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Getting Your Money's Worth

BY HANZO NG

GO ON,
GET BETTER…
Self-improvement is an unending quest that everyone should aspire for.

N order to progress in life, one has to improve every
day in an endless process. Improvement is one of
the 10 codes of the Sales Ninja. It is also, in my
opinion, the most important one. A neverending
improvement mindset will allow anyone, any company,
under any circumstances to thrive in their business
undertaking.
Think of athletes … the great Olympic champions. Can
they stop training and improving after the games? No! They
hit training right after every game. Improvement is part of
life. No one is able to go through life without any
improvement.
Improve on a daily-basis: After meeting a prospect,
analyse your situation. What did I do right? Where did I
go wrong? If you do this on a consistent basis, you will
definitely find lots of areas to improve. How could I have
said it better? How could I have handled that question
more effectively? How could I have been more
persuasive? And if you find something that isn’t helpful
to you, discard it. Stop doing things that will harm your
sale.
Start and end with improvement: Start the day thinking
about the areas you want to work on. You must also end
the day and look back on the things you have done and find
situations to improve.
Reveal yourself through constant improvement: While
you can think about improvement, true improvement comes
from practice, implementation and action. Staff have
performance appraisal, people have helped them identify
areas for improvement, but knowing and doing are two
separate issues.
Improvement takes time: A lot of people don’t want to
improve because they tend to get carried away with the
concept of instant success. Everywhere, we are besieged by
‘instant noodles’, ‘instant searches’, ‘instant bookings’ and
so on and so forth. The sad thing is improvement and
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change come with time. It’s a process.
You cannot just plant a seed and expect a tree to grow
the following day. Change can only take place over time,
patience and immense discipline. You cannot attend a two-
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day sales training programme and expect your skills to
improve overnight. Hence, it is easier to give up than to
improve because everyone aspires for the easier or
comfortable way.

Finding solutions
Whenever something unexpected happens, look at the
situation and ask what you can learn from it. What can you
do the next time so it does not happen again? Rather than
dwelling on the problems, turn the situation into a learning
opportunity. Lots of things can improve when things go
wrong. Opportunities abound for us to improve our way of
doing things.
Be serious about improvement: Why do military
sergeants shout and seen to be abusive in training camps?
How is it like on the real battlefield? The seriousness and
commitment in training will save your life or that of your
team-mates.
Same with training programmes. Whenever you attend
a training programme, you must be serious in the session.
You must give 100% commitment so when you are back

‘on the real battlefield, you are better prepared to fight your
own battle’.

Overconfidence kills
Success breeds complacency. A lot of people become ‘Mr &
Mrs Know-it-All’ because of their past successes. I’ve done
it this way and it worked, so why bother to innovate? The
moment we are over-confident, some humble people or
company will come up with an innovative idea or strategy
to overtake us.
Always live by the code of improvement. I’m not saying
we shouldn’t be confident in our skills or abilities. It takes
a lot of courage (Code #1) for a Sales Ninja to admit that he
wants to improve. Simply, when one admits that he wants
to improve, he is also admitting that he doesn’t know
something.
Many people would rather choose the path of pride and
ego by not changing, rather than the path of courage and
improvement. This is a shame and I know of many people
who cannot step out of that prison. A black belt in martial
arts does not mean you are a great fighter. Winning top sales
awards does not mean you do not need to improve.
Skills must be constantly honed like a sword that needs
to be constantly sharpened.
Reward yourself if you think you have achieved some
progress. Buy yourself a good treat, go for a good movie,
praise yourself, tell your love ones about it, write about it.
As for the leaders, reward your people with sincere, honest
and timely encouragements. Your subordinates need them.

Knowledge
Improve through knowledge. How many books do you read
every month? Every year? Some organisations encourage
their staff to read four books in a year or one every quarterly.
Books give you ideas, freshen up your mind and above all,
inspire you to make breakthroughs in both your life and
career.
I love reading. In 2007, I found out that I have read over
400 books on various subjects. Not only on the subjects of
sales or business, but also on psychology, strategy,
creativity, relationships and many more. You will be amazed
how much your brain will enjoy them. Besides books, invest
in audio programmes or enroll in seminars and trainings.
And never be selfish in passing down your knowledge.
When you teach, you learn twice as much. Teaching another
person honours that person. The more you give, the more
you will get! mb

Hanzo Ng has been called the ‘most influential sales trainer’ by his participants
and is highly demanded for his unconventional Sales Ninja training programmes.
He is also the author of ‘Secrets of the Sales Ninja’, available in major bookstores
in Malaysia and Singapore. For more information on Sales Ninja training, visit
www.SalesNinja.com today!
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