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Frank Bettger consistently failed in his education, sports, and career. However, 
he learned from certain incidents and transformed himself. In this book, he 
shares all his lessons and experiences.  

 

Frank Bettger didn’t start as a salesman—he was actually a baseball player. And 
not a great one. He was barely hanging on in the minor leagues, feeling like a 
failure. One day, his manager drops this brutal truth bomb on him: ‘You’re not 
putting your heart into it. You look like you don’t even want to be here.’ 

That hit him hard. He realized he’d been coasting, holding back, afraid to give it 
his all. So he decided to change. He started playing with energy and enthusiasm, 
even though he wasn’t sure it would make a difference. And guess what? People 
noticed. His performance improved, and even his teammates started cheering 
him on. 

That’s when Frank learned one of his first big lessons: ‘You can’t hit ‘em if you 
don’t swing at ‘em.’ Basically, you have to take action, put yourself out there, and 
give it everything you’ve got—even if you fail sometimes. This lesson stuck with 
him when he switched careers to selling insurance." 

The Turning Point: The President’s Speech (Chapter 2) 

"Here’s a moment that totally changed Frank’s life. After getting fired from his 
first sales job, he’s feeling defeated and decides to visit his old office one last 
time. While he’s there, he overhears the president of the company giving a pep 
talk to the sales team. And the president says this: 
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‘Show me any man of ordinary ability who will go out and earnestly tell his story 
to four or five people every day, and I’ll show you a man who can’t help but make 
good!’ 

Frank was floored. The president wasn’t talking about being a genius or having 
some crazy talent. He was talking about consistency. Just tell your story every 
day to a handful of people, and good things will happen. 

That simple idea gave Frank a new sense of purpose. He didn’t need to be 
extraordinary—he just needed to keep showing up, sharing his message, and 
trusting the process. And it worked. He started building momentum, one 
conversation at a time." 

"Act Enthusiastic, and You’ll Be Enthusiastic" (Chapter 3) 

"Okay, this one’s gold. When Frank finally started making sales calls again, he 
noticed something: people didn’t want to talk to someone who was dragging 
their feet. His energy—or lack of it—was contagious. 

So he decided to fake it. He’d walk into every meeting with a big smile, shaking 
hands like he was genuinely thrilled to be there. He called this trick: ‘Act 
enthusiastic, and you’ll be enthusiastic.’ At first, it felt weird and forced, but over 
time, it became real. His enthusiasm started rubbing off on clients, and suddenly, 
his sales numbers were climbing. 

It’s funny, isn’t it? Sometimes, you have to act the way you want to feel before it 
becomes natural." 

The Client Who Set Him Straight: "You Didn’t Talk About What 
I Wanted" (Chapter 5) 

"Frank shares this humbling story about a sales meeting where he thought he 
absolutely nailed his pitch. He talked about every feature of the product, how 
great it was, and why it was the best option on the market. But at the end, the 
client crossed his arms and said, ‘You didn’t talk about what I wanted. You talked 
about what you wanted.’ 

That was a mic-drop moment. Frank realized he’d been so focused on selling his 
product that he forgot to listen. From then on, he started asking questions 
instead of doing all the talking. He’d ask, ‘What’s your biggest concern?’ or ‘What 
would success look like for you?’ And then he’d tailor his pitch to address those 
specific needs. 

It’s such a simple idea, but it’s so powerful: listen more than you talk. That’s how 
you connect with people and figure out how to actually help them." 
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"You Can’t Sell Life Insurance—You Sell What Life Insurance 
Does" (Chapter 6) 

"Another huge lightbulb moment for Frank came when a mentor told him: ‘You 
can’t sell life insurance—you sell what life insurance does.’ At first, Frank didn’t get 
it. But then it clicked. 

People don’t buy a policy because they’re excited about paperwork and 
premiums. They buy it because it gives them peace of mind, because it protects 
their family, because it solves a problem they care deeply about. 

So Frank stopped talking about policies and started telling stories. He’d paint a 
picture of how life insurance could save a family from financial ruin. He’d make it 
emotional and real. And suddenly, people started saying ‘yes.’ That shift—from 
selling features to selling benefits—was a game-changer." 

The $25,000 Smile (Chapter 7) 

"One of my favorite stories is when Frank learned the power of a smile. He’d 
been going into meetings looking all serious and professional, thinking it made 
him look credible. But this older gentleman pulls him aside and says, ‘Kid, you’re 
scaring people. Lighten up. Smile more.’ 

Frank thought it was silly, but he tried it. He started walking into meetings with a 
warm, friendly smile. And it completely changed the vibe. Clients opened up, 
conversations felt easier, and people started trusting him. 

It’s crazy, isn’t it? Something as simple as a smile can make or break a first 
impression. Frank called this his $25,000 smile because of how much more 
business it brought in." 

Every Strike Brings You Closer to a Home Run (Chapter 12) 

"Frank learned another big lesson from baseball: ‘Every strike brings you closer to 
a home run.’ He started tracking his sales calls and realized that even if he got 
rejected 80% of the time, the 20% of people who said ‘yes’ made it all worth it. 

That mindset kept him going. Rejection wasn’t personal—it was just part of the 
process. The more swings he took, the more hits he got. It’s such a great 
reminder that success is about persistence, not perfection." 

"Turn One Sale Into Many" (Chapter 20) 

"Finally, Frank figured out this brilliant move: after every sale, he’d ask for 
referrals. He’d say, ‘Do you know anyone else who might need this?’ And because 
he’d built so much trust with his clients, they were happy to recommend him to 
their friends and family. 
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It’s like planting seeds. One sale leads to another, and pretty soon, he had a 
whole network of loyal clients." 

The Big Picture 

"Frank’s story is full of these moments where he’s like, ‘Wow, I’ve been doing this 
all wrong!’ But instead of giving up, he’d take those lessons and get better. 

The big takeaway? Success isn’t about being extraordinary. It’s about showing 
up, learning from your mistakes, and consistently doing the little things—smiling, 
listening, asking questions—that make a big difference. It’s such a relatable book, 
and honestly, I think anyone could take something from it." 

 

Chapter-wise key learnings 

 

Chapter 1: The $25,000 Lesson 

• Learning: Enthusiasm is the cornerstone of success. 
• Actionable Insight: Act enthusiastic, even if you don’t feel it. Over time, 

this will become a natural part of your personality and positively influence 
how others respond to you. 

Chapter 2: How One Idea Multiplied My Income and Happiness 

• Learning: Consistency matters more than extraordinary ability. 
• Actionable Insight: Tell your story to at least 4-5 people every day. Focus 

on effort and regularity rather than perfection. 

Chapter 3: Why I Quit Selling and What I Learned When I Did 

• Learning: Passion and enthusiasm are contagious. 
• Actionable Insight: If you’re struggling, pause and ask: “Am I putting my 

heart into this?” Revive your efforts with renewed energy and focus. 

Chapter 4: Formula for Success in Selling 

• Learning: Sales success comes from a systematic approach. 



Bettger  How I Raised myself from failure to success in selling 

Page 5 of 14 

• Actionable Insight: Follow these steps: (1) Know your product thoroughly, 
(2) Understand your client’s needs, (3) Present clear solutions, and (4) Ask 
for the sale. 

Chapter 5: The Biggest Lesson I Ever Learned About 
Developing Confidence 

• Learning: Confidence is built through preparation. 
• Actionable Insight: Prepare for every interaction by learning about your 

product, your client, and common objections. This reduces fear and 
increases your ability to adapt. 

Chapter 6: How to Conquer Fear 

• Learning: Action is the antidote to fear. 
• Actionable Insight: When you feel afraid, take the first step—make that 

call, start that conversation. Fear diminishes when you face it head-on. 

Chapter 7: The Power of a Smile 

• Learning: A smile creates warmth and builds trust. 
• Actionable Insight: Practice smiling genuinely in every interaction. A 

warm demeanor opens doors and makes people more receptive to your 
message. 

Chapter 8: If You’re Not Sold Yourself, You’ll Never Sell Others 

• Learning: Believe deeply in what you’re selling. 
• Actionable Insight: Spend time understanding and appreciating the value 

of your product or service. Your belief will naturally inspire confidence in 
others. 

Chapter 9: The Quickest Way to Win Confidence 

• Learning: Trust is built on sincerity and integrity. 
• Actionable Insight: Always be honest, dependable, and genuinely 

interested in your client’s welfare. People trust those who put their 
interests first. 

Chapter 10: Seven Golden Rules for Closing a Sale 

• Learning: Closing requires clarity, confidence, and timing. 
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• Actionable Insight: When closing, (1) Be confident, (2) Focus on the 
benefits, (3) Handle objections calmly, and (4) Ask for the sale directly but 
respectfully. 

Chapter 11: The Key to Overcoming Objections 

• Learning: Objections are opportunities to build trust. 
• Actionable Insight: Listen carefully to objections, validate the client’s 

concerns, and provide solutions tailored to their needs. 

Chapter 12: Don’t Be Afraid to Fail 

• Learning: Failure is an essential part of growth. 
• Actionable Insight: Reframe failure as a learning opportunity. Track your 

results, analyze what didn’t work, and adjust your approach. 

Chapter 13: How I Learned the Importance of Asking 
Questions 

• Learning: Questions uncover needs and build rapport. 
• Actionable Insight: Ask open-ended questions like, “What’s your biggest 

challenge?” or “What are you looking to achieve?” Then listen actively. 

Chapter 14: The Secret of Making Appointments 

• Learning: Create urgency and demonstrate value. 
• Actionable Insight: When asking for an appointment, emphasize why it’s 

important and what the client will gain by meeting with you. 

Chapter 15: What Every Salesman Should Know About Getting 
Attention 

• Learning: First impressions matter. 
• Actionable Insight: Start with a compelling opening—whether it’s a story, 

a surprising fact, or a direct benefit—to grab attention right away. 

Chapter 16: How to Use Drama to Sell 

• Learning: Stories and drama make your pitch memorable. 
• Actionable Insight: Use vivid examples, analogies, or stories to illustrate 

your points and make your message more engaging and relatable. 
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Chapter 17: How I Learned to Find the Key Issue 

• Learning: Focus on the client’s main concern. 
• Actionable Insight: Ask questions and dig deeper to identify the one issue 

that matters most to your client. Address it directly. 

Chapter 18: The Forgotten Art of Remembering Names 

• Learning: Remembering names builds trust and rapport. 
• Actionable Insight: Use tricks like repeating the person’s name during the 

conversation, associating it with something familiar, or writing it down 
immediately. 

Chapter 19: Service Beyond the Sale 

• Learning: Excellent service leads to loyalty and referrals. 
• Actionable Insight: Follow up after the sale to ensure satisfaction. Stay in 

touch and show clients you care about their success. 

Chapter 20: How to Turn One Sale Into Many 

• Learning: Referrals are your best source of leads. 
• Actionable Insight: After completing a sale, ask for referrals by saying 

something like, “Do you know anyone else who might benefit from this?” 

Chapter 21: How I Learned to Make People Want to Do 
Business with Me 

• Learning: Genuine interest makes you likable and approachable. 
• Actionable Insight: Be curious about your clients’ lives, hobbies, and 

interests. Building personal connections creates loyalty. 

Chapter 22: The Power of Persistence 

• Learning: Persistence is the key to success. 
• Actionable Insight: Keep going even after rejection. Track your progress 

and stay focused on your long-term goals. 

Chapter 23: Ten Things I Learned About Selling 

• Learning: Success in selling boils down to principles like enthusiasm, 
preparation, listening, and persistence. 
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• Actionable Insight: Review the lessons regularly, practice them daily, and 
keep refining your skills based on feedback and results. 
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Bettger’s 13 principles 

 

Based on Benjamin’s principles, Bettger created,13 principles for achieving 
success in selling and life. These principles summarize his approach to 
overcoming failure and building a thriving career.  

1. Enthusiasm 

• Key Idea: Enthusiasm is contagious and creates positive energy in every 
interaction. 

• Action: Approach every task, meeting, and client interaction with genuine 
excitement and energy. If you don’t feel it, act enthusiastic until it 
becomes real. 

2. Order 

• Key Idea: Organization and planning are crucial for productivity and 
effectiveness. 

• Action: Maintain a detailed diary or planner to track sales calls, client 
interactions, and follow-ups. Stick to a structured timetable to maximize 
your efficiency. 

3. Think in Terms of Others' Interests 

• Key Idea: Focus on the needs and desires of your clients, not just your 
own goals. 

• Action: Before every sales pitch, ask yourself, What does this client truly 
need? Tailor your message to show how you can help solve their specific 
problems. 

4. Questions Are the Answer 

• Key Idea: Asking thoughtful, open-ended questions is the best way to 
uncover a client’s needs and build trust. 

• Action: Develop a habit of asking questions like, What’s your biggest 
challenge right now? or What’s most important to you in this situation? 

5. The Power of Listening 

• Key Idea: Listening more than you talk is the key to building strong 
relationships. 
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• Action: Practice active listening—pay attention, ask clarifying questions, 
and repeat back what the client has said to show you understand. 

6. Smile 

• Key Idea: A genuine smile can instantly build rapport and make others feel 
comfortable. 

• Action: Start every meeting or interaction with a warm, sincere smile. It 
creates a positive first impression and sets the tone for the conversation. 

7. The Name Is the Sweetest Sound 

• Key Idea: Remembering and using a person’s name makes them feel 
valued and respected. 

• Action: Repeat the client’s name during the conversation, associate it with 
something familiar, and write it down afterward to help you remember. 

8. Service Beyond the Sale 

• Key Idea: Providing exceptional service after the sale builds loyalty and 
leads to referrals. 

• Action: Follow up with clients to ensure satisfaction. Go the extra mile to 
show you care about their long-term success. 

9. Make Appointments 

• Key Idea: Setting appointments is essential for staying organized and 
managing your time effectively. 

• Action: Always schedule meetings and follow-ups instead of relying on 
chance encounters. Treat appointments with discipline—show up 
prepared and on time. 

10. Closing the Sale 

• Key Idea: Closing requires confidence, clarity, and a focus on benefits. 
• Action: Be direct when asking for the sale, but ensure you’ve addressed all 

objections and demonstrated the value of your offer. 

11. Don’t Be Afraid to Fail 

• Key Idea: Failure is a necessary part of learning and growing. 
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• Action: Track your failures and analyze what went wrong. Use rejection as 
an opportunity to refine your approach and improve. 

12. Inspire Confidence 

• Key Idea: People buy from those they trust and believe in. 
• Action: Be honest, dependable, and well-prepared. Show clients that you 

genuinely have their best interests at heart. 

13. Action Is the Key 

• Key Idea: Success depends on taking consistent, deliberate action. 
• Action: Stop procrastinating. Set daily goals and work on them 

consistently, regardless of setbacks or obstacles. 

How These Principles Work Together 

Frank Bettger believed that these principles, when practiced together, create a 
powerful framework for personal and professional success. They emphasize: 

• Building relationships based on trust and genuine interest. 
• Staying disciplined and organized in your work. 
• Focusing on continual improvement through effort and reflection. 
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Benjamin Franklin's Thirteen Virtues 
Benjamin Franklin's thirteen subjects, often referred to as his "Thirteen 
Virtues," were part of his personal system for self-improvement. Franklin 
believed that focusing on these virtues would help him achieve moral perfection, 
improve his character, and live a fulfilling and productive life. 

Franklin developed these virtues in his early 20s and created a systematic 
approach to practicing them, using a chart to track his progress daily. Here's a 
breakdown of each virtue, along with an explanation of what Franklin meant: 

1. Temperance 

"Eat not to dullness; drink not to elevation." 

• Explanation: Practice moderation in food and drink. Overindulgence leads 
to laziness and clouds judgment. Franklin believed that self-control in this 
area would help maintain mental clarity and physical health. 

2. Silence 

"Speak not but what may benefit others or yourself; avoid trifling 
conversation." 

• Explanation: Be mindful of your speech. Avoid gossip, idle chatter, and 
pointless arguments. Speak with purpose and intention, ensuring your 
words contribute positively. 

3. Order 

"Let all your things have their places; let each part of your business have its 
time." 

• Explanation: Keep your life organized. Franklin believed that a cluttered 
environment or an unstructured schedule leads to inefficiency and 
wasted time. 

4. Resolution 

"Resolve to perform what you ought; perform without fail what you resolve." 

• Explanation: Set meaningful goals and stick to them. Follow through on 
your commitments with determination and persistence. 
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5. Frugality 

"Make no expense but to do good to others or yourself; i.e., waste nothing." 

• Explanation: Be financially responsible and avoid unnecessary spending. 
Franklin saw frugality as a way to save resources for important and 
meaningful endeavors. 

6. Industry 

"Lose no time; be always employed in something useful; cut off all unnecessary 
actions." 

• Explanation: Stay productive and focused on meaningful tasks. Avoid 
procrastination and distractions that don't add value to your life. 

7. Sincerity 

"Use no hurtful deceit; think innocently and justly, and, if you speak, speak 
accordingly." 

• Explanation: Be honest and genuine in your thoughts and words. Avoid 
lying or misleading others, and act with fairness and integrity. 

8. Justice 

"Wrong none by doing injuries or omitting the benefits that are your duty." 

• Explanation: Treat others fairly and fulfill your obligations to them. Avoid 
actions or inactions that harm others or neglect your responsibilities. 

9. Moderation 

"Avoid extremes; forbear resenting injuries so much as you think they 
deserve." 

• Explanation: Practice balance in all aspects of life. Don't overreact to 
slights or let your emotions carry you to extremes. 

10. Cleanliness 

"Tolerate no uncleanliness in body, clothes, or habitation." 
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• Explanation: Maintain hygiene and cleanliness in your personal habits and 
surroundings. Franklin saw this as a sign of self-respect and respect for 
others. 

11. Tranquility 

"Be not disturbed at trifles, or at accidents common or unavoidable." 

• Explanation: Stay calm and composed, even in the face of minor 
irritations or setbacks. Focus on what matters and let go of unnecessary 
stress. 

12. Chastity 

"Rarely use venery but for health or offspring, never to dullness, weakness, or 
the injury of your own or another's peace or reputation." 

• Explanation: Practice self-control in matters of intimacy. Franklin 
advocated for moderation and respecting the physical and emotional 
well-being of oneself and others. 

13. Humility 

"Imitate Jesus and Socrates." 

• Explanation: Be humble, avoid arrogance, and strive for wisdom. Franklin 
admired the humility and intellectual curiosity of both figures and sought 
to emulate their qualities. 

Franklin's System for Practicing the Virtues 

To master these virtues, Franklin created a tracking system: 

1. He focused on one virtue per week, rotating through all thirteen in a 13-
week cycle. This meant he practiced each virtue four times a year. 

2. He kept a notebook with a grid: the virtues were listed on the left, and the 
days of the week were along the top. He marked a dot every time he failed 
to uphold a virtue on a particular day. 

3. His goal was to eventually have a "clean slate" with no marks. 

Franklin admitted that he never achieved perfection but felt he became a better 
person by striving for it. His system remains an inspiring example of self-
discipline and personal growth. 

 


