
How you think directly impacts how much you sell! 
By Todd Bermont 

 
“Defeat never comes to any man until he admits it.” 

- Josephus Daniels 
 
Have you ever experienced a frustrating sales slump? Have you ever been aggravated by your 
sales performance? Have you ever wanted to earn more money? Have you ever wondered why 
you have to work so hard for your sales, while others seem to get the bluebirds, those easy sales 
that just drop into their laps? I know I have! 
 
In fact, at times, I even wondered why I chose selling for a career.  
 
When the orders are rolling in, nothing beats selling. However, when sales slow to a trickle, no 
career can be as frustrating or as hard on the personal psyche. 
 

Early in my career, I couldn’t sell water in the desert 
 
I was trying to sell UNIX computers to large accounts for NCR. Notice I use the term “trying” to 
sell. In reality, I really wasn’t selling much of anything at all. No matter how hard I worked, no 
matter how many times I responded to request for proposals, no matter how many prospects I 
met and no matter how many business cards I passed out, I just couldn’t close any deals. 
 
It didn’t take long for me to hate my job and to detest going to the monthly sales meetings. 
Month after frustrating month, the same people seemed to always win the awards and get to park 
in the special parking spaces.  
 

It just didn’t seem fair 
 
Even though I sometimes spent all night on losing proposals, these “lucky” salespeople somehow 
never showed up before 8:30am and rarely stayed later than 5:00pm. Their weekends were never 
ruined working on proposals. They never had to “pull all-nighters.” 
 
I was working as relentlessly as possible, yet I wasn’t getting any results. I wondered “How 
could this be happening to me? I thought I was a good salesperson” Many a night I would stare 
up at the ceiling unable to sleep, wondering if life would ever get better.  
 
I couldn’t figure out why I was failing so miserably. I had always been successful at my previous 
sales positions while in high school and college. I thought I was smart. Heck, I even graduated 
with honors from the University of Illinois.  
 
So, what could explain the failure I was experiencing? Why couldn’t I sell anything, anymore? 

 



My failure certainly wasn’t due to a lack of effort 
 
I was working longer hours than almost anyone else was in the office. I really started to feel 
resentment towards those that were succeeding and became very bitter. The problem was 
working hard and working smart, are two different things. 
 
My ego forbade me from blaming myself for my failures. I was quick to blame the company, the 
products I was selling and my territory. In fact, my excuses for failing far exceeded the sales I 
was generating. 

EXCUSES I USED: 
• “Our products are too expensive” 
• “Our technology is outdated” 
• “Our brand isn’t as widely recognized” 
• “Our maintenance contracts are too high” 
• “My manager likes the other salespeople better… that’s why they get all the 

bluebirds.” 
• “Our delivery time is too slow!” 
• “I didn’t have enough time to respond to the RFP!” 
• “The RFP was written for someone else!” 
• “The customer doesn’t like our company!” 
• “Our software has too many bugs” 
• “Our system is too slow” 
• “The bid was rigged” 
• “Well… at least we came in second” 

 
During my three years with NCR, my performance was so bad that I didn’t even come close to 
selling as much in revenue as I was paid in salary. That was really sad considering I was making 
a salary in the mid-twenties and I was selling equipment that could cost hundreds of thousands of 
dollars. One decent sale could have covered several years of my salary.  
 
Unfortunately, all I could sell was just a couple of personal computers to the State of Illinois and 
a few outdated word processing workstations to a local county in Missouri. I knew either I had to 
quit or I was going to get fired.  
 
After three miserable years, my big ego turned to mush. I really started to doubt my abilities. 
Was I a terrible salesman? Should I have become an architect like I had once considered instead? 
I didn’t know what to think or do. A part of me wanted to give up on selling. But, there was 
really nothing else I wanted to do. I couldn’t imagine changing careers.  
 
My gut told me though that I needed a new outlook and a fresh start. While, at the time, I was not 
aware of the fundamentals in this book, I knew that something had to change. So, instead of 
giving up on sales, as some recommended, I decided to interview for sales positions with other 
companies. 



Fortunately, I got a second chance 
 
As it turned out, my greatest selling accomplishment while at NCR was somehow selling myself 
into a job at IBM. I now had a chance to start with a clean slate. It was in this job that my career 
and outlook on sales was forever changed. 

 
I knew I had to do something different 

 
I was tired of failing! 
 
I wanted to be that person who was paraded in front of the branch, accepting the awards.  I 
wanted to be the one winning the trips and making the “100% Club.” I wanted to be the person 
driving around in the fancy car and wearing the stylish suits. And by gosh, I wanted to make 
enough money so I didn’t have to iron my own shirts any more!  
 

I wanted to become a sales champion 
 
Just changing jobs wouldn’t be enough. No, I needed far more than that. The one benefit of my 
ego becoming as soft as a bowl of hot oatmeal was that I was now open minded enough to want 
to learn how to succeed. 

 
I decided to emulate the champions rather than envy them 

 
Perhaps the best decision I have ever made was to learn from and to emulate those salespeople 
who were already the champions, rather than to despise and envy them. I admitted to myself that 
I wasn’t one of the world’s greatest salespeople. In order to become one, there was much to 
learn. To succeed, I had to change my frame of mind. I had to think like a true sales champion. 
 
To that end, I attended every selling course possible. I also went on as many joint sales calls, 
with top salespeople, as my manager would allow.  
 
On those rare occasions when the sales champions were in the office, I would corner them and 
ask them how they succeeded. After the monthly meetings, I would go up to those who won the 
awards and ask them what their secret was. 
 
What I learned is that I could achieve phenomenal success simply through changing my mental 
approach to selling. These teachings are what formed the foundation of this book.  

 
Rewards suddenly started coming my way 
 

In the three years I was at IBM, I was ranked in the top 10%, won more sales awards than any 
other person in my branch, and made the 100% Club every year on quota. I even won the 
coveted General Manager’s award. 
 



After IBM, I went to work for American Power Conversion (APC). In my first year, I was named 
the Top Fortune 1000 Salesperson in the entire nation. APC liked what I achieved so much they 
fired my boss and gave me his job. In that management role, as well as subsequent ones, I 
presided over triple-digit growth, exceeded quota every year, and received several awards 
including the Top Team in North America. 

 
What caused my transformation from failure to success?  

 
Was it the fact that I was selling a better solution? Did I have a better territory? Was I working 
for a better company? No! It was changing my mindset and approach to selling.  

 
It was the mastering of Cognitive Selling that took my results to new heights 

 
No action or reaction can exist without thought. Many brilliant people have failed due to a poor 
mindset. Many others, of average intelligence, have thrived due to a positive attitude. As a 
salesperson, you can be smart, have an excellent strategy and a great ability to relate to the 
customer. You can learn all of the greatest closing techniques and handle the toughest objections. 
Yet, without being in the proper frame of mind, it is almost impossible to maximize your results. 
 
In sports, after a loss, often a coach has said about a star player “his head just wasn’t in the 
game.” In sales, if your head isn’t in the game, each and every day will be a loss. 
 
Cognitive fundamentals are the most difficult to teach. After all, how can you teach a person to 
have a competitive personality? How can a person be taught to love their job? How can 
salespeople learn how to believe in themselves and the products they represent? How can a 
person be taught passion? 
 
Is it possible to change one’s character? Is it possible to teach persistence and tenacity? Anything 
is possible. However, typically, either you have these character traits or you don’t. While I can’t 
teach you how to be passionate about what you are selling, I can certainly illustrate its 
importance. 
 

How you think directly impacts how much you sell 
 

Many times, something as simple as an attitude adjustment can have a huge impact on your 
success. Other times, the situation is more critical and it requires moving on to another job 
opportunity. Only you can evaluate your current situation. 
 
As mentioned, early in my career, I was failing miserably. I mistakenly believed that the 
products and solutions that I was selling, were either too expensive or the technology was not as 
good as the competition. I got to the point where mentally, I was as strong as mashed potatoes. 
My head just wasn’t in the game. 
 
Looking back at it, how could I have expected my prospects to buy from me, when I myself did 
not believe in the solutions I was selling?  



Unfortunately, at that time I was too young and too inexperienced to have understood the 
importance of having the right frame of mind.  
 

 

“Many salespeople fail because they haven’t bought what they 
are selling.” 

 
 – Tom Hopkins 

 

 
Objectively look at yourself. Realistically, ask yourself if you are performing at the top of your 
game. If not, ask yourself if it is just a matter of making a simple adjustment, or, if it’s something 
more serious. In the book Cognitive Selling, I cover proven cognitive fundamentals and 
techniques embraced by the world’s most effective salespeople to blow out their sales quotas 
year in and year out. If you know in your heart, when it comes to selling, that you need to 
enhance your frame-of-mind, Cognitive Selling is the perfect book for you. 
 
With the right attitude and the right approach you can take your sales to new heights!  
 
 
Todd Bermont is President of 10 Step Corporation, as sales training firm based out of Chicago, 
and author of the book Cognitive Selling. To learn more about selling/career books, keynote 
speaking and sales training by Todd Bermont, please feel free to visit www.10step.com  or 
www.toddbermont.com . 
 
 
 
 


