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Precision	Selling™		
The	Missing	First	Step			

	
The most important part of selling is attitude and mindset.  
 
95% of sales are won or lost BEFORE you even pick up the phone. 
 
Sales is an inside game.  It’s not what you’re doing; it’s who you are being. 
 
Success comes effortlessly to those who expect success.   To create a 
successful sales mindset requires the following steps:  
 
 
Step One: Eliminate Negative Sales Beliefs & Attitudes   
 
 Before you can learn any new sales techniques, you have to clean out 
your negative attitudes.  Write down your answers to these questions: 
 
 1.  When you think of salespeople, what comes to mind? (pushy, shyster, 
crook?) 
 
 2.  Why did you get into sales?  (voluntarily or conscripted?) 
 
 3.  Ever been victimized by a terrible salesperson? 
 
 4.  Did you ever buy something against your will? 
 
 5.  What makes for a terrible salesperson?  
   (DO YOU HAVE ANY OF THOSE TRAITS?  
 
 6.  What negative beliefs to you have about yourself?  
   “I can’t sell it unless I’m an expert on the product” 
   “I don’t have enough experience” 
  “I’m not good enough” 
  “I can’t do it” 
  “I don’t know…” 
  “It’s impossible” 
  “It’s always been that way” 
  “You can’t teach an old dog new tricks” 
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 7.  Your favorites? 
________________________________________________________________
________________________________________________________________ 
________________________________________________________________
________________________________________________________________ 
 
EXERCISE 
 
 1.  Circle the “Top 5” negative beliefs/attitudes on your list 
 
 2.  Pick an item, concentrate on it, and recall the earliest time when you 
had that belief or feeling.   Focus on the feeling. 
 
 3.  Release the attitude with the following statements:  
 
 “I am willing to release the need for ______________.” 
    or 

“I am willing release the pattern in my consciousness that is creating       
____________”.   

 
 
 
Blind Spots 
 
We all have blind spots about ourselves.  Sometimes these are positive, 
sometimes negative.  They are mostly programmed into you.  They cannot be 
changed unless we become aware of them.  
 
“Contempt prior to investigation” prevents most people from learning 
“I already know that” will ensure you never learn the subject.  
“I’m not good at math” will prevent you from mastering that topic.  
 
1.  What are you really good at doing? 
 
2.  What are you NOT good at doing?  
 
3.  What always seems to happen to you?  
 
EXERCISE 
 
 1.  What are the top 3 Blind Spots 
 
 2.  For each blind spot, ask yourself if you really need it.  
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 3.  Release:  “ I am willing to release the need for ________”. 
 
 
Set Points  
 
Set points are based on decisions we have made about “how the world really is.”  
They define the limits, and they are often simply assumed to be true without 
question.  
 
What will never happen?  What will always happen? 
 
How do you always start your day?  How do you always end your day?  
 
How much money is the most you’ll ever make?  
 
What do you think you can earn in 2012? 
 
EXERCISE:  
 
 1.  When do you recall having that setpoint? 
 
 2.  Where were you when you felt that setpoint?  
 
 3.  Is it true today?  
 
 4. Release:  “I am willing to release the pattern in my consciousness 
that is creating ________________.”  
 
 
Cherished Beliefs 
 
Your beliefs determine your actions.  If you believe it, you can achieve it.  If you 
know it’s impossible, you can’t.  Some historic examples:  
 
 -- the world is flat 
 -- 4 minute mile 
 -- Mankind will never fly 
 -- Man will never travel into outer space 
 
What are your beliefs about sales? 
 
What are 5 things that really make you happy about being in sales?  
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________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________ 
 
 
EXERCISE 
 
 1.  List 5 emotions you enjoy feeling about sales/business development? 
 
 2.  List 5 emotions you avoid/dislike about sales or business development. 
 
 3.  Switch the lists.  Everything you enjoy is now something you avoid, and 
every emotion you are avoiding is now the one you enjoy.   
 
 4.  What did you observe doing this exercise?  
 
 
Step Two:  Sales is an Inside Game 
       It’s not only what you’re doing, but who you’re being  
 
You need to become Open, not Controlling 
Flexible, not Rigid 
Remain in the Zone, stay in the Flow and don’t try to swim upstream. 
Present Time, not stuck in the past 
Be Here Now  
 
So how do you get INTO this ZONE? 
 
We need to reprogram our  MIND for Success, not survival.  
 
 We obtain our programming from 3 main sources:  External, Self, and the Ego 
(Monkey Mind).  
 
External Programming: The hypnotic CNN Effect 
 
We are programmed/hypnotized by the Media  
 
 -- “I read it in the newspaper” 
 -- “I heard it on CNN” 
 -- “If it’s written, it must be true” 
 
The headline story is ONE person’s opinion 
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Truth is relative to the person’s perception of reality 
 
What really is true?  
 
 
 Self Programming 
 
Psychologists tell us that most of our personality is programmed by others, and it 
occurs before we are 6 years old!  Your parents, grandparents, aunts and uncles, 
older siblings, any “adult” you grew up with can install these ideas, and they are 
accepted by you without question.  Some examples:  
 
“I am so stupid” 
“I can never get this right” 
“I’m a bad boy/girl” 
“Shut Up” 
“Children should be seen, not heard” 
“I always miss this shot” 
“I just can’t do it!” 
 
Once you accept the idea, and you repeat it, that thought becomes reality. 
 
“The thoughts we think and the words we speak create our experiences.”  
        Louise Hay  
 
So let’s change what we think and speak !  
 
Whenever you start a sentence with “I….” it’s a command to your subconscious.    
 
Good News! You have the ability to re-program yourself for success, or failure.   
 
List 5 things you commonly say about yourself?  
 
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________ 
 
EXERCISE 
 
 1.  Examine each of the 5 statements.  Ask yourself “Is this true”  
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 2.  Release the programming:  
 
 “I am now willing to release the pattern in my consciousness that is 
creating ____________.”  
 
 
 
 
 
 
The Monkey Mind (the EGO)  
 
It’s all Biology and it’s determined to make you survive!   We all have one, it’s 
hardwired into your human physiology.   Remember, you are not your thoughts, 
you are completely distinct.  
 
The MM runs your body even if you are unconscious or sleeping.  It never stops 
and it delivers non-stop chatter 500 words a minute.  This is the “inner voice” or 
the “committee” in your head.  It mostly delivers random garbage and negative 
thoughts.  
 
The MM cannot dream, visualize, imagine, or love.  Its job is to ensure that the 
biological organism survives no matter what. Is excellent at making you fear “the 
attackers” or “what is about to happen” to motivate you to react with negative 
emotions.    
 
It wants to keep you out of danger, even if there is nothing dangerous.  
 
The MM makes sweeping generalizations about almost everything.  A=A=A 
 
 The dog bit me on the leg; therefore all dogs are evil and should be 
avoided.  Examples 
 
 All Muslims are terrorists 
 I hate the Democrats/Republicans 
 The economy is bad and getting worse 
 Never trust a salesman 
 No one is buying anything, so why bother.  
 Everyone is having a tough time 
 Everyone is suffering  
 
What computations do you hold sacred?  
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“Everyone Knows” 
_______________________________________________________________ 
 
“What do I need to protect myself against? 
________________________________________________________________ 
 
“Informed sources tell us” 
_______________________________________________________________ 
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________ 
 
What is your Monkey Mind telling you right now?  
 
What is your “inside committee” warning you to avoid at all cost?  
 
By the way, if you think this training is stupid or a waste of time, guess 
where that thought is really coming from?  
 
 
 
Step Three:  Become more Attractive  
 
The Law of Attraction   
 
There was no secret, it has been known for thousands of years.   
 
You attract what you are trying to avoid.  Your resistance creates the very thing 
that you are resisting.  Stop resisting, and let the universe give to you.  You don’t 
need to prevent people from buying from you.  
 
If your thoughts become a reality (which they do), what if you are confused, 
uncertain, disorganized or upset.  What happens then?  
 
What is the worst thing that could happen in your sales career? 
 
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________ 
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What negative future have you been avoiding?  
 
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________ 
 
 
How has your resistance to this negative future impacted your life?  
 
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________ 
 
 
EXERCISE 
 
 1.  Make a list of everything you would like to attract in sales.  
 
 2.  Make a second list of what you are resisting in sales.  
 
 3.  Switch the lists.  Take everything you are trying to attract and imagine 
you are trying to resist it. Take everything you’re resisting and imagine what it 
would feel like if you really wanted to attract it.  
 
 4.  Observations doing this exercise?  
 
 
The Secret to Achieving Magnetic Attraction 
 
There are millions of customers for your product, and you need to attract them to 
you.  There is no scarcity of anything, and never has been.   
 
There are 4 Steps developing the ability to attract:   
 
1. Allow good things to happen.  Stop preventing people from buying from you, 
simply allow it to happen.  Expect it to happen, Know it will happen.  
 
2. Give value far in excess of their expectations.  Give without any specific 
thought of return.  Give generously of your time and your expertise, and give to 
as many people as possible.   
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Givers attract others like a magnet.  When you give, you attract others.  
 
3. The third step is to focus 100% on how to make them successful.  To do this, 
you must focus on their needs and wants, and to help make it happen.   
 
When you focus entirely on them, and give generously, you achieve magnetic 
attraction.  
 
4. Be Open to Receiving 
 
You deserve success, and you need to allow it to find you.  
 
Whenever you give, you will receive.  It’s a universal law, it’s a two-way flow.  
Like alternating electrical current, whenever you give, you will receive.   
 
When you become willing to receive, you will become better at giving.  
 
What have you been attracting?  
 
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________ 
 
What have you been giving? 
 
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________ 
 
What have you been receiving? 
 
________________________________________________________________
________________________________________________________________
________________________________________________________________
________________________________________________________________ 
 
EXERCISE 
 
 1.  List 5 customers you have recently attracted  
   
 2.  List 5 Sales you have recently made 
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 3.  What attracted these customers/sales to your company?  
 
 4.  What did you GIVE in order to receive?  What Value did you deliver?  
 
  
 
Step Four: Reprogram your Mind with Success 
 
 
Positive visualization works, but your Monkey Mind can get in the way.  
 
Your non-stop Monkey Mind can be overridden with positive thinking.  Motivation 
is an internal job; you can change your mind.   
 
You can ask yourself questions, with clear intention,  and your mind will be 
compelled to answer them. The act of finding/creating  the answers drives 
positivity, thus reprogramming you for success. 
 
EXERCISE #1 
 
Ask yourself the following, and see what happens:  
 

“When was the last time I was really happy” 
 
“What does it feel like to win the race/sink the basket/drain the putt?   
 
“What does exhilaration feel like?” 
 
“The Best sale I ever made was…..”  (repeat) 
 
“Whenever I achieve something terrific, what do I always feel?” 
 
“If everyone in the world was happy, what would that feel like? 
 
“I know my life is amazing, but what can I do to make it even more 
amazing? 
 

EXERCISE #2 
 
 Say to yourself, with clear intention and with meaning:  
 
Affirmations 
 
Every problem has a solution 
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There is no scarcity  
 
The recession is voluntary 
 
I am in control of my mindset 
 
I am in control of my happiness 
 
I am in control of my success 
 
I enjoy calling new people 
 
I enjoy helping people solve their problems 
 
I enjoy closing sales 
 
People are happy to pay me for my expertise and solutions 
 
My company is the best in the industry 
 
I enjoy serving people and providing great service 
 
I am a magnet for prosperity 
 
All is Well, all is perfect  
 
 

I am, I have, I can, I will 
 
 
 
BONUS EXERCISE 

 

This is an amazingly effective exercise which was developed by my friend and 
mentor Matthew Ferry, author of “Creating Sales Velocity.”  It should be done 
daily and will deliver amazing results almost immediately. 

Counting your blessings each day is essential for positive growth.  
God/Source/Universe is happy to provide for you as long as you are happy about 
what you already have.  If you are dissatisfied with your current situation, that 
energy muddles up your intentions.  The more dissatisfied you are, the more you 
get what dissatisfies you.  Remember, this is an attraction-based universe.  The 
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happier you are about what you already have, the more you get what makes you 
happy. 

The 10/10 Visualization Process 

1. Make a list of 10 things you love about your life, your job, your 
product, the opportunities you have, and your customers.  Add 
anything that works well in your life, anything you like, and all the 
people you are happy about having in your life. Then add anything 
you are thankful for. 

2. Make a list of 10 things you want to accomplish: your goals, dreams, 
visions, and aspirations in life. 

3. Once you have the lists, you can begin to do your discipline.  Every 
morning find a comfortable place to sit with your back straight and 
feet on the ground. Before you start, take a moment to review both 
lists.  Then, close your eyes and take 10 deep breaths.  Hold each 
breath as long as you can.  Then blow it out slowly.  (I call these the 
connector breaths.  You are getting connected to your higher self.  
Tapping into the universal consciousness.  If you feel light-headed, 
good!  See if you can get even more light-headed next time.  It simply 
means you are going into deeper states of consciousness.) 

4. Now, that you are in a very powerful, conscious state, mentally review 
your list of everything that is good, that you’re happy about, etc.  
Dwell on each item.  Get really connected with how great it is to have 
this in your life.  Let the emotions of gratitude well up inside of you 
and overflow.  It’s okay to cry tears of joy.  In fact, that’s the 
objective. 

5. Once you have spent some time truly appreciating your life mentally, 
shift to your list of things you want to accomplish.  But keep the 
feeling of gratitude.  First think about how amazing your life is that 
you have these kinds of objectives.  Then start being thankful for each 
item as if it had already come true, or was already happening or 
occurring right now.  Think about it the same way you thought about 
the first list.  Let your imagination run away with you. 
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