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When I was a child my Mother often said “Don’t play in the street or you’ll get run over.”  That was great advice if 

you are a child.  However, if you are in the business of selling, you must “play in the street” or you’ll never get run 

over by an opportunity.  It is essential to be conducting your selling activity, whatever that may be at the moment, 

close enough to your target market’s buying activity to literally, be “run over”. 

My selling career started in my youth out of necessity.  If I wanted a bike, I needed to earn money to buy it.  If I 

wanted a new fishing pole, I needed to earn money to buy it. 

The first work I ever did to earn money from someone other than my family was not much different than many kids 

my age—shoveling snow from a neighbor’s sidewalk.  That experience extended to mowing neighbors lawns in the 

summer months and managing a paper route year ‘round. 

As a 12 year old I learned valuable lessons that have applied throughout my selling career: 

Lesson 1 – You have to ask for the business in some manner.  If you don’t ask for the business, you will only get the 

business if you are related to them or they feel sorry for you. 

Lesson 2 – People do business with people they like.  When you sell any product or service, you need to be 

likeable—even hucksters and shysters need a degree of likeability. 

Lesson 3 – Repeat customers are a valuable asset.  I remember one lady, the mayor’s wife actually, who signed up 

for the newspaper every time a contest was in progress (I am fairly certain that she let her subscription lapse so she 

could help me win another contest in the future). 

Lesson 4 – Fair pricing for you and your client is essential to your long-term success.  Sometimes pricing is set for 

you but almost always salespeople have some wiggle room.  Give up too much of your revenue, then you are just 

“practicing” and charge too much and you will give up repeat customers. 

Lesson 5 – If you provide a quality product or service, lessons 1, 2, 3 and 4 are easier to sustain. 

As I look back and recall the various products and services I have sold in my career, it is so easy to see how the first 

four lessons have applied and likewise determined the outcome of that segment of my career.  Some of the stepping 

stones in my career did not encompass all of the first four lessons and as such lesson five was not achievable.  

Without accomplishing lesson five, you only have a job; if you achieve lesson five, you have a career in selling. 

So what have I sold in my lifetime?  In my youth it was snow shoveling services, lawn mowing services and 

managing a paper route.  The paper route actually taught me the power of “contests”.  I was highly motivated to win 

a contest for things I never could afford to purchase on my own.  In college I sold cookware to young, single women 

who probably didn’t need the cookware (but it did last forever so I am sure they used it eventually).  The most 

valuable skill acquired in this “job” was developing cold calling skills.  After I learned that the worst thing that can 

happen is “no” and the best thing that can happen is “yes”, I have never feared knocking on a door.  That probably 

also helped me with my dating perseverance—I recall needing a date for a fraternity party in college that required 

about 15 “no” responses before a “yes”.  



My first “job” after college was selling life insurance to college seniors.  I learned two valuable skills on this 

“job”—delivering a professional prepared presentation and the power of referrals.  I continued selling life insurance 

throughout the next three decades, although usually as an additional product rather than as the primary product.  In 

my mid-twenties, I sold cars for a short time.  The most valuable skill acquired on this “job” was uncovering a 

prospects needs and wants and then filling those needs and wants (by the way, wants are usually much more 

motivating than needs).  While I could have easily sold cars for many years in that period of my life I find that 

today’s “typical” big city style of selling cars does not encourage application of Lessons 3 and 4 and in today’s 

world that is often driven by the consumer’s style of shopping—the internet has given the power to the consumer. 

In my late twenties I finally encountered the opportunity that would shape my entire career. 

This opportunity presented itself because I was “playing in the street”.  I discovered a variation of Lesson 3 –it also 

applies in that people want to work with people they like.  I was “playing in the street” and I met someone who was 

also “playing in the street” which led to a “career offer”, although at the time I just thought it was a “job” offer. 

In my late twenties I started selling insurance as a career.  Over the next 30 years I held many different positions in 

the insurance industry but at my core, I am a professional insurance salesman. 

An interesting twist occurred in the last decade of my career.  Again because I was “playing in the street”, I now sell 

professional services to insurance agents. 

Some of the selling steps along my career path did not meet did not meet all of the Lessons well enough to be 

sustainable and therefore were only “jobs” along the way designed to provide Lessons.  Lesson 1 and 2 were almost 

always under my control and universally applicable, but Lessons 3, 4 and 5 were often more dependent upon my 

supplier or employer. 

If Lesson 3 isn’t available due to existing circumstances, every sale is a new sale and maximizing your income is 

difficult.  If Lesson 4 is unfair for you or the client, then you are doing too much work for too little revenue or the 

client is paying too much for too little.  In either case, long-term success is unsustainable.  And it goes without 

saying that Lesson 5 is the most critical of all because it determines the viability of the other Lessons. 
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