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Chapter 1

Introduction 
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A long time ago when I applied for a technical job the owner of the company offered me a sales job instead. He claimed that the sales position was more important than the technical position and even offered a higher salary and more benefits for it. You might ask, Is a sales position/job really more important than a technical position/job?  

This is a classic "chicken or the egg" debate in the business world. The owner’s perspective likely stems from a common entrepreneurial philosophy: "Nothing happens until someone sells something.”

From a business owner's viewpoint, "importance" is often measured by proximity to revenue. However, whether one is truly more important depends entirely on the lens through which you view the company.

Why the Owner Valued Sales More

In many companies—especially those in growth phases—the owner views sales as the engine and technical roles as the mechanics.

Direct Impact on Cash Flow: Salespeople are the primary drivers of the money coming in. Without them, the company can’t pay the technical team, buy materials, or keep the lights on.

Market Feedback: Sales is the front line. They hear what customers want, what the competition is doing, and why people are saying "no." This data is vital for the company's survival.

The "Technical Sales" Hybrid: If the owner saw you had strong technical skills but offered you sales, he likely thought you could be a "Technical Sales" powerhouse—someone who actually understands the product deep down and can explain it with authority. These individuals are rare and incredibly valuable.
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THE TECHNICAL COUNTER-Argument

While sales brings in the money, the technical team builds the reason the money exists.

Product Integrity: You can have the best salesperson in the world, but if the product is broken, inefficient, or outdated, they can only sell it once. The technical team ensures long-term viability and customer retention.
Scalability and Innovation: Technical roles find ways to do things faster, cheaper, and better. They create the competitive advantage that the sales team eventually uses as a "selling point."
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WHY THE HIGHER SALARY and Benefits?

It often feels unfair to technical experts, but the higher compensation for sales usually comes down to three factors:

High Risk, High Reward: Sales roles are often volatile. If they don't hit their targets, they are usually the first to be let go. The higher pay is often a "risk premium."

Market Scarcity: Finding a person who is both technically competent and has the soft skills to influence, negotiate, and close a deal is much harder than finding someone who only has one of those skill sets.

Measurability: It is very easy to point at a spreadsheet and see exactly how many millions a salesperson brought in. It is much harder to quantify the exact dollar value of a bug fixed or a system optimized.
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THE VERDICT

Neither is objectively "more important"—they are two halves of the same heart.

Sales without Technical leads to "vaporware" (selling things that don't work).
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TECHNICAL WITHOUT SALES leads to "the world’s best-kept secret" (a great product that no one knows about).

The owner wasn't necessarily saying that technical skills were "lesser," but rather that the ability to bridge that technical knowledge into a revenue-generating role was worth more to his bottom line at that specific moment.
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AS YOU CAN SEE, SALES or the ability to sell is highly valued in many companies. It is hoped that after reading this book you would have learned something about sales which would be of help to you if ever you are interested in sales or are already engaged in a form of sales activity.

At the very least it is hoped that you would enjoy reading this book.
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Chapter 2

Started With Nothing But A Telephone
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The company owner also stated that he started virtually with nothing and only had a telephone for his tool. He says that he can virtually run a company with nothing but himself and a few sales people. Is he right? 

The owner is describing a high-velocity business philosophy often called the "Rainmaker" model. Is he right? In a strictly functional sense, yes—but with significant asterisks depending on the industry.

What he is describing is essentially a Brokerage or Arbitrage model. In this setup, the "product" isn't necessarily something you invent or build; it’s something you find, connect, or move.
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HOW THE "TELEPHONE-Only" Model Works

When an owner says they only need a phone and a sales team, they are focusing on the two most critical levers in business: Customer Acquisition and Market Access.

The Connector Role: If you can sell, you can find someone who has a product (a manufacturer) and someone who needs it (a buyer). You act as the bridge. You don't need a factory; you need a contract.

Treating Technical as a Commodity: In this mindset, technical work is viewed as something that can be "bought" or "outsourced" once the money is already on the table. The owner assumes that as long as there is cash flow, they can always find a technician to fulfill the order.
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LOW OVERHEAD, HIGH Agility: Starting with a phone allows for incredible pivot speed. If one market dries up, you don't have to retool a factory; you just dial a different number and sell a different solution.
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WHERE THIS LOGIC HITS a Wall

While a sales-only team can start a company and generate quick cash, it often struggles to defend or scale that company.

The Barrier to Entry: If all you need is a phone and a few salespeople, anyone can do it. Without a unique technical advantage or a proprietary process, you are constantly vulnerable to competitors who can underbid you or steal your "pitch."

The Fulfillment Gap: You can sell a dream, but eventually, you have to deliver a reality. If the technical execution is poor because it was treated as an afterthought, the sales team will eventually run out of people to call because the company’s reputation will precede it.

Innovation vs. Maintenance: A sales team finds existing demand. A technical team creates new demand by building things that didn't exist before. Without technical depth, the company is stuck selling today's goods and can never invent tomorrow's.
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THE "SURVIVAL" VS. "Success" Distinction

The owner is right about survival. In the early days of any business, Sales is oxygen. You can have a perfect invention or a flawless system, but if you have no sales, you have an expensive hobby, not a company.

However, he is arguably wrong about long-term value.

Sales builds the bank account.

Technical/Operations builds the "moat" that keeps the business from being easily copied.
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IT SOUNDS LIKE HE WAS an entrepreneur who understood that in a lean startup environment, the person who brings in the money is the one who keeps the lights on for everyone else.
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