WHENEVER YOU FEEL
~__LUCKY, DRAWI ~ (11

emember the old arncade game with the masked quiclz-

draw bandit? You strapped on an electronic six-shooter and
faced him as he issued pre-recorded arrogant taunts. You drew

against each other and if he won, he gave you a mocking laugh.
Well slap leather, pilgrim. Let’s see what kind of Hired Gun you
are. This quiz is designecl to help you identif‘y your position among Top
Guns, with a wee bit of editorial on faux pas practices we endure daily.

HINT:

If you’re not on the cutting
edge, you’re taking up too

much space. :
—Law of The Hined Gun t

1. My ideal sales opportunity is:
a. An established company with a lot of benefits.
b. A new company with unique produc’cs/concepts.
c. The one I've been seﬂing for the past decade.
d. Being with a group of salespeople I like.
2. 11 had my (lruthers, I'd be compensated })y:
a. Salary, so I'm secure.
b. Straigl'xt commission, so I'm free.
c. Draw against commission, so | know I've got some-
thing coming.

d. Guaranteed base plus commission, so | can't fail.
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3. AnnuaHy, I need to eamn:
a. Over $150,000.
b. Over $100,000.
c. Over $ 70,000.
d. Over $ 50,000.
4. In a sales situation I:
a. Don't have to think about what I'm doing.
b. Know that I know what I'm doing.
c. Know that I don’t know what I'm cloing.
d. Don'’t even know that I don’t know what I'm doing.
5. 1t's been a strong hard month of sales. After the last clay is over, [:
a. Want to go home and be left alone.
b. Go to a bar to celebrate with friends.
c. Go to a movie for some mindless entertainment.
d. Take my date/spouse out to a fine dinner.
6. I feel successful in my sales position because of the:
a. Money 1 make.
b. Trips and awards I win.
c. Frienclships I have with my colleagues at work.
d. Years I have with the company.
7. In terms of goals, I
a. Write my goals and measure my developrnent.
b. Took a break. A goal to get where I am would have
been unrealistic.
c. Have some goals in mind.
d. Make a resolution every New Year's Eve.
8. My seHing skills are:
a. As good as they can possibly be.
b. Exceuent, but I'm always loolzing for ways to sharpen
my skills.
c. Good enough to get })y.
d. Not where I'd like to Le, but I'm learning as fast as |

can.
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9. My future professional aspiration is to:
a. Conceive and build my own business.
b. Be a corporate executive.
c. Be a manger of salespeople.

d. Make enough seﬂing so I can retire young to Spain’s
Costa del Sol.

10. When The Boss asks to see me in histher office, I:
a. Start paclzing up my office.
b. Get my numbers together to defend my pe&ormance.
c. Try to control my swagger and grin when I walk in.
d. Poll my friends, “what’s up?” before going.
11. When I sense that the person leaning in my cloorway with a cof-
fee cup in their hand is loolzing for someone to meet their need
for affiliation on the company’s time, I:
a. Walk with them to the coffee machine so we can find
some others.
b. Ask how they’re doing and offer them a chair.
Cs Quiclely picle up the phone and dial the call I'm sched-
uled to make.
d. Tell them I'd like to taﬂz, but ask if it can be later.
12. When sales managers say they want to go out on calls with me, I:
a. Scramble to set up meetings with existing clients.
b. Ask if tl'ley can handle six appointments tomorrow.
c. Wish they’d go with someone else so t}ley don't blow
my sale.
d. Look forward to their help.
e. Fear they’ll see somet}ling about me they don’t like.
13. A coueague I respect asks if I'll l'lelp on a deal t}ley’re trying to
close. I:
a. Wish they’d go ask somebody else. I'm busy with my
own deals.
b. Hope I live up to their expectations. I'll do whatever I
can to help.
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c. Begrudgingly accept, as long as it's convenient to me.
d. Think up an excuse not to. I may respect them, but I'm
not going to help them beat my numbers.
14. I know it was a good day because I:
a. Got an At-A-Boy from The Boss.
b. Got my paychecle.
c. Closed a deal.
d. Had a great lunch with my friends.
15. Frequent meetings are:
a. A necessary evil of the jo}).
b. Something that should be done in memos, instead.
c. To be avoided if at all possi]ole.
d. N ecessary for effective communications.
e. Required, and darned well should be.
16. In terms of tenure at my company, l:
a. Owe my life to this company.
b. Was looleing for a jol) when I found this one.
c. Have a great position, but lzeep my eyes open for other
opportunities.
d. Wil have to write them a check to work here if they
don't stop charging me back on my deals.
17. When headhunters contact me with opportunities I:
a: Tell them I owe my life to the company.
b. Jump at the chance to get another jol).
c. Stress my loyalty, tell them I'm doing well, but let them
know I'll look if the opportunity warrants it.
d. Ask how tl'ley got my name.
18. When I'm at a party and someone asks me what 1 do, I tell them:
a. A good jolze.
b. I'm in sales.
c. The name of the company I work for.
d. Nothing. I ask what they do.

19. Stric’cly as a human being—as opposed to a professional, a par-
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ent, a club member, or a friend—s‘crictly as a person on a scale of
zero to ten, ten l)eing high, I rate:
a. 10
b.8
c. 6
d. 5 or less
20. When I go on vacation, I go:
a. Anywl'xere in the world.
b. Anywhere in the U.S.
c. 75 miles to my lake house, and 75 miles back.
d. To the local bar every (lay at 5:00.

Answend.:

1. If you want to play it safe, get a jol) with the government as a
civil servant. They have lots of l)eneﬁts, you can stay there forever with-
out getting firecl, and you’ll make lots of friends on coffee breaks and
lunch hours. [a=2, b=5, ¢=3, d=1]

2. The government pays salaries, too. Even if you totally screw up,
you still make the same amount of money. The more secure you are on
the bottom l)y some base or draw, the less you can earn in the top end })y
producing excellent results. [ a=0, b=5, c=4, d=2]

3.Evenina jo}:) selling widge’cs on the street, a Top Gun can earn
plenty of money. If you're goocl but caught in a business where earning

poi:ential is Iow, look for new waters to jump in and swim. [a=5, b=4-,

c=3, d=2]

4, Practiced pro£essionals don’t have to think about what tlley do
before the motions come to them; tl'xey’ve done it so many times it's auto-
matic. They shoot from the hip with confidence—and hit the target
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(Unconscious Competent). Talented amateurs take time to t}linlz, make
sure what tl'ley’re doing is right, then make their move (Conscious
Competent). Rookies are aware that tlley have a lot to learn (Conscious
Incompetent). Pinheads are so clueless that they don’t even know that
they don’t know what they're doing (Unconscious Incompetent). [a=85,
b=4, c=3, d= -1]

5. Though salespeople tend to be naturally gregarious, after we've
interacted with {1{"cy to a hundred people a day for twenty-ﬁve work days
in a month we often just need some self-time. If we're in a good personal
relationship, we want to spencl our available time with that other signiﬁ-
cant person in our lives. Or we just want a mental massage or a good
drink. 5 points for any answer to this one, with an extra five if you chose

them all. (N obo&y said you could only choose one answer!)

6. The company didn’t offer a lucrative opportunity to you so you
could make friends. If you feel successful due to length of time in the job,
you're probalaly operating in the ether of a comfort zone. The more you
produce the more money you make. You can pay for your own trips in

first class, rather than in the economy coach and tourist hotels most

awards provide. [a=5, b=3, c=1, d=1]

7. Yes, the difference between the most successful people in the world
and those who aspire to be successful are written, speci{'ic goals. But the truly
ﬂamboyant semi-arrogant person, who always comes out on top no matter
what, is such an unconscious competent that setting goals for income or pro-
duction sometimes hecomes an exercise in {'uhllty If1had seta goal to earn
as much as the top proc],ucer at most other divisions in my telemarlzeting
company, | would have earned $100,000 a year less than I did. Tripling this
was attained l)y simply cloing everything I possil)ly could to realize the maxim
of “Make as much as you can, as fast as you can.” A goal to ’criple the pro-

duction of the other company leaders would not have been realistic, and
anything less would have been self-limiting. [a=5, b=5, ¢=1, d=0]
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8. No matter how much of a prima donna you are, how much
experience you have, how much money you make, you can always ben-
efit from others and learn new skills. If you're only trying to get lay,
congra’cula’cions on your decision to live in mediocri’cy. [a=1, b=5,

c=1, d=4]

9. Seuing may be a blast, it may be exciting, and it is certainly
rewarcling. But let’s face it, it's a rat race of high anxiety and stress.
That's wlly it pays so well. It's not unlike gamljling. We want to take
the house down and get out as winners. It's certainly admirable to desire
to build your own operation and be another statistical Boss with a sales
Laclzgrouncl, and Lord knows that any sales force that gets a sales man-

ager who has a career of consistent high procluction is blessed. But score

this one as follows: [a=4, L=2, c=3, c1=5]

10. If you're doing everything you can to do the best job you
can, you should have nothing to fear, especiaﬂy from The Boss. If your
numbers aren’t up, The Boss probably just wants to ask if there's any-
thing that can be done to help sales. My experience is that people who
are about to be fired alreacly know wl'ly they're getting called in. And if
you've just put up record numbers for the fifth month in a row, try not

to swagger too much. [a= -1, b=1, c=5, d=3]

11. You didn’t get where you are in sales by leaning in a doorway
with a U.S. government coffee cup in your hands, or By talzing Dr Pepper
breaks at 10, 2 and 4. It's kind of rude to jump on the pl’xone as soon as
a colleague walks in, so be diplomatic and let someone know that you're

a professional, even if they're not. [a=1, b=1, c=3, (1=5.]

12. When sales managers want to go out on calls with you, it's
probably so they can see if there is something they can pass along to other
salespeople to help them out. Setting up appointments with existing

clients says two things about you: 1) You don’t have any appointments in
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the first place, and 2) you're so insecure that you only want to take the
manager on calls to people who already buy from you. These are both
signs of weakness. A new manager went out on calls with me one time and
we made six in-person sales calls and did not breale_ for lunch. He was
completely gassed at the end of the day. Had I realized his health was not
good, I would have sincerely asked if he was up to it, first. I've also had
sales managers | wanted to just stay home and do paperworle as they were
nothing but detriments in an actual call. [a=0, b=5, <=4, d=4, e=1]

13. An important law of life is the Law of Reciprocity. You get
what you give. [a=2, b=5, ¢=2.5, d=0]

14. An At-A-Boy and f1{'ty cents will get youa cup of coffee Well,
not any more; it’s three bucks now.) Your paycl'leclz is for somet}ling
you've accomplished in the past. Doing The Deal is what it’s all about.
[a=3, b=2, ¢c=5, d=2]

15. Managers who don’t have much to do love to hold meetings
so they can feel like tl'xey’re doing something important. Meetings only
leeep sales reps away from (].oing what tl'xey’re hired and paid to do: sell.

[a=3, b=4, ¢=5, d=2, e=1]

16. This is not your marriage; it's a jol). If you need to change
something in your life, change jobs before convincing yourself that your
j01) is your life and fimling out that your spouse has left. You owe the
company your loyalty and the best per{ormance you can give, but your life

l)elongs to God and yourself and your family. [a=3, 1)=44, c=5, cl=2]

17. When you're good, you'll be recruited constantly by profes-
sional headhunters or other people who know about your reputation. You
don’t want to jump jo})s too frequently, but neither do you owe your life
to the company. Just because you're successful where you are doesn't

mean you can't 1)e happier, or 'more successful somewl'lere else. Be llon-
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orable and maintain your integrity and loyalty, but when viable positions

are offered to you be sure to do your homework on them. [a =2, b=1,

c=5,d=3

18. I you're ashamed to tell people you're in sales, you need to do
something else. CIOaking it in the guise of naming your company is
hiding, reversing them l)y asleing what they do may seem coy and myste-
rious, but it’s hiding as well. Of course, anyl)ody likes a good jolee. [a =
4,b=5c=2d=2]

19. I you answered anything other than ten, you're wrong. We all
start life as a ten. The only reason we end up JEeeling less than a ten is
because somebocly else told us we are. We are born with only two natural
fears: fear of falling and fear of loud noises. All other fears are learned.
The same goes for our feelings about ourselves. The single most impor-
tant factor in the success of your life is your self—image, the picture of
yourself you carry around with you in everytl'ling you do. Every day you
take this picture of yourseH into the marlzetplace and you sell yourself for
money and a way of life. How much you believe in yourself and how much
you put into all the different ’cl'lings you do determines how much money
you make, what kind of neigl'll)orhoocl you live in, where your kids go to
school. Tens feel good about themselves and are proud of it. Eights want
to say tl'ley’re tens, but are afraid it will sound coclzy. Sixes have been told

all their lives tl'ley’re just better than average. Fives (and less) show up for
li{e, punch the time cloclz, then retire and die. [a=5, 1)=4, c=2.6, d= 1]

20. Excellers take world vacations. Even if money is tigl'lt, Jchey
figure out a way to go places other people only think about going. Higl‘x
Achievers want to See America, First. Average performers take a 150
mile vacation, seventy-f'ive out and seventy-five back. Anything else is A

Trip! Losers are on permanent vacation. [a=5, ]3=4, c=3, d=0]
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Seoriny

95-100: Double-O Section. You should be issued a goici-piate(i
License To Kill. You are coni—i(ient, committe(i, ioyai, experiencecl, success-
i:ui, and secure enougi'i to i'ieip others. Any company would do well to add
you to its sales team.

90-95: Paladin. “A iznigiit without armor in a savage land.” You're
an experience(i mercenary of sales who can sell anyti'u'ng, anywi'iere. You have
all the talents and abilities to be in the Double-O Section, you're just from
a different era.

80-90: The Kid. In the movie about a crack sales team, you're
piayecl i)y Tom Cruise, opposite the more experienced Al Pacino. You have
the desire and natural ai)iiity to make it to the i)ig time. If an experienced
guniigiiter teaches youa few important qualities like lzeeping your cool under
fire and the Zen of iii’cting your target without aiming, you'ii be up there with
the Double-O’s.

70-80: Quiciz Draw Artist. You're very gooci, and you can hit the
target while ioolzing in a mirror, but lack the killer instinct.

60-70: Sam The Bartender. In Gunsmoke, Sam was a tougii guy
past his prime who izep‘c a sawed-off siiotgun behind the bar. Most of the
time he operateci in his comfort zone serving drinks, poiisiling giasses and
socializing with the clientele of the Long Branch Saloon. But if he or Miss
Kitty was vitaiiy threatened the i)ig gun came out. You have the ai)iiity to be

a killer sales rep; you just prefer to operate in your comfort zone most of the

time.

50-60: Musi'iy. In the old western series Rawhide p Gil Favor was the
trail boss, Rowdy Yates (piayeci i)y Clint Eastwooci) was ramroci, Wishbone
was the cook, and Musi'iy—a nice, somewhat simpie guy who everyi)ociy
iiizeci, but who wouldn't kill a deer for food if he was starving to (ieatii, was
the chuck wagon assistant. He was a great guy, but his role was iieiping out
the drovers . . . You like the interaction with clients and you make a contri-
bution to the overall effort i)y iieiping out. This is valuable because you take
this burden off the company's i)ig closers. Your mission is to izeep the i)ig
guns supp].ieci with ammo; just don’t siap leather against them.



