
		
			Sales and business leaders on 
MIND vs SALES

			“I had the awesome opportunity to work with Bob as a teen in my sport. The Zone tools and techniques that I learned from Bob were key for  me being able to compete at a national level and at the 2008 Olympic Trials. As I transitioned into my career, I incorporated the power of being in the Zone and visualization that helped me to create three successful businesses. Learning how to use being in the Zone in my business sales has given me an elite edge in growing my business. Visualizing my future success with Bob’s tools helped make my success quicker and built more confidence along the way!

			The most valuable lesson I have learned from Bob is to believe in the process. Not giving up, not losing sight of my dreams and vision for my life, and enjoying the process of being in the Zone in all areas of my life. Sports, business, and family life can all be massively improved by using the knowledge that Bob shares! This book will change your life! 

			— TAYLOR HODGES, Hodges Financial Services, 
HP Cashflow and Inspire Gym United

			“Being successful in sales requires a self-motivating mindset, and intense passion to achieve a sometimes elusive and undefined goal. People that have that ability will remain undeterred by the masses who are willing to only exist. True sales winners have a warrior mentality and seek success in everything they do – personally and professionally. Bob’s book will help you become that sales warrior.”   

			— JOHN CAFFEY, 
Pharmaceutical and Commodity Chemical Sales

			“Having the privilege of incorporating Bob’s techniques into my professional hockey career was extremely beneficial and rewarding, not only to my sport but to my personal life. As I have transitioned into the custom home building industry, I’m delighted to refresh and engage my mind with MIND vs SALES. There have been a lot of sales books written, but few emphasize the importance of being in the ‘Zone’. 

			Bob Palmer takes the reader deep into their own mind, understanding what the Zone is, how to capture it and use it to your advantage. There is little doubt that reading this book can help improve your sales results and skills. Bob reminds us that selling is a skill that needs to be practiced and he lays out how to practice in a reader friendly format. Read it!”

			— NORM EZEKIEL, A.N.T. Construction

			“As a young athlete and as a business owner I had experienced flow or the zone occasionally. I knew that’s where peak performance lived, but I struggled to get there consistently, especially when I REALLY needed to. Working with Bob has given me the tools to put the Zone “on-demand,” so that I can incorporate it easily into every aspect of my life.

			As a business leader, a father of young children, and a husband, I don’t really have any parts of my life where I don’t want to perform at my best. I frequently call on Bob, literally and figuratively, to help me be the best I can be in the moment. My team has noticed a change, our customers notice the change, and so does my family. The add on benefits of peak performance are limitless. Thank you Bob!”

			— JOHN HASKELL, CEO, Ranch Right LLC

			“I read MIND vs SALES and loved it. The strategies reinforced what Bob taught me in my training in Olympic-level sport and I’m discovering how applicable they are to my career in sales, both for profitability and career advancement.”

			— HANK GARVEY Jr., Senior Account Executive, Cognition 

			“Masterfully written!! It should be on the must-read list of every serious salesperson in any business.”

			— STEVE BROWN, Business Owner, Prairie Creek Ranch and Salesperson

			“Bob Palmer’s training - It’s been miraculous.”

			— KEVIN GARDENHIRE, Businessman 
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			Disclaimer

			The information contained in this book is made available by SportExcel Inc. It is to be used strictly for educational purposes only. SportExcel Inc. does not offer any psychological, professional, medical, financial, personal or legal advice and none of the information contained in this book should be confused as such advice. Results of using the SportExcel high-performance System may vary from individual to individual.
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			Foreword by John Solleder

			I’ve been an athlete all my life and wrestled against some great competitors, but the two biggest competitors I’ve ever competed against were myself and my business — especially staying on top of sales. And the gist of it is that I’ve always drawn on my sports experience to stay in a steady, some would call it, flow state of mind.

			But this state proved to be too variable, as it flowed with successes and ebbed with the stressors of my life. And, as I turned another page in my life (read: turned another age) and was growing weary (I thought) of business life and was ready to retire, a man entered my life who has been a huge disrupter to my thought patterns. And this man, Bob Palmer, got me thinking differently about business and life based on a sport’s model of flow that makes sense to me — although he calls it the Zone — and it has brought together my twin passions of work and sport.

			First Bob helped me with my son who has crazy talent beyond his own perceptions. I could see his talent and I pushed and pushed and provided opportunities galore. But my son pushed back. He quit what he loved because he lost the fun, or maybe I was making it no fun. Bob stepped in to disrupt the process. He got me to stop pushing and to do what I do in business — lead. 

			He got me to do what I was used to doing in business, just be in the Zone. And being in that Zone around my son brought about a different experience, a different relationship. I suppose, according to Bob, I was teaching him the Zone effortlessly through osmosis (for the layman), but in science it’s referred to as mirror neurons.  

			Needless to say, magic happened. I backed away from pushing but stayed in the Zone and engaged as the SILENT partner via leadership. My son started making his own decisions and started back playing the game that he loved. Plus, my rejuvenated Zone helped me overcome thoughts of my turning a new age and, instead, I turned it into a new and brighter era where I could use my wisdom and experience to lead my charges to the victory line of more recruits, clients, and profitability. And I single-handedly opened up two more markets.

			Bob is a disruptor. He has used his 25 years of experience as a high-performance trainer and mentor of elite performers on the world stage as the impetus to write this book, which is a disruptor in business, sales, leadership, and life. I highly recommend that you use this book and his formula to add some powerful strategies to your life. 

			— JOHN SOLLEDER - Author, Businessman, Athlete and Podcast Host: Leave Nothing to Chance

		

	
		
			Introduction 

			Ongoing Sales Brilliance.

			“Change before you have to.”
Jack Welsh, Star CEO
[image: ]

			Whether you are already a top sales leader or just starting out in sales, I want you to treat this book, MIND vs SALES, as your high-performance clinic for your ‘Zone sales apprenticeship’. Just as I turned my karate students into black belts, my athletes into Olympic gold medalists, and business and sales leaders into dynamic high performers, my goal is to teach you the Zone in one hour, followed by the high-performance tools to support it. The expected result for you is to become a master in sales high performance. 

			MIND vs SALES is the one business self-help book I wish I’d had when I started my sales career. The Zone strategies in this book are based on my 30 years of training business and sales leaders to win at the game of sales. It is designed to shake up your sales approach, make it more fun and increase profitability by executing powerful Zone tools that uplevel your skills, sale after sale, day in, day out.

			Early in my career, as both a karate sensei and a high-performance trainer, I developed my Zone high-performance system through working with a global clientele of athletes and coaches across numerous sports. Many of these athletes went on to win Olympic and world-class medals, secure pro careers and earn college scholarships—the expected result. This system was then embraced by executive athletes who found it just as effective for business and sales as it was for their Ironman or golf success, and soon sales departments came knocking.  

			This Zone sales approach has been described by one coach “as giving an unfair advantage.” Another suggested, in his introduction to my first book, that it was so effective “it felt a bit like cheating.” To be sure, it is neither unfair nor cheating. It is simply the best sales training that includes effective tools for setting outcomes, building rapport, staying energized and dealing with setbacks. It will dynamically impact your career and also spill over into the rest of your life - because high performance cannot be contained to just one area of your life.  

			But I’ll ask you to do one important thing. Read this book along with your boss or your sales team. Once they better understand how this process works, the power of the Zone increases exponentially. Together you’ll create an unstoppable high-performance team where everyone is on the same ‘Zone’ page. You’ll discover that your one-hour Zone is contagious, fun, effective and profitable. 

			Be the Zone,

			— BOB PALMER, CEO, 
Author, High-Performance Trainer - SportExcel Inc.

		

	
		
		

	
		
			1: 
Selling as a Profitable Passion

			The heights this book will take you, if you are willing  to have fun selling.

			“Your attitude, not your aptitude, 
will determine your altitude.”
— Zig Ziglar, Star Salesperson
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			Let’s not mince words. The main goal of this book is to help you to be successful in your sales game (and life), whether that means winning the bragging rights by the framed “employee of the month” certificate on the wall at work, winning the trip to Hawaii, being promoted to sales manager, or, simply, selling your spouse on that new car. And although success is the ultimate goal, your enjoyment of your career is what is going to drive you to that perfect success. 

			The combined forces of success and enjoyment are inseparable. They affect all aspects of your life, from the company you strive to work for to the financial impact of your commissions, from the type of high-end home or car you wish to buy to your commitment to learn, work hard, maintain your integrity and live a balanced life. 

			Whether you are a new salesperson or a long-time sales pro, this book will help you to create your own definition of high performance for success. From the get-go, I’ll make no promises that this book will help you to earn more money, get the ideal job you want or live in a specific city, but you will certainly learn a system for sales and the tools that will help you to do so. And I challenge you to see if you can apply them as effectively and successfully as have the many other business executives and sales reps with whom I’ve worked. Only you can dictate that, along with how you read and apply this book to help you to achieve your dreams. 

			The starting point

			This book is the starting point, where you will understand what you learned or didn’t learn from all your experiences — from sports where you may have played baseball, football, hockey, e-sports or chess, to your current business and sales success. High performance is the process of doing anything well.

			It is staying sharp, meeting after meeting, and understanding the nature of the distractions that conspire to pull you out of that focus. Whether you are a novice or a professional, feel free to dream and to strive for your dreams as you read and apply the strategies in this book. I challenge you to be unrealistic and to go for it.

			Creation of a system

			This book, with its system for sport, business leadership and sales, would never have come about had there been no magical world of sport for me. I truly believe my life would likely have turned out quite differently without sport, as I lived my childhood in the wondrous world of playing to win. While playing sport, the real world seemed nonexistent, while the world of sport was truly brilliant.  

			But sadly, as in most things in life, this magic was short-lived, even in sport. And although I could never put a finger on it, those moments of brilliance stood out like gold nuggets in a pan of sand. How had I achieved these moments of brilliance, when as far as I knew I had done nothing different? 

			Had I read a book on psychology? No. 

			Had a coach suddenly turned me into a superstar? No. 

			Had someone gotten me angry, where I used this newfound adrenaline effectively? Well, yes, a few times. 

			Even then the question of “how” left an indelible imprint on my brain, a mystery unsolved, a few more nuggets of gold surrounded by too much sand. But it was enough to start me on a quest for the mother lode. 

			As I was pursuing my dream of a black belt in karate, I started to gain new insight into how to create the gold nuggets. I was older, with two university degrees and life experience, and I was starting to understand how to tap into the teachings of my fabulous mentors, role models and coaches. I also became reacquainted with the challenges of my childhood, surely what had hampered my development in education, sport and, later, business. 

			I could have gone the psychology route and been assessed and quizzed for hours at length, but life was rich and exciting and I needed a fix now. And slowly, but surely, I discovered strategies that worked to release me from my perceived limitations. I won a national championship in my karate organization; got my fourth-degree black belt, ran a highly successful karate business; built a high-performance company; and created a brand-new system for high performance that has now produced several Olympic medals and is used in dozens of applications from sport to business to education to health. 

			A repeatable system

			The discovery that a simple, repeatable system could be so powerful and easy to implement was very exciting — especially noting that I was the guinea pig, so to speak. Since that time, I have fine-tuned and taught my system to amateur, Olympic and professional athletes around the world, and, for the last dozen or so years, to sales and business professionals like you.

			MIND vs SALES is designed to help you to apply this Sales System at both entry-level and for professional sales positions. As a beginning sales rep, almost everything in this book will be new and exciting, so that you can improve your sales game at a very rapid rate. As an advanced professional, you will be filling in your high-performance gaps, both by learning new tools and by understanding the tools that you are already using so that you can use them much more effectively. 

			Six steps to success

			The System is delivered in six steps, that, when combined with good, solid, people skills, forms the foundation for unbeatable high performance. And the System can be applied to everything you do inside and outside of work — professional development, volunteer and personal activities and, of course, sporting activities.  

			Step 1

			Step 1 of the System is the equivalent to the X Factor of television notoriety. I call it the Zone, the wonderful holy grail of sport (and business life). Pick up any athlete’s autobiography and you’ll find a description of awesome feats of strength, playing through injury, uncanny anticipation, slowing down time, achieving perfect consistency game after game, snatching victory in the face of overwhelming odds and playing without thinking. 

			The ZONE is our starting point, unlike other approaches to sport and business where the Zone is the endpoint. Making it the starting point, as you will see, will make every sales interaction a lot more comfortable and, I believe, more successful. 

			Step 2

			Step 2 of the System is the outcome, also known as the commission, payoff, prize, goal, win, etc. It represents where you want to go with your sales business, and it is the means by which you’ll know if you are making progress in your career. An outcome can be any number of things, from ensuring your sales team dots the I’s and crosses the T’s in all contracts, to the actual winning of the sale or the contract.

			Unlike other approaches where you write down your goals and read them every day, Step 2 of the System is more about making your goals feel doable by creating passion and excitement for them, as well as adding a touch or two of adrenaline. 

			My findings over a couple of decades of working with business and salespeople shows that you can quickly transform your dreams into powerful, well-adrenalized parts of your life, so that they become déjà vu-like experiences, even at times of crisis such as downturns in the economy or pandemics. The goals simply feel doable and done, which makes them your expected outcome.

			Step 3

			Step 3 of the System is your guidance or feedback mechanism, and since it is similar in nature to how a Global Positioning System (GPS) in your car or on your cell phone keeps you on track as you move to your destination, we’ll call this step GPS. It is all the good and bad elements of your work that you are aware of and how you handle those elements.  

			You’ll often hear, “You’ll learn more from your mistakes and missteps than from your successes.”  Maybe, but it’s unlikely. That will only happen if you learn the tools to help you to do that. You’ll also be told to use “process” (the steps or process to achieving a sale via scripts) rather than to focus on the “outcome” (of financial success), because thinking about outcome will only get you distracted or panicky or discouraged or, even, overly optimistic. Wrong. Forget it all.  

			Step 3 of the System will teach you how to enjoy any and all guidance so that you can get to your destination of the sale. And in this manner, it is the GPS, the bad and ugly sales calls, objections, product defects and delivery problems, that will teach you so much. Most importantly, this kind of GPS will soon start to automatically trigger you to use the tools you’ll be learning in Step 4 in order to build resiliency. 

			Step 4

			Step 4 of the System represents the strategies, the bulk of this book, that will help you to get back on track when failure derails you. After so many years of being told to be confident (what is confidence?) and being told to park my bad memories (my parking lot became a piled-up junk heap), I had to find another way.  

			Step 4 of the System is the set of tools that will help you to forget mistakes, remove distractions, deal with difficult clients and take leadership of your team — all at the subconscious level without having to consciously think your way through a sales meeting. When you have a problem, such as with a prospect distracting you with their negativity, you’ll learn to shift your prospect out of the negativity and engage with them more effectively, instead of daydreaming about being somewhere else.  

			Step 5 

			Step 5 of the System pulls it all together. It allows the inner workings of your mind to stay inner and working, without your external interference that we call overthinking. Your subconscious mind is very capable, and, once trained, can sell exceptionally well. Your subconscious mind, once trained, can deal with any distraction. And, your subconscious mind, once trained, can fit your career/ sport/ passion/ relationship into your life.  

			Quite often I work with business professionals whose problems are unrelated to sales skill. It’s often some domestic or other personal distraction that pops into their head at the wrong time. Step 5 will highlight the workings of the internal, subconscious dynamics of your mind, so that you learn how to create a resilient system in your work and all other areas of your life.  

			Step 6

			Step 6 of the System is all about you, as it is YOU who has to stick to the program. I’ve been there, so have thousands of my very successful business, sales and other clients. Now it’s your turn.

			Take action

			So, let’s get started, as this book is more than just a good read. It is a specially designed high-performance system that will take very little effort, but lots of focused, consistent work. It will make all aspects of sales come to life — your short-term and long-term goals, your sales skills, your patterns of behavior and your specific skills.

			This Sales System for achieving a consistent high performance is akin to a map leading to the mother lode that prospectors dream about. As a high-performing salesperson, you can stop dreaming and start learning the skills required to find your mother lode and succeed.

			The System is loaded with tools that, with consistent work, will assist you for the rest of your sales career and your life. Keep the book handy because it is a resource. When you reach
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