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PART 1 – WHY MOST PEOPLE HATE SALES 

 

Many times, all that’s needed is to strip reality from the luxury that is 

surrounded to see what is behind.  

If there is one job, one profession that always, in every country had and 

has demand, that is sales.  

While there might be unemployment for secretaries, receptionists, 

attorneys, or technicians, for sure there is demand for salespeople.  

It always has been like that and it always is going to stay this way.  

But, if it is like that, then why is there not also the equal supply on 

salespeople… and I am not talking for good salespeople, I am also 

referring to non-experienced ones. Why the rules of the market do not 

apply in this case, why are there so many of us that do not want to work 

in a profession that is demanded, a profession where we are going to have 

the opportunity to make more money than in other professions, make new 

friends, and be recognized by colleagues and environment? 

 

 

 

 

 

 

 

 

 

 

 



2 + 1 REASONS WHY PEOPLE DO NOT WANT TO SELL 

 

1. SOCIAL RECOGNITION 

In many countries, especially in Europe, the profession of a salesperson is 

being looked down on.  

When you say you are a salesperson, many people see it as 2nd class job, 

a job that no one else wants to do. 

You can be the salesman of a high complex solution or you might sell 

equipment worth millions of dollars, and it doesn´t matter… you are a 

salesperson and it doesn´t matter how much money you earn, what 

matters is the social stigma that accompanies this profession.  

 

2. ETHICAL DOUBTS 

When we are born, we are raised within our family and we develop our 

character. Since we are kids growing up to teenagers, the contact we have 

with commerce and real-life transactions are from the perspective of a 

client - everyone is nice to us, it is a pleasure to be part of those 

transactions, and shopping is really fun.  

However, there comes a point where we have to stand on the other side, 

a time we have to sell something, (a product, a service, ourselves on a job 

interview), and in this situation, we suddenly realize that we are not being 

treated with the same acceptance and the smile we used to when we were 

the buyers.  

This is a shocking experience to most people, and the transmission from 

a buyer to a salesperson is, most of the time, an unpleasant experience.  

We try to sell, we try to be super nice, so we become someone that is not 

ourselves and we hate it.  

 

An example is the whole “Network Marketing” approach. 



Very simplified, what they do is this: 

You buy their products which you are then free to sell to anyone - to 

people you know or people you do not know. Those potential clients of 

yours are not people that show active interest in those products, but in a 

way of cold approach, you introduce them to those products and try to 

convince them to buy them.  

We all have those relatives or friends that have been indifferent their 

whole lives and suddenly, they are super friendly with us, they invite us on 

an event and all of a sudden, they are a totally new person.  

We feel strange about their changed behavior and that is the correct thing 

to do because the only reason those people go from super indifferent to 

super friendly is that they want access to our pockets.  

So, let’s say, Maria/John (we call them MJ from now on) works as an 

accountant in a big company. However, Maria/John wants an extra income 

and decides to sell Network Marketing products… and then, the conflict 

begins.  

So, MJ is calling her/his friends and tries to invite them to a presentation 

to show her/his products, because that is what she/he has been advised 

by her/his Tutor. That is something that MJ would never have done, unless 

she/he was convinced that that is something that their friends could 

benefit from, but even if it’s so, to get paid for that makes her/him feel 

strange, because she/he is asking her/his friends to pay them. 

The most common scenario is that after a while, MJ stops promoting the 

Network Marketing´s milkshakes and returns to normality. She never 

wants to hear the word, “sales” again. On the other hand, the Network 

Marketing company sold some shakes and probably found another 3 - 4 

MJs to continue where the previous one stopped.  

 

 

 



THE FEAR OF REJECTION 

 

There is no human on earth that likes to be rejected - all of us want to be 

loved, recognized and respected.  

The fear of rejection is THE MAIN FACTOR as to why people stay with their 

own, create, or join groups of like-minded people where details like the 

dress code, the vocabulary, the body language are the same or similar.  

There might be other groups that look sympathetic, however, the 

tendency is to stay there where we are recognized, because of the fear of 

rejection.  

And sales is about being rejected over and over and over again.  

THERE IS NOT ONE SALESPERSON ON EARTH THAT HASN´T BEEN 

REJECTED.  

Not liking rejection is a totally natural behaviour because no one does.  

The fear of rejection is the No. 1 cause that people do not want to sell and 

that applies to everyone.  

That applies to people from minority groups (for example, someone from 

a humble environment is going to (most of the time) feel unpleasant 

within a middle or high-class environment), a foreigner is going to be less 

accepted among non-foreigners (that´s why he stays within his own 

people), but also vice versa, a college student from a good college cannot 

tolerate to be rejected from people he looks down on and he again is 

going to stay where he most of the time feels more comfortable.  

So, what can be done? How we can practically overcome the above-

mentioned obstacles that are natural, “normal” human behaviors and 

become fearless, result oriented, successful salespeople? 

What is the “big secret” that is going to liberate you and make YOU able 

to sell anything to everyone? 

 



PART 2 – THE “DOUBLE PERSONALITY” 

PHENOMENON – THE OTHER I 

 

Some years ago, a crime happened in a European city when a 16-year-old 

boy killed both his parents.  

The boy was over pushed by his parents to be the best student, the best 

athlete, the best in everything he was doing in his life. He was pushed to 

such an extent that his life was a living Hell because he was being treated 

like a slave from his own parents to achieve the best notes on all his exams 

and to be the best basketball athlete there was.  

His environment could see the teenager being over pushed and 

psychologically abused, and after the crime could verify his accusations. 

This tragic story would be just another sad case in the criminal records if 

there wasn’t a specific detail that made it very interesting.   

While this troubled youth killed both his parents… he was wearing a mask.  

Why was he wearing a mask? Anyway, he was determined to kill them, 

anyway he planned to surrender to the police after the crime… 

Why he was wearing a mask? 

He was wearing a mask because it wasn’t him that committed the crime, 

but the other personality he created.  

He couldn’t commit such a crime - he couldn’t kill his abusers because, 

after all, his abusers were his parents and he loved them.  

Someone else had to do it, so he created in his mind a second personality, 

one that was able to commit such a crime.  

This is a very bold story, however, is there to make a point. 

 

In our daily lives, we play different games. 



For example, if you are middle aged woman married with 2 kids, working 

as a secretary you have several roles in your life.  

You are wife to your husband, a mother to your kids, and a secretary at 

your work.  

You don’t dress at home the way your dress at the office and you don’t 

behave with your friends the way you behave with your colleagues at work.  

Likewise, if you are a man, you have also different roles in your life (note 

the word “roles” as you are an actor).  

You have the role of the father with your kids, another role at your work, 

and another one with your gym buddies.  

It’s not only that you behave differently for each role, but you also dress 

differently and talk differently.  

For the vast majority of us, those roles are within the frame of our 

personality.  

It’s a very big subject how a personality is built, but the majority of the 

experts on this field are going to agree that it’s a combination of physical 

characteristics and, most of all, environmental influences.  

If you are, for example a teenager in Britain, both your parents are doctors, 

so you have a specific frame how your future work is going to look like, 

you dress and you behave within a predetermined frame, similar to if you 

are a teenager in China and both your parents work in big factory, your 

perception of what your future job is going to look like is quite different - 

your point of view, your opinion and life perception are different.   

YOUR PERSONALITY IS YOUR BIGGEST ADVANTAGE, BUT AT THE SAME 

TIME, ALSO YOUR BIGGEST OBSTACLE TO SELL. SELLING IS NOT JUST 

ANOTHER JOB, SELLING IS ABOUT BEING ANOTHER YOU.  

Let me give you another example.  

Escorts use a different name than their own.  



Many people give immediately the superficial answer that they do so 

because they want to use a fancier name - a more feminine one that goes 

away from the ordinary female names.  

The truth, however, is different.  

Being a sex worker requires more from your personality than any other 

job.  

Same as being a salesperson, an escort must overpass the ethical and 

psychological barriers of her personality and be another her to practice 

her job.  

It’s also not normal behavior to be a call center salesman and make 100 

calls per day, enthusiastic, explaining with passion how fantastic your 

product is and why somebody should buy it. It’s not normal to hear 99 

times per day “NO,” for the 1 time “YES” you are going to hear day in day 

out and enjoy it.  

It´s absolutely normal NOT to want to do such a job… actually, I would 

advise you to see a psychotherapist if such a job would excite you.  

But, that´s what sales is about.  

Sales is about seeing, talking, and meeting different people every day and 

returning with a result.  

Sales is about hearing 99 NOs before coming to a YES. 

Sales is about being rejected many times every day.  

How can you hold it? How can you do such a job?  

 

 

 

 

 



PART 3 – THE SOLUTION 

 

How can you love, be passionate, enthusiastic in a work where you are 

going to be rejected every day?  

How can your character hold this negative wave that you are going to 

face? 

How on earth is it possible for a normal person like you to abuse yourself 

to such an extent that you have to stay with a smile after constantly 

hearing NOs? How can this job be fun?  

 

The answer is this: 

YOU ARE NOT GOING TO MAKE THIS JOB. 

THE SECOND YOU IS GOING TO MAKE THIS JOB. 

 

Let me explain. 

 

You are afraid to sell because it’s a job that requires such a radical change 

of your personality that you cannot afford. 

You don´t want to sell because it’s not fun being rejected multiple times 

every single day.  

You don´t want to sell because you think that it’s you that is going to make 

this job, your real you.  

 

In order to sell, you have to create a second you. 

How can you do that? 

1st. Choose another name. If, for example, your name is John Douglas, 

make it Johny Douglas. If your name is Maria Schmidt, make it Marie 



Schmidt. It’s going to be the same name, but different. While John is the 

person his family and friends know, Johny is a fearless salesman; while 

Maria is a loving wife and mother, Marie is an extroverted young woman 

that does not take “NO” as an answer.  

2nd. Set a frame of what this “new you” does and what he doesn´t. Set 

from before what he/she can do and what he/she not can and stand for 

it. LET THIS FRAME BE CRYSTAL CLEAR TO YOU. YOUR NEW YOU IS GOING 

TO ACT ON THE RULES AND REGULATIONS OF THIS FRAME. A soldier that 

goes to the battlefield has predetermined rules of engagement in his 

mind. When scenario A happens, he acts with solution X, and when 

scenario B happens, he acts with solution Y. His actions are predetermined 

BEFORE and are not a result of a thinking a decision process of that 

moment. If that was the case, he would be dead.  

3rd. Set up a personality for Johny and Marie, not just a name - create a 

character. If, for example, John likes to play chess and PlayStation games 

with his friends, Johny likes to see football on TV and do things that are 

expected from people working in his profession. Johnny mirrors the 

prejudgement people have for someone that does this job. Johnny 

delivers to his clients what they expect from him, Johnny is the cliché 

insurance salesman, or the typical car salesman. The difference is that 

Johny is a character constructed by John. 

If Maria likes to listen to classical music and play with her daughter on the 

weekends, Marie listens to techno music and likes to read fashion 

magazines. As is expected from a publicity saleswoman, Marie dresses 

differently from Maria. Marie is not ashamed to make calls and knock on 

doors as Maria does, and Marie cannot be offended. If I can use an IT 

industry term, Marie is the “sandbox” of Maria. Even if you offend her, 

doesn’t matter, because you offend a character created only for this cause.   

Here comes the question.  

Should I not be myself when I am selling? Should I pretend to be someone 

else?  

The answer is:  



No, you should be yourself, you should not pretend to be someone else. 

REMEMBER, you created a character. You don’t pretend you are him/her, 

this character is a real person, a real character.  

This is your sales character. This character is a completely different 

personality – it’s like you have the same computer, but you login with 

different names. This personality does not have to be 100% different from 

you. It’s certainly going to have parts of the story that reflect your other 

character (“the real one”) but is not going to contain information that is 

sensitive, information that is personal and information where you are 

vulnerable. LET THEM THINK YOU ARE MARIE / JOHNY. So, next time M/J 

when you hit a door in order to sell as a door to door salesman, next time 

you place a call on the cold calling center you work, next time you cold 

visit businessmen in order to “introduce” them to the new product or 

service you are trying to launch on the Market, not YOU, but Johny and 

Marie are going to receive the rejection, the irony, the bad energy. M/J is 

the one that is going to call the same person 20 times and hear “NO” 20 

times till it comes to a “YES.”  

So… at the end of the day when you return home, you are going to switch 

off your mobile phone and you are going to logout from Johny and Marie 

and login to the John and Maria account. What happened during the day 

had nothing to do with your John and Maria, but had to do with Johny 

and Marie.  

 

CREATE A CHARACTER AND USE THIS CHARACTER WHEN YOU ARE 

SELLING.  

THIS CHARACTER IS NOT GOING TO BE YOU, BUT ANOTHER PERSON 

WITH THE ABILITIES, THE EXTROVERCY AND THE THICK SKIN YOU DON’T 

HAVE.  

THROUGH THIS CHARACTER, YOUR TRUE YOU IS PROTECTED AND NOT 

EXPOSED.  

NOW, YOU CAN START SELLING.  



 

THIS METHOD IS A PROVEN METHOD THAT IS GOING TO MAKE YOU 

START SELLING, GET THE SALES JOB YOU WANT, AND IS GOING TO MAKE 

YOU FEARLESS WHEN YOU ARE NEGOTIATING OR COLD VISITING 

PROSPECTS.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



FAQ: 

 

1. Question: My sales manager told me I have to be myself in order to 

sell and not pretend be someone else.  

 

Answer: You are going to be yourself. The difference is that your “self” is 

going to be the sales character you created. You are not going to pretend 

to be him/her… you are going to be him/her. 

 

2. Question: Lying in such a way to my potential clients is unethical.  

 

Answer: You are not going to say a single lie. Lying is unethical and a good 

salesperson never lies. The sales character you are going to create is going 

to be ethical meaning that he is going to be very similar to you with some 

different characteristics and more sale capabilities. 

 

 

3. Question: I thought this e-Book was about sales training, not about 

psychological mind games.  

 

Answer: Selling is about understanding human behavior. Human behavior 

follows some patterns and human relationships are games that people 

play with each other every single day.  

 

4. Question: Does this double character technique really works?  

 

Answer: Yes, it does 100%.  



 

5. Question: I don´t understand the correlation between, escorts, 

salespeople, and seller client relationships. What does one have to do with 

the other?  

 

Answer: I used some bold examples to make a point. Clear your mind from 

prejudice and cliché thinking. Think freely and try to see the connecting 

dots in several human relations you face in your daily life. Helping people 

sell more is my passion. This e-book provides you with the KEY how to 

overcome the sales fear wall. Apply that and you are going to start selling.  

 

If you know someone who can benefit from this free eBook, please 

feel free to share it with them. Just send them a link to this page right 

here: 

http://alexvalassidis.com/download/  

 

Find practical, actionable information about Sales, Sales 

Management and Marketing for business and for life by visiting my 

website at: www.alexvalassidis.com  
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