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AAuthor’s Note 

This book grew from a blend of memory and experiences, 
moments that shaped me, tested me, and guided me toward 
a deeper understanding of life, work, relationships, and the 
purpose that connects it all. 

Every chapter in this book carries a piece of my journey. 
Days of struggle, years of learning, mistakes that taught me 
more than success ever could, and blessings that arrived 
exactly when I needed them. I have walked through 
uncertainty, ambition, loneliness, growth, service, and grace. 
And through it all, one truth has become clear to me: 

Life becomes meaningful the moment we begin to 
understand the light within us. 

This book is not only about sales, success, or career growth. 
It is about people. It is about emotions, balance, 
responsibility, family, leadership, spirituality, and the silent 
strengths that carry us forward. It is about rising again and 
again, even when life becomes heavy. It is about the real 
journey, the inner one, that often goes unnoticed behind 
our daily routines. 

If these pages bring you clarity, strength, confidence, or 
even a small shift in the way you see your path, then the 
purpose of this book is fulfilled. My intention is simple:  
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TTo leave you with thoughts that stay with you long after you 
close this book. 

Thank you for choosing to walk with me through these 
chapters. 
May your inner strength and clarity grow with every step you 
take. 

This book is a reflection of my journey, and I offer it with 
sincerity and gratitude. 

— SSachien Mandappa 
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FForeword 

There are journeys we see from the outside, and there are 
journeys we feel deeply in the heart. This book, Sales, Soul & 
Service… Rising Through Challenges is both. I have seen it 
grow not from plans or notes, but from real moments, long 
working days, early struggles, quiet nights of thinking, and 
the many sacrifices made for the sake of family. Each 
chapter comes from experiences that shaped the man 
behind these words. The lessons he shares in this book are 
not borrowed or imagined; they are the outcome of what he 
has lived. Every challenge he writes about is something he 
faced with courage. Every learning came from effort, 
honesty, and faith. 

This book carries the story of a journey that began in Coorg, 
Karnataka, with a simple dream, continued through the 
early years of uncertainty in Dubai, and grew stronger with 
family, spiritual grounding, and a genuine desire to serve 
others. I have seen him come home after long days with 
tiredness on his face but calmness in his voice. I have 
watched him handle responsibilities while quietly fighting 
his own battles. Even in difficult times, he held on to his 
values and kept moving forward. 

Behind every chapter is a man who never stopped 
improving himself, who learned during good times and 
learned even more during tough times. A man who believes 
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that success is meaningful only when it touches other lives. 
A man who believes that one can rise without forgetting 
kindness. 

As his wife, I’ve seen him consistently try his best to balance 
work and family and truly value the precious time we share. 
Our story, our challenges, our joys, the birth of our son, the 
moments of fear and gratitude, find their place silently in 
these pages. This book carries not only his journey but also 
a part of ours. 

What you hold now is more than a book on sales or 
professional growth. It is a reminder that challenges shape 
us, that work becomes meaningful when done with heart, 
and that every step forward, even the small ones, matters. 

I hope these pages reach you the way they reached me, 
gently, sincerely, and with a message that stays with you. 
May it give you confidence when you doubt yourself, 
comfort when life feels heavy, and strength when you face 
uncertainty. May it help you find your own way toward 
balance and purpose. 

To my husband 

Your hard work and dedication, along with the honest and 
heartfelt life you aspire to build, continue to inspire 
everyone around you and lead you steadily towards your 
goals. 

 

With love, pride, and gratitude 
NNuthan Belliappa 
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FForeword 

I have known Sachien from the early stages of his career, 
when I was working as a Sales Coordinator, and he had just 
joined as a Sales Engineer. At that time, he did not yet have 
a driving license, and I often saw him travelling to customer 
visits by public transport or, when available, using the 
company transport. Those were challenging days, and I 
witnessed him handle them with patience, discipline, and 
steady effort. 

When I later moved into Sales, we worked closely together 
for several years. Many late evenings in the office were 
spent studying reports, preparing estimations, proposals, 
and planning for the next day. Since I did not have a driving 
license during that period, he would drop me home on his 
way back, before heading to his own place. This routine 
continued for a long time and naturally built a strong 
understanding and mutual respect between us. 

As time went on, both of us grew in our roles. We were 
eventually promoted as Sales Managers; he took charge of 
Sharjah and the Northern Emirates while I handled Dubai. 
Even with these new responsibilities, the work habits we had 
built during our early years continued to guide us. I saw how 
he learned the market step by step, faced the regular 
challenges of sales, and gradually found his direction. These 
experiences shaped his approach, and even today, I share 



[6] 

some of these examples with my own team because they 
reflect the real foundation needed to grow in this field. 

His book, Sales, Soul and Service: Rising Through Challenges, 
is written with sincerity and simplicity. It is shaped by real 
experiences he has lived through, reflecting not only the 
practical side of sales but also his personal growth and the 
values he holds close: discipline, empathy, and service. Each 
insight comes from situations he has genuinely 
encountered, making this book relatable for anyone 
navigating their own journey. 

I have also seen his transition from being an employee to 
taking on the role of an employer, a step that demands 
understanding, responsibility, and patience. This book offers 
a glimpse into how that shift happened for him. 

It is my pleasure to write this foreword for someone with 
whom I have shared a meaningful part of my professional 
journey. Readers will find the honesty and simplicity in 
these pages easy to connect with. 

With warm regards, 
SSteven Dias 
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PPreface 

Life does not speak loudly. It whispers through small 
moments, quiet struggles, and the gentle turning of ordinary 
days. It shapes us not all at once, but softly, patiently, 
teaching us who we are meant to become. 

Sales, Soul & Service… Rising Through Challenges is not a 
story of perfection. It is a simple sharing of my steps: some 
steady, some uncertain, as I learned what it means to grow, 
to fall, to rise, and to serve with sincerity. 

This book is for anyone walking through challenges of work, 
relationships, health, or hope. Over the years, I have realised 
that true success is not found in what we achieve, but in how 
we carry ourselves through difficult moments with values, 
honesty, and grace. 

Sales taught me to listen with empathy and understand 
people more deeply, spirituality helped me return to myself 
with clarity, and service showed me that joy grows when we 
give, not when we hold. 

Through Arjun’s journey, reflective of all of us who are 
searching, we explore courage, clarity, and the quiet 
strength that comes from choosing kindness. Alongside his 
story, I share the turning points, lessons, and gentle 
reminders that shaped my own path. 
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My message is simple and from the heart: life becomes 
beautiful not when it is easy, but when we meet it with 
openness, learn from its challenges, and offer whatever little 
goodness we can. 

I hope these pages sit with you softly. I hope they remind 
you that your struggles have meaning, your journey has 
purpose, and your rise——however slow—is still a rise. 
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AAbout The Author 

Sachien Mandappa is an author, entrepreneur, and lifelong 
learner who believes in growing through challenges and 
serving with sincerity. With experience across engineering, 
business, sales, and leadership, he transitioned from 
employee to employer with clarity, courage, and a deep 
sense of purpose. 
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readers to use the quiet power of mornings to build 
discipline and personal growth. In his latest work, SSales, 
Soul & Service… Rising Through Challenges, he shares how 
success becomes meaningful when ambition is balanced 
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themselves. Grounded in strong family values, he finds joy 
in everyday moments and believes that true fulfilment 
comes from growing, giving, and staying connected to what 
truly matters. 

     



[10] 

 

 

AAbout This Book 

This book brings together the author’s personal experiences, 
lessons from early struggles, and the principles that shaped 
his growth in sales, leadership, and life. It captures 
moments of clarity, purpose, and the belief that real success 
lies in uplifting others, staying rooted in values, and rising 
with gratitude through every challenge. 

These chapters offer practical insights, heartfelt stories, and 
thoughtful notes that encourage readers to find balance, 
meaning, and strength in their own journeys 
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This book is dedicated to my beloved son, Tanav Aiyappa.  
May he grow with determination, kindness, and purpose, 

and become a truly successful individual in his life’s 
journey. 

It is also dedicated to all sales aspirants who pursue their 
dreams 

with passion, integrity, and a committed spirit to serve. 
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True success begins when ambition finds its heart in 
service. 

Serve with clarity of mind. 
Grow with a grateful heart. 

Rise each day with purpose and grace. 

 

------ your rise—however slow—is still a rise. 
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Chapter 1:  

EEarly Days and the Journey  
That Began It All 

The Spark That Started a Dream 

During my engineering days, the idea of working abroad 
always fascinated me. One of our neighbours, whom I 
looked up to as an elder brother, had moved to the UAE. 
Whenever he returned home, I would eagerly sit and listen 
to his stories about a new country, new people, and the 
challenges he faced. His words painted pictures of 
opportunity and courage. 

That dream quietly settled in my heart, not just to go abroad, 
but to build something meaningful, to make my family 
proud, and to discover what I was truly capable of. 

As I completed my studies, that dream grew stronger. My 
aunt, who runs a school in Coorg, introduced me to the 
parents of one of her students who lived in Dubai. Through 
them, an unexpected opportunity arrived, a job offer in the 
UAE. I was thrilled. My heart raced at the thought that the 
world I had only imagined might soon become my reality. 
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(Dreams often begin quietly in a conversation, a story, or a 
spark that refuses to fade.) 

AA Restless Night Before a New Dawn 

The path was not easy. Although I had received the offer, I 
had to wait six long months for my visa. Each passing week 
was filled with uncertainty as excitement mixed with worry. 

When the visa finally arrived, it felt like a long-awaited 
victory. But the night before my flight became one of the 
most unforgettable nights of my life. 

My cousin accompanied me across Bengaluru to collect an 
important parcel for my future employer, something I was 
supposed to carry to Dubai. Heavy rain poured endlessly, 
flooding the streets. Traffic came to a halt, and every hour 
that passed added to my unease. Then, over a phone call, a 
misunderstanding arose between my cousin and my 
employer. The tension made my heart race, but my cousin 
handled it with such calm maturity that I still respect him 
deeply for that night. 

Even after we returned to my cousin’s home in Bengaluru, 
sleep did not come easily. I lay awake, my mind circling 
around the uncollected parcel and what my employer might 
say when I reached Dubai. The clock ticked softly in the 
quiet of the night, but my thoughts refused to rest. I stared 
at the ceiling, feeling both grateful and anxious, aware that 
by sunrise, my life would begin a new chapter I had waited 
so long for. 

(Sleepless nights are not always born of fear; sometimes they 
are quiet pauses before a new beginning.) 
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AA Farewell Etched in My Heart 

Before dawn, we left for the Bengaluru airport. My cousin 
drove while my father sat beside me in silence. I could sense 
his emotions, though he tried to hide them behind a gentle 
smile. As the only son in the family, I had always been 
especially close to him. He had always been a man of few 
words, yet his silence that morning spoke louder than 
anything he could have said. 

At the terminal, he helped me with my luggage and gave his 
familiar reminders to work hard, stay honest, and take care 
of myself. Before entering, I bent down and touched his feet 
and my cousin’s, seeking their blessings. My father placed 
his hand gently on my head, his touch steady yet trembling 
with emotion. As I turned to leave, I caught a glimpse of his 
tear-filled eyes behind the glass wall, filled with pride, love, 
prayer, and the silent weight of watching his only son step 
into a new world. 

Just before boarding, my closest friend arrived. We had 
studied together from childhood through college and shared 
countless memories. He had taken special permission to 
come inside the terminal to see me off. I had asked him to 
bring two books, Principles of Electronics and BERLIN: The 
Illustrated Electronics Dictionary, believing they would help 
me in Dubai. When he handed them to me, he smiled softly 
and said, “These will remind you of who you are and where 
you began.” Then he hugged me tightly, a silent goodbye that 
said everything words could not. 

As I walked toward the gate, I turned back one last time. 
Through the glass, I saw my father waving gently, his eyes 
following me until I disappeared into the crowd. His face 
was filled with love and longing, and even after twenty years, 
that image remains vivid in my heart. It was more than a 
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farewell; it was a blessing, a promise, and the beginning of 
everything that followed. 

(Some goodbyes stay forever, not because of distance, but 
because of the love that travels with you.) 

TTouching the Sky, Landing in a New World 

The flight to Dubai felt almost unreal. As the plane lifted, I 
watched the lights of Bengaluru fade beneath the clouds. My 
heart was full, part joy, part fear, and part wonder. I thought 
of my father’s teary eyes, my cousin’s calm strength, and my 
friend’s reassuring smile that lingered in my heart. 

As I looked out into the vast darkness of the sky, memories 
of home filled my mind: my mother’s gentle voice, my 
sisters’ laughter, my brothers-in-law who always treated me 
with warmth, and my nieces whose smiles brightened every 
thought. I remembered my mother’s sister, whose affection 
felt like a second mother’s love. Each memory became a 
thread connecting me to everything I was leaving behind: 
the smell of my mother’s cooking, the sound of morning 
prayers, and the peace of our home in Coorg. 

When the aircraft doors opened in Dubai, a wave of warm, 
fragrant air touched my face. The airport was vast and 
bright, filled with voices, footsteps, and endless movement. 
My employer was waiting outside, and as I greeted him, my 
heart still carried the faces of my loved ones, their blessings, 
and their silent prayers. 

The drive to my accommodation was quiet. Through the car 
window, I watched wide roads and tall buildings, everything 
new and full of possibility. Yet deep inside, I missed the 
familiar, my home, my family, and the comfort of known 
faces. 
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When we reached the industrial area that would serve as 
both my home and workplace, I realised how different life 
was about to become. The location was quiet and remote, 
surrounded by warehouses and workshops. My 
accommodation was small and simple, just enough for the 
basics. I placed the two books my friend had given me on a 
small table beside me, as if setting down a piece of home in 
this new place. 

That night, as I lay awake staring at the ceiling, my thoughts 
travelled far. I remembered the rain-soaked streets of 
Bengaluru, my father’s eyes behind the glass wall, my 
cousin’s steady strength, my mother’s gentle smile, my 
sisters and their families, my brothers-in-law, my nieces, my 
mother’s sister, and the warmth of home. I also thought of 
my friend’s final hug at the airport and the faith in his eyes. 
Surrounded by those memories, I felt a calm strength within 
me and silently promised to stay grounded, work hard, and 
make them all proud. 

(Every journey begins with a step, but it is the love behind 
that step that gives it meaning.) 

RReality and the First Lessons 

My flight to Dubai had been filled with dreams. I imagined 
myself working as an engineer on big projects, living 
comfortably, and building a successful career abroad. But 
when I arrived, reality looked different. 

I was asked to stay in an industrial area that served as both 
my accommodation and workplace. It was far from the 
glittering image of Dubai I had seen in pictures, yet it 
carried its own rhythm, quiet, disciplined, and filled with 
people who worked hard to build the city we see today. My 
first assignment was to assist a technician who worked on 
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fire alarm and firefighting systems, something entirely new 
to me as an Electronics Engineer. For the next few months, I 
followed him to different sites, learning the basics of 
installation, wiring, and system testing. 

Those early days were challenging but deeply valuable. I 
learned that every skill begins with humility and that no 
work is small when done with sincerity. Pride has no place 
when you are starting out. Every cable I connected, every site 
I visited, and every small task I completed taught me 
patience, focus, and discipline. 

Dubai soon became my classroom. I began learning a few 
words of Arabic, picked up Malayalam and Tamil, and used 
my English and Hindi to communicate across cultures. 
Coming from the Kodava-speaking district of Coorg in 
Karnataka, India, I found comfort in meeting many 
Kannadigas and Kodavas who treated me like family. The 
UAE’s diversity taught me that success is not just about skill, 
but about understanding people, respecting every culture, 
and growing together with an open heart. 

(What we learn in classrooms builds our foundation, but 
what life teaches gives it meaning.) 

AA Turn Toward Sales 

Just when I had begun to adjust to my technical work, life 
took another turn that shaped my future. One morning, I 
was informed that I would be moved to the Sales 
Department. It caught me completely by surprise. I had 
packed for a technical role, not a client-facing one. I did not 
even have formal clothes suitable for meetings, only the 
simple outfits I had brought from India. The news left me 
unsure of what to expect. 
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Still, I decided to accept the challenge. I soon discovered that 
sales was not only about selling products but also about 
understanding people. It required patience, confidence, and 
the ability to communicate with clarity and warmth. In the 
beginning, I struggled. I felt awkward in client meetings, 
unsure of what to say and conscious of my appearance. 
There were moments when I wondered if I was in the right 
place, but I reminded myself that every new beginning feels 
uncomfortable, and that discomfort is where growth begins. 

My technical background helped me think logically and 
analyse situations clearly, but sales taught me something 
deeper: to listen, to empathise, and to connect with people. 
Step by step, I began to learn. Each client interaction 
became a lesson in confidence, and every small success 
gave me the courage to move forward. 

Life in Dubai during those days was simple but demanding. 
Without a driving licence, I depended on public buses. The 
metro did not exist then, and I often walked long distances 
under the warm sun to reach bus stops or client offices. My 
income was limited, so I learned to manage every dirham 
carefully. There were times when my phone balance ran out, 
and I missed client calls, each one feeling like a lost 
opportunity. But these experiences taught me how to plan 
better, stay disciplined, and value every chance that came 
my way. 

Over time, I began to see the beauty in these struggles. The 
UAE, which once felt unfamiliar, slowly became my home of 
learning and growth. I met people from every walk of life, 
including technicians, business owners, engineers, 
suppliers, purchasing teams, real estate professionals, and 
others from various sectors, each of whom taught me 
something new. Working in sales exposed me to industries 
such as construction, logistics, and hospitality, and I realised 
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that success in this land is built on trust, relationships, and 
consistency. 

(The smallest victories often build the strongest foundations.) 

Throughout this journey, my family back in India remained 
my quiet support. I did not share every difficulty I faced, but 
I carried their love, faith, and values with me every day. 
Their lessons to stay honest, kind, and disciplined became 
my guiding strength. 

In my free time, I began reading books on sales, 
communication, and personal growth. Slowly, my 
confidence grew. Looking back, those early months in Dubai 
were not easy, but they were significant. They shaped my 
understanding of life, people, and work. 

By the end of my tenth month, Dubai no longer felt like a 
distant place. It had become a home of opportunity and 
learning, a place that rewarded effort, discipline, and 
sincerity. I had grown in ways I never expected. Most 
importantly, I realised that actual progress comes from the 
courage to learn, adapt, and keep moving forward with faith 
and gratitude. 

AA Lesson That Lasted 

Those ten months taught me lessons that would guide my 
entire career. Dubai became more than a city; it became my 
teacher. The values I learned there, discipline, respect, and 
humility, became the foundation for every future step. 

What began twenty years ago as a journey filled with 
uncertainty slowly turned into a story of transformation. I 
did not just learn to work; I learned to grow. And this growth 
would soon lead me to the next major turning point in my 
life, the step that changed my path forever. 
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CClosing Note 

Every beginning tests our strength, but those who stay 
patient and keep learning always find their way. The early 
days in Dubai were not easy, yet they remain the most 
beautiful part of my journey because they taught me 
courage, humility, and gratitude. What began as a dream 
soon became a story of growth, built on faith, love, and the 
quiet strength of those who stood by me. 
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Chapter 2:  

TThe Step That Changed My Path 

A Door Opens 

In 2006, I made my first and only job change. I moved from 
a small start-up to an established organisation, seeking 
stability, guidance, and a better environment to grow. The 
process was not easy, but I stayed patient and hopeful until 
it finally happened, a moment that changed the direction of 
my career. 

During this time, I met a wonderful professional from my 
hometown who was working in Dubai. She had earlier 
worked at the same company I wanted to join and was a 
former colleague of the Sales Coordinator there, who later 
became the Sales Engineer and was promoted as Sales 
Manager. When I shared my aspirations with her, she 
listened with warmth and offered to help. Through her kind 
introduction, I got in touch with the Sales Coordinator, who 
was generous enough to guide me despite his busy schedule. 
He arranged my first meeting with the company and 
encouraged me to stay positive throughout the process. 

At first, I relied on him for follow-ups, but when things 
moved slowly, I realised he was managing many tasks at 
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once. So I decided to take initiative. I started visiting the 
company in person, often with the help of a close friend 
who supported me without hesitation. He was my 
engineering classmate and roommate, and even with his 
demanding job, he found time to drop me off and pick me 
up for interviews. His quiet generosity and selfless help 
remain one of the most heartfelt memories of my journey. 
On my fourth visit, things finally worked out. The same Sales 
Coordinator later moved into the Sales Department, and we 
eventually became colleagues working in the same team. 

In a short time, both of us were promoted to Sales 
Managers. He handled Dubai while I managed the Northern 
Emirates. That phase taught me the value of consistency and 
belief in one’s own effort. The Managing Director noticed 
my dedication and offered me the opportunity to join. It 
became one of the best decisions of my life. The 
organisation was structured, disciplined, and full of chances 
to learn and grow. 

(Sometimes, you do not find opportunities; you create them by 
showing up again and again.) 

AAdapting and Learning 

Changing jobs was more than joining a new company. It 
meant adapting to new people, a different culture, and 
unfamiliar systems. Moving from a small firm to a larger 
organisation brought greater stability but also heavier 
responsibilities. 

At first, it wasn't easy to connect with colleagues. The 
environment felt formal, and I often spent long hours 
working alone. Without a driving licence, I depended on 
company vehicles or public transport, which made my days 
long and tiring. Still, I observed how experienced colleagues 
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worked and quietly learned from them. Patience and a 
willingness to learn helped me slowly find my place within 
the team. 

Getting my driving licence during this period became a real 
turning point. It gave me freedom, confidence, and 
flexibility, allowing me to meet clients easily, travel 
independently, and handle my growing responsibilities with 
better control. Gradually, I began building stronger 
relationships and feeling more connected to the workplace. 

Every experience added something meaningful. The difficult 
days taught me patience, and the small wins gave me 
strength. With a positive attitude, every challenge became a 
lesson, and every lesson became a stepping stone for 
growth. 

(Adaptation is not about changing who you are. It is about 
expanding who you can become.) 

AA Mentor and a Team That Shaped My Journey 

One of the most inspiring figures in my professional 
journey was the Managing Director of my second company. 
He was not just a boss but a mentor who guided me in both 
work and life. We often spoke about family, culture, and 
values, and over time, our bond grew beyond office walls. 
Both he and my colleague, who later became a Sales 
Manager, attended my wedding in Coorg, a moment I deeply 
cherish. 

Alongside his guidance, I was blessed with a fantastic team 
in the Sharjah office, which included sales engineers, 
technical staff, administrative staff, and sales support staff 
who also managed the office reception. Over the years, six 
sales support staff members worked with me across 
different branches. Four of them were in the Sharjah office, 
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and among those four, three had an engineering 
background, which made our coordination smoother and 
more efficient. In addition, one sales support staff member 
worked in the Ajman office and another in the Ras Al 
Khaimah office, both handling sales support and reception 
duties in their respective branches. Each of them was 
sincere, humble, and dedicated to their work. Their 
discipline, teamwork, and sense of responsibility helped me 
grow and gain valuable experience. 

They reminded me that success is never a solo journey, but 
a shared effort built on trust, respect, and cooperation. Even 
today, I remember their faces, their smiles, and the quiet 
determination that kept our office moving forward every 
single day. 

My mentor’s calm approach and steady guidance shaped my 
thinking. He taught me that leadership is built on clarity, 
fairness, and compassion. His encouragement gave me the 
confidence to take bigger steps and handle responsibility 
with grace. 

(True mentors do not just guide you; they awaken the leader 
within you.) 

SSupport That Strengthened Me 

During this period, I was also guided by a few people whose 
presence made a lasting difference in my journey. My super 
senior from engineering, who was from Kushalnagar in 
Coorg, stood beside me when I decided to leave my first job. 
It was a difficult phase with my previous employer, and his 
calm advice helped me handle the situation with clarity and 
grace. His experience and maturity taught me to handle 
challenges with patience and dignity. 
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Around the same time, my close friend and engineering 
classmate, with whom I shared accommodation in Dubai, 
became another strong support in my life. He was the one 
who dropped me off for interviews and encouraged me 
whenever things didn’t go as planned. Living together in 
those early years created a deep bond built on trust and 
understanding. His friendship and quiet encouragement 
gave me strength and comfort when everything around felt 
uncertain. 

Both of them played a meaningful part in my journey, not 
just as friends but as guiding hands who helped me grow 
with steadiness and faith. 

LLessons from Uncertain Times 

Like everyone, I faced moments of doubt. There were times 
when I wondered whether I had made the right decisions or 
could meet expectations. But doubt became a teacher too. I 
learned to see it as a signal to learn more and move 
forward. 

Whenever I felt uncertain, I reminded myself why I had 
chosen this path. To grow, to learn, and to serve better. 
Breaking challenges into smaller parts made them easier to 
overcome. Support from friends and colleagues helped me 
stay steady and move forward with confidence. 

During this time, my ex-roommate and colleague from 
Chikmagalur was a constant guide. With over twenty-seven 
years in the company, his calm words and wise perspective 
helped me see things clearly. He also attended my wedding 
in Coorg with his family, and I remain grateful for his 
brotherly support and guidance. 

I also learned from the site technicians whose practical 
experience gave me a proper understanding of ground-level 
challenges. Over time, I realised that self-doubt is not a 
weakness but a space where confidence begins to grow. 
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MMilestones of Growth 

This career change reshaped how I saw success. Within two 
to three years, I was entrusted with a team to lead. Managing 
people taught me the value of communication, planning, 
and decisive action. My efforts were recognised, and I was 
promoted to Area Sales Manager for the Northern Emirates, 
a milestone I am proud of. 

The company handled fire alarm and firefighting systems 
from design, trading, installation, and maintenance. At first, 
managing everything wasn’t easy, but with my mentor's and 
team's support, I grew stronger. Those challenges became 
the foundation of my confidence. 

Growth Rooted in Purpose 

Even though I had only one job change, it defined my 
career. Every transition offers a chance to pause and realign 
with purpose. 

In today’s world, changing jobs can open new doors, yet 
staying with one organisation for several years helps build 
depth, credibility, and trust. It teaches patience, loyalty, and 
commitment, qualities that form the foundation of lasting 
growth. 

At the same time, professional life is about balance and 
mutual respect. While employees look for growth, employers 
also invest time, resources, and trust in developing their 
teams. A sudden or unplanned departure can disrupt the 
workflow and create challenges for the organisation. That is 
why any career move should be made with care, clarity, and 
open communication. 

When the right opportunity comes, it should be accepted 
only after ensuring a smooth handover and expressing 
gratitude for the support received. Growth should never 
come at the cost of someone else’s inconvenience. And 
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though some employers may find it difficult to let go, 
maintaining honesty and dignity through the process helps 
preserve goodwill on both sides. When purpose and 
responsibility work together, every career shift becomes a 
step forward, not just for us but for everyone connected to 
our journey. 

WWhen Growth Slows 

When progress slowed, I looked inward to understand why. 
Was it comfort, routine, or a lack of learning? Reflection 
helped me move forward. Whenever I felt stuck, I focused on 
learning something new, guiding a junior, or improving a 
process. These small steps brought renewed energy and 
purpose. 

Financial growth is also a vital part of career satisfaction. If 
it does not match our effort, it is natural to feel uneasy. In 
such times, patience and clear communication matter. But if 
stagnation continues too long, it is wise to explore options 
with respect and clarity. Growth should always come from 
purpose, not frustration. 

Every stage of my career taught me that progress demands 
learning, effort, financial stability, and the courage to take 
the next step when the time is right. 

Reflections on the Journey 

Career growth is never a straight path. It has highs and lows, 
pauses and turns. What matters most is not how quickly we 
rise but how deeply we learn and how gratefully we grow 
along the way. 
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Chapter 3:  

BBalancing Career Growth and Family 
Life 

As my professional journey advanced and responsibilities 
expanded, life began to test my ability to balance career 
growth with family priorities. This period shaped my 
understanding of love, duty, and endurance. It was a stage 
filled with long hours, sacrifices, and heartfelt lessons about 
what truly sustains success: the strong support of family. 

Finding Balance Between Work and Home 

When I stepped into a managerial role, responsibilities 
multiplied, and the pressure to deliver never seemed to 
ease. My wife’s understanding made the journey lighter, but 
together we had to create order within the constant rush of 
life. Mornings began early with planning and coordination, 
and nights often ended with unfinished thoughts about the 
next day’s work. 

Yet we learned to see these sacrifices as investments in a 
better, more stable future. The effort we shared became a 
symbol of teamwork beyond the office. 
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(The strength of a family is not seen in calm days but in how 
they stand together during storms.) 

AA Decision That Tested Us 

Before marriage, I had asked my wife to resign from her 
promising career in Bengaluru, assuring her that 
opportunities in the UAE would come easily. Looking back, I 
now realise that requesting a transfer within her company 
might have been a better path. 

As we prepared for parenthood, our child arrived earlier 
than expected. While I continued working in the UAE, my 
wife stayed in India for the delivery. When her magnesium 
levels rose dangerously due to incorrect medication, both 
mother and child were at risk. She was admitted to a 
hospital in Mysuru, where my sister-in-law, the wife of my 
cousin brother, performed the delivery. Through her skilled 
hands, timely decision, and the grace of the Almighty, both 
were safe. I remain deeply grateful to her for stepping in 
with care and compassion at such a crucial time.  

Being away during that moment was deeply painful. It 
reminded me how strongly professional choices can shape 
personal moments and how important it is to be present 
when it matters most. 

I often think of the many professionals who serve far from 
home, including doctors, nurses, teachers, engineers on 
overseas projects, seafarers, military personnel, and 
sportspersons. Their dedication carries unseen emotional 
weight. Their stories remind us that love, faith, and 
responsibility can travel any distance. 

When Support Becomes Strength 

Our baby was born weighing just 1.3 kilograms and spent 
ten days in an incubator. During those fragile days, my 
mother-in-law’s presence became a true blessing. She cared 
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for both mother and child while I managed work from afar, 
giving me the comfort of knowing they were in safe hands. 

When we returned to Dubai, we hired a caretaker from my 
wife’s hometown. Though her help made daily life easier, we 
soon realised that nothing can replace a parent’s warmth. 
Watching our child grow attached to the caretaker reminded 
us that the early years of life need not only care but also 
closeness. 

That experience deepened our resolve to be more present to 
balance ambition with affection, and to ensure that love 
always remained at the heart of our home. We also 
understood how essential it is for a mother and child to 
share a strong, uninterrupted bond for at least the first 
three years. In today’s fast-paced world, many mothers are 
compelled to resume work soon after childbirth, leaving 
their little ones in the care of others. We too faced this after 
our baby turned one and later realised how deeply those 
early separations can affect a child’s emotional security and 
growth. 

A mother’s presence in those formative years shapes a 
child’s confidence, emotional balance, and sense of 
belonging. Her touch, voice, and warmth form the first 
lessons of love, something no substitute can ever truly 
replace. 

FFamily Bonds That Shaped My Path 

My professional stability rested on the strong foundation of 
my family’s love. My wife’s encouragement, my mother-in-
law’s care, and my father’s wisdom guided me through 
demanding years. 

Losing my mother five years ago was one of the hardest 
moments of my life. My father, who continued living in 
India, faced the world with quiet courage. My two elder 
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sisters, my brothers-in-law, and my nieces supported him 
constantly, keeping our family united through grief. Their 
strength reminded me that the bonds of family are life’s 
greatest safety net. 

Our parents are blessings whose presence gives meaning to 
our lives. Even as age weakens their bodies, their hearts 
remain our guiding light. Caring for them is not a burden 
but an honour, a chance to return the love that once 
nurtured us. Their blessings continue to be the invisible 
force that protects and uplifts us. 

When my second sister lost her husband to a sudden heart 
attack, the shock was immense. He was like a brother to me 
and a pillar of strength for his family. Watching my sister 
rebuild her life with courage and faith taught me that even 
in loss, there can be strength. 

I am also grateful to my elder brother-in-law, the husband 
of my first elder sister, whose quiet guidance and steady 
support helped me navigate some of the most challenging 
stages of my career. Standing alongside my father, he 
provided strength, wisdom, and reassurance when it was 
needed most. These experiences reminded me that true 
success is not defined by individual effort alone but by 
unity, mutual support, and the enduring strength of family, 
compassion, and shared faith. Their belief in me became 
the anchor that steadied me through every trial. 

(Parents remain the steady roots of our journey, silently 
guiding and nurturing us through every stage of life.) 

AA Journey of Renewal 

Before our child’s birth, my wife and I took a short but 
unforgettable trip to Greece and the Maldives. Surrounded 
by calm blue waters and timeless landscapes, we found 
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peace, reflection, and reconnection. It was more than just a 
journey across countries; it was a journey inward, 
reminding us of who we were beyond work and routine. 

Those moments of stillness became a turning point in our 
relationship. They reminded us that shared experiences 
have the power to renew understanding, deepen affection, 
and give everyday life a fresh sense of meaning. That 
journey was not just a holiday but a sacred pause that 
strengthened our bond and quietly prepared us for the new 
chapter of parenthood that awaited us. 

GGuilt, Pressure, and Gratitude 

Balancing work and family often left me questioning 
whether I was giving enough to both. My wife’s faith in our 
shared dreams became my calm in those restless moments. 
Her patience and understanding helped me realise that we 
were building our story together, day by day. 

That period taught me the value of gratitude. True balance 
does not come from perfection but from presence. It comes 
from doing our best in every role we hold, as professionals, 
partners, and parents. 

(True love in a family is not about perfection. It is about 
presence.) 

Closing Reflections 

Balancing career and family is not about dividing time; it is 
about giving your whole heart to both. The real reward of 
success lies not in recognition or position but in the quiet 
satisfaction of sharing that success with those who helped 
you build it. 
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Chapter 4:  

AA Conversation That Redefined Sales 

Introduction to Arjun and the Conversation 

In this chapter, I introduce Arjun, a bright and inquisitive 
newcomer eager to understand the true essence of sales. 
Keen to separate facts from assumptions, he becomes a 
relatable companion for readers, voicing the questions 
many hesitate to ask. His curiosity opens the door to an 
honest conversation about what sales truly involves. 

Arjun’s approach is open and thoughtful. He has heard 
many opinions about sales, some positive, others doubtful. 
Yet his eagerness to learn drives him beyond the surface. 
Through our conversation, I share my experiences to reveal 
what truly defines success in this field; not just targets or 
numbers, but the mindset, patience, and purpose that turn 
selling into serving. 

An Evening That Sparked a Conversation 

One early evening, Arjun and I met at a quiet café after 
work. The sky was painted with soft shades of orange, and 
the air carried the calm that comes before nightfall. The 
aroma of freshly brewed coffee filled the space as we settled 
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into a corner table. Arjun had his notebook open, pages 
already filled with notes from our previous talks. His eyes 
were bright with curiosity. I rarely drink coffee, but that 
evening I made an exception, joining Arjun for a cup as our 
conversation began. 

“Today,” he said with a smile, “I want to ask you everything 
that’s been on my mind about sales:  the myths, the 
pressures, the challenges, and the skills behind success.” 

I nodded, leaning back in my chair. “Go ahead,” I said. “Let’s 
talk about all of it.” 

That early evening conversation, over a few cups of coffee 
and many thoughtful pauses, became one of the most 
meaningful discussions I’ve ever had, as it was not just 
about sales, but about people, purpose, and growth. 

TThe Conversation Begins 

Arjun leaned forward with interest. “I’ve heard so many 
things about sales:  some good, some not so good. I’d like to 
understand it better. For example, why do people believe 
that sales is all about persuasion or that only those with 
natural talent can do well?” 

I smiled, remembering my own early days. “That belief is 
quite common. Many think a salesperson must be an 
aggressive talker or naturally convincing. But real sales 
success comes from listening, understanding, and finding 
solutions. A good salesperson helps clients meet their needs 
rather than pushing products. When you focus on what the 
client truly wants, you add real value. It’s not about being 
gifted; it’s a skill that anyone can learn.” 

Arjun noted this carefully. “So, it’s less about convincing 
and more about helping?” 
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“Exactly,” I replied. “The best sales professionals build trust 
through reliability and understanding. They value 
relationships over quick results. Long-term connections are 
far more meaningful than short-term gains.” 

SSales and the Numbers Game 

Arjun stirred his coffee thoughtfully. “Everyone says sales is 
just a numbers game, that it is all about hitting targets and 
achieving quotas. Is that true?” 

“That’s another common belief,” I said. “Numbers are 
important, but they are only the result of something deeper: 
trust, service, and consistency. When you focus on fulfilling 
your client’s requirements with sincerity, the results follow 
naturally. Satisfied clients return, and your growth becomes 
steady.” 

Arjun nodded. “But doesn’t the pressure of targets make 
sales stressful?” 

“Of course, there is pressure,” I acknowledged. “Every 
profession has its share of challenges. The key is how you 
manage it. I learned to divide big goals into smaller, realistic 
ones and to focus on the quality of each client interaction. 
When your attention stays on genuine service, stress 
decreases, and performance improves.” 

“So, the pressure doesn’t have to control you if your 
priorities are right?” he asked. 

“Exactly,” I said. “Targets guide us, but they should never 
define us. The real purpose of sales lies in the relationships 
we build and the trust we earn.” 
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TTechnology and the Modern Salesperson 

Arjun leaned forward again. “With technology everywhere 
today, how has it changed sales in your experience?” 

“Technology has reshaped the way we work,” I said. “Digital 
tools now help us record client information, follow up 
efficiently, and personalise communication. Messaging 
platforms and social media enable us to reach a wider 
audience and better understand preferences. Features such 
as automated reminders, reports, and insights even help 
predict client behaviour, allowing us to act at the right time.” 

“So, technology makes sales easier?” Arjun asked. 

“In some ways, yes,” I said. “But it can also become a 
distraction if not used wisely. The idea is to let technology 
support relationships, not replace them. A reminder tool 
might prompt you to wish a client on their birthday, a 
simple gesture that strengthens the connection. Video 
meetings save time while keeping personal contact. 
Technology improves efficiency, but sincerity still matters 
most.” 

Arjun smiled. “So, it’s about keeping the human touch even 
with digital tools.” 

“Exactly,” I said. “Today, professionals use integrated 
systems to track clients, follow up on proposals, and manage 
projects. Messaging apps bridge both formal and personal 
communication, while virtual meetings reduce travel time 
and make coordination faster. Networking platforms help us 
connect with decision-makers and build credibility. 
Automated tools also link quotations, invoicing, and reports, 
making the entire process smoother and transparent. 

Technology has made sales more organised and far-
reaching, allowing us to connect with clients anywhere in 
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the world. But even with all these advancements, the essence 
remains unchanged. People still value sincerity, trust, and 
personal attention. Data can guide us, but genuine 
relationships are what truly sustain success.” 

(Technology can connect us across distances, but sincerity is 
what keeps those connections alive.) 

FFacing Rejection and Staying Confident 

After a short pause, Arjun looked up again. “One thing that 
worries many people is rejection. How do you deal with it?” 

I smiled. “Rejection is part of the journey. You’ll hear ‘NO’ 
many times before you hear a ‘YES’.  The important thing is 
not to take it personally. Every refusal teaches you 
something: timing, approach, or understanding. Each 
experience helps you improve.” 

“So, rejection becomes a teacher?” he asked. 

“Exactly,” I said. “It strengthens your attitude and patience. 
Every challenge you face builds your ability to adapt. Each 
‘NO’ brings you closer to the right opportunity. That mindset 
keeps you steady and motivated.” 

Arjun nodded slowly. “That makes sense. Confidence must 
grow from experience.” 

“Yes,” I said. “Confidence grows through consistency and 
self-belief. It is built every time you keep going, even when 
the results are delayed. In sales, inner strength matters as 
much as skill.” 

The Power of Understanding People 

“If you had to choose one skill that matters most in sales, 
what would it be?” Arjun asked, ready to write. 
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“Understanding people,” I answered. “It means seeing things 
from the client’s point of view, recognising their concerns, 
and responding with honesty. When you truly understand 
someone’s needs, you become their trusted advisor, not just 
a salesperson.” 

Arjun nodded thoughtfully. “So, when you care about what 
someone needs, you’re not just selling as you’re helping.” 

“Exactly,” I said.  Sales is about helping others achieve what 
matters to them. It’s also about managing relationships with 
patience and emotional balance. Every person is different; 
some need time, some seek assurance, and some expect 
quick results. The real strength lies in understanding how to 
connect sincerely with each one. That is where genuine trust 
begins.” 

CClient Perceptions and Building Trust 

Arjun tilted his head. “Do clients also have misconceptions 
about salespeople?” 

“Very often,” I said. “Some believe salespeople are only 
focused on closing deals. But genuine professionals aim to 
solve problems. They work to build partnerships, not just 
transactions. When clients realise you care about their 
success, trust naturally follows.” 

“So, it’s really about partnership,” Arjun said. 

“Yes,” I replied. “Partnership built on sincerity and mutual 
respect. That’s what keeps professional relationships 
strong.” 

Staying Positive During Slow Times 

Arjun took a sip of his coffee and asked, “Sales seem 
rewarding but demanding. How do you stay positive when 
things are slow?” 
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“In slower periods,” I said, “I focus on maintaining 
relationships, reviewing my approach, and learning new 
things. Every phase teaches something valuable. Progress in 
sales is ongoing; patience and focus keep it steady.” 

“So, you don’t let setbacks pull you down?” he asked. 

“No,” I said. “I try to see the bigger picture. Sales is not a 
race; it’s a journey. Each day, each meeting, and each 
interaction builds experience and shapes growth.” 

CClosing Reflections 

As our conversation came to an end, Arjun sat back quietly, 
absorbing everything we had discussed. His understanding 
of sales had shifted from pressure and persuasion to 
patience and purpose. Sales, I told him, is not about chasing 
numbers or perfecting your pitch. It is about connecting 
with people, serving sincerely, and learning from every 
experience. Every meeting, every client, and even every 
rejection has a lesson hidden within it. 

True success in sales is not measured by numbers alone but 
by the trust you earn and the value you create. It is found in 
the quiet satisfaction of knowing that someone benefited 
from your effort and honesty. When your intention is right, 
success follows naturally. 

That evening, as we left the café, I realised that in answering 
Arjun’s questions, I had revisited my own journey and, in 
doing so, rediscovered the real meaning of sales. 

(Sales is not the act of closing deals. It is the art of opening 
relationships and keeping them alive through sincerity and 
care.) 
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Chapter 5A:  

TThe Making of a True Sales 
Professional 

As I left the café after that memorable conversation with 
Arjun, I felt a quiet shift within myself. His questions not 
only made me revisit my early days but also reminded me of 
something deeper: every meaningful conversation with a 
sincere learner has the power to reshape even the teacher. I 
thought the discussion had ended for the day, but in many 
ways, it had only just begun. And I was right. A few days 
later, Arjun reached out again, not just with curiosity, but 
with a genuine desire to understand what transforms an 
ordinary salesperson into a true professional. 

Questions That Shape a Sales Career 

When Arjun walked into the room that afternoon, he carried 
with him the same eagerness I had seen earlier, yet 
something felt different. There was a sense of maturity in 
his eyes, as if the earlier conversation had settled inside him 
and had now given rise to more profound questions. 

He placed his notebook on the table, sat upright, and said, 
“Sir, I want to understand the real qualities behind 
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exceptional salespeople. Not just the techniques, not just the 
strategies… but what makes someone truly respected in this 
field.” 

His voice was sincere. It was not the curiosity of someone 
looking for shortcuts. It was the curiosity of someone ready 
to build himself slowly and steadily. 

I smiled and replied gently, “Arjun, when someone begins 
asking questions like this, their journey as a true sales 
professional has already started.” 

He smiled back, almost as if he needed that reassurance. 

He took a small breath and asked, “What makes a 
salesperson truly exceptional today?” 

I leaned back slightly, aware that this would become a long 
and meaningful conversation. 

WWhat Makes a Salesperson Truly Exceptional 

I told him that an exceptional salesperson is created 
through a combination of qualities that cannot be learned 
in a single day. They become exceptional when their 
thinking matures, their behavior becomes consistent, their 
discipline becomes visible, and they carry a genuine 
intention to help others. 

“Today’s clients,” I told him, “Do not look at how loudly 
someone speaks or how confidently someone pitches. They 
observe the person. They observe the tone, the patience, the 
calmness, the sincerity.” 

A true sales professional listens deeply. 
They observe quietly. 
They respond with clarity. 
They help without expecting immediate reward. 
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I explained that sales is one of the few professions where 
behavior speaks louder than qualifications. Even before the 
salesperson speaks a word, the client notices their presence. 

“How you walk, how you enter a room, how you sit, how you 
dress, how fresh you appear… all these things create an 
impression before any business discussion begins.” 

Arjun nodded, writing carefully. 

He then asked, “So, it’s not about being born talented? Is it 
something we develop?” 

“Absolutely,” I said. Sales is not magic. It is a craft. Anyone 
with discipline, sincerity, and the willingness to grow can 
become truly exceptional.” 

He smiled, relieved. “That means there is hope for 
everyone.” 

I laughed. “Sales welcomes everyone, but it rewards only 
those who are ready to improve every day.” 

TThe Power of the First Meeting — And Why We Should 
Never Expect Immediate Returns 

Arjun turned the page and said, “Sir, I’ve often heard that 
the first meeting rarely brings anything. Is it true?” 

I told him something every salesperson must understand 
early: 

“The first meeting is not for closing. It is for opening.” 

The first meeting opens the door. 
It opens the comfort. 
It opens the understanding. 
It opens the trust. 
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Whether it happens through a reference, a chance 
introduction, a quick phone call, or a casual gathering, the 
first meeting sets the tone for the entire relationship. Many 
times, the discussion will not be “sales-oriented” at all. It 
may simply be a polite conversation about work, life, or 
general topics. 

A true sales professional does not chase immediate results. 
They invest. 

“You introduce. 
You understand. 
You listen. 
You build connection and comfort.” That is all. 

But life rewards sincerity. 

Even if that particular meeting doesn’t lead to business, 
something else opens up. Someone recommends your 
name. An opportunity appears from another direction. A 
person remembers your conduct and refers you to someone 
else. 

Nothing goes to waste in sales. Every good impression 
becomes a silent seed. It grows when the time is right. 

“A genuine effort in sales never disappears. It may not bring 
results instantly, and it may not come from the same person 
you met. But it always finds its way back to you, silently and 
surely, through another opportunity. 

Arjun wrote that sentence strongly, as if he did not want to 
forget it. 

BBuilding Relationships That Last 

Arjun’s next question came almost instantly. 
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“How do some salespeople retain the same clients for many 
years, even when they change companies or move to 
different places?” 

It was a genuine question, and one that even experienced 
professionals sometimes struggle to answer. 

I told him that long-term clients are never created through 
heavy pitching. They are created through consistent 
presence. A client becomes long-term when they trust the 
salesperson more than the brand they represent. When they 
feel comfortable sharing concerns. When they know their 
call will be answered even at odd hours. When they see that 
the salesperson remains composed even when situations 
become uncertain. 

Clients remember sincerity before pricing. 

They remember the comfort before the product. 
They remember the person before the proposal. 

“Years later,” I said, “what stays in their mind is not the 
discount you offered. It is the way you stood with them when 
they needed clarity, support, or reassurance.” 

Arjun nodded, his eyes reflecting understanding. 

I added gently, “Most people believe that relationships are 
built in boardrooms. But the truth is, strong relationships 
are built in small human conversations, the ones that 
happen naturally and without any agenda.” 

I explained to him that trust often grows through simple, 
warm interactions. Talking about movies, sports, travel, 
food, festivals, family moments, or even the small 
observations of daily life makes the environment lighter. 
These conversations help both sides relax, smile, and 
connect as human beings. Sometimes, even a calm and 
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respectful exchange of thoughts on social or political 
matters creates understanding, not as an argument but as 
sincere sharing. These moments build familiarity, and 
familiarity slowly becomes comfort. 

I also told Arjun about one aspect that had strengthened 
many of my client relationships over time: the presence of 
my book. Being an author quietly adds strength to a 
salesperson’s identity. People recognise the discipline, 
clarity, and sincerity required to write a book. When I give 
my own book to a new client, the reaction is always unique. 
A business card is often forgotten, but a book stays on a 
table, a shelf, or even on a desk. 

“A book carries a part of you,” I said. “It carries your 
thoughts, your effort, and your journey. It speaks even after 
the meeting ends.” 

I clarified that presenting my book is never about self-
promotion. It is about building credibility naturally. Clients 
see the person behind the book, the sincerity, the work, the 
experience, and that quietly deepens the relationship. Even 
if someone is not an author, gifting a meaningful book to a 
new customer still creates a strong impression, reflecting 
thoughtfulness and maturity. But giving your own book 
makes an even stronger connection because it carries your 
voice and your story. 

Arjun smiled and said, “Now I understand. These 
conversations and gestures are not small things. They build 
trust without even trying.” 

“Exactly,” I replied. “In sales, it is always people first. 
Business follows.” 

As Arjun continued writing, I noticed how naturally he 
connected this to everything he had understood earlier. He 



[48] 

realised that relationships are built not just through 
strategy, but through presence, sincerity, and the human 
side of communication. 

FFrom Customer to Client — The Real Transformation 

“There is a big difference between a customer and a client,” 
I told him. 

“A customer buys once. 
A client stays for years. 
A customer compares rates. 
A client compares trust.” 

Arjun looked up, interested. 

“A customer comes to fulfil a need,” I continued. “A client 
stays because of comfort, clarity, and confidence.” 

This transformation happens when the salesperson focuses 
on solving rather than selling. 

“When you think about their long-term interest instead of 
your short-term target, they begin to see you differently. You 
become someone they rely on.” 

I told Arjun that this transformation is slow, but once it 
happens, the client will remain with you no matter which 
company name is printed on your card. 

“Your sincerity becomes their comfort,” I said. 

Empathy — The Strength Behind Every Connection 

Arjun then asked, “How does empathy actually help in 
sales?” 
I told him that empathy is the strength behind every great 
salesperson. It is the ability to understand what the client is 
going through, the pressures they face, and the reasons 
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behind their behavior before focusing on the project, the 
need, or the sale itself. 

Empathy means seeing the situation from the client’s side. 

Some clients bargain because they want to show their 
management that they negotiated well or because they have 
already received competitive prices from others. 

Some delays occur because they are waiting for internal 
approvals, paperwork, or senior management signatures. 

Some speak loudly because they are under pressure from 
deadlines, audits, or urgent requirements. 

Some drag decisions because they fear choosing the wrong 
vendor and being questioned later. 

Some change their tone because a previous supplier 
disappointed them, and now they are cautious with 
everyone. 

Some ask many questions because they genuinely do not 
understand the technical aspects and feel embarrassed to 
admit it openly. 

Some hesitate because another department has not shared 
clarity. 
Some sound impatient simply because they are handling 
multiple responsibilities at once and are mentally 
overloaded. 

“When you understand the reason behind the behavior,” I 
told him, “Your approach becomes correct, and your 
response becomes balanced.” 

Empathy is not softness. It is awareness. 
Empathy does not mean agreeing with everything. 
It means understanding everything. 
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“When a client feels understood,” I said, “they begin trusting 
you without you asking for it.” 

Arjun smiled and said, “Sometimes it feels like salespeople 
become counsellors.” 

I laughed and replied, “The Only difference is that clients do 
not lie on a sofa while we talk.” 

We both laughed at that, but behind the humor was a 
profound truth. 

A salesperson who understands people builds trust that lasts 
much longer than any product, proposal, or pricing. 

Clients stay with such a salesperson because they feel safe, 
understood, and respected. 

That connection goes beyond business and becomes a long-
term professional bond. 

TThe Body, the Mind, and the Professional Presence 

Arjun then touched upon something that many people avoid 
discussing openly. 

He asked with genuine curiosity, “Sir, is appearance really 
that important in sales?” 

I told him clearly that appearance matters far more than 
most people realise. Not for show, not for style, and not for 
impressing others, but because a salesperson’s appearance 
silently communicates discipline to the client. Before you 
introduce yourself or explain anything, your presence 
speaks for you. 

A clean, well-pressed shirt, polished shoes, neatly 
maintained hair, a fresh, tidy face, and a pleasant fragrance 
create an immediate sense of respect. These simple details 
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show that you take yourself seriously, value the meeting, and 
approach your work with responsibility. 

I explained to Arjun that appearance is not about wearing 
expensive brands. It is about presenting yourself with care 
and dignity. Even the smallest habits reflect 
professionalism. Avoid food that leaves a strong breath 
before meetings. Choose fresh items over those that create 
strong odors. Carrying mints when needed. Some people 
keep a clove in their mouth for a few minutes before 
entering a meeting. A single clove provides natural 
freshness, removes strong food odors, and keeps the breath 
clean. Small habits like these quietly support your 
confidence when speaking. 

Hands also matter. Clean hands and neatly trimmed nails 
reflect personal discipline. Clients notice everything. Even 
your posture, the way you sit and walk, and the calmness in 
your face all communicate the seriousness you bring to 
your role. 

I also mentioned something many people ignore: the items 
you carry daily. 

A good pen makes a difference. It does not have to be costly 
or luxurious. It should simply look neat, work smoothly, and 
convey professionalism. A pen is something you take out in 
front of a client, and that small moment also creates an 
impression. A simple, good-quality pen shows that you 
respect your work and take your tools seriously. 

The same applies to your mobile phone. 

A salesperson does not need the most expensive phone, but 
it should be a good, reliable, neat-looking device. A cracked 
screen, dirty phone cover, or slow, unorganized device 
creates a poor impression. Your phone is your office on the 
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move. If it looks clean, organized, and maintained, it shows 
that you are structured in your approach. 

Even the overall freshness matters. Sometimes we travel 
long hours between sites and offices. A mild, clean 
freshener in the car keeps you comfortable and confident. 
When you step out feeling fresh, it shows in how you walk 
and speak. 

A salesperson who looks tired or careless loses the client's 
confidence even before the conversation begins. People 
naturally connect physical discipline with professional 
discipline. If someone cannot manage their own 
appearance, it becomes difficult for the client to trust that 
they will manage work with the same seriousness. 

I also told Arjun that a simple watch can make a quiet 
difference. A good watch is not a luxury. It is an asset. It 
reflects maturity and stability. A watch reflects how you 
value time. In many professions, punctuality is seen as one 
of the strongest signs of respect. When you reach meetings 
on time and honor schedules, clients notice that discipline. 

On several occasions, clients have casually asked me about 
the perfume I use or the watch I wear. Not because they 
wanted to buy the same thing, but because presence, 
neatness, and care naturally attract attention. People 
subconsciously trust someone who carries themselves with 
dignity and effort. 

I added that the body and the mind are connected in sales. 
A healthy body carries confidence. 
A groomed appearance carries clarity. 
A refreshed mind carries patience. 
A composed presence carries trust. 
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Arjun wrote everything slowly and thoughtfully. He 
understood that a salesperson’s presence is not decoration. 
It is preparation. A strong presence assures the client even 
before you begin speaking. It tells them that the person 
sitting in front of them can be trusted long before the 
proposal starts. 

Arjun looked up from his notes with a thoughtful 
expression. “You mentioned earlier that a salesperson’s 
presence matters even before the conversation begins. You 
spoke about grooming and dressing. But what about the way 
we behave during the conversation itself?” 

His question opened the door to one of the most important 
areas of sales growth. 

TThe Power of Body Language and Presence 

I told him that body language often speaks louder than 
spoken words. Even before a salesperson starts explaining a 
product or service, the client is already observing their 
posture, confidence, smile, and the calmness in their 
movements. 

“Sometimes,” I said, “your confidence is not in your words. It 
is in the way you sit, the way you enter the room, and the 
way you listen.” 

Good body language is not about acting. It is about being 
genuinely attentive and respectful. I explained to Arjun that 
the first step is posture. Sitting upright, leaning slightly 
forward during important moments, making natural eye 
contact, and keeping the hands relaxed show sincerity and 
interest. A gentle smile helps more than people realize. It 
creates warmth and tells the client that the conversation is 
safe. 
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Interrupting a client is one of the biggest mistakes a 
salesperson can make. A client must feel that their thoughts 
matter. A salesperson who listens fully gains more trust 
than one who talks endlessly. Even a brief pause to let the 
client finish has a powerful effect. 

Arjun nodded slowly. “So even silence matters in sales.” 

“Yes,” I said. “A mature salesperson knows when to speak 
and when to listen simply. Silence can sometimes make the 
client feel that you are absorbing their concerns rather than 
preparing your own reply. 

I added that certain things must be avoided. Sitting 
carelessly, tapping the table, speaking too fast, or using a 
tired tone creates doubt. Clients notice subtle details. When 
a salesperson carries the right body language, they appear 
dependable. 

“Remember,” I told Arjun, “You are not selling only a 
service. You are also presenting yourself. A client buys 
confidence and stability as much as they buy the product.” 

He wrote that line down carefully. 

TThe Strength of Follow-Up 

Arjun then asked about follow-ups. He said many 
salespeople complain that clients do not respond quickly, 
and he wanted to understand the right approach. 

I told him something straightforward. 

“Follow-up is where most sales are won. And follow-up is 
where most sales are lost.” 

A salesperson who does not follow up misses opportunities 
that were already halfway open. 
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A follow-up does not mean chasing. It does not mean 
disturbing. It does not mean asking repeatedly for an 
answer. 

It means showing presence. 
It means showing commitment. 
It means gently reminding the client that you are still there 
for them. 

I explained to Arjun that follow-up requires planning. A 
salesperson should never wait for the client to remember 
them. Instead, they must create a simple system for 
themselves: 
a list of ongoing discussions, 
notes on client expectations, 
a reminder for pending proposals, 
And small check-ins that show care and professionalism. 

Even a short message such as “Let me know if you need any 
information or support” shows sincerity. 
Clients appreciate this more than salespeople realize. 

Arjun asked, “But what if the client gets annoyed?” 

I smiled and told him, “Follow-up becomes annoying only 
when it is done without understanding.” 

If someone follows up every day without considering the 
client’s situation, it's bound to become irritating. 

But when a salesperson follows up with respect, patience, 
and the right timing, the client sees it as support. 

I encouraged Arjun always to understand the client’s 
environment. 
They might be waiting for internal approval. 
They might be tied up with another project. 
They might be travelling. 
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They might be facing pressure from management. 
Or they might need time to think. 

When a salesperson understands these realities, their 
follow-up becomes gentle and thoughtful. Then I shared 
something with Arjun, and he wrote it down slowly and 
carefully. 

I told him that after each meeting, he should sit back for a 
moment and ask three simple questions. 

What did I do well? 
What could have been done better? 
What did I learn about the person? 

These questions help a salesperson remain sharp, 
grounded, and self-aware. 

They bring improvement. 
They make the next meeting smoother. 
And they make follow-ups meaningful because the 
salesperson understands the person better every time. 

I told him that follow-up discipline is one of the strongest 
qualities that separates a top performer from an ordinary 
one. Many salespeople lose deals not because they are less 
skilled, but because they simply do not stay present when 
the client needs them. 

“Most clients do not reject you,” I said. “They simply choose 
the person who stayed present.” Arjun looked thoughtful. He 
realized that follow-up is not an extra task. It is the heart of 
sales. 

HHandling Difficult Clients with Maturity 

Arjun then leaned back and said, “I want to understand 
something that many people fear. How do you handle 
difficult clients?” 
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His question carried honesty. Difficult clients are a part of 
this profession and cannot be avoided. 

I told him that demanding clients often test a salesperson’s 
emotional strength. Some raise their voices. Some bargain 
heavily to show their management that they negotiated well. 
Some last-minute change requirements. Some expect 
immediate solutions. And yes, there are a few whose 
behavior is consistently harsh because that is how they are. 
For some people, a firm tone, ego, or attitude is part of their 
personality and does not change easily. 

A salesperson must never react instantly. The person who 
stays calm controls the direction of the discussion. 

I explained that the first step is always to listen. Many 
demanding clients calm down the moment they feel heard. 
Listening builds space for solutions. 

The next step is to understand the root of the problem. 
Often, the issue is not really about your price, your product, 
or your proposal. Clients may simply be dealing with their 
own internal situations. They may have pressure from 
management. They may be stuck in internal delays. They 
may lack clarity from their own team. Some may be 
handling multiple responsibilities at once. 

But there are also clients whose behavior is the same with 
everyone, not only with you. Their tone, their attitude, and 
their style come from their personality, not from the 
situation. Understanding this truth helps you remain calm 
because you realize that their behavior is not personal. 

Once you understand the core issue, you become part of the 
solution instead of part of the argument. 

Arjun wrote this carefully. 



[58] 

I told him that staying respectful is critical. Even when a 
client speaks harshly, behaves rudely, or carries a fixed 
attitude, you must not mirror that behavior. A steady tone, 
calm presence, and polite response can change the 
direction of the discussion. 

“Remember,” I told him, “Your maturity during tough 
moments becomes your reputation for the future.” 

Many of my strongest relationships began after handling a 
difficult moment correctly. Clients later said they respected 
how calmly I responded, even when the situation was tense. 

“Sales is not about avoiding difficult people,” I added. 
“It is about managing them without losing your balance. 
That balance becomes your strength.” 

CClosing Bigger and Long-Term Deals 

“Big deals,” I said, “do not move fast. They move steadily.” 

I explained that large deals are not about excitement. They 
are about preparation, patience, and clarity. A salesperson 
must understand the client at a deeper level. They must 
know the client’s long-term goals, management style, 
expectations, risks, and future plans. They must understand 
how decisions are made in that company, who influences 
the approval, and what internal limitations may exist. 

I added that even the client studies the salesperson in the 
same way. 
They look at the salesperson’s stability. 
They consider the company’s credibility and reputation. 
They check whether the company has experience in similar 
projects. 
They evaluate financial stability, execution ability, and long-
term existence. 
All these things matter for big deals because clients are not 



[59] 

investing in one product. They are investing in a long 
relationship. 

A big deal is never closed through pressure. It is closed 
through trust. 

Clients watch whether the salesperson is dependable in the 
long run. They observe your patience, tone, emotional 
balance, consistency, and commitment. They notice whether 
you respond promptly, even when the project is silent. 
Silence does not mean rejection. Silence often means 
internal discussions, management alignment, and budget 
approvals. 

“Big deals require you to stay present even during long 
silent periods,” I told Arjun. 

“Silence does not mean no progress. Silence means the 
client is thinking.” 

I told him that, for large projects, the value you offer matters 
more than the price. Clients want to see how your solution 
improves their performance, reduces risk, increases 
reliability, and prevents future problems. They want 
assurance that when challenges arise, you will stand beside 
them. They want confidence that your company will still be 
strong and stable years later. 

Arjun listened carefully. 

Then he asked something many salespeople wonder but 
hesitate to say. 
“Sir, what about those clients who focus heavily on pricing 
even in big projects?” 

I nodded because this is a very practical question. 

“There will always be clients,” I said, “who balance 
everything against price. Even if they appreciate your 
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service, sincerity, credibility, and relationship, they still need 
to justify numbers to their management.” 

I told him that such clients are not wrong. They are simply 
being responsible. 

Many times, management asks them: 
Why this vendor 
Why this much cost 
Why not cheaper 
Why not competitive 

“So, pricing becomes their shield,” I explained. “It is their 
way of showing their management that they have done their 
duty and negotiated well.” 

Then I told Arjun the real secret: 

“When a client is price-focused, do not argue. Do not defend 
yourself emotionally. Do not panic. Instead, guide them 
gently.” 

I shared with him the practical ways to handle a price-
sensitive client: 

OOne: Acknowledge their concern calmly. 
Clients relax when they see that you are not resisting their 
question. 

Two: Show them the comparison in a dignified way. 
Explain the difference in quality, performance, reliability, 
warranty, after-sales support, and execution capability. 

Three: Highlight long-term value instead of short-term 
savings. 
Cheap solutions often lead to repeated problems, rework, 
and future expenses. 
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FFour: Provide options when possible. 
A revised offer, alternative materials, or phased work shows 
flexibility without reducing your dignity. 

Five: Never reduce the price instantly. 
Instant price drops create doubt. It tells the client that the 
first quote was unrealistic. 

“Clients respect salespeople who justify their pricing with 
confidence,” I said. 

“A client can reject a price, but they never reject clarity.” 

Arjun wrote this carefully, understanding how important 
this point was. 

Then I concluded with the central truth: 

“Competitive pricing matters. But competitive character 
matters even more. When the client believes in your 
sincerity, your professionalism, and your long-term 
presence, they choose you even if you are not the lowest. Big 
deals close when trust and value outweigh the fear of price. 

He nodded slowly. 

And once that trust is built, the deal often closes naturally. 

Growing Personally and Professionally in Sales 

As the conversation continued, Arjun paused for a moment 
before asking something deeper. 

“Sir, how does a salesperson keep improving year after year? 
What makes long-term growth possible?” 

I smiled because this is a question every serious 
professional eventually asks. 

“A salesperson grows,” I said, “when they grow as a person.” 
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Sales is not just a profession. It is a training ground for the 
mind and the character. It teaches patience, emotional 
stability, discipline, humility, and the ability to understand 
people from different walks of life. The more a salesperson 
grows internally, the more natural their career grows 
externally. 

I told Arjun that real growth does not depend on luck or 
sudden opportunities. It comes from consistently practicing 
simple habits. 

Learn something new every month. 
Even small lessons compound into confidence over time. 

Observe successful people. 

Notice how they think, communicate, handle pressure, and 
maintain their presence. 

Stay curious in every meeting. 

Every person you meet knows something you do not know. 
Curiosity makes you learn without trying. 

Maintain fitness and good health. 
Your energy decides your confidence. A healthy body carries 
a calm mind, and a calm mind performs better in sales. 

Dress neatly and carry yourself with dignity. 
Your outer presence influences your inner state. When you 
look organized, you feel organized. 

Keep your work environment clean and structured. 
An organized desk and a neat digital space create mental 
clarity. 

Stay updated on your industry. 
A salesperson who understands current trends, new 
technologies, and market conditions becomes more valuable 
to clients. 
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Attend meaningful trainings or workshops whenever 
possible. 
They refresh your thinking and open new perspectives you 
may not encounter in your daily routine. 

Read helpful books regularly. 
Books add depth to your thinking and help you understand 
people and business with maturity. 

I told Arjun that long-term growth is not about sudden 
jumps. It is about steady improvement. When you become a 
better thinker, a better listener, a better communicator, and 
a more disciplined person, your performance in sales 
automatically rises. 

I also explained that how you carry yourself plays a role in 
your growth. Physical appearance is not about showing off. It 
is about discipline. A well-maintained body, clean clothes, 
polished shoes, and pleasant freshness reflect self-respect 
and personal order. Clients often sense this discipline even 
before the conversation begins. They may not say it aloud, 
but they feel that they are dealing with someone who is 
structured and sincere. 

“Everything about you speaks,” I said to Arjun. “Long before 
you begin the presentation, your presence tells your story.” 

Arjun noted this with full focus. He understood that sales 
growth is not a one-time effort. It is a lifelong journey where 
discipline and learning walk hand in hand. And when a 
salesperson commits to personal improvement, every year 
becomes better than the last. 

DDigital Habits and Modern Professionalism 

Arjun then asked me about digital behavior. “In today’s 
world, where everyone uses phones, laptops, and messaging, 
how much does this impact sales?” 
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“It matters more than people realize,” I replied. 

A salesperson must maintain clean communication habits. 
Messages should be clear and respectful. Emails must be 
organized and timely. Their phone should not be cluttered. 
Their communication must be professional. 

I told Arjun that in many cases, clients form their first 
impression through messages and emails long before they 
meet face to face. A well-written message creates 
confidence. A careless one creates doubt. 

I also explained that technology allows a salesperson to 
manage reminders, follow-ups, and proposals more 
effectively. Using digital tools shows modern thinking and 
professionalism. 

“However,” I added, “never allow technology to replace 
human warmth. Use it to support your communication, not 
to reduce your sincerity.” 

NNetworking and Social Strength 

Arjun then asked about networking. 

I explained that networking is one of the strongest pillars of 
sales success. Meeting people, attending events, staying in 
touch with old clients, revisiting earlier contacts, and 
maintaining positive relationships create opportunities. 

Many of my best opportunities came from people I met long 
ago. A kind gesture, a simple conversation, or a positive 
impression creates goodwill that returns unexpectedly. 

“Networking,” I said, “is not about collecting contacts. It is 
about building relationships that remember you.” 
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FFinal Reflections 

As the evening continued, Arjun closed his notebook and 
said, “I understand now. Sales is not just about selling. It is 
about human connection.” 

“Yes,” I said. “Sales is a journey where every meeting teaches 
something. Every conversation shapes you. Every client 
helps you grow.” 

Sales is a profession of sincerity. It is built on trust, 
understanding, preparation, and discipline. A salesperson 
grows when they focus on helping others grow. 

“Sales,” I told Arjun, “Is not the act of closing deals. It is the 
art of opening relationships and keeping them alive.” 

Eight Questions for Sales Professionals 

1. Am I creating trust through my conduct? 

2. Do clients feel safe, comfortable, and heard? 

3. Does my appearance reflect discipline and 
preparation? 

4. Am I improving after every meeting or discussion? 

5. Are my follow-ups gentle, timely, and sincere? 

6. Am I listening more than I speak? 

7. Am I strengthening my knowledge and awareness 
regularly? 

8. Am I becoming a better version of myself in this 
profession? 
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CClosing Thought 

The highest form of selling is service. When you genuinely 
care for the person in front of you, their progress becomes 
your progress.  

That sincerity creates results no technique in the world can 
match. 
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Chapter 5B:  

SSales Funnel – From Awareness to 
Loyalty 

Introduction to Sales Funnel: From Awareness to 
Loyalty  

A sales funnel is a structured pathway that guides potential 
customers from discovering your offerings to becoming 
loyal advocates. It moves through key stages: aawareness, 
when prospects first encounter your product or service; 
interest, where curiosity grows; cconsideration, when 
comparisons and evaluations are made; iintent, where 
concerns are addressed; ppurchase, ensuring a smooth and 
satisfying transaction; and finally, lloyalty and advocacy, 
where delighted clients share their positive experiences.  

Each stage narrows the pool of prospects, creating 
opportunities to refine interactions and deepen trust. A 
well-designed funnel ensures smooth transitions at every 
step, turning first-time buyers into long-term partners and 
laying the foundation for sustainable growth. 
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SSales Funnel for Products, Services, and Maintenance 
Sales 

1.  Awareness Stage 

In the Awareness Stage, the primary objective is to inform 
potential clients about your product, service, or 
maintenance offerings. 

Objective: Build brand recognition and establish credibility. 

 For Products: Use digital and print ads, social 
media, and detailed company profiles to highlight 
your product’s unique features and benefits. Ensure 
your website is informative, easy to navigate, and 
optimised for search engines. Leverage targeted ad 
campaigns, such as Google Ads, to reach a broader 
audience and spark initial interest. 

 For Services: Showcase case studies, client 
testimonials, and detailed service information on 
your website to demonstrate how your services solve 
problems and add value. Include a well-crafted 
company profile featuring major clients and their 
success stories to build trust. 

 For Maintenance Sales: Raise awareness through 
customer satisfaction reports or surveys, reminders 
about upcoming service needs, and educational 
content that explains how maintenance extends 
product life. Regularly update your website with blog 
posts or videos that highlight the maintenance 
benefits, and run ad campaigns, such as Google 
AdWords, to target clients who may need these 
services. 

Example: A prospect may first discover your business 
through a Google ad, a blog post, your social media profile, 
your company profile, an email, or by hearing about your 
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major clients’ success stories. Sometimes, recommendations 
from satisfied customers or friends spark their interest. 
This marks their first introduction to your product, service, 
or maintenance package. 

22. Interest Stage 

At this stage, potential clients show interest after learning 
about your offerings. The goal is to build a stronger 
connection and guide them closer to considering your 
product or service. 

Objective: Engage prospects and deepen their interest by 
clearly showing the value of your product, service, or 
maintenance solutions. 

 For Products: Share detailed product information, 
offer free trials, or provide interactive demos so 
prospects can experience the product firsthand. 

 For Services: Offer personalised solutions or 
consultations to demonstrate how your services 
meet their specific needs. 

 For Maintenance Sales: Clearly explain the benefits 
of regular maintenance and introduce any new 
packages, highlighting how they can prevent costly 
repairs or breakdowns. 

Example: A potential client contacts you to request a demo 
or consultation after discovering your company through 
your website, profile, blog, or other trusted sources. 

3. Consideration Stage 

In this stage, prospects evaluate your offering against 
competitors. They consider whether it meets their specific 
needs and how it compares in terms of value, quality, and 
pricing. 
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OObjective: Provide personalised solutions, clarify any doubts, 
and distinguish yourself from competitors. 

 For Products: Offer detailed product comparisons, 
address specific questions about the product’s 
capabilities, and demonstrate how it stands out in 
the market. 

 For Services: Provide a clear proposal or solution 
tailored to the client's needs and pain points, 
addressing how your service will solve their 
challenges. Showcase how your service meets 
industry regulations and compliance standards, 
ensuring legal adherence. Also, explain how your 
service can be aligned with insurance claims, 
offering clients the added benefit of protecting their 
investment and reducing potential risks. 

 For Maintenance Sales: Highlight case studies or 
testimonials demonstrating how maintenance 
services have prolonged the lifespan of similar 
products, showcasing the long-term benefits of 
proper asset care. These real-world examples 
illustrate how routine maintenance has helped 
prevent costly repairs, improve operational 
efficiency, and ensure compliance with legal and 
industry regulations. Additionally, emphasise how 
maintenance services can support insurance 
claims, providing clients with additional protection 
for their investments and greater peace of mind. 

Example: The prospect asks for a customized quote or 
investigates additional product features to determine the 
best fit. 

4. Intent Stage 

The prospect now clearly intends to move forward but might 
still have questions or objections about your product, 
service, or maintenance offering. 
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OObjective: Address objections and reinforce the value of 
your offering. 

 For Products: Offer detailed information about how 
the product solves specific pain points, provide 
trials, or share special discounts or promotions to 
incentivise purchase. 

 For Services: Address remaining concerns 
regarding the scope of services, timelines, or cost. 
Offer limited-time promotions or consultations to 
finalise the agreement. 

 For Maintenance Sales: Discuss the benefits of 
choosing your maintenance plan, such as cost 
savings over time, preventive measures, and priority 
service for future repairs. 

Example: The prospect expresses concern about product 
performance, maintenance cost, or service timelines. You 
address these by offering guarantees, showcasing positive 
feedback, or providing limited-time offers. 

5. Purchase Stage 

At this point, the prospect is ready to make a decision and 
purchase your product, sign up for your service, or agree to 
a maintenance contract. 

Objective: Ensure a smooth transaction and begin building a 
lasting relationship. 

 For Products: Make the purchasing process as easy 
as possible, providing clear instructions and 
payment options, ensuring customers feel confident 
in their decision. 

 For Services: Have clear contracts and service 
agreements, and make sure the client understands 
exactly what they are getting, including timelines, 
deliverables, and outcomes. 
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 FFor Maintenance Sales: Offer flexible service 
packages or payment options to suit the client’s 
needs and ensure they understand the value and 
terms of the maintenance agreement. 

Example: The prospect makes the payment, signs the 
agreement, or subscribes to the service. You confirm the 
purchase and begin the onboarding process. 

6. Post-Purchase Stage 

After the purchase is made, your focus shifts to maintaining 
client satisfaction and fostering a long-term relationship. 

Objective: Ensure post-sale satisfaction and address any 
follow-up needs. 

 For Products: Provide excellent customer support, 
offer guides or resources for maximising product 
use, and follow up to ensure satisfaction. 

 For Services: Check in to ensure the service is 
meeting expectations, offer support or 
troubleshooting as needed, and seek feedback for 
improvements. 

 For Maintenance Sales: Schedule regular check-ins 
or remind clients about upcoming maintenance 
needs. Make sure they feel supported and informed 
about any updates or changes to their service plan. 

Example: After the purchase, you send a thank-you note, 
provide a satisfaction survey, and follow up with 
maintenance reminders or service details. 

7. Loyalty & Advocacy Stage 

In this final stage, the aim is to turn satisfied customers into 
loyal clients who advocate for your brand. 

Objective: Nurture loyal relationships and create advocates 
for your offerings. 
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 FFor Products: Provide loyalty discounts, early access 
to new products, or special offers to keep customers 
engaged and loyal to your brand. 

 For Services: Continue to provide excellent service 
and check in regularly to ensure customer 
satisfaction. Offer upgrade options or exclusive 
packages. 

 For Maintenance Sales: Inform clients about new 
maintenance packages and discounts for renewing 
contracts, and offer referral incentives to encourage 
them to spread the word. 

Example: A happy customer refers a new client, participates 
in a referral program, or leaves a glowing review online.                          
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Chapter 6:  

LLife Challenges – Health, 
Relationships, Career & Money 

The Intersection of Health and Work Stress 

Arjun was deep in thought as we sat down for our usual 
chat. As always, he had questions, and this time they were 
about life’s biggest challenges: health, relationships, career, 
and money. 

“I’ve heard so much about balancing work and health, 
especially how work stress can affect your physical well-
being. How did you handle that?” he asked, his curiosity 
evident. 

“Balancing health and work stress was one of the most 
important lessons I learned, Arjun. When you are deeply 
invested in your career, it’s easy to overlook the toll it takes 
on your body. The first step for me was to acknowledge the 
issue early on. I realised I wasn’t invincible and that my 
physical and mental health couldn’t be put on the back 
burner indefinitely.” 

The key was conscious self-care. I started incorporating 
regular breaks throughout my day to avoid burnout. Little 
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things, like standing up and stretching after every hour of 
sitting, seemed insignificant but made a difference. I also 
found myself sipping water frequently, which naturally gave 
me unplanned breaks as I needed to visit the washroom. 
Occasionally, I took some phone calls away from my desk to 
change my environment and refresh my focus. 

Regular exercise became non-negotiable. To stay connected 
with nature, I kept plants around me and set green, leafy 
wallpapers on my laptop. Sometimes I would walk about 500 
meters to the supermarket to buy necessities, giving myself 
a short mental reset. I also practised mindfulness; deep 
breathing exercises helped centre my thoughts and clear 
mental clutter. 

But there were times when stress took a physical toll beyond 
mental strain. Stress can even lead to psychosomatic illness, 
where emotional and mental pressure appear as physical 
symptoms. My wife, family, and friends often reminded me 
to slow down and kept me focused on my priorities. My wife, 
in particular, encouraged me to take breaks and prioritise 
my well-being, often pointing out when I was pushing myself 
too hard. 

Recognising the early signs of stress allowed me to step back 
and reassess. Stress, when left unchecked, can quietly take a 
heavy toll on both mind and body. Over time, I learned to 
manage it by maintaining awareness, staying disciplined, 
and practising self-care. Conversations with those I trusted 
and the steady support of my family offered perspective, but 
my ability to reflect on and adjust my approach became my 
greatest strength. 

BBalancing Work and Maintaining a Healthy Lifestyle 

Shifting gears, Arjun asked, “How did you manage the 
pressure of balancing work with a healthy lifestyle? Didn’t 
that get tough at times?” 
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Ah, yes, the balancing act. Work-life balance is one of those 
elusive goals that many of us struggle with. In my case, the 
first step was accepting that balance is an ongoing process, 
not a fixed destination. Some days, work demands were 
higher; other days, my focus was on health and personal life. 
I learned to be comfortable with that rhythm. 

Setting clear boundaries was crucial. I created specific times 
for meals, exercise, and relaxation, and I stuck to them as 
best I could. I even scheduled breaks during long working 
hours to clear my mind and stretch my legs. These pauses 
helped me avoid burnout and maintain steady energy. 

Delegating tasks at work allowed me to focus more on my 
health. By offloading responsibilities, I made time for yoga, 
short walks, reading, and writing. I also made it a point to 
disconnect after hours, ensuring I didn’t work late or over-
commit myself. 

Arjun was keenly taking notes. “It sounds like you became 
very intentional about your time management.” 

“Exactly,” I said. “Being intentional about where I put my 
energy made all the difference. When work didn’t take over 
my life, I was more productive and healthier.” 

TThe Role of Relationships in Career Growth 

I leaned back, reflecting on how crucial relationships had 
been in my journey. Relationships are often the unspoken 
pillar of career success. While technical skills are essential, 
the people around you — your colleagues, mentors, friends, 
and family — make all the difference. 

Early in my career, I relied on my mentor, staff, and friends 
who offered guidance and support. Personal relationships 
were equally vital. My family gave me emotional stability and 
strength. When career pressures grew, knowing I had a 
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supportive partner at home made all the difference. Friends 
also played their part, offering perspective, encouragement, 
and the occasional push when I needed it. 

As my career evolved, I learned to be more intentional with 
relationships. At work, networking became an important 
skill. Positive professional relationships opened doors, 
whether through recommendations, collaborations, or new 
opportunities. I made it a point to nurture these 
connections, maintaining open communication and 
showing appreciation. 

To sustain long-term success, I found three pillars essential 
for strong relationships: 

1. AAuthenticity – Be genuine in your interactions. 

2. Clear communication – Express expectations and 
listen carefully. 

3. Consistency – Be dependable and steady in your 
approach. 

Arjun nodded thoughtfully. “So, career growth isn’t just 
about hard skills; it’s also about the people who help shape 
that journey.” 

“Exactly,” I replied. “It’s about combining technical ability 
with strong human connections that help you grow.” 

Emotional Intelligence and Life’s Challenges 

The conversation naturally turned to emotional intelligence. 
Arjun asked, “And what role does emotional intelligence 
play in handling all these challenges?” 

“Emotional intelligence, Arjun, is everything when it comes 
to handling life’s obstacles. It’s about being self-aware, 
recognising your emotions, understanding how they affect 
your decisions, and knowing when to step back,” I explained. 



[79] 

“In the heat of stressful situations, emotional intelligence 
helps you keep a level head and avoid reacting impulsively.” 

In my early days, I often reacted quickly and later regretted 
it. Over time, I learned to pause and reflect before 
responding. That simple change helped me avoid 
unnecessary conflict and made me more empathetic to 
others’ perspectives. I realised that showing genuine care, 
even in small gestures, can make a big difference. 
Sometimes, a single kind word can change someone’s entire 
day. 

Developing empathy and kindness allowed me to build 
deeper trust and understanding, both personally and 
professionally. Emotional intelligence also helped me better 
manage my own emotions. Even when my decisions weren’t 
perfect, being able to adapt calmly often led to better 
outcomes than reacting in haste. 

Arjun reflected on this. “So, emotional intelligence isn’t just 
for personal growth; it’s key in professional life too.” 

“Absolutely,” I said. “It helps you stay grounded, think 
clearly, and take control of your actions. It’s the foundation 
for managing pressure, staying calm, and making 
thoughtful choices.” 

LLessons in Money Management 

“Life’s financial lessons often come the hard way,” I began, 
as Arjun leaned in eagerly. 

When I first moved to the UAE, I found myself on a financial 
roller coaster. Expenses often exceeded income, and anxiety 
became a regular companion. I used to spend without any 
planning, buying whatever I saw and felt like owning in the 
moment. My focus was more on satisfying short-term 
desires than thinking about long-term priorities. But those 
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difficult times taught me how to manage money wisely and 
understand the real difference between wants and needs. 

The first lesson was budgeting. Earning is one thing, 
managing it wisely is another. I had to confront my 
spending habits and ask, “Do I want this, or do I need it?” By 
distinguishing between the two, I began tracking where 
every dirham went, prioritising necessities over indulgences. 
Gradually, that discipline brought stability. 

Building a savings buffer was the next step. Even during 
tough months, I set aside a small portion of my income. 
Over time, that safety net gave me peace of mind and 
financial control. 

Arjun asked, “Did you always make the right financial 
decisions?” 
“Not at all,” I admitted. “I made mistakes, and they were 
costly.” 

Chasing quick gains, I explored various online trading and 
investment platforms, including crypto and share markets. 
The promise of instant profits seemed exciting at first, but 
those experiences soon reminded me that such ventures 
carry risks when not approached with proper knowledge and 
caution. I faced losses that taught me valuable lessons that 
real financial growth is built on patience, understanding, 
and long-term planning rather than short-term speculation. 

Arjun nodded. “So, it’s not just about earning but about 
understanding how money works?” 

“Exactly,” I said. “Money is a tool, not the goal. It should 
create opportunities, not stress. Smart investments like 
upskilling, mutual funds, real estate, or land ownership 
provide lasting value. These experiences taught me patience 
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and discipline, freeing me to focus on meaningful goals and 
approach challenges confidently.” 

I continued, “Financial maturity also means developing the 
right mindset toward spending. As your career grows and 
your hard work bears fruit, you shouldn’t let price tags 
control your decisions. The aim is not to live with fear or 
guilt about spending but with awareness and balance. Know 
when to save and when to enjoy the rewards of your effort. 
True financial wisdom lies in maintaining that balance, 
appreciating what you earn while ensuring that every 
purchase reflects purpose, not impulse.” 

“That’s a powerful perspective,” Arjun said. 

“It is,” I replied. “When you see money as a means to an 
end, not the end itself, you unlock its true purpose. It gives 
you the freedom to live life on your terms, not let it dictate 
your choices.” 

Arjun smiled, absorbing the lesson. Together, we sipped our 
coffee, both reflecting on the journey that taught us the 
value of financial wisdom. 

DDealing with Failure and Setbacks 

Arjun’s next question was simple but deep. “We’ve all had 
failures. How do you deal with them, both personally and 
professionally?” 

Failure is never easy, but over time, I learned to accept it as 
part of the journey. Every failure carries a lesson. I began to 
see it not as an end but as a chance to learn and improve. 
The key was not allowing it to define me. 

After every setback, I reflected on what went wrong. Was it a 
lack of preparation or a mismatch in priorities? Once I 
understood the cause, I adjusted my approach. I also leaned 
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on my support network, family, and friends, who helped me 
keep perspective. 

To grow stronger, I committed to continuous learning by 
attending training sessions, improving my skills, and 
staying engaged. Rebuilding after failure required small, 
consistent steps. I set achievable goals, celebrated small 
wins, and kept moving forward. 

“Failure is just a detour on the road to success,” I said with a 
smile. 

Arjun grinned. “I like that.” 

CClosing Reflections: Strength Through Life’s Challenges 

As our conversation came to an end, Arjun sat quietly, 
processing everything we had discussed. Life, we both 
agreed, is full of ups and downs, but determination and self-
awareness help us face them with confidence. 

In the end, whether it’s balancing health with work, 
managing finances, nurturing relationships, or 
strengthening emotional control, the goal is to handle every 
part of life with purpose and balance. Over the years, I’ve 
learned to see challenges as opportunities for growth, not 
obstacles to success. 

Life will always test us through stress, failure, and setbacks. 
What matters most is how we respond. Do we let them 
defeat us, or do we use them as stepping stones to become 
stronger? 

Arjun looked up from his notes and smiled. “It’s comforting 
to know that challenges are part of the journey.” 

“Exactly,” I said. “Life isn’t about avoiding problems; it’s 
about how we face them. Each challenge you overcome 
makes you stronger for the next one. Success isn’t the 
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absence of struggle, but the ability to rise through it with 
integrity and purpose.” 

We both sat back for a moment, appreciating the quiet 
around us and the journey ahead, knowing that whatever life 
placed in our path, we would continue to learn, grow, and 
adapt. 
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Chapter 7: 

SSpiritual Practices – The Foundation 
of a Balanced Life 

Spiritual Practices: The Foundation of Life 

How spirituality became the anchor of my life, shaping my 
values, mindset, and approach to work and challenges. 

Arjun and I sat down for our usual chat over a wholesome 
vegetarian lunch, enjoying the meal’s simplicity and 
flavours. With each bite, our conversation drifted toward a 
subject that had always piqued his curiosity: spiritual 
practices and how they shape one’s approach to life. After a 
few minutes of eating in comfortable silence, he leaned 
forward and asked, “How have spiritual practices shaped 
your approach to life and work?” 

I took a moment to gather my thoughts, realizing that this 
question touched on something fundamental to my daily 
existence. Spirituality has been the quiet yet powerful force 
that anchors my life, influencing how I see the world and 
how I overcome the challenges that come my way. “Spiritual 
practices,” I began, “have become the foundation of who I 
am. They are not simply rituals or routines; they have 
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shaped my mindset, my values, and the way I respond to life 
in profound ways.” 

Arjun nodded, urging me to continue. 

Spirituality has instilled in me a sense of purpose that goes 
beyond daily tasks. It helps me stay grounded even when life 
feels chaotic. It has taught me the importance of discipline, 
which forms the foundation of my daily routine. Through 
spiritual practices, I have learned to respect myself, my 
surroundings, and others. In my work, this translates into 
being kind, patient, and understanding, and into 
approaching challenges with a calm and balanced mind. 
Spirituality has also guided me to focus on what truly 
matters in life, helping me let go of unnecessary 
comparisons, greed, and distractions, and find peace in 
simple living. 

Arjun, listening intently, looked at me thoughtfully. “That’s 
very insightful. It sounds like spirituality has helped you 
shift from a focus on external accomplishments to an 
emphasis on inner peace and values.” 

“Exactly,” I said. “I used to be obsessed with external success, 
how much I earned, what I achieved, and how others 
perceived me. But over time, I realised that true fulfilment 
comes not from what you accumulate, but from who you 
become and how you contribute to the world. Spirituality 
has taught me that life is not just about gaining material 
wealth or social status. It is about aligning your actions with 
a higher purpose, about doing good in the world, and about 
leaving a legacy that goes beyond your own life. Real success 
is not about what we own. It is about how we live, how we 
love, and how we give.” 
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DDaily Rituals: The Heartbeat of Spirituality 

A glimpse into the simple daily practices from gratitude to 
BHEL and Surya Namaskara that help me stay grounded and 
centred. 

Arjun let my words sink in. After a moment, he asked, 
‘That’s very powerful. But I’m curious, what daily rituals do 
you follow to stay spiritually connected? 

I smiled, knowing that my daily routine has become vital to 
maintaining my spiritual well-being. “I start each day with 
gratitude,” I said. “Before I even open my eyes, I take a 
moment to express thanks for the gift of another day, for 
the opportunity to learn, grow, and serve. Gratitude is the 
first thought I welcome into my mind as soon as I wake up. 
It sets the tone for everything that follows.” 

Arjun nodded, clearly appreciating the simplicity yet depth 
of this practice. “That sounds like a beautiful way to start the 
day. What comes after that?” 

After expressing gratitude, I practise BHEL: Blessing, 
Healing, Energising, and Loving with the Prakriti elements 
Earth, Water, Fire, Air, and Space. This simple chakra-
balancing practice keeps me centred and aligned. Each 
element connects with the chakras: Earth with the Root for 
stability; Water with the Sacral for creativity and emotions; 
Fire with the Solar Plexus for energy; Air with the Heart for 
love; and Space with the Throat and higher chakras for 
expression and consciousness. 

“I first place my feet on the ground and practise BHEL for 
the Earth element with each step, grounding myself and 
connecting to stability,” I continued. “Next, I drink two 
glasses of water while practising BHEL for the Water 
element, hydrating my body and clearing my mind. I 
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practise BHEL for each remaining element in specific ways, 
facing the Sun for Fire, synchronising my breath for Air, 
and standing in open surroundings for Space. Practising 
BHEL this way helps me harmonise my body, mind, and 
spirit while honouring my surroundings and cultivating an 
atmosphere of clarity and balance.” 

“Interesting,” Arjun remarked. “So even simple acts can 
have a spiritual meaning when you approach them with 
intention.” 

“Exactly,” I said. “Spirituality is not just about grand gestures 
or profound rituals. It is about infusing meaning into 
everything you do, no matter how small. After these 
practices, I take a refreshing bath, allowing myself a 
moment of clarity and calm before the day begins. It 
prepares both my mind and my heart to meet the day with 
purpose.” 

Arjun was clearly intrigued. “And after that?” 

“After my shower, I offer prayer to God,” I said. “This is when 
I connect with the divine, seek guidance, and offer gratitude 
for the blessings in my life. I chant mantras, focusing on 
their sound and meaning to calm my mind and centre 
myself. It is a moment of reflection and connection.” 

“That sounds like a peaceful and grounding practice,” Arjun 
commented. “What comes next in your morning routine?” 

After prayer, I spend a moment greeting the morning Sun, 
followed by twelve cycles of Surya Namaskara,” I explained. 
“It is a graceful sequence of yoga postures that connects 
breath, body, and mind. The practice leaves me feeling 
physically strong, mentally clear, and spiritually centred. For 
me, Surya Namaskara is not just about movement. It is 
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about harmonising with the energy of the Sun, which 
symbolises vitality, growth, and renewal.” 

“Sounds like a comprehensive way to start the day,” Arjun 
said. “But I imagine there are days when it is hard to 
maintain this routine.” 

“Of course, there are days when life simply gets in the way, 
and it feels difficult to keep up with all these practices,” I 
admitted. “But the beauty of a routine is that over time, it 
becomes part of you. When you make these practices a 
priority, they begin to feel natural, and you even start to 
crave them. Even on the busiest days, I still create a few 
minutes of space for these practices because they help me 
stay grounded and connected to my inner self.” 

I continued, “One more important aspect many of us 
overlook is the way we breathe. Many adults tend to breathe 
shallowly, using mostly the upper chest. This kind of 
breathing is quick and limited, and it often does not fully 
engage the diaphragm. Because of this, the breath may feel 
short, and the body may not experience the steady, calming 
effect that deeper breathing can provide. Most of us rarely 
pay attention to our own breath, even though fresh air 
surrounds us and is often taken for granted.”  

“But if you observe a small baby, you will notice something 
natural and effortless. When a baby breathes in, the 
stomach rises gently, and when the baby breathes out, the 
stomach softens and falls. This is not a technique. It is 
simply the body’s natural breathing pattern when it is 
completely relaxed. The diaphragm moves freely, and the 
breath flows without tension. As we grow older and life 
becomes busier and more stressful, this natural pattern 
often gets replaced by shallow, upper chest breathing.” 
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“As adults, we can relearn this deeper, healthier way of 
breathing. Abdominal or diaphragmatic breathing can help 
improve oxygen efficiency, calm the nervous system, and 
support emotional balance. These practices can be done in 
the morning, during short breaks, or before sleep.” 

“After my deep breathing practice, I also follow the 4 7 8 
method. I inhale for four seconds, hold for seven, and 
exhale for eight. It is a simple way to calm the mind and 
prepare the body for restful sleep.” 

“Over time, deep breathing becomes more than a practice. It 
becomes a steady anchor, a gentle way to return to balance 
whenever life feels overwhelming. Even a few mindful 
breaths can help clear the mind, settle the emotions, and 
bring you back to the present moment.” 

MMeditation and Mindfulness: Tools for Professional 
Challenges 

The power of stillness and awareness in managing stress, 
improving focus, and practising compassionate leadership. 

Arjun leaned back, reflecting on our conversation. “I can see 
how daily routines and spiritual practices create balance. 
But how do meditation and mindfulness actually help in 
professional life, especially when faced with challenges?” 

I smiled at the question. “Meditation and mindfulness are 
powerful tools that anyone can benefit from. They help 
cultivate calmness and clarity, qualities that are essential in 
a fast-paced professional world. Meditation trains the mind 
to focus, reducing distractions and stress, while mindfulness 
helps people stay present in the moment instead of getting 
lost in worries about the future or regrets from the past.” 
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Arjun nodded thoughtfully. “So, in a work setting, these 
practices help people handle stress better?” 

“Exactly,” I explained. “When challenges arise, meditation 
and mindfulness allow individuals to pause before reacting. 
Instead of being impulsive or overwhelmed, they can assess 
situations with a clear mind and respond more thoughtfully. 
These practices also help people manage emotions, allowing 
them to approach problems with balance and perspective.” 

“That sounds like a valuable skill for leaders,” Arjun 
remarked. “But how does spirituality influence leadership 
itself?” 

“Spirituality can transform leadership,” I replied. “It shifts 
the focus from power and control to service and 
empowerment. A spiritually guided leader leads with 
empathy, compassion, and humility. They build trust, foster 
collaboration, and create environments where people feel 
safe, respected, and valued. In essence, leadership becomes 
less about authority and more about inspiring and uplifting 
others.” 

Arjun seemed impressed. “That is very different from the 
conventional image of a leader.” 

“Yes,” I agreed. “True leadership is not about commanding 
from the top. It is about guiding, supporting, and helping 
others unlock their potential. Leadership does not come 
from authority; it comes from building relationships and 
inspiring others to believe in themselves. When leaders 
embody mindfulness and spirituality, they do not just 
manage tasks; they nurture people, and that makes all the 
difference.” 
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BBalancing Material Success and Spiritual Fulfilment 

Finding harmony between worldly achievements and inner 
peace while redefining what true success means. 

Arjun’s next question was something that many people 
struggle with today. “How do you balance material success 
with spiritual fulfilment?” 

I have asked myself this question many times over the years. 
In a society that often equates success with wealth, status, 
and material possessions, it can be challenging to maintain 
a sense of spiritual fulfilment. But I have come to realise 
that true success is not measured by the size of your bank 
account or the title on your business card. It is about living 
in alignment with your values and finding inner peace. 

Spirituality has taught me that material success is not the 
end goal,” I said. “Success is about living with integrity, 
contributing to the well-being of others, and finding peace 
within yourself. When you focus on your inner growth and 
well-being, material success follows naturally. But if you 
chase after external achievements without spiritual 
grounding, you will find yourself constantly striving for 
more, never truly satisfied. 

Arjun seemed deep in thought. “So, spirituality helps you 
put material success into perspective?” 

“Exactly,” I said. “Spirituality has taught me to live with 
intention and to focus on what truly matters: relationships, 
personal growth, and serving others. Material success 
becomes less important when you realise that happiness 
does not come from external accomplishments. It comes 
from within.” 
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TThe Role of Forgiveness, Kindness, Acceptance, and 
Letting Go 

Four timeless virtues that heal the mind, bring peace to the 
heart, and free us to live with greater clarity and 
compassion. 

As our conversation neared its end, Arjun asked one last 
thoughtful question. “What role does forgiveness play in 
your spiritual practice? And while we are at it, how do 
kindness and acceptance tie into it?” 

I smiled, appreciating his curiosity. “Forgiveness, kindness, 
acceptance, and letting go are interconnected pillars of 
spirituality. Each plays a vital role in bringing peace to your 
life and the lives of others.” 

Arjun leaned in, his interest clearly piqued. “How so?” 

“Forgiveness,” I explained, “is the foundation. It is essential 
for inner peace. Holding onto anger, resentment, or grudges 
weighs you down emotionally and spiritually. When you 
forgive, it is not about excusing someone’s behaviour; it is 
about releasing negativity from your heart. It frees you from 
the pain of the past and makes room for love and 
understanding.” 

Arjun nodded. “That makes sense. But how does kindness fit 
in?” 

“Kindness,” I continued, “is the natural extension of 
forgiveness. When you forgive, you are more inclined to act 
with kindness toward others, even those who may have hurt 
you. Spirituality has taught me that kindness is not just 
about grand gestures. It lives in small, everyday acts: 
listening without judgment, offering a helping hand, or 
simply sharing a kind word. It creates a ripple effect of 
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positivity and brings joy not only to others but also to 
yourself.” 

Arjun smiled, reflecting. “I have noticed that people who are 
kind often seem more at peace with themselves.” 

That is because kindness goes hand in hand with 
acceptance,” I said. “Acceptance means acknowledging life 
as it is without constantly trying to fight or control it. It does 
not mean you approve of everything, but you learn to 
embrace situations, people, and even your own 
imperfections. When you accept things, you stop wasting 
energy on resistance and instead focus on how to move 
forward.” 

Arjun raised his eyebrows thoughtfully. “And letting go? 
Where does that fit in?” 

“Letting go,” I explained, “is perhaps the most liberating 
practice. It is about letting go of attachments to outcomes, 
grudges, or fears. Spirituality has taught me that clinging to 
the past or worrying about the future only drains you. When 
you let go, you are not giving up; you are making space for 
growth and peace. It allows you to focus on the present 
moment and embrace life’s natural flow.” 

Arjun nodded slowly, absorbing my words. “So, forgiveness 
heals the past, kindness enriches the present, acceptance 
grounds you, and letting go frees you for the future?” 

“Exactly,” I replied with a smile. “These practices are tools 
that help you live a balanced, meaningful life. When you 
embody these values, you experience a sense of wholeness 
no matter what life brings.” 

Arjun leaned back, a content expression on his face. “That is 
a powerful way to look at it. I think I will start paying more 
attention to how I practise these in my own life.” 
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We both sat in reflective silence, letting the conversation's 
meaning settle. The power of forgiveness, kindness, 
acceptance, and letting go is not just theoretical; it is 
transformative, offering a pathway to a more peaceful and 
fulfilled existence. 

Over the years, I realized that everything I shared with 
Arjun, whether about sales, work pressure, money, or 
relationships, rested on one quiet foundation: my spiritual 
life. Without this inner anchor, I would not have handled 
rejections, financial fluctuations, or health challenges with 
the same steadiness. Spirituality did not remove my 
problems; it gave me the strength, clarity, and courage to 
walk through them with balance. 

Spirituality does not change life from the outside. It changes 
the person from the inside, and that change transforms 
everything that follows. 
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SSummary of Chapter 7: Spiritual Practices – The 
Foundation of a Balanced Life 

1. Spiritual Practices: The Foundation of Life 
How spirituality became the anchor of my life, 
shaping my values, mindset, and approach to work 
and challenges. 

2. Daily Rituals: The Heartbeat of Spirituality 
A glimpse into the simple daily practices from 
gratitude to BHEL and Surya Namaskara that help 
me stay grounded and centred. 

3. Meditation and Mindfulness: Tools for Professional 
Challenges 
The power of stillness and awareness in managing 
stress, improving focus, and practising 
compassionate leadership. 

4. Balancing Material Success and Spiritual Fulfilment 
Finding harmony between worldly achievements 
and inner peace while redefining what true success 
means. 

5. The Role of Forgiveness, Kindness, Acceptance, and 
Letting Go 
Four timeless virtues that heal the mind, bring 
peace to the heart, and free us to live with greater 
clarity and compassion. 
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Chapter 8:  

AAge-Wise Journey: Insights on  
Growth and Purpose 

Every stage of life teaches us something new. Some lessons 
come from experience. Others come from people who guide 
us with clarity and care. For Arjun, that guide was Kishan. 

Kishan had been a steady guide in Arjun’s life for many 
years. He was not a teacher by title, but a mentor by 
experience. Their conversations often carried the depth of a 
learning exchange, much like Arjuna seeking clarity from 
Krishna in the Bhagavad Gita. Whenever Arjun felt confused 
about career, choices, or direction, he turned to Kishan. 
Kishan’s words were simple, but they carried the weight of 
real life. 

One evening, Arjun sat with Kishan, ready to ask something 
that had been on his mind. 

“Sir,” he asked, “how do goals and priorities change as we 
grow older? What should a person really focus on in each 
stage of life?” 

Kishan smiled. “A good question. Every age teaches us 
something different. Let us go step by step.” 
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HHow Did Your Professional Goals Change with Each 
Decade? 

Kishan’s Perspective 

“In my twenties,” Kishan said, “everything was about proving 
myself. I wanted to learn, grow, and show that I could handle 
responsibility. Every task felt important, and I worked with 
full energy.” 

“In my thirties, my thinking changed. I still wanted to grow, 
but I also wanted meaning in my work. Leadership, 
teamwork, and trust became more important than personal 
recognition. I wanted a balance between work and life.” 

“By my forties, my focus shifted again. I wanted to build a 
legacy. I wanted to mentor others, support younger 
professionals, and create an environment where people 
could grow. It was no longer about my success alone. It was 
about collective progress.” 

Kishan paused. “This is how life works. Every decade 
changes the way we think.” 

Relationships and Family Responsibilities 

Arjun asked, “Did your relationships also change as you 
grew older?” 

Kishan nodded. 

“In my twenties, friendships shaped my world. I depended 
on colleagues, friends, and mentors who helped me 
understand the beginning of my career.” 

“In my thirties, responsibilities expanded. Marriage, 
children, and family stability came into focus. Work success 
is valuable, but it always feels incomplete when the home is 
not peaceful. I realised that balancing personal life and 
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professional life is essential.. “In my forties, relationships 
gained even deeper meaning. Supporting my family, guiding 
younger people, building trust in my team, and nurturing 
meaningful connections became central to my purpose. I 
realised that relationships are not separate from career. 
They are the strength behind every stage of growth.” 

HHealth and Stamina Across Decades 

Arjun asked, “Sir, how did your approach to health change?” 

Kishan smiled gently. 

“In my twenties, I ignored health. I felt energetic and 
believed I could handle anything. I worked long hours and 
did not think of the effects.” 

“In my thirties, my body started giving signals. Lack of sleep, 
irregular eating, and stress affected my performance and 
mood.” 

“By my forties, health became something I could not take 
lightly. Regular exercise, simple food, proper rest, and 
staying mentally calm became important.” 

Kishan said, “Health is not only physical. It is emotional and 
spiritual. When your inner world is steady, your outer world 
becomes easier to manage.” 

Jack Ma’s Guidance for Each Age 

Kishan continued, “Jack Ma also speaks about age in a very 
simple and practical way.” 

 In your twenties, learn as much as you can. 

 In your thirties, take bold, calculated steps or start 
something new. 
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 In your forties and fifties, strengthen what you 
already do well. 

 After fifty, guide younger people. 

 After sixty, enjoy life with family. 

Kishan said, “This is a clear way to look at life. Every age has 
its own role. When we understand this, we grow with less 
confusion.” 

WWhat Lessons from Your Twenties Still Guide You 
Today? 

Kishan spoke with a thoughtful tone. 

“My twenties were full of lessons. I made mistakes, faced 
failure, and misunderstood situations. But those experiences 
shaped me. They taught me patience and adaptability.” 

“I also learned that success is not only about skill. It is about 
relationships. Respecting mentors, working sincerely, and 
staying humble opened many doors.” 

He added, “Jack Ma often tells young people to focus on 
learning, not earning. Mistakes in your twenties prepare you 
for your thirties and forties. I understand this now.” 

How Did Work Change in Your Thirties? 

“In my thirties,” Kishan said, “I began valuing fulfilment 
over recognition. Promotions became secondary to purpose 
and contribution. I focused on teamwork and building an 
emotionally balanced life.” 

“You cannot climb the career ladder peacefully if your home 
is not peaceful.” 

He smiled and continued. 
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“I also learned that some progress requires taking 
ccalculated risks. These are thoughtful decisions that help 
you grow beyond your comfort zone. You don’t jump blindly, 
but you also don’t stay stuck in fear. 

Arjun listened with interest. 

Kishan added, “Jack Ma also says that the thirties are the 
best time to take initiative and explore new opportunities. 
His message matches my experience. Growth needs 
courage.” 

Finance and Maturity with Age 

Arjun asked, “How did your approach to money change?” 

Kishan paused for a moment before answering. 

“In my twenties, I spent without planning. Salary came and 
salary went.” 

“In my thirties, responsibilities grew. Marriage, family, and 
future savings made me more careful. I learned the 
difference between wants and needs.” 

“By my forties, I understood that financial discipline brings 
freedom. Savings, insurance, simple investments, and long-
term thinking brought stability. 

He looked at Arjun and said, “Money should support your 
life. It should not control your peace.” 

Technology and Learning to Stay Relevant 

Kishan continued, “The biggest challenge as I grew older was 
staying relevant.” 

“Technology changed. Work culture changed. Expectations 
changed. I had to keep learning.” 



[101] 

“I learned from younger colleagues. I watched online 
tutorials. I attended short courses. I kept myself updated.” 

“Technology is not a threat. It is support. The moment you 
stop learning, you stop growing at any age.” 

He added, “Jack Ma often says that the one who adapts 
moves forward. This is true in every decade. 

PPurpose and Identity Shift with Age 

Arjun asked, “Sir, did your sense of purpose also change as 
you grew older?” 

Kishan nodded slowly. 

“Yes, it changed with time. In my twenties, my purpose was 
simple. I wanted to learn and grow, but I was not yet fully 
serious about life. At that age, most of us rely more on 
energy than on clarity. We work hard, but we do not always 
understand the deeper purpose behind what we are doing. I 
was eager to move forward, but I had not yet discovered 
what I truly wanted to create.” 

“In my thirties, my purpose moved toward stability and 
meaningful work. I wanted balance. I wanted to do work that 
made sense and also brought peace.” 

“But in my forties, my purpose changed again. It became 
about contribution. It became about helping others grow, 
creating impact, and building something useful for the 
future.” 

Kishan looked at Arjun. 

“As we grow older, our identity also changes. Earlier, it was 
about achievement. Later, it becomes about creation. With 
time, our purpose gains depth.” 
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WWhat Role Does Mentorship Play in Growth? 

Arjun asked, “Sir, what does mentorship mean to you now?” 

Kishan answered with a calm voice. 

“Mentorship gives meaning to experience. Everything I 
learned over the years gains value only when I share it with 
others. When younger people grow because of your 
guidance, it brings a special kind of joy.” 

He added, “Jack Ma says that mentoring others is the best 
way to leave a mark on the future. I feel the same. When you 
help someone grow, you create a chain of progress that 
continues long after you.” 

Mental and Emotional Growth Over the Years 

Kishan then spoke about something that comes only with 
age. 

“With time, emotional strength grows. You learn that not 
everything needs a reaction. You learn that silence is 
sometimes the best response.” 

“You realise that peace is more valuable than proving a 
point. You start listening more and speaking less. You stop 
fighting unnecessary battles.” 

He smiled and said, “Emotional maturity is the real gift of 
age. It makes you calmer, wiser, and centered.” 

How Has Your Concept of Success Changed Over Time? 

Arjun leaned forward. “Sir, how do you define success 
today?” 

Kishan replied gently. 
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“In my early years, I thought success was money, 
recognition, and position. Today, I feel success is something 
else.” 

“Success is peace of mind. Success is balance. Success is 
helping others. Success is doing meaningful work.” 

Kishan continued, “Jack Ma says success is not measured by 
what you take, but by what you give. That idea changed the 
way I look at life.” 

HHow You Can Use This Chapter 

Kishan looked at Arjun and said, “These are my experiences. 
But they are useful only if you connect them to your own 
life.” 

He suggested: 

 If you are in your twenties: 
Focus on learning, discipline, and building strong 
relationships. Don’t be afraid of mistakes; let them 
become your teachers. 

 If you are in your thirties: 
Seek balance. Take ccalculated risks that align with 
your values. Protect your health, your family, and 
your peace while you grow. 

 If you are in your forties and beyond: 
Think about contribution and legacy. Mentor others. 
Strengthen your emotional maturity. Use your 
experience to build something meaningful for the 
next generation. 

Kishan smiled and added, “No matter your age, you can start 
today. Every decade is an opportunity to realign your life 
with what truly matters.” 
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FFinal Insight 

The journey through each stage of life is a journey of 
change and growth. 

In your twenties, you build your foundation through 
learning, discipline, and relationships. 

In your thirties, you seek balance, take bigger and more 
calculated steps, and understand the value of purpose, 
family, and health. 

In your forties and beyond, you focus on contribution, 
legacy, emotional maturity, and guiding others. 

Life is a ccontinuous process of llearning, ggrowing, and 
giving. Every decade adds clarity. What matters most is not 
how fast you run, but how meaningfully you live each stage. 
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SSummary of Chapter 8: Age-Wise Journey – Insights on 
Growth and Purpose 

 Twenties: Build foundations, learn deeply, value 
relationships, accept mistakes, and stay open to 
guidance. 

 Thirties: Seek balance, build stability, take 
calculated risks, grow through responsibility, and 
care for family and health. 

 Forties and beyond: Focus on legacy, contribution, 
mentorship, emotional maturity, and meaningful 
impact. 

 Relationships: Evolve from friendships in youth to 
deeper responsibilities, family support, and team 
building. 

 Health: Moves from ignorance → awareness → 
disciplined maintenance across decades. 

 Finance: Shifts from spending freely → structured 
planning → long-term financial security. 

 Technology: Stay relevant by learning, adapting, and 
respecting new tools at any age. 

 Purpose: Transforms from survival → meaning → 
contribution and impact. 

 Mentorship: Becomes a way to pass knowledge and 
shape the next generation. 

 Success: Redefined as peace, balance, contribution, 
and living with intention. 
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Chapter 9:  

EEmployee to Employer 

After the spirited conversations between Kishan and Arjun 
in the previous chapter, there was a different energy in the 
room tonight. Arjun had always been curious, but now there 
was a seriousness in his eyes, a quiet intensity that revealed 
his deeper intention. He did not want to know only how a 
business works or how success is built. He wanted to 
understand the inner shift that occurs when a person steps 
out of the comfort of employment and begins the 
demanding, brave journey of becoming an employer. He 
wanted to understand the inner transformation, not just the 
results that others see. 

Arjun leaned in with steady focus, as if preparing himself 
for something that carried truth and weight. 

“You have lived both sides now,” he said slowly. “How did 
you know it was time to move into entrepreneurship? Was it 
a sudden decision, or did it grow within you over time?” 

He asked gently, yet the question carried years of struggle 
and reflection. A faint smile touched my face. The question 
was simple, but the story behind it was filled with silent 
battles and quiet awakenings. 
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TThe Decision to Change Course 

There was indeed a moment, or rather a series of moments, 
that slowly pushed me toward change. In 2023, I took a long 
leave of absence and travelled to India for personal reasons. 
For the first time in many years, I stepped away from the 
fast-paced work in the UAE. That distance created space 
within me, space to breathe, to pause, and to gain clarity. 

Life during that time shook me in ways I could never have 
imagined. I went through an emotionally heavy phase that 
left me feeling lost and disconnected from myself. It was 
one of the lowest points of my life. Yet in that stillness, 
something deep inside began to awaken. Instead of breaking 
down completely, I chose to rebuild. Quietly, slowly, and 
sincerely, I began strengthening the parts of myself that I 
had neglected for years. 

My journey of self-development deepened during those days 
in India. I attended trainings that opened my mind to new 
perspectives. I read motivational books that reminded me of 
the strength I still carried within. Writing short reflections 
and articles helped steady my thoughts and bring clarity. 
Gradually, a rhythm began to form in my days. I started 
waking up early, spending time in prayer, reading, 
journaling, breathing, and grounding myself through simple 
practices that helped me heal from within. 

These habits became a lifeline. Each practice drew me 
closer to clarity. Every page I read, every early morning I 
embraced, and every quiet line I wrote slowly helped me 
become stronger from within. Even before the idea of 
writing a book came to me, I had already committed myself 
fully to strengthening my foundation from the inside out. 

When I returned to the UAE, I continued these practices 
with even greater sincerity. With a renewed mind and a 
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clear heart, I took the bold step of starting my own company. 
It was only after entering entrepreneurship that the idea of 
writing a book became clear. I felt a calling to share the 
routines and practices that had helped me rise. That became 
The Magic of Rising Early, a book I wrote in the UAE during 
the early days of building my company. Its launch at the 
Sharjah Book Fair on the 16th of November 2024 became 
one of the most meaningful milestones of my life. 

Arjun listened with calm intensity, as though absorbing each 
layer of the story. 

“So your transformation began long before the book 
existed,” he said softly. 

“Exactly,” I replied. “Those weeks in India helped me see 
myself with a clarity I had not felt for years. I had spent 
seventeen years in a wonderful organisation that supported 
my growth and gave me every opportunity to build my 
career. I remain grateful for that journey. But in the pursuit 
of stability, I had drifted away from my inner well-being 
without even noticing it. A quiet part of me had gone silent. 
By July 2024, I realised that this decision was not about 
changing jobs. It was about returning to myself, reclaiming 
my purpose, and finding a way to make a positive difference 
through my work.” 

Arjun leaned back, thoughtful. 
“17 years is a long time. What finally made you feel it was 
time to move?” 

“A gentle inner calling,” I said. “I asked myself why I should 
not begin again on my own terms. Why should I not build 
something that reflects my values, my growth, the impact I 
hope to leave behind, and the change I wish to create 
through my work? The thought had touched me before, but 
this was the first time I truly felt ready to begin.” 
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Arjun nodded slowly. 

“That sense of readiness does not come often. Many people 
dream, but very few reach the stage where they feel 
prepared inside. It must have been challenging and freeing 
at the same time.” 

“It was both,” I said. “It was not easy. But sometimes life 
breaks you open just enough to see the strength that has 
always been within you. And once you discover that strength, 
the courage to begin again comes naturally.” 

Arjun smiled gently. 

“Your journey makes sense now. You did not just change 
your work. You changed your direction, your intention, and 
your purpose.” 

I nodded with a soft breath. 

“Yes. It felt like walking away from the familiar in order to 
walk toward myself. And that made all the difference.” 

Along with the emotional and inner change, 
entrepreneurship also demanded practical discipline: 
financial planning, compliance, and adapting to new 
responsibilities. These elements were challenging, but the 
internal transformation gave me the strength to handle 
them. 

TThe Early Challenges and Lessons in Team Building 

“But Arjun, the beginning of entrepreneurship was far from 
smooth,” I continued. “In fact, it was one of the toughest 
periods of the entire journey.” 

Arjun leaned forward. 
“Tough? What happened?” 
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“In the excitement of setting up the company, one of my 
earliest mistakes was hiring the wrong people. I wanted to 
move quickly, show progress, and prove that I could build 
something meaningful. In that rush, I relied too much on 
resumes and too little on real experience, character, 
adaptability, and loyalty.” 

Some people did not understand the nature of startup work. 
They lacked curiosity and the willingness to learn, both 
essential qualities when building something from scratch. 
Others were not aligned with the organisation's purpose. 
Instead of contributing, they focused on comfort and short-
term personal gain. Their commitment was weak, and they 
were unable to endure the initial growing pains. 

This created several challenges. Progress slowed as 
coordination suffered. Communication needs to be 
strengthened. It took nearly a year and a half of steady effort 
to build stability within the team. But that difficult phase 
became the foundation for a stronger and more cohesive 
workforce. 

Skill alone does not build a strong team,” I said. “Purpose, 
loyalty, adaptability, and the willingness to grow together 
matter far more. Those early mistakes taught me clarity and 
patience. Gradually, with better choices and steady guidance, 
the right team began to take shape. 

BBuilding on Past Experiences 

Arjun tilted his head thoughtfully. 

“So when you left your previous job, it did not feel like 
starting from zero?” 

I smiled. 
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“I did face challenges. But not in the sense of beginning 
from nothing. My previous experience had already shaped 
me. In my old organisation, I managed the Northern 
Emirates, opened offices, led operations, and handled major 
responsibilities. Even though I was an employee, I was 
already working with an entrepreneurial mindset.” 

The values of responsibility, integrity, and loyalty became 
the roots of my career. 

“That credibility later became the foundation of my own 
business.” 

Arjun’s smile widened. 

“So you were already an entrepreneur in spirit. You only 
needed ownership to complete the journey.” 

“Exactly,” I replied. “This time the challenges were different, 
but the rewards were deeper.” 

EEmbracing New Challenges 

Arjun leaned back. 
“That must have been exciting and frightening. How did you 
manage the uncertainty?” 

“The uncertainty was always present,” I said. “Anyone who 
steps into something new feels it. But doubts only gain 
strength when you allow them to stop you. My desire to 
create something meaningful was stronger.” 

Responsibilities increased overnight. Finance, operations, 
compliance, hiring, client relations, and even the smallest 
details came under my care. It was overwhelming, yet it felt 
like a privilege. Responsibility is an opportunity to grow and 
shape an organisation’s culture. 
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“What helped me stay steady was my commitment to self-
development. I continued reading, writing, training, 
reflecting, and strengthening my physical and emotional 
health. When you are strong from within, uncertainty loses 
its grip.” 

Arjun nodded slowly. 

“So uncertainty became a guide rather than a barrier.” 

“Yes,” I said. Every challenge carries a lesson. A setback does 
not have to be the end. It can be the beginning of becoming 
wiser and more grounded. 

DDeveloping a Servant Leadership Style 

Arjun leaned forward again. 

“So how did your leadership style evolve once you became 
an employer?” 

When I took that long break in India, it made me look 
inward deeply. I said. “That was when I connected with the 
idea of servant leadership. True leadership is not about 
giving instructions. It is about serving. I wanted to build a 
company that supports employees, their families, and the 
community. Profit matters, but purpose matters more.” 

Arjun listened with interest as I continued. 

Collaboration also became essential. Many believe that 
collaboration only happens between companies or with 
clients. But real collaboration must begin within the 
organisation. When teams work in isolation, effort is 
duplicated and progress slows. True collaboration brings 
unity and trust. 

Arjun smiled. 
“So ambition must be guided by purpose.” 
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“Exactly. If we want to add value to others, we must first grow 
ourselves. The foundation of leadership rests on empathy, 
collaboration, and continuous learning. When an 
organisation focuses on these, both the people and the 
company grow. Growth begins inside us, and when we grow, 
everything around us grows.” 

Arjun took a moment to absorb it. 

“So leadership creates a ripple. When the leader grows, the 
team grows, and the entire company rises.” 

“That is true,” I said. “Leadership is not a title. It is a 
responsibility. It is the effort to lift and inspire others. When 
we lead this way, we build people, not just business.” 

TThe Importance of Communication and Listening 

Arjun leaned in again. 
What about communication? How important is it? 

“It is essential,” I said. “Communication is the pathway for 
connection. And effective communication is not just about 
speaking clearly; it is about understanding clearly. The 
foundation of effective communication is listening. True 
listening reveals concerns, prevents misunderstandings, 
and builds trust. Most workplace problems arise from 
miscommunication rather than real issues.” 

Arjun nodded slowly. 

“People underestimate listening. It earns respect far more 
quickly than any instruction ever could.” 

“That is true,” I said. “Sometimes silence carries more power 
than words.” 

Handling a Diverse Workforce 

“Working with people from different backgrounds must be 
challenging,” Arjun said. 
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“It is challenging, but it is also beautiful,” I replied. “Diversity 
brings perspectives that enrich a company. The aim is to 
create unity without forcing uniformity.” 

Empathy and respect become essential. Communication 
must be clear. Policies must consider different cultures. 
Awareness programs help employees understand one 
another. When differences are embraced, they become a 
strength rather than a barrier. 

Arjun smiled. 

“So differences are not obstacles. They are opportunities.” 

“Exactly,” I said. “That is the heart of real collaboration.” 

BBalancing Work and Life 

“With so many responsibilities, how do you balance your 
personal life with the business?” Arjun asked. 

“Balance is discipline,” I said. “A structured routine helps. 
Boundaries are important. Time for family, health, and self-
growth is essential. When leaders take care of themselves, 
they serve better. Burnout affects not only the individual but 
also the organisation.” 

Arjun nodded. 
“So even self-care is part of leadership.” 

“Yes, absolutely.” 

Building the Right Team 

“How do you build the right team?” Arjun asked. 

“It begins with values,” I replied. “Skills can be taught. But 
mindset, loyalty, and purpose must come from within. 
Guidance, open communication, and mentoring help a team 
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grow together. A strong team forms when everyone feels 
included and responsible.” 

Arjun smiled. 
“So loyalty grows when purpose is shared.” 

“Yes. That is the foundation.” 

AAdvice for Aspiring Entrepreneurs 

Arjun leaned back. 

“What advice would you give someone who wants to move 
from employee to entrepreneur?” 

“First, have a purpose,” I said. “Entrepreneurship requires 
strength, patience, and adaptability. Second, learn from 
mistakes. They teach more than success. Third, never 
compromise your values. And finally, remember that 
ambition must focus on creating value, not only earning 
money. Growth begins with the person. When you grow, the 
people around you grow.” 

Arjun exhaled and smiled. 

“That is powerful. It seems like this journey transforms the 
person as much as it transforms the business.” 

“Yes,” I said softly. 

“From employee to employer. From follower to leader. From 
dreamer to doer. This journey is about purpose, service, and 
personal evolution. And this is only the beginning. 
Every beginning is a commitment, and I chose to commit to 
becoming the best version of myself.”  
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Chapter 10:  

BBeing with the Society         

The Meaning of Service in Professional Life 

Arjun sat across from me with a quiet curiosity in his eyes. 
Through our earlier conversations and observations, he had 
sensed something deeper in the way I approached work, 
clients, and people. For me, professional life was never only 
about business, numbers, or performance. Somewhere 
along the journey, it began to carry a sense of responsibility 
and meaning that extended beyond the workplace. Today, he 
wanted to understand how that shift happened. 

He asked softly, 

Sir, you often mention how your professional journey 
became a way of creating a positive influence. What does 
service to society actually mean to you in your work? 

I paused for a moment before answering. 

For me, service to society is much more than charity or 
donations. It is about the way we choose to live, work, and 
interact with people. It is about the environment we create 
around us. Service happens when our actions uplift 
someone, when our decisions open a door for others, and 
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when our behaviour makes people feel respected and 
valued. When our work carries purpose and creates value 
for others, it becomes service. 

Arjun nodded slowly, taking in every word. He understood 
that service was not a separate activity. It could be woven 
into daily work, silently shaping lives. 

He asked again, 

How did you begin this journey of serving others? What was 
your first step? 

I smiled gently. 

In the beginning, I did not realise that I was serving society. I 
believed I was trying to build my business and create 
stability for myself. But as time passed, I came to 
understand something deeper. Success is not measured 
only by income or growth charts. Its real value lies in the 
quiet changes that occur in the lives of the people who work 
with us. It shows in the confidence they slowly build, the 
steady progress they make, and the opportunities that 
become available to them as the organisation grows. None 
of this feels like my achievement alone. It is the collective 
effort of everyone involved, and I am only one part of that 
journey. 

It also appears in how we treat them, in the respect we offer, 
and in the environment we create for their well-being. 
When people feel valued, supported, and encouraged, the 
impact goes beyond office walls. It reaches their families, 
their future, and the community around them. 

That is when I realised that building a business is not just a 
financial journey. It is a responsibility that touches many 
lives, often in ways we may not notice at first. 
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I continued, 

My first real contribution happened through employment 
itself. When you give one person a job, you support an 
entire family. When a family becomes stable, the 
community becomes stable. Many people think service is 
something big or dramatic. But service begins with the 
people we meet every day. 

Arjun leaned back, thoughtful. 

So the first contribution was through people. 

Yes, I said. Service begins with the people around us. 

BBalancing Business Responsibilities and Social 
Responsibilities 

Arjun’s next question arose naturally. 

“Sir, how do you balance your professional responsibilities 
with your social responsibilities? Does it not become too 
demanding? 

I replied with complete honesty. 

“Of course, it becomes demanding at times. But everything 
becomes possible when there is a clear purpose and a 
structured routine.” 

I continued, 

I try to balance my time between work and the simple 
responsibilities I hold toward the community. In earlier 
years, I was able to participate more actively in charity 
activities and blood donation drives. These days, with 
increased professional commitments and a more 
demanding schedule, I may not be able to be as involved as 
before. But the intention to contribute has always remained 
in my heart. Whenever possible, I try to offer my time, 
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presence, or guidance in small but sincere ways. My work 
and my social responsibilities support each other, and the 
qualities that help in business, such as planning, discipline, 
and teamwork, also help me stay mindful of the community 
around me. 

I added gently, 

Social responsibility does not always require big gestures. 
Sometimes being present for someone, giving advice, 
guiding youth, or supporting an initiative is also service. 
What matters most is intention, consistency, and a 
willingness to add value whenever possible. 

Arjun nodded in agreement. 

So, work and service move together. 

Yes,” I replied. They move in the same direction when the 
purpose is clear. 

SSpirituality and the Spirit of Service 

Arjun then asked a question that reached deep within me. 

Sir, you often speak about spirituality. How does spirituality 
connect with serving society? 

I replied softly, 

Spirituality shapes everything I do. It reminds me that 
success should not be about personal gain alone. It must 
also bring value to others. 

I explained how values such as compassion, humility, 
consistency, and responsibility influence my decisions and 
actions. For me, spirituality is not limited to prayer or 
rituals. It reflects in the way I speak to people, the respect I 
give, the decisions I make, and the sincerity with which I 
handle my work. 
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Spirituality helps me look beyond profit. It helps me see 
people. It helps me see opportunities to uplift others. 
Whether it is providing jobs, guiding staff, supporting 
people in need, or helping someone find clarity, spirituality 
keeps me aligned with purpose. It reminds me that work is 
only a platform. The real contribution lies in the intention 
behind it. 

Arjun smiled with understanding. 

It is beautiful how spirituality guides your work and your 
service. 

“Yes,” I replied. When inner values guide outer actions, 
everything becomes meaningful. 

UUsing Business as a Platform for Social Good 

Arjun continued, 

How does your business contribute to society? What role 
does it play? 

I explained gently, 

My business is not only a source of financial stability, 
although that is important. Over time, it has also become a 
platform that allows me to contribute in different ways. 

Whenever possible, we extend support in small but 
meaningful ways to those who may need it. These 
contributions may include supporting students with 
educational requirements, helping individuals facing 
challenging situations, or assisting small community groups 
working to improve social or environmental conditions. 
They may be small efforts, but they are sincere. They are 
practical. They are directed towards where they can benefit 
someone. 
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However, the greatest contribution does not come solely 
from external activities. It comes from the culture inside the 
organisation. 

When people understand the value of helping others, it 
becomes a natural part of the workplace environment. 
When a team begins to believe in service, its impact extends 
to their families and society. This is the true strength of a 
value-driven organisation. 

Arjun listened carefully. 

So, the business becomes a place where service begins. 

“Yes,” I said. “And when service becomes part of the culture, 
everyone grows with purpose. 

MMentorship, Values, and the Meaning of Contribution 

Arjun asked another thoughtful question. 

“Sir, what role does mentorship play in your contribution to 
society?” 

I replied, 

Mentorship is one of the strongest forms of service. I was 
fortunate to have a few mentors in my life whose guidance 
supported me during important phases. Their advice shaped 
many of my decisions. Today, I see it as my responsibility to 
pass that guidance forward. 

I continued, 

Whether it is advising someone beginning their career, 
helping a young person make a thoughtful decision, or 
supporting an employee in their growth, mentorship creates 
a long-lasting impact. When you help one person grow, you 
influence many others connected to that person’s future. 



[122] 

Arjun then asked, 

What values do you hope to pass on through your efforts to 
society? 

I replied with conviction, 

I hope to pass on values such as integrity, compassion, 
responsibility, and respect. These values shaped my life. 
They shaped my business. Success should not be measured 
only through personal achievements. It must show in how 
we treat people and how we uplift others. 

He then asked, 

How has giving back enriched your life personally and 
professionally? 

I replied with complete sincerity, 

Giving back brings deep fulfilment. It brings personal 
purpose and professional strength. It improves relationships 
with employees, customers, and the community. When you 
serve others with sincerity, it creates a positive energy that 
enriches every part of your life. Giving does not reduce 
anything. It multiplies goodwill, trust, and inner satisfaction, 
and life often returns these blessings in meaningful ways. 

He asked one more question. 

How do you inspire others to participate in social service? 

I said gently, 

Inspiration begins with action. When people see genuine 
involvement, they automatically feel encouraged to join. I 
involve my team in simple activities and explain their 
purpose in a practical way. When service becomes part of 
company culture, people participate with pride and 
sincerity. 
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I then shared my long-term vision. 

My idea of service is not about grand or occasional gestures. 
I want it to grow steadily and meaningfully. I wish to support 
education, skill building, youth guidance, and rural 
development, especially in places where even a small effort 
can make a big difference. I wish to promote greenery in 
communities by encouraging tree planting and afforestation 
where it is genuinely needed. Through my writing, I wish to 
share practical knowledge and experiences that can help 
people improve their lives. My aim is to create contributions 
that are simple, sustainable, and beneficial to both society 
and the environment. 

AAwareness for the Next Generation and the Importance 
of Priorities 

Before Arjun left, I wanted to share something that had 
become deeply important to me over the years. 

I told him that serving society is not only about helping 
people or supporting causes. It is also about raising 
awareness among the younger generation, who are growing 
up in a world that moves quickly and pulls their attention in 
many directions. 

I explained that many traditional practices, which once 
brought discipline and emotional grounding, are slowly 
fading away. Earlier generations lived with intention and 
clarity. People woke up early, kept their surroundings clean, 
and followed simple rituals that brought harmony into their 
homes. In those days, our culture, traditions, and the small 
ways of life that held families together were respected and 
followed sincerely. Even modest habits like decorating the 
entrance with rangoli or keeping the house clean at dawn 
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carried deep meaning and created a sense of warmth and 
belonging. 

There were many gentle practices woven into daily life: 
beginning the day without screens, spending a few minutes 
together as a family, completing small tasks with full 
attention, taking care of personal spaces, stepping out to 
breathe fresh air, or simply pausing during the day to 
gather one’s thoughts. These simple actions quietly built 
patience, consistency, and a grounded state of mind. 

People also spent time engaging their minds in meaningful 
and creative ways. Many wrote stories, solved crosswords, 
maintained journals, or noted down their thoughts and 
ideas. Reading, too, was a quiet, personal ritual. Some 
followed newspapers at different times of the day, others 
enjoyed weekly or monthly magazines, and many spent time 
with novels borrowed from libraries or books shared within 
families. These habits strengthened thinking, introspection, 
imagination, and understanding. They allowed the mind to 
slow down, observe, absorb, and grow; something that is 
slowly disappearing today as thoughtful practices are 
replaced by faster, more fragmented forms of engagement. 

Even people who lived independently followed routines that 
gave their days purpose. They cooked their meals with care, 
kept their spaces tidy, managed their time thoughtfully, and 
stayed connected to neighbours and communities. These 
habits taught responsibility, self-discipline, and the 
importance of taking care of one’s own well-being. Life may 
have been simpler, but the values were strong. The 
foundation they created helped people grow with clarity, 
confidence, and purpose. And even with limited technology 
and fewer conveniences, people developed strong problem-
solving skills by relying on discipline, patience, and practical 
wisdom to face challenges. 
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Today, due to lifestyle changes and the constant pull of 
technology, many of these meaningful habits are 
disappearing. Minds move faster, routines feel scattered, 
and family moments are becoming rare. Many young people 
grow up without experiencing the calm confidence and 
inner grounding that these simple daily rituals once created. 

I told Arjun softly, “If we can help the younger generation 
understand the value behind these practices, we are 
contributing to society in a powerful way. When people 
understand the meaning of something, they naturally 
embrace it.” 

Then I reminded him of nature, a teacher that speaks 
without a single word. 

“Look at plants,” I said. “They existed long before humans. 
They give us air, fruits, vegetables, wood, flowers, shade, 
beauty, calmness, and even the paper we write on. They 
continue giving without ever asking for anything in return. 
They teach us that giving is effortless when intention is 
pure.” 

I paused and added gently, “A plant grows in silence. It does 
not rush. It does not compare. It does not complain. It 
simply grows toward the light. A plant also never says it is 
too busy. It simply does what it is meant to do: grow, give, 
and stay rooted in its purpose.” 

Nature teaches us very silently: 

• TThe Grounding — Every plant begins by rooting 
itself firmly before it grows upward. It reminds us 
that stability, values, and quiet strength are the 
starting points of a meaningful life. 

• The Giving — Trees give shade, fruits, air, and 
comfort without expecting anything in return. True 
giving is natural, quiet, and unconditional. 



[126] 

• TThe Getting — Nature shows us that when we give 
sincerely, we eventually receive what we need. A 
plant gets sunlight, water, and nourishment not by 
demanding, but simply by being open and aligned. 
Getting is the outcome of living with the right 
intention. 

• The Saving — Nature preserves and protects. Trees 
store water, strengthen the soil, and maintain 
balance. They remind us to save our energy, peace, 
time, health, and resources. 

“These are silent lessons,” I continued. “Nature never tells us 
what to do. It simply shows us how to live.” 

This is why caring for plants is meaningful. Watering even 
one small plant every day, watching it grow, and nurturing it 
with patience are powerful acts of responsibility. It teaches 
discipline, gentleness, and consistency. It reminds us that 
life grows not by force, but by sincerity. 

Plants also teach us: 

• Growth happens quietly. 

• Strength is built slowly. 

• Healing takes time. 

• Whatever you take care of will grow. 

• What you ignore will fade. 

• Light is always the direction to move toward. 

I then spoke about a responsibility that is becoming 
increasingly important today, aafforestation. Teaching the 
younger generation to plant trees, restore green spaces, and 
protect the natural world is not just an environmental duty; 
it is a moral one. When a child plants a sapling and cares 
for it, they learn a truth that no classroom can teach: that 
life responds to care. 
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In the same way, exposing children and young adults to 
simple forms of farming or growing their own vegetables 
can be incredibly transformative. When someone places a 
seed in the soil, waters it daily, watches it sprout, and 
eventually harvests something they grew with their own 
hands, they learn patience, responsibility, and respect for 
food and the Earth.  

Even today, many young people have never seen how rice is 
grown or how vegetables slowly emerge from the soil. They 
only see the final product on their plates, disconnected from 
the effort, time, and natural processes that went into it. By 
showing them even small experiences of farming through 
home gardens, school projects, or balcony plants, we help 
them develop humility, gratitude, and a deeper 
understanding that nature rewards consistency, sincerity, 
and care. 

““When a child plants a tree, a future is planted with it.” 

That patience creates results. That giving brings growth. The 
future is shaped by what we nurture today. 

As we spoke, I also felt it was important to mention a few 
simple but essential responsibilities for the younger 
generation in today’s world. Along with caring for nature, we 
must learn to care for our inner environment. Creating 
small moments without screens, giving the mind time to 
breathe, practising focus, and allowing silence into the day 
strengthen clarity and emotional balance. Technology is a 
powerful tool, but it must support our growth, not control 
our attention. 

I also told Arjun that living with simplicity is a strength, not 
a limitation. Understanding the difference between needs 
and wants, spending mindfully, and respecting the value of 
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money help young people build stability and confidence. 
Simplicity is not about having less; it is about living with 
intention and avoiding unnecessary pressure. 

Finally, I reminded him that human connection matters 
more than ever. Speaking kindly, listening with presence, 
expressing gratitude, and learning to handle 
disappointment with maturity are skills that shape a 
meaningful life. In earlier times, families and communities 
naturally taught these qualities. Today, we must consciously 
pass them forward, or an entire generation may grow up 
knowing everything about the world but very little about 
themselves. 

I also shared with Arjun that one of the simplest yet most 
powerful strengths earlier generations carried was their 
daily routine. They woke up at a consistent time, followed a 
set rhythm of small, meaningful habits, and ended their day 
with a sense of completion. A routine gave structure to the 
mind and stability to life. Today, many young people 
struggle not because they lack talent, but because their days 
have no rhythm. A dedicated routine, even a simple one, 
creates clarity, discipline, and direction. It teaches the value 
of showing up every day, even when the mind feels 
unmotivated. Practices like waking up early, spending a few 
minutes in silence, organising one’s space, moving the body, 
reading, writing, and pausing to review the day help build a 
strength of mind that lasts a lifetime.  

Just as personal discipline shapes one’s life, the way we treat 
the world around us also shows our values. I reminded 
Arjun that responsibility is not only toward people but also 
toward the environment that supports us. 

Caring for the Earth takes many forms, such as: 

• Conserving water. 
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• Reducing waste. 

• Using resources mindfully. 

• Choosing reusable over disposable. 

• Respecting public spaces. 

• Avoiding harm to plants, animals, and natural 
habitats. 

• Learning to coexist rather than consume. 

I added, “Service is never measured by the size of the action. 
A small act done with a genuine heart carries a power that 
large actions done without sincerity can never match. 
Helping one person. Guiding one student. Supporting one 
employee. Planting one tree. Nurturing one plant. These 
small acts create ripples that travel far beyond what we can 
see.” 

Finally, I shared something I firmly believe. 

“Many people say they are busy. But busy is only a word we 
use when something is not our priority. Life always makes 
space for what truly matters. If we believe that service, 
values, nature, and kindness matter, we will naturally create 
time for them.” 

Arjun took a deep breath, letting my words settle into the 
quietness of the moment. After a pause, he said softly, “Sir, 
this is not only service. This is awareness. This is 
responsibility. This is carrying forward what shaped our 
society for generations.” 

I smiled. 

“Yes, Arjun. Awareness is the beginning of change. 
Awareness creates clarity. Clarity shapes action. And the 
right actions create impact. If we can pass this awareness to 
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even a few people, the world will grow a little lighter, a little 
kinder, and a little wiser.” 

FFinal Reflection 

As Arjun stood up to leave, I felt a quiet sense of fulfilment. 
Knowledge grows only when it is shared. Values live only 
when they are passed forward. Service becomes meaningful 
only when it shapes another life. 

This has been the purpose of my journey. Success may 
come and go. But service creates a legacy that remains long 
after we are gone. It stays with the people we guide. It stays 
in the values we uphold. It stays in the quiet acts of kindness 
that continue far beyond our presence. 

This is the true meaning of being with the society. 

    . 
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 Lessons from the Journey

 

Life teaches us through silence, storms, and simple 
moments. 
We fall, we learn, and slowly we rise in our own way, in our 
own time. 

Strength returns quietly, like light after a long night. 
Honour every chapter you lived, even the ones that hurt. 
The road ahead carries new meaning, new hope, and new 
beginnings. 

We rise not when life is easy,  

but when we choose to stand again.  
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 Principles for Rising Through Challenges 

 

• Face struggles with patience – every delay and 
setback has a lesson. 

• Adapt and grow – change is not a threat; it’s an 
invitation to evolve. 

• Build relationships with trust and empathy – 
success is never a solo journey. 

• Balance ambition with soul – achievement without 
purpose feels empty. 

• Care for your health and mind – your body and 
spirit are your first foundations. 

• Practice gratitude daily – it shifts your perspective 
and brings calm strength. 

• Serve beyond yourself – the highest success is 
measured in what we give back. 

• Stay grounded in values – integrity carries you when 
results seem uncertain. 

• Keep learning, consistently – every day offers a 
chance to grow wiser. 

• Define your own success – not by titles or wealth, 
but by peace, joy, and service. 
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 Pause and Reflect

 

• What was the biggest challenge in your own journey 
that became a turning point? 

______________________________________
_______________________________ 
______________________________________
_______________________________ 
 
 

• Which principle from this book resonates most with 
your current life stage? 

______________________________________
_______________________________ 
______________________________________
_______________________________ 
 
 

• How do you balance material ambition with inner 
fulfilment? 

______________________________________
_______________________________ 
______________________________________
_______________________________ 
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• In what ways can you serve your family, workplace, 
or society more meaningfully? 

______________________________________
_______________________________ 
______________________________________
_______________________________ 
 
 

• If you wrote your own “Sales, Soul & Service” story, 
what would the closing message be? 

______________________________________
_______________________________ 
______________________________________
_______________________________ 
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CClosing Message 

Every journey in life begins with a single step, often taken 
quietly and without recognition. What starts as a personal 
effort to rise, heal, or improve slowly shapes the direction of 
our entire path. Growth does not require extraordinary 
advantages. It requires awareness, sincerity, patience, and 
the willingness to show up each day with a little more 
intention than the day before. 

In this book, I have shared lessons from my own journey. 
Some came from challenges, some from silence, and some 
through unexpected moments of clarity. Health, 
relationships, career, finances, leadership, and inner growth 
are not separate parts of life. They are connected threads 
that strengthen one another when we give them mindful 
attention. 

The world changes when we do small things with depth, 
honesty, and consistency. A few minutes of quiet thinking, a 
simple act of discipline, a quiet habit carried forward, or a 
sincere kindness offered to someone can create ripples that 
last for years. Transformation is not loud. It grows through 
small choices that slowly become part of who we are. 

Wherever you stand today, remember that progress is built 
on steady steps. There will be days of clarity and days of 
doubt. There will be moments of strength and moments of 
uncertainty. Yet every sincere effort you make moves you 
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forward. Life does not demand perfection. It asks for 
presence, learning, and genuine intention. 

As you close this book, I hope you carry with you a deeper 
sense of clarity and a renewed belief in your own path. Your 
journey is unique, and your purpose will reveal itself step by 
step when you move with awareness and courage. 

May you continue to grow, rise, and move forward with a 
clear mind, a sincere heart, and a spirit rooted in purpose. 
Your best days are not behind you. They are waiting to be 
created through the choices you make from this moment 
onward. 

RRise with purpose. Grow with clarity. Serve with heart. 

     


