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Over Confident Prospect 
 
 
Announcer: Club Vito is on. Your only connection to the very important top officer 
and unlimited sales success. Your host Anthony Parinello is a bestselling author. 
He's trained over two million sales professionals and sixty-five of the Fortune 100. 
This program will take you to sales heaven and keep you out of sales hell. So turn it 
up. Now here's your host, Tony Parinello. 
  
Tony Parinello: Yes indeed it is Tony Parinello, your next best friend and the torn 
that is sticking in the keester of your competitors, all of your competitors and I tell 
you what all you need to do is pay attention to what you hear on these broadcasts 
and take action on what you hear on the broadcast and you will jump into the fast 
lane of selling large and living large and that's what we do here for you every single 
week but this week is a very special week because Head Business Building Coach 
Steve Dailey joins me to help you knock down barriers that other people put in front 
of you and even barriers that we tend to put in front of ourselves, so Steve, welcome 
to the show.  
 
Steve Dailey: Yo brother-- 
 
Tony Parinello: Hey! 
 
Steve Dailey: Good to be here.  
 
Tony Parinello: Yes good to have you, so let me just throw this one into your lap as 
I do here most often when we have you on the show, I just throw something at you 
and you knock it out of the park.  
 
Steve Dailey: Well thank you. 
 
Tony Parinello: Can we talk about the risk and the reward and the mindset of 
being overconfident.  
 
Steve Dailey: Aww Overconfident. 
 
Tony Parinello: Yes. 
 
Steve Dailey: So tell me, let me just clarify your question, so I know in most of the 
time when you through this stuff out, you've observer, run across it, had a personal 
experience, heard somebody talk about it, had a question from a member something 
like that, is there anything specific where you seen, observed or you're just 
wondering about where overconfidence shows up? 
 
Tony Parinello: Oh yes.  
 
Steve Dailey: Okay.  
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Tony Parinello: Yes indeed. So I'm talking to a very important top officer just 
recently in a very solid prospect of mine and the second conversation with him and 
he says to me, "You know what we got this base totally covered, you know, I hear 
what you have, I appreciate what you have, I know of you, I have read your book, but 
you know what we're okay. And I interrupt it, this is overconfidence and even as I 
questioned it, it was just like you know every angle I hit it from, no we're good, we got 
it covered. Thanks but no thanks. It was very overconfident attitude that this person 
had and I really didn't do a very good job of shifting it because he was so determined 
that he was all set and so I thought I'd throw it in your lap to see if you can enlighten 
me and help me figure out what to do the next time this happens. 
 
Steve Dailey: Okay, dynamite, so when you first posed it I was thinking through the 
mind of the seller, of the professional salesperson or business owner. And so let's 
come back and hit that but now you really framing this as when you're facing 
overconfidence from somebody else. In other words, somebody you're trying to help 
and they're basically deflecting the help because they think they got everything 
covered, right? 
 
Tony Parinello: Amen. That's it, brother. 
 
Steve Dailey: Okay. All right so here's the thing overconfidence is actually a defence 
mechanism, no matter whether it's somebody ends up dishing it out or whether you 
the one that's sourcing it. There's a little different when it's from the inside out which 
we'll talk about here in a second but the-- when you receive that recognize it as a 
defence mechanism, as in somebody that's actually afraid of something. In this case, 
I wouldn't be surprised if this individual was actually a little bit concerned or afraid of 
you actually exposing him or exposing a weakness or exposing an area that, you 
know, he needs to be paying more attention to but it isn't going very well for him. Or 
is sometimes his defence of a turf or territory or maybe he sponsored, you know, 
something that, you know, a campaign to address what it is that you're offering and 
you know he basically doesn't want that, you know, his persona or his brand to be 
threatened.  

So on the foundation, we have to recognize overconfidence as a defence 
tactic. Now you're going to ask me next, well you know, so what you do about that 
right?  
 
 
Tony Parinello: How did you guess? Fix me, fix me, please fix me. Exactly. 
 
Steve Dailey: All right, so what we-- first of what we reflexively will do with 
overconfidence is push comes more confidence, you know try to top the, one up the 
confidence-- 
 
Tony Parinello: Yes that's right, that's exactly right. 
 
Steve Dailey: Isn't that right? 
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Tony Parinello: That's exactly in this situation, yes.  
 
Steve Dailey: Yes and it's a dirty habit, I tell you, you'll never going to win back. 
Especially if, you know, you're the one, if you and somebody else's office, you know 
or you're trying to get across somebody else desk. So the counterintuitively, a 
remedy for meeting overconfidence is humiliate. Is basically to pause and graduation 
for what sounds like in this case, would you choose your example. Sound like you've 
basically have handled the problems that people in your position typically struggle 
with. And you know, just out of curiosity because I'm in the business of solving these 
kinds of problems, I'll be really interested to know more about how you did that, what 
is it that you've done to basically make this a non-issue for you. So know that 
humility and asking for his, in his case I'm assuming… insight basically put you a 
little bit just a notch below. But makes you bigger in statue because of your humility.  

Now when he starts giving you information, now you are in a position to ask 
him some great penetrating questions that might create a new opening. So what was 
the most difficult challenge to face as you're implementing these great ideas? Or did 
you get full adoption among your team when you introduce this idea? Is there any 
outliers, basically people that are resisting the, you know, adopting the solution that 
you've implemented, you know, those kinds of questions open the gates, a new gate 
for conversation. Well, I might be able to help you with that you see. So it starts with 
humility. Don't go back at him with more confidence. 
 
Tony Parinello: Geez I wish I would have had you on the sales call because you 
know this is a very, very interesting tactic because you're exactly right. To up my 
overconfidence or my confidence just challenge that person's ego-- 
 
Steve Dailey: Yes. 
 
Tony Parinello: --I'm going to back down a little bit and use humility and I love this, 
gradually, ask for insights how they did it and then start, as you listen to that start 
planting really smart questions like you mentioned a couple of them there, what were 
your biggest challenges when you started doing? Did you get 100 percent adoption 
which opens the door for coming up with even a better idea-- 
 
Steve Dailey: Yes. 
 
Tony Parinello: --or what to improve his or her idea, that's absolutely simple if you 
stop and think about it, but it's so brilliant, it's a 180, a 180 degrees different than 
what our natural was, yes. 
 
Steve Dailey: Yes. 
 
Tony Parinello: Wow. 
 
Steve Dailey: Hey look it's-- a lot of the challenges that we face, Tony just as a 
general rule can be solved by looking at it from the other side or by looking at you 
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like your 180 degrees from where we tend to think. So, but let's hit, what if you're, 
whether you hearing about overconfidence or maybe somebody told you 
that you're overconfidence or you're wondering if maybe you're just a little too, you 
know, come off a little bit too big for your britches. What did you ask at the top, what 
are the risk and rewards for overconfidence? Well real quick, there are rewards for 
confidence. The question is what defines overconfidence? So you and I helping 
people grow to their greatest level of competency, optimizing competency we might 
say. You know we're in the business of lifting people, you know, confidence to, you 
know you talk a lot about, you know seeing yourself as equal stature with Vito which 
is I think perfect. Everyone should look at themselves as a business owner, 
you’re the owner of You Inc. And so you might as well project that and so confidently 
doing that is essential but the risk is the tilt to overconfidence.  

So here's the gut check that I got my guy, my clients through in terms of, you 
know, there's a day that we'll just showing-- abbreviate and make a short check list. 
Number 1, is do you relying on or dependent on jargon or techno-speak or some 
kind of high minded talk, you know, I challenge a client the other day, you know, you 
know he has 2 young sons, the oldest ones are around 8 or 10 years old and I said if 
you can talk to your 10 your old, so that he understands what you're talking about in 
business or gets an idea then you're on the right track. If you start to see him on the 
runoff and go play-- 
 
Tony Parinello: Nice, very. 
 
Steve Dailey: --you know you're going the wrong. 
 
Tony Parinello: Okay. 
 
Steve Dailey: So there's a little getcha. Another little tick on whether you might be 
tempted into overconfidence is when people stop asking you questions. So you're 
presenting or you're talking or you're, you know, I don't know having your 
engagement dialogue with someone, in a song scenario. When they stop asking 
questions and you've basically unconsciously, unintentionally started communicating, 
what you don't know but I do, all right. And then here's the third one and I got this 
straight out of a book by Donald Miller called Story Brand and he said basically, 
"People hire guides, they don't hire heroes." And most of us in our-- in fact I'm going 
to say pretty much everyone that works for a company has been taught to speak like 
the company is a hero, almost every time. And you have got to be on guard for that, 
now if you own your own business and you're listening to this, do a little gut check on 
if you're doing this too but companies want to be their own hero, buyers want to be 
their own hero, they don't need you to come in with your cape and take their 
cache, take their glory. You want to present yourself as a guide and so listen to what 
you're saying and are you communicating like you're trying to save the day or are 
you communicating like you're going to guide them to save the day. That'll be a 
short. 
 
Tony Parinello: That's a huge, that's a huge difference then what we have told that 
selling is all about, isn't it? 
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Steve Dailey: Yes, yes it is. Absolutely, say it all the time. 
 
Tony Parinello: So whether than-- hey watch, how I'm going to save you and 
watch how smart I'm it's maybe I help you guide you to your greatness, to your 
solution, to your-- 
 
Steve Dailey: That's right. 
 
Tony Parinello: --place where you want to be. 
 
Steve Dailey: Yes. So those-- if you can't say well you have the little checklist there-
- 
 
Tony Parinello: Yes. 
 
Steve Dailey: --and those are little tipping points for overconfidence. 
 
Tony Parinello: Yes, I really love. So the first one, are we rely upon jargon to make 
ourselves sound smart and make the other person look stupid or on inform, then I 
love your example about relating it to a 10-year-old, that makes sense. Number 2, I 
love this one, to stop and-- when someone stops asking you questions, boy that's the 
time when you have to stop talking.  
 
Steve Dailey: I think that's right.  
 
Tony Parinello: It just kind of regroup there, almost apologize for going past the 
point of this person to interact. And then I love this, what's the name of that the 
person that wrote that book again? 
 
Steve Dailey: Donald Miller wrote a book called "Story Brand," and he basically 
takes-- he looks at how people tell engaging stories and spend most commonly 
movies and uses an analogy and how every movie basically has exactly the same 
structure and I won't go into all of the details. It's a good book to pick up but he 
essentially points out, you see it's a book of teaching people who to message clearly 
what they do for others in a way that they want to buy and a-- go ahead. 
 
Tony Parinello: And stories are always compelling when they are relevant and 
purposeful you know I mean-- 
 
Steve Dailey: Yes. 
 
Tony Parinello: --and really we love stories, storytellers, a good storyteller captures 
you know the attention very quickly and engages the person very quickly that they're 
telling the story too. So that's-- 
 
Steve Dailey: Yes. 
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Tony Parinello: --I love the difference between even like a mentor and a guide. 
 
Steve Dailey: Yes. 
 
Tony Parinello: Never a guide just speaks to someone who's going to be walking 
alongside of you or-- 
 
Steve Dailey: Yes. 
 
Tony Parinello: --maybe even slightly behind you. As you take the steps that they're 
guiding you to take, that's pretty profound. 
 
Steve Dailey: Yes I think it's a great analogy, you know being an outdoors man and 
having you know taken a lot of people out into the backwoods, being a coach, a 
lifelong coach. It just makes so much sense because when you--when you're a guide 
you're empowering self-sufficiency and that's why in my view this analogy works so 
well because when you're coming in like the hero, you're basically neutering an 
individual or company's ability to be self-sufficient. For years I said to Appliance, look 
I'm not in the business of creating client-coach dependency when we're done 
working, whatever period of time we've agreed upon, if you're not better equipped 
without meeting or then you were when we started with me, then I've not done my 
job. 
 
Tony Parinello: Yes. 
 
Steve Dailey: And so that I think, you know, you and I've talked a lot about 
the parallels between coaching and selling and I think that's the essence. If you can 
position yourself as someone that is equipping and empowering, you know 
developing self-sufficiency at a higher level people will fall in love with you. 
 
Tony Parinello: So my goal as a guide is to work myself out of a job? 
 
Steve Dailey: Yes, yes, if you're doing it well for sure. And by the way, you know, if 
you say, oh my God, oh boy where's my quota going to come from, or where's my 
next, well now you're thinking and this will be another topic for another day but now 
you've got scarcity mindset kicking in. There's always enough and there are lots 
more people that you can get to that same level and you'll be amazed at what 
new projects and involvement your clients that are satisfied with your approach will 
event to include you in. I mean I made a living out of that. You know-- how do you 
know if you're an entrepreneur, well is when somebody says, "Can, hey, can you 
help me with this thing," and you say yes and then you walk out the door and go oh 
the hell am I going to do that.  
 
Tony Parinello: You know Steve that is classic because honest, honestly when you 
stop and think about it, you talk to this reinvention all the time-- 
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Steve Dailey: Yes. 
 
Tony Parinello: --which is another wonderful topic and you're right, as solo-preneurs 
and entrepreneurs, we're always reinventing, we are always taking something 
else, although, I'll use myself as this example, I've been in this very narrow niche of 
teaching people how to communicate effectively to top officers but in that narrow 
niche I've taken so many other areas of it and in encompass it in what I do. So, so 
even if you're a specialist there's always an area to grow into or to explore-- 
 
Steve Dailey: Absolutely. 
 
Tony Parinello: --outside of what you're doing to see how it can make you better at 
what you do by exploring everything around you, yes. 
 
Steve Dailey: Absolutely true, yes. 
 
Tony Parinello: Yes, yes, yes it's wonderful, wow. Well, Coach Steve, here again, I 
threw something in your lap and you came back with a whole bucket, oh not a 
bucket, it's like a wheel barrel full of good stuff for us to consider, so I thank you so 
much for that. I thank you for doing what you do and being who you are and I'll leave 
you with just the last word and then we'll close out the show, anything you want to 
tell the listener, there yours. 
 
Steve Dailey: Let me us throw this out, be your own hero by being other people's 
guide. How about that. 
 
Tony Parinello: I love it. All right see you next time. 
 
Steve Dailey: Okay brother. 
 
Announcer: You've been listening to Club Vito with Tony Parinello, staying in touch 
with us 24-hours a day at vitoselling.com or call us with comments and suggestions. 
This program and its entire contents are the property of Anthony Parinello, 
unauthorized duplication or rebroadcast without express written permission of 
Anthony Parinello is prohibited and unlawful under US copyright law. 
  


