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While working with a group of partners recently, we were struck right 
between the eyes by the word ATTITUDE. The word was never men-
tioned; it was just “there.” You know what we’re saying.

The situation was surrounding what the group could do to generate 
new leads in their old market. There was lots of grumbling and nega-
tivity. But a couple of partners were convinced their plan would work, 

even though it would be hard work.
As they outlined their plan to the group, it was interesting to feel their enthu-

siasm. First, they had developed a good plan. They’d researched their list, based 
on what they felt to be their best vertical options. Their list is small, therefore very 
manageable. They’d already begun the process of developing a series of mail pieces 
based on past successes with specific clients. To listen to them describe the feed-

back they were getting from these clients (during their research) was a great 
pleasure. They smiled, laughed, clapped their hands, and hooted. These folks 

were pumped. Their ATTITUDE was great!
They went on to tell the group how they would be mailing to their list 

and that they would each be making follow-up prospecting calls after the 
series had gone out. They admitted that this was the toughest part for them 

but they knew it was the key to a successful campaign. Even during this part of 
the presentation, the ATTITUDE was positive and strong. Wow!!!
Now remember, this was a conversation amongst a group of longtime partner 

friends. Their group has worked together for years; they know each other well, and 
they openly let their feelings be known.

Here comes the other ATTITUDE – the negative attitude. 
“We did that years ago and it didn’t work then and it won’t work now,” said one 

member of the group. “People will just throw everything in the trash and they won’t 
take your calls.” Whew, if that wasn’t a pin in the ATTITUDE balloon, what could 

be worse? 
That’s when the conversation got interesting. We could feel the individu-

als picking sides – the “positives” and the “negatives.” And what was more 
interesting was that the harder the “negatives” croaked, the more strongly 
committed the “positives” got. Human nature is interesting.

So the good ATTITUDES will win this battle of the leads, no doubt be-
cause they have plan and they are going to work the plan, while the “negatives” 

will do nothing and continue to complain “we don’t have any leads.”
An interesting comment was made at the end of the meeting by one of the “neg-

atives,” though. She said, “Well, I do admire your positive ATTITUDE. You sure 
don’t want to end up like me.” 

Sales Begins with Attitude and Ends with 

Attitude
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