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For my wife — my best friend

You have supported me like no other, through the good times and the other kinds too.

You follow me on every crazy adventure, allow me to be exactly who I am,
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This book exists because of you. So do most of the good things in my life.
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	“If you can’t explain something simply, then you don’t understand it.” — Albert Einstein
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The Human Part

This book started the way most things worth writing start — not with a plan, but with a problem.

The problem was simple, I kept watching good people fail at selling. Not because they didn’t care. Not because they weren’t smart, hardworking or capable. But because somewhere between learning how to sell and actually selling, something got lost. The human part. The instinct that every one of us already has and then methodically buries under scripts, techniques, and the accumulated pressure to hit a number.

I wrote this book for the person sitting in the parking lot before a call, running through an objection list, knowing deep down that what they’re about to do isn’t going to work. I wrote it for the person who has been told to trust the process but has never been shown one that actually makes sense. I wrote it for the person who has read the books and attended the seminars and taken the certification courses but still can’t figure out why the results aren’t improving.

The answer, in every case I have ever seen, is the same: They already know what to do. They just stopped doing it.

This is not a book of techniques. There are no scripts here, no closing sequences, no psychological tricks. If that’s what you’re looking for, this isn’t it. What you’ll find instead is a framework for thinking about sales the way human beings actually work, and a reminder of what you already knew before anyone told you to be professional at it.

Early in my career, I was looking for the silver bullet. I was looking for that one methodology, that one principle, that one reframe that would make the whole thing click. I asked every sales trainer and author I could get in front of the same question: What is it? What is the fundamental thing? Every single one of them gave me the same answer: Chris, you are looking for a silver bullet that does not exist.

I believed them. But it never sat right.

The Einstein quote at the front of this book was not decorative. It was the thing that broke the problem open for me. If you can’t explain something simply, you don’t understand it. Sales had never been explained simply — to me or, I suspected, to most others as well. But Einstein gave me more than a quote. He gave me a direction. He spent the last thirty years of his life in pursuit of what he called a unified field theory — the idea that what appeared to be separate forces in nature are actually expressions of one underlying principle. He coined the term himself. He never finished it. But the conviction behind it, that beneath the apparent complexity there is a single consistent truth, was exactly the kind of thinking I needed to apply to sales.

So I stopped looking inside the sales world for the answer and started looking elsewhere. I looked at how trust works in personal relationships. I looked at what management research says about how people move from uncertainty to commitment. I looked at how a good teacher earns the right to challenge a student — building enough belief and safety first that the student is willing to attempt something they are not yet sure they can do. I looked at how an architect guides a client through options rather than presenting a single answer, earning trust through the process before the decision is ever made. What I found was that the fundamentals were consistent everywhere.

The same stages that move a client from interest to decision also show up in how a manager builds a team’s confidence, or how a personal relationship deepens over time. Want, need, information, feasibility, trust — these are not sales concepts. They are human ones. Sales just gave me the occasion to map them.

That is where this framework came from. Not from sales theory. It evolved by looking for the simplest true explanation of how people make decisions — and finding that it had been there all along, in every relationship most of us have been navigating since we were old enough to ask for something.

	Selling is not a performance. It is a relationship. And relationships run on the same principles whether the person across from you is a client, a colleague, a friend, or someone you love.



Read it once to understand it. Then read it again when something in your practice breaks down. You’ll find what you’re looking for. You already have it.
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CHAPTER 1
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You Already have the Answers

Why everything you need is already in you — and why you keep forgetting it

I want to start with something that might sound like a motivational poster. Bear with me, because it isn’t.

You already have the answers.

Not some of them. Not the easy ones. All of them. Everything you need to know about how to sell, how to lead a sales team, how to build relationships that last, how to earn trust and keep it — you already know it. It’s already in you.

Let me prove it.

Should you show up on time for a client meeting? Should you do what you said you were going to do? Should you listen more than you talk when someone is telling you what they need? Should you be honest when you make a mistake? Should you care more about whether the solution actually works for your client than whether it works for your commission structure?

You didn’t have to think about any of those. You already knew.

So here’s the real question: If you already know all of that, why isn’t it working?

	IN PRACTICE

The next time you catch yourself reaching for a script or a rebuttal, stop. Ask yourself: If this were a friend sitting across from me telling me the same thing, what would I say? That answer — the one that came immediately, without technique — is almost always the right one. Use it. The script exists because we stopped trusting the instinct. The work is learning to trust it again.



Where This Started

I can tell you exactly what it feels like to know the answer and still not be able to make it work. I lived it for a long time.

I started in direct sales. Door to door, cold calls, purely commission. No base salary. No safety net. No leads handed to me. Just a territory, a phone, and a very simple financial reality: If I didn’t sell, I didn’t eat. I mean that literally. There were stretches early on where lunch was a decision I couldn’t always make. Where the gap between the rent due and my bank balance was a number I tried not to look at too directly.

I was not a natural. I was not the guy people pointed to and said watch him — he’s going to figure it out. I was the guy in the parking lot before every call, running through his objection list like a student cramming for an exam he already knew he was going to fail. I had scripts. I had techniques. I read the books and did the training and absorbed everything the industry said I needed to know. And I was losing. Consistently, expensively, quietly losing.

What nobody tells you about that kind of failure, the slow grinding kind that doesn’t announce itself dramatically but just keeps happening week after week, is that it does something to the way you see yourself. Every door that doesn’t open, every call that goes cold, every deal that dies in the silence after a follow-up you sent but never heard back on — each one gets recorded somewhere in the back of your mind. And after enough of them, that recording starts playing before you even walk in the room.

	IN PRACTICE

Before your next call, leave the objection list in the car. Walk in with one intention: Find out what this person actually cares about. Nothing else. If the conversation goes somewhere unexpected, follow it. You will learn more in that one unscripted meeting than in a week of rehearsed ones.



The Slow Turn

The change didn’t happen in a single moment. I wish I could tell you there was one conversation, one deal, one afternoon where everything shifted. It wasn’t like that. It was slower. More like a gradual thaw than a sudden break — something that happened over months, so incrementally that I almost didn’t notice it was happening at all.

What I noticed first was that I was exhausted. Not physically — though that too — but exhausted from performing. From trying to be the version of a salesperson I thought I was supposed to be. From running scripts that felt hollow even as I was saying them.

At some point — I couldn’t tell you exactly when — I stopped. Not stopped working. Stopped performing. I started asking questions I was actually curious about instead of questions designed to funnel toward a close. I started listening to the answers, really listening, not loading my next move while they talked.

Something else shifted, too; something harder to name. I started noticing something about the relationships in my life outside of work — with friends, with family, and how different they felt from my client interactions. In those relationships, I wasn’t performing. I was just present. I listened. I cared about outcomes for the other person. And those relationships worked.

So I asked myself the uncomfortable question: Why was I treating strangers who needed my help worse than I treated the people I loved?

There was no good answer. So I stopped doing it.

	
	I realized I was treating my clients differently than I treated the people I cared about. Once I stopped doing that, everything changed.


	IN PRACTICE

Take your next client meeting and treat it exactly as you would a conversation with a close colleague you genuinely respect. Ask the same questions you would ask them. Listen the way you would listen to them. Follow up the way you would follow up with someone whose time you value. The behavior that feels natural in a personal relationship is the behavior that builds trust in a professional one. They are not different skills.

	

	
	
	



The Problem Isn’t Knowledge - It’s Forgetting

		
Personally, I’ve won the lottery tons of times. I just forgot to check the ticket.
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I spent years convinced that the reason I wasn’t performing was that I didn’t know enough. I read every book I could find. I


	



The Tape Recorder




	



Three Things That Might Surprise You
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