“Genius is confused with a high IQ.  This is a gross misunderstanding.  Genius can be more accurately identified by perseverance, courage, concentration, enormous drive, 
and absolute integrity – talent alone certainly is not enough.  Dedication of an unusual degree is required to achieve mastery…”  
Power vs. Force, David Hawkins

 
Assessment / Self-inventory

Carve out 10 uninterrupted minutes to fill in the assessment below.  Don’t overanalyze each question.  Read it, sit for a second and then go with your initial gut response.  Is this something that you feel you do well, have a certain level of mastery, a statement that is true for you?  The more honest you are with yourself up front, the more useful this book will be you now, and later.  The questions are formulated to correspond with the primary focus and teaching points of the book.  Tally up your score at the end.
“A mirror has the quality of enabling a man to see his image in it, but for this 

he must stand still.”  

Kierkegaard
Assessing your business and yourself

( choose relevant questions and answer on a scale of 1-10, 10 being mastery, 1 being struggle mightily

__
I am open to new ideas, and looking at myself and my business in a different way.

__
I have passion around my job / career and enjoy what I do.

__
I am in a position at work where I know what’s expected of me.

__
I am in a situation where I have a chance to succeed financially.

__
I am motivated by more than money.

__
I have a disciplined, systematic process for how I go about my work.

__
I have an opportunity to do what I love and am good at most every day.

__
I enjoy the people I work with, clients and co-workers.

__
The process of business development is fun for me.

__ 
There are more than enough clients out there for me, the marketplace is abundant.

__
I am never begging for business, putting myself in a “one-down” position with my 
language, thinking or overall process with clients.  I am in control and more often 
than not, have prospects and clients convincing me why it makes sense to do 
business.  

“Now only must you play a role in solving the problem, you must be able to acknowledge and “own” your contribution to the circumstances.  In other words, you will be more powerful in solving the problem when you understand how your actions or inactions helped create the problem.  The group may share responsibility, but each individual must shoulder his or her piece.”   

Connors, Smith, Hickman, The Oz Principle

__
When I’m negotiating with clients and prospects, there aren’t any questions that I 
get afraid or uncomfortable about asking.  

__
Prospects and clients feel safe with me and quickly trust me.

__
I always feel like I’m getting the truth, and the whole story from my clients and 
prospects.
__
I clearly understand and have no doubt about the value I bring to client 



interactions.

__
I clearly understand and have no doubt about the value my organization, product, 


or service brings to our clients, what makes us different from our competition and 


that we are worth a premium price.

__
I understand what kinds of challenges our prospects are facing when they look to 


hire us and can summarize that succinctly, off the top of my head.

__
I understand what kinds of opportunities our prospects are looking to capitalize on 

when they look to hire us and can summarize that succinctly, off the top of my 


head.

__
I am always curious, looking to solve problems, understand what’s working and 


what’s not for my prospects and clients.    I have the highest intent to see if I can 


help them.

__
I’m open to the possibility that I might not be able to help some prospects, and/or 


that they may not be open to or ready for my/our help.

__
I never get too attached to deals and specific outcomes and don’t take “no” 


personally.

__
I have a high regard for my own personal value and don’t tolerate being treated 


unprofessionally, or any attempts to manipulate or bully me.
__
I am confident, yet also humble about my abilities.

__
I am always working on myself, trying to improve.

“If you lead a largely unexamined life, you will eventually hit a wall.  The key is to investigate the wall inside yourself, so you can go beyond it.”  

Lance Armstrong
__
I take care of myself, my body and do not beat myself up when I make mistakes.

__
I am clear and passionate about what I do and why I do it.  

__
In sales situations with clients and prospects, I always understand their 



“compelling reason to change” before presenting a solution.

__
I am earning exactly at the level that I want.

__
I understand who my Ideal Clients are and can specifically describe them to you, 


succinctly, off the top of my head.  

__
I have turned down business before.  I am not afraid to walk away from bad 


business.
__
I am organized and systematic in my process for developing leads, generating 
new opportunities within my existing client base and/or outside of it. 

__
I have no trouble getting to the true decision
makers within client and prospective 
client organizations.   

__
There’s nothing that is uncomfortable or causes me stress or fear in selling and 
negotiating situations.

__
I get productive, unconditional support from peer group, boss, coach, etc. when 
selling, negotiating, facing conflict at high levels. I am not alone when working 
on “big” deals.  

__
I know what my closing % is for all new business opportunities over the past year.

“Assume responsibility for the circumstances of your life without any of the accompanying guilt.  The circumstances of your life, including your health, are yours.”  

Wayne Dyer

__
I am never worried about competition.

__
I really understand and am interested in what’s going on in the “head” of my 
prospects and clients.  I’m in touch with their thoughts, concerns, feelings.

__
I have a selling method, or philosophy that allows me to feel in control of the 
selling / negotiating process.  

__
I do not get commoditized, pressured to negotiate on price.

__
The sales cycle is the right amount length, never dragging on too long.

__
I do not currently have any deals / opportunities in the pipeline that have stalled, 
or where I do not know where things stand or what the next step is.

__
I feel that I’m working on the right sized accounts and giving myself the optimal 
chance of attracting and retaining the right kinds of business, for sustainable 
growth. 

__
I am not resistant to ask for help when I need it.

__
I feel passionate and am energized by my work.

__
My work has no negative affect on my home life. 

__
I feel good about the role model I am for my children and anyone else who may 
be looking up to me.    

“You find peace not by rearranging the circumstances of your life, but by realizing who you are at the deepest level.”  
Eckhart Tolle

__
I understand I have habits and patterns that don’t serve me, and am working to



become more aware of them and make more healthy and productive choices.

__
I am not afraid to take risks.

__
I have no doubt in my ability to reach my goals (long and short term).

__
I feel good about where I am in my life right now.

OK, you did it.  Looking back at the questions and your answers, how do you feel?  Really good about your current state, really bad, somewhere in between?  Now, add up your score.  Write the number here _____.    

*  This analysis below is not even CLOSE to being scientific.  Take anything that’s useful from this assessment.  Please don’t get caught up so much in the overall scoring, as finding 3-5 key areas that you want to focusing on improving related to your current mindset, process, ………

a few scores:  me=443, Andrew=392, maryann=430  , shawn=347  , ray=431, Roseanne Luth =381, Maryann (Luth) = 373, Jacqueline(Luth) =356, Becky (Luth)=372, 
450-500 =  No need to read further.  You are doing most all of the right things and probably could have written this book (your own version) yourself.  You have most likely found your niche and momentum in life and work.  As with anything there is room to improve.  Finding a mastermind group and/or community of like-minded people is often one of the missing elements for the highest achievers.  And some have already done this, which is why they are the highest achievers.

400-450 = Relative Mastery.  Although, like golf, there is always room for improvement and things to tweak.  Even Tiger Woods works on his game.  Key is picking out specific areas for improvement.  Ideally focusing on things you are already good at, but can get better.   Usually internal drive and action-oriented items are covered.  There are almost always thinking / mindset related items that are still limiting or blocking ‘next level’ achievement.  Focusing in on one or two mental shifts is usually all that’s needed.  While assuming you’re always tweaking your process and approach to your day to day work.  

350-400 = Strong.  Top 20%.  There are certain themes / key areas that can use improvement.  Solid foundation to build from.  In a sales leadership role currently or has high sales / organizational leadership potential.  Important to find the optimum forum and situation to express your gifts and talents.  If you have that ideal forum, focusing on particular habits of thinking often needed.    

300-350 =  Time to commit to some shifts.  Either shifts in thinking, in your daily focus and effort, or in your situation.  Either changing your situation or how you see it and what you do with it.  This segment can become ‘no mans land’ if you’re not careful.  Ensuring you’re moving up the scale and feel forward momentum is important.  Helpful to get a coach, mentor or accountability buddy to support and challenge you to get to the next level.  

Below 300 = Help needed.  Probably in the wrong job, career, company, etc.  If you are in the right place, or if you are in need of a transition, would be a good idea to hire a coach, career counselor, or someone else to assist you.  Your situation is not sustainable, at least not if you want to be happy, healthy, enjoy your work and more money.  Something needs to change.     

I am most interested in you revisiting this assessment in 30 days and see what has improved.   And ideally assessing yourself (and your team if you have one) every 90 days.   There is another copy of the assessment in the back of the book that you can copy and answer again as many times as you like yourself, or for your team.  

