managers also have fewer closing opportunities 
than sales agents. Managing rental property requires a 
higher care and lower close balance.

Property salespeople must also display a high level of care for 
their clients. Although they represent property sellers, they 
still have an obligation to care for their buyers, to give honest 
advice and never to conceal information buyers should 
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know. They must also close the sale when it is appropriate to 
do so. Compared with property managers, sales agents have 
a lower care and higher close balance.

The desire to succeed can be seen clearly in the following 
example of two contrasting salespeople.

The first salesperson, Adam Horth, did not come from a 
wealthy home. After moving from Sydney to Brisbane in 
search of opportunity he started working in a real estate 
agency as a prospector and was determined to do the 
best job he could.

In two years Adam averaged 15 listings a month. He 
worked at getting better: He studied at night and 
practised what he learned in the field. In the first year 
his leads generated $450 000 in fees; in the second year, 
$720 000. Adam studied, practised, worked hard and 
improved.

The second salesperson — let’s call him Stephen — joined 
the agency around the same time as Adam. This  
young man had also moved from Sydney in search of 
opportunity. Adam invited Stephen and his partner 
to join him and his partner for dinner. They were due 
to meet at 7 pm, but only Stephen, his partner and  
Jess, Adam’s partner, showed up at the restaurant. Jess 
assured them Adam would be there as soon as he could, 
and sure enough he arrived at around 7.30 — with a listing.

Two salespeople: One went home, changed, picked up 
his partner and arrived at the restaurant on time, but 
with no result. The other focused on getting a result and 
going out for dinner, still in his suit and only a little late.

I’m not saying you must put work ahead of family and 
friends, but Adam was driven (he has a high ego drive) and 
results were important to him. He had to close the sale to 
meet his personal target.
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Being a successful salesperson requires a passion for 
persuading people to buy from you, and it was a passion 
that Stephen didn’t have at that stage of his life. I didn’t 
either when I started. But I worked hard, trained, practised 
and steadily improved. I developed this strategy after I 
attended a Tom Hopkins seminar and bought his book. I 
studied all 62 of his closing strategies until I knew them by 
heart. I implemented them and refined them, learning from 
both my successes and my mistakes.

Wrong career selection
Do you think you are in the wrong job?

When I started in Sales, I didn’t think I would like it. But 
when I looked back over all the jobs I had had, I realised 
they were just jobs, not careers. Every time I was unhappy 
with what I was doing, I left and found something else that 
interested me.

Sales only became my passion after I knew what I wanted 
to do with my life. Then I worked at it and came to love it. 
Along the way, I learned not to give up on something just 
because I wasn’t good at it, but to learn all I could and then 
decide whether or not it was right for me.

If you are looking for a job with a regular income, Sales is not for 
you. It is hard on people who don’t have the ego drive necessary 
to make it a successful career. Sales is not for the faint‐hearted. 
Facing rejection after rejection is not easy, but if you learn to 
handle it, to study, practise, improve and work hard, you may 
just forge a successful career. So before you decide that it isn’t 
for you, first try getting good at it. You need resilience.

Sales is not for job seekers. If you are looking for a job, do 
something else. If you are in Sales now and treating it like a 
job, I suggest either changing your attitude or changing jobs.

Sales is a career, not a job. Believe me, there is a huge difference 
between a job and a career.
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Here are the Macquarie Dictionary definitions:

job: 1. A piece of work; an individual piece of work done in the 
routine of one’s occupation or trade. 2. A piece of work of defined 
character undertaken for a fixed price. 3. A post of employment.

People with jobs work for people. They’re paid an hourly 
rate. They work for other people’s goals.

career: 1. A general course of action or progress of a person 
through life, as in some profession, in some moral or intellectual 
action. 2. An occupation, profession, etc. followed as one’s 
lifework.

Look at these phrases: ‘progress of a person through life’; 
‘followed as one’s lifework’. These are poles apart from a ‘job’.

When I see salespeople ‘working’ only 9 am to 5 pm, and 
then complaining about how tough things are, I think, ‘You 
are wasting a golden opportunity. Stop acting like a paid 
worker and start acting like a self‐employed entrepreneur. 
Get out and look for business!’

Little belief
I agree with Brian Tracy when he says top professional 
salespeople believe themselves capable of being the very 
best in their fields. This belief comes from knowledge 
and understanding, which come through studying and 
practising — learning how to sell.

You have to believe in what you are selling. If you don’t, you 
will never present with conviction and passion, and your 
ability to persuade will be greatly diminished. You cannot 
believe in something you don’t understand, and you won’t 
understand something unless you study it. See the pattern?

There is nothing your competitor can do that you cannot 
do better through training. For example, in the real estate 
industry, many salespeople lie to get the listing. Dealing with 
lying competitors is a challenge we have to overcome, and 
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you can only do that effectively with training. The antidote 
to lying is to focus on what the seller wants, which is to 
know the truth about what the market holds for them. (That 
is, don’t tell them just what you think they want to hear.)

When you totally believe what you are telling them, and you 
deliver the truth tactfully, you will be successful in getting 
their business. Truth is a great sales tool, and you never have 
to lie or compromise your values just to get the business.

Call reluctance
In The Little Red Book of Selling, Jeffrey Gitomer suggests that 
by far the biggest fear for salespeople is fear of failure. It 
has a cousin: fear of rejection. Rejection is the pathway to 
failure — if you fear it.

Fear needs to be faced. You cannot overcome fear by simply 
reading about it. You cannot overcome your fear of spiders 
by reading how to handle spiders; you have to handle a 
spider to move past your fear.

Self‐help books telling you how fantastic you are will not 
help if you are scared of prospecting. You have to go out and 
‘do’ the prospecting, and that will banish your fear of it.

Some salespeople spend too much time preparing to work 
and not enough time working. Too much preparation is 
fear in disguise. You might give it another name, such as 
laziness or procrastination, but it is still fear. While you are 
‘preparing’, you are not doing what you fear — prospecting.

Other reasons
The Four Fatal Flaws are certainly deal‐breakers, but 
they aren’t the only obstacles to getting consistent results. 
Knowing yourself well enough to recognise those other flaws 
will enable you to work on them and overcome their impact 
on your success.
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No goals
Most people spend more time planning their holidays than 
they spend planning their lives. They don’t set goals, and 
they certainly don’t set SMART goals, as taught by my friend 
Dr Denis Waitley:

•	 Their goals aren’t specific, so they don’t know what 
success looks like.

•	 Their goals aren’t measurable, so there are plenty of grey 
areas.

•	 Their goals aren’t achievable, so it is easy to lose focus 
and motivation.

•	 Their goals aren’t realistic, so it is too easy to find 
excuses for giving up.

•	 Their goals aren’t time‐bound, so they either don’t have 
sufficient time or have too much time, making it easy to 
procrastinate.

No plan
Mack Hanan says, ‘If you don’t have a plan, stay in the car’. 
It’s said half the salespeople who enter Sales fail. The general 
reason given is they have a lousy attitude. But are the other 
50 per cent great salespeople? Some are, but most have low 
ambition and fall into the mediocre category. They keep 
their jobs because they have a pulse and do just enough to 
avoid being fired. They are mediocre by choice. Mediocrity is a 
(subconscious) choice that comes from inaction or too many 
wrong actions.

Salespeople who don’t reach their targets have also failed. 
Did they fail because they had a plan that didn’t work? Did 
they fail because they had a plan but didn’t follow it? Or did 
they fail because they didn’t have a plan in the first place? 
One hundred per cent of the time, they failed because they 
didn’t have a proper plan.
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Among this group there are also great salespeople. This elite 
20 per cent write 80 per cent of the business. They are great 
by choice. Greatness is also a choice that comes through 
large quantities of the right actions performed consistently 
and competently over time.

Successful salespeople follow a solid plan. They carefully 
think about what they want to achieve and how to achieve 
it. They plan where their business will come from, know 
how many people they’re going to speak to and the quantity 
and type of marketing they will distribute. Salespeople who 
follow this type of plan are almost certain to succeed.

Poor time management
Time management is a myth. You cannot manage time. You 
have the same amount of time as anyone else, and you cannot 
manage it to get more minutes. The only thing you can do is 
manage yourself within the time you have available.

People who manage their time poorly pretend to be busy, 
wasting valuable time in the process, but it often doesn’t 
take much to fix their poor habits. For example:

•	 If you are chronically late, leave earlier.

•	 If you think it might take an hour, allow an hour and 
a half.

•	 If you are going to an appointment, allow double the 
time it will take you to get there. If you arrive early, 
door knock until it’s time for you to go in and get that 
listing.

If you have been a poor time manager for some time, why 
haven’t you learned to manage your time properly? I started 
studying time management in 1990 and I haven’t stopped. 
Decades later I’m still finding ways to do things differently 
and to work smarter.

Winners achieve big goals because they take many small, but 
effective, actions. A trick I learned from David Allen, in his 
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book Getting Things Done, is to break down every project into 
individual actions. He advises us to work only on the next 
action for each project. Complete that action and then move 
on to the next. This one tactic has helped me to complete 
many complex projects without ever feeling overwhelmed. 
You don’t have to worry about an entire project, other than 
determining a deadline for its completion and breaking it 
down into smaller tasks.

If you execute your actions by effectively managing yourself 
within the time you have available, you will achieve success. 
If you keep failing because you haven’t taken action to 
manage your time properly, all you are doing is feeding your 
low self‐esteem. Low self‐esteem prevents you from learning 
how to become successful and from performing the actions 
necessary to succeed. Subconsciously, people with low self‐
esteem believe they don’t deserve success.

Minimum effort
Minimum effort means you are doing just enough to get 
by. Sales is stressful for people who invest minimum effort 
because they don’t want to work. How demotivating is it to 
go to work thinking you might get fired for not doing the 
actions expected of your role?

I don’t believe in firing salespeople for not generating money, 
but I certainly believe in firing salespeople for not doing the 
actions that generate money. I know that if there is no action, 
there is no hope; without action, there can be no results. I 
want results. I pay salespeople to take the right action; and if 
there is no action, that person must leave.

You might think this harsh, but is a boss wrong for insisting 
on the actions and results she’s paying for? And is it fair to 
take money from a company and not carry out the actions 
you are paid to do? Inaction is a conscious choice. Mediocrity 
is self‐inflicted.
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Not getting it
Too many people think Sales is a job. It isn’t. Sales is a 
profession and it needs to be treated as one.

For example: Salespeople present a listing but they don’t 
understand marketing. Because they don’t understand it, 
they cannot present it with enough passion to make the 
sellers confident they are getting a 21st-century, cutting‐edge 
marketer. What they get instead is a hack who parrots things 
they heard at a seminar but never really understood.

You might have heard the saying, ‘I hear, I forget. I see, I 
remember. I do, I understand.’ When I started out I studied 
hard. I often got it wrong but I learned to be better. Too many 
people don’t want to put the hard work into getting it right.

In 6 Habits of Highly Effective Bosses, Stephen Kohn and 
Vincent O’Connell quote Dr Eric Maisel: ‘Your listening 
skills, life experiences and intuitions about human nature 
come together and help you read people.’

Is there any more valuable skill than this in Sales? Some 
people study and learn this skill, but others cannot be taught. 
These people just don’t care enough to do what it takes to be 
great. Empathy comes from study, thought, understanding 
and love of the industry in which you work. All of these 
develop over time.

Erratic focus
In Million Dollar Habits, Brian Tracy argues that the more 
you discipline yourself to concentrate single‐mindedly on 
your most important task and stay with it until it is done, the 
more energy you’ll have.

There is a saying: ‘If you want to get something done, ask a 
busy person.’ Busy people are good at getting things done 
because they are organised, work on the right activities and 
are efficient.
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Despite being told a job would give me security, the more I 
learned about selling, the more I realised my security came 
from my marketability in the workplace, not from a job 
somebody gave me. By focusing on Sales and getting good at 
it, I carved out a wonderful living for myself and my family.

Not conscientious
Many salespeople aren’t conscientious enough to learn 
and grow within their role. They take money under false 
pretences: They are the first to complain if their salaries 
are banked a day late, but can they honestly say they have 
earned their salary when they don’t produce the results to 
justify what they are paid?

When you board a bus, you buy a ticket and you expect the 
driver to drive you to your destination. You don’t expect 
him to sit there and say he knows what he’s supposed to 
do, but he just isn’t doing it. It’s the same with salespeople. 
If you know what you are supposed to do, you’d better do 
it — otherwise that space will be filled by someone who is 
going to deliver and justify their pay.

Commercial space is sold or leased by floor area. Salespeople 
occupy about five square metres of commercial space, so if 
you are going to occupy that space, you have an obligation 
to make it return an income for your company. If you aren’t 
comfortable with that, find something else to do, because 
that is part of the job description.

If you’re not conscientious and are taking a salary under 
false pretences, I call that theft.
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Summary
As you can see, there are many reasons why people 
don’t achieve consistent results on their path to success.
If you recognise some of these faults in yourself, don’t 
give up! It doesn’t mean you cannot succeed; it just means 
you haven’t been doing what you need to do in order to 
be successful. You now know what is holding you back. 
Work on your weaknesses. If you keep tolerating them, 
they will keep you from greatness.
Be especially careful if you recognise one of the Four 
Fatal Flaws in yourself. In my experience, people with 
these characteristics struggle in their work. It doesn’t 
mean they will never succeed, but they have a lot of 
work to do to overcome these flaws.

What’s next?
We have examined what causes people to fail, but  
what makes them succeed? In the next chapter, we will 
look at this side of the coin: the qualities that make 
winners win.


