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1. Outside factors
largely influence my
sales.

2. Fear of rejection often
hampers me.

3. I hardly ever reach
my sales goals.

4. I really don’t see how
I can sell more than
I’m now selling.

5. When I’m not working
I don’t think about
selling.

6. I’m working as hard
as I can.

7. I never analyze my
actual sales 
behaviors.

1. My self-beliefs largely
influence my sales.

2. I think about what I
can do for people, not
how they’ll accept or
reject me.

3. I usually exceed my
sales goals.

4. I study high achievers
to get a picture of
how I can reach
higher goals.

5. My creative mind is
always revealing new
ideas to me.

6. I’m constantly think-
ing about how I can
make the best use of
my time.

7. I’m always paying
attention to my sales
behaviors in order to
be more effective.

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

1 DISCOVERING WHY YOU SELL WHAT YOU SELL

Assessment

Please take a few moments and check off the number that best describes your pres-
ent beliefs, boundaries, or behaviors. Use these descriptors as guidelines.

5–Always true, without exception
4–Mostly true
3–True more often than not
2–True only part of the time
1–True only occasionally
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HOW TO GAIN THE MOST FROM SECTION 1:
SELF UNDERSTANDING



• Add up the numbers in the right-hand column.

• Add up the numbers in the left-hand column.

• Subtract the left-hand column total from the 
right-hand column total and score yourself.

SCORES:

40–50 You are very positive, open to learning, and have a high achievement drive.

30–39 You have a definitely positive orientation in your views and skills.

20–29 You have a moderately positive view of life and your ability to succeed.

10–19 You are on the right track and show exciting potential for improvement.
There are still several areas that need attention. You still wrestle with fears
and doubts.

0–9 You struggle with many issues of life and sales success. Some days you’re
positive, and others find you experiencing doubts and focusing more on
negatives than positives.

Self-Understanding 35

8. I dread getting up in
the morning.

9. I tend to avoid stress-
ful situations and
problems.

10. Most of my self-
suggestions are nega-
tive and destructive.

8. I can’t wait to start
my day to see what
opportunities will
present themselves 
to me.

9. I welcome challenges
as a way to grow and
become more suc-
cessful.

10. Most of my self-
suggestions are posi-
tive and encouraging.

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5



Keeping Score—Chapter 1

Behavior that gets evaluated, gets improved.

On a scale of 1–10, please evaluate your performance of each of these parts of the
Breakthrough Process.
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1. I became aware of my current 
behaviors.

2. I noticed the attitudes or feelings 
that influenced these behaviors.

3. I attempted to connect these 
feelings and behaviors with the 
unconscious beliefs that might be 
driving them.

4. I selected new beliefs that I’d like 
to have embedded in my “I Am.”

5. I have the courage to go through 
change, conflict, and ambiguity.

Total Each Day

S M T W T F S



create.”

4. This goal/values congruence will then trigger positive emotions in your
“I Feel” by giving you more energy, achievement drive, and confidence.

Paradoxically, when you focus on the value you can create for others, rather than
just what you can sell them, you’ll feel clean, worthwhile, and deserving. This
mind-set communicates strong character, integrity, and professionalism, which
triggers a reciprocal value that comes back to you. Positive conflict is created
when the value you’d like to be creating for customers is greater than what
you’re now doing.

So, what will you do to create positive conflict?

1. Set goals to create greater value for customers.

2. Expect to be awarded consistent with the value you create.

HOW TO GAIN THE MOST FROM THIS CHAPTER

I have designed this chapter to help you understand and challenge your
current belief boundaries.

Whatever your beliefs, they’ve been developed over your lifetime
and powerfully—more than just about anything else—control your abil-
ity to sell.

Please read and review this chapter and ask yourself these questions.

1. What is my current belief level about:
n My definition of selling?
n The value I create for people?
n My abundance mentality?
n The rewards I feel I deserve to enjoy for the value I create?

2. How are these beliefs influencing my current ability to sell and earn?
3. What’s the gap between my current ability to sell and earn, and what I

would like to be selling and earning?
4. What inner beliefs do I need to have to produce at this increased level?
5. How do I deal with the destructive emotions of guilt, remorse, fear, or

anxiety?

5

HOW TO GAIN THE MOST FROM SECTION 2:
BOUNDRIES



Sometime this week, observe the behaviors, attitudes, and results of
different salespeople. Try to understand how each one’s circumstances
might give a clue to his or her belief boundaries.

And finally, use this self-suggestion, over and over, to drill into your
unconscious “I Am.”

“I see abundance everywhere, and I allow myself to partake in it.”

Repeat this to yourself each day and visualize the abundance you’ll
help create for your customers and your organization, along with the
rewards you’ll enjoy in return. Emotionalize it by thinking about the
respect you’ll receive from customers and your associates, the confi-
dence you’ll feel within yourself, and the actual tangible rewards you’ll
experience.

The more your “I Am” accepts this message, the more confidence,
energy, and personal power you’ll enjoy.

As your inner belief boundaries continually expand, new levels of
sales success will rush in to fill the newly created space.

2 EXAMINING YOUR CURRENT BELIEF BOUNDARIES

Assessment

Please take a few moments and check off the number that best describes your pres-
ent beliefs, boundaries, or behaviors. Use these descriptors as guidelines.

5–Always true, without exception
4–Mostly true
3–True more often than not
2–True only part of the time
1–True only occasionally

Boundaries 55

1. I feel definite limita-
tions in what I can
sell.

1. I think of possibilities
to increase sales,
rather than limita-
tions.

5 4 3 2 1 1 2 3 4 5
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2. I sell just enough to
keep my job.

3. I often ask myself,
“Who can I sell 
something to?”

4. I spend most of my
contact time explain-
ing my product or
service.

5. I usually operate on a
survival level.

6. I really don’t believe I
can make a high
enough income in
selling.

7. My parent(s) put me
down and discour-
aged me often.

8. I’ve had more failures
than successes in life.

9. My view of selling
conflicts with my 
values or spiritual
beliefs.

10. I usually think about
how I’m going to ben-
efit from my selling.

2. I set stretch sales
goals, and then figure
out how I can reach
them.

3. I usually ask myself,
“Who has a need I can
help them satisfy?”

4. I never talk about my
product or service
until a customer
admits a need, a
desire for a solution,
and is willing to talk
to me about it.

5. I focus on the abun-
dance that’s available
to me.

6. I feel worthy of high
success levels,
because I create high
value for people.

7. My parent(s) told me
that I can do anything
I really want to do.

8. I’ve had more suc-
cesses than failures
in life.

9. My view of selling is
quite congruent with
my values or spiritual
beliefs.

10. I usually think about
how my customers
will benefit from my
selling.

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5



• Add up the numbers in the right-hand column.

• Add up the numbers in the left-hand column.

• Subtract the left-hand column total from the 
right-hand column total and score yourself.

Assessments scoring guide is on page 35.

Keeping Score—Chapter 2

Behavior that gets evaluated, gets improved.

On a scale of 1–10, please evaluate your performance of each of these parts of the
Breakthrough Process.

Boundaries 57

1. I defined the quantity and quality 
of extra value I’ll create for people.

2. I defined the level of rewards I’ll 
earn when this happens.

3. I told myself, “This is the right 
focus. I should be rewarded 
according to the value I create.”

4. I expected to have more energy, 
achievement drive, and confidence 
because of this belief.

Total Each Day

S M T W T F S



HOW TO GAIN THE MOST FROM SECTION 3:
BREAKTHROUGH

HOW TO GAIN THE MOST FROM THIS CHAPTER

Carl Jung once wrote that “it’s only when the conscious mind confronts
the unconscious that a provisional reaction will ensue which determines
the subsequent procedure.”

In our language, it’s when our “I Think” confronts our “I Am,” and
challenges it to give us answers, that hunches, ideas, and insights begin
to flow from the wisdom that permeates the deep recesses of our uncon-
scious. This reaction can then automatically influence our outer behav-
iors.

As we listen to these interactions and are willing to go through the
discomfort of sailing into unknown waters, we grow. And grow we must
in order to enjoy higher sales productivity.

Continue to mull over these ideas during the week. There’s certainly
enough here to challenge the serious student of success for a lifetime.
But for now write the five steps of the Releasing Outdated Perceptions
Process on a sheet of paper or index cards, or enter them in your com-
puter. Learn and memorize the steps. If you get a break during your
workday, go through them again. With practice and time you’ll begin to
uncover new insights.

As you do these steps, you’ll discover that your energy, self-
confidence, and actual external behaviors will become stronger and
stronger.

And forget “trying harder.” Don’t try to remove blocked thinking with
self-discipline alone. The secret is in accepting and releasing old thinking
and their resulting behavior patterns.

Here’s a helpful self-suggestion for this week: “I release myself from
any emotional need to hang on to old self-defeating beliefs.”

A Special Challenge for This Chapter

This chapter can be a “bombshell” experience for you. It has been
designed to help you identify and work through old, limiting perceptions,
and the needs that drive them. And it will work for any success-oriented
person.

Let’s stop for a moment and keep a clear focus on where we’re going
with this. Remember:

74 The Inner Game of Selling



1. We have an inner belief boundary that defines who we are, what’s
possible for us to sell, and what life rewards we deserve to enjoy.

2. This boundary is based on your past perceptions and not on actual
fact or truth.

3. We live out these inner beliefs without questioning their authentic-
ity.

4. We have a strong inner need to hold on to these old beliefs and expe-
rience difficulty releasing them.

5. Our sales and life circumstances won’t usually change until we
release the need to hold on to these old beliefs and move past them.

It’s important to keep these steps in mind, since it’s easy to be “logi-
cal” and get mentally lost in the process.

I realize that what I’ve presented in this chapter requires lots of ques-
tioning, reflection, and answering. You’ll have to determine whether or
not it’s worth it to you. I know this can be done in the context of busy
days and weeks, because I’ve done it. It’s a matter of deciding to find the
time.

And as I’ve done it, it has changed my view of my possibilities, my
actual abilities to sell on higher levels, and my belief of what life rewards
I deserve to enjoy.

Come back to this chapter when you can. Each time you’ll be at a dif-
ferent level of growth, so you’ll gain higher benefits each time.

3 SHATTERING BLOCKAGES OF YOUR SUCCESS

Assessment

Please take a few moments and check off the number that best describes your pres-
ent beliefs, boundaries, or behaviors. Use these descriptors as guidelines.

5–Always true, without exception
4–Mostly true
3–True more often than not
2–True only part of the time
1–True only occasionally

Breakthrough 75

g
And forget “trying harder.” Don’t try to remove blocked thinking with

self-discipline alone. The secret is in accepting and releasing old thinking
and their resulting behavior patterns.

Here’s a helpful self-suggestion for this week: “I release myself from
any emotional need to hang on to old self-defeating beliefs.”

A Special Challenge for This Chapter

This chapter can be a “bombshell” experience for you. It has been
designed to help you identify and work through old, limiting perceptions,
and the needs that drive them. And it will work for any success-oriented
person.

Let’s stop for a moment and keep a clear focus on where we’re going
with this. Remember:

7

A Special Challenge for this Section
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1. I’m satisfied with the
way I am now.

2. I seek the path of
least resistance.

3. I feel trapped in my
current condition.

4. I dwell a lot on what I
don’t have.

5. I tend to yield to other
people’s opinions of
me.

6. I feel that my sales
opportunities are 
limited.

7. I often give in to my
fears and this influ-
ences my sales
behaviors.

8. I view selling as get-
ting people to do what
I want them to do.

9. My sales are mostly
controlled by factors
that I can’t influence.

10. I can’t release myself
from mistakes of the
past.

1. I’m always seeking
ways to improve.

2. I’m willing to do
whatever I have to do
to be more effective.

3. I have a “no-
limitation” belief in
my possibilities.

4. I think mostly about
reaching higher goals.

5. I tend to hold fast to
my own self-beliefs
when I’m right.

6. I actively seek new
ways to sell on higher
levels.

7. I’m aware of my neg-
ative emotions, and
don’t allow them to
rule my behaviors.

8. I view selling as help-
ing people and cre-
ating value for them.

9. My sales are mostly
controlled by my own
beliefs, expectations,
and behaviors.

10. I’m able to put my
past behind me and
view the future in
positive ways.

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5



• Add up the numbers in the right-hand column.

• Add up the numbers in the left-hand column.

• Subtract the left-hand column total from the 
right-hand column total and score yourself.

Assessments scoring guide is on page 35.

Keeping Score—Chapter 3

Behavior that gets evaluated, gets improved.

On a scale of 1–10, please evaluate your performance of each of these parts of the
Breakthrough Process.

Breakthrough 77

1. I became aware of my current 
behaviors.

2. I noticed the attitudes or feelings 
that influenced these behaviors.

3. I attempted to connect these 
feelings and behaviors with the 
unconscious beliefs that might be 
driving them.

4. I selected new beliefs that I’d like 
to have embedded in my “I Am.”

5. I had the courage to go through 
change, conflict, and ambiguity.

Total Each Day

S M T W T F S



HOW TO GAIN THE MOST FROM SECTION 4:
ABUNDANCE: SETTING GOALS FOR THE FUTURE 

p p y p
qualities are also goals, and you can use this system to attain them.

Practice Until the Steps Are Automatic

I’ll admit this five-step system looks mechanical, with many rules and
guidelines, but I’ve designed it that way for a purpose. The reason is so
nothing is left to chance, that we cover all of the bases.

I know from experience that if you follow this system to the letter
you’ll experience success. When you do, you’ll emotionally believe in the
process. Then, with time and experience, the whole Goal Achievement
System will become automatic. You’ll perform many of the steps uncon-
sciously.

With repetition you’ll instinctively begin to think and act in a goal-
focused way.

HOW TO GAIN THE MOST FROM THIS CHAPTER

Abundance begins as a state of mind that can be developed over time, by
doing a few simple actions.

Your Goal-Seeking Mechanism is your onboard computer that uncon-
sciously steers you to the goals or targets you set for it. Understand the
power and function of this mechanism and you’ll see how the Goal
Achievement System is the blueprint. The system gives you a process
on which to focus your powerful Goal-Seeking Mechanism.

In order to benefit from the power of this chapter, here are some
action steps to follow:

A



1. Read and digest the chapter, and focus on the content for a week.
2. Follow the instructions, set some specific goals, and go through the

Goal Achievement System.
3. Particularly follow my suggestions for building belief in your goals.

Write affirmations on cards and place them where they’ll serve as
daily reminders. Build your own goal poster and look at it often.

The Goal Achievement System, when faithfully practiced, can gradu-
ally lift you from where you are and take you to where you want to go. It
can be a way of life for you—working deeper and more smoothly as you
get more and more proficient at doing it.

Repeat this self-suggestion to yourself over and over this week:
“Abundance is all around me—just waiting to enter my life when I give
sufficient value to others.”

5 SETTING GOALS FOR THE FUTURE YOU

Assessment

Please take a few moments and check off the number that best describes your pres-
ent beliefs, boundaries, or behaviors. Use these descriptors as guidelines.

5–Always true, without exception
4–Mostly true
3–True more often than not
2–True only part of the time
1–True only occasionally
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1. I rarely set sales
goals.

2. I’m mostly concerned
with not failing.

3. I don’t allow myself to
think of goals that I
might not reach.

1. I continually set goals
for higher sales.

2. I have an abundance
mentality.

3. I think in terms of
higher success possi-
bilities.

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5



• Add up the numbers in the right-hand column.

• Add up the numbers in the left-hand column.

• Subtract the left-hand column total from the 
right-hand column total and score yourself.

Assessments scoring guide is on page 35.

Abundance 117

4. My goal strategies
often contain words
like good, some, better,
increased, more, etc.

5. If I don’t see a clear
path to a goal, I don’t
continue to work on it.

6. I only associate with
people who are
reaching my level of
goals, or lower.

7. I don’t seem to have
the ability to do goal
planning.

8. I tend to give up on a
goal when problems
or uncertainties arise.

9. I’ve failed at reaching
goals in the past, and
just don’t want to suf-
fer any disappoint-
ment again.

4. My goals are specifi-
cally stated in terms
of end results.

5. I keep focused on a
goal even though I’m
not sure how to 
reach it.

6. I carefully associate
with people who are
reaching goals I’d like
to be reaching.

7. I carefully plan for
how to reach my
goals, then adjust and
revise as needed.

8. I persist in my pursuit
of goals despite any
roadblocks or tempo-
rary defeats.

9. I’m constantly visual-
izing the rewards I’ll
give myself when I
reach my goals.

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5



Keeping Score—Chapter 5

Behavior that gets evaluated, gets improved.

On a scale of 1–10, please evaluate how well you practiced the following behaviors
this week.

118 The Inner Game of Selling

1. I set and/or reviewed my goals 
today.

2. I planned and/or reviewed my 
strategy today.

3. I built belief today by: self-
suggestions, visualizations, 
graphic exposure, or environ-
mental influences.

4. I developed a strength today: 
attitudes, habits, skills, or 
specialized knowledge.

5. I managed my goal process today: 
review goals, proceed, revise, or 
recycle.

6. I did one activity today that 
focused my mind on abundance.

Total Each Day

S M T W T F S



HOW TO GET THE MOST FROM SECTION 5:
CUSTOMER FOCUS: HOW TO SELL THE WAY CUSTOMERS WANT TO BUY

I developed the system over two decades ago, and I’ve never mas-
tered it. I’ve never done as good an Interview as I’d like to do. The rea-
son is that every person and selling situation has different needs, wants,
solutions, and goals. Finding out people’s real buying motives requires
finesse, skills, and wisdom. Understanding people’s many hidden agen-
das is a never-ending challenge.

HOW TO GAIN THE MOST FROM THIS CHAPTER

Review the AID, Inc. steps often, follow the Action Guides, and evaluate
your performance against the four ways to know when you’ve completed
each step.

Check yourself on how much time you spend talking in each step, and
how much time listening. Think through your different questions—when
you Approach, Interview, Demonstrate, Val-I-date, Negotiate, and Close.

Remember the rules for using the AID, Inc. process.

1. Always find out where you are with your customers and begin at that
point.

2. Always complete the step before going to the next one.
3. Never jump to a step before completing the ones before it.

So there you have it: a complete system that can be the foundation for
a highly successful sales career. The thing to do now is practice, practice,
practice.

You can take advantage of moments when you’re waiting for a red
light to change or for an appointment; feed your mind this positive self-
suggestion: “When I give customers more value than they expect, I
receive more rewards than I expect.”

Customer Focus 151



7 HOW TO SELL THE WAY CUSTOMERS WANT 
TO BUY

Assessment

Please take a few moments and check off the number that best describes your true,
present beliefs, boundaries, or behaviors. Use these descriptors as guidelines.

5–Always true, without exception
4–Mostly true
3–True more often than not
2–True only part of the time
1–True only occasionally

152 The Inner Game of Selling

1. I view selling as get-
ting customers to do
something for me.

2. I view what I do as
selling products or
services.

3. I get down to busi-
ness immediately.

4. I usually do most of
the talking during the
first part of contact.

5. I always jump into a
product explanation
soon after contacting
customers.

6. I focus mostly on
stressing my product
features, hoping I say
something that causes
customers to want it.

1. I view selling as doing
something for cus-
tomers.

2. I view what I do as
identifying and satis-
fying customers’
needs.

3. I always spend the
first few minutes
gaining rapport with
customers.

4. I do about 20 percent
of the talking in the
first part of a contact.

5. I never talk about my
products until cus-
tomers admit a need
for what I have.

6. I carefully fit my prod-
uct features to cus-
tomers’ admitted
needs.

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5



• Add up the numbers in the right-hand column.

• Add up the numbers in the left-hand column.

• Subtract the left-hand column total from the 
right-hand column total and score yourself.

Assessments scoring guide is on page 35.

Customer Focus 153

7. I never ask response
questions when I’m
explaining my prod-
uct. I don’t want to
lose control.

8. When I meet objec-
tions I always try to
overcome them and
convince customers
to see things my way.

9. My own needs to
make a sale always
drive me to close
hard.

10. I have so much pres-
sure on me that I
don’t have time to
develop relationships
with customers.

7. I ask demonstrative
response questions
so I know what my
customers’ feelings
are.

8. Before discussing
customers’ concerns,
I always make sure
they want what I’m
offering.

9. I always make sure
that what I’m offering
is the best solution for
my customers.

10. Developing trust and
rapport is more
important to me than
making a quick sale.

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5



HOW TO GET THE MOST FROM SECTION 6:
SELF TALK: CHOOSING WHAT TO SAY WHEN YOU TALK TO YOURSELF

to retreat back to a tensionless, comfortable level.
When we set new goals, we often begin to ask such questions as “Is

this possible?” “What if I expend all this effort and I don’t reach the
goals?” “What if I try and fail?”

It’s at this point that you must counter with self-talk: “Of course this
goal is possible.” “When I expend effort, something good will happen.” “I
can only fail by not trying.” Identify and argue with your negative self-
talk. Don’t allow it to express itself unchallenged.

Expect internal tension, anxiety, or concern whenever you set new
goals. Immediately focus on the rewards and gratification you’ll enjoy,
rather than the roadblocks or possible difficulties of reaching them.

HOW TO GAIN THE MOST FROM THIS CHAPTER

We all engage in self-talk daily as we go about dealing with challenges,
working on new goals, facing problems, or other life events. This auto-
matic self-talk is passing judgment on what we think we can do and what
we think we can’t do.

Please remember these two principles:

n What we repeatedly tell ourselves, we eventually believe.
n What we believe, we repeatedly tell ourselves.

S

Successful salespeople are generally different from other people.
They tend to believe what they want to believe. They tend to see road-
blocks and defeats as temporary. They tend, no matter how big their
problems, to see light at the end of the tunnel. Others see the headlights
of an oncoming locomotive.

I’ve learned that repetitive self-suggestions can help build new
beliefs, which then produce new self-talk. I gave you these two ways to
build new, inner beliefs, thus changing your beliefs that produce your
self-talk.

1. Emotionalize your self-suggestions.
2. Equate your new goals with your old accepted truths or actual suc-

cessful experiences.

Please reflect on the goals you’ve set. Answer the question, “What
new self-beliefs will I need to develop to reach these goals?” Then begin
to program these desired new beliefs into your “I Am,” using self-
suggestions. As this happens, these beliefs will then trigger positive,
automatic self-talk.

Remember, your self-talk largely predicts your future. What you feed
your mind, you’ll eventually become.

Your self-suggestion this week is “What  feed my mind, I become!”

11 CHOOSING WHAT TO SAY WHEN YOU TALK 
TO YOURSELF

Assessment

Please take a few moments and check off the number that best describes your pres-
ent beliefs, boundaries, or behaviors. Use these descriptors as guidelines.

5–Always true, without exception
4

220 The Inner Game of Selling



11 CHOOSING WHAT TO SAY WHEN YOU TALK 
TO YOURSELF

Assessment

Please take a few moments and check off the number that best describes your pres-
ent beliefs, boundaries, or behaviors. Use these descriptors as guidelines.

5–Always true, without exception
4–Mostly true
3–True more often than not
2–True only part of the time
1–True only occasionally

2

Self-Talk 221

1. I’ve never paid atten-
tion to my self- talk.

2. I tend to react to my
self-talk.

3. I tend to be stopped
by defeats and disap-
pointments.

4. I tend to think that
bad events will last a
long time.

5. I tend to beat myself
up when I fail to make
a sale.

6. I don’t believe that
self-suggestion will
really help me reach
new goals.

7. When I feel doubt or
inner tension about
actually reaching my
new goal, I get dis-
couraged and often
give up.

8. When I set new goals
I often worry about
whether or not I can
reach them.

9. I fail to reach most of
the goals I set.

10. I don’t really expect
anything good to hap-
pen if I do the activi-
ties in this chapter.

1. I’m well aware of my
self-talk.

2. I carefully choose my
self-talk.

3. I’m able to work
through roadblocks.

4. I tend to think that
bad events will soon
pass.

5. I tend to use failed
sales attempts as
challenges to go on to
the next one.

6. I constantly use self-
suggestions to help
me build belief in new
goals.

7. When I feel doubt or
inner tension about
reaching a new goal I
immediately refocus
my thinking.

8. When I set new goals
I get excited about
the rewards I’ll enjoy
when I reach them.

9. I reach most of the
goals I set.

10. I expect to enjoy high
rewards from doing
the activities of this
chapter.

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5



• Add up the numbers in the right-hand column.

• Add up the numbers in the left-hand column.

• Subtract the left-hand column total from the 
right-hand column total and score yourself.

Assessments scoring guide is on page 35.

Keeping Score—Chapter 11

Behavior that gets evaluated, gets improved.

On a scale of 1–10, please evaluate your performance of each of these parts of the
Breakthrough Process.
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1. I examined my self-talk today.

2. I thought about a new goal, skill, 
or performance level, and the inner 
beliefs that I need to have to bring 
them about.

3. I repeated this week’s self-
suggestion today.

4. I compared my self-beliefs against 
those listed as creative or 
destructive.

5. I followed the four steps of 
emotionalizing my self-
suggestions.

Total Each Day

S M T W T F S



HOW TO GET THE MOST FROM SECTION 7:
PURPOSE: FINDING MEANING IN WHAT YOU DO

HOW TO GAIN THE MOST FROM THIS CHAPTER

Purpose is the why you do what you do, why you sell what you sell. Your
purpose can run the gamut between sheer survival and the need to cre-
ate the most value for the most people.

As you read and review this chapter this week, please take just a
few minutes and write your answers to the following mind-conditioning
process. Take a notepad and write down your answers to the following
statements.

1. Tomorrow I will help the following people.
2. Here are specific ways I can help them.
3. Here’s how they’ll feel when I help them.
4. Here’s how I’ll feel when I help them.

As you fill in your answer to these questions, write it out in longhand.
Review it at the end of your day so your creative mechanism in your “I
Am” dimension can process, plan, and prepare you for a great day tomor-
row.

Let me warn you: your attempt to do this mentally will fail you, when
compared to writing it out at the end of each workday. When you develop
the habit of doing it, you’ll want to continue, because of the success
you’ll experience. Regardless of your current success level you’ll be
blown away at how it helps you quickly increase your sales success, self-
confidence, and strengthen your purpose.

Along with this you may want to say this self-suggestion: “I view
challenges, set-backs, and roadblocks as temporary; there’s always a
way to get over them.” Every time you encounter a problem, rejection,
or a challenge of any kind or size, say it over to yourself several times.

Eventually, these practices will embed a strong sense of personal
power and control within you. You’ll learn that all problems are solvable
if you keep trying, and this will serve you in many ways.

It’s the strength of your purpose that will predetermine the level of
your sales success. “He who has a why to live can always find a how.”
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12 FINDING MEANING IN WHAT YOU DO

Assessment

Please take a few moments and check off the number that best describes your pres-
ent beliefs, boundaries, or behaviors. Use these descriptors as guidelines.

5–Always true, without exception
4–Mostly true
3–True more often than not
2–True only part of the time
1–True only occasionally

Purpose 237

1. Selling is just a way
to make a living.

2. I’m not sure I’m cut
out for selling.

3. My product or service
is pretty much like my
competitors’.

4. I’m uneasy about the
economy or my mar-
ketplace.

5. I think about how I
can make sales this
month.

6. I do not have a clear
life purpose.

7. When I set goals I do
not think of a life 
purpose.

1. Selling gives me a
chance to help 
people.

2. Selling gives me a
chance to use my 
talents.

3. I’m excited about what
my product or service
does for people.

4. I see great potential
for my sales career.

5. I think about how I
can build a successful
career.

6. I have a clear life 
purpose.

7. My goals are consis-
tent with my life 
purpose.

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5



• Add up the numbers in the right-hand column.

• Add up the numbers in the left-hand column.

• Subtract the left-hand column total from the 
right-hand column total and score yourself.

Assessments scoring guide is on page 35.

Keeping Score—Chapter 12
Behavior that gets evaluated, gets improved.

On a scale of 1–10, please evaluate your performance of each of these parts of the
Breakthrough Process.
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8. Call reluctance and
other emotional chal-
lenges seem to
always hamper my
ability to sell.

9. I view problems as
the reason why I can’t
sell more.

10. I focus on what I can
sell to people.

8. Knowing why I sell
helps me work
through fears and
roadblocks.

9. I view problems as
something to work
through.

10. I focus on people I
can help with what I
sell them.

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

5 4 3 2 1 1 2 3 4 5

1. My career purpose is to create the 
most value for the most customers.

2. I wrote down and reviewed specific
ways I can help customers.

3. I wrote down and reviewed how 
customers will feel when I help 
them.

4. I wrote down and reviewed how 
I’ll feel when I help customers.

Total Each Day

S M T W T F S


