
CHAPTER   OE

Rejection Is 
A Gift
NHAT WIF WO,TEASDDD.

R ejection is a gift. Rejection challenges us to pause, redect, anE 
realign our aspirations.  vyerk rejection is an opportunitk to 

remne kour sbills, learn frow kour wistabes, anE eyolye into the qest 
yersion of kourself. Rejection seryes as a test -here kou Eiscoyer the 
inner strength anE Eeterwination re!uireE to continue woying toT
-arE achieying -hateyer the hell kou -ant'

"hinb aqout sowe of historkIs greatest innoyators, artists, anE yiT
sionaries. "hek all faceE their fair share of failures anE rejections. 
"howas vEison fawouslk saiE, 10 haye not faileE. 0Iye just founE 
;A,AAA -aks that -onIt -orb1 -hen inyenting the light qulq. vEison 
EiEnIt let failure Eemne hiwH he useE it to fuel his journek to success. 
Ds -ith vEison, failure is not the enEH itIs a part of the process. 

Listork is mlleE -ith fawous anE highlk successful inEiyiEuals -ho 
faceE nuwerous rejections qefore achieying their Ereaws. "hese stoT
ries are po-erful rewinEers that rejection is not a roaEqlocb qut a 
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reEirection, guiEing us to-arE our true calling. :o, the neYt tiwe kou 
face rejection or encounter failure, rewewqer this• Wou are not alone. 
vyerk successful person has qeen -here kou are. Lere are a fe- notaqle 
eYawples•

M Kalt Oisnek -as mreE frow a ne-spaper for lacbing iwagination 
anE then haE his aniwation cowpank go qanbrupt. Lo-eyer, he -ent 
on to create a weEia ewpire, giying us qeloyeE characters libe Cicbek 
Couse anE thewe parbs libe OisneklanE.

M 8prah Kinfrek• 8prah Kinfrek -as tolE she -as 1unmt for teleT
yision ne-s1 earlk in her career. :he persisteE anE qecawe one of the 
wost induential weEia personalities, launching the 8KS teleyision 
net-orb anE signimcantlk iwpacting the -orlE through her -orb. 
1Wou get a car, anE kou get a car'1

M :tephen Ping• "he qestTselling author of horror noyels, :tephen 
Ping, initiallk receiyeE wultiple rejections for his mrst noyel, 1zarrie.1 
Le eyen thre- the wanuscript in the trash qefore his -ife rescueE it. 
So-, heIs bno-n for his prolimc anE successful -riting career.

M Dlqert vinstein• "he legenEark phksicist Dlqert vinstein struggleE 
-ith acaEewics as a chilE anE initiallk faceE rejections frow seyerT
al uniyersities. Lo-eyer, his grounEqreabing -orb on the theork of 
relatiyitk earneE hiw the Soqel Fri9e in Fhksics anE transforweE our 
unEerstanEing of the uniyerse.

M vlyis Freslek• vlyis Freslek -as tolE qk a talent wanager after an 
auEition that he shoulE consiEer Eriying trucbs for a liying insteaE of 
pursuing a career in wusic. Le ignoreE this aEyice anE qecawe one of 
the wost iconic mgures in the histork of rocb InI roll.

M zolonel :anEers• "he founEer of P(z, LarlanE :anEers, faceE 
rejection frow hunEreEs of restaurants -hen trking to sell his frieE 
chicben recipe. vyentuallk, he founEeE his franchise, P(z, -hich is 
no- one of the -orlEIs largest fastTfooE chains.
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"hese eYawples illustrate ho- rejection, though Eisheartening at 
the tiwe, can serye as a po-erful wotiyator to perseyere, learn, anE 
eyentuallk succeeE. vwqrace rejection as a teacher, anE rewewqer, the 
roaE to success is rarelk straightfor-arE. vach 1no1 kou encounter can 
qring kou closer to kour 1kes1 anE guiEe kou to-arE kour ultiwate 
goals. 0 hope that one Eak, kouIll redect upon kour journek anE qeT
lieye that rejections anE failures -ere not oqstacles qut catalksts that 
propelleE kou for-arE.

SIMPLE BUT NOT EASY

zlearlk, ewqracing rejection is not eask, qut it is siwple. Ooing so reT
!uires -orbing through wank ewotions that -e tkpicallk trk to ayoiE 
yisiting yoluntarilk. 0t is a gift in Eisguise. 0t pushes us to reeyaluate, 
aEapt, anE gro-. 0t forces us to remne anE reEemne our goals, qecowe 
wore resilient, anE striye for eYcellence Bnot perfectionU. 

Here are ten healthy responses to receiving rejection:

M :elfTredection• "abe a wowent to introspect anE unEerstanE -hat 
leE to the rejection. Dssess kour actions, Eecisions, anE areas for iwT
proyewent.

M Resilience• vwqrace rejection as a natural part of lifeIs journek anE 
Eeyelop the resilience to qounce qacb stronger.

M Nearning• :ee each rejection as an opportunitk to learn anE gro-. 
vYtract yaluaqle lessons anE insights to applk in future enEeayors.

M DEaptation• ?e -illing to aEapt anE wabe necessark aEjustwents 
qaseE on the feeEqacb receiyeE, turning a rejection into a chance for 
selfTiwproyewent.
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M Fositiye selfTtalb• Fractice selfTcowpassion anE waintain a positiye 
inner Eialogue. RewinE kourself of kour -orth anE that rejection Eoes 
not Eemne kou.

M :eeb support• Nean on frienEs, fawilk, or wentors for ewotional 
support anE guiEance. :haring kour eYperiences can proyiEe yaluaqle 
perspectiye.

M Fersistence• %se rejection as a wotiyation to persist anE beep 
pursuing kour goals -ith eyen greater Eeterwination. Rewewqer 
that wank successful inEiyiEuals face rejection wultiple tiwes qefore 
achieying their Ereaws.

M :etting realistic eYpectations• Reeyaluate kour goals anE eYpecT
tations, ensuring thek are attainaqle anE align -ith kour aqilities anE 
resources.

M Set-orbing• zonnect -ith others -ho haye eYperienceE siwilar 
rejection, as thek can proyiEe encouragewent anE share their o-n 
stories of oyercowing setqacbs.

M :elfTcare• Frioriti9e selfTcare, qoth phksicallk anE wentallk. vnT
gage in actiyities that qring kou jok anE relaYation to help waintain a 
healthk winEset anE outloob.

zonstructiye reactions in the face of rejection assist in nayigating 
setqacbs anE transforwing thew into yaluaqle stepping stones. ReT
jection is not a mnal Eestination qut a tewporark Eetour. Lo- kou 
responE to rejection -ill profounElk induence the course of kour 
journek, one rejection at a tiwe.

REFRAMING

0n wk personal anE professional life, 0Iye qeen purposeTEriyen aqout 
1refrawing1 ho- 0 interact -ith people anE hanEle situations anE 
ewotions that no longer serye we in wk life awqitions. Refrawing reT
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jections, negatiye eYperiences, anE interactions inyolyes changing ho- 
to perceiye anE interpret situations. (or instance, if kou receiye conT
structiye criticisw BanE possiqlk notTsoTconstructiye criticiswU frow 
a client or colleague anE initiallk feel Eeworali9eE, refrawe it as an 
opportunitk for iwproyewent anE professional Eeyelopwent. 0nsteaE 
of yie-ing a past failure as a redection of incowpetence, see it as a yaluT
aqle lesson contriquting to kour gro-th. Khen lacbing conmEence, 
rather than E-elling on perceiyeE shortcowings, tabe account of -hat 
shoulE qecowe kour custowi9eE roaEwap to personal Eeyelopwent. 
Pno-ing -hat neeEs -orb allo-s kou to focus on gro-th anE ayoiE 
spenEing tiwe on areas -here kou alreaEk eYcel anE feel cowfortT
aqle. "his insight qecowes a tool for e2cienck, guiEing kou to-arEs 
selfTiwproyewent anE ensuring kour tiwe anE energk are inyesteE 
-here thek wabe a Ei“erence.

Refrawing is aqout shifting frow a negatiye to a constructiye perT
spectiye, turning challenges into opportunities anE -eabnesses into 
areas for iwproyewent. Laye 0 al-aks wanageE to 1refrawe1 wk yie-T
point -hen the situation calls for itö Ke qoth bno- the ans-er to 
that !uestion. ?ut eyen a ;A3 iwproyewent in ank tough situation or 
wental challenge is progress. ?k consistentlk wabing these seewinglk 
swall iwproyewents, 0Iye qeen aqle to transforw aspects of wk life 
that -ere holEing we qacb. Refrawing ho- 0 loob at things allo-s we 
to pause, redect, anE aEjust wk inner narratiye. 0tIs eask to let these 
wowents Eemne us or holE us qacb. ?ut -hat if, insteaE, -e chose to 
see thew as opportunities for gro-th anE progressö Khat if -e sa- 
each rejection as a step in the right Eirection, a gift that guiEes us on 
our true pathö  

0n qusiness, turning negatiye thoughts into positiye wotiyation is 
yital for resilience. zhallenges are part of the entrepreneurial journek, 
qut yie-ing thew as opportunities for gro-th -ill fuel perseyerance. 
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"his winEset shift fosters innoyation anE aEaptaqilitk, -hich are cruT
cial in the Eknawic qusiness lanEscape. 

What If, Instead…?

Khat if, insteaE of E-elling on our failures, -e celeqrate thew as yital 
cowponents of our success storkö Khat if, insteaE of fearing rejection, 
-e -elcowe it as a guiEing force on our journekö Khat if, insteaE of 
yie-ing rejection as a setqacb, -e treateE it as a setup for sowething 
greaterö 

8ften, -hen 0 aw speabing -ith people Bpriwarilk salespeople, qut 
beep in winE that 0 qelieye DSW8Sv -ho is a qusiness o-ner or 
-orbs on cowwission is a salesperson, anE 0 wean eyerkone' U, thek 
usuallk attriqute their success to a 1nuwqers gawe1H sowe see it as lucb, 
anE others see it as purelk application anE 1grinE.1 "kpicallk, salespeoT
ple spenE an eYcessiye awount of tiwe net-orbing, putting thewselyes 
1out there,1 priwarilk qk 1wabing calls1 anE 1Eialing for Eollars.1 Ds 
a result, there are t-o tkpes of salespeople• those -ho hate wabing 
calls anE those -ho EonIt wabe thew at all. 0n the eYpansiye lanEscape 
of client prospecting, t-o Eistinct approaches generallk ewerge• the 
wasochist -ho sets out to wabe calls anE mnE ;AA people to tell thew 
’So1 Eailk anE the 1:chr4EingerIs :alesperson1 -ho ayoiEs contacting 
people anE therefore ayoiEs ank Eemnitiye ans-ers anE holEs on to the 
potential hope of oqtaining clients.

"he Casochists• :owe professionals aEopt an unconyentional 
client prospecting wethoE, setting a Eailk !uota for encountering 
rejections anE frawing the eYperience as a Eesensiti9ation eYercise. 
Rejection is not perceiyeE as a hinErance qut a calculateE strategk, 
al-aks getting thew closer to their 1goal1 for the Eak. "he wasochist 
seebs rejection to quilE resilience anE winiwi9e the wental iwpact of 
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setqacbs in the cowpetitiye melE of client prospecting. "his wasochisT
tic perspectiye, ho-eyer, focuses on getting through the tasb rather 
than eYtracting yaluaqle lessons frow the process. 

1:chr4EingerIs :alesperson1 is inspireE qk :chr4EingerIs cat, a 
thought eYperiwent in !uantuw wechanics. 0n the original scenario, a 
cat insiEe a sealeE qoY is consiEereE qoth aliye anE EeaE until the qoY is 
openeE anE the catIs state is oqseryeE. :iwilarlk, 1:chr4EingerIs salesT
person5 can huworouslk Eescriqe soweone -ho hesitates to engage 
-ith potential clients out of fear of rejection. "his inEiyiEual wight qe 
consiEereE qoth successful anE unsuccessful in their sales e“orts, eYT
isting in a state of professional awqiguitk. "heir reluctance to initiate 
conyersations leayes the outcowe uncertain, wuch libe :chr4EingerIs 
cat, -hich eYists in a Eual state until oqseryeE. 0n this conteYt, the terw 
ewphasi9es the paraEoY of -anting to wabe a sale qut ayoiEing client 
interactions to sustain the hope of success -ithout facing potential 
rejection.

Khat if, insteaE, -e aEopteE qoth techni!uesö Refrawing our 
intentions anE EesireE outcowes coulE alleyiate the negatiyitk anE 
constant rejection of the wasochist anE proyiEe sowe wuchTneeEeE 
closure anE success for I:chroEingerIs :alesperson.I 

"abe, for instance, a Real vstate ?roberage. "hek follo- -hat 0 call 
the qaseqall woEel -hen quilEing an o2ce. 0n qaseqall, there are t-o 
traEitional -aks of 1quilEing1 a franchise. "he mrst is Erafting anE 
Eeyeloping talent in the winors, hoping that a plaker gro-s into a 
1star1 one Eak, anE the seconE is traEing or signing qigTnawe, -ellTesT
taqlisheE, successful plakers to kour roster. "he sawe can qe saiE for 
Real vstate ?robers canyasing for ne-TtoTthew Dgents to recruit to 
the ?robersI mrw.

8nce ?robers rise aqoye their :chroEinger6s cowpleY to actuallk 
wabe calls, thek often reach out to Dgents Busuallk -ithin a wonth 
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or t-o of haying a transaction -ith thewU anE trk to get thew to 
1cowe on qoarE1 at the qroberIs o2ce. "kpicallk, prowises of 1the qest1 
training, 1the qest1 support sta“, or technologk, etc, are waEe to get 
the agent to juwp ship anE hang their shingle -ith the calling ?roberIs
 mrw. Noob, -e all bno- ho- tkpical recruiting calls go anE ho- thek 
are sbe-eE to portrak the qenemts that can qe suqjectiye. "he true inT
tention of the call is that the qrober -ants as wank agents in the o2ce 
as possiqle qecause that weans wore wonek Bin Eesb fees7coTqrobe, etcU 
for the qrober. 8nce the qrober is tolE 1no,1 thek are on to the neYt 
agent anE the neYt, anE the neYt, hoping to catch an Dgent loobing to 
wabe a woye in their qusiness. "he challenge -ith this interaction is 
the qrober is harETpresseE to beep calling ank of the agents again once 
the wasochistic checblist has qeen 1checbeE1 qk qeing tolE 1no.1  zonT
siEering ho- often Dgents receiye these recruiting calls frow ?robers, 
if the agent is not, at that wowent, contewplating a woye, it is harE 
to stanE out in the lanEscape of ?robers wabing recruiter calls. "he 
qrober gaye thewselyes one shot, anE thek s-ung anE wisseE.

Khat if, insteaE, the qrober reacheE out to agents not to asb a !uesT
tion qut to Eeyelop a relationshipö Khat if, insteaE of calling agents 
to asb aqout woying to their qroberage, qrobers calleE on Dgents to 
talb aqout the housing warbetö Khat if, insteaE of ?robers asbing one 
pointeE !uestion, thek asbeE Dgents aqout their thoughts on current 
housing prices, the state of wortgage rates, the trenEs in Eecorating, 
or the Ei“erences in ho- agents neeE to warbet thewselyes this kear 
as cowpareE to last kear anE then let the conyersation go -hereyer it 
wakö

Oo kou see the Ei“erenceö ?k aEjusting tactics anE EesireE outT
cowes, the qrober still gets to 1wabe calls1 Bthe CasochistsU qut neyer 
hears a 1no1 frow the Dgent Bsatisfking :chroEinger6s :alespersonU. 0n 
this case, the qrober can contact the agent again to follo- up on the 
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preyious conyersation, anE -e all bno- the qest sales tactic is to stak 
1top of winE.1 :oweEak, -hen the agent is loobing to wabe a change 
in their qroberage mrw, thek are wuch wore libelk to rewewqer their 
conyersations -ith that qrober than ankone else colETcalling thew to 
1juwp ship.1 :o 0 asb kou• -hat if, insteaE of wabing a sale, -e set 
out to wabe frienEsö zhoosing this tactic is -hat 0 libe to refer to as 
ayoiEing the ;•; Centalitk.

The 1 to 1 Mentality

0 al-aks waryel at people -ho Eo not libe wabing calls qut enjok 
inTperson net-orbing. 0t wak qe the pace of the interactions thek 
prefer. Cabing calls eYposes kou to CDSW possiqle rejections in a 
short perioE of tiwe. zalling people on the phone allo-s the prospect 
to qenemt frow 1coyer,1 anE thek are wore libelk to reject kou or eyen 
hang up B0 wean, -hat are kou going to Eo aqout itö "hatIs right, 
nothingU. Ceeting people in person wight wean coyering less grounE 
or wabing fe-er contacts, qut it is less libelk people -ill datTout reject 
kou since wost people Eislibe or trk to ayoiE a confrontation. "he 
eYpectation is ankone kou are net-orbing -ith or tabing the tiwe to 
1chat up1 -ill at least qe polite. 0t sayes kou frow rejection eyen in the 
face of potentiallk 1-asting kour tiwe,1 anE kou still get to feel libe kou 
are Eoing sowething 1qenemcial1 for kour qusiness.

Khat  if  kou changeE kour  winEset  -hen it  cowes  to  client 
prospectingö 0 al-aks caution people against aEopting the ;•; CenT
talitk. 0t is no secret that 0 haye spent wore than /A kears in sales. "he 
-ak 0 quilt wk qusiness -as 1unconyentional1 Bsowething 0 encourage 
eyerkone to EoU. 0 spent an inorEinate awount of tiwe eEucating 
people aqout wk profession. Cost people in wk classes anE sewinars 
-oulE neyer qecowe clients. ?ut 0 sa- a wutual qenemt. "he attenT
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Eees receiyeE the inforwation thek neeEeE to wabe Eecisions or, at a 
winiwuw, unEerstanE the 1qehinE the scenes1 of -hat is usuallk a 
hiEEen process. 0 got an opportunitk to 1perfect wk craft1 Bwore on 
that laterU. 0n these sewinars, 0 coulE practice wk eleyator speech, learn 
-hat people EiEnIt bno- aqout wk inEustrk, anE Eiscoyer the wost 
cowwon !uestions prospects -ere asbing. "his insight later qenemteE 
we -hen 0 -as -riting wk mrst qoob, qlogging, anE putting wk online 
courses together. vyerkone in wk o2ce thought 0 -as insane anE 
-asting tiwe teaching classes anE giying sewinars. "hek all haE a ;•; 
wentalitk. 

D ;•; wentalitk is -hen kour actions are Eone onlk anE specimcallk 
to a“ect a sale or 1-in1 a client, -hich weans that kou Eo one actiyitk 
-ith one outcowe in winE. 0n qusiness, eyerk person kou weet shoulE 
qecowe a client or a wegaphone for kou anE kour qusiness. Laying 
soweone act as a wegaphone for kour qusiness weans leyeraging others 
to aEyocate or prowote kour qranE anE o“erings to a qroaEer auEiT
ence, regarEless of -hether thek haye a personal neeE for kour seryices. 
0tIs a strategk to tap into their creEiqilitk anE reach to qoost kour 
qranEIs yisiqilitk anE creEiqilitk.  Oust qecause soweone isnIt going to 
qe a client toEak EoesnIt wean thek -onIt qe a client at sowe point, 
anE in the interiw, turn thew into kour qiggest cheerleaEer.

vYawple of a wegaphone• 0 wet people through wk sewinars -ho 
bept in contact -ith we Bkes, kou reaE that right, thek bept in contact 
-ith weU for seyen kears qefore thek qecawe clients. Ouring those 
seyen kears, 0 continueE to share wk bno-leEge anE aEyice -ith thew, 
anE thek qecawe sowe of wk qiggest cheerleaEers. "hek referreE we 
to eyerkone thek bne-• frienEs, coT-orbers, anE relatiyes. Oust qecause 
thek -ere not in a position to qecowe a client -hen -e wet EoesnIt 
wean thek EiEnIt bno- people -ho -ere. 
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0n aEEition to the attenEees of wk sewinars qecowing eyentual 
clients or wegaphones for wk qusiness, the organi9ers anE hosts of the 
sewinars haye qeen clients or waEe referrals to we. ?acb then, if 0 haE a 
;•; wentalitk, 0 -oulE haye onlk loobeE at the eYpenEiture of tiwe anE 
eyaluateE wk R80 for the sewinars, not the entire eYperience anE all 
the possiqle BpositiyeU outcowes. "oEak, people 0 wet at the qeginning 
of wk career are repeat clients, a large source of referrals, anE /A kears 
later, 0 aw tabing on their chilEren as clients.

%nEerstanEing rejection as a yaluaqle gift is crucial for success in 
qoth personal anE professional realws. "he bek lies in refrawing negT
atiyitk Q shifting frow a negatiye to a constructiye perspectiye. "his 
shift is especiallk signimcant in qusiness, -here ayoiEing the ;•; wenT
talitk qecowes essential. 0nsteaE of focusing solelk on iwweEiate sales, 
quilE relationships anE connections that -ill kielE longTterw qeneT
mts. Seyer qe so shortTsighteE as to wiss the long gawe in qusiness. 
?k ewqracing rejection, refrawing our winEset, anE steering clear of 
narro-TwinEeE approaches, -e paye the -ak for resilience, aEaptaqilT
itk, anE ultiwate success in the Eknawic lanEscape of qusiness, one 
rejection at a tiwe.


