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SALES
ARENA



”When you take the enthusiasm away of sales,
it is a big question what generally remains”

D. R. Gilbert
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iNTrODUCTiON TO SalE

 If you wanted to divide all the people on earth, you 
could divide them into two big groups: people who do not 
know how to sell and people with good or extremely severe 
sense of sales. You might be surprised by the fact that the 
number of successful people is proportional to the number 
of people with a great sense of sale. On the other hand 
(you might guess already), 
the number of unsuccessful 
people with unachieved 
goals and ambitions is in a 
proportion to the number of 
people who did not develop a 
sense of trade.
 After this claim, perhaps 
some of you will not continue 
reading, because you do not 
agree with the claim. However, I personally believe that 
there is a sufficient number of persistent readers (future 
or already top salesmen). They will demonstrate their 
persistence, which often leads them to where they want to 
reach, where their goals are placed - their future.

”EVERYONE LIVES
BY SELLING 

SOMETHING”

ROBERT LOuIS 
STEVENSON
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 It follows that successful people are successful simply 
because they know how to sell their talents, ideas and 
specific skills, better than the others. So, people behind 
whose name stands a great success (result), are really great 

salesmen. In contrast, eternal 
“losers” always have an excuse 
for their condition. It is often 
expressed by saying that they 
just were not born for sales. Is it 
really so? In the following text 
this question will be answered 
to, as to many others. If you 
agree let’s move from words to 
trading action.

 ”NO MOrE GaMES, lET’S MOVE TO SalES!”

”EVERY DEFEAT DOES 
NOT AuTOMATICALLY 

MEAN FAILuRE.
YOu WILL EXPERIENCE 

REAL DEFEAT ONLY 
WHEN YOu STOP

TRYING”

D. R. GILBERT


