February Newsletter

The Secrets of Peak Performance
The Winter Olympics are now entering their second week and, like many of you, I’ve been staying up late at night to catch all of the action and excitement.   It is amazing to watch these peak performing athletes from around the world, and to witness their spectacular accomplishments on a worldwide stage.

I’ve been keenly interested in listening to their personal stories and interviews, to find out what exactly drives them to such levels of success.  How did they do it?  What did they have to give up?  What obstacles did they overcome?  What’s the secret to their success?  

It’s amazing.  Every single Olympic star talked about two fundamentals, and believed their success was directly linked to them.  In today’s issue, we will discuss these fundamental success factors, and we’ll show you how to use them to achieve Your Peak Performance. 

Coaching 
The first fundamental success factor is coaching.  Every single Olympic athlete I watched this week had a coach, and some had several coaches.  Lindsay Vonn, the women’s Olympic downhill gold medalist has a coach.  Shawn White, men’s half-pipe gold medalist, has a coach. Evan Lysacek, men’s Figure Skating Gold Medalist, has a coach. The Russians, the Germans, the Norwegians, the Swedes, the Canadians ALL have coaches.  And they’ll all tell you that they couldn’t have done it without their coach. 
So that’s your first secret to Peak Performance --- get a coach!  A good coach guides and supports, manages the training schedule, keeps distractions away, and supervises the training and workouts.  But most importantly, a good coach holds the athlete ACCOUNTABLE.   A good coach will drive you to ever-increasing levels of performance.  A good coach will push you to achieve feats that you didn’t think possible.  A good coach believes you are capable of far more than you’re achieving, and they are committed to helping you over-achieve.  

Salespeople, Business Executives, Managers all need coaches.  Someone else needs to be there for you, to hold you accountable, to insist on excellence, to keep you “on track.”  If it works for Olympic athletes, it will work for you.   

Most CEO’s have a coach, or they belong to CEO-only organizations such as Vistage or Renaissance Executive forums.  Top-level operational and sales executives often belong to “mastermind” groups or industry associations, but you will find that the peak performers also have a Coach that they rely on for advice, support, and sometimes a well-deserved kick in the rear. 
If you don’t already have one, get a Coach! 

Practice 
The second fundamental success factor is Practice, Practice, Practice. 

I was at a seminar this week and Michael Phelps, the world-class Olympic swimmer who has won more medals (14) than anyone else in the world, was being interviewed.  He was asked why he was so successful, so dominant in his sport.  His answer was startling:  he worked out and swam (4-5 hours a day) for EVERY SINGLE DAY of the year (all 365) for 4 years in a row.  That’s 1,460 days of working out without a break.  He told the audience that if you take a day off, it takes two days to get back to where you were before.  If you take a week off, it takes two weeks to recover.  So he never took time off! 
One of my friends is a professional golfer.  One day, while admiring his swing, I stated that I wished I could have his swing.  He replied, “That’s easy.  Just hit 1,000 golf balls a day for the next year and you’ll get there.”  

What a concept!  I can’t imagine working out every day for 4 years, or attempting to hit 1,000 golf balls a day.  But that’s what it took for these peak-performing athletes to reach their goals!

What’s this have to do sales?  Everything!  To achieve peak performance as a sales superstar, you need to practice.  You need to read books and listen to CD’s of all of the top sales trainers and authors. You should spend at least an hour a day working on your skills.  You should practice and refine your sales pitch again and again until it’s second nature.  You should find a partner and practice handling common objections over and over again until you are NEVER thrown off track in a sales call.  You should pick up the phone and make 1,000 calls in a month, and every time getting better and better.  Every single step in your sales process can be practiced, refined, drilled, and practiced again until you have it down with perfection.  

To become a sale superstar, you need to practice just like an Olympic athlete. 

Here’s to your Success! 

