
Our first task in examining our complete sales process is examining ourselves.  Not as salespeople, per se, but rather as whom we believe we are and what we believe we are capable of attaining.
What we believe about ourselves and what we are capable of accomplishing will have more impact and influence our performance and success—or failure—than any other single aspect of our sales process.  The internal mechanisms that drive us or keep us from performing up to our true potential are the often-unconscious beliefs we have about ourselves.
We all know people known as “over-achievers.”  Over-achievers are those people who lack some crucial aspect to be successful in their chosen field, but succeed anyway.  An athlete may be too small, too slow, or lack the coordination and grace of a superior athlete.  Yet, somehow, they are capable of superior performance.  Alternatively, take for example, a salesperson that has a reserved personality, is new in their industry and lacks the knowledge to be considered fully competent in their product or service, and who enters their career knowing no one who can help them find prospects, yet they quickly rocket to the top of their company’s performance charts.  What allows these people with inferior skills and without innate ability to outperform the vast majority of others in their industry?

On the other hand, we also know individuals with superior natural skills, who have competency and knowledge far exceeding the majority of their peers, and who have resources available to them that most can only dream and wish for.  Yet, these people fail or barely eek out an existence in their chosen field.  Of course, these individuals are known as “under-achievers,” for they perform at a level far below their capabilities.  The running back who has every physical superiority imaginable but who can’t hold onto the ball; the salesperson with a captivating personality, a bevy of well connected friends, and a superior grasp of their product/service, but who bottom-feeds; and the well financed business owner whose products, pricing and location are the envy of his competitors, but who can’t seem to make things work, all come to mind.  
Why is it some less qualified can become stars while others who have every advantage fail?  We can eliminate certainly some things quickly as likely reasons.  It certainly isn’t talent, for the talented fail.  It isn’t financial resources, for the well-financed fail.  It isn’t luck, for the lucky are those with the talent and resources.  It isn’t opportunity, for who has more opportunity than those with the natural skills, the resources, and the well-connected support structure?
So, if it isn’t any of these things, what can possibly account for the unlikely one succeeding while the most likely to succeed fails?  Over-achievers outperform their ability because they have the desire, commitment and belief that they not only can, but that they will succeed, no matter the obstacles.  Their internal belief system dictates that they “find a way” to reach their goal.  This doesn’t mean that they succeed every time they set out to do something.  It means that they have the commitment, creativity and drive to force themselves forward until they do reach their goal.
Under-achievers, on the other hand, are willing to throw in the towel when they meet with relatively little resistance.  The under-achiever is committed to doing that which is easy or comes easily.  Behind this reluctance to face severe challenges, is an internal belief that it’s “too hard,” “too costly,” or beyond their abilities to cope with the situation.

Both the over-achiever and the under-achiever perform at the level to which they believe they are capable.  One performs at a superior level, the other at a mediocre level to, at best, a slightly above average level. If things don’t get too difficult--and luck is on their side, the under-achiever can, for a short period of time, perform at an extremely high level.  However, once things begin to get difficult, they quickly retreat to their comfort level—gliding along the path of least resistance, calling upon a stored up horde of excuses to assuage their failure.
Where are you in this equation?  If you are like most of us, you will find you fall to some extent on the under-achiever side.  If you do, you will have to change your internal belief system to move beyond where you are at in your career.  This is the largest challenge most people will face in their professional lives.  Most of us don’t want to settle for being mediocre to maybe slightly above average.  Most of us want to break out into the stratosphere.  However, unless we confront our own limiting beliefs and reprogram our brains to allow us to live up to our promise, we’ll be stuck in the mire with the vast majority of our peers.
How do you determine what your limiting beliefs are and how to overcome them?  Good question and one for psychologists, not sales trainers.  I’ve learned a little something that can help focus on what your personal beliefs are and then how to attack them head-on.  Much of this section is taken from Napoleon Hill’s Think and Grow Rich, one of the best books on limiting beliefs and fully realizing your capabilities. 
First, you must be brutally honest with yourself.  This is actually the most difficult part of dealing with your belief system.  We don’t want to admit that our cause of failure and defeat is ourselves.  Nevertheless, unless we are honest about what we really believe and expect from ourselves, we won’t be able to deal with the root issues.

Secondly, take inventory of what you believe about yourself and your career.  Ask yourself a few basic questions (answers should be truthful, not what you wish you believed about yourself or your situation):

· Do you like yourself?

· Do you deserve to be successful?

· Are you paying yourself what you deserve to be making? (as a commissioned salesperson, you pay yourself based on your actions)

· Do you like your job?

· Do you believe in your product or service?

· Do you dread getting up in the morning?

· Do you have something of value to offer your clients and customers?

· Are you willing to sacrifice to be successful?

· What are you willing to pay (sacrifice) to be successful?

· Are you better than your competition?

· Is your company better then your competition?

· Is your product or service better than your competitor’s is?

· Is there anyone better in your industry than you are?

· Who do you hang around with at work—the top producers or the also-rans?
· What do you think about most—success or failure?

· Is the idea of success scary?  Does it make you nervous? 

· Are you more committed to work or play?

· Are you proud of what you do for a living?

· Do you think about any of these:  “If only I . . . 
· had more time

· had more money

· knew more people

· were lucky

· were better prepared

· were doing (whatever)

· could (whatever)

· were working for (whomever)

· Are you gaining or losing self-confidence?

· Are you hopeful or despairing of the future?

· Do you have a focused goal or are you constantly adrift?

· Are your friends and family negative or do they support you?

· Are you decisive or do you make decisions slowly?

· Are your decisions firm or do you change your mind often?

Your answers to these questions will give you an idea of where your negative, limiting beliefs lie.  In order to become the successful, achieving salesperson you want to be, you must eliminate these negative, limiting beliefs and replace them with the same determination, self-confidence and belief in yourself that the over-achiever has in himself or herself.  Unfortunately, recognizing our limiting beliefs is only a quarter of the battle.  The real fight is learning how to overcome these beliefs.
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