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Sales Ability Is Not Fixed

Success in selling, like any other profession, is the result of  competent training and relentless practice.  
There are no natural born sellers.  Selling is not an innate skill, but one that must be constantly nurtured.  
This has been proven though recent discoveries in the field of  neuroscience, which have revealed that 
the human brain is not hardwired, but is constantly changing.  The reason is because of  the over 100 
billion neurons contained within the brain.1  These neurons are cells that process and store information 
and as a result impact all human behavior.2  Each neuron has thousands of  synapses which allow it to 
connect to other neurons.  

Synaptic connections between neurons actually create new neural pathways throughout the brain.  It is 
these connections that allow the human brain to learn.3 4  Neuroscientist James Zell verifies “that every 
fact we know, every idea we understand, and every action we take has the form of  a network of  neurons 
in our brain.”5  It is also important to realize that these synaptic connections are not fixed, but continu-
ally shift depending upon what the brain is encountering and focused upon.6 7  When neural connections 
in the brain are used repeatedly they become stronger.8    

For instance, Betty Edwards is an art expert who teaches ordinary people how to draw impressive 
self-portraits.  She accomplishes this feat not in years, months or even weeks.  She does this within a 
mere five days.  In her book, The New Drawing on the Right Side of  the Brain, Edwards writes that once a 
person understands the technical components of  drawing he or she will progress rapidly with focused 
practice.9  Edwards further emphasizes that most people do not lack drawing skills, but rather seeing 
skills.  She maintains that once she shows her students how to perceive things such as,  edges, spaces, 
lighting, shadows and relationships between objects, their ability to draw quickly improves.

Likewise, when sales people go through productive sales training they are literally rewiring their brains 
as new networks of  neurons are formed and current networks associated with a behavior are strength-
ened.  Also, because the brain is constantly changing, sales ability is also malleable.  This is why the 
capacity to sell should be thought of  as a muscle that must be continually developed.  

In sales, failure is not an option.  The health of  a business is directly related to the effectiveness of  its 
sales people.  This is why sales training matters.  It prepares sales people for success.  The new reality 
is that in the modern, ultracompetitive marketplace, having well-trained sales people is no longer an 
option; it has become a survival skill.  Therefore, it is a business imperative. 
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