The Abundance Principle

You can always spot someone who is new to sales by the way they handle their qualified opportunities.  


When a rookie salesperson manages to scrape together two or three valid opportunities, they will work those deals to death.  They only have a very small quantity of “live” opportunities, so they will camp out on those deals and work tirelessly to close them.  They end up spending 60% of their time “working” these leads and pushing them to close.  


If one of these hot opportunities disappears, for whatever the reason, the rookie salesperson can become severely depressed.  After all, there are only so many deals available, and if they lose this one, they’ll become failures.  They MUST have this deal, but they just lost this deal, so now their entire year is in jeopardy.  What to do now?

Sound familiar?  If so, you may be suffering from a common sales affliction: a fixation on scarcity. Read on….

Scarcity vs. Abundance

We all know that in sales, as in life, attitude is everything.  What we create in our mind, what we visualize, what we imagine tends to happen.  That’s why we spend so much time working on our goals and objectives.  That’s why we have “dream” boards, targets, quotas, and reward systems.   We know how to set goals and achieve them, that’s why we’re good salesmen and managers. 


But sometimes we make a critical error when setting our goals:  we set them way too low.  We accept the easy, we agree with the mediocre, and we dilute our dreams.  We don’t insist upon greatness, we accept the ordinary.  When this happens, it’s like we have created our very own jail cell and we’ve locked ourselves in it.   And the reason we do this is because we have agreed with the great lie called SCARCITY. 

The lie of scarcity tells us that there are only so many good days in a year.  It tells us that we can only be happy so many hours of the day.  It insists there is only so much food to go around, only so much money available, only so many choices to be made.  The great lie of scarcity fills us with fear and destroys our ability to imagine possibilities.  


In sales, the great lie of scarcity causes the following: 


-- convinces us there are a limited amount of prospects


-- proves to us there are only so many customers


-- prevents us from winning new business


-- forces us to set goals that are too small


-- gives us a good excuse for losing business


-- reduces our effectiveness


-- prevents us from WINNING


The lie of scarcity is a nefarious disease which has infected over 90% of our politicians and virtually 100% of the media.  I won’t speculate here on their motives, but I will say that they each have a vested interest in “keeping you in your place.”  They want you to shut up, sit down, listen to the gospel, pay taxes, and be good citizens.  Times are tough, there’s only so much to go around, you should be very worried about things, and it’s going to get worse !  Scarcity and fear are great methods of control.

The Abundance Principle   

Instead of agreeing with the lie of scarcity, why not create the exact opposite?  Why don’t we begin using a different view?  Why not adopt a different attitude?  Why don’t we empower ourselves with a new idea: abundance!


The Abundance Principle is based on one central idea:  there is no such thing as a shortage of ANYTHING.  There is an unlimited supply of anything in the universe.  There are no shortages, no shortfalls, and no limits.  Life should be lived in prosperity, possibility, and with abundance. After all, if attitude is everything, why not choose the attitude of abundance?


Let’s try this concept out in the world of sales. 


Imagine that in your sales territory:  

-- You have an unlimited supply of prospects eager to learn about your product

-- You have an endless amount of deals which can be closed

-- You have infinite time in which to close these deals


-- You have no shortage of opportunities in the pipeline



And


There are no valid objections to purchasing your product


Of course, this attitude of abundance forces you to create an endless supply of  new customers and prospects, but isn’t that what your job is?  It is a truism in sales that we spend 80% of our time working with 20% of our leads.  Shouldn’t the real ratio be 80% developing new business and 20% closing deals in our pipeline.?  


When you apply this principle to your sales career , you will begin to see a completely different reality.  If you are having trouble closing business with a challenging customer, and you had an infinite number of customers who are easy to work with, wouldn’t you dump the troublesome one for the pleasurable one?  If you had an endless pipeline, wouldn’t you just get rid of the stalled deals and work on the new and exciting opportunities?  If you could choose your prospects and you could choose your deals, and you had control over time, how different would things be for you?  Could you imagine such an exciting world to live in? 


Guess what, that world exists today.  


There is no shortage of anything --- it’s just in your mind.  Live life with abundance, and stop accepting the lie of scarcity!

