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Elvis is Dead 
 
The King of Rock-n-Roll lives on in legend. But there is no place for the Rock Star 
salesperson in your company. You need salespeople with fearlessness, focus, facilitation 
skills, impeccability, and patience. We call them “harpooners.” 
 
We know that you have done the gas-station-double-take: 
 
“Is that…? I mean he looks just like… NO, it couldn’t be… maybe…” 
 
Maybe you also operate under the flawed belief that you are going to find the “Elvis of 
Sales” for your industry and recruit him or her to be the Rock Star salesperson for your 
company… maybe… well… 
 
We are here to tell you, in the strictest of confidentiality: the King is dead. 
 
Companies that want to grow rapidly often make the Rock Star mistake when they try to 
hunt whales. Hiring known salespeople who have a track record of success with 
competitors is often the choice. But we don’t recommend it. 
 
You will have three big problems with Rock Stars: 
 

1. Rolodexes rarely roll. Big clients with complex needs do not usually follow just 
one salesperson from company to company – even if those clients want to. The 
cost of change is high, the integration with the current provider is deep, and the 
number of touch points beyond the salesperson is broad. For these reasons, if the 
client relationship has value, it will be hard for the salesperson to move it, no 
matter what that salesperson may claim. 

 
2. Prima donna premium. As Rock Star salespeople develop a larger client base, 

they naturally create a certain perception of high value to themselves and others. 
If you recruit them, you will have to pay higher than your current salespeople, 
more than market rate, and often above reason. The trouble is pay-back. Complex 
sales usually take a long time before they are realized, so you will be paying a lot 
for a long time with little to show for it. And if the Rock Star is not as successful 
as you hoped, you will pay way too much to learn that. 

 
3. Circumstances can’t be cloned. Although Elvis stood front stage and center, the 

“Elvis phenomenon” was created by a lot of people and hard work. That one-in-a-
million performance occurred not just because of Elvis’s vocals, his beguiling 
sneer, or even his swiveling hips. It was in fact a combination of many people and 
events working together, perhaps behind the scenes but nevertheless in harmony. 
The likelihood that your company can recreate the circumstances surrounding a 
Rock Star’s success is low. 

 
So who should you hire? 
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Remember, The Whale Hunters believe that 90% of success is process.  But that still 
means that 10% is magic. That magic has everything to do with people, including 
remarkable salespeople. So if you forego the Rock Star, what kind of talent should you 
seek? 
 
Great whale hunting salespeople (“harpooners”) have these qualities:  
 

• Fearlessness. These harpooners are not afraid of big companies, big deals, or big 
competitors. That is a very special talent. It goes beyond being willing to call on 
these groups or discuss these opportunities or compete against these companies. It 
means knowing that you and your company are without a doubt worthy. It’s not 
being rash, but believing in the quality of your team. 

• Focus. These harpooners only work deals they can win, get out of deals early 
when they can’t, and know the difference between the two. Their work is 
predictable and allows you to plan confidently.  

• Facilitation skills. In the whale-sized deal there are many more steps in the 
process and more people in the whale and in your company. These harpooners 
know how to leverage and maximize all of the interactions that happen between 
their company and the whale. This is less about talking and more about 
coordinating. 

• Impeccability. Great harpooners are flawless in preparation, flawless in follow-
up, flawless in details, flawless in involving the right people at the right time, and 
flawless in expressing gratitude.  

• Patience. A whale hunt takes a long time. There are twists and turns and there are 
times that it happens with more darkness and fog than sunlight. Great harpooners 
are confident, so they are patient in the hunt. They don’t rush or push when all 
that energy will get them is a frustrated team. However, once they have the whale 
on the line, they are relentless in the pursuit. 

 
We all know and admire the Rock Star’s allure – her presence, his charisma – and it is 
very tempting to seek to profit from their talents. But their gifts are narrow, expensive, 
and impossible to replicate on a new stage. Impersonators are everywhere, but we know 
that Elvis is dead. 
 


