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ATTAINING A FULFILLING SALES CAREER
Q: I got into sales because I couldn’t think of any other
professsion where I could earn the most money for the ﬁnancial
freedom
m I always wanted. For a long time, I mistakenly
though
ht I had landed onto the right profession for I did make
a lot off money, met lots of people and travelled widely.
Howev
ver, after eight years down the road, I began to realise
that my
m life is empty, and my job is more of a chore than
anything else. I can’t ﬁgure out why I’m feeling this way now.
— Dissillusioned
A: Your
Y
story reminds me about the theory of the iceberg that
statess that what people see someone on the outside is so little
of what’s really inside
e them. Putting it in another way: ‘beauty is only skin-deep’,
for real beauty lies ben
neath the person. This seems to be your case.

Q: I have two questions for you. The ﬁrst is whether an introverted
personality with average social skills like me can make the grade
to become a good sales person? The second one is what other
traits are critical? I’m asking this very important question because I
harbour a strong desire to be successful in this selling ﬁeld despite
lacking in these two traits. What are my chances? — Explorer
A: There is really no hard and fast rule for anyone who wishes to be a
successful sales professional to ﬁt into a certain type of personality, such
as big, bubbly, extrovert, dashing personality and others. Actually, those
who are successful in this profession do not describe themselves in this
way. In reality, for anyone to be successful in anything, be it in a selling
or non-selling profession, the most important factor is to be authentic
before making eﬀorts to be good in the other areas.

The Bottom Line: Making money alone in the long term hardly makes people’s
life fulﬁlling. After a wh
hile, the charms of money die oﬀ, they are back to the
basics of life of life, me
eaning family, health, friends and so on. These are the true
measures of success an
nd happiness. No wonder your career is spiralling down as
you are out there only to make money instead of making a diﬀerence to people.
Your motive becomes obvious to them and sooner or later, they get put oﬀ
by your personal agenda. One quick way to ﬁnd out what really will make you
successful and satisﬁed
d is to identify what is still missing in your life. You need to
be open
open, even brutal to accept the truths in you. Once you know what they are, it
becomes easy to know how to get there.
Powerful Questions:
• What iss it that the money you wanted is
not givving you?
• What tthen is making you feel this way?
• What iss it that is still missing?
• What iss the kind of life that will make
you feeel more complete?
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The Bottom Line: Once you are your natural self, the next thing is
to work consciously on enhancing your personality. To know which of
these areas is to think for a moment when you bought from someone
recently; what made you do so? In the same vein, if you didn’t do so,
what caused you to reject this person? You will then have a good proﬁle
of a successful sales person.
Powerful Questions:
• What are your five words to describe what a good sales person is to
you?
• On these five words, which ones are more of you; and less of you?
• What can further enhance what’s working for you; and what kind of
deal do you want more of?
• What’s the fastest way for you to make this come true for you?
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