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Whenever speaking at sales conferences I bring up what I call The Golden 

Rule of Sales, which is, “All things being equal (or at least close enough to 

such), people will do business with, and refer business to, with those people 

they know, like and trust.” 

 

Of course, there are indeed times when things are not equal or even close 

enough to it; thus other factors will come into play. If, for whatever reason, 

you simply cannot meet their needs, it doesn’t matter how much they know, 

like, and trust you, you aren’t going to get the business. 

On the other hand, it’s also important to make sure that it isn’t a matter of 

their not liking or trusting you. For example, if it appears that your prospect 

is absolutely certain that your product or service far outweighs any costs 

involved (costs can include – but are not limited to – financial cost, time 

investment cost, lost opportunity cost, aggravation cost, etc.) and they still 

don’t buy, it’s typically a function of a lack of trust. 

There are sales professionals who are working with products or services 

which indeed are terrific, and price and other costs such as the above are not 

an issue. Yet, they are finding far too many people telling them no. 

If this begins to happen too often (and most of us have been there at one 

time or another) then you have a choice to make; look externally or 

internally. My suggestion would be to, rather than fault the product or 

service, the company, the company’s lack of advertising, or other external 

factors, or even the economy, begin to look inward and ask yourself what 

you might be doing to – at best – not be inspiring their like and/or trust in 

you and – at worst – perhaps turning them off altogether. 

And What Could The Cause Be? 

Reasons could run the gamut from interrupting, coming across as defensive 

when facing objections, being overly enthusiastic (yes, one can indeed be 

too enthusiastic), having bad breath, focusing on features rather than on how 

the benefits align with their wants or needs, being late for appointments, or 

perhaps appearing too desperate for the sale…and many others. 



And, it might not be any of these. However, if you think it could be, try and 

enlist the help of a mentor who can critique your presentations or in some 

other way provide counsel and guidance. 

Have you found any of the above to be the case with you during a “sales 

slump?” If so, how did you make the proper adjustments? 

Remember, we all go through slumps from time-to-time. And, there 

certainly are external factors that can have something to do with it. But, 

much more often than not, to the degree we look inward, that’s where we 

will find the issue; the root cause.  

And, actually, that’s a good thing…since we ourselves are the only thing 

truly within our control. 
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