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At his exclusive marketing seminar, Ken Newhouse 
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Notes to the Reader 

1. All examples are real. 

 

2. ���� �—�•�‡�� �–�Š�‡�� �–�‡�”�•�� �ò�–�Š�‡�� �†�—�†�‡�á�� �‰�—�›�á�� �•�ƒ�•�� �ƒ�•�†�� �Š�‡�ó�� �•�‡�˜�‡�”�ƒ�Ž�� �–�‹�•�‡�•�� �–�Š�”�‘�—�‰�Š�‘�—�–�� �–�Š�‹�•�� �„�‘�‘�•��- �‹�–�ï�•��

�‰�‡�•�†�‡�”���•�‡�—�–�”�ƒ�Ž�ä�������ƒ�Ž�•�‘���—�•�‡���ò�Š�‡�ó���ƒ�•�†���ò�•�Š�‡�ó���‹�•�–�‡�”�…�Š�ƒ�•�‰�‡�ƒ�„�Ž�›���–�Š�”�‘�—�‰�Š�‘�—�–���–�Š�‡���–�‡�š�–�ä�� 

 

3. If you have campaigns that are truly adaptive and will track user behavior and responds 

ac�…�‘�”�†�‹�•�‰�Ž�›���å�›�‘�—���…�ƒ�•���•�‡�‡���›�‘�—�”���•�ƒ�Ž�‡�•�� �‰�”�‘�™���Ž�‹�•�‡���•�‘�–�Š�‹�•�‰���„�‡�ˆ�‘�”�‡�ä�������ˆ���›�‘�—���™�ƒ�•�–���•�‘�•�‡�–�Š�‹�•�‰��

�Ž�‹�•�‡���–�Š�ƒ�–���ˆ�‘�”���›�‘�—�”���„�—�•�‹�•�‡�•�•�������Š�ƒ�˜�‡���•�‘�•�‡���‰�”�‡�ƒ�–���•�‡�™�•���ˆ�‘�”���›�‘�—�ä���������ï�˜�‡���•�‡�–���ƒ�•�‹�†�‡���•�‘�•�‡���–�‹�•�‡���ˆ�‘�”��

my office to personally review your current sales and marketing process, and design a 

�ˆ�—�Ž�Ž�›���…�—�•�–�‘�•�‹�œ�‡�†�����”�‘�‰�”�‡�•�•�‹�˜�‡�����†�ƒ�’�–�‹�˜�‡�����‡�•�’�‘�•�•�‡�;���…�ƒ�•�’�ƒ�‹�‰�•���ˆ�‘�”���›�‘�—���å�	�������ä 

 

���Š�‹�•���‹�•���ƒ���‰�‡�•�—�‹�•�‡�Ž�›���ˆ�”�‡�‡���‘�ˆ�ˆ�‡�”�á���ƒ�•�†���–�Š�‡�”�‡���ƒ�”�‡���•�‘���•�–�”�‹�•�‰�•���ƒ�–�–�ƒ�…�Š�‡�†�ä�������•���ˆ�ƒ�…�–�á���‹�–�ï�•���‡�˜�‡�•���„�‡�–�–�‡�”��

than you realize. Not only do we design the campaign for you, we also create a detailed 

�„�Ž�—�‡�’�”�‹�•�–�� �‘�ˆ�� �‡�š�ƒ�…�–�Ž�›�� �Š�‘�™�� �‹�–�� �™�‘�”�•�•�� �ƒ�•�†�� �‰�‹�˜�‡�� �›�‘�—�� �–�Š�ƒ�–�� �ƒ�•�� �™�‡�Ž�Ž�� �å�•�‘�� �›�‘�—�� �…�ƒ�•�� �†�‡�’�Ž�‘�›�� �‹�–��

�‹�•�•�‡�†�‹�ƒ�–�‡�Ž�›�ä�������ˆ���–�Š�ƒ�–���•�‘�—�•�†�•���‹�•�–�‡�”�‡�•�–�‹�•�‰���–�‘���›�‘�—�á�����ï�˜�‡���’�‘�•�–�‡�†���ƒ���•�Š�‘�”�–���†�‡�•�…�”�‹�’�–�‹�‘�•���‘�ˆ���Š�‘�™���–�Š�‹�•��

works, and my hidden motivation here.   

 

Go to www.KenNewhouse.com/get-the-blueprint/ . 

 

4. ���ï�Ž�Ž���–�”�ƒ�†�‡���›�‘�—���ƒ���ˆ�”�‡�‡���…�‘�’�›���‘�ˆ���•�›���D�u�{�y�ä�r�r�����Ž�‹�‡�•�–�����‡�•�–�‹�•�‘�•�‹�ƒ�Ž�����›�•�–�‡�•�����–�Š�‡���ˆ�—�Ž�Ž���˜�‡�”�•�‹�‘�•�����ˆ�‘�”���ƒ��

picture of yourself holding it or an Amazon review. Go to www.KenNewhouse.com/free-

system for your copy. 

 

5. ���ï�˜�‡���—�’�Ž�‘�ƒ�†�‡�†���•�‡�˜�‡�”�ƒ�Ž���˜�ƒ�Ž�—�ƒ�„�Ž�‡�����ƒ�•�†���ˆ�”�‡�‡�����”�‡�•�‘�—�”�…�‡�•���–�‘���Š�‡�Ž�’���›�‘�—���•�ƒ�•�‡���›�‘�—�”���•�•�ƒ�Ž�Ž���„�—�•�‹�•�‡�•�•��

profitable again on my website.  If you want to access and download them go here:  

www.KenNenewhouse.com/free-resources/ 

 

6. Instead of cluttering up the text, I decided to provide only short references, and further 

reading sources from the published book. You can find all references and sources at: 

www.KenKewhouse.com/book-references. 

 

http://www.kennewhouse.com/get-the-blueprint/
http://www.kennewhouse.com/free-system
http://www.kennewhouse.com/free-system
file:///C:/Users/drken/Documents/KENNEWHOUSE%20Website%20-%20New/Loss%20Leader%20Book/Final%20Master/Final/www.KenNenewhouse.com/free-resources/
http://www.kenkewhouse.com/book-references
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PREFACE 

 

Chances are, you are reading this book for a specific, measurable purpose: You want to 

attract more high-quality customers and you want your business to grow so that you will 

�•�ƒ�•�‡���•�‘�”�‡���•�‘�•�‡�›�ä�����Š�‹�•���„�‘�‘�•���†�‡�Ž�‹�˜�‡�”�•���‘�•���–�Š�ƒ�–�á���„�‹�‰���–�‹�•�‡�ä�������‘�á���‹�ˆ���›�‘�—�ï�”�‡���•�‡�”�‹�‡�•���ƒ�„�‘�—t attracting 

�•�‘�”�‡���…�—�•�–�‘�•�‡�”�•���ƒ�•�†���•�ƒ�•�‹�•�‰���•�‘�”�‡���•�‘�•�‡�›���†�‘�•�ï�–���•�‹�•�’�Ž�›���”�‡�ƒ�†���–�Š�‹�•���„�‘�‘�•�å�����•�‡�•�‘�”�‹�œ�‡���‹�–�ä������ 

 

���•�•�‹�†�‡���›�‘�—�ï�Ž�Ž���†�‹�•�…�‘�˜�‡�”���’�‘�™�‡�”�ˆ�—�Ž���•�ƒ�”�•�‡�–�‹�•�‰�á���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰���ƒ�•�†���…�‘�•�•�—�•�‹�…�ƒ�–�‹�‘�•���•�–�”�ƒ�–�‡�‰�‹�‡�•��

that will instantly transform the way you attract, convert and retain customers.   They will 

make you a far more skilled, successful and profitable business owner. 

 

Before we dig in to the money-�•�ƒ�•�‹�•�‰���‰�‘�Ž�†�����ï�˜�‡���•�ƒ�’�’�‡�†���‘�—�–���ˆ�‘�”���›�‘�—�������™�ƒ�•�–���›�‘�—���–�‘���•�•�‘�™��

�–�Š�ƒ�–���‹�•���•�›���’�‡�”�•�‘�•�ƒ�Ž���ƒ�•�†���„�—�•�‹�•�‡�•�•���Ž�‹�ˆ�‡�á�����ï�•���ƒ���„�‹�‰���’�”�‘�’�‘�•�‡�•�–���‘�ˆ���–�Š�‡���–�”�—�–�Š�ä�������–�Š�‡�”�™�‹se known as 

�ò�”�‡�ƒ�Ž�‹�–�›�ó�ä�������Š�‡���…�‘�•�–�‡�•�–���‘�ˆ���–�Š�‹�•���„�‘�‘�•���‹�•���•�‘���‡�š�…�‡�’�–�‹�‘�•�ä���� 

 

���ˆ�� �›�‘�—�� �•�ƒ�•�‡�� �–�Š�‡�� �†�‡�…�‹�•�‹�‘�•�� �–�‘�� �”�‡�ƒ�†�� �ƒ�•�†�� �‹�•�’�Ž�‡�•�‡�•�–�� �–�Š�‡�� �•�–�”�ƒ�–�‡�‰�‹�‡�•�� ���ï�˜�‡�� �‘�—�–�Ž�‹�•�‡�†�� �ˆ�‘�”�� �›�‘�—�á��

�›�‘�—�ï�Ž�Ž���„�‡���…�‘�•�ˆ�”�‘�•�–�‡�†���™�‹�–�Š���–�Š�”�‡�‡���†�‹�•�–�‹�•�…�–���…�Š�‘�‹�…�‡�•���„�›���–�Š�‡���–�‹�•�‡���›�‘�—���”�‡�ƒ�…�Š���–�Š�‡���ˆ�‹�•�ƒ�Ž���’�ƒ�‰�‡�ã 

 

�S�s�ã�������‘�—�ï�Ž�Ž���†�‹scover a lot of actionable, profit-generating strategies in the chapters that 

�ˆ�‘�Ž�Ž�‘�™�å�� �„�—�–�� �›�‘�—�� �™�‘�•�ï�–�� �–�ƒ�•�‡�� �ƒ�…�–�‹�‘�•�� �‘�•�� �–�Š�‡�•�ä�� �� ���•�� �ƒ�� �”�‡�•�—�Ž�–�á�� �›�‘�—�”�� �ˆ�”�—�•�–�”�ƒ�–�‹�‘�•�� �™�‹�Ž�Ž�� �…�‘�•�–�‹�•�—�‡�� �–�‘��

�‰�”�‘�™���™�Š�‹�Ž�‡���›�‘�—�”���„�—�•�‹�•�‡�•�•���‰�”�‘�™�–�Š���™�‹�Ž�Ž���Ž�‹�•�‡�Ž�›���ˆ�Ž�ƒ�–�Ž�‹�•�‡�á���‘�”���™�‘�”�•�‡�å���„�‡�‰�‹�•���–�‘���†�‡�…�Ž�‹�•�‡�ä������ 

 

#�t�ã�����‘�—�ï�Ž�Ž���‹�•�’�Ž�‡�•�‡�•�–���–�Š�‡�•�‡���•�–�”�ƒ�–�‡�‰�‹�‡�•�� �Š�ƒ�Ž�ˆ-heartedly (as with everything else in your 

life) then decide to give up when you doubt that your business can be flooded with new 

customers in a matter of days or weeks.   Every strategy in this book is a demonstrable 

winner and recognizing this in and of itself is only part of the profit-generating equation.  You 

�…�ƒ�•�� �‘�•�Ž�›�� �‰�‡�•�‡�”�ƒ�–�‡�� �ƒ�•�ƒ�œ�‹�•�‰�� �”�‡�•�—�Ž�–�•�� �™�Š�‡�•�� �›�‘�—�ï�”�‡�� �ˆ�—�Ž�Ž�›�� �…�‘�•�•�‹�–�–�‡�†�� �–�‘�� �–�Š�‡�‹�”�� �ƒ�‰�‰�”�‡�•�•�‹�˜�‡�� �ƒ�•�†��

methodical implementation.   

 

#3: You decide to trust me and impleme�•�–���–�Š�‡���•�–�”�ƒ�–�‡�‰�‹�‡�•���ƒ�•�†���•�›�•�–�‡�•�•�����ï�˜�‡���‰�‹�˜�‡�•���›�‘�—�ä���� 

���‘�—���ˆ�‘�Ž�Ž�‘�™���–�Š�‡���•�–�‡�’�•�����ï�˜�‡���‘�—�–�Ž�‹�•�‡�†���ˆ�‘�”���›�‘�—���ƒ�•�†���ƒ�•���ƒ���”�‡�•�—�Ž�–�å���›�‘�—���‡�•�Œ�‘�›���•�‘�”�‡���‰�”�‘�™�–�Š���ƒ�•�†���’�”�‘�ˆ�‹�–��

in your business than you imagined possible.  
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The Unique Approach I Took Writing This Book For You 

 

I have written this book for you personally, in the most truthful, blunt, straightforward, 

non-sugarcoated, no-nonsense, no-holds barred manner possible so that you can achieve the 

greatest level of profit and entrepreneurial-�•�—�…�…�‡�•�•�� �’�‘�•�•�‹�„�Ž�‡�ä�� �� ���‘�™�‡�˜�‡�”�á�� �‹�ˆ�� �›�‘�—�ï�”�‡�� �…�ƒ�”�”�›�‹�•g 

�‡�•�‘�–�‹�‘�•�ƒ�Ž�á�� �ˆ�‹�•�ƒ�•�…�‹�ƒ�Ž�� �‘�”�� �’�•�›�…�Š�‘�Ž�‘�‰�‹�…�ƒ�Ž�� �•�…�ƒ�”�•�� �ˆ�”�‘�•�� �’�ƒ�•�–�� �„�—�•�‹�•�‡�•�•�� �ˆ�ƒ�‹�Ž�—�”�‡�•�å�� �‘�”�á�� �‹�ˆ�� �›�‘�—�ï�”�‡�� �”�‡-

�•�–�ƒ�”�–�‹�•�‰���‘�”���•�–�ƒ�”�–�‹�•�‰���ˆ�”�‘�•���ƒ�•���‡�•�–�‹�”�‡�Ž�›���•�‡�™���’�Ž�ƒ�…�‡�å���›�‘�—���…�ƒ�•���…�‘�—�•�–���‘�•���–�Š�‡�•�‡���–�™�‘���–�Š�‹�•�‰�•�ã 

 

�S�s�ã���������™�‘�•�ï�–���‹�•�•�—�Ž�–���›�‘�—�”���‹�•�–�‡�Ž�Ž�‹�‰�‡�•�…�‡�ä�������Š�ƒ�•�…�‡�•���ƒ�”�‡���›�‘�—���•�•�‘�™���•�‡���ƒ�ˆ�–�‡�”���ƒ�–�–�‡�•�†�‹�•�‰ one (or 

more) of my webinars, live-�–�”�ƒ�‹�•�‹�•�‰�•���‘�”���’�—�”�…�Š�ƒ�•�‹�•�‰���•�›���’�”�‘�†�—�…�–�•�å���„�—�–���–�Š�‡�”�‡�ï�•���ƒ�Ž�•�‘���ƒ���’�”�‡�–�–�›��

�‰�‘�‘�†���…�Š�ƒ�•�…�‡���–�Š�ƒ�–���™�‡���Š�ƒ�˜�‡�•�ï�–���•�‡�–���›�‡�–���å���ƒ�•�†���ƒ�•���•�—�…�Š�á�������™�‘�•�ï�–���‹�•�•�—�Ž�–���›�‘�—�”���‹�•�–�‡�Ž�Ž�‹�‰�‡�•�…�‡���„�›���–�‡�Ž�Ž�‹�•�‰��

you that your business will enjoy explosive growth and profit �‘�”���–�Š�ƒ�–���›�‘�—�ï�Ž�Ž���„�‡�…�‘�•�‡���–�Š�‡���•�‘�•�–��

recognized brand in your market after reading my book. 

 

#2:  This book will be a great investment of your time.  As Warren Buffet once said, 

�ò���’�’�‘�”�–�—�•�‹�–�‹�‡�•���…�‘�•�‡���‹�•�ˆ�”�‡�“�—�‡�•�–�Ž�›�ä�����Š�‡�•���‹�–���”�ƒ�‹�•�•���‰�‘�Ž�†�á���’�—�–���‘�—�–���–�Š�‡���„�—�…�•�‡�–�á���•�‘�–���–�Š�‡�� �–�Š�‹�•�„�Ž�‡�ä�ó����

���Š�‡���‰�‘�Ž�†���›�‘�—�ï�Ž�Ž���†�‹�•�…�‘�˜�‡�”���–�Š�”�‘�—�‰�Š�‘�—�–���–�Š�‹�•���„�‘�‘�•���™�ƒ�•���•�‹�•�‡�†���‘�˜�‡�”���t�v���ª���›�‡�ƒ�”�•���‘�ˆ���‡�š�’�‡�”�‹�‡�•�…�‡���‹�•��

my own businesses and my experiences with numerous private clients (the majority first-

generation, self-made millionaire and multi-�•�‹�Ž�Ž�‹�‘�•�ƒ�‹�”�‡�•���� �å�•�‘�� �…�‘�•�‡�� �’�”epared with the 

biggest bucket you can carry. 

 

���Š�‡�� �˜�ƒ�•�–�� �•�ƒ�Œ�‘�”�‹�–�›�� �‘�ˆ�� �„�—�•�‹�•�‡�•�•�� �ƒ�•�†�� �•�ƒ�”�•�‡�–�‹�•�‰�� �„�‘�‘�•�•�� �›�‘�—�ï�Ž�Ž�� �ˆ�‹�•�†�� �‘�•�� ���•�ƒ�œ�‘�•�� �–�‘�†�ƒ�›�� �ƒ�”�‡��

nothing more than a collection of worn-out strategies assembled by someone who has spent 

his entire professional life in the dark recesses of a university classroom.  This book, 

however, is an in-the-trenches blueprint of strategies that continue to produce record levels 

of new customers, growth and profit across dozens of industries.    

 

This is a highly-personal work written as if I was consulting with you one-on-�‘�•�‡�å���ƒ�•��

if you and I were sitting on my deck at the end of the day excitedly discussing your new game 

�’�Ž�ƒ�•���ˆ�‘�”���‰�”�‘�™�–�Š�ä���������Š�”�‘�—�‰�Š�‘�—�–���–�Š�‡�•�‡���’�ƒ�‰�‡�•�á�����ï�Ž�Ž���„�‡���‰�‹�˜�‹�•�‰���›�‘�—���‡�š�ƒ�•�’�Ž�‡�•���ˆ�”�‘�•���•�›���‘�™�•���„�—�•�‹�•�‡�•�•��

for demonstration purposes.  None of the examples are bragging. I have no need for that or 

interest in doing it.  I share this with you so that you understand the basis for the advice and 
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�‘�’�‹�•�‹�‘�•�•�������†�‹�•�’�‡�•�•�‡���ƒ�•�†���‹�–�ï�•���•�›���Š�‘�’�‡���–�Š�ƒ�–���›�‘�—���™�‹�Ž�Ž���„�‡���ƒ�„�Ž�‡���–�‘���—�–�‹�Ž�‹�œ�‡���•�‘�•�‡���‘�ˆ���–�Š�‡���‹�•�ˆ�‘�”�•�ƒ�–�‹�‘�•��

that I share with you to generate significant levels of growth and profit for your business. 

 

���–���™�‹�Ž�Ž���•�‘�–���…�‘�˜�‡�”���–�Š�‡���„�ƒ�•�‹�…�•�ä�����Š�‡�”�‡���ƒ�”�‡���’�Ž�‡�•�–�›���‘�ˆ���„�‘�‘�•�•���‘�—�–���–�Š�‡�”�‡���‘�•���–�Š�‡���„�ƒ�•�‹�…�•���ƒ�•�†���™�‡�ï�”�‡��

�•�‘�–���‰�‘�‹�•�‰���–�‘���…�‘�˜�‡�”���–�Š�‡���•�ƒ�•�‡���‰�”�‘�—�•�†���ƒ�Ž�Ž���‘�˜�‡�”���ƒ�‰�ƒ�‹�•�ä�����Š�‹�•���‹�•���•�‘�–���ƒ���ò�Š�‘�™-to-�ƒ�–�–�”�ƒ�…�–���…�—�•�–�‘�•�‡�”�•�ó�á��

business book for the status quo.  

 

This is a go-for-the-�Œ�—�‰�—�Ž�ƒ�”�å���ò�ƒ�–�–�”�ƒ�…�–�á���”�‡�–�ƒ�‹�•���ƒ�•�†���ò�•�‡�Ž�Ž���•�‘�”�‡���–�‘���•�‘�”�‡���…�—�•�–�‘�•�‡�”�•�ó���„�‘�‘�• 

that was written to help your business to become profitable again.  I want to tell you right up 

front that I respect your time and because of that I want to state emphatically that this book 

is definitely not for everybody.   

 

���‡�”�‡�ï�•�����Š�‘�����Š�‹�•�����‘�‘�•�����•���
�‘�‹�•�‰�����‘�����‡�����•�…�”�‡�†�‹�„�Ž�›�����‡�•�‡�ˆ�‹�…�‹�ƒ�Ž���	�‘�”�ã 

 

�� ���ˆ�� �›�‘�—�”�� �„�—�•�‹�•�‡�•�•�� �Š�ƒ�•�� �„�‡�…�‘�•�‡�� �•�–�ƒ�‰�•�ƒ�–�‡�� �ƒ�•�†�� �›�‘�—�ï�”�‡�� �•�‘�–�� �•�‡�Ž�Ž�‹�•�‰�� �ƒ�•�� �•�—�…�Š�� �ƒ�•�� �›�‘�—�ï�†�� �Ž�‹�•�‡��

�–�‘�å�›�‘�—�ï�”�‡���‰�‘�•�•�ƒ���‰�‡�–���ƒ���Ž�‘�–���‘�—�–���‘�ˆ���–�Š�‹�•�ä�� 

�� If �›�‘�—�ï�”�‡���†�‘�‹�•�‰���ò�����ó���‹�•���›�‘�—�”���„�—�•�‹�•�‡�•�•���„�—�–���›�‘�—���™�ƒ�•�–���–�‘���†�‘�����ƒ���Ž�‘�–�����„�‡�–�–�‡�”�å���–�Š�‹�•���‹�•���’�‡�”�ˆ�‡�…�–��

for you. 

�� ���ˆ���›�‘�—�ï�”�‡���†�‘�‹�•�‰���‰�”�‡�ƒ�–���„�—�–���™�ƒ�•�–���–�‘���–�ƒ�•�‡���›�‘�—�”���„�—�•�‹�•�‡�•�•���–�‘���”�‡�…�‘�”�†-levels of growth  

�� �ƒ�•�†���’�”�‘�ˆ�‹�–�å���–�Š�‹�•���„�‘�‘�•���Š�ƒ�•���™�Š�ƒ�–���‹�–���–�ƒ�•�‡�•���–�‘���‰�‡�–���›�‘�—���–�Š�‡�”�‡�ä 

 

Who This Book Is Not Going to Benefit: 

 

�� ���‡�‘�’�Ž�‡���™�Š�‘���†�‘�•�ï�–���Š�ƒ�˜�‡���ƒ���„�—�•�‹�•�‡�•�•���›�‡�–���ƒ�•�†���ƒ�”�‡���Œ�—�•�–���•�‘�”�–���‘�ˆ���†�ƒ�„�„�Ž�‹�•�‰�ä���������†�‘�•�ï�–���™�ƒ�•�–���–�‘��

�†�‹�•�…�‘�—�”�ƒ�‰�‡���›�‘�—���„�—�–���‹�ˆ���–�Š�ƒ�–�ï�•���™�Š�‡�”�‡���›�‘�—���ƒ�”�‡���–�Š�‡�”�‡���ƒ�”�‡���•�‘�”�‡���‹�•�’�‘�”�–�ƒ�•�–���–�Š�‹�•�‰�•���›�‘�—�ï�˜�‡���‰�‘�–��

to take care of first. 

 

�� ���‡�‘�’�Ž�‡�� �Ž�‘�‘�•�‹�•�‰�� �–�‘�� �ò�‰�‡�–�� �”�‹�…�Š�� �“�—�‹�…�•�ó�� �‘�•�� �–�Š�‡��internet.  This book is for people who 

(actually) want to work and provide value to their customers.  

 

�� ���‡�‘�’�Ž�‡���™�Š�‘���ƒ�”�‡���‡�š�’�‡�…�–�‹�•�‰���„�‹�‰���”�‡�•�—�Ž�–�•���„�—�–���ƒ�”�‡�•�ï�–���™�‹�Ž�Ž�‹�•�‰���–�‘���™�‘�”�•���ˆ�‘�”���–�Š�‡�•�ä�������Š�ƒ�–���•�‘�—�•�†�•��

�‰�”�‡�ƒ�–�á���„�—�–�������Š�ƒ�˜�‡�•�ï�–���ˆ�‹�‰�—�”�‡�†���‘�—�–���Š�‘�™���–�‘���†�‘���–�Š�ƒ�–�ä�������‘�á���•�‘�å�����ï�•���•�‘�–��the guy who can teach 

you how to attract record levels of new customers without having to work for them.   
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Before we dig into the material and begin transforming your business I want to tell you 

�–�Š�ƒ�–���•�ƒ�•�›���‘�ˆ���–�Š�‡���•�–�”�ƒ�–�‡�‰�‹�‡�•�����ï�˜�‡���”�‡�˜�‡�ƒ�Ž�‡�†���‹�•���–�Š�‹�•���„�‘�‘�•���Š�ƒ�˜�‡���•ever been released to the public.   

Until now, they have used in my own businesses, reserved for my highest-paying clients, 

close business associates and personal friends.   

 

�
�‡�–���”�‡�ƒ�†�›���–�‘���–�”�ƒ�•�•�ˆ�‘�”�•���›�‘�—�”���„�—�•�‹�•�‡�•�•���ƒ�•�†���›�‘�—�”���‹�•�…�‘�•�‡���„�‡�…�ƒ�—�•�‡���›�‘�—�ï�”�‡���ƒ�„�‘�—�–���–�‘���™�ƒ�Ž�• 

�–�Š�”�‘�—�‰�Š���™�Š�ƒ�–���•�‹�‰�Š�–���„�‡���–�Š�‡�������������������������������ˆ�‘�”���–�ƒ�•�‹�•�‰���›�‘�—�”���„�—�•�‹�•�‡�•�•�å���›�‘�—�”���…�‘�•�’�ƒ�•�›�å���ƒ�•�†��

your brand from where it is today to being the most sought-out in your marketplace.   

 

�����•�•�‘�™���›�‘�—�ï�”�‡���ƒ�„�•�‘�Ž�—�–�‡�Ž�›���‰�‘�•�•�ƒ���Ž�‘�˜�‡���‹�–�ä 
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INTRODUCTION 

 

You've probably picked up this book and wondered, what exactly �‹�–�ï�•���ƒ�„�‘�—�–�ë�����•�†���Š�‘�™��

will it help me? This book contains dozens of advertising, marketing and communication 

strategies that will help you rapidly make your business profitable again.  It also contains 

what many feel is the Holy Grail of internet marketing for small business owners.  People 

�™�Š�‘�� �†�‘�•�ï�–�� �•�‹�•�’�Ž�›�� �™�ƒ�•�–���–�‘�� �…�‘�•�’�‡�–�‡�å���”�ƒ�–�Š�‡�”�å�� �ˆ�‘�”�� �–�Š�‘�•�‡�� �™�Š�‘�� �™�ƒ�•�–���–�‘�� �†�‘�•�‹�•�ƒ�–�‡���–�Š�‡�‹�”�� �•�‹�…�Š�‡��

and own the marketplace.  Seriously, if there is an end all, be all��  then this is it!  

 

The communication strategies in this book establish right levels of actions and thinking 

that guarantee success and ensure that you'll continue operating at these levels as your 

business reaches levels of profitability you never imagined possible.  ���ˆ���›�‘�—�ï�”�‡���Ž�‘�‘�•�‹�•�‰���ˆ�‘�”���ƒ��

solution that will help dissolve your fears, increase your courage and belief in yourself, 

eliminate procrastination and give you the blueprint for making your small business 

profitable �ƒ�‰�ƒ�‹�•�å���›�‘�—�ï�Ž�Ž���ˆ�‹�•�†���‹�–���‹�•���–�Š�‹�•���„�‘�‘�•�ä 

 

The advertising, marketing and sales communication methodologies in this book are 

used by hundreds of small business owners who have gone from a state of struggle, 

frustration and doubt to the reality of becoming top achievers (and earners) in their 

respective markets. Regardless of how you define success, this book will show you how to 

�‰�—�ƒ�”�ƒ�•�–�‡�‡���–�Š�‡���ƒ�–�–�ƒ�‹�•�•�‡�•�–���‘�ˆ���‹�–�å��in any economy.  

 

You will see why a profitable business is guaranteed when you operate within the 

parameters outlined in this book, and you will finally understand the primary reasons why 

most small business owners never achieve the levels of profitability and success they want 

and deserve. You will discover for the first time the mistake business owners and 

professionals make in the selling process that, when committed, single-handedly destroys 

any chance of their prospect becoming a (delighted) paying, long-term customer.  

 

You will also learn the precise process, communication strategies and scripts necessary 

to find, attract and convert high-quality leads (from any niche) and convert them into lifetime 

https://www.kennewhouse.com/
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customers. Finally, I will show you how to crank up your marketing and sales programs and 

then automate them.   

 

And trust me��  once you are doing so, profitability and success won't just be 

guaranteed; it will continue to perpetuate itself, literally producing more��  and virtually 

unstoppable��  triumphs. Successful implementation of these strategies requires 

discipline��  not an education, gift, talent, or good fortune. ���Š�‡�›���†�‘�•�ï�– require some special 

personality trait; they work for anyone who wants to employ them.  

 

Implementing these strategies will cost you nothing and gain you everything you have 

ever wanted your business to achieve.   Mastering and implementing them will allow you to 

stand out among your peers and the industry in which you work.   This will force your 

competitors, your customers, your family members (especially your brother-in-law) to see 

you as almost superhuman and extraordinary as your ability to generate increasing levels of 

profit skyrockets.  

 

Sound crazy? It's not��  and you'll see this when you start implementing these strategies 

in your business.    

 

By learning and implementing the �•�–�”�ƒ�–�‡�‰�‹�‡�•�����ï�˜�‡���‰�‹�˜�‡�•���›�‘�—���‹�•���–�Š�‹�•���„�‘�‘�•, you will ensure 

that your small business becomes profitable again regardless of your talent, education, 

financial situation, organizational skills, time management, the industry you are in, or the 

amount of luck you have.  

 

Use this book as though your life and your dreams depend on it, and you will learn to 

create new and higher levels of profit than you ever thought possible! 
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CHAPTER ONE:   Creating Huge Breakthroughs  
In Your Business 

 

 

The Best Way I Can Use to Describe the Revenue-Generating Potential of 
���Š�‡�•�‡�����†�˜�ƒ�•�…�‡�†�����ƒ�”�•�‡�–�‹�•�‰�����›�•�–�‡�•�•���ƒ�•�†�����–�”�ƒ�–�‡�‰�‹�‡�•�����•�å 

 

 

 

 

 

 

If you bought this book in the hope it can deliver huge breakthroughs in your business, 

you bought the right book.  This book was written for small, locally-owned small businesses.  

���—�•�‹�•�‡�•�•�‡�•���™�‹�–�Š���ƒ�•���‘�ˆ�ˆ�‹�…�‡�å���ƒ���•�Š�‘�™�”�‘�‘�•�å���…�Š�‹�”�‘�’�”�ƒ�…�–�‹�…�á���†�‡�•�–�ƒ�Ž���ƒ�•�†���‘�”���•�‡�†�‹�…�ƒ�Ž���’�”�ƒ�…�–�‹�…�‡�å�����ƒ��

�”�‡�•�–�ƒ�—�”�ƒ�•�–�å���ƒ�•���ƒ�…�…�‘�—�•�–�‹�•�‰���’�”�ƒ�…�–�‹�…�‡�å�����ƒ���ˆ�—�•�‡�”�ƒ�Ž���Š�‘�•�‡�å���‘�”���ƒ�•�›���•�‹�•�†���‘�ˆ���‘�”�†�‹�•�ƒ�”�›���„�—�•�‹�•�‡�•�•���–�Š�ƒ�–��

is most likely local and serving a local market.  

 

These entrepreneurial-minded business owners have comprised over 83% of my client 

�„�ƒ�•�‡���‘�˜�‡�”���–�Š�‡���Ž�ƒ�•�–���–�™�‘���†�‡�…�ƒ�†�‡�•�ä�������Š�‡�›���Š�ƒ�˜�‡���ƒ�–�–�‡�•�†�‡�†���•�›���™�‡�„�‹�•�ƒ�”�•�á���ò�Ž�‹�˜�‡�ó���–�”�ƒ�‹�•�‹�•�‰�•���ƒ�•�†���—�•�‡�†��

�•�›�� �•�›�•�–�‡�•�•�� �–�‘�� �–�”�ƒ�•�•�ˆ�‘�”�•�� �–�Š�‡�‹�”�� �ò�‘�”�†�‹�•�ƒ�”�›�ó�� �„�—�•�‹�•�‡�•�•�‡�•�� �‹�•�–�‘�� �‡�š�–�”�ƒ�‘�”�†�‹�•�ƒ�”�›�� �…�—�•�–omer-

attracting, money generating machines that easily and consistently out perform their peers, 

�…�‘�•�’�‡�–�‹�–�‘�”�•���ƒ�•�†���‹�•�†�—�•�–�”�›���•�‘�”�•�•�å���‡�š�…�‡�‡�†�‹�•�‰���–�Š�‡�‹�”���™�‹�Ž�†�‡�•�–���†�”�‡�ƒ�•�•���ƒ�•�†���‡�š�’�‡�…�–�ƒ�–�‹�‘�•�•�ä�� 

 

So, How Do They Do It?  

 

These folks have achieved massive levels of �•�—�…�…�‡�•�•�å���…�”�‡�ƒ�–�‹�•�‰���”�‡�…�‘�”�†���’�”�‘�ˆ�‹�–�•���›�‡�ƒ�”���ƒ�ˆ�–�‡�”��

year by using strategies that work (a novel concept) and by discontinuing strategies that 

�ƒ�”�‡�•�ï�–���…�‘�•�•�‹�•�–�‡�•�–�Ž�›���’�”�‘�†�—�…�‹�•�‰���ƒ���’�”�‘�ˆ�‹�–�ä�������‡�–�ï�•���•�–�ƒ�”�–���™�‹�–�Š���™�Š�ƒ�–���–�Š�‡�›�ï�˜�‡���•�–�‘�’�’�‡�†���†�‘�‹�•�‰�ã 

  

�� They have stopped using traditional methods of advertising that many small business 

owners and marketers still cling to today.      

https://www.kennewhouse.com/
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�� They now refuse to operate their business without having a clearly-defined marketing 

strategy.    

�� ���Š�‡�›�ï�˜�‡��stopped running image-based ads that are knockoffs of ads that bigger, brand-

�•�ƒ�•�‡�� �…�‘�•�’�ƒ�•�‹�‡�•�ä�� �� ���Š�‹�•�� �ƒ�Ž�•�‘�� �•�‡�ƒ�•�•�� �–�Š�ƒ�–�� �–�Š�‡�›�ï�”�‡�� �•�‘�� �Ž�‘�•�‰�‡�”�� �™�ƒ�•�–�‹�•�‰�� �Š�—�‰�‡�� �•�—�•�•�� �‘�ˆ��

�•�‘�•�‡�›�å�� �•�‘�� �Ž�‘�•�‰�‡�”�� �‰�‡�•�‡�”�ƒ�–�‹�•�‰�� �Ž�ƒ�…�•�Ž�—�•�–�‡�”�� �”�‡�•�—�Ž�–�•�� �ƒ�•�†�� �•�‘�� �Ž�‘�•�‰�‡�”�� �Š�ƒ�˜�‡�� �–�Š�‡��

�•�‹�•�…�‘�•�…�‡�’�–�‹�‘�•���–�Š�ƒ�–���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰���†�‘�‡�•�•�ï�–���™�‘�”�•�ä�� 

 

Big companies have all sorts of reaso�•�•���ˆ�‘�”���…�”�‡�ƒ�–�‹�•�‰���ƒ�•�†���—�•�‹�•�‰���ƒ�†�•�å���•�‘�•�–���‘�ˆ���™�Š�‹�…�Š���ƒ�”�‡��

�†�‹�ƒ�•�‡�–�”�‹�…�ƒ�Ž�Ž�›�� �‘�’�’�‘�•�‡�†�� �–�‘�� �™�Š�ƒ�–�� �›�‘�—�ï�”�‡�� �–�”�›�‹�•�‰�� �–�‘�� �ƒ�…�Š�‹�‡�˜�‡�� �ƒ�•�� �ƒ�� �•�•�ƒ�Ž�Ž�� �„�—�•�‹�•�‡�•�•�� �‘�™�•�‡�”�ä�� �� ���‘�—�”��

objectives are much simpler, and because of that, you should find successful businesses with 

�•�‹�•�‹�Ž�ƒ�”���‘�„�Œ�‡�…�–�‹�˜�‡�•���‹�ˆ���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���…�‘�’�›���•�‘�•�‡�‘�•�‡���‡�Ž�•�‡�ï�•���•�ƒ�”�•�‡�–�‹�•�‰���•�–�”�ƒ�–�‡�‰�›�ä�� 

 

What kind of businesses am I referring to specifically?   

 

�� Businesses who (as part of their marketing strategy) only implement campaigns that 

yield $2.00 (or $20.00) for every dollar they invest.  Campaigns that can be accurately 

measured and tracked down to the last dollar.  
 

�� Businesses that do NOT spend $1.00 on any ad or campaign that does not directly and 

immediately generate $2.00 (or $20.00). 

 

YES!  I Want You to STOP and Consider These Principles.  Why?  Because they will 

transform your business (if you adopt and follow them) and they can also transform your 

�Ž�‹�ˆ�‡�ä�� �� ���–�ï�•�� �‹�•�’�‘�”�–�ƒ�•�–�� �–�Š�ƒ�–�� �›�‘�—�� �–�Š�‹�•�•�� �Ž�‘�•�‰�� �ƒ�•�†�� �Š�ƒ�”�†�� �ƒ�„�‘�—�–�� �–�Š�‡�•�å�� �•�‘�–�� �•�ƒ�•�‹�•�‰�� �–�Š�‡�� �•�‹�•�–�ƒ�•�‡�� �‘�ˆ��

simply glossing over them.   

 

Be careful who you m�‘�†�‡�Ž�� �ƒ�•�†�� �™�Š�‘�� �›�‘�—�� �•�–�—�†�›�ä�� ���ˆ�� �›�‘�—�ï�”�‡�� �ˆ�‘�Ž�Ž�‘�™�‹�•�‰�� �•�‘�•�‡�‘�•�‡�� �™�Š�‘�ï�• 

purpose, objectives and reasons for doing what they do don�ï�–���•�ƒ�–�…�Š���—�’���™�‹�–�Š���›�‘�—�”���’�—�”�’�‘�•�‡�á��

objectives and goals then you should NOT study, emulate or copy them!  ���‡�•�è�������–�ï�•���‹�•�’�‘�”�–�ƒ�•�–��

that you stop and deeply consider what I just said because �‹�–�ï�•���ƒ���Ž�‹�ˆ�‡-changing principle.   If 

you want to fast-track your ability to create record-levels of growth and profit in your 

business �–�Š�‡�•���ˆ�‹�•�†���•�‘�•�‡�„�‘�†�›���™�Š�‘���‹�•���•�—�…�…�‡�•�•�ˆ�—�Ž�á���™�Š�‘���•�Š�ƒ�”�‡�•���›�‘�—�”���’�—�”�’�‘�•�‡���ƒ�•�†���‘�„�Œ�‡�…�–�‹�˜�‡�•�å��
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and then study closely the strategies, methods, systems and communications he uses as well 

as how he uses them to grow his business.  ���Š�‡�•�����ï�•���™�‘�”�•�‹�•�‰���™�‹�–�Š���•�‡�™���…�Ž�‹�‡�•�–�•�����ˆ�”�‘�•���–�‹�•�‡��

�–�‘���–�‹�•�‡�������ï�˜�‡���Š�‡�ƒ�”�†���–�Š�‹�•���•�‘�”�–���‘�ˆ���–�Š�‹�•�‰���”�‡�ˆ�‡�”�”�‡�†���–�‘���ƒ�•���ò�ƒ���„�Ž�‹�•�†�‹�•�‰���ˆ�Ž�ƒ�•�Š���‘�ˆ���–�Š�‡���‘�„�˜�‹�‘�—�•�á�ó���„�—�–�����ï�•��

not so sure I agree with that.   Why, am I NOT sure that this is blindingly obvious to everyone?  

Well, the fact that 99% (probably more) of the small business owners and professionals that 

I meet are still using advertising, marketing methods that are in complete opposition of this 

obvious logic.   

 

���–�ï�•�� �ƒ�Ž�•�‘�� �™�‘�”�–�Š�� �•�‘�–�‹�•�‰�� �–�Š�ƒ�–�� �–�Š�‹�•�� �’�”�‹�•�…�‹�’�Ž�‡�� �™�‘�”�•�•�� �’�‘werfully in all aspects of your 

�„�—�•�‹�•�‡�•�•�å���•�‘�–���‘�•�Ž�›���‹�•��advertising and �•�ƒ�”�•�‡�–�‹�•�‰�ä���������Š�‹�•�•���‘�ˆ���‹�–���–�Š�‹�•���™�ƒ�›�å���‹�ˆ���›�‘�—�”���‰�‘�ƒ�Ž���‹�•���‡�•�†��

up at a specific location somewhere south of where you are�å �›�‘�—���…�‘�—�Ž�†�����‹�ˆ���›�‘�—�ï�”�‡���ƒ���•�‘�”�‘�•���á��

get there by going due north.   So, it seems logical to me that it would be much, much easier, 

less    stressful    and     certainly   more-profitable   to   implement customer acquisition 

strategies by moving in the right direction from the get go. 

 

Following the wrong examples or implementing the wrong plans are like trudging 

�•�‘�”�–�Š���‘�•���›�‘�—�”���™�ƒ�›���–�‘���–�Š�‡�����‘�—�–�Š�����‘�Ž�‡�ä�������Š�ƒ�•�…�‡�•���ƒ�”�‡���’�”�‡�–�–�›���‰�‘�‘�†���–�Š�ƒ�–���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���‰�‡�–���–�‹�”�‡�†�å��

fru�•�–�”�ƒ�–�‡�†�å���Ž�‘�•�–�å���‘�”���™�‘�”�•�‡�å���‡�•�†���—�’���‘�•���î���‹�ˆ�‡�����‡�Ž�‘�™�����‡�”�‘�ï �ƒ�•�����—�‡�����•�‹�•�•�ï�����‘�”���‘�•�‡���‘�ˆ���–�Š�‡���‘�–�Š�‡�”��

strange customers on that show) find you frozen in the ice �� long before arriving at your 

destination.  
 

Why Do Business Owners Who Are Trying to Figure Out How to Attract, 

Convert and Retain New Customers Have to Wade Through So Many 

Lousy, Unproductive and Ineffective Marketing Systems, Anyway? 
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The Painful Truth:   Most small business owners are about as close to clueless as you 

can get when it comes to (understanding) advertising and marketing that will consistently 

�ƒ�–�–�”�ƒ�…�–�� �•�‡�™�� �…�—�•�–�‘�•�‡�”�•�ä�� �� ���‘�”�‡�� �‘�ˆ�–�‡�•�� �–�Š�ƒ�•�� �•�‘�–�á�� �–�Š�‡�›�� �Š�ƒ�˜�‡�� �„�‡�…�‘�•�‡�� �™�Š�ƒ�–�� ���� �…�ƒ�Ž�Ž�� �ò���†�˜�‡�”�–�‹�•�‹�•�‰��

���‹�…�–�‹�•�•�ó�� �å�� �ˆ�‘�Ž�•�•�� �™�Š�‘�� �Š�ƒ�˜�‡�� �„�‡�‡�•�� �’�”�‡�›�‡�†�� �‘�•�� �„�›�� �—�•�•�…�”�—�’�—�Ž�‘�—�•�� �•�‡�†�‹�ƒ�� �•�ƒ�Ž�‡�•�’�‡�‘�’�Ž�‡�� �ƒ�•�†��

�•�ƒ�”�•�‡�–�‹�•�‰���ƒ�‰�‡�•�…�‹�‡�•�����ƒ�•�†���‘�–�Š�‡�”�•�����™�Š�‘���…�‘�—�Ž�†�•�ï�–���’�”�‘�†�—�…�‡�����‡�–�Š�‹�…�ƒ�Ž�Ž�›�����ƒ���•�–�‡�ƒ�†�›���•�–�”�‡�ƒ�•���‘�ˆ��quality 

�•�‡�™���…�—�•�–�‘�•�‡�”�•���‹�ˆ���–�Š�‡�‹�”���Ž�‹�ˆ�‡���†�‡�’�‡�•�†�‡�†���‘�•���‹�–�ä���������”�‡�ˆ�‡�”���–�‘���–�Š�‡�•�‡���•�Š�ƒ�†�›���…�Š�ƒ�”�ƒ�…�–�‡�”�•���ƒ�•���ò�ˆ�ƒ�•�‡���‡�š�’�‡�”�–�•�ä�ó 

 

To this day, I am continually astounded by the fact that the majority of my new clients 

cannot tell me with any degree of certainty, where their new customers and sales come from; 

�™�Š�ƒ�–���‹�–���…�‘�•�–�•���–�‘���ƒ�…�“�—�‹�”�‡���ƒ���•�‡�™���…�—�•�–�‘�•�‡�”���ˆ�”�‘�•���•�ƒ�”�•�‡�–�‹�•�‰���…�ƒ�•�’�ƒ�‹�‰�•���ò���ó���˜�‡�”�•�—�•���•�‡�™��customer 

�•�‘�—�”�…�‡���ò���ó�â���‘�”���Š�‘�™���‘�•�‡���ƒ�†���’�‡�”�ˆ�‘�”�•�•�����•�‡�ƒ�•�—�”�ƒ�„�Ž�›���ƒ�•�†���’�”�‘�ˆ�‹�–�ƒ�„�Ž�›�����ƒ�‰�ƒ�‹�•�•�–���ƒ�•�‘�–�Š�‡�”�ä������They �…�ƒ�•�ï�–��

�–�‡�Ž�Ž���•�‡���™�‹�–�Š���ƒ�•�›���†�‡�‰�”�‡�‡���‘�ˆ���…�‡�”�–�ƒ�‹�•�–�›�å���„�—�–���–�Š�‡�›�ï�”�‡ great at guessing. 

 

News Flash:  The marketplace operates in that realm called REALITY that I spoke about 

�‹�•���–�Š�‡���’�”�‡�ˆ�ƒ�…�‡�ä�������‘�‘���•�ƒ�•�›���„�—�•�‹�•�‡�•�•���‘�™�•�‡�”�•���”�‡�Ž�›���‘�•���ò�����–�Š�‹�•�•���•�‘�ï�•�ó�á���™�Š�‹�…�Š���ƒ�”�‡���Ž�‹�–�–�Ž�‡���•�‘�”�‡���–�Š�ƒ�•��

inaccurate guesses.  Consequently, many of them find themselves in a perpetual state of 

�‹�”�”�‹�–�ƒ�–�‹�‘�•�å���‰�‘�‹�•�‰���ƒ�„�‘�—�–���–�Š�‡�‹�”���†�ƒ�›�•���—�•�Š�ƒ�’�’�›���ƒ�„�‘�—�–���–�Š�‹�•�‰�•���–�Š�‡�›���•�Š�‘�—�Ž�†�•�ï�–���„�‡�å���›�‡�–���…�‘�•�–�‹�•�—�‹�•�‰��

�–�‘���™�ƒ�•�–�‡���•�‘�•�‡�›���™�Š�‡�•���–�Š�‡�›���•�‡�‡�†�•�ï�–���„�‡�ä�� 

 

So, ���� �Š�ƒ�˜�‡���–�‘�� �ƒ�•�•�å���ò���‘�™���‹�•�� �‹�–���–�Š�ƒ�–���•�‘�� �•any business owners are operating in a state of 

�…�Ž�—�‡�Ž�‡�•�•�•�‡�•�•�� �ƒ�•�†�� �ˆ�‹�•�†�� �–�Š�‡�•�•�‡�Ž�˜�‡�•�� �„�‡�‹�•�‰�� �˜�‹�…�–�‹�•�‹�œ�‡�†�ë�ó  While there are many factors that 

�…�‘�•�–�”�‹�„�—�–�‡�� �–�‘�� �–�Š�‹�•�� �ƒ�„�—�•�‡�� �‘�ˆ�� �„�—�•�‹�•�‡�•�•�� �‘�™�•�‡�”�•�� ���ï�†�� �Š�ƒ�˜�‡�� �–�‘�� �•�ƒ�›�� �–�Š�ƒ�–�� �ƒ�� �’�Š�‡�•�‘�•�‡�•�‘�•�� �…�ƒ�Ž�Ž�‡�†��

marketing incest tops the list.  If �›�‘�—�ï�”�‡���•�‘�–���ˆ�ƒ�•�‹�Ž�‹�ƒ�”���™�‹�–�Š���–�Š�‹�•���–�‡�”�•���‘�”���™�Š�ƒ�–���‹�–���•�‡�ƒ�•�•�å���Š�‡�”�‡�ï�•��

an example:   

 

Once a business owner has his business up and running he (typically) comes to the 

�”�‡�ƒ�Ž�‹�œ�ƒ�–�‹�‘�•���–�Š�ƒ�–���Š�‡�ï�•���‰�‘�‹�•�‰���–�‘���•�‡�‡�†���–�‘���”�—�•���•�‘�•�‡���–�›�’�‡���‘�ˆ���•�ƒ�”�•�‡�–�‹�•�‰���…�ƒ�•�’�ƒ�‹�‰�•���–�‘���‰�‡�•�‡�”�ƒ�–�‡���•�‡�™��

customers.  So, he looks around to see what everyone else in his industry is doing and copies 

�‹�–�å���™�‹�–�Š���‘�•�‡���…�ƒ�˜�‡�ƒ�–�ä�������‡���†�‡�…�‹�†�‡�•���–�‘���ò�•�ƒ�•�‡���‹�–���„�‡�–�–�‡�”�ä�ó�������‡���•�‡�–�•���‘�—t to create better ads than his 

�…�‘�•�’�‡�–�‹�–�‘�”�•�å���•�‘�–�Š�‹�•�‰���”�ƒ�†�‹�…�ƒ�Ž�Ž�›���†�‹�ˆ�ˆ�‡�”�‡�•�–���•�‹�•�†���›�‘�—�å���Œ�—�•�–���„�‡�–�–�‡�”�ä�� Unbeknow�•�•�–���–�‘���Š�‹�•�å���–�Š�‹�•��

is what 99% of his competitors are doing.  This means that he (and virtually everyone else 

in his industry) are (for lack of a better description) standing in a circle looking inward at 
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each other, ignoring anyone (or anything) outside the �…�‹�”�…�Ž�‡�ä�����–�ï�•���‹�•�…�‡�•�–�—�‘�—�•�á���ƒ�•�†���‹�–���™�‘�”�•�•���Œ�—�•�–��

like real generational incest:  

 

Everybody slowly gets dumber and dumber and dumber.   Every business owner that I 

accept as a new client makes the choice to get out of the circle and do something very 

different. They deliberately go far afield from their peers and adopt different marketing 

�•�‡�–�Š�‘�†�‘�Ž�‘�‰�‹�‡�•���ƒ�Ž�–�‘�‰�‡�–�Š�‡�”�ä���������‡�•�å���•�ƒ�›�„�‡���•�‘�™���›�‘�—���™�‹�Ž�Ž�á���–�‘�‘�ä������ My customers and clients have 

�„�‡�‡�•���ƒ�•�•�‹�•�‰���•�‡���ˆ�‘�”���ƒ���Ž�‘�•�‰�á���Ž�‘�•�‰���–�‹�•�‡���–�‘���…�”�‡�ƒ�–�‡���ƒ���–�”�ƒ�‹�•�‹�•�‰���Ž�‹�•�‡�����ï�˜�‡���Ž�ƒ�‹�†���‘�—�–���ˆ�‘�”���›�‘�—��in the coming 

pages.  ���–�ï�•���’�‘�•�•�‹�„�Ž�‡���–�Š�ƒ�–���›�‘�—�á���‹�•���ˆ�ƒ�…�–�á �•�ƒ�›���„�‡���‘�•�‡���‘�ˆ���–�Š�‡���’�‡�‘�’�Ž�‡���™�Š�‘���•�ƒ�‹�†�á���ò���‡�•�å���™�Š�‡�•���ƒ�”�‡���›�‘�—��

going to release a training specifically created to help small business owners and 

professional practitioners become profitable again�ë�ó�������ï�•���’�”�‘�—�†���–�‘���•�ƒ�›���–�Š�ƒ�–�����ï�˜�‡���†�‘�•�‡���–�Š�ƒ�–���‹�•��

this book.   ���‡�”�‡�ï�• �™�Š�ƒ�–���›�‘�—�ï�Ž�Ž��discover in the following chapters. 

 

Chapter 2:  I included this chapter �ò���ƒ�”�‡�–�‘�á�����‡�”�ˆ�‘�”�•�ƒ�•�…�‡���ƒ�•�†�����”�‘�ˆ�‹�–�ƒ�„�‹�Ž�‹�–�›�ó (which is 

uniquely different from the rest of the book) at the last minute because I am fully persuaded 

that the Pareto Principle can and should be used by every small business owner who wants 

�–�‘�� �•�ƒ�•�‡�� �–�Š�‡�‹�”�� �„�—�•�‹�•�‡�•�•�� �’�”�‘�ˆ�‹�–�ƒ�„�Ž�‡�� �ƒ�‰�ƒ�‹�•�ä�� �� ���Š�‹�Ž�‡�� ���ï�•�� �‰�—�‡�•�•�‹�•�‰���–�Š�ƒ�–�� �›�‘�—�ï�˜�‡�� �Š�‡�ƒ�”�†�� �‘�ˆ�� ���‹�Ž�ˆ�”�‡�†�‘��

���ƒ�”�‡�–�‘�ï�•���’�”�‹�•�…�‹�’�Ž�‡�����ƒ�•�ƒ���ò���Š�‡���z�r���t�r�����—�Ž�‡���á���‹�–�ï�•���‡�˜�‡�•���•�‘�”�‡���Ž�‹�•�‡�Ž�›���–�Š�ƒ�–���›�‘�—�ï�”�‡���•�‘�–���ƒ�™�ƒ�”�‡���‘�ˆ���‹�–�•��

ability to help small business owners (individuals and/or groups) achieve (much) more, with 

(much) less effort. 

 

Chapter 3: �ò���Š�‡�� ���”�‹�–�‹cal Component:  The Secret for Creating Breakthrough 

���†�˜�‡�”�–�‹�•�‹�•�‰�� �ƒ�•�†�� ���ƒ�”�•�‡�–�‹�•�‰�� ���ƒ�•�’�ƒ�‹�‰�•�•�ó��reveals in detail a very powerful strategy for 

creating massive breakthroughs in your marketing.   It includes one of my most effective (and 

highly secret) strategies for creating powerful, highly-effective marketing campaigns which 

�����–�Š�‹�•�•���‹�–�ï�•���•�‘�”�‡���–�Š�ƒ�•���•�‡�…�‡�•�•�ƒ�”�›�ä�������•���•�›���‘�’�‹�•�‹�‘�•�á���‹�–�ï�•���–�Š�‡���•�‹�•�•�‹�•�‰���’�‹�‡�…�‡���–�‘���•�‘�•�–���•�•�ƒ�Ž�Ž���„�—�•�‹�•�‡�•�•��

�‘�™�•�‡�”�ï�•���•�ƒ�”�•�‡�–�‹�•�‰���’�”�‘�‰�”�ƒ�•�ä����  

 

Chapter 4: �ò���Š�‡�� ���‘�Ž�‘�•�•�ƒ�Ž�� ���‘�•�…�‡�’�–�� �� How to Stand Above and Apart from Your 

���‘�•�’�‡�–�‹�–�‹�‘�•�ó and Chapter 5: �òInstant Influence - Attaining PREEMINATE Positioning by 

���‡�…�‘�†�‹�•�‰�����‘�—�”�����”�‘�•�’�‡�…�–�ï�•���	�—�•�†�ƒ�•�‡�•�–�ƒ�Ž�����ƒ�Ž�—�‡�����›�•�–�‡�•�•�ó show you how to become the most 

respected, most trusted and most in-demand brand, thought leader, personality and/or 

https://www.kennewhouse.com/
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company in your marketplace.    ���ˆ���›�‘�—�ï�˜�‡���‡�˜�‡�”���™�‘�•�†�‡�”�‡�†���™�Š�›���’�‡�‘�’�Ž�‡���Ž�‹�•�‡-up to buy the new 

Xbox, even when they have the newest version (which may be only 3 months old) sitting in 

their living room �å���›�‘�—�ï�”�‡���•�‘�–���ƒ�Ž�‘�•�‡�ä���� 

 

���ƒ�›�„�‡���›�‘�—�ï�˜�‡���™�‘�•�†�‡�”�‡�†���™hy companies like SnapChat, literally run out of their new 

video glasses in less-�–�Š�ƒ�•���ƒ���†�ƒ�›���„�‡�…�ƒ�—�•�‡���–�Š�‡�”�‡�ï�•���•�‘���•�—�…�Š���†�‡�•�ƒ�•�†���ˆ�‘�”���–�Š�‡�‹�”���–�Š�‡�•����while other 

�’�‡�‘�’�Ž�‡�����™�Š�‘���•�‹�‰�Š�–���„�‡���Œ�—�•�–���ƒ�•���‰�‘�‘�†���ƒ�–���™�Š�ƒ�–���–�Š�‡�›���†�‘���ƒ�•���–�Š�‘�•�‡���ˆ�‘�Ž�•�•���ƒ�”�‡�å���•�‡�‡�•���–�‘���•�–�”�—�‰�‰�Ž�‡���ƒ�•�†��

always have a bit of a hard time.   Well, the answer lies in positioning and in these two 

�…�Š�ƒ�’�–�‡�”�•���›�‘�—�ï�Ž�Ž���†�‹�•�…�‘�˜�‡�”���Š�‘�™���–�‘���„�‡���—�Ž�–�”�ƒ-magnetic to your ideal prospects �ƒ�•�†���…�—�•�–�‘�•�‡�”�•�ä�������ï�Ž�Ž��

walk you through what might be the secret weapon for taking your business, you company 

and your brand from where it is today to being one of the most sought out in your market. 

 

Chapter 6:  Is titled �ò���Š�‡�����������������������”�‡�•�‡�•�–�ƒ�–�‹�‘�•���	�‘�”�•�—�Ž�ƒ�å The Proven Framework 

for Powerful and Profitable Sales Presentations. �ó  Now when it comes to generating sales 

and generating revenue�å the MOST important component for doing this consistently and 

successfully (besides having a great product or service) lies in your ability to create and 

structure offers that convert leads and prospects into paying customers.   

 

���–�ï�•�� �‹�•�� �–�Š�‹�•�� �…�Š�ƒ�’�–�‡�”�� �™�Š�‡�”�‡�� ���� �™�ƒ�Ž�•�� �›�‘�—�� �–�Š�”�‘�—�‰�Š�� �s1-steps for creating an offer that is 

magnetic and irresistible to your perfect audience.   If you ever wondered what to say during 

�ƒ�� �•�ƒ�Ž�‡�•�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�å�� �Š�‘�™�� �–�‘�� �•�–�”�—�…�–�—�”�‡�� �ƒ�� �˜�‹�†�‡�‘�� �•�ƒ�Ž�‡�•�� �Ž�‡�–�–�‡�”�� �‘�”�� �Š�‘�™�� �–�‘�� �…�”�‡�ƒ�–�‡�� �…�‘�•�–�‡�•�–�� �–�Š�ƒ�–��

consistently converts �’�”�‘�•�’�‡�…�–�•���‹�•�–�‘���Ž�‹�ˆ�‡�–�‹�•�‡���…�—�•�–�‘�•�‡�”�•�å�›�‘�—�ï�”�‡���‹�•���Ž�—�…�•�ä�������Š�‹�•���…�Š�ƒ�’�–�‡�”���‰�‹�˜�‡�•��

you the answers, helps you overcome fear and procrastination then walks you through each 

(and every) step for selling more effectively and consistently. 

 

Chapter 7:  Is called �ò���‘�™�•�”�‹�‰�Š�–�� ���ƒ�•�‰�‡�”�‘�—�•�� ���‘�•�˜�‡�”�•�‹�‘�•�� ���–�”�ƒ�–�‡�‰�‹�‡�•�å�� ���Ž�ƒ�…�•�� ���‡�Ž�–��

Closing Formulas for Sales Champions�ä�ó  shows you how to amplify the power of your sales 

presentations and close more deals�ä�� �� ���ï�•�� �‰�‘�‹�•�‰�� �–�‘ give you eight to ten powerful closing 

scripts then walk you through five different conversion formulas to re-sell, re-pitch, and re-

�…�Ž�‘�•�‡�å���ƒ�Ž�Ž���†�—�”�‹�•�‰���–�Š�‡���•�ƒ�•�‡���•�ƒ�Ž�‡�•���Ž�‡�–�–�‡�”�á���•�ƒ�Ž�‡�•���˜�‹deo, webinar or during the same presentation.   

This information �™�‹�Ž�Ž���ƒ�Ž�Ž�‘�™���›�‘�—���–�‘���—�•�‡���–�Š�‡���’�‘�™�‡�”���‘�ˆ���™�Š�ƒ�–���›�‘�—���Ž�‡�ƒ�”�•�‡�†���‹�•���…�Š�ƒ�’�–�‡�”���ˆ�‹�˜�‡�á���ò���Š�‡��

���������������������”�‡�•�‡�•�–�ƒ�–�‹�‘�•���	�‘�”�•�—�Ž�ƒ�ó���ƒ�•�†���…�‘�•�’�‘�—�•�†���‹�–�å���•�ƒ�•�‹�•�‰��your presentations irresistible 
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to your ideal prospects and customers.  These closing scripts and conversion formulas are 

�–�Š�‡���†�‹�ˆ�ˆ�‡�”�‡�•�…�‡���„�‡�–�™�‡�‡�•���ƒ���•�ƒ�Ž�‡�•���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•���–�Š�ƒ�–���™�‘�”�•�•���ò�����ó���˜�‡�”�•�—�•���ƒ���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•���–�Š�ƒ�–���…�ƒ�•��

continue working for you for years and years to come.   These conversion formulas have 

never been taught by me or publicly released. 

 

Chapter 8: ���Š�‹�…�Š�� ���ï�˜�‡�� �–�‹�–�Ž�‡�†�á���ò���Š�‡�� �	�‹�˜�‡-Step Formula to Advance, Dominate and 

���‘�•�“�—�‡�”�����‘�—�”�����ƒ�”�•�‡�–�����•�Ž�‹�•�‡�ó �„�‡�…�ƒ�—�•�‡���‹�•���‹�–�����ï�•���‰�‹�˜�‹�•�‰���›�‘�—���™�Š�ƒ�–���•�ƒ�›���„�‡���–�Š�‡���•�‘�•�–���’�‘�™�‡�”�ˆ�—�Ž��

small business marketing methodology ever developed for selling more of your stuff online.  

���ˆ�� �›�‘�—�ï�˜�‡�� �‡�˜�‡�”�� �™�ƒ�•�–�‡�†�� �–�‘�� �–�”�ƒ�•�•�ˆ�‘�”�•�� �›�‘�—�”�� �•�•�ƒ�Ž�Ž�� �„�—�•�‹�•�‡�•�•�� �ˆ�”�‘�•�� �‘�•�‡�� �–�Š�ƒ�–�ï�•�� �†�‘�‹�•�‰�� �ò�����ó�á�� �–�‘�� �ƒ��

recognized business within your industry or marketplace that has thousands and thousands 

�‘�ˆ���†�‡�Ž�‹�‰�Š�–�‡�†���…�—�•�–�‘�•�‡�”�•�å���›�‘�—�ï�Ž�Ž���ˆ�‹�•�†���–�Š�‡���„�Ž�—eprint for how to do that in this chapter.    

 

There are five key steps for scaling your business I know from experience and in this 

�…�Š�ƒ�’�–�‡�”�á�����ï�Ž�Ž���™�ƒ�Ž�•���›�‘�—���–�Š�”�‘�—�‰�Š���‡�˜�‡�”�›���•�‹�•�‰�Ž�‡���•�–�‡�’�ä�������ï�Ž�Ž���•�Š�‘�™���›�‘�—���–�Š�‡���•�—�•�„�‡�”���‘�•�‡���•�‡�…�”�‡�–���„�‡�Š�‹�•�†��

growing your business consist�‡�•�–�Ž�›�á���•�ƒ�ˆ�‡�Ž�›���ƒ�•�†���’�”�‘�ˆ�‹�–�ƒ�„�Ž�›�å���‡�˜�‡�•���‹�ˆ���›�‘�—�ï�”�‡���•�‘�–���ƒ�”�‘�—�•�†�ä�����ˆ���›�‘�—��

are at the place where your business is doing good, but you really want to start putting a 

�†�‘�Ž�Ž�ƒ�”���‹�•�–�‘���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰���ƒ�•�†���‰�‡�–�–�‹�•�‰���–�Š�”�‡�‡�á���ˆ�‘�—�”���†�‘�Ž�Ž�ƒ�”�•���‘�—�–�å���ƒ�•�†���›�‘�—���™�ƒ�•�•�ƒ���‰�”�‘�™���ƒ�•�†���Š�ƒ�˜�‡���ƒ��

really big and more successful business then these five-steps will show you exactly how to 

get there. 

 

 

 

 

 

 

 

 

 

 

 

Chapter 9: �ò���Š�‡���	�‘�”�–�—�•�‡�����•�����•�����Š�‡���	�‘�Ž�Ž�‘�™�����’�ó �å���‹�•���™�‘�”�–�Š���‹�–�•���™�‡�‹�‰�Š�–���‹�•���‰�‘�Ž�†�ä������This (by far) 

is my favorite section because it was written to help you get quick wins under your belt (and 

money in the bank.)  ���˜�‡�”���–�Š�‡���Ž�ƒ�•�–���s�{���›�‡�ƒ�”�•�����ï�˜�‡���Š�‡�Ž�’�‡�†���Š�—�•�†�”�‡�†�•���‘�ˆ���…�Ž�‹�‡�•�–�•�����ƒ�•���™�‡�Ž�Ž���ƒ�•���•�›�•�‡�Ž�ˆ����

�‰�‡�•�‡�”�ƒ�–�‡���•�‹�Ž�Ž�‹�‘�•�•�� �‘�ˆ�� �†�‘�Ž�Ž�ƒ�”�•�� �‹�•�� �•�ƒ�Ž�‡�•�� �ˆ�”�‘�•�� �’�”�‘�•�’�‡�…�–�•���–�Š�ƒ�–���Š�ƒ�†���‹�•�‹�–�‹�ƒ�Ž�Ž�›�� �•�ƒ�‹�†���ò�•�‘�ä�ó���� �� ���—�…�Š���‘�ˆ�� �•�›��

success has come from my understanding that there are untapped millions which can be mined 

�ˆ�”�‘�•���–�Š�‡���•�…�‘�”�‡�•���‘�ˆ���ˆ�‘�Ž�•�•���™�Š�‘���–�‡�Ž�Ž���›�‘�—���ò�•�‘�ó�ä���� 
 

This chapter is especially important to you and your ability to uncover (and produce) 

record levels of profit from your existing leads and customers because ���ï�˜�‡�� �–�ƒ�•�‡�•�� �–�Š�‡�� �•�‘�•�–��

�‹�•�’�‘�”�–�ƒ�•�–�� �ˆ�‘�Ž�Ž�‘�™�� �—�’�� �•�–�”�ƒ�–�‡�‰�‹�‡�•�� �ƒ�•�†�� �–�ƒ�…�–�‹�…�•�� �–�Š�ƒ�–�� ���ï�˜�‡�� �Ž�‡�ƒ�”�•�‡�†�� �‘�˜�‡�”�� �–�Š�‡�� �Ž�ƒ�•�–�� �–�™�‘�� �†�‡�…�ƒ�†�‡�•�� �ƒ�•�†��

created a handful of internet-based methods that can generate record sales of your products 

and services.  

THIS MAY BE THE MOST IMPORTANT CHAPTER IN THE ENTIRE BOOK! 

https://www.kennewhouse.com/
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Chapter 10: �ò���”�‡�ƒ�–�‹�•�‰�� ���”�—�•�–�� �‹�•�� �ƒ�•�� ���•�–�”�—�•�–�‹�•�‰�� ���‘�”�Ž�†�ó is a special bonus chapter 

written by my wife, Lisa Newhouse.  Quite honestly, this may be one of the most valuable 

�…�Š�ƒ�’�–�‡�”�•���‹�•���–�Š�‡���‡�•�–�‹�”�‡���„�‘�‘�•���ƒ�•�†���‹�–���™�ƒ�•�•�ï�–���‡�ƒ�•�›���‰�‡�–�–�‹�•�‰���Š�‡�”���–�‘���™�”�‹�–�‡���‹�–���ˆ�‘�”���•�‡�ä������ 

 

���Š�‡�ï�•�� �…�”�‡�ƒ�–�‡�†�� �‘�•�‡�� �‘�ˆ�� �–�Š�‡�� �•�‘�•�–�� �‡�ˆ�ˆ�‡�…�–�‹�˜�‡�� �–�”�—�•�–-building systems that small business 

owners have every used and the content in this chapter (by itself) is worth 100X the price of 

this book.  ���‘�á���‹�ˆ�� �›�‘�—�ï�”�‡���”�‡�ƒ�†�›�� �–�‘�� �„�‡�‰�‹�•�� �–�”�ƒ�•�•�ˆ�‘�”�•�‹�•�‰���›�‘�—�”���„�—�•�‹�•�‡�•�•�á���›�‘�—�”���‹�•�…�‘�•�‡���ƒ�•�†���›�‘�—�”��

�Ž�‹�ˆ�‡�å���Ž�‡�–�ï�•���„�‡�‰�‹�•�ä���� 

 

���‡�ˆ�‘�”�‡���›�‘�—���‰�‡�–���•�–�ƒ�”�–�‡�†�å 

�x ���‹�•�–�‡�•�å���›�‘�—�ï�˜�‡���ˆ�‹�•�‹�•�Š�‡�†���”�‡�ƒ�†�‹�•�‰���…�Š�ƒ�’�–�‡�”���‘�•�‡�ä 

�x ���–�ï�•�� �‘�„�˜�‹�‘�—�•�� ���„�›�� �–�Š�‡�� �ˆ�ƒ�…�–�� �–�Š�ƒ�–�� �›�‘�—�ï�”�‡�� �”�‡�ƒ�†�‹�•�‰�� �–�Š�‹�•�� �„�‘�‘�•���� �–�Š�ƒ�–�� �›�‘�—�� �™�ƒ�•�–�� �›�‘�—�”�� �•�•�ƒ�Ž�Ž��

business to become more profitable. 

�x ���•�†���›�‘�—���•�•�‘�™���–�Š�ƒ�–���‹�ˆ���›�‘�—�ï�Ž�Ž���”�‡�ƒ�†���–�Š�‹�•�����‡�•�–�‹�”�‡�����„�‘�‘�•�á���–�Š�‡�•���‹�•�’�Ž�‡�•�‡�•�–���–�Š�‡���•�–�”�ƒ�–�‡�‰�‹�‡�•��

���ï�˜�‡���‰�‹�˜�‡�•���›�‘�—�å���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���ƒ�…�Š�‹�‡�˜�‡���”�‡�…�‘�”�†-levels of profit and growth and profit 

in your business.  
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CHAPTER TWO:     Pareto, Performance and Profitability  

 

I included this chapter (which is uniquely different from the rest of the book) at the last 

minute because I am fully persuaded that the Pareto Principle can and should be used by 

every small business owner who wants to make their business profitable again.  ���Š�‹�Ž�‡�����ï�•��

�‰�—�‡�•�•�‹�•�‰�� �–�Š�ƒ�–�� �›�‘�—�ï�˜�‡�� �Š�‡�ƒ�”�†�� �‘�ˆ Vilfredo ���ƒ�”�‡�–�‘�ï�•�� �’�”�‹�•�…�‹�’�Ž�‡�� ���ƒ�•�ƒ�� �ò���Š�‡ �z�r���t�r�� ���—�Ž�‡���á�� �‹�–�ï�•�� �‡�˜�‡�•��

�•�‘�”�‡���Ž�‹�•�‡�Ž�›�� �–�Š�ƒ�–���›�‘�—�ï�”�‡���•�‘�–�� �ƒ�™�ƒ�”�‡���‘�ˆ�� �‹�–�•�� �ƒ�„�‹�Ž�‹�–�›���–�‘��help small business owners (individuals 

and/or groups) achieve (much) more, with (much) less effort. The Pareto Principle can 

increase the effectiveness (and job satisfaction) of your employees and (more importantly) 

�å��It can multiply the profitability of your small business.  

 

The Pareto Principle asserts that a minority of causes, inputs, or effort applied in your 

small business usually leads to a majority of the positive results, outputs and profits. Taken 

literally, this means that, for example, 80% of what you achieve in your business comes from 

20 % of the time and effort you invest in activities, 

thought and relationships.  

 

What may (or may not) come as a complete to you (as it 

did for me some time ago) was that for all practical 

purposes, 80% of the effort��  a dominant part of it��  is 

largely unproductive and irrelevant (when it comes to 

making your business profitable and successful). This is 

contrary to what a majority of small business owners 

expect.  

 

The Pareto Principle states that there is an inbuilt 

imbalance between causes and results, inputs and 

outputs, and effort and reward.  

 

A good benchmark for this imbalance is provided by the 

80/ 20 relationship: a typical pattern will show that 80 

% of outputs result from 20 % of inputs; that 80 % of consequences flow from 20 % of causes; 

https://www.kennewhouse.com/
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or that 80 % of results come from 20 % of effort.  When it comes to making application of the 

Pareto Principle in business, many examples have been tested and validated.  20% of 

products or services usually account for about 80�¨�� �‘�ˆ�� �ƒ�� �…�‘�•�’�ƒ�•�›�ï�•�� �•�ƒ�Ž�‡�•�â as do 20% of 

customers. 20% of products or customers usually also account for about 80% of your 

�…�‘�•�’�ƒ�•�›�ï�•���’�”�‘�ˆ�‹�–�•�ä 

 

The pattern underlying the Pareto Principle was discovered in 1897, about 100 years 

ago, by Italian economist Vilfredo Pareto (1848�� 1923). His discovery has since been called 

many names, including the Pareto Principle, the Pareto Law, the 80/ 20 Rule, the Principle 

of Least Effort, and the Principle of Imbalance; throughout this �…�Š�ƒ�’�–�‡�”�����ï�Ž�Ž���”�‡�ˆ�‡�”���–�‘���‹�–���•�‹�•�’�Ž�›��

�ƒ�•���–�Š�‡�á���òPareto Principle�ä�ó  So, what did Vilfredo Pareto discover? He happened to be looking 

at patterns of wealth and income in nineteenth-century England. He found that most income 

and wealth went to a minority of the people in his samples. Perhaps there was nothing very 

surprising in this. But he also discovered two other facts that he thought highly significant.  

 

One was that there was a consistent mathematical relationship between the proportion 

of people (as a percentage of the total relevant population) and the amount of income or 

wealth that this group enjoyed.  To simplify, if 20% of the population enjoyed 80% of the 

wealth, then you could reliably predict that 10% would have, say, 65% of the wealth, and 5% 

would have 50 %.  The key takeaway here is�•�ï�–���–�Š�‡���’�‡�”�…�‡�•�–ages �‹�•���ƒ�•�†���‘�ˆ���–�Š�‡�•�•�‡�Ž�˜�‡�•�å but 

the fact that the distribution of wealth across the population was predictably unbalanced. 

���ƒ�”�‡�–�‘�ï�•���‘�–�Š�‡�”���ˆ�‹�•�†�‹�•�‰�á���‘�•�‡�� �–�Š�ƒ�–���”�‡ally excited him, was that this pattern of imbalance was 

repeated consistently whenever he looked at data referring to different time periods or 

different countries.  

  

Whether he looked at England in earlier times, or data (that was) available from other 

countries ���–�Š�ƒ�–���Š�ƒ�†���„�‡�‡�•���…�‘�Ž�Ž�‡�…�–�‡�†���†�—�”�‹�•�‰���‘�”���„�‡�ˆ�‘�”�‡���Š�‹�•���Ž�‹�ˆ�‡�–�‹�•�‡�����å�� he found the same pattern 

repeating itself, over and over agai�•�åwith mathematical precision .   This has more to do 

with your businesses profitability than you probably realize. 

 

WHY THE PARETO PRINCIPLE IS SO IMPORTANT TO YOU AND YOUR BUSINESS SUCCESS 
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The reason that the Pareto Principle can provide immense value to the success and 

profitability of your business is that it is counterintuitive.  ���ˆ���›�‘�—�ï�”�‡���Ž�‹�•�‡���•�‘�•�–���•�•�ƒ�Ž�Ž���„�—�•�‹�•�‡�•�•��

owners, you tend to believe that all causes will have essentially the same significance�å���ƒ�•�†��

that all of your customers are equally valuable.   This belief is borne out by the fact that the 

majority of small business own�‡�”�•���–�”�‡�ƒ�–���ƒ�Ž�Ž���‘�ˆ���–�Š�‡���…�—�•�–�‘�•�‡�”�•���–�Š�‡���•�ƒ�•�‡�á���™�Š�‹�…�Š���‹�•���ƒ���•�‹�•�–�ƒ�•�‡�ä�������ï�Ž�Ž��

talk more about this later in the book, but suffice it to say that most of your competitors 

believe that their products, services and every dime of revenue generated is as valuable as 

any other.  

 

They also believe that all employees (in a given category) have roughly equivalent 

value. That all leads and prospects should be treated in the same way. That one vendor is as 

good as another. That all problems have a large number of causes, so that it is not worth 

isolating a few key causes.   That all opportunities are of roughly equal value, so that we treat 

them all equally.  They tend to believe that 50 % of causes or inputs ���ƒ�•�ƒ�� �ò�„�—�•�‹�•�‡�•�•��

�ƒ�…�–�‹�˜�‹�–�‹�‡�•�ó�� will account for 50 % of their positive results. There seems to be a natural, almost 

genetic bias that causes and results are generally equally balanced. And, of course, 

sometimes they are.  

 

���—�–���–�Š�‹�•���ò�w�r�����w�r���ˆ�ƒ�Ž�Ž�ƒ�…�›�ó���‹�•���‘�•�‡���‘�ˆ���–�Š�‡���•�‘�•�–���‹�•�ƒ�…�…�—�”�ƒ�–�‡���ƒ�•�†���Š�ƒ�”�•�ˆ�—�Ž�á���ƒ�•���™�‡�Ž�Ž���ƒ�•���–�Š�‡���•�‘�•�–��

deeply rooted, of our mental maps. The Pareto Principle asserts that when two sets of data, 

relating to causes and results, can be examined and analyzed, the most likely result is that 

there will be a pattern of imbalance.  

 

The imbalance may be 65/ 35, 70/ 30, 75/ 25, 80/ 20, 95/ 5, or 99.9/ 0.1, or any set of 

�•�—�•�„�‡�”�•���‹�•���„�‡�–�™�‡�‡�•�ä�����‘�™�‡�˜�‡�”�á���–�Š�‡���–�™�‘���•�—�•�„�‡�”�•���‹�•���–�Š�‡���…�‘�•�’�ƒ�”�‹�•�‘�•���†�‘�•�ï�–���Š�ƒ�˜�‡���–�‘���ƒ�†�†���—�’���–�‘��

100.  The Pareto Principle also asserts that when we know the true relationship, we are likely 

to be surprised at how unbalanced it is. Whatever the actual level of imbalance, it is likely to 

exceed our prior estimate.   

 

You may suspect that some customers and some products and services generate more 

profit for your business than others, but if you were to examine and prove the extent of the 

difference�å���›�‘�—���™�‘�—�Ž�†���•�‘�•�– likely be surprised and sometimes dumbfounded.  You may feel 

https://www.kennewhouse.com/
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that some of your time is more valuable than the rest, but if you measure inputs and outputs 

the disparity will probably shock you.  

 

WHY YOU SHOULD CARE ABOUT THE PARETO PRINCIPLE 

Whether you realize it or not, the principle applies to your life, to your social world, and 

(in the case of this book) the profitability of your small business. Understanding the Pareto 

Principle gives you great insight into what is really happening in every aspect and function 

of your business.   The overriding message of this chapter is that the profitability, growth and 

success of your small business can be greatly improved by strategically employing the Pareto 

Principle.  

 

Each employee in your organization can become more effective and (interestingly 

�‡�•�‘�—�‰�Š�����å��experience greater job satisfaction. Your small business can become  much, much 

more profitable. It is possible for every business owner and every employee to contribute 

much more value and avoid that which �Š�ƒ�•���•�‡�‰�ƒ�–�‹�˜�‡���˜�ƒ�Ž�—�‡�å with much less input of effort, 

expense, or investment.  

 

At the heart of this progress is a process of substitution. Resources that contribute little 

to the success and profitability of your company are not used, or are used sparingly.  

Resources that contribute greatly to the success and profitability of your company are used 

as much as possible. Every resource is ideally used where it has the greatest value. Wherever 

possible, weak resources are developed so that they can mimic (or imitate) the behavior of 

the stronger resources.   

 

Few small business owners realize the extent to which some resources (only a small 

minority �•�•�‘�™�•���ƒ�•���ò�–�Š�‡���˜�‹�–�ƒ�Ž���ˆ�‡�™) are super-productive.  They also are not cognizant of the 

majority, otherwise known as, �ò�–�Š�‡���–�”�‹�˜�‹�ƒ�Ž���•�ƒ�•�›�ó which rank low on the productivity scale 

�ƒ�•�†���‹�•���•�‘�•�‡���…�ƒ�•�‡�•�å�� actually, have negative value.   

 

If you invested the effort to investigate and understand difference between the vital few 

and the trivia�Ž�� �•�ƒ�•�›�á�� �‹�•�� �•�ƒ�•�›�� �ƒ�•�’�‡�…�–�•�� �‘�ˆ�� �›�‘�—�”�� �•�•�ƒ�Ž�Ž�� �„�—�•�‹�•�‡�•�•�‡�•�� �ˆ�—�•�…�–�‹�‘�•�•�å�� �ƒ�•�†�� �‹�ˆ�� �›�‘�—�� �†�‹�†��
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�•�‘�•�‡�–�Š�‹�•�‰���ƒ�„�‘�—�–���‹�–�å���›�‘�—���…�‘�—�Ž�†���•�—�Ž�–�‹�’�Ž�›���‹�–�•���’�‡�”�ˆ�‘�”�•�ƒ�•�…�‡�á���‹�–�•��success and its profitability in 

multiples.   

 

WHAT ARE THE BENEFITS TO YOUR BUSINESS GOING TO BE?   

To illustrate my point, let�ï�•���…�‘�•�’�ƒ�”�‡��two different types of small business owners.  First, 

�™�‡�ï�Ž�Ž���–�ƒ�•�‡���ƒn individual who is already achieving a great deal �‘�ˆ���•�—�…�…�‡�•�•���ƒ�•�†���’�”�‘�ˆ�‹�–�å and then 

�Ž�‡�–�ï�•���–�ƒ�•�‡ �ƒ���Ž�‘�‘�•���ƒ�–���ƒ���•�•�ƒ�Ž�Ž���„�—�•�‹�•�‡�•�•���‘�™�•�‡�”���™�Š�‘���‹�•���•�–�”�—�‰�‰�Ž�‹�•�‰�å���ƒ�•�†���Š�‡���†�‘�‡�•�•�ï�– know how to 

(really) make his business profitable again�ä�������‡���†�‘�‡�•�•�ï�–���•�•�‘�™���™�Š�ƒ�–���–�‘���†�‘���‘�”���™�Š�‡�”�‡��to turn. 

 

���ï�•���‰�‘�‹�•�‰���–�‘���—�•�‡���•�›���‰�‘�‘�†���ˆ�”�‹�‡�•�†���ƒ�•�†�����������‘�ˆ�����ä�����ä�����ƒ�•�‰�‡���¬�����•�•�‘�…�‹�ƒ�–�‡�•�������‹�Ž�Ž�����ƒ�•�‰�‡�����ˆ�‘�”���–�Š�‡��

example of the individual who is very, very successful.  Now while ���‹�Ž�Ž�ï�•�� �…�‘�•�’�ƒ�•�›�� �‹�•�� �˜�‡�”�›��

�•�—�…�…�‡�•�•�ˆ�—�Ž�á���‹�–�ï�• (still) true that there are going to be a percentage of activities that he does 

which produce the majority of his �…�‘�•�’�ƒ�•�›�ï�• success.   Bill is a major overachiever and has 

earned the reputation as the guy whose company delivers an elite level of customer service 

to his clients.  Having said that, there may be one or two (highly-productive) activities that 

�Š�‡�ï�•�� �’�‡�”�ˆ�‘�”�•�‹�•�‰�� �–�Š�ƒ�–�� �Š�ƒ�˜�‡�� �•�Ž�‹�’�’�‡�†�� �—�•�†�‡�”�� �Š�‹�•�� �”�ƒ�†�ƒ�”�ä�� �� ���…�–�‹�˜�‹�–�‹�‡�•�� �–�Š�ƒ�–�� �•�ƒ�›�� �Š�ƒ�˜�‡�� �„�‡�‡�•�� �•�‹�•�•�‡�†��

because more often than not, they take (a relatively) small amount of time and effort to 

implement.   

 

They might be decisions he makes or they might be the ability to influence very 

important people (for example), his customers.  It might be the ability to create something 

in a short span of time.  As an example, it could be an idea for a new service offering or 

whatever.  Bill is more of a mentor to me than a student, but considering how power this 

�’�”�‹�•�…�‹�’�Ž�‡���‹�•�å���‹�–���•�ƒ�›���•�‡�”�˜�‡���Š�‹�•���™�‡�Ž�Ž���–�‘��look for and consider the small amounts of time and 

effort (which are at the root of his successes).  Bill has taken his company to the top of his 

market, but by exercising this principle and applying it to his activities may be enough to put 

him in the company with the likes of Buffet and Icahn.  

 

���Š�ƒ�–���†�‘�‡�•�•�ï�–���•�‡�ƒ�•���–�Š�ƒ�–��he has to work harder.  In fact, what it does mean is that he may 

be able to eliminate some �‘�ˆ���–�Š�‡���ƒ�…�–�‹�˜�‹�–�‹�‡�•���Š�‡�ï�•���†�‘�‹�•�‰��(which actually take time and effort), 

that are not contributory to his success.  If he stopped doing activities (that he may be able 

to delegate), and concentrated more time on the few activities that really�á���ò�†�‡�Ž�‹�˜�‡�”���–�Š�‡���‰�‘�‘�†�•�ó��
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�å �–�Š�‡�•���‹�•���ˆ�ƒ�…�–�á���‡�˜�‡�•�����‹�Ž�Ž�å���ƒ���•�ƒ�•���™�Š�‘���Š�ƒ�•���ƒ�…�…�‘�•�’�Ž�‹�•�Š�‡�†���•�‘�”�‡���–�Š�ƒ�•���{�{�ä�y�¨���‘�ˆ���Š�‹�•���ˆ�‡�Ž�Ž�‘�™���������ï�•�å��

could be one, or two �å���‡�˜�‡�•��four times more profitable, which is amazing when you consider 

his track-record.   

 

The key to this process is really quite simple.  To use it successfully it requires that you 

have a clear understanding of the activities and processes that are at the root of your success, 

which is likely to be a small proportion of what you do�å�� �™�Š�‹�…�Š�� �”�‡�“�—�‹�”�‡�� �‘�•�Ž�›��a small 

proportion of your time and energy.  Massive increases in profit can be realized by focusing 

on those activities and by outsourcing, delegating and/or ignoring all the other stuff that 

�†�‘�‡�•�•�ï�–���…�‘�•�–�”�‹�„�—�–�‡���ƒ�–���–�Š�‹�•���Ž�‡�˜�‡�Ž�ä 

 

���‡�–�ï�•���–�—�”�•���•�‘�™�á���–�‘���–�Š�‡���„�—�•�‹�•�‡�•�•���‘�™�•�‡�”���™�Š�‘���‹�•���•�–�—�…�•.  This guy has a business that has 

basically flatlined or (worse) is losing money�ä�������ˆ���›�‘�—�ï�”�‡���‹�•���–�Š�‹�•���…�ƒ�–�‡�‰�‘�”�›�á��you may have been 

told that the solution to your predicament is to simply work harder.  So, what happened 

when you tried this and worked harder?     You got tired.  Your mental energy declined and 

your physical energy began to drain away.  You may have found that the sacrifices you were 

making to help your business get back on track actually impinged (negatively) on your home 

life and on the life of the people you care for most.  

 

So, how can the Pareto Principle help a person it that situation?  There are actually two 

different ways that this situation can be remedied.  The first approach requires this 

individual to analyze and determine what the successful people in his niche are doing.  This 

could mean spying on a successful competitor or similar business in an entirely different 

market.   The compe�–�‹�–�‘�”���…�‘�•�’�ƒ�•�›�� �›�‘�—�ï�Ž�Ž�� �„�‡�� �•�’�›�‹�•�‰�� �‘�•�� ���™�Š�‹�…�Š�� �‹�•�� �…�ƒ�Ž�Ž�‡�†�� �ò�…�‘�•�’�‡�–�‹�–�‹�˜�‡��

�‹�•�–�‡�Ž�Ž�‹�‰�‡�•�…�‡�ó����will be involved in specific activities (the 20% that are producing the 80% of 

their positive outcomes)�ä�������ï�•���•�‘�–���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–���’�‡�”�•�‘�•�ƒ�Ž�‹�–�›���Š�‡�”�‡�å���”�ƒ�–�Š�‡�”�á�����ï�•���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–��

their frameworks and systems.  How are these methodologies, procedures or sales funnels 

�…�‘�•�–�”�‹�„�—�–�‹�•�‰���–�‘���–�Š�‡�‹�”���•�—�…�…�‡�•�•�ë�����	�‹�•�†���‘�—�–���™�Š�ƒ�–���–�Š�‡�›�ï�”�‡���†�‘�‹�•�‰���ƒ�•�†���‹�•�‹�–�ƒ�–�‡���‹�–�ä 

 

Now in the next chapter, I talk candidly about a phenomenon known as marketing 

incest.  This is not the same thing.  By studying what your most successful competitors are 

doing (or as I mentioned, studying a similar non-competing business in a different market 



17 
Copyright 2016 All Rights Reserved Ken Newhouse & Co., LLC 

�•�’�ƒ�…�‡���� �›�‘�—�ï�Ž�Ž�� �„�‡�� �†�‡�Ž�‹�‰�Š�–�‡�†�� �ƒ�•�†�� �•�—�”�’�”�‹�•�‡�†�� �–�‘�� �†�‹�•�…�‘�˜�‡�”�� �–�Š�ƒ�–�� �„�›�� �…�‘�’�›�‹�•�‰�� �™�Š�ƒ�–�� �–he successful 

company does you stand a very good chance of getting similar results.   

 

The second thing that you can do, is to reflect on the success that you have had 

previously in your business.  Everyone is successful at something, and while it may seem like 

�›�‘�—�ï�”�‡���‰�‡�–�–�‹�•�‰���•�‘�™�Š�‡�”�‡�å �–�Š�‡�”�‡�ï�•���ƒ���•�•�ƒ�Ž�Ž���’�ƒ�”�–���‘�ˆ���›�‘�—�”���‡�š�’�‡�”�‹�‡�•�…�‡���–�Š�ƒ�–���ƒ�…�–�—�ƒ�Ž�Ž�›���†�‘�‡�•���Ž�‡�ƒ�†���–�‘��

success.   

 

Every small business owner has 20% of input and/or activities that is responsible for 

producing �z�r�¨���‘�ˆ���–�Š�‡�‹�”���”�‡�•�—�Ž�–�•�å���‡�˜�‡�•���‹�ˆ���–�Š�‡���‘�˜�‡�”�ƒ�Ž�Ž���”�‡�•�—�Ž�–�•���ƒ�”�‡���•�‘�–���–�Š�ƒ�–���‹�•�’�”�‡�•�•�‹�˜�‡�ä�������‘�á���–�Š�‡��

key thing to do is to work out what those inputs/activities are that are producing your 

�•�—�…�…�‡�•�•�‡�•�ä�������‘�•�ï�–���ˆ�‘�…�—�•���›�‘�—�”���–�‹�•�‡���ƒ�•�†���ƒ�–�–�‡�•�–�‹�‘�•���‘�•���–�Š�‡��activities/inputs that are producing 

average result�•�å���ˆ�‘�…�—�•���‘�•�Ž�›���‘�•���–�Š�‘�•�‡���™�Š�‹�…�Š���ƒ�”�‡���’�”�‘�†�—�…�‹�•�‰���›�‘�—�”���–�‘�’���”�‡�•�—�Ž�–�•.  Concentrate on 

�–�Š�‡���ˆ�‡�™���–�Š�‹�•�‰�•���–�Š�ƒ�–���›�‘�—���†�‘���–�Š�ƒ�–���ƒ�”�‡���‰�‡�•�‡�”�ƒ�–�‹�•�‰���–�Š�‡���•�ƒ�Œ�‘�”�‹�–�›���‘�ˆ���–�Š�‡���’�”�‘�ˆ�‹�–���‹�•���›�‘�—�”���…�‘�•�’�ƒ�•�›�å��

and then make �•�—�”�‡���–�Š�ƒ�–���›�‘�—�ï�”�‡���‹�•�˜�‡�•�–ing the maximum amount of time, effort and resources 

in doing more of them.  

 

Based on my experience, the experiences of my clients, mentors and the volumes of 

research that have been done on this subject (clearly and convincingly) demonstrating that 

the application of the Pareto Principle to (all aspects of) your business can be a catalyst 

�•�ƒ�•�‹�•�‰���‹�–���’�”�‘�ˆ�‹�–�ƒ�„�Ž�‡���ƒ�‰�ƒ�‹�•�å���‘�”�����ƒ�•���‹�•���•�ƒ�•�›�á���•�ƒ�•�›���…�ƒ�•�‡�•�����å���•�‘�”�‡���’�”�‘�ˆ�‹�–�ƒ�„�Ž�‡���–�Š�ƒ�•���‡�˜�‡�”�ä�� 

 

���ˆ���™�‡���Ž�‘�‘�•���ƒ�–���–�Š�‹�•���’�”�ƒ�‰�•�ƒ�–�‹�…�ƒ�Ž�Ž�›�å���ˆ�”�‘�•���ƒ���™�ƒ�•�–�‡-prevention angle, we can easily conclude 

���„�ƒ�•�‡�†���‘�•���–�Š�‡���ˆ�ƒ�…�–���–�Š�ƒ�–���~�v�¬���‘�ˆ���–�Š�‡���’�‘�•�‹�–�‹�˜�‡���”�‡�•�—�Ž�–�•���…�‘�•�‡���ˆ�”�‘�•���x�v�¬���‘�ˆ���–�Š�‡���‹�•�’�—�–�•�����‹�ä�‡�ä�á���ò�ƒ�…�–�‹�˜�‹�–�‹�‡�•�ó����

that (contrariwise) a whopping 80% of the activities performed in any small business are 

not contributing (in any meaningful way) to the overall success and profitability of it.  By 

simply eliminating the activities that are not: 

 

�x Contributing to the profitability of your company 

�x Or a�”�‡���ƒ�…�–�—�ƒ�Ž�Ž�›���’�”�‘�†�—�…�‹�•�‰���ò�•�‡�–�ó���•�‡�‰�ƒ�–�‹�˜�‡�•�����™�‹�–�Š���”�‡�•�’�‡�…�–���–�‘���›�‘�—�”���’�”�‘�ˆ�‹�–�ƒ�„�‹�Ž�‹�–�›�����å 
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Your business can actually begin to operate (in short order) more effectively, efficiently 

and more profitably.  Strategic application of the Pareto Principle represents an enormous 

opportunity for improving the profitability and success of your company; the opportunity to 

improve the performance (and happiness) of your employees, and customers and provides 

the platform necessary for you to achieve your goals and dreams. 
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CHAPTER THREE:    The Critical Component:  The Secret 

for Creating Breakthrough Advertising 

and Marketing Campaigns 

 

���Š�‹�•�� �…�Š�ƒ�’�–�‡�”�� �”�‡�˜�‡�ƒ�Ž�•�� �‹�•�� �†�‡�–�ƒ�‹�Ž�� �–�Š�‡�� �…�”�‹�–�‹�…�ƒ�Ž�� �…�‘�•�’�‘�•�‡�•�–�� �å�� �–�Š�‡�� �•�‡�…�”�‡�–�� �ˆ�‘�”�� �…�”�‡�ƒ�–�‹�•�‰��

breakthrough advertising and marketing campaigns.  I chose to include this chapter because 

���� �™�ƒ�•�–���–�‘�� �‡�•�•�—�”�‡���–�Š�‡���•�—�…�…�‡�•�•�� �‘�ˆ�� �›�‘�—�”���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰���ƒ�•�†���•�ƒ�”�•�‡�–�‹�•�‰���…�ƒ�•�’�ƒ�‹�‰�•�•�ä���� ���ï�•�� �…�‘�•�ˆ�‹�†ent 

�–�Š�ƒ�–���‹�–�ï�•���‘�•�‡���‘�ˆ���–�Š�‡���•�‘�•�–���‹�•�’�‘�”�–�ƒ�•�–���ò�•�‹�•�•�‹�•�‰���’�‹�‡�…�‡�•�ó���–�‘���–�Š�‡���•�•�ƒ�Ž�Ž���„�—�•�‹�•�‡�•�•���‘�™�•�‡�”�ï�•���•�ƒ�”�•�‡�–�‹�•�‰��

puzzle.   

 

���ƒ�•�›���›�‡�ƒ�”�•���ƒ�‰�‘�á�������Ž�‡�ƒ�”�•�‡�†���™�Š�ƒ�–�����ï�•���ƒ�„�‘�—�–���–�‘���”�‡�˜�‡�ƒ�Ž���ˆ�”�‘�•���›�‘�—���ˆ�”�‘�•���‘�•�‡���‘�ˆ���–�Š�‡���‰�”�‡�ƒ�–�‡�•�–��

�•�ƒ�”�•�‡�–�‹�•�‰���Ž�‡�‰�‡�•�†�•���‘�ˆ���ƒ�Ž�Ž���–�‹�•�‡�å�����ƒ�˜�‹�†�����‰�‹�Ž�˜�›�ä�����‰�‹�Ž�˜�›���…�ƒ�Ž�Ž�‡�†���‹�–���ò�–�Š�‡���…�”�‹�–�‹�…�ƒ�Ž���…�‘�•�’�‘�•�‡�•�–�ó���å���–�Š�‡��

idea being that every great advertisement has, at its core, a single, powerful idea.   

 

���‡�”�‡�ï�•���™�Š�ƒ�–�����‰�‹�Ž�˜�›���•�ƒ�‹�†���”�‡�‰�ƒ�”�†�‹�•�‰���–�Š�‡���‹�•�’�‘�”�–�ƒ�•�…�‡���‘�ˆ���–�Š�‡���…�”�‹�–�‹�…�ƒ�Ž���…�‘�•�’�‘�•�‡�•�–�ã���� 

�ò���‘�—�”�� �”�‘�Ž�‡�� �‹�•�� �–�‘�� �•�‡�Ž�Ž�á�� �†�‘�•�ï�–�� �Ž�‡�–�� �ƒ�•�›�–�Š�‹�•�‰�� �†�‹�•�–�”�ƒ�…�–�� �›�‘�—�� �ˆ�”�‘�•��the sole purpose of 

advertising.  Unless your advertising is built on the critical component, it will pas s like a 

ship in the night. It takes a critical component to jolt the prospect out of his indifference 

��  to make him notice your marketing, remember it, and take action. 

 

Critical components are usually BIG, yet (simple) ideas.  Said Charles Kettering, the 

�‰�”�‡�ƒ�–�� �
�‡�•�‡�”�ƒ�Ž�� ���‘�–�‘�”�•�� �‹�•�˜�‡�•�–�‘�”�ã�� �î���Š�‹�•�� �’�”�‘�„�Ž�‡�•�á�� �™�Š�‡�•�� �•�‘�Ž�˜�‡�†�á�� �™�‹�Ž�Ž�� �„�‡�� �•�‹�•�’�Ž�‡�ä�ï�� Critical 

components are not easy to come by. They require genius ��  and midnight oil. A truly 

great one can be continued for 20 years ��  �Ž�‹�•�‡�� �‘�—�”�� �‡�›�‡�� �’�ƒ�–�…�Š�� �ˆ�‘�”�� ���ƒ�–�Š�ƒ�™�ƒ�›�� �•�Š�‹�”�–�•�ä�ó 

(Ogilvy) 

 

The c�”�‹�–�‹�…�ƒ�Ž���…�‘�•�’�‘�•�‡�•�–���‹�•���’�—�”�‡���•�ƒ�”�•�‡�–�‹�•�‰���‰�‡�•�‹�—�•���ƒ�•�†���‹�•���ˆ�ƒ�…�–�á�����ï�˜�‡���—�•�‡�†���‹�–���–�‘���™�”�‹�–�‡���•�‘�•�‡��

of my best, most profitable campaigns for myself and for my clients.    In his 1941 copywriting 

classic, �ò���‘�™���–�‘�� ���”�‹�–�‡���ƒ���
�‘�‘�†�����†�˜�‡�”�–�‹�•�‡�•�‡�•�–�ó �å���� ���‹�…�–�‘�”�� ���…�Š�™�ƒ�„�����”�‡�ˆ�‡�”�”�‡�†���–�‘�� �‹�• Advertising 

���‰�‡���ƒ�•���–�Š�‡���ò�‰�”�‡�ƒ�–�‡�•�–���•�ƒ�‹�Ž-�‘�”�†�‡�”���…�‘�’�›�™�”�‹�–�‡�”���‘�ˆ���ƒ�Ž�Ž���–�‹�•�‡�����”�‡�˜�‹�‡�™�•�����™�Š�ƒ�–���Š�‡���…�ƒ�Ž�Ž�‡�†�����–�Š�‡���ò���‘�’���s�r�r��

���‡�ƒ�†�Ž�‹�•�‡�•�ó���‘�ˆ���Š�‹�•���–�‹�•�‡�ä���������”�‡�…�‡�•�–�Ž�›���”�‡-read that great book and as I reviewed that list of top 
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headlines I discovered that a whopping 91/100 were driven by a critical component. 

���Ž�–�Š�‘�—�‰�Š�� �–�Š�‡�� �”�‡�•�ƒ�‹�•�‹�•�‰�� �•�‹�•�‡�� �™�‡�”�‡�� �•�‘�–�� �…�Ž�‡�ƒ�”�Ž�›�� �„�ƒ�•�‡�†�� �‘�•�� �ƒ�� �…�”�‹�–�‹�…�ƒ�Ž�� �…�‘�•�’�‘�•�‡�•�–�å�� �–�Š�‡�›�� �ƒ�Ž�Ž��

included a single idea that bound the whole thing together.  Here are the nine headlines from 

�Š�‹�•���Ž�‹�•�–���–�Š�ƒ�–���†�‘�•�ï�– outrightly employ the critic�ƒ�Ž���…�‘�•�’�‘�•�‡�•�–���–�Š�ƒ�–�����ï�•���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–���ä�ä�ä���� 

 

�� �ò�	�‹�˜�‡���	�ƒ�•�‹�Ž�‹�ƒ�”�����•�‹�•�����”�‘�—�„�Ž�‡�•���� ���Š�‹�…�Š�����‘�����‘�—�����ƒ�•�–���–�‘�����˜�‡�”�…�‘�•�‡�ë�ó 

�� �ò���ƒ�˜�‡�����‘�—�����Š�‡�•�‡�����›�•�’�–�‘�•�•���‘�ˆ�����‡�”�˜�‡�����š�Š�ƒ�—�•�–�‹�‘�•�ë�ó�� 

�� �ò�w�|�w�����‡�™�����ƒ�›�•���–�‘���ƒ�����ƒ�•�ï�•�����‡�ƒ�”�–���� ���•�����Š�‹�•���	�ƒ�•�…�‹�•�ƒ�–�‹�•�‰�����‘�‘�•���ˆ�‘�”�����‘�‘�•�•�ó 

�� �ò���‘�����‘�—�����‘�����•�›���‘�ˆ�����Š�‡�•�‡�����‡�•�����•�„�ƒ�”�”�ƒ�•�•�‹�•�‰�����Š�‹�•�‰�•�ë�ó�� 

�� �ò���‹�š�����›�’�‡�•���‘�ˆ�����•�˜�‡�•�–�‘�”�•���� ���Š�‹�…�Š���
�”�‘�—�’�����”�‡�����‘�—�����•�ë�ó�� 

�� �ò���Š�‡�����”�‹�•�‡�•�����‡�����‘�•�•�‹�–�����‰�ƒ�‹�•�•�–�����—�”�����–�‘�•�ƒ�…�Š�•�ó 

�� �ò���‹�–�–�Ž�‡�����‡�ƒ�•�•�����Š�ƒ�–�����‡�‡�’�����‡�•�����‘�‘�”�ó�� 

�� �ò�|�}�����‡�ƒ�•�‘�•�•�����Š�›�����–�����‘�—�Ž�†�����ƒ�˜�‡�����ƒ�‹�†�����‘�—���–�‘�����•�•�™�‡�”�����—�”�����†���ƒ���	�‡�™�����‘�•�–�Š�•�����‰�‘�ó�� 

�� �ò�	�”�‡�‡�����‘�‘�•���� Tells You 12 Secret�•���‘�ˆ�����‡�–�–�‡�”�����ƒ�™�•�����ƒ�”�‡�ó (Schwab) 

 

I�ˆ���›�‘�—�ï�Ž�Ž n�‘�–�‹�…�‡�å�����‡�˜�‡�•���–�Š�‘�—�‰�Š���–�Š�‡�•�‡���™�‹�•�•�‹�•�‰���Š�‡�ƒ�†�Ž�‹�•�‡�•���Š�ƒ�˜�‡�•�ï�–��strictly adhered to the 

critical component framework�å�� �‡�ƒ�…�Š�� �…�Ž�‡�ƒ�”�Ž�›�� �’�‘�‹�•�–�•�� �–�‘�™�ƒ�”�†�� �ƒ�� �•�‹�•�‰�Ž�‡�á�� �‘�˜�‡�”-arching theme.  

���‘�™�� ���ï�†�� �Ž�‹�•�‡�� �›�‘�—�� �–�‘�� �•�‡�‡�� �ƒ�� �Š�ƒ�•�†�ˆ�—�Ž�� �‘�ˆ�� �–�Š�‡�� ���…�Š�™�ƒ�„�ï�•�� �ò�„�‡�•�–�� �Š�‡�ƒ�†�Ž�‹�•�‡�•�ó�� �•�‘�� �›�‘�—�� �…�ƒ�•�� �•�‡�‡��how 

instantly clear and engaging the critical component in each of them are: 

  

�� �ò���Š�‡�����‡�…�”�‡�–���‘�ˆ�����ƒ�•�‹�•�‰�����‡�‘�’�Ž�‡�����‹�•�‡�����‘�—�ó�� 

�� �ò���•���–�Š�‡�����‹�ˆ�‡���‘�ˆ���ƒ�����Š�‹�Ž�†�����‘�”�–�Š���H���w���–�‘�����‘�—�ë�ó�� 

�� �ò���‘�����‡�•�����Š�‘�����ƒ�•�–���–�‘�����—�‹�–�����‘�”�•�����‘�•�‡�†�ƒ�›�ó�� 

�� �ò���”�‡�����‘�—�����˜�‡�”�����‘�•�‰�—�‡-���‹�‡�†���ƒ�–���ƒ�����ƒ�”�–�›�ë�ó�� 

�� �ò���‘�™���ƒ�����‡�™�����‹�•�…�‘�˜�‡�”�›�����ƒ�†�‡���ƒ�����Ž�ƒ�‹�•���
�‹�”�Ž�����‡�ƒ�—�–�‹�ˆ�—�Ž�ó�� 

�� �ò���Š�‘�����Ž�•�‡�����ƒ�•�–�•���ƒ�����…�”�‡�‡�•�����–�ƒ�”���	�‹�‰�—�”�‡�ë�ó�� 

�� �ò���‘�—�����ƒ�•�����ƒ�—�‰�Š���ƒ�–�����‘�•�‡�›�����‘�”�”�‹�‡�•���� ���ˆ�����‘�—���	�‘�Ž�Ž�‘�™�����Š�‹�•�����‹�•�’�Ž�‡�����Ž�ƒ�•�ó�� 

�� �ò���Š�‡�•�����‘�…�–�‘�”�•���	�‡�‡�Ž�����‘�–�–�‡�•�����Š�‹�•���‹�•�����Š�ƒ�–�����Š�‡�›�����‘�ó�� 

�� �ò���‘�™���������•�’�”�‘�˜�‡�†�����›�����‡�•�‘�”�›���‹�•�����•�‡�����˜�‡�•�‹�•�‰�ó�� 

�� �ò���‹�•�…�‘�˜�‡�”���–�Š�‡���	�‘�”�–�—�•�‡�����Š�ƒ�–�����‹�‡�•�����‹�†�†�‡�•�����•�����‘�—�”�����ƒ�Ž�ƒ�”�›�ó�� 

�� �ò���‘�™���������ƒ�†�‡���ƒ���	�‘�”�–�—�•�‡���™�‹�–�Š���ƒ���î�	�‘�‘�Ž�����†�‡�ƒ�ï�ó�� 

�� �ò���ƒ�˜�‡�����‘�—���ƒ���î���‘�”�”�›�ï�����–�‘�…�•�ë�ó (Schwab) 
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By employing and using the critical component in your advertisements, your marketing  

�…�ƒ�•�’�ƒ�‹�‰�•�•���ƒ�•�†���›�‘�—�”���…�‘�•�•�—�•�‹�…�ƒ�–�‹�‘�•���•�–�”�ƒ�–�‡�‰�‹�‡�•���›�‘�—�ï�Ž�Ž���‡�•�Œ�‘�›��two major benefits instantly:  

 

1. The copy and the offer in your ads, marketing campaigns and communications 

will be stronger and more compelling. 

 

2. ���‘�—�ï�Ž�Ž�� �Š�ƒ�˜�‡�� �ƒ�� �•�—�…�Š�� �‡�ƒ�•�‹�‡�”�� �–�‹�•�‡��creating the rest of your ads, marketing 

�…�ƒ�•�’�ƒ�‹�‰�•�•���ƒ�•�†���…�‘�•�•�—�•�‹�…�ƒ�–�‹�‘�•�•���ƒ�•�†���–�Š�‡�›�ï�Ž�Ž���ƒ�Ž�Ž���„�‡���•�‘�”�‡���‡�ˆ�ˆ�‡�…�–�‹�˜�‡. 

  

The hardest part of this process then, lies in finding the critical component.  The idea 

�–�Š�ƒ�–�� �›�‘�—�� �…�‘�•�‡�� �—�’�� �™�‹�–�Š�� ���‹�ä�‡�ä�á�� �ò�›�‘�—�”�� �…�”�‹�–�‹�…�ƒ�Ž�� �…�‘�•�’�‘�•�‡�•�–�ó���� �•�—�•�– be laser-focused if it is to 

succeed. You must know your target prospects intimately or, you risk missing the connection 

with them altogether.  ���‘�������ˆ�‘�Ž�Ž�‘�™���–�Š�‡���ƒ�†�˜�‹�…�‡���–�Š�ƒ�–�����ï�•���‰�‹�˜�‹�•�‰���›�‘�—���Š�‡�”�‡�ë���������†�‘���‹�•���ƒ�Ž�•�‘�•�–���‡�˜�‡�”�›��

case.  Not only when creating ads, marketing campaigns and communications for my own 

�„�—�•�‹�•�‡�•�•�‡�•�å�� �„�—�–�� �™�Š�‡�•�� ���ï�•�� �†�‘�‹�•�‰�� �–�Š�‡�� �•�ƒ�•�‡�� �ˆ�‘�”�� �•�›�� �…�Ž�‹�‡�•�–�•�ä�� ��One good idea, clearly and 

convincingly presented, is MUCH BETTER than a dozen so-so ideas strung together.  

 

The framework of the Critical Component Makes the 

���‹�ˆ�ˆ�‡�”�‡�•�…�‡�å�����Š�‡�•�����‘�—���	�‘�Ž�Ž�‘�™�����–�ä 

 

���Š�‡�•�������•�ƒ�‹�†�á���ò�‹�•���ƒ�Ž�•�‘�•�–���‡�˜�‡�”�›���…�ƒ�•�‡�ó���ƒ�„�‘�˜�‡�å���Š�‡�”�‡�ï�•���™�Š�ƒ�–�������•�‡�ƒ�•�–�ä�������Š�‡�•�����ï�˜�‡���ƒ�†�Š�‡�”�‡�†���–�‘��

this framework, my work has been much, much stronger and (in turn), have generated much 

larger profits for my customers and me. ���Š�‡�•�����ï�˜�‡���‹�‰�•�‘�”�‡�†���‹�– (I guess out of laziness), they 

were not as effective (or profitable) as they could (and should) �Š�ƒ�˜�‡���„�‡�‡�•�ä���������†�‘�•�ï�–���•�•�‘�™���‘�ˆ��

any other marketing guru who �‹�•�•�ï�–���‹�•�� �–�‘�–�ƒ�Ž���ƒ�‰�”�‡�‡�•�‡�•�–���™�‹�–�Š���•�‡���‘�•�� �–�Š�‹�•�ä���� ���›�� �’�‡�‡�”�•�� �™�‹�Ž�Ž���ƒ�Ž�Ž��

(openly) agree that the critical component is an extremely effective and powerful 

framework.   

 

I guess it was about 17 years ago, I was at an Inner Circle meeting in Columbus with 

copywriting/marketing legend Dan Kennedy.  He was reviewing my sales letter (with others 

in the group) when he asked me, �ò���Š�›���ƒ�”�‡���›�‘�—���„�”�‡�ƒ�•�‹�•�‰���–�Š�‹�•���‰�‘�Ž�†�‡�•���”�—�Ž�‡���‹�•���›�‘�—�”��copy�ë�ó My 

answer to Dan was, �ò���‘�—���•�•�‘�™�å�����ï�•���•�‘�–���”�‡�ƒ�Ž�Ž�›���•�—�”�‡���™�Š�›�á�����ƒ�•�ä�ó���������Š�‹�•���™�ƒ�•���ƒ���•�‹�•�–�ƒ�•�‡�������Š�ƒ�˜�‡�•�ï�–��
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repeated!) To know Dan is to love Dan.  Gruff, foreboding, sometimes seemingly r�—�†�‡�å��

�•�‡�˜�‡�”�–�Š�‡�Ž�‡�•�•�å�����ï�†���•�ƒ�›���–�Š�ƒ�–���ƒ�Ž�•�‘�•�–���‡�˜�‡�”�›���‘�•�‡���‘�ˆ���—�•���™�Š�‘���ƒ�”�‡���ƒ�–���–�Š�‡���–�‘�’���‘�ˆ���–�Š�‹�•���‰�ƒ�•�‡���‘�™�‡���ƒ���Ž�‘�–�å��

�ƒ�•�†�������•�‡�ƒ�•���ò�����������ó���–�‘���–�Š�‡���–�Š�‹�•�‰�•���Š�‡�ï�•���–�ƒ�—�‰�Š�–���—�•�ä�������‡���—�•�†�‡�”�•�–�‘�‘�†���–�Š�ƒ�–���Š�‡���™�ƒ�•�•�ï�–���–�Š�‡�”�‡���–�‘���’�—�•�’��

�—�’�� �‘�—�”�� �‡�‰�‘�•�å�� �Š�‡�� �™�ƒ�•�� �–�Š�‡�”�‡�� �–�‘�� �Š�‡�Ž�’�� �—�•�� �„�‡�…�‘�•�‡�� �‰�”�‡�ƒ�–�� �…�‘�’�›�™�”�‹�–�‡�”�•�� �ƒ�•�† marketers.  Starting 

�™�‹�–�Š���Š�‹�•���„�‘�‘�•�•�á���‹�–�ï�•���•�›���”�‡�…�‘�•�•�‡�•�†�ƒ�–�‹�‘�•���–�Š�ƒ�–���›�‘�—���‹�•�˜�‡�•�–���‹�•���ƒ�Ž�Ž���Š�‹�•���”�‡�•�‘�—�”�…�‡�•�ä�������‡�ï�•���ƒ���Ž�‡�‰�‡�•�†���‹�•��

my mind. 

  

Here is an example of the critical component as applied to a short advertorial, taken 

from an email sent out by former Mary Elle�•�����”�‹�„�„�›�å���’�ƒ�•�–�����������‘�ˆ�����ƒ�”�Ž�›�����‘��Rise:  

 

Subject Line: The Easiest Product to Sell Online  

 

Dear Early to Riser,  

Would you be interested in investing $175 to make $20,727?  

���Š�ƒ�–�ï�•���‡�š�ƒ�…�–�Ž�›���™�Š�ƒ�–�����‘�„�����Ž�›���Œ�—�•�–���ƒ�…�…�‘�•�’�Ž�‹�•�Š�‡�†�è�� 

See how he did it below ... and how easily you could do the same.  

 

Mary Ellen Tribby ETR Publisher  

 

Dear Friend,  

 

���Š�‡�”�‡�ï�•�� �•�‘�� �’�”�‘�†�—�…�–�� �‡�ƒ�•�‹�‡�”�� �–�‘�� �…�”�‡�ƒ�–�‡�� �‘�”�� �•�‡�Ž�Ž�� �‘�•�Ž�‹�•�‡�� �ä�ä�ä�� �ä�ä�ä�� �–�Š�ƒ�•�� �ƒ���•�‹�•�’�Ž�‡�á�� �•�–�”�ƒ�‹�‰�Š�–�ˆ�‘�”�™�ƒ�”�†��

instructional or how-to e-book.  Why are e-books the perfect information product to sell on the 

Internet?  

 

�� 100% profit margin.  

�� No printing costs.  

�� No inventory to store.  

�� Quick and easy to update.  

�� No shipping costs or delays.  

�� Higher perceived value than regular books.  

�� Quick, simple, and inexpensive to produce.  
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My very first e-book has generated $ 20,727 in sales (so far). My total investment in 

producing it: just $ 175. Now, I want to show you how to make huge profits creating and selling 

simple e-books ��  in my new e-b�‘�‘�•���ò���”�‹�–�‹�•�‰����-���‘�‘�•�•���ˆ�‘�”���	�—�•���¬�����”�‘�ˆ�‹�–�ä�ó 

 

Normally my e-�„�‘�‘�•�•���•�‡�Ž�Ž���ˆ�‘�”���ƒ�•�›�™�Š�‡�”�‡���ˆ�”�‘�•���H���x�•���–�‘���H���}�•�á���ƒ�•�†���Ž�ƒ�–�‡�”���–�Š�‹�•���›�‡�ƒ�”�á���ò���”�‹�–�‹�•�‰����-

���‘�‘�•�•���ˆ�‘�”���	�—�•���¬�����”�‘�ˆ�‹�–�ó���™�‹�Ž�Ž���•�‡�Ž�Ž���ˆ�‘�”���H���{�•�ä�������‘�™�‡�˜�‡�”�á���–�‘���•�ƒ�•�‡���‹�–���ƒ�ˆ�ˆ�‘�”�†�ƒ�„�Ž�‡���ˆ�‘�”���›�‘�—���–�‘���‰�‡�–���•�–�ƒ�”�–�‡�†��

in e-�„�‘�‘�•���’�—�„�Ž�‹�•�Š�‹�•�‰�á�����ï�•���Ž�‡�–�–�‹�•�‰���›�‘�—���Š�ƒ�˜�‡���ò���”�‹�–�‹�•�‰����-���‘�‘�•�•���ˆ�‘�”���	�—�•���¬�����”�‘�ˆ�‹�–�ó���ˆ�‘�”���‘�•�Ž�›���H���w�•���–�‘�†�ƒ�›��

��  a savings of $ 40 off the cover price!   

 

For more information, ... or to order on a risk-free 90-day trial basis ... just click here now.  

Sincerely, Bob Bly P.S. But, I urge you to hurry. This special $ 40 discount is for a limited time 

only.   

 

And once it expires, it may never be repeated again.  (Tribby, 2009) 

 

Let me explain how the critical component operates here. In the lift letter (signed by 

���ƒ�”�›���Ž�Ž�‡�•�� ���”�‹�„�„�›���á�� �›�‘�—�ï�Ž�Ž�� �•�‘�–�‹�…�‡�� �–hat marketer Bob Bly starts off his email by asking a 

question which he then follows up with a (very) short story.    The question (which is known 

as an inverted promise) is a high-level persuasion method used by top copywriters and 

marketers.  The story ��  a single-sentence story, no less ��  validates that promise.     

 

The sales letter Bob uses also supports the promise.  His copy is masterfully-written, 

yet simple. The letter kicks off with a bold statement. The statement proclaims the critical 

�…�‘�•�’�‘�•�‡�•�–�å��which suggests a promise, �ò���Š�‡���‡�ƒ�•�‹�‡�•�–���™�ƒ�›���–�‘���•�ƒ�•�‡���•�‘�•�‡�›���‘�•���–�Š�‡�����•�–�‡�”�•�‡�–���‹�•���–�‘��

market e-�„�‘�‘�•�•�ä�ó   Bob �–�Š�‡�•���—�•�‡�•���•�‡�˜�‡�”�ƒ�Ž���„�—�Ž�Ž�‡�–�‡�†���ò�ˆ�ƒ�…�–�•�ó���–�‘ support his statement.     

 

Wrapping his letter up, he validates his statement by talking about his personal 

experience selling eBooks. The reader is already sold. Bob has made his presentation 

irresistible through the use of a strong, one-time-�‘�•�Ž�›�� �‘�ˆ�ˆ�‡�”�ä�� ���–�ï�•�� �•�Š�‘�”�–�á�� �›�‡�–�� �Š�‹�‰�Š�Ž�›-effective 

and powerful.  The critical component is not simply the creation of one big, centr�ƒ�Ž���‹�†�‡�ƒ�ä�����–�ï�•��

a fully-formed framework that engages the prospect with five foundational elements.  If we 

�—�•�‡�����‘�„�ï�•���•�ƒ�Ž�‡�•���Ž�‡�–�–�‡�”���ƒ�•���ƒ�•���‡�š�ƒ�•�’�Ž�‡�á���™�‡�ï�Ž�Ž���•�‡�‡���–�Š�ƒ�–���Š�‡���‡�•�’�Ž�‘�›�•�ã������ 
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A. One big, yet simple idea: �ò���Š�‡�”�‡�ï�•�� �•�‘�� �’�”�‘�†�—�…�–�� �‡�ƒ�•�‹�‡�”�� �–�‘�� �…�”�‡�ƒ�–�‡�� �‘�”�� �•�‡�Ž�Ž�� �‘�•�Ž�‹�•�‡�� �–�Š�ƒ�• a 

simple, straightforward instructional or how-to e-�„�‘�‘�•�ä�ó������ 

 

B. One core emotion: �ò���–���‹�•���•�‹�•�’�Ž�‡�è�������„�‡�–�������…�ƒ�•���†�‘���‹�–�è�ó���� 

 

C. One captivating story: ���‘�Ž�†�� �„�”�‹�Ž�Ž�‹�ƒ�•�–�Ž�›�� �‹�•�� �s�y�� �™�‘�”�†�•�ã�� �ò���‘�—�Ž�†�� �›�‘�—�� �„�‡�� �‹�•�–�‡�”�‡�•�–�‡�†�� �‹�•��

�‹�•�˜�‡�•�–�‹�•�‰���D���s�y�w���–�‘���•�ƒ�•�‡���D���t�r�á�y�t�y�ë�������Š�ƒ�–�ï�•���‡�š�ƒ�…�–�Ž�›���™�Š�ƒ�–�����‘�„�����Ž�›���Œ�—�•�–���ƒ�…�…�‘�•�’�Ž�‹�•�Š�‡�†�è�ó�� 

 

D. One single, desirable benefit: �ò���‘�™�á�� ���� �™�ƒ�•�–�� �–�‘�� �•�Š�‘�™�� �›�‘�—�� �Š�‘�™�� �–�‘�� �•�ƒ�•�‡�� �Š�—�‰�‡�� �’�”�‘�ˆ�‹�–�•��

creating and selling simple e-b�‘�‘�•�•���å�ó�� 

 

E. One inevitable response:  ���Š�‡���‘�•�Ž�›���™�ƒ�›���–�‘���‰�‡�–���–�Š�‹�•���„�‘�‘�•���ˆ�‘�”���D���s�{���‹�•���–�‘���ò�…�Ž�‹�…�•���Š�‡�”�‡���•�‘�™�ä�ó 

 

If you want to consistently create winning, profit-�‰�‡�•�‡�”�ƒ�–�‹�•�‰���’�”�‘�•�‘�–�‹�‘�•�•�á���›�‘�—�ï�Ž�Ž���Š�ƒ�˜�‡���–�‘��

understand the difference between good marketing and great marketing.  The critical 

component is the driving force behind all great marketing.   One of the key takeaways I want 

you to learn from reading his copy is that the more points you try to cover, the less effective 

each point, and therefore your campaigns and/or promotions, will be.    

 

Every advertisement, marketing campaign or communication that generates a profit 

for your business will have only one central focus.  The central focus, however, can be 

discussed �ˆ�”�‘�•���–�™�‘���‘�”���–�Š�”�‡�‡���’�‡�”�•�’�‡�…�–�‹�˜�‡�•�å���„�—�–���•�‘�•�‡�–�Š�‡�Ž�‡�•�•�å���–�Š�‡�”�‡�ï�•���…�ƒ�•���„�‡���‘�•�Ž�›���‘�•�‡���…�‡�•�–�”�ƒ�Ž��

focus.   If your points are scattershot and going in multiple directions at once�á���–�Š�‡�›�ï�Ž�Ž���‡�•�†���—�’��

competing with each other. This will (unfortunately for you) pull your prospe�…�–�ï�•���ƒ�–�–�‡�•�–�‹�‘�•��

in a variety of directions.    

 

Most small business owners fail to (effectively) employ this framework in their ads, 

marketing campaigns and communications.   If they were to stick to the principle of using 

�‘�•�‡���‹�†�‡�ƒ�å���‘�•�‡���…�‡�•�–�”�ƒ�Ž���ˆ�‘�…�—�•���‹�•���–�Š�‡�‹�”���™�‘�”�•���–�Š�‡�›�ï�†���•�ƒ�•�‡���ƒ���Ž�‘�–���•�‘�”�‡���•�‘�•�‡�›���–�Š�ƒ�•���–�Š�‡�›���ƒ�”�‡���•�‘�™�ä����

After reviewing thousands of ads, marketing campaigns and promotions and an endless 

�˜�ƒ�”�‹�‡�–�›�� �‘�ˆ�� �…�‘�•�•�—�•�‹�…�ƒ�–�‹�‘�•�•�� �å�� �‹�–�� �ƒ�’�’�‡�ƒ�”�•�� �–�‘�� �•�‡�� �–�Š�ƒ�–�� �–�Š�‡�›�ï�”�‡�� �„�‡�•�–�� �‘�•�� �—�•�‹�•�‰�� �ƒ multiplicity of 

features which not only c�”�‡�ƒ�–�‡�•���…�‘�•�ˆ�—�•�‹�‘�•�å���„�—�–���‹�–���†�‡�•�–�”�‘�›�•���–heir profit potential.  The moron 
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who came up with this (obviously inane) technique has led thousands of business owners 

down the wrong path.  Maybe he �–�Š�‘�—�‰�Š�–�å�� 

 

�ò���›�� �’�”�‘�†�—�…�–�� �’�”�‘�˜�‹�†�‡�•��dozens of benefits to my customers�å�� I wonder which ones will 

�‰�‡�•�‡�”�ƒ�–�‡���–�Š�‡���•�ƒ�Ž�‡�•���”�‡�•�’�‘�•�•�‡�����ï�•���Ž�‘�‘�•�‹�•�‰���ˆ�‘�”�ë�������Š�å�����ï�•���•�‘�–���•�—�”�‡���•�‘���Š�‡�”�‡�ï�•���ƒ���„�”�‹�‰�Š�–���‹�†�‡�ƒ�ä�������ï�Ž�Ž���Œ�—�•�–��

use all of them in my promotions�ä�����Š�ƒ�–���™�ƒ�›���‹�ˆ���‘�•�‡���†�‘�‡�•�•�ï�–���™�‘�”�•�á���ƒ�•�‘�–�Š�‡�”���‘�•�‡���™�‹�Ž�Ž�ä�ó 

 

���Š�‡�•�������™�ƒ�•���ƒ���Ž�‹�–�–�Ž�‡���•�‹�†�á���‘�•�‡���‘�ˆ���•�›���•�‹�•�–�‡�”�ï�•���ˆ�”�‹�‡nds asked me if I wanted to play a new 

�…�ƒ�”�†���‰�ƒ�•�‡���™�‹�–�Š���Š�‡�”�ä���������•�ƒ�‹�†�á���ò���—�”�‡�å���™�Š�ƒ�–�ï�•���‹�–���…�ƒ�Ž�Ž�‡�†�ë�ó�������Š�‡���•�ƒ�‹�†�á���ò���–�ï�•���…�ƒ�Ž�Ž�‡�†���w�t���…�ƒ�”�†���’�‹�…�•�—�’�ó���å��

and then she proceeded to throw my entire deck of cards into the air as she ran out of my 

room laughing, which was lame.  The ineffective approach to copywriting and marketing I 

just outlined above reminds me of that.  Just throw all your benefits into your ads, marketing 

�…�ƒ�•�’�ƒ�‹�‰�•�•�� �ƒ�•�†�� �…�‘�•�•�—�•�‹�…�ƒ�–�‹�‘�•�•�å��then see which ones (if any) get picked up by your 

�’�”�‘�•�’�‡�…�–�•�ä�������–�ï�•���–�Š�‡��standard recipe that the majority of small business owners employ, which 

is great news for you! 

 

���ƒ�•�‡�� �‹�ˆ�� �ˆ�”�‘�•�� �‘�•�‡�� �™�Š�‘�� �•�•�‘�™�•�å�� �–�Š�ƒ�–�� �•�–�”�ƒ�–�‡�‰�›�� �‹�•�� �‘�•�‡�� �‘�ˆ�� �–�Š�‡�� �Ž�‡�ƒ�•�–�� �‡�ˆ�ˆ�‡�…�–�‹�˜�‡�� �•�‡�–�Š�‘�†�•�� �ˆ�‘�”��

attracting your ideal prospects and converting them into lifetime customers.  The short sales 

letter/advertisement that Bob wrote worked like gangbusters because it used that 

�•�‹�•�’�Ž�‹�…�‹�–�›�ä�������‡�”�‡�ï�•���ƒ�Ž�Ž���‘�ˆ���‹�–���‹�•���ƒ���•�—�–�•�Š�‡�Ž�Ž�á���ò��-�„�‘�‘�•�•���ƒ�”�‡���‡�ƒ�•�›���–�‘���•�ƒ�•�‡���ƒ�•�†���‡�ƒ�•�›���–�‘���•�‡�Ž�Ž�ä�ó�� The reader 

heard it. He got it. He believed it. So, the idea had to be strong. Yet, it also had to be easy to 

understand. And easy to believe.   

 

That last part ��  being easy to believe ��  is key. 

 

As a general rule, advertisements, marketing campaigns, and communications that 

employ the critical component framework are stronger because they do not have the 

emotional power dissipated by copy that goes in different directions.   

 

���‡�–�ï�•���”�‡�˜�‹�‡�™ the most important points:  

�� Create your advertisements, marketing campaigns and communications with 

one, and only one, critical component.  

https://www.kennewhouse.com/
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�� Make sure that the idea creates an emotion, a single emotion, which will compel 

your prospect to respond  

�� Support that idea with one engaging story or compelling fact  

�� Direct your prospect to one, and only one, action  

 

What makes an advertisement, marketing campaign or communication profitable?  

���Š�‡�›���‘�•�‡�•���–�Š�ƒ�–���‰�‡�•�‡�”�ƒ�–�‡���–�Š�‡���•�‘�•�–���’�”�‘�ˆ�‹�–���ˆ�‘�”���›�‘�—�����������„�‡�‰�‹�•���„�›���…�”�‡�ƒ�–�‹�•�‰���ƒ���…�”�‹�–�‹�…�ƒ�Ž���…�‘�•�’�‘�•�‡�•�–�å��

then employ the colossal concept, which we cover in detail in chapter three.   

 

In short, a great idea for an advertisement, marketing campaign and/or 

communication is:  

 

�� Big (enough to stir interest)  

�� Easy to understand  

�� Immediately convincing  

�� Clearly useful (to the prospect)  

 

Every small business owner should understand and implement the core framework of 

the critical c�‘�•�’�‘�•�‡�•�–�ä�����������‘�—�ï�Ž�Ž���„�‡���ƒ�•�ƒ�œ�‡�†���ƒ�–���Š�‘�™���•�—�…�Š���•�–�”�‘�•�‰�‡�”���� and successful ��  your 

advertising, marketing campaigns and communications will be when you do.    

 

 

 

 

 

 

 

 

 

 

 

The St. Louis Small Business Monthly (SBM) has done a masterful job creating (and 

�‹�•�’�Ž�‡�•�‡�•�–�‹�•�‰�����–�Š�‹�•���…�‘�•�…�‡�’�–�ä�������•�†�‡�”�������”�‡�•�‹�†�‡�•�–�������‘�•�����•�‡�Ž�•�ï�•���Ž�‡�ƒ�†�‡�”�•�Š�‹�’�á���–�Š�‡��SBM keep local 

business owners, executives and managers informed and in touch with the latest best 

practices, business advice and inspirational trends that are helping businesses succeed.  They 

also sponsor the St. Louis Business Expo & Business Growth Conference annually.  This event 

is well-worth attending as it assembles the brightest business leaders from the most dynamic 

companies throughout the St. Louis Metro region.  Attendees receive amazing training 

insights and advice from this all-star lineup.  You can learn more about the SBM and their 

annual expo by visiting their website: http://www.sbmon.com  

 

http://www.sbmon.com/
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CHAPTER FOUR:     The Colossal Concept �� How to Instantly 

Stand Above and Apart from Your 

Competition 

 

���ˆ���›�‘�—�ï�˜�‡���‡�˜�‡�”���™�‹�•�Š�‡�†���–�Š�ƒ�–���›�‘�—���…�‘�—�Ž�†���‰�‡�–���’�”�‘�•�’�‡�…�–�•���–�‘���Ž�‹�•�‡���ƒ�•�†���–�”�—�•�–���›�‘�—���‡�•�‘�—�‰�Š���–�‘���„�—�›��

your stuff ���„�‡�ˆ�‘�”�‡�� �›�‘�—�ï�˜�‡�� �‡�˜�‡�”�� �•�ƒ�†�‡��your sales presentation���á�� �›�‘�—�ï�”�‡�� �‰�‘�‹�•�‰�� �–�‘�� �Ž�‘�˜�‡�� �–�Š�‹�•��

chapter.  This is the scenario that all business owners dream of having, but few ever discover 

and in order for you to accomplish this, I need first teach you how the Colossal Concept 

Conversion Formula.   This 3-tiered formula gives you the ability promote your business and 

powerfully position yourself in a manner that will have your ideal prospects and customers 

ready, willing and able to buy your �•�–�—�ˆ�ˆ�å��before you make your pitch. 

 

���‘���Š�‡�Ž�’���›�‘�—���‰�‡�–���ƒ���…�Ž�‡�ƒ�”���˜�‹�•�—�ƒ�Ž���‘�ˆ���Š�‘�™���–�Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ���™�‘�”�•�•�á�����ï�˜�‡���…�”�‡�ƒ�–�‡�†���ƒ��3-tiered platform 

using concentric circles or rings.  The inner �•�ƒ�•�…�–�—�•�� ���‹�ä�‡�ä�á�� �ò�–�Š�‡�� �…�‘�”�‡�ó���� �”�‡�’�”�‡�•�‡�•�–�• the 

PROMISE.  The promise is what you say about your products and services.   ���‡�ï�˜�‡���ƒ�Ž�Ž���•�‡�‡�•��

people (especially online) making outlandish (often dishonest) promises regarding their 

stuff.  As a result, it�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�Š�ƒ�–������point out (early on) the fact that your promise (in and 

of itself), is never enough generate consistent sales.   

 

Knowing that your promise (no matter how big) is going to help you sell more (on its 

�‘�™�•���� �å�� �™�‡�ï�Ž�Ž�� �•�‡�‡�†�� �–�‘�� �•�—�’�’�‘�”�–�� �‹�–�� �™�‹�–�Š�� �’�‘�™�‡�”�ˆ�—�Ž�� ���������������������
�å�� �™�Š�‹�…�Š�� �…�ƒ�•�� �„�‡�� �ˆ�‘�—�•�†�� �‹�•��the 

�•�‹�†�†�Ž�‡�� �•�‡�…�–�‹�‘�•�� ���‹�ä�‡�ä�� �òtier number two�ó���� �‘�ˆ�� �‘�—�”�� �u-tiered platform.  Your ability to generate 

consistent (and especially high-dollar sales) relies heavily on effective positioning (of you, 

your brand or company) because it implicitly deals with �›�‘�—�”���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�ï�•���ƒ�•�†���…�—�•�–�‘�•�‡�”�ï�• 

mindset ���‹�ä�‡�ä�á���ò�•�’�‡�…�‹�ˆ�‹�…�ƒ�Ž�Ž�›���™�Š�ƒ�–���–�Š�‡�›��believe about you) before they get to your promise. 

 

Important Facts About Positioning 

�� ���ˆ�� �›�‘�—�ï�˜�‡�� �’�‘�•�‹�–�‹�‘�•�‡�†�� �›�‘�—�”�•�‡�Ž�ˆ��effectively in the minds of 

�›�‘�—�”�� �’�”�‘�•�’�‡�…�–�•�� �ƒ�•�†�� �…�—�•�–�‘�•�‡�”�•�å�� �–�Š�‡�›�ï�Ž�Ž�� �Ž�‹�•�–�‡�•�� ���ƒ�•�†��

consider) your promise faster and with greater 

believability. 

https://www.kennewhouse.com/


28 
 

 

�� On the flip side of the equation, your promise is more than likely going to fall flat if 

�›�‘�—�ï�˜�‡���†�‘�•�‡�� �ƒ���’�‘�‘�”�� �Œ�‘�„�� �™�‹�–�Š���›�‘�—�”���’�‘�•�‹�–�‹�‘�•�‹�•�‰.  Ineffective positioning (of you, your 

brand or your company) can literally kill your sales because it prevents your 

pros�’�‡�…�–�•�� �ˆ�”�‘�•�� �‰�‹�˜�‹�•�‰�� �–�Š�‡�‹�”�� �ˆ�—�Ž�Ž�� �ƒ�–�–�‡�•�–�‹�‘�•�� �ƒ�•�†�� �…�‘�•�•�‹�†�‡�”�ƒ�–�‹�‘�•�� �–�‘�� �›�‘�—�”�� �’�”�‘�•�‹�•�‡�å��no 

matter how powerful it is.  The methodology that prevents this from happening is 

based on the colossal concept (which is �‡�š�…�‹�–�‹�•�‰�����å���™�Š�‹�…�Š���™�‡�ï�Ž�Ž���‰�‡�–���–�‘���‹�•���ƒ���•�‘�•�‡�•�–�ä����

But first, le�–�ï�•���Ž�‘�‘�•���•�‘�”�‡���…�Ž�‘�•�‡�Ž�›���ƒ�–���–�‹�‡�”�•���‘�•�‡���ƒ�•�†���–�™�‘�ä 

 

Tier #1:  THE PROMISE 

When I talk about the promise , what exactly am I referring to?  ���ï�•�� �”�‡�ˆ�‡�”�”�‹�•�‰�� �–�‘�� �–�Š�‡��

�’�”�‘�•�‹�•�‡���–�Š�ƒ�–���›�‘�—���•�ƒ�•�‡���‹�•���›�‘�—�”���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰���ƒ�•�†���•�ƒ�”�•�‡�–�‹�•�‰���–�‘���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���–�Š�ƒ�–�á���ò���Š�‡�•���–�Š�‡�›��

buy your �•�–�—�ˆ�ˆ�å�� �–�Š�‡�›�� �™�‹�Ž�Ž�� �î�ƒ�…�Š�‹�‡�˜�‡�� �î���ï �å�� �‘�”�� �™�‹�Ž�Ž�� �î�‡�•�Œ�‘�›�� �î���ï�ó�ä�� �� �� �� ���•�� �•�Š�‘�”�–�á�� �›�‘�—�ï�”�‡�� �–�‡�Ž�Ž�‹�•�‰�� �›�‘�—�”��

prospects something like this, �ò���� �’�”�‘�•�‹�•�‡�� �–�Š�ƒ�–�� �™�Š�‡�•�� �›�‘�—�� �„�—�›�� �•�›�� �•�–�—�ˆ�ˆ�å�� �›�‘�—�ï�Ž�Ž�� �„�‡�� �—�–�–�‡�”�Ž�›��

delighted �™�‹�–�Š���‹�–�•���’�‡�”�ˆ�‘�”�•�ƒ�•�…�‡���ƒ�•�†���›�‘�—�”���”�‡�•�—�Ž�–�•�å �ƒ�•�†�������‰�—�ƒ�”�ƒ�•�–�‡�‡���‹�–�ä�ó   

 

Now the good news for you is that 99% of business owners and marketers focus almost 

�ƒ�Ž�Ž���–�Š�‡�‹�”���ƒ�–�–�‡�•�–�‹�‘�•���‘�•���…�”�‡�ƒ�–�‹�•�‰���ƒ���—�•�‹�“�—�‡���ƒ�•�†���’�‘�™�‡�”�ˆ�—�Ž���’�”�‘�•�‹�•�‡�����™�Š�‹�…�Š���‹�•���ƒ���•�‹�•�–�ƒ�•�‡���ä�������ï�•���•�—�”�‡��

�›�‘�—�ï�˜�‡���•�‡�‡�•���‘�”���Š�‡�ƒ�”���–�Š�‡�•���•�ƒ�›�å���ò���‘�‘�•���Š�‘�™���ƒ�™�‡�•�‘�•�‡���•�›���’�”�‘�†�—�…�–���‹�•�å�����›���•�‡�”�˜�‹�…�‡���‹�•���ƒmazingly 

�ƒ�™�‡�•�‘�•�‡�� �ƒ�•�†�� ���ï�•�� �–�Š�‡�� �‘�•�Ž�›�� �‘�•�‡�� ������ �������� �������������� �™�Š�‘�� �‹�•�� �–�Š�‹�•�� �ƒ�™�‡�•�‘�•�‡�è�ó or whatever.  The 

second part of their mistake occurs when they open their dialogue with prospective 

customers �„�ƒ�•�‡�†���‘�•���–�Š�‡�‹�”���’�”�‘�•�‹�•�‡�ä�������–�ï�•���ƒ���•�‘�•�‡�™�Š�ƒ�–���‡�ˆ�ˆ�‡�…�–�‹�˜�‡���•�–�”�ƒ�–�‡�‰�›���•�‘�����ï�•���‰�—�‡�•sing that 

�–�Š�ƒ�–�ï�•���™�Š�›���˜�‹�”�–�—�ƒ�Ž�Ž�›���ƒ�Ž�Ž���›�‘�—�”���…�‘�•�’�‡�–�‹�–�‘�”�•���ƒ�”�‡���—�•�‹�•�‰���‹�–�ä�� 

While using your promise as the foundation for your presentation can be somewhat 

�‡�ˆ�ˆ�‡�…�–�‹�˜�‡�å�� �™�‡�� �•�•�‘�™�� �–�Š�ƒ�–�� �‹�–�ï�•�� �–�Š�‡�� �Ž�‡�ƒ�•�–�� �‡�ˆ�ˆ�‡�…�–�‹�˜�‡�� �•�–�”�ƒ�–�‡�‰�›�� �›�‘�—�� �…�ƒ�•�� �‡�•�’�Ž�‘�›�� �™�‹�–�Š��prospective 

IMPORTANT:  Coming up with an effective Colossal Concept is like hitting a hole 

�L�Q���R�Q�H�������:�H�O�O�����P�D�\�E�H���Q�R�W���W�K�D�W���K�D�U�G�f but creating a winner is going to require you 

to invest some effort.  To help you create a colossal concept that knocks it out of 

the park, �,�o�P���J�Ring to walk you through an exercise (in just a bit) that I created for 

that purpose 
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customer�•�å���™�Š�‹�…�Š���‹s great news for you.  Whether or not �›�‘�—�ï�”�‡���ˆ�—�Ž�Ž�›���…�‘�•�˜�‹�•�…�‡�†���–�Š�‹�•���‹�•���‰�”�‡�ƒ�–��

news for you, ���ï�•���‰�‘�‹�•�‰���–�‘��give you a demonstration just prove my point.  ���ï�•���‰�‘�‹�•g to teach 

you a better, more effective strategy you can use instead.  So, while your competitors are all 

focused on the (least-effective) promise-�„�ƒ�•�‡�†���ƒ�’�’�”�‘�ƒ�…�Š�ä�ä�ä���›�‘�—�ï�Ž�Ž���„�‡���—�•�‹�•�‰��a (more-effective) 

strategy�å���–�Š�‡���‘�•�‡ ���ï�•���ƒ�„�‘�—�–���–�‘���‰�‹�˜�‡���›�‘�—�ä���� 

 

This instantly gives you ���™�Š�‹�…�Š���›�‘�—�ï�”�‡���ƒ�„�‘�—�–���–�‘���•�‡�‡����an unfair advantage over them.  So, 

where do we need to start in this process?  Where does our thinking need to be as we begin 

learning this more effective method?  We should begin with something called the Colossal 

Concept.  

 

THE COLOSSAL CONCEPT 

The Colossal Concept is the element �–�Š�ƒ�–�� �
���������� �›�‘�—�”�� �’�”�‘�•�’�‡�…�–�ï�•�� �ƒ�–�–�‡�•�–�‹�‘�•�� �„�›��

presenting your promise in a new and (quite possibly) unique way.  I want you to think of 

the colossal c�‘�•�…�‡�’�–���ƒ�•�� �–�Š�‡���‘�’�–�‹�•�ƒ�Ž���•�‡�–�Š�‘�†���ˆ�‘�”���’�”�‡�•�‡�•�–�‹�•�‰���ƒ�Ž�Ž���–�Š�ƒ�–�ï�•���‹�•�…�”�‡�†�‹ble about what 

your stuff offers your prospects and customers.  This ninja strategy allows you to open the 

�†�‘�‘�”���‘�ˆ���›�‘�—�”���’�”�‘�•�’�‡�…�–�ï�•���•�‹�•�†���„�›���—�•�‹�•�‰���ƒ���•�‹�•�’�Ž�‡�á���•�‹�•�‰�Ž�‡���…�‘�•�„�‹�•�ƒ�–�‹�‘�•���‘�ˆ���™�‘�”�†�•�ä�������Š�‡�•�������ˆ�‹�”�•�–��

taught this to a private client he asked me if this was hypnotism or anything like that.  No, 

nothing mysti�…�ƒ�Ž�� �Š�‡�”�‡�å�� �„�—�–�� �–�Š�‹�•�� �‹�•�� �–�Š�‡�� �•�–�”�ƒ�–�‡�‰�›�� �–�Š�ƒ�–�� �™�‹�Ž�Ž�� �•�ƒ�•�‡�� �›�‘�—�� �•�–�ƒ�•�†�� �‘�—�–�� �‹�•�� �›�‘�—�”��

�’�”�‘�•�’�‡�…�–�ï�•���•�‹�•�†�å���ƒ�Ž�•�‘�•�–���‹�•�•�–�ƒ�•�–�Ž�›�ä 

 

By creating and using the colossal c�‘�•�…�‡�’�–���ƒ�•�����ï�•���‰�‘�‹�•�‰���–�‘���•�Š�‘�™���›�‘�—�á���›�‘�—�ï�Ž�Ž���„�‡���ƒ�„�Ž�‡���–�‘��

charge a premium for your services and products.  You can also apply this to common, 

�…�‘�•�•�‘�†�‹�–�‹�œ�‡�†���’�”�‘�†�—�…�–�•���–�‘�‘�á���™�Š�‹�…�Š���‹�•���…�‘�‘�Ž�ä�������›���†�‘�‹�•�‰���–�Š�ƒ�–���›�‘�—�ï�Ž�Ž���‹�•�•�–�ƒ�•�–�Ž�›���–�”�ƒ�•�•�ˆ�‘�”�•���–�Š�‡�•���‹�•�–�‘��

uncommon, de-commoditized products in the minds of your prospects. ���•�� �…�ƒ�•�‡�� �›�‘�—�ï�”�‡��

wondering why proper implementation of this strategy is (absolutely) critical to your 

�•�—�…�…�‡�•�•�á�����ï�Ž�Ž���–�‡�Ž�Ž���›�‘�—�ä����  

 

���–�ï�•�����‡�…�‡�•�„�‡�”���t016 �ƒ�•�†�����ï�•���s�r�r�¨���…�‘�•�˜�‹�•�…�‡�†���–�Š�ƒ�–��that most consumers have heard (just 

about) every promise that has ever been made �ˆ�‘�”���ƒ���’�”�‘�†�—�…�–�ï�•���•�‡�”�˜�‹�…�‡�ï�•���’�‡�”�ˆ�‘�”�•�ƒ�•�…�‡�ä�������ï�•��

also positive that som�‡�™�Š�‡�”�‡���ƒ�Ž�‘�•�‰���–�Š�‡���™�ƒ�›�á���™�‡�ï�˜�‡���ƒ�Ž�Ž���„�‡�Ž�‹�‡�˜�‡�†���•�‘�•�‡�‘�•�‡�ï�•���’�”�‘�•�‹�•�‡���‘�•�Ž�›���–�‘��

be (massively) disappointed by the realization that they sold us a bill of goods.   If your 
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prospects are human �ƒ�•�†���Š�ƒ�˜�‡���Ž�‹�˜�‡�†���‘�•���’�Ž�ƒ�•�‡�–���‡�ƒ�”�–�Š�����ˆ�‘�”���ƒ�–���Ž�‡�ƒ�•�–���’�ƒ�”�–���‘�ˆ���–�Š�‡�‹�”���‡�š�‹�•�–�‡�•�…�‡�����å��

there�ï�•���ƒ�•���‡�š�…�‡�‡�†�‹�•�‰�Ž�›���‰�‘�‘�†���…�Š�ƒ�•�…�‡���–�Š�ƒ�–���–�Š�‡�›�ï�”�‡���Œ�ƒ�†�‡�†���„�›���ƒ�Ž�Ž���–�Š�‹�•�á���”�‹�‰�Š�–�ë������ 

 

���Š�ƒ�–���•�‡�ƒ�•�•���™�‡�ï�˜�‡���‰�‘�–���–�‘���„�‡���†�‹�ˆ�ˆ�‡�”�‡�•�–�ä�������‡�ï�˜�‡���‰�‘�–���–�‘���•�–�ƒ�•�†���‘�—�–���ˆ�”�‘�•���‡�˜�‡�”�›�„�‘�†�›���‡�Ž�•�‡�ä���� Your 

�…�‘�•�’�‡�–�‹�–�‘�”�•�� �—�•�†�‡�”�•�–�ƒ�•�†�� �–�Š�‹�•�� �ƒ�•�†�� �–�Š�‡�›�ï�”�‡�� �–�”�›�‹�•�‰���–�‘�� �•�–�ƒ�•�†�� �‘�—�–�� �„�›�� �•�‹�•�’�Ž�›�� �„�‡�‹�•�‰���Ž�‘�—�†�‡�”�� �‘�”�� �„�›��

making bigger and bigger promises.    

 

I had a guy at one of my events a few years back who ask me what I thought of his idea 

�ˆ�‘�”���ƒ���‰�—�ƒ�”�ƒ�•�–�‡�‡���™�Š�‹�…�Š���™�ƒ�•�á���ò���‡�–�ï�•���‰�—�ƒ�”�ƒ�•�–�‡�‡���‘�—�”���’�”�‘�†�—�…�–���„�›���’�”�‘�•�‹�•�‹�•�‰���–�‘���”�‡�ˆ�—�•�† double their 

money back, plus buy them a c�‘�•�’�‡�–�‹�–�‘�”�ï�•�� �‰izmo on our dime!�ó�� �� ���›�� �‘�•�‡-word response, 

�ò���‡�”�‹�‘�—�•�Ž�›�ë�ó���å�����‘�Ž�†���Š�‹�•���‡�˜�‡�”�›�–�Š�‹�•�‰���Š�‡���•�‡�‡�†�‡�†���–�‘���•�•�‘�™�ä  

 

���ˆ�� �›�‘�—�ï�˜�‡�� �•�’�‡�•�–�� �ƒ�•�›�� �–�‹�•�‡�� �ƒ�–���ƒ�Ž�Ž�� �‘�•�Ž�‹�•�‡�� �–�Š�‡�• �–�Š�‡�”�‡�ï�•�� �ƒ�� �’�”�‡�–�–�›�� �†�‡�…�‡�•�–�� �…�Š�ƒ�•�…�‡�� �–�Š�ƒ�– �›�‘�—�ï�˜�‡��

seen examples of these over-the-top promises like I just described, right?  Did they sway your 

decision and take you over the edge so you bought? Or more likely, did it cause a red flag to 

�’�‘�’���—�’���‹�•���›�‘�—�”���•�‹�•�†���–�Š�ƒ�–���•�ƒ�‹�†�á���ò���ƒ�•�‡���ƒ���’�ƒ�•�•���‘�•���–�Š�‹�•�ó�ë���� This proves my point �–�Š�ƒ�–�á���ò��sing this 

strategy is utterl�›���•�‘�”�‘�•�‹�…�ä�ó�������Ž�‡�ƒ�”�Ž�›�á���‹�–�ï�•���–�Š�‡���Ž�‡�ƒ�•�–���‡�ˆ�ˆ�‡�…�–�‹�˜�‡���ƒ�’�’�”�‘�ƒ�…�Š���–�‘���–�ƒ�•�‡���™�‹�–�Š���’�”�‘�•�’�‡�…�–�‹�˜�‡��

clients.  The better way to go about it is to focus on creating and using the colossal concept 

framework.   

 

���•�������•�‡�•�–�‹�‘�•�‡�†���ƒ���ˆ�‡�™���’�ƒ�‰�‡�•���„�ƒ�…�•�å���…�‘�•�‹�•�‰���—�’���™�‹�–�Š���ƒ���’�‘�™�‡�”�ˆ�—�Ž colossal concept is no 

easy task.  It takes time and unlike a phone call with your ex-�™�‹�ˆ�‡�����‘�”���Š�—�•�„�ƒ�•�†�����å �›�‘�—���†�‘�•�ï�–��

�™�ƒ�•�–���–�‘���”�—�•�Š���‹�–�ä�������ˆ���›�‘�—�ï�Ž�Ž��exert some discipline and ruminate on this for a while �›�‘�—�ï�Ž�Ž���Š�ƒ�˜�‡���ƒ��

much better chance of coming up with a winner.  If �›�‘�—���†�‘�•�ï�–���‰�‡�–���‹�–���‹�•���ƒ���†�ƒ�›���‘�”���–�™�‘�å���†�‘�•�ï�–��

�•�™�‡�ƒ�–���‹�–�ä�������–�ï�•���…�‘�•�’�Ž�‡�–�‡�Ž�›���•�‘�”�•�ƒ�Ž���ˆ�‘�”���–�Š�‹�•���’�”�‘�…�‡�•�•���–�‘���‰�‡rminate, grow and then produce fruit 

over �–�Š�‡���…�‘�—�”�•�‡���‘�ˆ���ƒ���™�‡�‡�•���‘�”���•�‘�å���•�ƒ�›�„�‡���–�™�‘. 

 

Cashing In:  Finding The Most Powerful Colossal Concept You Can 

Let me make this as clear as I can: If you can come up with a powerful colossal concept 

�›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���•�ƒ�•�‡���•�‘�”�‡���•�‘�•�‡�›���–�Š�ƒ�–���›�‘�—�ï�Ž�Ž���•�•�‘�™���™�Š�ƒ�–���–�‘���†�‘���™�‹�–�Š�ä�����
�”�‡�ƒ�–�á�����‡�•�è�������ï�•���ƒ�Ž�Ž-�‹�•�å��

�•�‘�™�� �™�Š�ƒ�–�ë�� �� ���‘�™�� �†�‘�� ���� �ˆ�‹�•�†���…�”�‡�ƒ�–�‡�� �‘�•�‡�ë�� �� ���‡�…�ƒ�—�•�‡�� ���ï�•�� �•�—�…�Š�� �ƒ�� �…�‘�‘�Ž�� �†�—�†�‡�� ���†�‡�„�ƒ�–�ƒ�„�Ž�‡���å�� ���ï�˜�‡��

deve�Ž�‘�’�‡�†���ƒ���•�–�”�ƒ�–�‡�‰�›���–�‘���Š�‡�Ž�’���›�‘�—���‡�š�’�‡�†�‹�–�‡���–�Š�‹�•���’�”�‘�…�‡�•�•�ä�������‡�Ž�‘�™���›�‘�—�ï�Ž�Ž���ˆ�‹�•�†���ƒ���•�‡�”�‹�‡�•���‘�ˆ��questions 
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that will prompt you and help you get your creative juices flowing.  ���•�� �›�‘�—�ï�”�‡�� �ƒ�„�‘�—�–�� �–�‘��

�†�‹�•�…�‘�˜�‡�”�á�����ï�˜�‡���Ž�‹�•�–�‡�†���ƒ���ˆ�‡�™���“�—�‡�•�–�‹�‘�•�•���ƒ�•�†���–�Š�‡�•��re-stated each of them in a way that will force 

�›�‘�—�”���•�—�„�…�‘�•�•�…�‹�‘�—�•���–�‘���™�‘�”�•���ˆ�‘�”���›�‘�—�ä�������ˆ���›�‘�—�ï�”�‡���”�‡�ƒ�†�›���ˆ�‘�”���–�Š�‡���ˆ�‹�”�•�–���•�–�ƒ�‰�‡���‘�ˆ���–�”�ƒ�•�•�ˆ�‘�”�•�ƒ�–�‹�‘�•�å���Ž�‡�–�ï�•��

do this. 

 

Promise-Creation Question #1:    

 

�� ���Š�ƒ�–���‹�•���–�Š�‡���’�”�‘�•�‹�•�‡�����ï�•���‰�‘�‹�•�‰���–�‘���•�ƒ�•�‡���ˆ�‘�”���•�›���’�”�‘�†�—�…�–���•�‡�”�˜�‹�…�‡�ë���� 

  

���‡�”�‡�ï�• How I Have Reframed That Question :   

 

�� ���‘�™���…�ƒ�•�������…�”�‡�ƒ�–�‡���ƒ�•�†���–�Š�‡�•���ˆ�—�Ž�ˆ�‹�Ž�Ž���•�›���’�”�‘�•�‹�•�‡���‹�•���ƒ���•�ƒ�•�•�‡�”���–�Š�ƒ�–�ï�•���–�‘�–�ƒ�Ž�Ž�›���‡�š�…�‹�–�‹�•�‰�á��

fresh and different from what ideal prospects and customers in my market are 

used to hearing? 

 

You can see how powerful (yet simple) this approach is.  You can start with an 

otherwise ordinary and mundane promise and then by reframing it (as I demonstrated 

�ƒ�„�‘�˜�‡�����å���›�‘�—�ï�Ž�Ž���‰�‹�˜�‡���›�‘�—�”�•�‡�Ž�ˆ���–�Š�‡���ƒ�„�‹�Ž�‹�–�›���–�‘���•�ƒ�•�‡���‹�–���—�•�‹�“�—�‡���ƒ�•�†���’�‘�™�‡�”�ˆ�—�Ž�ä  By focusing on these 

next questions and transforming them, �›�‘�—�ï�Ž�Ž���•�ƒ�•�‡���–�Š�‹�•���’�”�‘�…�‡�•�•���‡�˜�‡�•���•�‘�”�‡���‡�ˆ�ˆ�‡�…�–�‹�˜�‡�ä���� 

 

As yourself these questions next: 

 

�� What is the greatest desire my prospect has that my product/service can fulfill? 

�� ���•���™�Š�ƒ�–���—�•�‹�“�—�‡���™�ƒ�›���…�ƒ�•�������ƒ�†�†�”�‡�•�•���–�Š�ƒ�–���†�‡�•�‹�”�‡���•�‘���–�Š�ƒ�–���–�Š�‡���’�”�‘�•�’�‡�…�–�ï�•���ƒ�–�–�‡�•�–�‹�‘�•���‹�•��

riveted on my product? 

 

�	�‘�”���•�‘�•�‡���‘�ˆ���›�‘�—���–�Š�‹�•���‡�š�‡�”�…�‹�•�‡���•�‹�‰�Š�–���•�‡�‡�•���ƒ���„�‹�–���•�—�…�Š�á���„�—�–���‹�–�ï�•���•�‘�–�ä�������‘�—�ï�˜�‡���”�‡�ƒ�†���–�‘���–�Š�‹�•��

�’�‘�‹�•�–���‹�•���•�›���„�‘�‘�•���ƒ�•�†���‹�–�ï�•���‘�„�˜�‹�‘�—�•�����„�›���–�Š�‡���ˆ�ƒ�…�–���–�Š�ƒ�–���›�‘�—�ï�˜�‡���”�‡�ƒ�†���–�Š�‹�•���ˆ�ƒ�”�����–�Š�ƒ�–���›�‘�—���™�ƒ�•�–���•�‡�Ž�Ž��

more stuff and make your business more profitable.  You also know that doing these 

exercises (while requiring a little extra effort on your part) is going to help you sell more and 

�„�‡���•�‘�”�‡���’�”�‘�ˆ�‹�–�ƒ�„�Ž�‡�å���•�‘���Ž�‡�–�ï�•���‰�‡�–���‰�‘�‹�•�‰�è���� To help you get the creative wheels turning �ò�„�—�”�•�‹�•�‰��

�”�—�„�„�‡�”�ó��in your mind (which will help you quickly move forward with this process), I�ï�˜�‡��

https://www.kennewhouse.com/
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provided a few examples of colossal concepts below.  These examples are �‘�•�‡�•���–�Š�ƒ�–�����ï�˜�‡���…�‘�•�‡��

�—�’���™�‹�–�Š�á���Š�‡�Ž�’�‡�†���…�”�‡�ƒ�–�‡���ƒ�•�†���‘�”���•�‡�‡�•���•�›���…�Ž�‹�‡�•�–�•���…�‘�•�‡���—�’���™�‹�–�Š�á���ƒ�•�†���–�Š�‡�›�ï�”�‡���‰�”�‡�ƒ�–�ä 

 

Example #1:  Snoring Spouses 

Right out of the gate we begin by addressing the DESIRE of your IDEAL CUSTOMER.  In 

2014 I was holding one of the Mass Referral seminars I used to sponsor.  One of the attendees 

was a dentist from Paducah who had developed a product that cured snoring.   

 

���ï�•�� �•�–�‹�Ž�Ž�� �•�‘�–�� �…�Ž�‡�ƒ�”�� �‹�ˆ�� �Š�‡�� �†�‡�•�‹�‰�•�‡�†�� �–�Š�‡�� �’�”�‘�†�—�…�–�� �ˆ�‘�”�� �Š�‹�•�� �•�•�‘�”�‹�•�‰�� �’�ƒ�–�‹�‡�•�–�•�� �™�Š�‘�� �™�‘�•�‡�� �—�’��

�‡�š�Š�ƒ�—�•�–�‡�†�� �‡�˜�‡�”�›�� �†�ƒ�›�� �‘�”�� �ˆ�‘�”�� �–�Š�‡�‹�”�� �ˆ�”�ƒ�œ�œ�Ž�‡�†�� �•�’�‘�—�•�‡�•�� �™�Š�‘�� ���ƒ�Ž�•�‘���� �™�‡�”�‡�•�ï�–�� �‰�‡�–�–�‹�•�‰�� �ƒ�•�›�� �•�Ž�‡�‡�’�ä����

���‡�”�‡�ï�•���Š�‘�™���™�‡���†�‹�†���‹�–�ä  ���Š�‹�•���™�ƒ�•���–�Š�‡���†�‡�•�‹�”�‡���‘�ˆ���Š�‹�•�����������������������������ã���ò���‡�Ž�’��me to stop snoring so 

I can wake up well-�”�‡�•�–�‡�†���ƒ�•�†���•�‘�� �•�›�� �•�’�‘�—�•�‡���…�ƒ�•���•�Ž�‡�‡�’�ä���� ���Ž�‡�ƒ�•�‡�è�ó���� ���Š�ƒ�–���™�ƒ�•�� �Š�‹�•�����������������ë����

�ò���›�� �ƒ�’�’�Ž�‹�ƒ�•�…�‡�� �™�‹�Ž�Ž�� �•�–�‘�’�� �›�‘�—���ˆ�”�‘�•�� �•�•�‘�”�‹�•�‰���•�‘�� �›�‘�—�����ƒ�•�†�� �›�‘�—�”�� �ˆ�”�ƒ�œ�œ�Ž�‡�†�� �•�’�‘�—�•�‡���� �…�ƒ�•�� �™�ƒ�•�‡�� �—�’��

�”�‡�•�–�‡�†���ƒ�•�†���”�‡�ˆ�”�‡�•�Š�‡�†�ä�ó 

 

The problem for this dentist client �‘�ˆ���•�‹�•�‡���‹�•���–�Š�ƒ�–���’�”�‡�–�–�›���•�—�…�Š���‡�˜�‡�”�›�‘�•�‡���™�Š�‘�ï�•���Ž�‘�‘�•�‹�•�‰��

�ˆ�‘�”���ƒ���•�‘�Ž�—�–�‹�‘�•���ˆ�‘�”���•�•�‘�”�‹�•�‰���Š�ƒ�•���Š�‡�ƒ�”�†���–�Š�ƒ�–���’�”�‘�•�‹�•�‡���������†�‘�•�ï�–���•�•�‘�™�����å�•�ƒ�›�„�‡���ƒ���„�ƒ�œ�‹�Ž�Ž�‹�‘�•���–�‹�•�‡�•�ä����

���‡�–�™�‡�‡�•�� �–�Š�‡�� �†�‘�œ�‡�•�� �‘�”�� �•�‘�� �‹�•�ˆ�‘�•�‡�”�…�‹�ƒ�Ž�•�� �ƒ�•�†�� �Š�—�•�†�”�‡�†�•�� �‘�ˆ�� �’�”�‘�†�—�…�–�•�� �‘�•�� �ƒ�•�ƒ�œ�‘�•�ä�…�‘�•�� �å�–�Š�‡��

�’�”�‘�•�’�‡�…�–�•���Š�‡�ï�•���–�ƒ�”�‰�‡�–�‹�•�‰���Š�ƒ�˜�‡���’�”�‘�„�ƒ�„�Ž�›���–�”�‹�‡�†�����—�•�•�—�…�…�‡�•�•�ˆ�—�Ž�Ž�›�����ƒ���Ž�‘�–���‘�ˆ���’�”�‘�†�—�…�–�•���ƒ�•�†���–�Š�‡�›�ï�”�‡��

likely already jaded.  So, during the seminar I ran this exercise with him and probed a little 

�†�‡�‡�’�‡�”�ä���������ƒ�•�•�‡�†���•�›���†�‡�•�–�‹�•�–���…�Ž�‹�‡�•�–�ã���ò���‘�™���†�‘�‡�•���›�‘�—�”���’�”�‘�†�—�…�–���ˆ�—�Ž�ˆ�‹�Ž�Ž���–�Š�‹�•���’�”�‘�•�‹�•�‡�ë�����‘�™���†�‘�‡�•���‹�–��

achieve �–�Š�‡�� �’�”�‘�•�‹�•�‡�� �‹�•�� �ƒ�� �™�ƒ�›�� �–�Š�ƒ�–�ï�•�� �—�•�‹�“�—�‡�ë�� �� ���Š�ƒ�–�ï�•�� �†�‹�ˆ�ˆ�‡�”�‡�•�–�� �ˆ�”�‘�•�� �™�Š�ƒ�–�� �‡�˜�‡�”�›�‘�•�‡�� �‡�Ž�•�‡�� �‹�•��

�’�”�‘�•�‹�•�‹�•�‰�ë�ó 

 

���‡���ƒ�•�•�™�‡�”�‡�†���•�‡���ƒ�•�†���•�ƒ�‹�†�á���ò���Š�‡�•���›�‘�—���•�Ž�‡�‡�’���›�‘�—�”���–�‘�’���ƒ�•�†���„�‘�–�–�‘�•���–�‡�‡�–�Š���ƒ�”�‡���•�—�’�’�‘�•�‡�†���–�‘��

line up in the proper anatomical position.  When they do, your tongue is naturally positioned 

�‹�•���•�—�…�Š���ƒ���™�ƒ�›���–�Š�ƒ�–���‹�–���†�‘�‡�•�•�ï�–���„�Ž�‘�…�•���›�‘�—�”���ƒ�‹�”�™�ƒ�›���ƒ�•�†���…�ƒ�—�•�‡���›�‘�—���–�‘���•�•�‘�”�‡�ä�������›���ƒ�’�’�Ž�‹�ƒ�•�…�‡���ƒ�Ž�‹�‰�•�•��

your top and bottom teeth so that your jaw muscles are balanced and your tongue rests 

naturally on the floor of your mouth.   

 

���Š�‹�•���•�‡�‡�’�•���›�‘�—�”���ƒ�‹�”�™�ƒ�›���‘�’�‡�•���ƒ�•�†���’�”�‡�˜�‡�•�–�•���›�‘�—���ˆ�”�‘�•���•�•�‘�”�‹�•�‰�ä�ó�������‹�•����������������������������������

�™�ƒ�•���–�Š�ƒ�–���Š�‹�•���ƒ�’�’�Ž�‹�ƒ�•�…�‡���•�‘�–���‘�•�Ž�›���ƒ�Ž�‹�‰�•�‡�†���–�Š�‡���–�‡�‡�–�Š���ƒ�•�†���Œ�ƒ�™���•�—�•�…�Ž�‡�•�å���„�—�–���‹�–���•�ƒ�–�—�”�ƒ�Ž�Ž�›���ƒ�Ž�‹�‰�•�‡�†��
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the tongue which prevented snoring.  The COLOSSAL CONCEPT that came out of this exercise 

�™�ƒ�•���ò���—�”�‡�����Ž�‡�‡�’�ä�ó 

 

THE COLOSSAL CONCEPT IS TYPICALLY A SHORT PHRASE THAT HAS ONE PURPOSE: 

To open the door for a conversation with your prospects. 

 

���–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�Š�ƒ�–�������’�‘�‹�•�–���‘�—�–���Š�‡�”�‡���–�Š�ƒ�–���–�Š�‹�•���’�Š�”�ƒ�•�‡���‹�•�•�ï�–���†�‡�•�‹�‰�•�‡�†���–�‘���•�‡�Ž�Ž���›�‘�—�”���’�”�‘�†�—�…�–�•��

and service�•���‹�•���ƒ�•�†���‘�ˆ���‹�–�•�‡�Ž�ˆ�ä�������Š�‡�����‘�Ž�‘�•�•�ƒ�Ž�����‘�•�…�‡�’�–�ï�•�������������’�—�”�’�‘�•�‡���‹�•���–�‘���—�•�Ž�‘�…�•���–�Š�‡���†�‘�‘�”�����ƒ�•�†��

�•�–�ƒ�”�–���–�—�”�•�‹�•�‰���–�Š�‡���Š�ƒ�•�†�Ž�‡�����‹�•���›�‘�—�”���’�”�‘�•�’�‡�…�–�ï�•���•�‹�•�†�ä�������Š�ƒ�–�ï�•���ƒ�Ž�Ž���‹�–�ï�•���†�‡�•�‹�‰�•�‡�†���–�‘���†�‘�ä 

 

���•�…�‡�� �›�‘�—�� �†�‡�˜�‡�Ž�‘�’�� �ƒ�� �•�‘�—�•�†�� �‹�†�‡�ƒ�� �ˆ�‘�”�� �›�‘�—�”�� ���‘�Ž�‘�•�•�ƒ�Ž�� ���‘�•�…�‡�’�–�å�� �ƒ�•�†�� �‹�•�� �–�Š�‡�� �†�‡�•�–�‹�•�–�ï�•�� �…�ƒ�•�‡��

�ò���—�”�‡�����Ž�‡�‡�’�ó���å���‡�˜�‡�”�›�–�Š�‹�•�‰���–�Š�ƒ�–���Š�‡���„�—�‹�Ž�–���‹�•�–�‘���Š�‹�•���•�ƒ�”�•�‡�–�‹�•�‰���•�–�”�ƒ�–�‡�‰�‹�‡�•���ƒ�•�†���•�›�•�–�‡�•�•���™�ƒ�•���„�ƒ�•�‡�†��

on the idea that proper anatomical alignment of your teeth, jaw muscles and tongue enjoy 

pure sleep and optimal rest. 

 

The next step we need to take in this process is �–�‘���ˆ�‹�•�†���–�Š�‡�������������������������å���™�Š�‹�…�Š���‹�•���–�Š�‡��

information that supports the Colossal Concept.  The proposition is where you simply explain 

�–�Š�‡�����‘�Ž�‘�•�•�ƒ�Ž�����‘�•�…�‡�’�–�ä�������ƒ�˜�‡���›�‘�—���‡�˜�‡�”���•�•�‘�™�•���•�‘�•�‡�‘�•�‡�å���•�ƒ�›�„�‡���ƒ���ˆ�”�‹�‡�•�†���‘�”���ˆ�ƒ�•�‹�Ž�›�� �•�‡�•�„�‡�”��

(maybe even you) that lived with a snorin�‰�� �•�’�‘�—�•�‡�ë�� �� ���•�ƒ�‰�‹�•�‡�� �–�Š�ƒ�–�� �›�‘�—�ï�”�‡�� �–�ƒ�Ž�•�‹�•�‰�� �–�‘�� �–�Š�ƒ�–��

�’�‡�”�•�‘�•�ä�������Ž�Ž���–�Š�‡�›���…�ƒ�•���–�ƒ�Ž�•���ƒ�„�‘�—�–�å�–�Š�‹�•�•���ƒ�„�‘�—�–�å���†�”�‡�ƒ�•���ƒ�„�‘�—�–�����•�‘���’�—�•���‹�•�–�‡�•�†�‡�†�����å���‹�•���ƒ���‰�‘�‘�†��

�•�‹�‰�Š�–�ï�•�� �•�Ž�‡�‡�’�ä�� �� ���Š�‡�•�� �›�‘�—���‹�•�–�”�‘�†�—�…�‡�� �–�Š�‡�•�� �–�‘�� �•�›�� �†�‡�•�–�‹�•�–�� �…�Ž�‹�‡�•�–�� �ƒ�•�†�� �Š�‡���–�‡�Ž�Ž�•�� �–�Š�‡�•�á���ò���‘�—���†�‘�•�ï�–��

�Š�ƒ�˜�‡���ƒ���’�”�‘�„�Ž�‡�•�å���‡�˜�‡�”�›�‘�•�‡���‹�•���‰�‡�•�‡�–�‹�…�ƒ�Ž�Ž�›���’�”�‡�†�‹�•�’�‘�•�‡�†���–�‘���‰�‡�–���’�—�”�‡���•�Ž�‡�‡�’�ä�ó 

 

���Š�‡�� ���������� �’�—�”�’�‘�•�‡�� �‘�ˆ�� �–�Š�‡�� ���‘�Ž�‘�•�•�ƒ�Ž�� ���‘�•�…�‡�’�–�å�� �‹�•�� �–�Š�‹�•�� �…�ƒ�•�‡�� �ò���—�”�‡�� ���Ž�‡�‡�’�ó�� �‹�•�� �–�‘�� �‰�‡�–�� �–�Š�ƒ�–��

�•�’�‘�—�•�‡���–�‘�� �•�ƒ�›�á���ò���Š�ƒ�–�ë���� ���Š�ƒ�–���ƒ�”�‡���›�‘�—���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–�ë���� ���‘�™�ë�ó���� ���ƒ�•�è���� ���Š�ƒ�–�ï�•�� �‹�–�å���–�Š�‡�����‘�Ž�‘�•�•�ƒ�Ž��

Concept did its job by triggering their interest.  This is where your proposition is going to 

take over. 
 

The Proposition is your statement that supports, 

highlights and/or defends the Colossal Concept. 

 

���‘�•�–�‹�•�—�‹�•�‰���™�‹�–�Š���•�›���†�‡�•�–�‹�•�–���…�Ž�‹�‡�•�–�ï�•���‡�š�ƒ�•�’�Ž�‡�á���Š�‡�”�‡���™�ƒ�•���Š�‹�•���’�”�‘�’�‘�•�‹�–�‹�‘�•�ã���ò���ƒ�‹�•���ˆ�‘�”�‡�•�–�� 

https://www.kennewhouse.com/
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���‡�•�–�”�ƒ�Ž�� �ƒ�•�†�� ���‘�—�–�Š�� ���•�‡�”�‹�…�ƒ�ä�� �� ���Š�‡�•�‡�� �…�—�Ž�–�—�”�‡�•�� �†�‘�•�ï�–�� �Š�ƒ�˜�‡�� �ƒ�—�–�‘�•�‘�„�‹�Ž�‡�•�� ���‘�”�� �ƒ�—�–�‘�•�‘�„�‹�Ž�‡��

�ƒ�…�…�‹�†�‡�•�–�•���á���…�‘�•�–�ƒ�…�–���•�’�‘�”�–�•���ƒ�•�†���…�Š�‡�™�‹�•�‰���‰�—�•�ä�������Š�‡�›���†�‘�•�ï�–���Š�ƒ�˜�‡���–�Š�‡���Š�‡�ƒ�Ž�–�Š���’�”�‘�„�Žems (that we 

�†�‘�����–�Š�ƒ�–���–�Š�‘�•�‡���–�Š�‹�•�‰�•���…�ƒ�—�•�‡���ƒ�•�†���ƒ�•���ƒ���”�‡�•�—�Ž�–�á���‹�–�ï�•���ƒ���”�ƒ�”�‡���‘�…�…�—�”�”�‡�•�…�‡���–�Š�ƒ�–���‘�•�‡���‘�ˆ���–�Š�‡�•���•�•�‘�”�‡�•�ä���� 

 

���Š�‡�›���‡�•�Œ�‘�›���’�—�”�‡���•�Ž�‡�‡�’�á���•�‹�‰�Š�–�Ž�›�ä�������‡�”�‡�ï�•���–�Š�‡���’�‘�‹�•�–�å�����”�‘�’�‡�”���ƒ�•�ƒ�–�‘�•�‹�…�ƒ�Ž���ƒ�Ž�‹�‰�•�•�‡�•�–���‘�ˆ���–�Š�‡��

teeth, jaw muscles and tongue results in restful, pure sleep for humans.  Car accidents, 

contact sports, chewing gum and a variety of other instances cause micro-�–�”�ƒ�—�•�ƒ���–�‘���–�Š�‡���Œ�ƒ�™�ï�•��

�ƒ�Ž�‹�‰�•�•�‡�•�–�å���™�Š�‹�…�Š���‘�˜�‡�”���–�‹�•�‡���…�‘�•�–�‹�•�—�‡�•���–�‘���™�‘�”�•�‡�•�å���˜�‡�”�›���•�—�…�Š���Ž�‹�•�‡���–�Š�‡���ƒ�Ž�‹�‰�•�•�‡�•�–���‘�•���ƒ���…�ƒ�”�ä������ 

 

���‘�™���™�‡�ï�”�‡���”�‡�ƒ�†�›���ˆ�‘�”���–�Š�‡���ˆ�‹�•�ƒ�Ž���•�–�‡�’���™�Š�‹�…�Š���‹�•�����������ï�����������å 

Going back to our imaginary conversation with the frazzled spouse where my client 

�•�ƒ�›�•�á���ò���‘�—���†�‘�•�ï�–�� �Š�ƒ�˜�‡���ƒ���’�”�‘�„�Ž�‡�•�ä���� ���‘�—�”���•�’�‘�—�•�‡���‹�•�� �†�‡�•�‹�‰�•�‡�†���–�‘�� �‡�•�Œ�‘�›�� �’�—�”�‡���•�Ž�‡�‡�’�ó���å���–�Š�‡���•�‘�Ž�‡��

�’�—�”�’�‘�•�‡���‘�ˆ���–�Š�ƒ�–���•�–�ƒ�–�‡�•�‡�•�–���‹�•���–�‘���ˆ�—�‡�Ž���–�Š�‡���•�’�‘�—�•�‡�ï�•���†�‡�•�‹�”�‡���–�‘���Š�‡�ƒ�”���–�Š�‡���’�”�‘�’�‘�•�‹�–�‹�‘�•�ã���ò���ƒ�‹�•���ˆ�‘�”�‡�•�–��

�•�ƒ�–�‹�˜�‡�•���”�ƒ�”�‡�Ž�›���•�•�‘�”�‡�ä�ó�������‘�—�”���•�’�‘�—�•�‡���‹�•���•�•�‘�”�‹�•�‰���„�‡�…�ƒ�—�•�‡���‘�ˆ���ƒ�•���‹�•�’�”�‘�’�‡�”���ƒ�Ž�‹�‰�•�•�‡�•�–���‘�ˆ���Š�‹�•���–�‡�‡�–�Š�á��

�Œ�ƒ�™���•�—�•�…�Ž�‡�•�� �ƒ�•�†�� �–�‘�•�‰�—�‡�ä�� �� �ò���‡�”�‡�ï�•�� ���‘�™�å�ó�� �•�‡�–�•�� �–�Š�‡�� �•�–�ƒ�‰�‡�� �ˆ�‘�”�� �–�Š�‡�� �•�‡�š�–�� �’�Š�ƒ�•�‡�� �‹�•�� �–�Š�‹�•�� �’�”�‘�…�‡�•�•��

which is establishing positioning through education.  That was one way we came up with a 

���‘�Ž�‘�•�•�ƒ�Ž�����‘�•�…�‡�’�–���ˆ�‘�”���–�Š�‹�•�ä�������ï�Ž�Ž���™�ƒ�Ž�•���›�‘�—���–�Š�”�‘�—�‰�Š���‹�–�ã 

 

�� ���Š�‡�����‘�Ž�‘�•�•�ƒ�Ž�����‘�•�…�‡�’�–���‹�•���ò���—�”�‡�����Ž�‡�‡�’�ä�ó�� 

�� Then we established the proposition.  Rain forest natives rarely snore.  They 

enjoy pure sleep, nightly.  

�� In the next step, �™�‡�� �‹�•�’�Ž�‡�•�‡�•�–�� �–�Š�‡�� �ò���‡�”�‡�ï�•�� ���‘�™�å�ó�� �� ���‘�™�� �™�‡�� �…�ƒ�•�� �•�–�ƒ�”�–��

�‡�•�–�ƒ�„�Ž�‹�•�Š�‹�•�‰�� �’�‘�•�‹�–�‹�‘�•�‹�•�‰�� �–�Š�”�‘�—�‰�Š�� �‡�†�—�…�ƒ�–�‹�‘�•�å�� �� �ò���‡�”�‡�ï�•�� �™�Š�›�� �›�‘�—�”�� �•�’�‘�—�•�‡�� �‹�•��

�•�•�‘�”�‹�•�‰�á���•�‘�–���‰�‡�–�–�‹�•�‰���”�‡�•�–�ˆ�—�Ž���•�Ž�‡�‡�’���ƒ�•�†���•�‡�‡�’�‹�•�‰���›�‘�—���—�’���ƒ�Ž�Ž���•�‹�‰�Š�–�ä�ó�� 

�� That positioning step opens the door to us to able to make the promise.  In this 

�…�ƒ�•�‡�á�� �ò���›�� �ƒ�’�’�Ž�‹�ƒ�•�…�‡�� �‹�•�� �‰�—�ƒ�”�ƒ�•�–�‡�‡�†�� �–�‘�� �•�–�‘�’�� �•�•�‘�”�‹�•�‰�� �ƒ�•�†�� �’�”�‘�†�—�…�‡�� �’�—�”�‡�� �•�Ž�‡�‡�’��

�ƒ�Ž�Ž�‘�™�‹�•�‰���›�‘�—�����ƒ�•�†���›�‘�—�”���•�’�‘�—�•�‡�����–�‘���™�ƒ�•�‡���—�’���”�‡�•�–�‡�†���ƒ�•�†���ˆ�‡�‡�Ž�‹�•�‰���”�‡�ˆ�”�‡�•�Š�‡�†�ä�ó 

 

Now if we used the approach that 99% of small business owners (and likely all your 

competitors) �ƒ�”�‡���—�•�‹�•�‰�å���ƒ�•�†���™�‡���™�‡�•�–���–�‘���–�Š�ƒ�–���’�”�‘�•�’�‡�…�–���ƒ�•�†���•�ƒ�‹�†���ò���”�‹�•�‰���›�‘�—�”���•�’�‘�—�•�‡���‹�•���–�‘���•�›��

�‘�ˆ�ˆ�‹�…�‡�� �ƒ�•�†�� ���ï�Ž�Ž�� �ˆ�‹�–�� �Š�‹�•�� �™�‹�–�Š�� �–�Š�‡�� �ƒ�’�’�Ž�‹�ƒ�•�…�‡�� ���� �…�”�‡�ƒ�–�‡�†�� �ƒ�•�†�� �Š�‡�ï�Ž�Ž�� �•�–�‘�’�� �•�•�‘�”�‹�•�‰�� �‹�•�•�–�ƒ�•�–�Ž�›�á�ó�� �–�Š�ƒ�–��
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�ˆ�”�ƒ�œ�œ�Ž�‡�†���•�’�‘�—�•�‡���™�‘�—�Ž�†���•�‘�•�–���Ž�‹�•�‡�Ž�›���”�‡�•�’�‘�•�†���„�›���•�ƒ�›�‹�•�‰�á���ò���—�”�‡���Š�‡���™�‘�—�Ž�†�å�����ï�˜�‡���Š�‡�ƒ�”�†���–�Š�ƒ�–��one 

�–�‘�‘���•�ƒ�•�›���–�‹�•�‡�•���ƒ�Ž�”�‡�ƒ�†�›�����”�ä�����‡�•�–�‹�•�–�ä�ó�������–���‹�•���‘�•�Ž�›���„�›���’�”�‡�…�‡�†�‹�•�‰���–�Š�‡���’�”�‘�•�‹�•�‡���™�‹�–�Š���ò���—�”�‡�����Ž�‡�‡�’�ó��

�ƒ�•�†�� �–�Š�‡�� �’�”�‘�’�‘�•�‹�–�‹�‘�•�� �–�Š�ƒ�–�� �–�Š�‡�� �’�”�‘�•�’�‡�…�–�ï�•�� �•�‹�•�†�� �‹�•�� �‘�’�‡�•�� �ƒ�•�†�� �”�‡�ƒ�†�›�� �–�‘�� �ƒ�…�…�‡�’�–�� �–�Š�‡�� �’�”�‘�•�‹�•�‡�� �ƒ�•��

truthful. 

 

Example #3:  Professional Driver Recruiting 

Another example was a client who finds drivers for trucking and transportation 

companies.  Bartens media (www.BartensMedia.com) is considered by many in their 

�‹�•�†�—�•�–�”�›�� �–�‘�� �„�‡�� �ƒ�•�� ���ä���ä�� ���ƒ�•�ƒ�‰�‡�”�� ���ƒ�•�†�� �…�‘�•�’�ƒ�•�›�� �‘�™�•�‡�”�ï�•���� �†�”�‡�ƒ�•�� �„�‡�…�ƒ�—�•�‡�� �‘�ˆ��their ability to 

�…�‘�•�•�‹�•�–�‡�•�–�Ž�›���†�‡�Ž�‹�˜�‡�”���”�‡�•�—�Ž�–�•�ä�������•���ƒ�•���—�•�”�‡�Ž�ƒ�–�‡�†���•�‘�–�‡�á�����ï�†���Ž�‹�•�‡���–�‘���•�‡�•�–�‹�‘�•���–�Š�ƒ�–���–�Š�‡�‹�”���„�—�•�‹�•�‡�•�•���‹�•��

owned, operated and staffed 100% by females, which is cool.  They have managed to carve 

out a sizeable section of market share in this industry�å���™�Š�‹�…�Š���‹�•���†�‘�•�‹�•�ƒ�–�‡�†���„�›���•�‡�•�ä 

 

���Š�‡�� ���ä���ä�� ���ƒ�•�ƒ�‰�‡�”�ï�•�� ���ƒ�•�†�� �…�‘�•�’�ƒ�•�›�� �‘�™�•�‡�”�ï�•���� �•�‡�›�� �†�‡�•�‹�”�‡�� �™�ƒ�•�� �–�‘�� �‰�‡�–�� �“�—�ƒ�Ž�‹�ˆ�‹�‡�†�� �†�”�‹�˜�‡�”�•��

���“�—�‹�…�•�Ž�›�����•�‘���–�Š�ƒ�–���–�Š�‡���…�‘�•�’�ƒ�•�›�ï�•���–�”�—�…�•�•���…�‘�—�Ž�†���”�‡�•�ƒ�‹�•���‘�•���–�Š�‡���”�‘�ƒ�†�ä�������Š�‡�����‘-Founder and CEO 

of the company Joyce Bartens promise (when I met her) wa�•�á�� �ò���‡�� �™�‹�Ž�Ž�� �…�‘�•�•�‹�•�–�‡�•�–�Ž�›�� ���ƒ�•�†��

�“�—�‹�…�•�Ž�›���� �ˆ�‹�•�†�� �“�—�ƒ�Ž�‹�ˆ�‹�‡�†�� �†�”�‹�˜�‡�”�•�� �ˆ�‘�”�� �›�‘�—�”�� �…�‘�•�’�ƒ�•�›�� �ƒ�•�†�� �•�‡�‡�’�� �›�‘�—�”�� �–�”�—�…�•�•�� �‘�•�� �–�Š�‡�� �”�‘�ƒ�†�ä�ó�� ��And 

�™�Š�‹�Ž�‡���Š�‡�”���…�‘�•�’�ƒ�•�›���ƒ�…�–�—�ƒ�Ž�Ž�›���†�‡�Ž�‹�˜�‡�”�‡�†���…�‘�•�•�‹�•�–�‡�•�–�Ž�›���‘�•���–�Š�ƒ�–���’�”�‘�•�‹�•�‡�å�� she joined the ranks of 

every other driver recruiting agency in the industry saying the same thing. 

 

���—�–���
�‘�›�…�‡���Š�ƒ�†���ƒ���’�”�‘�„�Ž�‡�•�ä�������‡�•�‡�•�„�‡�”�á���™�‡���…�ƒ�•�ï�–���Ž�‡�ƒ�†���™�‹�–�Š���’�”�‘�•�‹�•�‡�•���ƒ�•�›�•�‘�”�‡�ä�������Š�ƒ�–�ï�•���•�‘�–��

�‰�‘�‹�•�‰�� �–�‘�� �•�‡�–�� �—�•�� �ƒ�’�ƒ�”�–�ä�� �� ���‘�—�ï�˜�‡�� �‰�‘�–�� �–�‘�� �Š�ƒ�˜�‡�� �ƒ�� �„�‡�–�–�‡�”�� �™�ƒ�›�ä�� �� ���—�”�‹�•�‰�� �–�Š�‡�� �–�”�ƒ�‹�•�‹�•�‰�á�� ���� �ƒ�•�•�‡�†�� �Š�‡�”��

�“�—�‡�•�–�‹�‘�•�•���ƒ�„�‘�—�–���Š�‘�™���•�Š�‡���†�‡�Ž�‹�˜�‡�”�‡�†���–�Š�‹�•���ƒ�•�†���™�Š�ƒ�–�ï�•���†�‹�ˆ�ˆ�‡�”�‡�•�–�ä�����Š�‡���•�ƒ�‹�†�á���ò���‡���—�•�‡ a predictive 

analytics-based system (which is uniquely available from Bartens Media) that searches over 

1.5 billion job related transactions on the web (in seconds) then predicts the number of 

driver applicants we can provide for your company in any given geographical location in the 

���ä���å���–�‡�Ž�Ž�‹�•�‰���›�‘�—���–�Š�‡���•�’�‡�…�‹�ˆ�‹�…���ƒ�•�‘�—�•�–���‘�ˆ���–�‹�•�‡���‹�–���™�‹�Ž�Ž���–�ƒ�•�‡���ƒ�•�†���ˆor what price.  ���•�†�á���›�‘�—���†�‘�•�ï�–��

pay until we deliver!�ó�������Š�‹�•���‹�•���–�‘�–�ƒ�Ž�Ž�›���†�‹�ˆ�ˆ�‡�”�‡�•�–���ˆ�”�‘�•���ƒ�•�›�–�Š�‹�•�‰���‹�•���Š�‡�”���‹�•�†�—�•�–�”�›�á���™�Š�‹�…�Š���‹�•���…�‘�‘�Ž�ä 

 

The Colossal Concept that we (actually, Joyce and her team) came up with was, 

�ò���”�‡�†�‹�…�–�‹�˜�‡�� ���”�‹�˜�‡�”�� ���•�ƒ�Ž�›�–�‹�…�•�á�ó�� �–�‘�� �‡�•�…�ƒ�’�•�—�Ž�ƒ�–�‡�� �–�Š�‡�� �’�”�‹�•�ƒ�”�›�� �„�‡�•�‡�ˆ�‹�–�•�� �‘�ˆ�� �–�Š�‡�� �”�‡�•�—�Ž�–�•�� �‘�ˆ�� �–�Š�‡�‹�”��

�’�”�‘�•�‹�•�‡�ä�������–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�‘���”�‡�•�‡�•�„�‡�”���–�Š�ƒ�–���•�Š�‡�ï�•���•�‘�–���—�•�‹�•�‰���–�Š�‹�•���ƒ�•���ƒ���Š�‡�ƒ�†�Ž�‹�•�‡���ƒ�•�†���•�Š�‡�ï�•���•�‘�–�� 

https://www.kennewhouse.com/
http://www.bartensmedia.com/
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�•�ƒ�•�‹�•�‰�� �–�Š�‹�•�� �‹�•�–�‘�� �ƒ�� �…�‘�•�•�‡�”�…�‹�ƒ�Ž�� �‘�”�� �ƒ�•�›�–�Š�‹�•�‰�� �Ž�‹�•�‡�� �–�Š�ƒ�–�ä�� �� ���Š�ƒ�–�� �™�‡�ï�”�‡�� �†�‘�‹�•�‰�� �‹�•�� �•�‡�–�ƒ�’�Š�‘�”�‹�…�ƒ�Ž�Ž�›��

having that conversation with the H.R. Manager and/or the company owner.  The H.R. 

���ƒ�•�ƒ�‰�‡�”�����™�•�‡�”���‹�•���•�ƒ�›�‹�•�‰�á���ò�
�‡�‡�œ�á���™�‡���•�‡�‡�†���•�‘�”�‡���†�”�‹�˜�‡�”�•���ƒ�•�†���™�‡���•�‡�‡�†���–�Š�‡�•���Ž�‹�•�‡���›�‡�•�–�‡�”�†�ƒ�›�á�ó��

�ƒ�•�†���
�‘�›�…�‡���‹�•���‰�‘�‹�•�‰�á���ò���Š�á���Ž�‡�–���•�‡���‰�—�‡�•�•�ä�������‘�—�ï�”�‡���•�Š�‘�”�–���‘�ˆ���“�—�ƒ�Ž�‹�ˆ�‹�‡�†���†�”�‹�˜�‡�”�•���™�Š�‹�…�Š���Š�ƒ�•���–�ƒ�•�‡�•���’�ƒ�”�–��

�‘�ˆ���›�‘�—�”���ˆ�Ž�‡�‡�–���‘�ˆ�ˆ���–�Š�‡���”�‘�ƒ�†�����Š�—�”�–�‹�•�‰���›�‘�—�”���’�”�‘�ˆ�‹�–�ƒ�„�‹�Ž�‹�–�›���ä�ó�����Š�‡�����ä���ä�����ƒ�•�ƒ�‰�‡�”�����™�•�‡�”�� �”�‡�•�’�‘�•�†�•�á��

�ò���‡�•���ƒ�•�†���‹�–���•�—�…�•�•�ä�ó 

 

���Š�‡�•���
�‘�›�…�‡���•�ƒ�›�•�á���ò���Š�ƒ�–���›�‘�—���•�‡�‡�†���‹�•�����”�‡�†�‹�…�–�‹�˜�‡�����”�‹�˜�‡�”�����•�ƒ�Ž�›�–�‹�…�•�ä�ó�������‡�•�‡�•�„�‡�”�á���–�Š�‡���’�Š�”�ƒ�•�‡��

�‹�•�� �•�‘�–�� �†�‡�•�‹�‰�•�‡�†�� �–�‘�� �‰�‡�–�� �–�Š�‡�� ���ä���ä�� ���ƒ�•�ƒ�‰�‡�”�� ���‘�”�� �•�‘�”�‡�� �‹�•�’�‘�”�–�ƒ�•�–�Ž�›�á�� �–�Š�‡�� �‘�™�•�‡�”���� �–�‘�� �•�ƒ�›�á�� �ò���Š�ƒ�–�ï�•��

�ƒ�•�ƒ�œ�‹�•�‰�á���Š�‡�”�‡�å���–�ƒ�•�‡���‘�—�”���•�‘�•�‡�›�ä�ó�������Š�ƒ�–�ï�•���•�‡�˜�‡�”���‰�‘�‹�•�‰���–�‘���Š�ƒ�’�’�‡�•�ä�������•�•�–�‡�ƒ�†�á���–�Š�‡�����ä���ä�����ƒ�•�ƒ�‰�‡�”��

and/or the Owner (which I know from �™�‘�”�•�‹�•�‰�� �™�‹�–�Š�� ���ƒ�”�–�‡�•�•���� �•�ƒ�›�•�á�� �ò���ƒ�‹�–�á�� �™�Š�ƒ�–�ï�•�� �–�Š�ƒ�–�ë�ó����

���Š�ƒ�–�ï�•���ƒ�Ž�Ž���‹�–�ï�•���•�‡�ƒ�•�–���–�‘���†�‘�á���™�Š�‹�…�Š���‹�–���†�‘�‡�•���˜�‡�”�›�á���˜�‡�”�›���™�‡�Ž�Ž�ä�������‡�•�‡�•�„�‡�”�á���™�‡�ï�”�‡���•�‘�–���–�—�”�•�‹�•�‰���–�Š�‡��

knob.  The next step is to start pushing the door open.  We do that with the proposition. 

 

If the H.R. Manager an�†���‘�”�����™�•�‡�”���‹�•���•�ƒ�›�‹�•�‰�á���ò���Š�ƒ�–���‹�•�����”�‡�†�‹�…�–�‹�˜�‡�����”�‹�˜�‡�”�����•�ƒ�Ž�›�–�‹�…�•�ë�ó���™�‡��

�‡�•�–�ƒ�„�Ž�‹�•�Š���–�Š�‡���’�”�‘�’�‘�•�‹�–�‹�‘�•�á���òWe will consistently (and quickly) find qualified drivers for your 

company and keep your trucks on the road.  ���‡�”�‡�ï�•���Š�‘�™�å�ó���� 

 

���Š�‡���™�‘�”�†�•�á���ò���‡�”�‡�ï�•���Š�‘�™�å�ó���Ž�‡�ƒ�†���‹�•�–�‘���‡�•�–ablishing preeminent positioning by educating 

�–�Š�ƒ�–���•�ƒ�•�ƒ�‰�‡�”���ƒ�•�†���‘�”���‘�™�•�‡�”�ä�������Š�‡�����‘�Ž�‘�•�•�ƒ�Ž�����‘�•�…�‡�’�–���‹�•�á���ò���”�‡�†�‹�…�–�‹�˜�‡�����”�‹�˜�‡�”�����•�ƒ�Ž�›�–�‹�…�•�ä�ó 

  

Example #3:  Fat (Weight) Loss 

���‡�”�‡�ï�•���ƒ�•�‘�–�Š�‡�”���‡�š�ƒ�•�’�Ž�‡���ˆ�”�‘�•���–�Š�‡���•�‘�•�–���…�‘�•�’�‡�–�‹�–�‹�˜�‡�á���‘�˜�‡�”-crowded market in existence.  

���Š�‹�•���‹�•���™�‹�–�Š�‘�—�–���“�—�‡�•�–�‹�‘�•���‘�•�‡���‘�ˆ���–�Š�‡���„�‡�•�–�����‘�Ž�‘�•�•�ƒ�Ž�����‘�•�…�‡�’�–�•�����ï�˜�‡���‡�˜�‡�”���•�‡�‡�•���ƒ�•�†���‹�–�•���Ž�‹�•�‡�Ž�›���„�‡�‡�•��

�™�‘�”�–�Š���Š�—�•�†�”�‡�†�•���‘�ˆ���•�‹�Ž�Ž�‹�‘�•�•���‘�ˆ���†�‘�Ž�Ž�ƒ�”�•�ä�������–�Š�‡�”���–�Š�ƒ�•���–�‘�‹�Ž�‡�–���’�ƒ�’�‡�”�á���–�Š�‡���ò�Ž�‘�•�‡���™�‡�‹�‰�Š�–���ˆ�ƒ�•�–�ó���•�‹�…�Š�‡���‹�•��

�–�Š�‡���•�‘�•�–���…�‘�•�•�‘�†�‹�–�‹�œ�‡�†���‹�•���–�Š�‡���™�‘�”�Ž�†�ä�������–�ï�•���ƒ���•�—�Ž�–�‹�„�‹�Ž�Ž�‹�‘�•-dollar industry that shows no signs 

of slowing down.   

 

���Š�‡�� �’�”�‘�•�‹�•�‡�� �™�‡�ï�”�‡�� �”�‡�˜�‹�‡�™�‹�•�‰�� �‹�•�� �•�ƒ�†�‡�� �„�›�� �����{�r�� �ƒ�•�†�� �‹�–�� �„�ƒ�•�‹�…�ƒ�Ž�Ž�›�� �•�ƒ�›�•�á�� �ò���—�›�� �����{�r�� �ƒ�•�†��

�›�‘�—�ï�Ž�Ž���‰�‡�–���”�‹�’�’�‡�†�á���Š�ƒ�”�†���ƒ�•�†���„�‡�…�‘�•�‡���‹�”�”�‡�•�‹�•�–�‹�„�Ž�‡���–�‘���–�Š�‡���‘�’�’�‘�•�‹�–�‡���•�‡�š�ä�ó���������Š�‡���…�Š�ƒ�Ž�Ž�‡�•�‰�‡�ë�������Š�‹�•���‹�•��

what every other fitness program promises prospects, thousands of times per day.  So, at the 
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�‘�—�–�•�‡�–�á���–�Š�‡�”�‡�ï�•���•�‘���†�‹�ˆ�ˆ�‡�”�‡�•�…�‡�ä�������ˆ���™�‡���™�‡�”�‡���–�‘���ƒ�•�ƒ�Ž�›�œ�‡�������{�r���ƒ�•�†���–�Š�‡�•���ƒ�•�•���–�Š�‡�•�á���ò���‘�™���†�‘�‡�•���›�‘�—�”��

program deliver �‘�•���‹�–�•���’�”�‘�•�‹�•�‡�ë�ó�ä�������Š�‡�›�ï�†���ƒ�•�•�™�‡�”���„�›���•�ƒ�›�‹�•�‰�ã 

 

1. ���–�ï�•���Š�ƒ�”�†�‡�”���–�Š�ƒ�•���ƒ�•�›�–�Š�‹�•�‰���›�‘�—�ï�˜�‡���–�”�‹�‡�†���„�‡�ˆ�‘�”�‡ 

2. ���‘�—�ï�”�‡���…�‘�•�–�‹�•�—�ƒ�Ž�Ž�›���…�Š�ƒ�•�‰�‹�•�‰���—�’���›�‘�—�”���™�‘�”�•�‘�—�–���”�‘�—�–�‹�•�‡�á���ƒ�•�†�å 

3. ���‘�—�ï�”�‡�� �…�‘�•�„�‹�•�‹�•�‰�� �‹�•�–�‡�•�•�‡�� �…�ƒ�”�†�‹�‘�˜�ƒ�•�…�—�Ž�ƒ�”�� �‡�š�‡�”�…�‹�•�‡�� �™�‹�–�Š�� �™�‡�‹�‰�Š�–�� �–�”�ƒ�‹�•�‹�•�‰�� �™�‹�–�Š��

dumbbells.  And by combing all those things the program is more effective and you 

experience results faster. 

 

���‡�ï�˜�‡���ƒ�Ž�Ž���•�‡�‡�•���–�Š�‡�‹�”���…�‘�•�•�‡�”�…�‹�ƒ�Ž�•���•�‘���•�ƒ�•�›���–�‹�•�‡�•���™�‡���…�ƒ�•���’�”�‘�„�ƒ�„�Ž�›���”�‡�’�‡�ƒ�–���–�Š�‡���•�…�”�‹�’�–�•�å��

�˜�‡�”�„�ƒ�–�‹�•�ä�� �� ���Š�›�ë�� �� ���‡�…�ƒ�—�•�‡�� �–�Š�‡�� �…�‘�•�•�‡�”�…�‹�ƒ�Ž�•�� �™�‘�”�•�ä�� �� ���Š�ƒ�–�ï�•�� �–�Š�‡�‹�”�� ���‘�Ž�‘�•�•�ƒ�Ž�� ���‘�•�…�‡�’�–�ë�� �� ���—�•�…�Ž�‡��

confusio�•�ä�� �� ���‡�–�ï�•�� �‰�‘�� �„�ƒ�…�•�� �ƒ�•�†�� �‹�•�ƒ�‰�‹�•�‡�� �–�Š�ƒ�–�� �›�‘�—�ï�”�‡�� �•�‘�™�� �‹�•�� �ƒ�� �…�‘�•�˜�‡�”�•�ƒ�–�‹�‘�•�� �™�‹�–�Š�� �ƒ�� �†�—�†�‡�� �›�‘�—��

know who wants to lose (fat) weight fast, get ripped and have hard, well-defined muscles.  

���‘�—���•�‹�‰�Š�–���•�—�‰�‰�‡�•�–���–�‘���Š�‹�•�á���ò���‡�›���†�—�†�‡�á���›�‘�—���•�Š�‘�—�Ž�†���–�”�›���—�•�‹�•�‰���•�—�•�…�Ž�‡���…�‘�•�ˆ�—�•�‹�‘�•�ä���� 

 

���Š�ƒ�–�ï�•���‰�‘�‹�•�‰���–�‘���‰�‹�˜�‡���›�‘�—���–�Š�‡���”�‡�•�—�Ž�–�•���›�‘�—���™�ƒ�•�–���ˆ�ƒ�•�–�‡�”���–�Š�ƒ�•���ƒ�•�›�–�Š�‹�•�‰���‡�Ž�•�‡�ä�ó  ���Š�‡�•���Š�‡�ï�†���•�ƒ�›�á��

�ò���Š�ƒ�–�ï�•�� �•�—�•�…�Ž�‡�� �…�‘�•�ˆ�—�•�‹�‘�•�ë�ó�� �� �����������è�� �� ���‹�•�•�‹�‘�•�� �ƒ�…�…�‘�•�’�Ž�‹�•�Š�‡�†�ä�� �� ���Š�‹�•�� �–�™�‘-word colossal 

concept combination encapsulates the primary benefits and difference of PX90 instantly.  

���‡�•�‡�•�„�‡�”�å�� �–�Š�ƒ�–�ï�•�� �ƒ�Ž�Ž�� �‹�–�� �‹�•�å�� �ƒ�� �•�Š�‘�”�–�� �ƒ�•�†�� �“�—�‹�…�•�� �’�Š�”�ƒ�•�‡�� �†�‡�•�‹�‰�•�‡�†�� �–�‘�� �—�•�Ž�‘�…�•�� �ƒ�•�†�� �•�–�ƒ�”�–�� �–�Š�‡��

�’�”�‘�…�‡�•�•���‘�ˆ���‘�’�‡�•�‹�•�‰���–�Š�‡���†�‘�‘�”���‹�•���›�‘�—�”���’�”�‘�•�’�‡�…�–�ï�•���•�‹�•�†�ä���� 

 

���‘�™���–�Š�ƒ�–���™�‡�ï�˜�‡���‰�‘�–���–�Š�‡�����†�‘�‘�”���—�•�Ž�‘�…�•�‡�†�����ƒ�•�†���‹�–�ï�•�����•�Ž�‹�‰�Š�–�Ž�›���‘�’�‡�•�á���™�‡�ï�”�‡�����‰�‘�‹�•�‰���–�‘���’�—�•�Š���‹�–��

open a bit farther with the proposition.  The proposition behind muscle confusion is that 

https://www.kennewhouse.com/
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traditional workouts have limited results because your body gets used to them and stops 

�”�‡�•�’�‘�•�†�‹�•�‰�ä�������‘�á���‹�•���‘�”�†�‡�”���–�‘���‰�‡�–���•�ƒ�š�‹�•�—�•���”�‡�•�—�Ž�–�•���‹�•���•�‹�•�‹�•�—�•���–�‹�•�‡���›�‘�—�ï�˜�‡���‰�‘�–���–�‘���•�Š�‘�…�•���–�Š�‡��

body.   

 

N�‡�š�–���…�‘�•�‡���–�Š�‡���•�ƒ�‰�‹�…���™�‘�”�†�•�å���‡�”�‡�ï�•���Š�‘�™���–�‘���†�‘���‹�–�ä�ó  

 

���ˆ�� �™�‡�� �•�ƒ�–�� �†�‘�™�•�� �ƒ�•�†�� �ƒ�•�ƒ�Ž�›�œ�‡�†�� �–�Š�‡�� �����{�r�� �…�‘�•�•�‡�”�…�‹�ƒ�Ž�•�� �™�‡�ï�†�� �†�‹�•�…�‘�˜�‡�”�� �–�Š�ƒ�–�� �–�Š�‡�›�� �Š�ƒ�˜�‡��

�ˆ�‘�Ž�Ž�‘�™�‡�†�� �–�Š�‹�•�� �•�‡�–�Š�‘�†�� �–�‘�� �–�Š�‡�� �Ž�‡�–�–�‡�”�ä�� �� ���ˆ�� �›�‘�—�� �Ž�‘�‘�•�� �ƒ�–�� �–�Š�‡�� �…�‹�”�…�Ž�‡�� �ƒ�„�‘�˜�‡�á�� �›�‘�—�ï�Ž�Ž�� �•�‘�–�‹�…�‡�� �–�Š�ƒ�–�� �›�‘�—�”��

���‘�Ž�‘�•�•�ƒ�Ž�����‘�•�…�‡�’�–���‹�•���ò�•�—�•�…�Ž�‡���…�‘�•�ˆ�—�•�‹�‘�•�ä�ó�������‡�š�–���›�‘�—���‡�•�–�ƒ�„�Ž�‹�•�Š���–�Š�‡���’�”�‘�’�‘�•�‹�–�‹�‘�•���™�Š�‹�…�Š���‹�•�á���ò���‘�—�ï�˜�‡��

�‰�‘�–���–�‘���•�Š�‘�…�•���›�‘�—�”���„�‘�†�›���„�›���…�‘�•�ˆ�—�•�‹�•�‰���–�Š�‡���•�—�•�…�Ž�‡�•���…�‘�•�–�‹�•�—�ƒ�Ž�Ž�›�ä�������Š�‹�•���‰�‹�˜�‡�•���›�‘�—���ˆ�ƒ�•�–�‡�”���‰�ƒ�‹�•�•�ä�ó 

 

���‡�š�–�á�� �›�‘�—�� �•�‘�˜�‡�� �”�‹�‰�Š�–�� �‹�•�–�‘�á�� �ò���‡�”�‡�ï�•�� �Š�‘�™�� �‹�–�� �™�‘�”�•�•�ä�ó�� ���‘�—�ï�”�‡�� �‡�•�–�ƒ�„�Ž�‹�•�Š�‹�•�‰�� �’�‘�•�‹�–�‹�‘�•�‹�•�‰��

�–�Š�”�‘�—�‰�Š���‡�†�—�…�ƒ�–�‹�‘�•�ä�������Š�‡�•���ˆ�‹�•�ƒ�Ž�Ž�›���…�‘�•�‡�•���–�Š�‡���’�”�‘�•�‹�•�‡�á���ò���—�›�������{�r�á���†�‘���–�Š�‡�������{�r���™�‘�”�•�‘�—�–�•���ƒ�•�†��

�›�‘�—�ï�Ž�Ž�� �‰�‡�–�� �”�‹�’�’�‡�†�� �ƒ�•�†�� �Š�ƒ�”�†�� �ˆ�ƒ�•�–�‡�”�� �–�Š�ƒ�•�� �›�‘�—�ï�˜�‡�� �‡�˜�‡�”�� �‹�•�ƒ�‰�‹�•�‡�†�ä�ó�� �� ���‘�™�� �‹�ˆ�� ���‘�•�›�� ���‘�”�–�‘�•�å�� �–�Š�‡ 

creator of PX90 were to lead off his infomercials with nothing other than his promise, the 

�„�‡�ƒ�…�Š���„�‘�†�›���†�›�•�ƒ�•�–�›���Š�‡���…�”�‡�ƒ�–�‡�†���™�‘�—�Ž�†�•�ï�–���‡�š�‹�•�–�ä���� 

 

Muscle confusion (the colossal c�‘�•�…�‡�’�–�����—�•�Ž�‘�…�•�•���–�Š�‡���†�‘�‘�”���‹�•���›�‘�—�”���’�”�‘�•�’�‡�…�–�ï�•���•�‹�•�†���ƒ�•�†��

then it turns the handle to open the door.  Positioning opens the door, allowing you to walk 

�‹�•�� �ƒ�•�†�� �•�ƒ�•�‡�� �–�Š�‡�� �’�”�‘�•�‹�•�‡�ä�� �� ���ˆ�� �›�‘�—�� �•�•�‹�’�� �–�Š�‹�•�� �’�”�‘�…�‡�•�•�� �›�‘�—�ï�”�‡�� �•�ƒ�•�‹�•�‰�� �–�Š�‡�� �•�‹�•�–�ƒ�•�‡�� �˜�‹�”�–�—�ƒ�Ž�Ž�›��

�‡�˜�‡�”�›�‘�•�‡���‡�Ž�•�‡���‹�•���•�ƒ�•�‹�•�‰�å���™�Š�‹�…�Š���‹�•���–�‘���•�ƒ�•�‡���›�‘�—�”���’�”�‘�•�‹�•�‡���‘�•���–�Š�‡���‘�—�–�•�‹�†�‡���‘�ˆ���–�Š�‡���Ž�‘�…�•�‡�†���†�‘�‘�”��

�‹�•���›�‘�—�”���’�”�‘�•�’�‡�…�–�ïs mind.   

 

Example #4:  Marketing Automation for Small Businesses and Professional Practices 

The last example is from one of my own businesses.  For my professional services 

business, the biggest desire of my ideal prospects and customers (locally-owned small 

businesses and professional practices) is to automate their marketing and sales, generating 

even greater levels of profit for their companies. 

 

My promise is, �ò���•�‡���‘�—�”���•�‡�”�˜�‹�…�‡�•���ƒ�•�†���™�‡�ï�Ž�Ž���Š�‡�Ž�’���›�‘�— get (a lot) more high-quality leads, 

increased sales�å�� �‹�•proved customer retention and greater levels of profit with advanced 

�ƒ�—�–�‘�•�ƒ�–�‹�‘�•�ä�ó   Now it would be nice (a luxury, in fact) if we were the only folks on the planet 



39 
Copyright 2016 All Rights Reserved Ken Newhouse & Co., LLC 

who ever made that promise�å���„�—�–���™�‡�ï�”�‡���•�‘�–.  There are dozens of companies and individuals 

from Indiana to India who are making that promise.  Small business owners have heard it 

�…�‘�—�•�–�Ž�‡�•�•���–�‹�•�‡�•�å���–�Š�‡�›�ï�˜�‡���–�”�‹�‡�†���‹�–�å���‹�–�ï�•���•�‡�˜�‡�”���™�‘�”�•�‡�†���ˆ�‘�”���–�Š�‡�•���ƒ�•�†���–�Š�‡�›�ï�”�‡��pretty pissed off, 

which is totally legitimate.   

 

Several years back I came to that realization, which in turn, forced me challenge my 

team (and I) to answer this question: �ò���Š�ƒ�–���ƒ�„�‘�—�–���‘�—�”���•�›�•�–�‡�•���‹�•���†�‹�ˆ�ˆ�‡�”�‡�•�–�ë�������‘�™���†�‘���™�‡���†�‡�Ž�‹�˜�‡�”��

�‹�–���‹�•���™�ƒ�›���–�Š�ƒ�–�ï�•���—�•�‹�“�—�‡���ƒ�•�†���•�’�‡�…�‹�ƒ�Ž�ë�ó   It was pretty easy to come up with a compelling answer 

because �™�Š�ƒ�–�ï�•���—�•�‹�“�—�‡���ƒ�•�†���†�‹�ˆ�ˆ�‡�”�‡�•�–���ƒ�„�‘�—�–���–�Š�‡���•�›�•�–�‡�•���™�‡�ï�˜�‡���…�”�‡�ƒ�–�‡�†���‹�•���–�Š�ƒ�–, �ò��t has multiple 

contingency plans built in for prospects who do (and more importantly, who) �†�‘�•�ï�–���”�‡�•�’�‘�•�†�å��

at every level.�ó  We�ï�˜�‡�� �Ž�‡�ƒ�”�•�‡�†�� �ˆ�”�‘�•�� �ˆ�‹�”�•�–-hand experience that virtually all marketing 

campaigns that are running today, the vast majority of �’�”�‘�•�’�‡�…�–�•�� �ƒ�”�‡�•�ï�–�� �‰�‘�‹�•�‰�� �–�‘�� �–�ƒ�•�‡�� �–�Š�‡��

action that you want them to.  As an example, we know that: 

 

�� Most prospects who see your ads �ƒ�”�‡�•�ï�– going to click to find out more 

information. 

�� Most prospects who click to see more information about your stuff �ƒ�”�‡�•�ï�– going 

to buy initially. 

 

Those are the undisputable realities of small business marketing in 2016.  We 

understand and have prepared for this by building contingency plans into our automated 

�•�›�•�–�‡�•�ä�� �� ���ˆ�� �’�”�‘�•�’�‡�…�–�•�� �†�‘�•�ï�–�� �…�Ž�‹�…�•�á�� �‘�—�”�� �•�›�•�–�‡�•�� �†�‘�‡�•�� �–�Š�‹�•�ä�� �� ���ˆ�� �’�”�‘�•�’�‡�…�–�•�� �†�‘�•�ï�–�� �„�—�›�á�� �‘�—�”�� �•�›�•�–�‡�•��

�†�‘�‡�•�� �–�Š�‹�•�å�� �™�Š�‡�”�‡�ƒ�•�� �‘�–�Š�‡�”�� �•�›�•�–�‡�•�•�� �†�‘�•�ï�–�ä�� ��Our system also sends customized messages to 

prospects based on their unique behavior.   Our system treats each prospect uniquely based 

on their specific actions and/or inactions.  How did we encapsulate that into our colossal 

c�‘�•�…�‡�’�–�ë�������–�ï�•���…�ƒ�Ž�Ž�‡�†���ò���”�‘�‰�”�‡�•�•�‹�˜�‡�����†�ƒ�’�–�‹�˜�‡�����‡�•�’�‘�•�•�‡�:�ä�ó���������…�ƒ�•�‡���—�’���™�‹�–�Š���ƒ���•�‡�”�‹�‡�•���‘�ˆ���™�‘�”�†�•�á�����‹�•��

this case three):   

Progressive Adaptive Response. 
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Notice how short this colossal concept is? ���‹�‰�Š�–�� �Š�‡�”�‡�ï�•�� �™�Š�‡�”�‡�� �� want you to see how 

�‡�ˆ�ˆ�‡�…�–�‹�˜�‡���–�Š�‹�•���•�‡�–�Š�‘�†�‘�Ž�‘�‰�›���…�ƒ�•���„�‡���•�‘���›�‘�—�ï�Ž�Ž���„�‡���…�‘�•�ˆ�‹�†�‡�•�–��you can get great results, �–�‘�‘�ä�������‡�–�ï�•��

�•�ƒ�›���–�Š�ƒ�–�����ï�•���‹�•���ƒ���•�‡�‡�–�‹�•�‰���™�‹�–�Š���ƒ���•�•�ƒ�Ž�Ž���„�—�•�‹�•�‡�•�•���‘�™�•�‡�”���™�Š�‘���Š�ƒ�•���–�”�‹�‡�†���•�ƒ�”�•�‡�–�‹�•�‰���ƒ�—�–�‘�•�ƒ�–�‹�‘�•��

in �–�Š�‡�� �’�ƒ�•�–�� ���—�•�•�—�…�…�‡�•�•�ˆ�—�Ž�Ž�›���ä�� �� ���‡�� �–�‡�Ž�Ž�•�� �•�‡�� �–�Š�ƒ�–�á�� �ò���‡�ï�•�� �Ž�‘�‘�•�‹�•�‰�� �ˆ�‘�”�� �•�‘�•�‡�–�Š�‹�•�‰�� �–�Š�ƒ�–��delivers 

�…�‘�•�•�‹�•�–�‡�•�–�����ƒ�•�†���„�‡�–�–�‡�”�����”�‡�•�—�Ž�–�•�ä�ó�������•���–�—�”�•�á��I would simply say to him: �ò���‘�—���•�‡�‡�†�����”�‘�‰�”�‡�•�•�‹�˜�‡��

���†�ƒ�’�–�‹�˜�‡�����‡�•�’�‘�•�•�‡�ä�ó 

 

���‘�™�����ï�•���•�‘�–���‰�‘�‹�•�‰���–�‘���‡�š�’�‡�…�–���–�Š�ƒ�–���„�—�•�‹�•�‡�•�•���‘�™�•�‡�”���–�‘���•�ƒ�›�á���ò���‘�—���•�•�‘�™���™�Š�ƒ�–�����‡�•�ë�������‘�—�ï�”�‡��

�”�‹�‰�Š�–�å���Š�‡�”�‡�ï�•��my credit card.  This is exactly what I need.  Go ahead and charge my card and 

�Ž�‡�–�ï�•���†�‘���–�Š�‹�•�è�ó�������Š�ƒ�–�������™�ƒ�•�–�����ƒ�•�†���‡�š�’�‡�…�–����him �–�‘���•�ƒ�›���‹�•�á���ò���Š�ƒ�–�ï�•���–�Š�ƒ�–�ë�ó����The purpose of the colossal 

concept is to simply unlock the door to �–�Š�‡���’�”�‘�•�’�‡�…�–�ï�•���•�‹�•�†���ƒ�•�†��then �–�—�”�•���–�Š�‡���•�•�‘�„���ƒ���„�‹�–�ä�������Š�ƒ�–�ï�•��

all the colossal concept is designed to do.   

 

���‘�™���–�Š�ƒ�–�����ï�˜�‡���†�‘�•�‡���–�Š�ƒ�–�á �����…�ƒ�•���†�‡�Ž�‹�˜�‡�”���–�Š�‡���’�”�‘�’�‘�•�‹�–�‹�‘�•�á���ò���‘�•�–���‘�ˆ���–�Š�‡���’�”�‘�•�’�‡�…�–�•���™�Š�‘���›�‘�—�ï�”�‡��

�–�ƒ�”�‰�‡�–�‹�•�‰���†�‘�•�ï�–���†�‘���™�Š�ƒ�–���›�‘�—���™�ƒ�•�–���–�Š�‡�•���–�‘���†�‘���‹�•���”�‡�•�’�‘�•�•�‡���–�‘���›�‘�—�”���•�ƒ�”�•�‡�–�‹�•�‰���…�ƒ�•�’�ƒ�‹�‰�•�•�å��which 

�‹�•�� �…�‘�•�’�Ž�‡�–�‡�Ž�›�� �•�‘�”�•�ƒ�Ž�ä���� ���‘�•�–���’�”�‘�•�’�‡�…�–�•���†�‘�•�ï�–���‘�’�‡�•�� �›�‘�—�”�� �‡�•�ƒ�‹�Ž�•�ä���� ���‘�•�–���’�”�‘�•�’�‡�…�–�•���†�‘�•�ï�–���…�Ž�‹�…�•�� �‘�•��

your website.   

 

���‘�•�–���‘�ˆ���–�Š�‡���’�”�‘�•�’�‡�…�–�•���™�Š�‘���‰�‘���–�‘���›�‘�—�”���™�‡�„�•�‹�–�‡���†�‘�•�ï�–���„�—�›�ä�������ˆ���–�Š�‡�›���†�‹�†�á���’�‡�‘�’�Ž�‡���™�‘�—�Ž�†���„�‡���•�ƒ�›�‹�•�‰��

�–�Š�ƒ�–���™�‡�ï�”�‡���–�Š�‡���‰�”�‡�ƒ�–�‡�•�–���•�ƒ�”�•�‡�–�‹�•�‰���‡�š�’�‡�”�–�•���‹�•���–�Š�‡���™�‘�”�Ž�†�ä�������‡�ï�†���Š�ƒ�˜�‡���ƒ���{�w�¬�����‘�”���Š�‹�‰�Š�‡�”�����…�‘�•�˜�‡�”�•�‹�‘�•��

rate and small business owners around the globe would be doing anything to become our 

clients.  But the reality of the situation, however, is that �‹�–�� �†�‘�‡�•�•�ï�–�� �Š�ƒ�’�’�‡�•�ä�� ���‡�� �•�•�‘�™�� �ˆ�”�‘�•��

experience that the vast majority of the prospects who see your ads and marketing campaigns 
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�†�‘�•�ï�–���–�ƒ�•�‡���–�Š�‡���ƒ�…�–�‹�‘�•�•���–�Š�ƒ�–���›�‘�—���™�ƒ�•�–���–�Š�‡�• to.  As a result, if you want to overcome this (which 

will give you an immediate and distinct ad�˜�ƒ�•�–�ƒ�‰�‡���‘�˜�‡�”���›�‘�—�”���…�‘�•�’�‡�–�‹�–�‹�‘�•�����›�‘�—�ï�Ž�Ž���Š�ƒ�˜�‡���–�‘���Š�ƒ�˜�‡��

multiple contingency plans in place (at every level) that automatically reengages each of these 

prospects.  ���‡�”�‡�ï�•���Š�‘�™���‹�–���™�‘�”�•�•�å�ó 

 

My colossal concept and the follow up scripting totally nailed it, which sets me up 

(perfectly) to begin establishing positioning through education. 

 

Using my colossal concept, �����—�•�Ž�‘�…�•���–�Š�‡���†�‘�‘�”���ƒ�•�†���–�—�”�•���–�Š�‡���•�•�‘�„�á���ò���”�‘�‰�”�‡�•�•�‹�˜�‡��Adaptive 

���‡�•�’�‘�•�•�‡�ä�ó�����ò���Š�ƒ�–�ï�•���–�Š�ƒ�–�ë�ó���å �ò�
�Ž�ƒ�†���›�‘�—���ƒ�•�•�‡�†���•�‡���–�Š�ƒ�–���“�—�‡�•�–�‹�‘�•�å�����‡�”�‡�ï�•���Š�‘�™�ä�ó�����������‡�•�–�ƒ�„�Ž�‹�•�Š��

positioning through education, which flows seamlessly into the promise.  This, of course, is 

increased leads, higher-quality (and more) new customers, higher retention of existing 

customers �ƒ�•�†���‹�•�…�”�‡�ƒ�•�‡�†���•�ƒ�Ž�‡�•���ƒ�•�†���’�”�‘�ˆ�‹�–�å���ƒ�Ž�Ž through our System of behaviorally adaptive 

marketing automation.   

 

If I began the dialogue above with my �’�”�‘�•�‹�•�‡�å�������™�‘�—�Ž�†���„�‡���’�‡�”�…�‡�‹�˜�‡�†���ƒ�•���Œ�—�•�–���ƒ�•�‘�–�Š�‡�”��

dude selling marketing automation.  The same principle applies to you as well.  Meaning that 

if you start meetings �™�‹�–�Š���›�‘�—�”���’�”�‘�•�’�‡�…�–���„�›�� �–�‡�Ž�Ž�‹�•�‰���–�Š�‡�•�� �›�‘�—�”���’�”�‘�•�‹�•�‡�á���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘�� �„�‡��

�’�‡�”�…�‡�‹�˜�‡�†�� �ƒ�•�� �òjust another salesperson pitching their stuff, right?  So, if you want to be 

successful with this, you have to make your approach different.   

 

By the way, $6o thousand.  The colossal concept all me to take clients who had been 

paying me an average of $15,000 for our mastermind group and (without losing a single 

member) increased our fees by $45,0�r�r�å���’�‡�”���’�‡�”�•�‘�•�á��in less-�–�Š�ƒ�•���s�t�r���†�ƒ�›�•�ä�������•���›�‘�—���…�ƒ�•���•�‡�‡�å��

�‹�–�ï�•���™�‘�”�–�Š���‹�•�˜�‡�•�–�‹�•�‰���–�Š�‡���–�‹�•�‡�����ƒ�•�†���–�Š�‡���™�‘�”�•�����–�‘���‰�‡�–���–�Š�‹�•���†�‘�•�‡���”�‹�‰�Š�–�ä���������•�•�‘�™���–�Š�‹�•���…�ƒ�•���•�‡�‡�•���ƒ���„�‹�–��

�–�‡�…�Š�•�‹�…�ƒ�Ž�á���‡�•�’�‡�…�‹�ƒ�Ž�Ž�›���•�‹�•�…�‡���™�‡���Š�ƒ�˜�‡�•�ï�–��invested time learning how to write persuasive copy 

to this point.  ���ˆ���›�‘�—���™�ƒ�•�–���”�‡�•�—�Ž�–�•���Ž�‹�•�‡���–�Š�‡�•�‡�����‘�”���„�‡�–�–�‡�”�����›�‘�—�ï�˜�‡���‰�‘�–���–�‘���‰�‡�–���ƒ���Š�ƒ�•�†�Ž�‡���‘�•���–�Š�‹�•���•�–�—�ˆ�ˆ��

�ˆ�‹�”�•�–�å���„�‡�ˆ�‘�”�‡���›�‘�—���ˆ�‘�…�—�•���‘�•���™�”�‹�–�‹�•�‰���„�‡�–�–�‡�”���…�‘�’�›�ä�������Š�‹�•���‹�•���Š�‘�™���–�‘���•�—�’�‡�”�…�Š�ƒ�”�‰�‡���›�‘�—�”���•�ƒ�”�•�‡�–�‹�•�‰��

and advertising. 

 

Finding Your Own Colossal Concept 
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���‘�á�� �Ž�‡�–�ï�•�� �–�ƒlk about helping you find your colossal c�‘�•�…�‡�’�–�ä�� �� ���ï�˜�‡�� �…�”�‡�ƒ�–�‡�†�� �ƒ�� �™�‘�”�•�•�Š�‡�‡�–��

where you can start writing your answers to these questions: 

 

1. ���Š�ƒ�–�ï�•�� �–�Š�‡�� �„�‹�‰�‰�‡�•�–�� �†�‡�•�‹�”�‡�� �–�Š�ƒ�–�� �›�‘�—�”�� ������������ �������������������� �Š�ƒ�˜�‡�� �ˆ�‘�”�� �™�Š�ƒ�–�� �‹�–�� �‹�•�� �›�‘�—�ï�”�‡��

selling?   

2. What desired outcome are they expecting to receive from purchasing your 

products/services? 

3. ���Š�ƒ�–�ï�•���–�Š�‡���’�”�‘�•�‹�•�‡���›�‘�—�ï�”�‡���•�ƒ�•�‹�•�‰�ë�������Š�ƒ�–�ï�•���Ž�‹�–�‡�”�ƒ�Ž�Ž�›���‰�‘�‹�•�‰���–�‘���„�‡���–�Š�‡���‡�ƒ�•�‹�‡�•�–���–�Š�‹�•�‰���ˆ�‘�”��

you to figure out. 

4. How do you fulfill this promise?  What is uniquely different and special about the way 

�›�‘�—�ï�”�‡���ˆ�—�Ž�ˆ�‹�Ž�Ž�‹ng the promise? 

 

���•�•�™�‡�”�� �–�Š�‘�•�‡�� �“�—�‡�•�–�‹�‘�•�•�� �ƒ�•�†�� �–�Š�‡�•�� �™�‹�–�Š�‹�•�� �›�‘�—�”�� �”�‡�•�’�‘�•�•�‡�•�� �›�‘�—�ï�Ž�Ž�� �†�‹�•�…�‘�˜�‡�”�� �–�Š�‡�� ���‘�Ž�‘�•�•�ƒ�Ž��

���‘�•�…�‡�’�–���ˆ�‘�”���›�‘�—�”���„�—�•�‹�•�‡�•�•�ä�������ƒ�›�„�‡���›�‘�—�ï�Ž�Ž���†�‹�•�…�‘�˜�‡�”���‹�–���–�‘�†�ƒ�›�á���–�‘�•�‘�”�”�‘�™���‘�”���™�‹�–�Š�‹�•���–�Š�‡���•�‡�š�–���™�‡�‡�•��

or so.  It took me three and half months to come up with Progressive Adaptive Response.  

���‘�•�‡�–�‹�•�‡�•���‹�–���…�ƒ�•���–�ƒ�•�‡���Ž�‘�•�‰�‡�”���–�Š�ƒ�•���‡�š�’�‡�…�–�‡�†���–�‘���†�‹�•�…�‘�˜�‡�”���ƒ���™�‹�•�•�‹�•�‰�����‘�Ž�‘�•�•�ƒ�Ž�����‘�•�…�‡�’�–�å���„�—�–���‹�–�ï�•��

worth the effort. 

 

NEXT STEPS:  ���•�…�‡�� �›�‘�—�ï�˜�‡�� �†�‹�•�…�‘�˜�‡�”�‡�†�� �›�‘�—�”�� ���‘�Ž�‘�•�•�ƒ�Ž�� ���‘�•�…�‡�’�–�å�� �‡�˜�‡�•�� �‹�ˆ�� �‹�–�ï�•�� �•�‘�–�� �s�r�r�¨��

�’�‡�”�ˆ�‡�…�–�‡�†�å���›�‘�—���–�Š�‡�•���™�ƒ�•�–���–�‘�å 

�� Write the proposition that supports it by getting your prospects to as�•�á���ò���Š�ƒ�–��

�†�‘���›�‘�—���•�‡�ƒ�•�ë�ó�������ˆ���–�Š�‡���…�‘�Ž�‘�•�•�ƒ�Ž���…oncept is a statement that causes your prospects 

�–�‘�� �•�ƒ�›�á�� �ò���Š�ƒ�–�� �†�‘�� �›�‘�—�� �•�‡�ƒ�•�ë�ó�� �å�� �”�‡�•�‡�•�„�‡�”�� �–�Š�ƒ�–�� �›�‘�—�”�� �’�”�‘�’�‘�•�‹�–�‹�‘�•�� �‹�•�� �™�Š�ƒ�–��

supports that statement.  

 

Before closing this section I want to point out that one of the biggest mistakes I see 

clients making when I do this exercise with them in person is that they often confuse the 

colossal concept with the process of creating a �Š�‡�ƒ�†�Ž�‹�•�‡�ä�������–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�Š�ƒ�–���›�‘�—���—�•�†�‡�”stand 

the difference between the two. 

 

���Š�‡���Š�‡�ƒ�†�Ž�‹�•�‡���‹�•���—�•�—�ƒ�Ž�Ž�›�á���ò���‘�™���–�‘���†�‘���•�‘�•�‡�–�Š�‹�•�‰���”�‡�ƒ�Ž�Ž�›���•�’�‡�…�–�ƒ�…�—�Ž�ƒ�”���™�‹�–�Š�‘�—�–���•�‘�•�‡�–�Š�‹�•�‰�á���‹�•��

�����ƒ�•�‘�—�•�–���‘�ˆ���–�‹�•�‡���‘�”���Ž�‡�•�•�ä�ó�������Š�ƒ�–�ï�•���ƒ���Š�‡�ƒ�†�Ž�‹�•�‡�ä�������‘�•�ï�–���…�‘�•�ˆ�—�•�‡���›�‘�—�”��colossal concept with your 

headline.  The colossal c�‘�•�…�‡�’�–�� �•�Š�‘�—�Ž�†�� �…�‘�•�–�ƒ�‹�•�� �ƒ�� �•�ƒ�š�� �‘�ˆ�� �–�™�‘�å�� �•�ƒ�›�„�‡�� �–�Š�”�‡�‡�� �™�‘�”�†�•�� �–�Š�ƒ�–��
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encapsulates the promise.  Taking your promise and transforming it into a thing is as close 

�–�‘���ƒ�Ž�…�Š�‡�•�›���ƒ�•���›�‘�—���…�ƒ�•���‰�‡�–���”�‹�‰�Š�–���Š�‡�”�‡�ä�������‡�”�‡�ï�•���™�Š�ƒ�–�������•�‡�ƒ�•�ã�������‡�ï�”�‡���–�ƒ�•�‹�•�‰�����ƒ�•���ƒ�„�•�–�”�ƒ�…�–�����’�”�‘�•�‹�•�‡��

and transforming it into a thing. 

 

�� ���‡�ï�”�‡���–�ƒ�•�‹�•�‰���–�Š�‡���’�”�‘�•�‹�•�‡���‘�ˆ���ƒ���…�—�”�‡���ˆ�‘�”���•�•�‘�”�‹�•�‰���–�Š�ƒ�–���Ž�‡�ƒ�†�•���–�‘���†�‡�‡�’���”�‡�•�–�ˆ�—�Ž���•�Ž�‡�‡�’��

for the patient (and the exhausted spouse) and transforming it into a thing call 

Pure Sleep. 

 

�� ���‡�ï�”�‡���–�ƒ�•�‹�•�‰���–�Š�‡���’�”�‘�•�‹�•�‡���‘�ˆ���™�‘�”�•�‘�—�–���”�‡�ƒ�Ž�Ž�›�á���”�‡�ƒ�Ž�Ž�›���Š�ƒ�”�†�á��be miserable, sweat all 

�–�Š�‡���–�‹�•�‡���ƒ�•�†���˜�‘�•�‹�–���‘�•���›�‘�—�”�•�‡�Ž�ˆ���ƒ�•���ƒ���”�‡�•�—�Ž�–���‘�ˆ���†�‘�‹�•�‰���‹�–�á���–�Š�ƒ�–�ï�•���‹�•�…�”�‡�†�‹�„�Ž�›���†�‹�ˆ�ˆ�‹�…�—�Ž�–�á��

�„�—�–���˜�‡�”�›���‡�ˆ�ˆ�‡�…�–�‹�˜�‡���‡�š�‡�”�…�‹�•�‡�â���ƒ�•�†���™�‡�ï�”�‡���–�”�ƒ�•�•�ˆ�‘�”�•�‹�•�‰���‹�–���‹�•�–�‘���ƒ���–�Š�‹�•�‰���…�ƒ�Ž�Ž�‡�†�����—�•�…�Ž�‡��

Confusion. 

 

�� ���‡�ï�”�‡�� �–�ƒ�•�‹�•�‰�� �–�Š�‡�� �’�”�‘�•�‹�•�‡�� �‘�ˆ�� �‹�•�…�”�‡�ƒ�•�‡�†�� �…�‘�•�˜�‡�”�•�‹�‘�•�•�á�� �•�ƒles and retention via 

marketing automation and transforming it into a thing called Predictive 

Adaptive Response. 

 

���‡�ï�”�‡��literally performing alchemy here.  The colossal concept gives you the power to 

create money out of thin air, which is awesome!  ���Š�ƒ�–�ï�•��what I want you to do here.  Now that 

�›�‘�—�ï�”�‡���”�‡�ƒ�†�›���–�‘���†�‘���–�Š�‹�•���›�‘�—�”�•�‡�Ž�ˆ�á�������™�ƒ�•�–���›�‘�—���–�‘���ƒ�•�•�™�‡�”���–�Š�‡���“�—�‡�•�–�‹�‘�•�•���ƒ�„�‘�˜�‡�ä���������’�’�”�‘�ƒ�…�Š���–�Š�‹�•��

almost like a mind-�†�—�•�’�å���™�”�‹�–�‹�•�‰���†�‘�™�•���ƒ�•�›�–�Š�‹�•�‰���ƒ�•�†���‡�˜�‡�”�›�–�Š�‹�•�‰���–�Š�ƒ�–���’�‘�’�•���‹�•�–�‘���›�‘�—�”���•�‹�•�†�ä���� 

 

Then write out your proposition.  If you realize that you created an winning 

�’�”�‘�’�‘�•�‹�–�‹�‘�•�å���•�‡�‡�’���‹�–���ƒ�•�†���•�‘�˜�‡���‘�•�ä�������ˆ���•�‘�–�á���•�–�‘�’���™�‘�”�•�‹�•�‰���‘�•���‹�–���ˆ�‘�”���ƒ���†�ƒ�›���‘�”���•�‘���ƒ�•�†���…�‘�•�‡���„�ƒ�…�•��

�–�‘�� �‹�–�� �Ž�ƒ�–�‡�”�ä�� �� �
�‹�˜�‡�� �›�‘�—�”�� �•�‹�•�†�� �ƒ�� �”�‡�•�‡�–�ä�� �� ���‹�•�–�‡�•�� �–�‘�� �•�‘�•�‡�� �•�—�•�‹�…�å�� �’�Ž�ƒ�›�� �ƒ�� �‰�ƒ�•�‡�� ���‘�”�� �–�™�‘���� �‘�ˆ�� �’�‹�•�‰-

�’�‘�•�‰�å�� �‰�‘�� �ˆ�‘�”�� �ƒ�� �”�—�•�� �‘�”�� �ƒ�� �„�‹�•�‡�� �”�‹�†�‡�å�� �‘�”�� ���‹�ˆ�� �›�‘�—�ï�”�‡�� �–�‘�—�‰�Š�� �‡�•�‘�—�‰�Š���� �å�� �ˆ�‹�•�†�� �•�‘�•�‡�’�Ž�ƒ�…�‡�� �–�Š�ƒ�–�ï�•��

secluded and go sit perfectly quietly and still.   

 

���‘�•�ï�–�� �†�”�‹�•�•�� �…�‘�ˆ�ˆ�‡�‡�å�� �†�‘�•�ï�–�� �”�‡�ƒ�†�� �›�‘�—�”�� �–�‡�š�–�� �•�‡�•�•�ƒ�‰�‡�•�å�� �–�—�”�•�� �‘�ˆ�ˆ�� �›�‘�—�”�� �’�Š�‘�•�‡�ä�� �� ���‡�–�� �›�‘�—�”��

subconscious mind start firing and go to work.  This information wi�Ž�Ž�� �…�‘�•�‡�� �–�‘�� �›�‘�—�å�� �ƒ�•�� �‹�–��

�™�‡�”�‡�å�� �‘�—�–�� �‘�ˆ�� �–�Š�‹�•�� �ƒ�‹�”�å�� �—�•�—�ƒ�Ž�Ž�›�� �™�Š�‡�•�� �›�‘�—�ï�”�‡�� �•�‘�–�� �–�Š�‹�•�•�‹�•�‰�� �ƒ�„�‘�—�–�� �‹�–�� �ƒ�•�†�� �ƒ�”�‡�•�ï�–�� �‡�š�’�‡�…�–�‹�•�‰�� �‹�–�ä����

���Š�ƒ�–�ï�•���–�Š�‡���‡�•�†���‘�ˆ���–�Š�‡���…�Š�ƒ�’�–�‡�”���‘�•���–�Š�‡�����‘�Ž�‘�•�•�ƒ�Ž�����‘�•�…�‡�’�–�ä�������•���–�Š�‡���•�‡�š�–���…�Š�ƒ�’�–�‡�”�á�����ï�•���‰�‘�‹�•�‰���–�‘���•�Š�‘�™��

�›�‘�—���™�Š�ƒ�–���–�‘���†�‘���‘�•�…�‡���™�‡�ï�˜�‡���‘�’�‡�•�‡�†���–�Š�‡���†�‘�‘�”���‹�•���–�Š�‡ �’�”�‘�•�’�‡�…�–�ï�•���•�‹�•�†�ä 
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���‡�•�‡�•�„�‡�”�å���–�Š�‡���…�‘�Ž�‘�•�•�ƒ�Ž���…oncept simply unlocks and starts the process of opening the 

�†�‘�‘�”���‹�•���–�Š�‡���’�”�‘�•�’�‡�…�–�ï�•���•�‹�•�†�ä�������‡���•�–�‹�Ž�Ž���Š�ƒ�˜�‡���“�—�‹�–�‡���ƒ���„�‹�–���‘�ˆ���™�‘�”�•���–�‘���†�‘���„�‡�ˆ�‘�”�‡���–�Š�‡���’�”�‘�•�’�‡�…�–���‹�•��

going to be ready and willing to purchase your stuff.   

 

Tha�–���™�‘�”�•���™�‹�Ž�Ž���„�‡���†�‘�•�‡���–�Š�”�‘�—�‰�Š���’�‘�•�‹�–�‹�‘�•�‹�•�‰�ä�������•���–�Š�‡���•�‡�š�–���…�Š�ƒ�’�–�‡�”�á�����ï�•���‰�‘�‹�•�‰���–�‘���•�Š�‘�™���›�‘�—��

how to use Instant Influence to position yourself in a way that causes your prospects to like 

�›�‘�—���ƒ�•�†�����‡�˜�‡�•���•�‘�”�‡���‹�•�’�‘�”�–�ƒ�•�–�Ž�›�����å���–�”�‹�‰�‰�‡�”�•���–�Š�‡�‹�”���†�‡�•�‹�”�‡���–�‘���’�—�”�…�Š�ƒ�•�‡���™�Š�ƒ�–���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰�å��

�„�‡�ˆ�‘�”�‡���›�‘�—�ï�˜�‡���•�ƒ�†�‡���›�‘�—�”���•�ƒ�Ž�‡�•���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�ä������ 

 

How To Find The Perfect Colossal Concept (Workflow) 
 

�� ���Š�ƒ�–�����•�����‘�—�”�����”�‘�•�’�‡�…�–�ï�•�����‘�–�‹�˜�ƒ�–�‹�•�‰�����‡�•�‹�”�‡�ë   
 

�� What Is Your Promise To Fulfill That Desire? 

 

�� How Do You Fulfill It? (The Mechanism) 

 

�� What is Your Colossal Concept? (write it here) 

 

�� What Is Your Proposition? (The statement that supports the Colossal Concept) 

 

 

 

 

 

 

 

 

 

 

 

John Beidle of 1040 Wealth Designs, LLC (and found of the Saint Louis Small 

Business Meetup Group) has used this strategy to achieve massive success for his tax 

planning business that serves small businesses, real estate investors & retirees.   

 

Obviously, John has done a great job marketing his services but I would be remiss if 

I failed to mention that much of his success comes from retaining clients and from the 

referrals those delighted clients are sending him.  You can learn more about John and his 

service on LinkedIn and on his Meetup page by visiting - www.meetup.com/SLSBMG/ 
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CHAPTER FIVE:    ���•�•�–�ƒ�•�–�����•�ˆ�Ž�—�‡�•�…�‡�å�����–�–�ƒ�‹�•������������������������

���‘�•�‹�–�‹�‘�•�‹�•�‰���„�›�����‡�…�‘�†�‹�•�‰�����‘�—�”�����”�‘�•�’�‡�…�–�ï�•��

Fundamental Value Systems 

 

The Art and Science of Pre-Selling 

When you've used the colossal concept and a pertinent marketing proposition to get 

your prospect to unlock, open the door and give you access to their (mental) inner sanctum 

of influence, it's time to focus on the art of pre-selling.  An effective pre-selling strategy must 

�„�‡���‡�•�’�Ž�‘�›�‡�†���’�”�‹�‘�”���–�‘���•�ƒ�•�‹�•�‰���›�‘�—�”���ˆ�‹�•�ƒ�Ž���•�ƒ�Ž�‡�•���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�����‹�ä�‡�ä�á���ò�–�Š�‡���’�‹�–�…�Š�����–�‘���‰�‹ve yourself 

the best chance of making the sale.  

 

���ï�†���Ž�‹�•�‡���–�‘�� �’�‘�‹�•�–���‘�—�–���–�Š�ƒ�–���‹�•���Œ�—�•�–���ƒ�„�‘�—�–���‡�˜�‡�”�›�� �•�ƒ�”�•�‡�–���•�‹�…�Š�‡�����‡�•�’�‡�…�‹�ƒ�Ž�Ž�›�� �–�Š�‡���‘�•�‡�•�� �›�‘�—�ï�”�‡��

�…�‘�•�’�‡�–�‹�•�‰�� �‹�•���� �–�Š�‡�”�‡�ï�•�� �ƒ�–�� �Ž�‡�ƒ�•�–�� �‘�•�‡�� �„�”�ƒ�•�†�� �–�Š�ƒ�–�� �‡�˜�‡�”�›�‘�•�‡�� �•�‡�‡�•�•�� �–�‘�� �™�ƒ�•�–�ë�� �� ���� �„�”�ƒ�•�†�� �–�Š�ƒ�–�� �‹�•��

positioned head and shoulders above the rest?  Upon closer inspection of this brand you can 

see that it enjoys a massive level of desire within the market, but you can clearly see (after 

�…�ƒ�”�‡�ˆ�—�Ž�Ž�›���ƒ�•�ƒ�Ž�›�•�‹�•���‘�ˆ���–�Š�‹�•���„�”�ƒ�•�†�����å���–�Š�ƒ�–���–�Š�‹�•���„�”�ƒ�•�†���”�‡�ƒ�Ž�Ž�›���‹�•�•�ï�–���ƒ�Ž�Ž���–�Š�ƒ�–���•�’�‡�…�‹�ƒ�Ž�ä�������ƒ�›�„�‡���›�‘�—�ï�”�‡��

thi �•�•�‹�•�‰�á���ò�����•�‹�•�’�Ž�›���†�‘�•�ï�–���‰�‡�–���‹�–�ä�ó 

 

�� Why do so many people go this training event instead of training event? 

�� Why do so many people read her book and not his book? 

�� Why do they drive this make of vehicle instead of this vehicle? 

 

The answer to those (and other) �ò�™�Š�›�ï�•�ó���”�‡�˜�‘�Ž�˜�‡�•���ƒ�”�‘�—�•�†���–�Š�‘�•�‡���Ž�‡�ƒ�†�‹�•�‰���„�”�ƒ�•�†�ï�• 

level of INFLUENCE, which they have created and built through preeminent 

positioning. 

 

Preeminent positioning is without question (one of) the most important and powerful 

elements of your marketing campaigns.  The good news for you and I is that most of our 

competitors never give it serious consideration, which in turn, presents you with 

tremendous opportunity to use it in order to achieve total domination.  This chapter teaches 

you how to preeminently position yourself, your company or your brand by decoding (and 



46 
 

�”�‡�˜�‡�”�•�‡�� �‡�•�‰�‹�•�‡�‡�”�‹�•�‰���� �›�‘�—�”�� �’�”�‘�•�’�‡�…�–�ï�•�� �ˆ�—�•�†�ƒ�•�‡�•�–�ƒ�Ž�� �„�‡�Ž�‹�‡�ˆ�•�ä�� �� ���›�� �ˆ�‘�Ž�Ž�‘�™�‹�•�‰���–�Š�‡�� �„�Ž�—�‡�’�”�‹�•�–�� ���ï�˜�‡��

laid out for you here, you will possess magic powers of instant influence and persuasion in 

your market.    

 

Preeminent Positioning = Instant Influence   

���‘�á���™�Š�ƒ�–�ï�•���–�Š�‡���‡�ˆ�ˆ�‡�…�–�����‹�ä�‡�ä�á���ò�–�Š�‡���Œ�‘�„���‹�ˆ���›�‘�—���™�‹�Ž�Ž�ó�����‘�ˆ���’�”�‡�‡�•�‹�•�‡�•�–���’�‘�•�‹�–�‹�‘�•�‹�•�‰���ƒ�•�†���Š�‘�™���…�ƒ�•��

we use it in our marketing to our advantage?  

 

The first objective preeminent positioning will accomplish for you is to establish you 

as an authority in the marketplace .   Preeminent positioning effectively answers your 

�’�”�‘�•�’�‡�…�–�ï�•���‹�•�™�ƒ�”�†�Ž�›-directed questions with certainty and power�ä�������‘�—���•�•�‘�™�å���–�Š�‡��questions 

they ALWAYS ask themselves when considering your company as a potential solution.   

 

Questions like:   

�� Why should I listen to you?  

�� Why should I give you my attention?  

�� Why should I do what you say? 

 

The second objective preeminent positioning accomplishes for you is to create and 

build trust.   By creating and building trust  �™�‹�–�Š���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���›�‘�—�ï�Ž�Ž���„�‡���ƒ�„�Ž�‡���–�‘��effectively 

answer �›�‘�—�”���’�”�‘�•�’�‡�…�–�ï�•���“�—�‡�•�–�‹�‘�•�•���•�—�…�Š���ƒ�•: 
 

�� Why should I believe what you say and trust you?  

�� ���‘�™���†�‘�������•�•�‘�™���›�‘�—�ï�”�‡���–�‡�Ž�Ž�‹�•�‰���•�‡���–�Š�‡���–�”�—�–�Š�ë�� 

�� Why should I give you my hard-earned money? 

 

A powerful example of preeminent positioning can be seen by examining real estate 

professionals Diane Denny (Owner)and Bridget Forbes (Partner) of the Denny Team. The 

Denny Team is Berkshire Hathaway HomeServices Select Properties' #1 Team and has been 

recognized by St. Louis Business Journal as one of the top agencies in the entire Midwest.   

Diane (and Bridget) have built their business (and achieved preeminent positioning) by 

delivering excellent results for their clients with superior customer service. 

 

The third objective preeminent positioning accomplishes for you is that it supports the  
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colossal concept and the proposition.   However, just because we (successfully) establish 

the colossal concept and the proposition, �™�‡�ï�”�‡ not done.  

 

���‘�—�ï�”�‡���•�‘�–���‰�‘�‹�•�‰ �–�‘���„�‡���•�—�…�…�‡�•�•�ˆ�—�Ž���‹�ˆ���›�‘�—�ï�”�‡���•�ƒ�›�‹�•�‰��to your prospects, "Here's the colossal 

c�‘�•�…�‡�’�–�� �ƒ�•�†�� �Š�‡�”�‡�9�•�� �–�Š�‡�� �’�”�‘�’�‘�•�‹�–�‹�‘�•�å�� ���‘�™�� �‰�‹�˜�‡�� �•�‡�� �•�‘�•�‡�� �•�‘�•�‡�›�ä�:   We must support those 

elements with preeminent positioning.  The other job of preeminent positioning is to reduce 

resistance to the promise. If you do a good job with colossal concept, the proposition and 

preeminent positioning, you're going to have very little resistance when you roll out your 

promise and try to close the sale.  By following this step-by-step (yet subtle and powerful) 

process of pre-�•�‡�Ž�Ž�‹�•�‰���„�‡�ˆ�‘�”�‡���•�‡�Ž�Ž�‹�•�‰�á���›�‘�—�ï�Ž�Ž���–�”�ƒ�•�•�ˆ�‘�”�•���›�‘�—�”���’�”�‘�…�‡�•�•���ƒ�•�†���…�‘�•�˜�‡�”�–���ƒ���•�‹�‰�•�‹�ˆ�‹�…�ƒ�•�–�Ž�›��

greater number of prospects to customers. 

 

Internal or  External Positioning �� Which is More Effective? 

���–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�‘���’�‘�‹�•�–���‘�—�–���–�Š�ƒ�–���’�”�‡�‡�•�‹�•�‡�•�–���’�‘�•�‹�–�‹�‘�•�‹�•�‰���‘�„�–�ƒ�‹�•�•���•�‘�•�–���‘�ˆ���‹�–�•���’�‘�™�‡�”�����‹�ˆ���›�‘�—��

�™�‹�Ž�Ž���� �ˆ�”�‘�•�� �›�‘�—�”�� �’�”�‘�•�’�‡�…�–�ï�•�� �‹�•�–�‡�”�•�ƒ�Ž�� �†�‡�…�‹�•�‹�‘�•�� �•�ƒ�•�‹�•�‰�� �’�”�‘�…�‡�•�•�� �ƒ�•�� �‘�’�’�‘�•�‡�†�� �–�‘�� �–�Š�‡�‹�”�� �‡�š�–�‡�”�•�ƒ�Ž��

decision making process.  Let me explain:   

 

�� The external decision making process is what most of your competitors try to 

influence in their marketing campaigns.  This process is based on external 

factors such as someone convincing us of something.  For example, if we say, 

"People who like Hillary Clinton are bad.  Jim likes Hillary Clinton so you 

shouldn't hang out with him," that means someone has convinced us that Jim is 

bad because he likes Hillary Clinton. 

 

Can you cause someone to come to some sort of conclusion or decision externally by 

saying, "Hey, Jim is bad. He likes Hill�ƒ�”�›�����Ž�‹�•�–�‘�•�â���›�‘�—���•�Š�‘�—�Ž�†�•�ï�–���Š�ƒ�•�‰���‘�—�–���™�‹�–�Š���Š�‹�•�ä�6�����‡�ƒ�Š�á���‘�ˆ��

�…�‘�—�”�•�‡���›�‘�—���…�ƒ�•�ä���������Š�‡���’�”�‘�„�Ž�‡�•���™�‹�–�Š���–�Š�ƒ�–���•�–�”�ƒ�–�‡�‰�›�á���Š�‘�™�‡�˜�‡�”�á���‹�•���–�Š�ƒ�–���‹�–�ï�•���ƒ���™�‡�ƒ�•���ˆ�‘�—�•�†�ƒ�–�‹�‘�•�����ƒ�•��

demonstrated by the mainstream media and their (savage yet unsuccessful) attacks on 

Donald Trump). 

 

�x An internal decision is one we make on our own. For example, "l saw Jim breaking a 

car windshield during a protest march.  Jim is bad."  
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���ˆ���›�‘�—���…�ƒ�•���•�‡�‡���
�‹�•���„�”�‡�ƒ�•�‹�•�‰���•�‘�•�‡�‘�•�‡�ï�•���™�‹�•�†�•�Š�‹�‡�Ž�†�á���›�‘�—���†�‘�•�5�–���•�‡�‡�†���ƒ�•�›�‘�•�‡���–�‘���…�‘�•�˜�‹�•�…�‡��

you that Jim is bad. You decide for yourself. "l was right there. I saw Jim throw a brick through 

�•�‘�•�‡�‘�•�‡�ï�•�� �™�‹�•�†�•�Š�‹�‡�Ž�†�ä�� ���5�•�� �‰�‘�‹�•�‰�� �–�‘�� �ƒ�˜�‘�‹�†�� �Š�‹�•�� �”�‡�‰�ƒ�”�†�Ž�‡�•�•�� �‘�ˆ�� �™�Š�‘�� �Š�‡�� �˜�‘�–�‡�•�� �ˆ�‘�”�ä�6  Internal 

���‡�…�‹�•�‹�‘�•�•�� �ƒ�”�‡�� �‹�•�ˆ�‹�•�‹�–�‡�Ž�›�� �•�‘�”�‡�� �‡�ˆ�ˆ�‡�…�–�‹�˜�‡�� �ƒ�–�� �’�‡�”�•�—�ƒ�†�‹�•�‰�� �ò�—�•�ó�� �„�‡�…�ƒ�—�•�‡�� �™�‡�� �’�‡�”�•�—�ƒ�†�‡�� �ƒ�•�†�� �ˆ�‘�”�•��

opinions in and of ourselves.   If we make an internally-�‰�‡�•�‡�”�ƒ�–�‡�†���†�‡�…�‹�•�‹�‘�•�å���™�‡�ï�Ž�Ž���†�‡�ˆ�‡�•�†���‹�–�å��

�ƒ�•�†���™�‡�ï�Ž�Ž���•�–�‹�…�•���™�‹�–�Š���‹�–�����•�‘�•�‡�–�‹�•�‡�•�����‡�˜�‡�•���™�Š�‡�•���™�‡���•�•�‘�™���‹�–�5�•���™�”�‘�•�‰�ä���� 

 

Have you ever been in an argument and you know you're wrong but you're not going 

�–�‘���‰�‹�˜�‡���‹�•���„�‡�…�ƒ�—�•�‡�á���6���ƒ�”�”�‰�‰�Š�Š�Š�è�������–�5�•���•�›���’�‘�•�‹�–�‹�‘�•���ƒ�•�†�����ï�•���•�–�‹�…�•�‹�•�‰���–�‘���‹�–�6�ë�������ˆ���›�‘�—�ï�”�‡���Š�‘�•�‡�•�–���™�‹�–�Š��

�›�‘�—�”�•�‡�Ž�ˆ�á���›�‘�—�ï�Ž�Ž���Š�ƒ�˜�‡���–�‘���•�ƒ�›���‘�ˆ���…�‘�—�”�•�‡�å���„�‡�…�ƒ�—�•�‡���‡�˜�‡�”�›�‘�•�‡���‡�Ž�•�‡���Š�ƒ�•���†�‘�•�‡���‹�–���–�‘�‘�ä��  Our goal then, 

�‹�•�� �–�‘�� �‰�‡�–�� �‘�—�”�� �’�”�‘�•�’�‡�…�–�•�� �–�‘�� �•�ƒ�•�‡�� �ƒ�•�� �‹�•�–�‡�”�•�ƒ�Ž�Ž�›�� �‰�‡�•�‡�”�ƒ�–�‡�†�� �†�‡�…�‹�•�‹�‘�•�� �–�‘�� �’�—�”�…�Š�ƒ�•�‡�� �™�Š�ƒ�–�� �™�‡�ï�”�‡��

selling.  That realization requires that we answer the following questions:   

 

1. �ò���‘�™�� �†�‘�� �™�‡�� �‰�‡�–�� �‘�—�”�� �’�”�‘�•�’�‡�…�–�•�� �–�‘�� �•�ƒ�•�‡�� �ƒ�� ���’�‘�•�‹�–�‹�˜�‡���� �‹�•�–�‡�”�•�ƒ�Ž�Ž�›-generated decision 

�ƒ�„�‘�—�–���—�•���ƒ�•�†���™�Š�ƒ�–���™�‡�ï�”�‡���•�‡�Ž�Ž�‹�•�‰�ë������ 
 

2. How can we preeminently position our brand so that we can (covertly and 

successfully) influence their internally-generated decision making process while not 

using overt external influence tactics? (Whew!)  

 

The answer to both of those questions can be found in question #2.  We achieve this 

through the process of preeminent positioning.  Great!  So how do we create preeminent 

�’�‘�•�‹�–�‹�‘�•�‹�•�‰�ä�� �� ���Š�ƒ�–�ï�•�� �ƒ�� �‰�”�‡�ƒ�–�� �“�—�‡�•�–�‹�‘�•�å�� ���ï�•�� �‰�Ž�ƒ�†�� �›�‘�—�� �ƒ�•�•�‡�†�ä�� ���”�‡�‡�•�‹�•�‡�•�–�� �’�‘�•�‹�–�‹�‘�•�‹�•�‰�� �‘�ˆ�� �›�‘�—�á��

your company or your brand is accomplished by implementing three key elements.   

 

1. Column #1 is Surface Positioning.  

2. Column #2 is Psychographic and Demographic Positioning  

3. Column #3 is Your Demonstration.  

 

A common mistake that small business owners, marketers (and the majority of your 

competitors) make occurs when they approach prospects (almost entirely) with 

���‡�•�‘�•�•�–�”�ƒ�–�‹�‘�•�� �’�‘�•�‹�–�‹�‘�•�‹�•�‰���å���ƒ�•�†���–�‘�� �ƒ�� �Ž�‡�•�•�‡�”�� �†�‡�‰�”�‡�‡�á�����—�”�ˆ�ƒ�…�‡���’�‘�•�‹�–�‹�‘�•�‹�•�‰�ä���� ���ƒ�”�‡�Ž�›�� �†�‘�� ���� �ˆ�‹�•�†��
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small business owners approaching their prospects psychographic and demographic 

positioning strategies, which (for you) is fantastic news!   Now before we go further I want 

you to remember the golden rule of preeminent positioning:   

 

We are instantly and perpetually drawn to people that we perceive to be just like us. 

���–�5�•���ƒ�•���‘�Ž�†���ƒ�•���–�Š�‡���•�–�‘�”�›���‘�ˆ�����ƒ�‹�•���ƒ�•�†�����„�Ž�‡�å���ƒ�•�†���‹�–���™�‹�Ž�Ž���ƒ�Ž�™�ƒ�›�•���”�‡�•�ƒ�‹�•���…�‘�•�•�–�ƒ�•�–�ä�������Š�‹�•���™�‹�Ž�Ž�� 

�ƒ�Ž�™�ƒ�›�•���„�‡���–�”�—�‡���‘�ˆ���Š�—�•�ƒ�•���•�ƒ�–�—�”�‡���•�‘���‹�ˆ���™�‡�ï�”�‡���•�•�ƒ�”�–���™�‡�ï�Ž�Ž���—�•�‡���–�Š�‡���•�ƒ�–�—�”�ƒ�Ž���ˆ�Ž�‘�™���‘�ˆ���–�Š�‹�•���•atural 

law to help us versus trying to swim upstream and fight against it.   If we know that we are 

�•�ƒ�‰�•�‡�–�‹�…�ƒ�Ž�Ž�›���ƒ�–�–�”�ƒ�…�–�‡�†���–�‘���ˆ�‘�Ž�•�•���™�Š�‘���ƒ�”�‡���Œ�—�•�–���Ž�‹�•�‡���—�•�á���–�Š�‡�•���†�‘�‡�•�•�ï�–���‹�–���•�ƒ�•�‡���•�‡�•�•�‡���ˆ�‘�”���—�•���–�‘���…�”�ƒ�ˆ�–��

marketing messages (as part of our efforts to achieve preeminent positioning) that would 

force our prospects to (instantly) conclude:  

 

�6���‡�›�å�����Š�‹�•���‰�—�›���‹�•���Œ�—�•�–���Ž�‹�•�‡���•�‡�è�6 

 

���‘�á���–�Š�‡���“�—�‡�•�–�‹�‘�•�� �•�‘�™���„�‡�…�‘�•�‡�•�á���ò���‘�™���…�ƒ�•���™�‡���‰�‡�•�‡�”�ƒ�–�‡���–�Š�‡�•�‡���•�‹�•�†�•�� �‘�ˆ���”�‡�•�’�‘�•�•�‡�•�� �ˆ�”�‘�•��

�‘�—�”���’�”�‘�•�’�‡�…�–�•�ë�ó�������Š�‡���ƒ�•�•�™�‡�”�ë�������‡���ƒ�…�…�‘�•�’�Ž�‹�•�Š���–�Š�‹�•���–�Š�”�‘�—�‰�Š���’�•�›�…�Š�‘�‰raphic positioning. 

 

Psychographic Positioning 

1. The first step of psychographic positioning is to decode (and reverse engineer) your 

�’�”�‘�•�’�‡�…�–�ï�•�� �ˆ�—�•�†�ƒ�•�‡�•�–�ƒ�Ž�� �˜�ƒ�Ž�—�‡�� �•�›�•�–�‡�•�•�ä�� �� ���‘�—�”�� �’�”�‘�•�’�‡�…�–�ï�•�� �˜�ƒ�Ž�—�‡�� �•�›�•�–�‡�•�•�� �ƒ�”�‡�á�� �ò���Š�‡��

principles that guide them in business and in �Ž�‹�ˆ�‡�ë�ó������ 

 

2. The second step is to then identify how you can match those value systems in your 

messaging.  Your messaging includes your ad copy, marketing campaigns and the 

language patterns you use when communicating with prospects and customers.  

 

3. The thi�”�†�� �•�–�‡�’�� �‹�•�� �•�Š�‘�™�� �›�‘�—�”�� �’�”�‘�•�’�‡�…�–�•�� �–�Š�ƒ�–�� �›�‘�—�ï�”�‡�� �
�������� ���������� ���������� �—�•�‹�•�‰�� ���—�”�ˆ�ƒ�…�‡��

Positioning and Demonstration. 

 

The process I just described may sound a bit confusing to some of you and to others it 

�•�ƒ�›���‡�˜�‡�•���•�‘�—�•�†���Ž�‹�•�‡���ƒ���„�—�•�…�Š���‘�ˆ���™�Š�ƒ�–�‡�˜�‡�”�å���•�‘���‹�•���Œ�—�•�–���ƒ���•�‘�•�‡�•�–�����ï�Ž�Ž���•�Š�‘�™���›�‘�—���•�–�‡�’-by-step 

how to accomplish it.  But first, I want to point out an important bit of advice.  We only want 

to do this process with our ideal prospects in mind.   
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Run through this process with the sole intention of targeting and obtaining your perfect 

�’�”�‘�•�’�‡�…�–�•�ä�������‘�—���†�‘�•�ï�–���™�ƒ�•�–���–�‘���†�‘���–�Š�‹�•���‹�•���ƒ���™�ƒ�›���–�Š�ƒ�–���ƒ�–�–�”�ƒ�…�–�•���—�•�“�—�ƒ�Ž�‹�ˆ�‹�‡�†���’�”�‘�•�’�‡�…�–�•�ä���� In order 

to �ƒ�–�–�”�ƒ�…�–�� �–�Š�‡�� �’�‡�”�ˆ�‡�…�–�� �’�”�‘�•�’�‡�…�–�å�� �›�‘�—�� �™�ƒ�•�–�� �–�‘�� �ˆ�‘�…�—�•�� �‘�•�� �–�Š�ƒ�–�� �’�‡�”�•�‘�•�� �ƒ�•�†�� ���‡�˜�‡�”�›�� �•�‡�›��

�ƒ�•�’�‡�…�–���‡�Ž�‡�•�‡�•�–���‘�ˆ�����–�Š�‡�‹�”���’�‡�”�•�‘�•�ƒ���™�Š�‹�Ž�‡���›�‘�—�ï�”�‡���†�‘�‹�•�‰���–�Š�‡���‡�š�‡�”�…�‹�•�‡�ä���� We begin this process by 

�ˆ�‘�…�—�•�‹�•�‰���‘�•���‡�˜�‡�”�›�–�Š�‹�•�‰���ƒ�„�‘�—�–���›�‘�—�”���’�‡�”�ˆ�‡�…�–���’�”�‘�•�’�‡�…�–�•���ƒ�•�†���…�—�•�–�‘�•�‡�”�•�å���™�Š�‹�…�Š�����„�›���–�Š�‡���™�ƒ�›) is 

the MOST important part of this process.   

 

The first aspect/element of your prospect that I want you to focus on is his value 

system.  This step allows us to get a clear picture of how their mind works and their decisions 

are made.   

 

Your IDEAL ���”�‘�•�’�‡�…�–�ï�•�����ƒ�Ž�—�‡�����›�•�–�‡�• 

���˜�‡�”�›���Š�—�•�ƒ�•�ï�•���˜�ƒ�Ž�—�‡���•�›�•�–�‡�•���‹�•���„�ƒ�•�‡�†���‘�•���ˆ�‘�—�”��key elements:  

 

�� Their DESIRES  

�� Their FEARS  

�� What they stand FOR  

�� What they stand AGAINST  

 

���–�ï�•���“�—�‹�…�•�‡�”���ƒ�•�†���‡�ƒ�•�‹�‡�”���•�‘�����ï�Ž�Ž���†�‡�•�‘�•�•�–�”�ƒ�–�‡���Š�‘�™���–�Š�‹�•���™�‘�”�•�•���„�›���—�•�‹�•�‰���•y ideal prospects 

as an example: 

In this example let's assume that I'm selling my professional services, which is where 

�™�‡�� �‹�•�•�–�ƒ�Ž�Ž�� �ƒ�—�–�‘�•�ƒ�–�‡�†�� �•�ƒ�”�•�‡�–�‹�•�‰�� �…�ƒ�•�’�ƒ�‹�‰�•�•�� ���—�•�‹�•�‰�� ���”�‘�‰�”�‡�•�•�‹�˜�‡�� ���†�ƒ�’�–�‹�˜�‡�� ���‡�•�’�‘�•�•�‡�;��

methodology I developed) for my small business owner clients.  We design and build the 

automated systems for them and then coach them on how to implement and use their 

�ƒ�—�–�‘�•�ƒ�–�‹�‘�•���‹�•���–�Š�‡���•�‘�•�–���‡�ˆ�ˆ�‡�…�–�‹�˜�‡���•�ƒ�•�•�‡�”���’�‘�•�•�‹�„�Ž�‡�ä���������ï�Ž�Ž���„�‡�‰�‹�•���–�Š�‹�•���‡�š�‡�”�…�‹�•�‡���„�›���ƒ�•�•�‹�•�‰���•�›�•�‡�Ž�ˆ�á��

�ò���Š�ƒ�–���†�‘�‡�•���•�›���������������������������������™�ƒ�•�–�ë�ó�� 

 

I know that the BIGGEST DESIRE of my Ideal prospects and customers is to achieve 

�…�‘�•�•�‹�•�–�‡�•�–���•�ƒ�Ž�‡�•�ä���������–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�‘���”�‡�•�‹�•�†���›�‘�—���Š�‡�”�‡���–�Š�ƒ�–�����ï�•���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–���•�›�����†�‡�ƒ�Ž�����”�‘�•�’�‡�…�–�•��

�ƒ�•�†�����—�•�–�‘�•�‡�”�•�ä�������ï�•���†�‡�•�…�”�‹�„�‹�•�‰���–�Š�‡���‡�š�ƒ�…�–���–�›�’�‡���‘�ˆ���’�‡�”�•�‘�•�������™�ƒ�•�–���–�‘���™�‘�”�•���™�‹�–�Š�ä���� Something else 

I know about my ideal prospects and customers is that they want to aggressively promote 
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their business. Of equal (and related) importance to them is that their promotions deliver 

�˜�ƒ�Ž�—�‡�����–�‘���–�Š�‡�‹�”���’�”�‘�•�’�‡�…�–�•���ƒ�•�†���…�—�•�–�‘�•�‡�”�•�����å���™�Š�‹�…�Š���ƒ�Ž�Ž�‘�™�•���–�Š�‡�•���–�‘���…�”�‡�ƒ�–�‡���ƒ�•�†���„�—�‹�Ž�†���‰�‘�‘�†�™�‹�Ž�Ž��

in their marketplace.   

 

My Ideal prospects and customers also are intent on transforming their advertising 

investment (first) into high-quality new customers and (then) into maximum profit for their 

�„�—�•�‹�•�‡�•�•�‡�•�ä���� �� ���‘�™���†�‘�•�ï�–�� �‰�‡�–���•�‡���™�”�‘�•�‰�å�� ���ˆ���–�Š�‡�›�� �†�‹�•�…�‘�˜�‡�”���ƒ�� �•�‡�–�Š�‘�†���–�Š�ƒ�– will allow them to 

�‰�‡�•�‡�”�ƒ�–�‡�� �ƒ�� �’�”�‘�ˆ�‹�–�� �™�‹�–�Š�‘�—�–�� �‡�ˆ�ˆ�‘�”�–�á�� �–�Š�‡�›�ï�Ž�Ž�� ���‘�„�˜�‹�‘�—�•�Ž�›���� �–�ƒ�•�‡�� �‹�–�ä�� �� ���—�–�� �–�Š�‡�‹�”�� �‰�—�‹�†�‹�•�‰�� �„�—�•�‹�•�‡�•�•��

�’�”�‹�•�…�‹�’�Ž�‡���…�ƒ�•���„�‡���•�—�•�•�‡�†���—�’���Ž�‹�•�‡���–�Š�‹�•�á���ò���Š�‡�›���—�•�†�‡�”�•�–�ƒ�•�†���–�Š�ƒ�–���–�Š�‡���•�‘�•�–���‡�ˆ�ˆ�‡�…�–�‹�˜�‡�����ƒ�•�†���•�‘�•�–��

profitable) method for generating new customers and growing your business is advertising.   

 

�����å���•�‘�™���–�Š�ƒ�–���™�‡�ï�˜�‡���…�‘�˜�‡�”�‡�†���–�Š�‡�‹�”���†�‡�•�‹�”�‡�•�å���Ž�‡�–�ï�•���…�‘�•�–�‹�•�—�‡���–�Š�‹�•���‡�š�‡�”�…�‹�•�‡���„�›���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–��

�•�›���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�ï�•���ƒ�•�†���…�Ž�‹�‡�•�–�ï�•���	���������ä�����Š�ƒ�–���ƒ�”�‡���–�Š�‡�›���ƒ�ˆ�”�ƒ�‹�†���‘�ˆ�ë�������Š�ƒ�–���†�‘���–�Š�‡�›���™�ƒ�•�–���–�‘���ƒ�˜�‘�‹�†�ë����

One of their biggest fears is attached (at the hip) to one of their biggest desires, which can be 

summed up in one sentence:  

 

 �ò���‡�•�å�� ���Š�‹�•�� �•�ƒ�”�•�‡�–�‹�•�‰�� �ƒ�—�–�‘�•�ƒ�–�‹�‘�•�� �•�–�—�ˆ�ˆ�� �•�‘�—�•�†�•�� �ƒ�™�‡�•�‘�•�‡�å�� �„�—�–�� ���ï�•�� �‡�ƒ�•�‹�Ž�›��

�‘�˜�‡�”�™�Š�‡�Ž�•�‡�†���™�‹�–�Š���–�‡�…�Š���•�–�—�ˆ�ˆ�ä���������‘�™���†�‘�������†�‘���ƒ�Ž�Ž���–�Š�‹�•���•�–�—�ˆ�ˆ�å�����ï�•���•�‘�–���–�‡�…�Š���•�ƒ�˜�˜�›�ë���������ï�•���”�—�•�•�‹�•�‰��

�ƒ�”�‘�—�•�†���Ž�‹�•�‡���ƒ���•�ƒ�†���•�ƒ�•���ƒ�–���™�‘�”�•���ƒ�Ž�”�‡�ƒ�†�›�å���™�Š�ƒ�–���‹�ˆ�������†�‘�•�5�–���Š�ƒ�˜�‡���–�‹�•�‡�ë�����•���‹�–���‰�‘�‹�•�‰���–�‘���„�‡���ƒ���’�ƒ�‹�•���‹�• 

the butt? What if I break it?"  

 

These are all rational, normal fears.  They're also afraid of:  

 

�6���‡�ƒ�Š�á�������™�ƒ�•�–���–�‘���ƒ�‰�‰�”�‡�•�•�‹�˜�‡�Ž�›���’�”�‘�•�‘�–�‡���•�›���„�—�•�‹�•�‡�•�•���„�—�–�������†�‘�•�ï�–���™�ƒ�•�–���–�‘���Œ�‡�‘�’�ƒ�”�†�‹�œ�‡���ƒ�•�›��

�‰�‘�‘�†�™�‹�Ž�Ž���‹�•���•�›���•�ƒ�”�•�‡�–�ä���������†�‘�•�5�–���™�ƒ�•�–���–�‘���•�ƒ�•�‡���ƒ�•�›�‘�•�‡���•�ƒ�†���ƒ�•�†�������†�‘�•�ï�–���™�ƒ�•�– to be one of those 

losers that constantly bludgeon their prospects and customers with marketing messages and 

�•�–�—�ˆ�ˆ�ä�ó��  Finally, they fear the loss of one of their sources of customers and revenue. They're 

afraid it might go away.  What if Facebook stops working? What if Google slaps me again? 

What if the internet breaks? Or whatever.   My ideal person will fear that. These are the value 

�•�›�•�–�‡�•�•���‘�ˆ���–�Š�‡�����†�‡�ƒ�Ž�����”�‘�•�’�‡�…�–�•���ƒ�•�†�����—�•�–�‘�•�‡�”�•�������™�ƒ�•�–���–�‘���™�‘�”�•���™�‹�–�Š���ƒ�•�†���•�‘�”�‡���‹�•�’�‘�”�–�ƒ�•�–�Ž�›�å��

these are not the value systems of everybody in the marketplace.    
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���‘�™���‹�–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�Š�ƒ�–���›�‘�—���Ž�‹�•�–���–�Š�‡�•�‡���˜�ƒ�Ž�—�‡���•�›�•�–�‡�•�•���ˆ�‘�”���›�‘�—�”���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�•���–�Š�ƒ�–���›�‘�—��

�™�ƒ�•�–���ƒ�•���™�‡�Ž�Ž�ä���������Š�‡���•�‡�š�–���•�–�‡�’���‹�•���–�Š�‹�•���‡�š�‡�”�…�‹�•�‡���‹�•���–�‘���ˆ�‹�‰�—�”�‡���‘�—�–�á���ò���Š�ƒ�–���ƒ�”�‡���–�Š�‡�›�����‹�ä�‡�ä�á���ò���›�����†�‡�ƒ�Ž��

���”�‘�•�’�‡�…�–�•���ƒ�•�†�����—�•�–�‘�•�‡�”�•�ó�����	�����ë���� What do these folks stand for? What do they emotionally 

resonate with?... (As it relates to my type of stuff):  

 

#1:   Well, to begin with, they are for advertising.   These are the type of folks who enjoy (and 

find value) using advertising case studies.  They get excited when we talk about how to get a 

better ROI on their ad spend.  They love to strategize about how to get a higher customer 

value and a lower acquisition cost.  They're really into that. Those are the type of folks that 

are my ideal prospects and �…�—�•�–�‘�•�‡�”�•�å���–�Š�‡���ˆ�‘�Ž�•�•���–�Š�ƒ�–�����ï�•���‡�š�…�‹�–�‡�†���–�‘���™�‘�”�•���™�‹�–�Š�ä�������‘�—�Ž�†���›�‘�—��

believe that there are people that are actually against advertising?   

 

���Š�‡�›�� �–�Š�‹�•�•�� �‹�–�ï�•�� �—�•�’�”�‘�ˆ�‡�•�•�‹�‘�•�ƒ�Ž�å�� �†�‹�”�–�›�å�� �ƒ�Ž�•�‘�•�–�� �‡�˜�‹�Ž�ä�� �� ���”�‘�•�‹�…�ƒ�Ž�Ž�›�å�� �–�Š�‡�”�‡�5�•�� �ƒ�� �•�ƒ�‰�ƒ�œ�‹�•�‡��

that is entirely based on how advertising is bad for business and how it's ruining 

�‡�˜�‡�”�›�–�Š�‹�•�‰�å���™�Š�‹�…�Š�������ˆ�‹�•�†���Š�›�•�–�‡�”�‹�…�ƒ�Ž���„�‡�…�ƒ�—�•�‡�����ï�•���’�”�‡�–�–�›���•�—�”�‡���–�Š�ƒ�–���–�Š�‡���•�ƒ�‰�ƒ�œ�‹�•�‡���ƒ�…�–�—�ƒ�Ž�Ž�›���•�‡�Ž�Ž�•��

advertising slots on the pages!  

 

#2:   ���Š�‡�›�ï�”�‡���ˆ�‘�”���˜�ƒ�Ž�—�‡-�„�ƒ�•�‡�†���•�ƒ�”�•�‡�–�‹�•�‰�ä���������–�ï�•���ƒ�Ž�•�‘���‹�•�’�‘�”�–�ƒ�•�–���–�‘���•�‡���–�Š�ƒ�–���•�›���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�•��

and customers are in favor of providing marketing that actually delivers value and helps 

their customers throughout the process.     

 

I really want them to be big proponents (and take proud ownership) of their belief that 

every piece of marketing should help the prospect move one step closer to achieving their 

�‰�‘�ƒ�Ž�•�å�� �™�Š�‡�–�Š�‡�”�� �–�Š�‡�›�� �„�—�›�� �‘�”�� �•�‘�–�ä�� �� ���Š�ƒ�–�5�•�� �™�Š�ƒ�–�� ���� �™�ƒ�•�–�� �–�Š�‡�•�� �–�‘�� �„�‡�� �ˆ�‘�”�ä�� ���� �Š�ƒ�˜�‡�� �’�—�”�’�‘�•�‡�ˆ�—�Ž�Ž�›��

determined who I want as my IDEAL PROSPECT (as should you).   

 

You might say that I'm building my dream prospect.   Are there any other attributes that 

I want my IDEAL PROSPECTS to have?   Of course; I want them to understand that they can 

achieve their biggest goals and objecti�˜�‡�•���‡�˜�‡�•���–�Š�‘�—�‰�Š���‹�–�ï�•���‰�‘�‹�•�‰���–�‘���”�‡�“�—�‹�”�‡���–�Š�‡�‹�”���—�•�™�ƒ�˜�‡�”�‹�•�‰��

dedication and willingness to work hard.  I want them to be proud of the fact that they have 

busted their rear end to get where they are.   I don't want them to deadbeat losers who expect 

to get someth�‹�•�‰�� �ˆ�‘�”�� �•�‘�–�Š�‹�•�‰�ä�� �� ���� �™�ƒ�•�–�� �–�Š�‡�•�� �–�‘�� �–�ƒ�•�‡�� �‘�•�� �–�Š�‹�•�� �…�Š�ƒ�Ž�Ž�‡�•�‰�‡�� �å�–�”�ƒ�•�•�ˆ�‘�”�•�� �–�Š�‡�‹�”��
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business into a money-making-�•�ƒ�…�Š�‹�•�‡�å�� �� �™�Š�‹�Ž�‡�� �–�Š�‡�›�ï�”�‡�� �•�Š�‘�—�–�‹�•�‰�� �ò���� �†�‡�•�‡�”�˜�‡�� �–�Š�‹�•�� �ƒ�•�†�� ���ï�•��

�‰�‘�•�•�ƒ���•�ƒ�•�‡���‹�–���Š�ƒ�’�’�‡�•�è�ó���������‘�™���›�‘�—�ï�˜�‡���‰�‘�–���–�‘���„�‡���™�‘�•�†�‡�”�‹�•�‰���™�Š�›���™�‘�—�Ž�†���›�‘�—���™�ƒ�•�–���–�Š�‡�•���–�‘���„�‡��

for all the�•�‡�� �–�Š�‹�•�‰�•�ë�� �� ���� �™�ƒ�•�–�� �–�Š�‡�•�� �–�‘�� �„�‡�� �ò�	�����ó�� �ƒ�Ž�Ž�� �–�Š�‡�•�‡�� �–�Š�‹�•�‰�•�� �„�‡�…�ƒ�—�•�‡�� �‹�ˆ�� �–�Š�‡�›�ï�”�‡�� �•�‘�–�å�� �•�›��

systems, services and products are simply not going to work for them.   

 

�	�‘�”�� �•�–�ƒ�”�–�‡�”�•�å�� �‹�ˆ�� �–�Š�‡�›�� �†�‘�•�5�–�� �™�ƒ�•�–�� �–�‘�� �‹�•�˜�‡�•�–�� �•�‘�•�‡�›�� �‹�•�–�‘�� �ƒ�†�˜�‡�”�–�‹�•�‹�•�‰�å�� �•�›�� �•�›�•�–�‡�•�•�á��

strategies  �ƒ�•�†���”�‡�…�‘�•�•�‡�•�†�ƒ�–�‹�‘�•�•���’�”�‘�„�ƒ�„�Ž�›���™�‘�•�ï�–���‘�ˆ�ˆ�‡�”���–�Š�‡�•���–�Š�ƒ�–���•�—�…�Š���Š�‡�Ž�’�ä��  So, over the 

long term, what are you going to do?   

 

I'm going to build you an automated marketing machine that totally transforms your 

ability to attract quality leads, convert them into paying customers and then move them up 

�–�Š�‡���Ž�ƒ�†�†�‡�”���‘�ˆ���ƒ�•�…�‡�•�•�‹�‘�•���™�Š�‡�”�‡���–�Š�‡�›�ï�Ž�Ž���„�—�›���›�‘�—�”���•�‘�•�–���‡�š�’�‡�•�•�‹�˜�‡�á���–�‘�’-of-the-line products and 

services.  The advertising you invest in is the gas that runs that machine. Just like with your 

�˜�‡�Š�‹�…�Ž�‡�å�›�‘�—�ï�˜�‡���‰�‘�–���–�‘���„�—�›���‰�ƒ�•���ˆ�‘�” �–�Š�‡���•�ƒ�…�Š�‹�•�‡���‘�”���›�‘�—�ï�”�‡���•�‘�–���‰�‘�‹�•�‰���ƒ�•�›�™�Š�‡�”�‡�ä���� 

 

I want them to be into value-based marketing because all the campaigns that I build for 

them are all built on value-based marketing. I want them to be for hard work because this is 

hard work. Even if we build campaigns for them it's still hard.   It's not like, "Okay, here you 

go. It's done. Push this button right here and the money will start pouring in." Unfortunately, 

�„�—�•�‹�•�‡�•�•���†�‘�‡�•�•�5�–���™�‘�”�•���–�Š�ƒ�–���™�ƒ�›�å���ƒ�•�†���’�Ž�‡�ƒ�•�‡���—�•�†�‡�”�•�–�ƒ�•�†���–�Š�ƒ�–���™�‡���•�‡�˜�‡�”���’�”�‘�’�‘�•�‡���–�Š�ƒ�–���‹�–���†�‘�‡�•�ä����

S�‘�á���Ž�‡�–�ï�•���…�‘�•�–�‹�•�—�‡���–�Š�‹�•���‡�š�‡�”�…�‹�•�‡���„�›���†�‹�•�…�‘�˜�‡�”�‹�•�‰�å�� 

 

What do I want my ideal prospects and customers to be AGAINST?  What do I want 

them to dislike so much that (if it occurred) it would OFFEND them?  

 

�x I want them to be against (even offended) by dishonest sales hype.  I want them to be 

�‘�ˆ�ˆ�‡�•�†�‡�†���ƒ�–���–�Š�‡���‹�†�‡�ƒ�����ƒ�•�†���‘�…�…�—�”�”�‡�•�…�‡�����‘�ˆ���—�•�‹�•�‰���†�‹�•�Š�‘�•�‡�•�–�›���‹�•���–�Š�‡�‹�”�����‘�”���ƒ�•�›�‘�•�‡���‡�Ž�•�‡�ï�•����

business.  I want them to abhor the use of unsubstantiated hype.  I want them to hate 

this and be utterly turned off by it.     
 

�x I also want them to be against typical digital/internet marketing strategies.  This 

includes any/all ads, campaigns or promotions which provide no value to the 

prospects and customers that are being targeted.  This is the lame stuff which can 
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leave a bad taste in your �•�‘�—�–�Š���„�‡�…�ƒ�—�•�‡���‹�–�ï�•���„�ƒ�•�‡�†���•�‘�Ž�‡�Ž�›���‘�•���–�”�›�‹�•�‰���–�‘���ˆ�‹�•�†���•�Š�‘�”�–�…�—�–�•�å��

���‹�ä�‡�ä�á���ò�–�”�›�‹�•�‰���–�‘���‰�‡�–���•�‘�•�‡�–�Š�‹�•�‰���ˆ�‘�”���•�‘�–�Š�‹�•�‰���ä���������™�ƒ�•�–���–�Š�‡�•���–�‘���„�‡���–�Š�‡���‘�’�’�‘�•�‹�–�‡���‘�ˆ���–�Š�ƒ�–�ä����   

 

�x I want them to also be against short term thinking.  I want them to really understand 

that short term thinking is ineffective and actually detrimental in many instances.  If 

�›�‘�—���Ž�ƒ�…�•���˜�‹�•�‹�‘�•�å���‹�ˆ���›�‘�—���Š�ƒ�˜�‡�•�ï�–���™�”�‹�–�–�‡�•���‰�‘�ƒ�Ž�•���–�Š�ƒ�–���ƒ�”�‡���†�‡�•�‹�‰�•�‡�†���–�‘���’�—�Ž�Ž���›�‘�—���‹�•�–�‘���ƒ���‰�”�ƒ�•�†��

�ƒ�•�†���‰�Ž�‘�”�‹�‘�—�•���•�—�…�…�‡�•�•�ˆ�—�Ž���„�—�•�‹�•�‡�•�•���ˆ�—�–�—�”�‡�å���‹�ˆ���›�‘�—�ï�”�‡���’�—�”�‡�Ž�›���ƒ���•�Š�‘�”�–-�–�‡�”�•���–�Š�‹�•�•�‡�”�å���›�‘�—��

are pretty much guaranteed way to make significantly less money and enjoy 

significantly less happiness in your life.   

 

This is not simply my opinion, but factual data based on Harvard University professor 

���”�ä�����†�™�ƒ�”�†�����ƒ�•�ˆ�‹�‡�Ž�†�ï�•���’�”�‘�ˆ�‘�—�•�†���•�–�—�†�›���‘�•���•�—�…�…�‡�•�•���ƒ�•�†���’�”�‹�‘�”�‹�–�›��setting (referred to as "long 

time perspective.")  He determined that men and women who were the most successful in 

life and the most likely to move up economically were those who took the future into 

consideration with every decision they made in the present.   He found that the longer the 

period of time a person took into consideration while planning and acting, the more likely it 

was that he would achieve greatly during his career. (Tracy)   

 

 

 

 

 

 

 

 

 

I want them to be like me in the sense that they understand (and agree with) these 

things and that these foundational beliefs are an integral part of their value system.    

 

Take a look at the mini-�…�Š�ƒ�”�–�����ï�˜�‡���…�”�‡�ƒ�–�‡�†���ƒ�•�†���†�‹�•�’�Ž�ƒ�›�‡�†��above, paying attention to the 

�–�‘�’���–�™�‘���…�‘�Ž�—�•�•�•�ä�������Š�ƒ�–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���ƒ�„�‘�—�–���–�Š�‡�•�‡���…�‘�Ž�—�•�•�•�ë���������‡�Ž�Ž�á���„�›���‘�„�–�ƒ�‹�•�‹�•�‰���–�Š�‡�•�‡���˜�ƒ�Ž�—�‡��

�•�›�•�–�‡�•�•�� �ˆ�”�‘�•�� �›�‘�—�”�� �’�”�‘�•�’�‡�…�–�•�� �›�‘�—�ï�Ž�Ž�� �„�‡�� �‡�“�—�‹�’�’�‡�†�� �–�‘�� �…�”�ƒ�ˆ�–�� �›�‘�—�”�� �‘�ˆ�ˆ�‡�”�� �ƒ�•�†�� �‡�•�‰�‹�•�‡�‡�”�� �›�‘�—�”��
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demonstration.   This allows you to successful perform your demonstration of power during 

your presentation.   

 

���Š�‡���†�‡�•�‘�•�•�–�”�ƒ�–�‹�‘�•�� �‘�ˆ�� �’�‘�™�‡�”���‹�•�� �•�‹�•�’�Ž�›�� �•�›�� �™�ƒ�›���‘�ˆ�� �•�ƒ�›�‹�•�‰���–�Š�ƒ�–�á���ò�›�‘�—�ï�”�‡���†�‡�•�‘�•�•�–�”�ƒ�–�‹�•�‰��

�›�‘�—�”���’�‘�™�‡�”���–�‘���Š�‡�Ž�’���–�Š�‡�•���„�›���ƒ�…�–�—�ƒ�Ž�Ž�›���Š�‡�Ž�’�‹�•�‰���–�Š�‡�•�ä�ó�������Š�‹�•���’�”�‘�…�‡�•�•���ƒ�Ž�•�‘���Š�‡�Ž�’�•���›�‘�—���–�‘���…�”�‡�ƒ�–�‡��

your pre-framing and positioning material.    I'll give you an example. One of the articles I've 

written, which is my most popular article to date, is how to transform advertising into high-

�“�—�ƒ�Ž�‹�–�›���•�‡�™���…�—�•�–�‘�•�‡�”�•�á���–�Š�‡�•�� �–�—�”�•�� �–�Š�‡�•�� �‹�•�–�‘�� �’�”�‘�ˆ�‹�–�ä���� �� ���•�� �ˆ�ƒ�…�–�á���‹�ˆ�� �›�‘�—���‰�‘�� �–�‘�� �•�›�� �™�‡�„�•�‹�–�‡���›�‘�—�ï�Ž�Ž��

notice that the first thing that I say on my homepage:  

 

"The Most Dependable Way To Consistently Grow Your Business and Make It 

Profitable Is To... TRANSFORM ADVERTISING INTO NEW CUSTOMERS." 

 

I'm speaking right there to one of their biggest desires.   By knowing the biggest desire 

of my ideal prospects and customers, I can more easily and effectively engineer my 

messaging.  So, knowing that person's desire is key to my success.   If my ideal prospect wants 

to build goodwill with his/her prospects, then guess what?    

 

One of my other immensely popular articles is how to create great content that not only 

�•�‡�Ž�Ž�•���•�‘�”�‡���•�–�—�ˆ�ˆ���‘�•���ƒ���…�‘�•�•�‹�•�–�‡�•�–���„�ƒ�•�‹�•�å���„�—�–���‹�–���ƒ�Ž�•�‘���„�—�‹�Ž�†�•���ƒ���–�”�‡�•�‡�•�†�‘�—�•���Ž�‡�˜�‡�Ž���‘�ˆ���‰�‘�‘�†�™�‹�Ž�Ž���™�‹�–�Š��

�›�‘�—���•�ƒ�”�•�‡�–�’�Ž�ƒ�…�‡�ä���������ˆ���›�‘�—���•�–�—�†�›���ƒ�•�›���‘�ˆ���•�›���”�‡�’�‘�”�–�•�á���›�‘�—�ï�Ž�Ž���“�—�‹ckly discover that my content is 

�’�‡�”�ˆ�‡�…�–�Ž�›�� �•�ƒ�–�…�Š�‡�†���™�‹�–�Š���•�›�� �‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�ï�•�� �†�‡�•�‹�”�‡���–�‘�� �„�—�‹�Ž�†�� �‰�‘�‘�†�™�‹�Ž�Ž�å���™�Š�‹�…�Š���‹�•�� �–�Š�‡��������������

�ò���������������������ó���–�Š�‡�•�‡���–�Š�‹�•�‰�•���ƒ�”�‡���•�‘���‹�•�’�‘�”�–�ƒ�•�–�ä���� 

 

Value Mapping:  A Big Picture Overview  

���•�…�‡���™�‡�ï�˜�‡���†�‘�•�‡���‘�—�”���”�‡�•�‡�ƒ�”�…�Š�á���‹�•�˜�‡�•�–�‡�†���–�Š�‡���–�‹�•�‡���ƒ�•�†���†�‹�•�…�‘�˜�‡�”�‡�†���‘�—�”���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�ï�•��

���ò�	�����ó���ƒ�•�†���ò���
�����������ó�á���‡�–�…�ä�����å���–�Š�‡�•���‹�–�ï�•���–�‹�•�‡���–�‘���”�‘�Ž�Ž���—�’���‘�—�”���•�Ž�‡�‡�˜�‡�•���ƒ�•�†���•�–�ƒ�”�–���™�‘�”�•�‹�•�‰���‘�•���–�Š�‡��

process called Value Mapping.     

 

���‘�™���–�Š�ƒ�–���™�‡�ï�˜�‡���•�ƒ�†�‡���ƒ���Ž�‹�•�–���‘�ˆ���‘�—�”���’�”�‘�•�’�‡�…�–�ï�•���˜�ƒ�Ž�—�‡���•�›�•�–�‡�•�á���‹�–�ï�•���–�‹�•�‡���–�‘���…�”�‡�ƒ�–�‡���‘�•�‡���‘�ˆ���›�‘�—�”��

o�™�•�ä�� ���•�…�‡�� �›�‘�—�ï�˜�‡�� �…�”�‡�ƒ�–�‡�†�� �ƒ�•�� �‘�—�–�Ž�‹�•�‡�� �‘�ˆ�� �›�‘�—�”�� �˜�ƒ�Ž�—�‡�•�� �›�‘�—�ï�Ž�Ž�� �™�ƒ�•�–�� �–�‘�� �…�‘�•�’�ƒ�”�‡�� �‹�–�� �™�‹�–�Š�� �›�‘�—�”��

�’�”�‘�•�’�‡�…�–�ï�•���Ž�‹�•�–�ä�������Š�‡���’�—�”�’�‘�•�‡���‘�ˆ���…�‘�•�’�ƒ�”�‹�•�‰���–�Š�‡���–�™�‘���‹�•���•�‘���–�Š�ƒ�–���›�‘�—�ï�Ž�Ž���„�‡���ƒ�„�Ž�‡���–�‘���†�‡�–�‡�”�•�‹�•�‡���–�Š�‡��
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�…�‘�•�•�‘�•���˜�ƒ�Ž�—�‡�•���›�‘�—���•�Š�ƒ�”�‡���™�‹�–�Š���›�‘�—�”���’�”�‘�•�’�‡�…�–�•�ä�������•�…�‡���›�‘�—�ï�˜�‡���•�‘�–�‡�†���–�Š�‡���•�ƒ�–�…�Š�‡�•�á �–�Š�‡�•���‹�–�ï�•���–�‹�•�‡��

�–�‘���„�‡�‰�‹�•�����������������������
���–�Š�‡�•���ƒ�•���›�‘�—���…�‘�•�•�—�•�‹�…�ƒ�–�‹�‘�•���™�‹�–�Š���›�‘�—�”���’�”�‘�•�’�‡�…�–�•�ä���������‘�—�ï�Ž�Ž���™�ƒ�•�–���„�”�‹�•�‰��

these shared values to the forefront of your prospect's mind by shinning a spotlight on, 

�6���‡�›�å���Š�‡�”�‡�5�•���™�Š�‡�”�‡���™�‡���ƒ�”�‡���•�‹�•�‹�Ž�ƒ�”�ä�����‡�”�‡�5�•���™�Š�‡�”�‡���›�‘�—���ƒ�•�†�������•�Š�ƒ�”�‡ similar values."  

 

���–�‡�’���S�s�ã�������”�‡�ƒ�–�‡���������‹�•�–�����Š�ƒ�–�������������”�‡���ò�	�‘�”�6�� 

���‡�ï�”�‡���‰�‘�‹�•�‰���–�‘���”�‡�’�‡�ƒ�–���–�Š�‡���‡�š�ƒ�…�–���’�”�‘�…�‡�•�•���–�Š�ƒ�–���™�‡���—�•�‡�†���–�‘���…�”�‡�ƒ�–�‡���‘�—�”���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�ï�•���ƒ�•�†��

�…�—�•�–�‘�•�‡�”�ï�•���˜�ƒ�Ž�—�‡���Ž�‹�•�–���„�›���™�”�‹�–�‹�•�‰���†�‘�™�•���–�Š�‡���–�Š�‹�•�‰�•���–�Š�ƒ�–���›�‘�—�ï�”�‡���ò�ˆ�‘�”�ä�6�������•�•���›�‘�—�”�•�‡�Ž�ˆ�á���ò���Š�ƒ�–���ƒ�”�‡��

�›�‘�—���ˆ�‘�”�ë�ó����hat beliefs and/or values do you hold in the highest regard... that you champion?   

���‘���Š�‡�Ž�’���›�‘�—���‰�‡�–���•�–�ƒ�”�–�‡�†���™�‹�–�Š���–�Š�‹�•���’�ƒ�”�–���‘�ˆ���–�Š�‡���‡�š�‡�”�…�‹�•�‡�á�����ï�Ž�Ž���—�•�‡���•�›�•�‡�Ž�ˆ�����ƒ�‰�ƒ�‹�•�����ƒ�•���ƒ�•���‡�š�ƒ�•�’�Ž�‡�ä����

���‘�á���™�Š�ƒ�–���ƒ�•�������ˆ�‘�”�ë�������ï�•���ƒ���Š�—�‰�‡���ƒ�†�˜�‘�…�ƒ�–�‡���‘�ˆ�����‹�•�–�‡�Ž�Ž�‹�‰�‡�•�–�����ƒ�†�˜�‡�”�–�‹�•�‹�•�‰�ä�������5�•���”eally convinced that 

(intelligent) advertising is the fastest way to generate quality new customers for your 

�„�—�•�‹�•�‡�•�•�å�� �™�Š�‹�…�Š�� �Œ�—�•�–�� �•�‘�� �Š�ƒ�’�’�‡�•�•�� �–�‘�� �„�‡�� �‘�•�‡�� �‘�ˆ�� �–�Š�‡�� �„�‡�•�–�� �™�ƒ�›�•�� �–�‘�� �‰�‡�•�‡�”�ƒ�–�‡�� �™�‡�ƒ�Ž�–�Š�� �ˆ�‘�”�� �›�‘�—��

personally.  I guess that makes me an advertising zealot, which is great. 

 

After studying hundreds of super-successful business owners (many of which were my 

clients) and reviewing the preponderance of data gathered from my own successful business 

�˜�‡�•�–�—�”�‡�•�����ƒ�•�†���–�Š�‡�”�‡���Š�ƒ�˜�‡���„�‡�‡�•���•�ƒ�•�›�����å�������ƒ�•���ˆ�—�Ž�Ž���’�‡�”�•�—�ƒ�†�‡�†���ƒ�•�†���—�–�–�‡�”�Ž�›���…�‘�•�˜�‹�•�…�‡�†���–�Š�ƒt the 

fastest (most secure and most consistent) method that small business owners can use to 

grow their businesses (and become wealthy) is by learning how to transform advertising 

�‹�•�–�‘���’�”�‘�ˆ�‹�–�å���…�‘�•�•�‹�•�–�‡�•�–�Ž�›�ä�� 

 

I readily admit that a 100% of my advertising c�ƒ�•�’�ƒ�‹�‰�•�•���ƒ�”�‡�•�ï�–���™�‹�•�•�‡�”�•�á���„�—�–���‡�•�‘�—�‰�Š���‘�ˆ��

�–�Š�‡�•�����•�—�…�…�‡�•�•�ˆ�—�Ž�Ž�›�����‰�‡�•�‡�”�ƒ�–�‡���ƒ���’�‘�•�‹�–�‹�˜�‡�����ƒ�•�†���•�—�„�•�–�ƒ�•�–�‹�ƒ�Ž�����������ä�������Š�‹�•���•�‡�ƒ�•�•���–�Š�ƒ�–�����ï�•���ƒ�„�Ž�‡���–�‘��

�…�‘�•�•�‹�•�–�‡�•�–�Ž�›���„�‡�ƒ�–���–�Š�‡���•�–�‘�…�•���•�ƒ�”�•�‡�–�����ƒ�•�†���ƒ�Ž�Ž���”�‡�ƒ�Ž���‡�•�–�ƒ�–�‡���‰�ƒ�‹�•�•�����–�Š�”�‘�—�‰�Š���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰�ä���������ï�•���ƒ�Ž�•�‘���ƒ��

fan of diversification so I think you should be playing in each of these arenas.  So, I typically 

take the money I earn by advertising my stuff and invest it these other vehicles.   

 

The big takeaway, however, is to realize that advertising is one of the biggest keys to 

�•�›���•�—�…�…�‡�•�•���å��which makes me a huge proponent.  I think of it as the ultimate proving ground 

in business. It knows no gender; race, handicap and no advantage.   If you succeed in 

advertising, then you succeed. It is the ultimate equalizer, which is awesome.  Being an 



57 
Copyright 2016 All Rights Reserved Ken Newhouse & Co., LLC 

ov�‡�”�™�Š�‡�Ž�•�‹�•�‰���’�”�‘�’�‘�•�‡�•�–���‘�ˆ���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰���•�‡�ƒ�•�•���–�Š�ƒ�–���ƒ�•�›�‘�•�‡���‡�Ž�•�‡���™�Š�‘���‹�•���ƒ�Ž�•�‘���ò�ˆ�‘�”�ó���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰��

���ƒ�•�†���™�ƒ�•�–�•���–�‘���–�”�ƒ�•�•�ˆ�‘�”�•���–�Š�‡�‹�”���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰���‹�•�˜�‡�•�–�•�‡�•�–���‹�•�–�‘���•�‡�™���…�—�•�–�‘�•�‡�”�•�å���–�Š�‡�•���‹�•�–�‘���’�”�‘�ˆ�‹�–����

�‹�•���‹�•�•�–�ƒ�•�–�Ž�›���‰�‘�‹�•�‰���–�‘���„�‡���†�”�ƒ�™�•���–�‘���•�‡�ä�������Š�‡�›�ï�”�‡���•�ƒ�›�‹�•�‰���–�‘���–�Š�‡�•�•�‡�Ž�˜�‡�•�å���ò���‡�›�å���� like this dude.  

���‡���”�‡�ƒ�Ž�Ž�›���—�•�†�‡�”�•�–�ƒ�•�†�•���•�‡�å���™�Š�‹�…�Š���‹�•���…�‘�‘�Ž�ä�6������ 

 

���ï�•�� �ƒ�Ž�•�‘�� �ƒ�� �Š�—�‰�‡�� �’�”�‘�’�‘�•�‡�•�–�� �‘�ˆ�� �‰�‡�•�‡�”�ƒ�–�‹�•�‰���‰�‘�‘�†�™�‹�Ž�Ž�� �‹�•�� �›�‘�—�”�� �•�ƒ�”�•�‡�–�’�Ž�ƒ�…�‡�ä�� ���� �–�Š�‹�•�•�� �‡�˜�‡�”�›��

marketing campaign and communication should (in addition to promoting) deliver value to 

your target prospect�•�å�� �™�Š�‹�…�Š�� �ƒ�Ž�™�ƒ�›�•�� �‰�‡�•�‡�”�ƒ�–�‡�•�� �‰�‘�‘�†�™�‹�Ž�Ž�� �‹�•�� �–�Š�‡�� �•�ƒ�”�•�‡�–�’�Ž�ƒ�…�‡�ä�� ���‡�ƒ�˜�‡�� �–�Š�‡�•��

better than you found them, even if they don't buy. That's just my philosophy.  You could also 

�•�ƒ�›���–�Š�ƒ�–�����ï�•���ƒ�����Š�ƒ�”�†�…�‘�”�‡�����’�”�‘�’�‘�•�‡�•�–���‘�ˆ���Š�ƒ�”�†���™�‘�”�•�ä�������ˆ���›�‘�—�ï�˜�‡���•�•�‘�™�•���•�‡���ˆ�‘�”���ƒ�•�›���Ž�‡�•�‰�–�Š���‘�ˆ���–�‹�•�‡��

you already know that one of the things that ticks me off (almost) instantly is when I 

�‡�•�…�‘�—�•�–�‡�”���’�‡�‘�’�Ž�‡���™�Š�‘���†�‘�•�5�–���™�ƒ�•�–���–�‘���™�‘�”�•���Š�ƒ�”�†�å���™�Š�‘���‡�š�’�‡�…�–���–�‘���‰�‡�–���•�‘�•�‡�–�Š�‹�•�‰���ˆ�‘�”���•�‘�–�Š�‹�•�‰�ä����

It really bothers me.  Maybe it's because I'm older now and grouchy about it.  I have great 

admiration and respect for people who work hard.   

 

Everything that we have here in our country is a blessing from God and built by our 

grandparents and their parents' parents', through unbelievably hard (dedicated) work.  

Without all their hard w�‘�”�•�á�� �™�‡�� �™�‘�—�Ž�†�•�ï�–�� �Š�ƒ�˜�‡�•�ï�–�� �‹�–�� �•�‘�� �‰�‘�‘�†�� �‹�•�� �–�Š�‹�•�� �…�‘�—�•�–�”�›�� �ƒ�•�†�� �„�‡�…�ƒ�—�•�‡������

�—�•�†�‡�”�•�–�ƒ�•�†���–�Š�‹�•�å�������‰�—�‡�•�•���–�Š�ƒ�–���•�ƒ�•�‡�•���•�‡���ƒ���Š�—�‰�‡���ˆ�ƒ�•���‘�ˆ���Š�ƒ�”�†���™�‘�”�•���–�Š�‡���‡�•�–�”�‡�’�”�‡�•�‡�—�”�‹�ƒ�Ž���•�’�‹�”�‹�–�ä������

���ˆ���›�‘�—�ï�”�‡���ƒ���ˆ�‡�Ž�Ž�‘�™���‡�•�–�”�‡�’�”�‡�•�‡�—�”�á���–�Š�‡�•���›�‘�—���•�•�‘�™���ƒ�•���™�‡�Ž�Ž���ƒ�•�������†�‘���–�Š�ƒ�–���™�‡���…�ƒ�”�”�›���–�Š�‡���™�‡�‹�‰�Š�–���‘�ˆ���–�Š�‡��

wo�”�Ž�†���‘�•���‘�—�”���•�Š�‘�—�Ž�†�‡�”�•�å���†�ƒ�›���‹�•���ƒ�•�†���†�ƒ�›���‘�—�–�ä���� 

 

Without entrepreneurs, the civilized world as we know it would cease to produce goods 

and services which would send society crashing down in total chaos.  We would revert to the 

middle ages in a matter of years, if not months, if all the entrepreneurs stopped producing.  

���Š�ƒ�–�ï�•���™�Š�ƒ�–�������„�‡�Ž�‹�‡�˜�‡�ä�� 

 

The entrepreneurial spirit is found in only a special type of individual and any time I 

�…�ƒ�•�� �Š�‡�Ž�’�� �‹�–�� ���‘�”�� �–�Š�‡�� �’�‡�”�•�‘�•�� �‹�–�� �”�‡�•�‹�†�‡�•�� �‹�•���� �–�‘�� �ˆ�Ž�‘�—�”�‹�•�Š�å�� ���ï�•�� �ˆ�‘�”�� �–�Š�ƒ�–�ä�� �� ���� ���‹�‡�™�� �•�›�� �ˆ�‡llow 

entrepreneur as family and I want to do everything I can to support that person because I 

believe we share the same mission.   We are in it together to carry the rest of the world, 

whether we want to or not. It's our job.   We pay the taxes, we produce things, we innovate, 
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we pay the salaries; we provide the jobs.   It is all us. That's what I feel, that's what I'm for.  

���‘�™���‹�•�ƒ�‰�‹�•�‡���•�‘�•�‡�‘�•�‡���‡�Ž�•�‡�����™�Š�‘���•�Š�ƒ�”�‡�•���–�Š�‘�•�‡���˜�ƒ�Ž�—�‡�•�����†�‹�•�…�‘�˜�‡�”�•���–�Š�ƒ�–���–�Š�ƒ�–�ï�•���™�Š�ƒ�–�������„�‡�Ž�‹�‡�˜�‡�ä��������

���Š�‡�›�ï�”�‡���‰�‘�‹�•�‰���–�‘���ˆ�‡�‡�Ž���–�Š�ƒ�–���™�‡���Š�ƒ�˜�‡���ƒ���•�ƒ�–�…h before they ever hear my sales presentation.   

 

���›�� �‹�†�‡�ƒ�Ž�� �’�”�‘�•�’�‡�…�–�•�� �ƒ�•�†�� �…�—�•�–�‘�•�‡�”�•�� �ƒ�”�‡�� �ò�ˆ�‘�”�ó�� �˜�ƒ�Ž�—�‡-based marketing.  Marketing that 

�‰�‡�•�‡�”�ƒ�–�‡�•���ƒ���Ž�‘�–���‘�ˆ���•�ƒ�Ž�‡�•���‹�•���‰�”�‡�ƒ�–�å���„�—�–���•�ƒ�”�•�‡�–�‹�•�‰���–�Š�ƒ�–���•�‡�Ž�Ž�•���ƒ���Ž�‘�–���™�Š�‹�Ž�‡���…�”�‡�ƒ�–�‹�•�‰���‰�‘�‘�†�™�‹�Ž�Ž���‹�•���–�Š�‡��

marketplace is even better.  ���•�� �ˆ�ƒ�…�–�á���‹�ˆ�� �›�‘�—���™�‡�”�‡���–�‘�� �”�—�•���ƒ���•�ƒ�”�•�‡�–�‹�•�‰���…�ƒ�•�’�ƒ�‹�‰�•���–�Š�ƒ�–���†�‘�‡�•�•�ï�–��

�‰�‡�•�‡�”�ƒ�–�‡�� �ƒ�� �–�‘�•�� �‘�ˆ�� �•�ƒ�Ž�‡�•�å�� �„�—�–�� �‹�–�� �†�‘�‡�•�� �†�‡�Ž�‹�˜�‡�”�� �˜�ƒ�Ž�—�ƒ�„�Ž�‡�á�� �ƒ�…�–�‹�‘�•�ƒ�„�Ž�‡�� �‹�•�ˆ�‘�”�•�ƒ�–�‹�‘�•�� �–�‘�� �›�‘�—�”��

�’�”�‘�•�’�‡�…�–�•�å���›�‘�—�ï�”�‡���‹�•�…�”�‡�ƒ�•�‹�•�‰���›�‘�—�”���˜�ƒ�Ž�—�‡���‹�•���–�Š�‡���•�ƒ�”�•�‡�–�’�Ž�ƒ�…�‡���„�›���…�”�‡�ƒ�–�‹�•�‰���‰�‘�‘�†�™�‹�Ž�Ž�ä���� 

 

So, when prospects hear me talk about how we need to leave prospects better than how 

�™�‡���ˆ�‘�—�•�†���–�Š�‡�•�����‹�ä�‡�ä�á���ò���›���Š�‡�Ž�’�‹�•�‰���–�Š�‡�•���‰�‡�–���”�‡�•�—�Ž�–�•���‹�•���„�‡�ˆ�‘�”�‡���™�‡���†�‘���‘�—�”���•�ƒ�Ž�‡�•���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�ó�����å����

it makes our job of selling a lot easier to do.   When my prospects see that I routinely deliver 

ac�–�‹�‘�•�ƒ�„�Ž�‡���˜�ƒ�Ž�—�‡���„�‡�ˆ�‘�”�‡�������–�”�›���–�‘���•�‡�Ž�Ž���–�Š�‡�•���ƒ�•�›�–�Š�‹�•�‰���å�–�Š�‡�›�5�”�‡���‰�‘�‹�•�‰���–�‘���„�‡���–�Š�‹�•�•�‹�•�‰�ã���ò���Š�ƒ�–�5�•���–�Š�‹�•��

�†�—�†�‡���ƒ�Ž�Ž���ƒ�„�‘�—�–�ë�����‡�ï�•���ƒ�…�–�—�ƒ�Ž�Ž�›���‰�‹�˜�‹�•�‰���•�‡���•�–�—�ˆ�ˆ���–�Š�ƒ�–���Š�‡���…�‘�—�Ž�†���•�‡�Ž�Ž�å���–�Š�‹�•���†�—�†�‡���‹�•���…�‘�‘�Ž�ä�6������ 

 

Same with hard work, same with championing the entrepreneurial spirit. I found their 

�ò�ˆ�‘�”�•�ó�� �ƒ�•�†�� �•�›�� �ò�ˆ�‘�”�•�ó�á�� �–�Š�‡�•�� ���� �•�ƒ�–�…�Š�‡�†�� �–�Š�‡�•�� �—�’�� �ƒ�•�†�� �…�”�‡�ƒ�–�‡�†�� �•�‡�•�•�ƒ�‰�‹�•�‰�� �–�Š�ƒ�–�� �‹�Ž�Ž�—�•�–�”�ƒ�–�‡�•�� �–�Š�‹�•��

�•�ƒ�–�…�Š�ä�����������‘�™���Ž�‡�–�ï�•���Ž�‘�‘�•���ƒ�–���™�Š�ƒ�–���›�‘�—�ï�”�‡���ƒ�‰�ƒ�‹�•�•�–�ä�������Š�‡�•���™�‡���†�‘���–�Š�‡���•�ƒ�•�‡���–�Š�‹�•�‰���™�‹�–�Š���–�Š�‡���ƒ�‰�ƒ�‹�•�•�–��

column.  We become magnetic to the people that we want by being repulsive to the people 

�–�Š�ƒ�–���™�‡���†�‘�•�ï�–���™�ƒ�•�–�ä���� 

 

So, the more you push away the undesirable customer, the more magnetic you become 

�–�‘�� �–�Š�‡�� ������������ �������������������� �–�Š�ƒ�–�� �›�‘�—�ï�”�‡�� �–�”�›�‹�•�‰�� �–�‘�� �ƒ�–�–�”�ƒ�…�–�ä�� �� ���›�� �•�Š�ƒ�”�‹�•�‰�� �›�‘�—�”�� �ò�ƒ�‰�ƒ�‹�•�•�–�ó�� �˜�ƒ�Ž�—�‡�•��

(which are identical to the) beliefs �ƒ�•�†���˜�ƒ�Ž�—�‡�•���‘�ˆ���›�‘�—�”�����†�‡�ƒ�Ž�����”�‘�•�’�‡�…�–�•���ƒ�•�†�����—�•�–�‘�•�‡�”�•���å���›�‘�—�”��

�•�‡�•�•�ƒ�‰�‹�•�‰���™�‹�Ž�Ž���‰�‡�•�‡�”�ƒ�–�‡���ƒ�•���‹�•�–�‡�”�•�ƒ�Ž���”�‡�•�’�‘�•�•�‡���‹�•���›�‘�—�”���’�”�‘�•�’�‡�…�–�ï�•���Š�‡�ƒ�†���–�Š�ƒ�–���•�‘�—�•�†�•���•�‘�•�‡�–�Š�‹�•�‰��

�Ž�‹�•�‡���–�Š�‹�•�ã���6���Š�‘�ƒ�å���–�Š�‹�•���†�—�†�‡���‹�•���†�‹�ˆ�ˆ�‡�”�‡�•�–�ä���������Ž�‹�•�‡���™�Š�ƒ�–���Š�‡�ï�•���•�ƒ�›�‹�•�‰���ƒ�•�†���Š�‹�•���ƒ�’�’�”�‘�ƒ�…�Š���‹�•���…�‘�‘�Ž�ä��������

like this dude."    

 

���ï�•���ƒ�‰�ƒ�‹�•�•�–���–�Š�‡���™�Š�‘�Ž�‡���‰�‡�–���”�‹�…�Š���“�—�‹�…�•���•�‡�•�–�ƒ�Ž�‹�–�›�ä�������–���†�”�‹�˜�‡�•���•�‡���…�”�ƒ�œ�›�ä�������ˆ���›�‘�—���™�ƒ�•�–���–�‘���‰�‡�–��

�”�‹�…�Š�� �“�—�‹�…�•�á�� �–�Š�‡�•�� �’�”�ƒ�›�� �–�Š�ƒ�–�� �›�‘�—�ï�˜�‡�� �‰�‘�–�� �ƒ�� �”�‹�…�Š�� �”�‡�Ž�ƒ�–�‹�˜�‡�� �™�Š�‘�� �…�ƒ�•�� �Ž�‡�ƒ�˜�‡�� �›�‘�—���–�‘�•�•�� �‘�ˆ�� �…�ƒ�•�Š�ä�� �� ���‘�—�”��

other alternative is to be one of those jerks who holds up the lin�‡���ƒ�–�������:���„�‡�…�ƒ�—�•�‡���–�Š�‡�›���…�ƒ�•�ï�–��
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�†�‡�…�‹�†�‡���™�Š�‹�…�Š���Ž�‘�–�–�‡�”�›���–�‹�…�•�‡�–���–�Š�‡�›���™�ƒ�•�–���–�‘���„�—�›���–�Š�‹�•���™�‡�‡�•�ä�����‹�•�‡�����ï�˜�‡���‰�‘�–���’�Ž�ƒ�…�‡�•���–�‘���‰�‘�á���’�‡�‘�’�Ž�‡���–�‘��

�•�‡�‡���ƒ�•�†���™�‘�”�•���–�‘���‰�‡�–���†�‘�•�‡���ƒ�•�†�����ï�•���•�–�—�…�•���‹�•���Ž�‹�•�‡���„�›���–�Š�‡���•�ƒ�•�‡���Ž�‘�•�‡�”���™�Š�‘�ï�•���Š�‡�”�‡���‡�˜�‡�”�›���†�ƒ�›�����–�™�‹�…�‡��

�‘�•�����ƒ�–�—�”�†�ƒ�›�ï�•�����–�‘���„�—�›���ƒ���Ž�‘�–�–�‡�”�›���–�‹�…�•�‡�–�ä����Get a life and get out of line already.     

 

���ˆ���›�‘�—���™�ƒ�•�–���–�‘���„�‡�…�‘�•�‡���™�‡�ƒ�Ž�–�Š�›���‘�”���Œ�—�•�–���’�Ž�ƒ�‹�•���”�‹�…�Š�å���›�‘�—���…�ƒ�•���ƒ�…�…�‘�•�’�Ž�‹�•�Š���–�Š�‹�•���„�›���‘�™�•�‹�•�‰��

�ƒ�•�†���‘�’�‡�”�ƒ�–�‹�•�‰���ƒ���”�‡�ƒ�Ž���„�—�•�‹�•�‡�•�•�ä�������—�–���™�‡���†�‘�•�5�–���ò�‰�‡�–���”�‹�…�Š���“�—�‹�…�•���‹�•���„�—�•�‹�•�‡�•�•�ó���å���–�Š�ƒ�–�ï�•���ƒ�•���ƒ�’�’�”�‘�ƒ�…�Š��

for deadbeats and losers. Something for nothing I don't even need to go into it's so offensive. 

���ï�•���•�–�”�‘�•�‰�Ž�›���ƒ�‰�ƒ�‹�•�•�–���–�Š�‹�•�ä������ 

 

I think that a LOT of the bad that our country and our society experiences right now is 

somewhat if not directly attributed to SO MANY people's sense of entitlem�‡�•�–�å���–�Š�‡�›���„�‡�Ž�‹�‡�˜�‡��

that those of us who work are butts off to build a business owe them a higher standard of 

�Ž�‹�˜�‹�•�‰�ä���������Š�‡�•�‡���ƒ�”�‡���–�Š�‡���’�‡�‘�’�Ž�‡���™�Š�‘���ƒ�…�–�—�ƒ�Ž�Ž�›���„�‡�Ž�‹�‡�˜�‡���–�Š�ƒ�–���™�‡�ï�”�‡���„�ƒ�†���„�‡�…�ƒ�—�•�‡���™�‡�ï�”�‡���•�—�…�…�‡�•�•�ˆ�—�Ž�á��

�ƒ�•�†�� �–�Š�‡�›�ï�”�‡�� �•�‘�–�ä�� �� ���Š�‡�›�� �„�‡�Ž�‹�‡�˜�‡�� �–�Š�ƒ�–�� �–�Š�‡�›�ï�”�‡�� �Ž�‘�•�‡�”�•�� �„�‡�…�ƒ�—�•�‡�� �‘�ˆ�� �‘�—�”�� �•�—�…�…�‡�•�•�ä�ä�ä�� �Ž�‹�•�‡�� �™�‡�ï�”�‡��

�’�”�‡�˜�‡�•�–�‹�•�‰�� �–�Š�‡�•�� �ˆ�”�‘�•�� �•�‘�•�‡�–�Š�‹�•�‰�ä�� �� ���Š�‡�›�� �™�ƒ�•�–�� �–�Š�‡�� �ˆ�”�—�‹�–�•�� �‘�ˆ�� �������� �Ž�ƒ�„�‘�”�å�� �™�‹�–�Š�‘�—�–�� �Š�ƒ�˜�‹�•�‰�� �–�‘��

�•�Š�‡�†���–�Š�‡���„�Ž�‘�‘�†�á���•�™�‡�ƒ�–���ƒ�•�†���–�‡�ƒ�”�•���–�‘���‡�ƒ�”�•���‹�–�ä�������–�ï�•���–�Š�‡���–�›�’�‹�…�ƒ�Ž���ò�•�‘�•�‡�–�Š�‹�•�‰���ˆ�‘�”���•�‘�–�Š�‹�•�‰���•�‡�•�–�ƒ�Ž�‹�–�›��

�–�Š�ƒ�–�ï�•���†�‡�•�–�”�‘�›�‹�•�‰�����•�‡�”�‹�…�ƒ�ä������ 

 

I think that this mindset is one of the things (among many) that is contributing to the 

�†�‡�…�Ž�‹�•�‡���‘�ˆ���‘�—�”���…�‘�—�•�–�”�›�ä�������Š�ƒ�–�5�•���Š�‘�™���•�—�…�Š�������ƒ�•���ƒ�‰�ƒ�‹�•�•�–���–�Š�ƒ�–���•�‹�•�†���‘�ˆ���–�Š�‹�•�‰�ä�����������†�‘�•�ï�–���•�•�‘�™���ƒ�„�‘�—�–��

�›�‘�—�á���„�—�–�����ï�•���ƒ�Ž�•�‘���ƒ�‰�ƒ�‹�•�•�–���–�Š�‡���ò���ƒ�•�‡�����–��and ���Ž�ƒ�‹�•�����–�ó���•�‡�•�–�ƒ�Ž�‹�–�›�ä�����������†�‘�•�5�– have any respect for 

people who believe that you can sit around, visualize and think about what you want (and 

�–�Š�‡�•���†�‘���•�‘�–�Š�‹�•�‰���‡�Ž�•�‡�����–�Š�ƒ�–���›�‘�—�5�”�‡���‰�‘�‹�•�‰���–�‘���‰�‡�–���‹�–�ä���������–�Š�‹�•�•���‹�ˆ���›�‘�—���„�—�•�–���›�‘�—�”���„�—�–�–���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘��

�‰�‡�–���‹�–�ä�������–�ï�•���‰�‘�‹�•�‰���–�‘���„�‡���Š�ƒ�”�†�á���„�—�–���–�Š�‡���‘�•�‡���™�Š�‘ works the hardest and smartest (and stays with 

it) ultimately wins.  Look at every success story out there.    

 

When you have worked with and studied as many first-generation millionaires and 

multi- �•�‹�Ž�Ž�‹�‘�•�ƒ�‹�”�‡�•���ƒ�•�������Š�ƒ�˜�‡�����ƒ�•�†���•�ƒ�›�„�‡���›�‘�—�ï�˜�‡���•�–�—�†�‹�‡�†���•�‘�”�‡�������ï�•���…�‘�•�ˆ�‹�†�‡�•�–���–�Š�ƒ�–���›�‘�—�ï�Ž�Ž���ƒ�‰�”�‡�‡��

�–�Š�ƒ�–���›�‘�—�ï�”�‡���������������‰�‘�‹�•�‰���–�‘���…�‘�•�‡���ƒ�…�”�‘�•�•���ƒ���•�–�‘�”�›���‘�ˆ���†�—�†�‡���™�Š�‘���•�’�‡�•�–���Š�‹�•���†�ƒ�›�•���•�‹�–�–�‹�•�‰���‘�•���–�Š�‡��

�…�‘�—�…�Š�á���ˆ�‘�…�—�•�‹�•�‰���‹�•�–�‡�•�–�Ž�›���‘�•���„�‡�…�‘�•�‹�•�‰���•�—�…�…�‡�•�•�ˆ�—�Ž�å���™�Š�‡�•���ƒ�Ž�Ž���‘�ˆ���ƒ���•�—�†�†�‡�•�����ƒ�”�‘�Ž�����•�•���™�ƒ�Ž�•�‡�†���‘�—�–��

�‘�ˆ���–�Š�‡���…�Ž�‘�•�‡�–���ƒ�•�†���•�ƒ�‹�†�å���ò���ƒ�Ž�•���‹�•�–�‘���–�Š�‡���Ž�‹�‰�Š�–���
�‹�•�å���›�‘�—�ï�Ž�Ž���‹�•�•�–�ƒ�•�–�Ž�›���„�‡�…�‘�•�‡���•�—�…�…�‡�•�•�ˆ�—�Ž�á���”�‹�…�Š���ƒ�•�† 
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�ˆ�ƒ�•�‘�—�•���„�›�� �™�ƒ�Ž�•�‹�•�‰���‹�•�–�‘�� �–�Š�‡���Ž�‹�‰�Š�–�ó���ƒ�•�†���–�Š�‡�•�� �����������è�ä�ä�ä�����Š�‡�•�� �–�Š�‡���•�‡�š�–���–�Š�‹�•�‰���›�‘�—���•�•�‘�™���Š�‡�ï�•��

created SnapChat.   I don't think stories like that ever happen.  

 

I think folks like Evan Spiegel, Bobby Murphy, and Reggie Brown work their butts off to 

�‰�‡�–���™�Š�ƒ�–���–�Š�‡�›�ï�˜�‡���ƒ�…�…�‘�•�’�Ž�‹�•�Š�‡�†�á���ƒ�•�†���–�Š�‡�›���•�–�‹�Ž�Ž���†�‘�ä���������‘�™���‹�ˆ���›�‘�—�ï�Ž�Ž���”�‡�•�‡�•�„�‡�”�á�������•�ƒ�’�’�‡�†���‘�—�–���–�Š�‡��

�ò�™�Š�ƒ�–���–�Š�‡�›�ï�”�‡���ˆ�‘�”�ó���˜�ƒ�Ž�—�‡���•�›�•�–�‡�•�•���‘�ˆ���•�›�����†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�•���ƒ�•�†���…�—�•�–�‘�•�‡�”�•���ƒ�„�‘�˜�‡�ä�������‘���•�‘�™�á���Ž�‡�–�5�•��

talk about their "against."  I know t�Š�‡�›�5�”�‡���ƒ�‰�ƒ�‹�•�•�–���Š�›�’�‡���ƒ�•�†���–�Š�‡���ò�‰�‡�–���”�‹�…�Š���“�—�‹�…�•�ó���•�ƒ�”�•�‡�–�‹�•�‰��

�…�”�ƒ�’���–�Š�ƒ�–���•�ƒ�–�—�”�ƒ�–�‡�•���–�Š�‡���‹�•�–�‡�”�•�‡�–���–�‘�†�ƒ�›�ä���������ƒ�Ž�•�‘���•�•�‘�™���–�Š�ƒ�–���–�Š�‡�›�5�”�‡���ƒ�‰�ƒ�‹�•�•�–���–�Š�‡���‹�†�‡�ƒ���‘�ˆ���ò�‰�‡�–�–�‹�•�‰��

�•�‘�•�‡�–�Š�‹�•�‰���ˆ�‘�”���•�‘�–�Š�‹�•�‰�ä�ó���� 

 

���ˆ�� �ƒ�� �•�•�ƒ�Ž�Ž�� �„�—�•�‹�•�‡�•�•�� �‘�™�•�‡�”�� �™�ƒ�•�� �–�Š�‡�� �–�›�’�‡�� �‘�ˆ�� �’�‡�”�•�‘�•�� �™�Š�‘�� �™�ƒ�•�� �ƒ�‰�ƒ�‹�•�•�–�� �–�Š�‡�� �™�Š�‘�Ž�‡�� �ò�‰�‡�– 

�•�‘�•�‡�–�Š�‹�•�‰���ˆ�‘�”���•�‘�–�Š�‹�•�‰�ó���•�‡�•�–�ƒ�Ž�‹�–�›���ƒ�•�†���–�Š�‡�•���–�Š�‡�›���”�‡�ƒ�†���–�Š�‡���’�ƒ�”�ƒ�‰�”�ƒ�’�Š�•�������™�”�‘�–�‡���ƒ�„�‘�˜�‡���ƒ�„�‘�—�–���–�Š�‡��

�ò�•�‘�•�‡�–�Š�‹�•�‰�� �ˆ�”�‘�•�� �•�‘�–�Š�‹�•�‰�� �•�‡�•�–�ƒ�Ž�‹�–�›�� �„�‡�‹�•�‰�� �‘�•�‡�� �‘�ˆ�� �–�Š�‡�� �•�‹�•�‰�Ž�‡�� �„�‹�‰�‰�‡�•�–�� �…�‘�•�–�”�‹�„�—�–�‘�”�•�� �–�‘�� �–�Š�‡��

�•�‡�•�–�ƒ�Ž�á���•�‘�”�ƒ�Ž���ƒ�•�†���ˆ�‹�•�ƒ�•�…�‹�ƒ�Ž���†�‡�…�Ž�‹�•�‡���‘�ˆ���‘�—�”���…�‘�—�•�–�”�›�ó���å���†�‘���›�‘�—���–�Š�‹�•�•���–�Š�‡�›���•�‹�‰�Š�–��be drawn to 

�•�‡�ë�������•���•�›���Ž�ƒ�–�‡���•�‡�•�–�‘�”�á���
�‹�•�����‘�Š�•���—�•�‡�†���–�‘���•�ƒ�›�á���ò���ˆ���…�‘�—�”�•�‡�è�ó���������‘���›�‘�—���•�•�ƒ�Ž�Ž���„�—�•�‹�•�‡�•�•���‘�™�•�‡�”�•��

�™�Š�‘���”�‡�ƒ�†���–�Š�ƒ�–���•�‹�‰�Š�–���•�–�‘�’���ƒ�•�†���ƒ�•�•���–�Š�‡�•�•�‡�Ž�˜�‡�•�����‹�•���ƒ�Ž�Ž���•�‡�”�‹�‘�—�•�•�‡�•�•�����å���6���‡�›���™�Š�ƒ�–�ï�•���–�Š�‹�•�����‡�•���‰�—�›��

�ƒ�Ž�Ž���ƒ�„�‘�—�–�á���ƒ�•�›�™�ƒ�›�ë�ó�������������è���� 

 

���Š�ƒ�–�ï�•���‡�š�ƒ�…�–�Ž�›���™�Š�ƒ�–�������™�ƒ�•�–���–�Š�‡�•���–�‘���†�‘�ä���������†�‘�•�ï�–���‡�š�’�‡�…�–���–�Š�‡�•���–�‘���”�‡�ƒ�†���–�Š�‘�•�‡���’�ƒ�”�ƒ�‰�”�ƒ�’�Š�•��

�ƒ�•�†���•�ƒ�›�á���ò���‡�Ž�Ž���…�ƒ�•���›�‘�—���„�‡�ƒ�–���–�Š�ƒ�–�ë�������‘�—���„�‡�Ž�‹�‡�˜�‡���™�Š�ƒ�–�������„�‡�Ž�‹�‡�˜�‡�å���™�Š�ƒ�–���ƒ���ˆ�‹�•�‡���ˆ�‡�Ž�Ž�‘�™���›�‘�—���ƒ�”�‡�����‡�•�ä������

�
�‡�‡���™�Š�‹�œ�����‡�•�å�����ï�˜�‡���Š�‡�ƒ�”�†���ƒ�„�‘�—�–���›�‘�—���ƒ�•�†�����ï�•���”�‡�ƒ�†�‹�•�‰���›�‘�—�”���„�‘�‘�•���ƒ�•�†���ƒ�Ž�Ž�å���„�—�–�������†�‘�•�5�–���”�‡�ƒ�Ž�Ž�›��

�•�•�‘�™���›�‘�—���›�‡�–�å���„�—�– �����Ž�‹�•�‡�†���™�Š�ƒ�–���›�‘�—���•�ƒ�‹�†���•�‘���Š�‡�”�‡�ï�•���•�›���Š�ƒ�”�†-earned money.  I don't even know 

�™�Š�ƒ�–���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰�����‡�•�á�������Œ�—�•�–���™�ƒ�•�–���–�‘���„�—�›���‹�–�ä�6���������Š�ƒ�–�ï�•���•�‘�–���‰�‘�‹�•�‰���–�‘���Š�ƒ�’�’�‡�•�����—�•�Ž�‡�•�•�����ƒ�”�‘�Ž�����•�•��

�…�‘�•�‡�•���•�–�”�‘�Ž�Ž�‹�•�‰���–�Š�”�‘�—�‰�Š���–�Š�‹�•���‰�—�›�ï�•���†�‘�‘�”�ä�������•���ƒ�Ž�Ž���•�‡�”�‹�‘�—�•�����å���–�Š�‘�—�‰�Š���‹�–���™�‹�Ž�Ž���‘�’�‡�•���–�Š�‡���†�‘or in his 

mind a bit. It will open the door for me to further that relationship and ultimately make that 

�’�”�‘�•�‹�•�‡�ä���������‡�•�‡�•�„�‡�”�å���’�”�‡�‡�•�‹�•�‡�•�–���’�‘�•�‹�–�‹�‘�•�‹�•�‰�ï�•���Œ�‘�„���‹�•���–�‘���•�ƒ�•�‡���–�Š�‡�•���Ž�‡�•�•���”�‡�•�‹�•�–�ƒ�•�–���–�‘���›�‘�—�”��

promise.    

 

The Power of Mutual Values   

���•���–�Š�‡���Ž�ƒ�•�–���’�ƒ�”�–���‘�ˆ���–�Š�‹�•���‡�š�‡�”�…�‹�•�‡���™�‡�ï�”�‡���‰�‘�‹�•�‰���–�‘���Š�‹�‰�Š�Ž�‹�‰�Š�–���–�Š�‡���•�—�–�—�ƒ�Ž���˜�ƒ�Ž�—�‡�•���–�Š�ƒ�–���™�‡���•�Š�ƒ�”�‡��

with our prospects. Our mutual "fors" are advertising, goodwill, hard work, championing the 
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�‡�•�–�”�‡�’�”�‡�•�‡�—�”�‹�ƒ�Ž���•�’�‹�”�‹�–�ä�����—�”���•�—�–�—�ƒ�Ž���6�ƒ�‰�ƒ�‹�•�•�–�6���‹�•���Š�›�’�‡�á���ò�‰�‡�–���”�‹�…�Š���“�—�‹�…�•�ó���ƒ�•�†���ò�‰�‡�–���•�‘�•�‡�–�Š�‹�•�‰���ˆ�‘�”��

�•�‘�–�Š�‹�•�‰�ó���•�‡�•�–�ƒ�Ž�‹�–�›�ä���� 

 

���‡�ˆ�‘�”�‡�������‰�‘���ƒ�•�›���ˆ�—�”�–�Š�‡�”�������™�ƒ�•�–���–�‘���’�‘�‹�•�–���•�‘�•�‡�–�Š�‹�•�‰���‘�—�–���–�Š�ƒ�–�ï�•���‹�•�’�‘�”�–�ƒ�•�–�ä�������‘�—���’�”�‘�„�ƒ�„�Ž�›��

know that great marketing does more than simply attract highly qualified, high-quality 

prospects, right?  It simultaneously (and deliberately) repels time wasters, tire-kickers and 

�—�•�“�—�ƒ�Ž�‹�ˆ�‹�‡�†���’�‡�‘�’�Ž�‡���„�›���–�ƒ�•�‹�•�‰���ƒ���Š�ƒ�”�†�Ž�‹�•�‡���•�–�ƒ�•�…�‡���‘�•���‘�•�‡���‘�”���•�‘�”�‡���–�‘�’�‹�…�•�ä�������‘�á���‹�ˆ�������Š�ƒ�˜�‡�•�ï�–���•�ƒ�†�‡��

�•�›�•�‡�Ž�ˆ���…�Ž�‡�ƒ�”���ƒ�„�‘�—�–���–�Š�‹�•�����ï�Ž�Ž���•�’�‡�Ž�Ž���‹�–���‘�—�–���ˆ�‘�”���›�‘�—���”�‹�‰�Š�–���•�‘�™�ã���� 

 

I am deliberately telling you to lose (low-q�—�ƒ�Ž�‹�–�›�����…�—�•�–�‘�•�‡�”�•�ä�������Š�‡�”�‡�ï�•���•�‘���†�‘�—�„�–�������…�‘�—�Ž�†��

double (if not triple) the number of new customers I get if (in this book, in my marketing 

�…�ƒ�•�’�ƒ�‹�‰�•�•�á���™�‡�„�‹�•�ƒ�”�•���ƒ�•�†���Ž�‹�˜�‡���‡�˜�‡�•�–�•���������•�ƒ�‹�†�á���6���‡�ƒ�Š�á���›�‘�—���…�ƒ�•���†�‘���‹�–���ƒ�•�†���‹�–�5�•���‡�ƒ�•�›�ä�6�����ï�†���‰�‡�–���ƒ���Ž�‘�–��

more customers by saying �–�Š�ƒ�–���„�—�–���–�Š�ƒ�–�ï�•���•�‘�–�����������������ä���� 

 

���Š�‡���–�”�—�–�Š���‹�•���–�Š�ƒ�–���›�‘�—���…�ƒ�•���†�‘���–�Š�‹�•���‡�˜�‡�•���–�Š�‘�—�‰�Š���‹�–�ï�•���Š�ƒ�”�†�ä�������� �™�ƒ�•���•�’�‡�ƒ�•�‹�•�‰���‘�•���ƒ���™�‡�„�‹�•�ƒ�”��

about two months ago and my jaw dropped when I heard one of the other (very well-known) 

�•�ƒ�”�•�‡�–�‹�•�‰���‡�š�’�‡�”�–�•���•�ƒ�›���–�Š�ƒ�–�á���ò���‘�”�‡���–�Š�ƒ�•���ƒ�•�›�–�Š�‹�•�‰���‡�Ž�•�‡�á���™�‡���•�‡�Ž�Ž���Š�‘�’�‡���–�‘���‘�—�”���’�”�‘�•�’�‡�…�–�•�ä�ó�����‘�™������

�†�‹�†�•�ï�–���•�ƒ�›���ƒ�•�›�–�Š�‹�•�‰���–�‘���Š�‹�•�á���„�—�–���–�Š�‡���‹�•�•�–�ƒ�•�–�������Š�‡�ƒ�”�†���–�Š�ƒ�–���…�‘�•�‡���‘�—�–���‘�ˆ���Š�‹�•���•�‘�—�–�Š�������„�‡�…�‘�•�‡���ƒ�•�‰�”�›�ä����

���Š�›�ë�������‡�…�ƒ�—�•�‡�������…�‘�—�Ž�†�•�ï�–���†�‹�•�ƒ�‰�”�‡�‡���•�‘�”�‡���™�‹�–�Š���–�Š�‹�•���•�‘�”�‘�•�ä�����������†�‘�•�5�–���•�‡�Ž�Ž���Š�‘�’�‡�å�������†�‘�•�ï�–�ä�������•�‡�Ž�Ž��

blood, sweat and tears and massive success.  

 

If you don't like the idea of working hard and you want something for nothing, then I 

�•�—�‰�‰�‡�•�–���–�Š�ƒ�–���›�‘�—���ˆ�‘�Ž�Ž�‘�™���–�Š�‡�•�‡���‘�–�Š�‡�”���‰�—�›�•�ä���������Š�ƒ�–���›�‘�—�ï�Ž�Ž���ˆ�‹�•�†���™�Š�‡�•���›�‘�—���†�‘�á���ƒ�”�‡���–�Š�‡���ò�•�‘-�…�ƒ�Ž�Ž�‡�†�ó��

experts (who make their living by telling business own�‡�”�•�á���ò���‘�™���–�‘���•�ƒ�•�‡���•�‘�•�‡�›���•�ƒ�”�•�‡�–�‹�•�‰��

�–�Š�‡�‹�”���„�—�•�‹�•�‡�•�•�‡�•���‘�•�Ž�‹�•�‡�ä�ó�������Š�‡�›���†�‘�•�ï�–���ƒ�…�–�—�ƒ�Ž�Ž�›���Š�ƒ�˜�‡���ƒ���”�‡�ƒ�Ž���„�—�•�‹�•�‡�•�•�å���–�Š�‡�›���•�ƒ�•�‡���•�‘�•�‡�›���‘�–�Š�‡�”��

�–�Š�ƒ�•���„�›���–�‡�ƒ�…�Š�‹�•�‰���’�‡�‘�’�Ž�‡���Š�‘�™���–�‘���•�ƒ�•�‡���•�‘�•�‡�›���‘�•�Ž�‹�•�‡�ä���������™�‘�—�Ž�†�•�ï�–���…�ƒ�Ž�Ž���–�Š�ƒ�–���ƒ���’�›�”�ƒ�•�‹�†���•�…�Š�‡�•�‡�å��

�„�—�–���‹�–�ï�•���…�—�–���ˆ�”�‘�•���–�Š�‡���•�ƒ�•�‡���’�‹�‡�…�‡���‘�ˆ���…�Ž�‘�–�Š if you ask me.  

 

���ˆ�� �›�‘�—�� �™�ƒ�•�–�� �–�‘�� �™�‘�”�•�� �™�‹�–�Š�� �•�‡�á�� �Š�‘�™�‡�˜�‡�”�å�� ���•�‘�•�‡�‘�•�‡�� �™�Š�‘�ï�•�� �„�‡�‡�•�� �…�‘�•�•�‹�•�–�‡�•�–�Ž�›�� �–�—�”�•�‹�•�‰��

�ƒ�†�˜�‡�”�–�‹�•�‹�•�‰���‹�•�–�‘���’�”�‘�ˆ�‹�–���›�‡�ƒ�”���‹�•���ƒ�•�†���›�‡�ƒ�”���‘�—�–���•�‹�•�…�‡���s�{�{�{�����å���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���Š�ƒ�˜�‡���–�‘���‹�•�˜�‡�•�–���ƒ���Ž�‘�–��

�‘�ˆ���Š�ƒ�”�†���™�‘�”�•�å���•�‘�•�‡���„�Ž�‘�‘�†�å���ƒ���Ž�‘�–���‘�ˆ���•�™�‡�ƒ�–�å���ƒ�•�†���•�‘�•�‡���–�‡�ƒ�”�•���‹�•���‘�”�†er to generate the level of 

�•�—�…�…�‡�•�•�����ï�•���ƒ�„�Ž�‡���–�‘���Š�‡�Ž�’���›�‘�—���ƒ�…�Š�‹�‡�˜�‡�ä�� ���–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�‘���•�‡���–�Š�ƒ�–���•�›���…�Ž�‹�‡�•�–�•���‡�•�Œ�‘�›���Š�‹�‰�Š�‡�”-than 
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�‡�š�’�‡�…�–�‡�†���Ž�‡�˜�‡�Ž�•���‘�ˆ���•�—�…�…�‡�•�•�á���„�—�–���‹�ˆ���‹�–���™�ƒ�•�•�ï�–�������…�‘�—�Ž�†���’�”�‘�„�ƒ�„�Ž�›���•�ƒ�•�‡���•�‘�”�‡���•�‘�•�‡�›���‹�•���–�Š�‡���•�Š�‘�”�–��

term selling hope (as opposed to results).  

 

���Š�ƒ�–���•�–�ƒ�–�‡�•�‡�•�–���ƒ�„�‘�—�–���ò�•�‡�Ž�Ž���„�Ž�‘�‘�†�á���•�™�‡�ƒ�–���ƒ�•�†���–�‡�ƒ�”�•�6���‹�•���‰�‘�‹�•�‰���–�‘���–�—�”�•���•�‘�•�‡���’�‡�‘�’�Ž�‡���‘�ˆ�ˆ���„�—�–��

guess what?   My foundational beliefs about work and success are going to be infinitely more 

attractive to the folks who are willing to work hard in exchange for levels of success few will 

�‡�˜�‡�”���”�‡�ƒ�Ž�‹�œ�‡�å���ƒ�•�†���–�Š�ƒ�–�5�•���™�Š�‘�������™�ƒ�•�–���–�‘���™�‘�”�•���™�‹�–�Š�ä���� 

 

HEED THIS WARNING:  ���ˆ���›�‘�—���”�—�•���›�‘�—�”���„�—�•�‹�•�‡�•�•���‹�•���•�—�…�Š���ƒ���™�ƒ�›���–�Š�ƒ�–���›�‘�—�ï�”�‡���ƒ�Ž�™�ƒ�›�•���–�”�›�‹�•�‰���–�‘��

�…�ƒ�–�‡�”���–�‘���‡�˜�‡�”�›�‘�•�‡�����‹�ä�‡�ä�á���ò���†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�•���ƒ�•�†���–�Š�‡���î���‘�–�ï���•�‘�����†�‡�ƒ�Ž�����”�‘�•�’�‡�…�–�•�ó�����›�‘�—�ï�”�‡���‡�˜�‡�•�–�—�ƒ�Ž�Ž�› 

going to lose the ones you want to keep most.  If you try to please everybody you're going to 

lose, you will be significantly affected, you will not lead, you will not convert; you will be an 

also ran.   You will be forgettable, you will be a footnote in the history of your marketplace, 

�•�‘���†�‘�•�5�–���–�”�›���–�‘���’�Ž�‡�ƒ�•�‡���‡�˜�‡�”�›�„�‘�†�›�å���‹�–�ï�•���ƒ���†�‡�ƒ�†�Ž�›���–�”�ƒ�’���–�Š�ƒ�–���–�‘�‘���•�ƒ�•�›���•�•�ƒ�Ž�Ž���„�—�•�‹�•�‡�•�•���‘�™�•�‡�”�•���ƒ�•�†��

entrepreneurs fall into.  

 

���ƒ�•�‡���ƒ���Š�ƒ�”�†�Ž�‹�•�‡���•�–�ƒ�•�…�‡���ƒ�•�†���•�–�ƒ�•�†���ˆ�‹�”�•���‘�•���›�‘�—�”���…�‘�”�‡���˜�ƒ�Ž�—�‡�•���ƒ�•�†���„�‡�Ž�‹�‡�ˆ�•���ƒ�•�†���›�‘�—�ï�Ž�Ž���ƒ�–�–�”�ƒ�…�–��

like-minded people. If you try to please everybody, you will have a less powerful message. 

It'll just be weak. You'll be like a politician just trying to say whatever needs to be said.  By 

�„�‡�‹�•�‰�� �”�‡�’�—�Ž�•�‹�˜�‡�� �–�‘�� �•�‘�•�‡�� �›�‘�—�� �™�‹�Ž�Ž�� �„�‡�� �‡�š�–�”�ƒ�� �•�ƒ�‰�•�‡�–�‹�…�� �–�‘�� �‘�–�Š�‡�”�•�å�� �Œ�—�•�–�� �ƒ�•�� ���� �•�ƒ�‹�†�� �‡�ƒ�”�Žier.  The 

psychographic part of preeminent positioning demands that you find out how your ideal 

�’�”�‘�•�’�‡�…�–�ï�•���ƒ�•�†���…�—�•�–�‘�•�‡�”�ï�•���•�‹�•�†���™�‘�”�•�•�ä�� 

 

���‘�—���•�‡�˜�‡�”���™�ƒ�•�–���–�‘���…�”�‡�ƒ�–�‡���˜�ƒ�Ž�—�‡�•���ƒ�•�†���„�‡�Ž�‹�‡�ˆ�•���‹�•���‘�”�†�‡�”���–�‘���•�ƒ�•�—�ˆ�ƒ�…�–�—�”�‡���ƒ���•�ƒ�–�…�Š�å���”�ƒ�–�Š�‡�”�á��

you want to find out where you genuinely match and then accentuate those matches.   The 

���‹�„�Ž�‡�� �•�ƒ�›�•�� �–�Š�ƒ�–�á�� �ò���� �‰�‘�‘�†�� �•�ƒ�•�‡�� �‹�•�� �–�‘�� �„�‡�� �˜�ƒ�Ž�—�‡�†�� �•�‘�”�‡�� �–�Š�ƒ�•�� �”�‹�…�Š�‡�•�ó�� �å�� �•�‘�� �„�‡�‹�•�‰�� �ƒ�� �’�‡�”�•�‘�•�� �‘�ˆ��

integrity is everything.  If you approach this (or any aspect of your business) dishonestly, I 

can guarantee your failure.   

 

���ƒ�›�„�‡���•�‘�–���‹�•�•�‡�†�‹�ƒ�–�‡�Ž�›�å���„�—�–���›�‘�—���™�‹�Ž�Ž���‡�˜�‡�•�–�—�ƒ�Ž�Ž�›���„�‡���†�‹�•�…�‘�˜�‡�”�‡�†���ƒ�•���ƒ���ˆ�ƒ�•�‡�å���–�Š�‡�•���›�‘�—�ï�”�‡��

�Š�‘�•�‡�†�ä�����
�ƒ�•�‡���‘�˜�‡�”�ä�������‘�—�ï�˜�‡���‰�‘�–���–�‘���ƒ�’�’�”�‘�ƒ�…�Š���›�‘�—�”���„�—�•�‹�•�‡�•�•�á���›�‘�—�”���…�Ž�‹�‡�•�–�•���ƒ�•�†���–�Š�‹�•���’�”�‘�…�‡�•�•���„�ƒ�•�‡�†��

on truth and integrity.  
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The Demographics of Preeminent Positioning  

�����å���™�‡���Œ�—�•�–���ˆ�‹�•�‹�•�Š�‡�†���”�‡�˜�‹�‡�™�‹�•�‰���ƒ�•�†���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–���›�‘�—�”���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�ï�•���ƒ�•�†���…�—�•�–�‘�•�‡�”�ï�•��

�’�•�›�…�Š�‘�‰�”�ƒ�’�Š�‹�…�•�å���•�‘�á���•�‘�™���Ž�‡�–�5�•���–�ƒ�Ž�•���ƒ�„�‘�—�–���–�Š�‡�‹�”���†�‡�•�‘�‰�”�ƒ�’�Š�‹�…�•�ä�������—�”�ˆ�ƒ�…�‡���Ž�‡�˜�‡�Ž���†�‡�•�‘�‰�”�ƒ�’�Š�‹�…�•��

help support surface level positioning.   Surface level demographics include the following:  

 

�x Male or Female? �����‘�”�”�›�å�� ���ï�•�� �ƒ�� �”�‡�–�‹�”�‡�†�� �’�Š�›�•�‹�…�‹�ƒ�•�å�� �–�Š�‡�”�‡�ï�•�� �•�‘�� �‘�–�Š�‡�”�� �…�Š�‘�‹�…�‡�� �‘�•�� �–�Š�‡��

biological scale) 

�x How old?  

�x What kind of income do they have?  

�x Where are they located? 

�x ���–�…�ä�å�� 

 

���‘�™�� �™�Š�‡�–�Š�‡�”�� �›�‘�—�� �–�Š�‹�•�•�� �–�Š�‹�•�� �‹�•�� �ˆ�ƒ�‹�”�� �‘�”�� �—�•�ˆ�ƒ�‹�”�å�� �–�Š�‡�� �”�‡�ƒ�Ž�‹�–�›�� �‘�ˆ�� �–�Š�‡�� �•�‹�–�—�ƒ�–�‹�‘�•�� �‹�•�� �–�Š�‹�•�ã����

���˜�‡�”�›�‘�•�‡�����ƒ�–���Ž�‡�ƒ�•�–���‹�•�‹�–�‹�ƒ�Ž�Ž�›�����Œ�—�†�‰�‡�•���ƒ���„�‘�‘�•�����ƒ�•�†���›�‘�—�����„�›���‹�–�•���…�‘�˜�‡�”�ä���������›���Œ�‘�„���‹�•�•�ï�–���–�‘���ƒ�”�‰�—�‡���‘�•�‡��

side of that reality or the other, but to help prepare and equip you so that you can be 

successful considering that it exists.  So, your job is to ask yourself this question:  

 

How do you need to package yourself so that your prospects will be open 

to your presentation of values?  (That's what surface level is about.) 

 

Surface level positioning includes the following:  

 

�� What do they need to see that'll even let you get past the door?     

�� Your UNIFORM AND LANGUAGE.    

�� What you say   

�� ���‘�™���›�‘�—���•�ƒ�›���‹�–�á���ƒ�•�†�å���� 

�� What you look like.  

 

���‘�™�á���™�Š�‹�Ž�‡���–�Š�‹�•���‹�•�����”�‡�ƒ�Ž�Ž�›�����„�ƒ�•�‹�…���•�–�—�ˆ�ˆ�å���‹�–�ï�• �…�”�‹�–�‹�…�ƒ�Ž�Ž�›���‹�•�’�‘�”�–�ƒ�•�–���ˆ�‘�”���›�‘�—���–�‘���•�•�‘�™���‹�–�ä�������–�ï�•��

important for a variety of reasons, but one that comes to mind immediately is that few (if 

any) of your competitors ever think about it, which is great news for you. They might try to 

package themselves a cer�–�ƒ�‹�•���™�ƒ�›���‘�”���–�”�›���–�‘���ƒ�’�’�‡�ƒ�”���ƒ�•���•�‘�•�‡�–�Š�‹�•�‰���–�Š�ƒ�–���–�Š�‡�›�ï�”�‡���•�‘�–�å���„�—�–���–�Š�‡�”�‡�5�•��
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�•�‘���’�•�›�…�Š�‘�Ž�‘�‰�›���„�‡�Š�‹�•�†���–�Š�‡�‹�”���•�–�”�ƒ�–�‡�‰�›�ä�������Š�‹�•���•�‡�ƒ�•�•���™�Š�ƒ�–���›�‘�—���™�‡�ƒ�”�å���™�Š�ƒ�–���›�‘�—���Ž�‘�‘�•���Ž�‹�•�‡�å���ƒ�•�†��

how you speak are CRITICALLY IMPORTANT to the success of your messaging.    

 

The Set, Setting and Symbols of Preeminent Positioning  

If you're currently (or are going to be) selling your products and services online, this 

section is going to prove to be incredibly important to your success.   The first question that 

�›�‘�—�ï�Ž�Ž���•�‡�‡�†���–�‘���ƒ�•�•���›�‘�—�”�•�‡�Ž�ˆ���‹�•�ã 

 

�� Do you have symbols representing the desired outcome and values of your ideal 

prospects and customers?   

 

���‘���Š�‡�Ž�’���‹�Ž�Ž�—�•�–�”�ƒ�–�‡���™�Š�‡�”�‡�����ï�•���‰�‘�‹�•�‰���™�‹�–�Š���–�Š�‹�•�á���Ž�‡�–���•�‡���‰�‹�˜�‡���›�‘�—���ƒ�•���‹�Ž�Ž�—�•�–�”�ƒ�–�‹�‘�•�ä�������Š�‡���Ž�ƒ�–�‡���
�‹�•��

Rohn was arguably, one of the greatest success/motivation guys that ever lived.  This many 

�™�ƒ�•�� �ƒ�� �’�”�‘�ˆ�‡�•�•�‹�‘�•�ƒ�Ž�ï�•�� �’�”�‘�ˆ�‡�•�•�‹�‘�•�ƒ�Ž�å�� �•�‡�ƒ�•�‹�•�‰�� �–�Š�ƒ�–�� �Š�‡�� �™�ƒ�•�� �ƒ�Ž�™�ƒ�›�•�� �‹�•�� �ƒ�•�� �‡�š�’�‡�•�•�‹�˜�‡�� �•�—�‹�–�á��

presenting his ideas in a very professional setting (like a seminar filled with thousands of 

people like you and I).   

 

Now that you have a pi�…�–�—�”�‡���‘�ˆ���Š�‘�™�����”�ä�����‘�Š�•���ò�’�ƒ�…�•�ƒ�‰�‡�†�ó���Š�‹�•�•�‡�Ž�ˆ���‹�•���”�‡�ƒ�Ž���Ž�‹�ˆ�‡�å�������™�ƒ�•�–��

you to imagine that you just watched a video of him as he stood on a street corner in the most 

run-down part of (name the city) possible, smudged with dirt, dressed like a homeless 

person and speaking with really bad grammar -- dispensing new, but similar ideas, by the 

�™�ƒ�›�ä���������‘�á���ƒ�ˆ�–�‡�”���™�ƒ�–�…�Š�‹�•�‰���–�Š�ƒ�–���˜�‹�†�‡�‘���‘�ˆ�����”�ä�����‘�Š�•���‹�•���–�Š�ƒ�–���•�‡�–�–�‹�•�‰�å���ƒ�•�•���›�‘�—�”�•�‡�Ž�ˆ���–�Š�‹�•���“�—�‡�•�–�‹�‘�•�ã�� 

 

�òWould you give Mr. Rohn as much attention (and respect to his ideas) as you would if you 

were seeing him in person from the front row?�ó  ���”�‘�„�ƒ�„�Ž�›���•�‘�–�å���‡�˜�‡�•���‹�ˆ���›�‘�—���•�•�‡�™���‹�–���™�ƒ�•���
�‹�•��

Rohn.  

 

���ˆ���›�‘�—�ï�”�‡���Ž�‹�•�‡���•�‘�•�–���’�‡�‘�’�Ž�‡�����‹�•�…�Ž�—�†�‹�•�‰���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���ƒ�•�†���…�—�•�–�‘�•�‡�”�•�����å���›�‘�—�”���”�‡�–�‹�…�—�Ž�ƒ�”��

�ƒ�…�–�‹�˜�ƒ�–�‹�•�‰���•�›�•�–�‡�•���™�‘�—�Ž�†���„�‡���•�‘�—�•�†�‹�•�‰���–�Š�‡���ƒ�Ž�ƒ�”�•���…�ƒ�—�•�‹�•�‰���›�‘�—���–�‘�� �•�ƒ�›���ò���Š�á������ �†�‘�•�� �‹�–�� �•�•�‘�™�ä�����›��

�„�”�ƒ�‹�•�5�•���•�‘�–���ƒ�…�…�‡�’�–�‹�•�‰���–�Š�‹�•���•�…�‡�•�ƒ�”�‹�‘�å���–�Š�‡�”�‡�ï�•���ƒ���•�ƒ�Œ�‘�”���†�‹�•�…�‘�•�•�‡�…�–���Š�‡�”�‡�ä�����Š�‹�•���‹�•���•�‘�–���™hat I expect 

�ƒ���•�—�…�…�‡�•�•�ˆ�—�Ž�á���™�‡�ƒ�Ž�–�Š�›���•�ƒ�•���–�‘���Ž�‘�‘�•���ƒ�•�†���•�‘�—�•�†���Ž�‹�•�‡�ä���������•�‡�ƒ�•�á���‹�ˆ���Š�‡�ï�•���”�‡�ƒ�Ž�Ž�›���•�‘���•�—�…�…�‡�•�•�ˆ�—�Ž�å���™�Š�›���‹�•��

�Š�‡���•�–�ƒ�•�†�‹�•�‰���‘�•���–�Š�‡���…�‘�”�•�‡�”���™�Š�‡�”�‡���…�”�ƒ�…�•���‹�•�����’�”�‘�„�ƒ�„�Ž�›�����„�‡�‹�•�‰���•�‘�Ž�†���‹�•���•�—�…�Š���ƒ���•�Š�ƒ�†�›���’�ƒ�”�–���‘�ˆ���–�‘�™�•�å��
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and in those rat-�•�ƒ�•�–�›���…�Ž�‘�–�Š�‡�•�ë���������Š�‡�”�‡�ï�•���•�—�…�Š���ƒ���„�‹�‰���†�‹�•�…�‘�•�•�‡�…�–���–�Š�ƒ�–�������…�ƒ�•�ï�–���•�ƒ�•�‡���•�‡�•�•�‡���‘�ˆ���–�Š�‡��

�’�”�‘�•�‹�•�‡���–�Š�ƒ�–���Š�‡�ï�•���•�ƒ�•�‹�•�‰���™�‹�–�Š���Š�‹�•���‘�ˆ�ˆ�‡�”�å���•�›���„�”�ƒ�‹�•���‹�•���–�‘�‘���ˆ�‘�…�—�•�‡�†���‘�•���–�Š�‡���•�‹�•�•�ƒ�–�…�Š���„�‡�–�™�‡�‡�•��

�™�Š�ƒ�–�����ï�•���•�‡�‡�‹�•�‰���ƒ�•�†���™�Š�ƒ�–�������–�Š�‹�•�•���–�Š�‹�•���’�‡�”�•�‘�•���•�Š�‘�—�Ž�†���”�‡�’�”�‡�•�‡�•�–�ä�ó�� 

 

���‘�á���Ž�‹�•�‡�������•�ƒ�‹�†�å���™�Š�‡�–�Š�‡�”���›�‘�—���ƒ�‰�”�‡�‡���™�‹�–�Š���‹�–���‘�”���•�‘�–�â���’�‡�‘�’�Ž�‡���Œ�—�†�‰�‡���ƒ���„�‘�‘�•�����‹�ä�‡�ä�á���ò�›�‘�—�ó�����„�›���‹�–�•��

�…�‘�˜�‡�”�ä�������Š�ƒ�–�ï�•���…�‡�”�–�ƒ�‹�•�Ž�›���•�‘�–���ƒ���‰�‘�‘�†���–�Š�‹�•�‰�å���‹�–�5�•���ƒ�…�–�—�ƒ�Ž�Ž�›���•�‹�•�†���‘�ˆ���„�ƒ�†�á���”�‹�‰�Š�–�ä���������Š�‹�•�•���ƒ�„�‘�—�–���–�Š�‹�•���ˆ�‘�”��

a moment:  We KNOW that everyone (at least at first glance) will judge a book (and a person) 

�„�›���–�Š�‡�‹�”���…�‘�˜�‡�”�ä�������ˆ���™�‡�ï�”�‡���…�‘�‰�•�‹�œ�ƒ�•�–���‘�ˆ���–�Š�‹�•���•�‘�˜�‹�•�‰���ˆ�‘�”�™�ƒ�”�†�å���™�‡���…�ƒ�•���–�ƒ�•�‡���ƒ�’�’�”�‘�’�”�‹�ƒ�–�‡���•�–�‡�’�•��

and we can PROACTIVELY design the cover of the book to improve our chances, right.   

 

Affiliation and Association:  Creating Instant Authority with Preeminent Positioning   

When I talk about associ�ƒ�–�‹�‘�•���ƒ�•���’�ƒ�”�–���‘�ˆ���’�”�‡�‡�•�‹�•�‡�•�–���’�‘�•�‹�–�‹�‘�•�‹�•�‰�á�����ï�•���”�‡�ˆ�‡�”�”�‹�•�‰���–�‘�á���ò���Š�‘��

�ƒ�”�‡���›�‘�—���•�‡�‡�•���™�‹�–�Š���–�Š�ƒ�–���™�‹�Ž�Ž���‰�‹�˜�‡���›�‘�—���‹�•�•�–�ƒ�•�–���ƒ�—�–�Š�‘�”�‹�–�›���ƒ�•�†���…�”�‡�†�‹�„�‹�Ž�‹�–�›���‹�•���›�‘�—�”���•�ƒ�”�•�‡�–�ë�ó�����ƒ�›��

�’�ƒ�”�–�‹�…�—�Ž�ƒ�”���ƒ�–�–�‡�•�–�‹�‘�•���–�‘���–�Š�‹�•���…�‘�•�’�‘�•�‡�•�–���„�‡�…�ƒ�—�•�‡���‹�–�ï�•���ƒ���”�‡�ƒ�Ž�Ž�›���„�‹�‰���†�‡�ƒ�Ž�ä�������ˆ���›�‘�—���…�‘�•�•�…�‹�‘�—�•�Ž�›���•�–�‘�’��

to t�Š�‹�•�•���ƒ�„�‘�—�–���‹�–�����•�‘�™���å���›�‘�—�ï�Ž�Ž���”�‡�ƒ�Ž�‹�œ�‡���Š�‘�™���Š�—�‰�‡���–�Š�‹�•���”�‡�ƒ�Ž�Ž�›���‹�•�ä�������ˆ���›�‘�—�ï�”�‡���Ž�‹�•�‡���•�‡���ƒ�•�†���‡�˜�‡�”�›�‘�•�‡��

�‡�Ž�•�‡�� �”�‡�ƒ�†�‹�•�‰�� �–�Š�‹�•�� �„�‘�‘�•�å�� �‹�–�ï�•�� �ƒ�� �•�ƒ�ˆ�‡�� �ƒ�•�•�—�•�’�–�‹�‘�•�� �–�Š�ƒ�–�� �›�‘�—�ï�˜�‡�� ���’�”�‘�„�ƒ�„�Ž�›���� �†�”�ƒ�™�•�� �ƒ�� �…�‘�•�…�Ž�—�•�‹�‘�•��

about someone based on who they are associated with without ever knowing them. I know I 

have.   

 

���–���™�ƒ�•�•�ï�–���ƒ�Ž�Ž���–�Š�ƒ�–���Ž�‘�•�‰���ƒ�‰�‘���™�Š�‡�•�������Š�ƒ�†���–�Š�‡���’�Ž�‡�ƒ�•�—�”�‡���‘�ˆ���„�‡�‹�•�‰���‹�•���ƒ���’�”�‹�˜�ƒ�–�‡�����ƒ�•�†���˜�‡�”�›���•�•�ƒ�Ž�Ž����

elite group of copywriters and marketers who had been invited to copywriting legend John 

���ƒ�”�Ž�–�‘�•�ï�•���Š�‘�•�‡���ˆ�‘�”���ƒ���u-day workshop.   The first time �����Š�‡�ƒ�”�†���ƒ�„�‘�—�–���Š�‹�•�������†�‹�†�•�5�–���Ž�‹�•�‡���Š�‹�•�å��

even though I'd never met him, never spoken to him, never seen him or seen any of his 

materials and I had never read a word that he wrote.  I decided I didn't like him because he 

associated with somebody that I didn't like. I was like, "Well, he's friends with that guy, so 

���ï�•���•�‘�–���‰�‘�‹�•�‰���–�‘���„�‡���ˆ�”�‹�‡�•�†�•���™�‹�–�Š���Š�‹�•�ó���å�����‡�…�ƒ�—�•�‡�����ï�•���ƒ�…�–�‹�•�‰���Ž�‹�•�‡���ƒ���’�”�‡-pubescent boy in middle 

school.  We all do it. This is important.  Who you are seen with matters. Let me give you some 

illustrations and examples.   

 

I have had multiple different lives during my business lifetime. One era, known as the 

guru era, I attracted a totally different psychographic customer.   The prospects and 
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customers who I was deliberately attracting at that time had different values than me. They 

had different desires than I did and they also had a different demographic.    

 

As a result, I wore a different uniform, back then and I looked different.  I also had a 

different setting.   My videos were almost always filmed in one of my practices and/or one of 

�•�›�� �…�Ž�‹�‡�•�–�ï�•�ä�� �� ���Š�›�ë�� ���‡�Ž�Ž�á�� �–�Š�‡�� �’�•�›�…�Š�‘�‰�”�ƒ�’�Š�‹�…�� �˜�ƒ�Ž�—�‡�•�� �‘�ˆ�� �•�›�� �…�—�•�–�‘�•�‡�”�� �‹�•�…�Ž�—�†�‡�†�� �–�Š�‡�� �—�Ž�–�”�ƒ-

professional, rarely-relaxed, super-�•�‡�”�‹�‘�—�•�� �†�‘�…�–�‘�”�� �–�›�’�‡�•�ä�� �� �� ���� �™�‘�”�•�‡�†�� �‡�š�…�Ž�—�•�‹�˜�‡�Ž�›�� �™�‹�–�Š�� �����ï�•�á��

�����ï�•���ƒ�•�†�����‡�•�–�‹�•�–�•�ä���� 

 

Ultimately, back then, what I was into (to a degree) and what my customers were into 

�ƒ�•���™�‡�Ž�Ž���‹�•���–�Š�ƒ�–���™�‡���ƒ�Ž�Ž���™�ƒ�•�–�‡�†���–�‘���•�ƒ�•�‡���ƒ���Ž�‘�–���‘�ˆ���•�‘�•�‡�›�å���„�—�–���ƒ�Ž�•�‘�•�–���ƒ�•���‹�•�’�‘�”�–�ƒ�•�–�Ž�›�á���‹�–���™�ƒ�•���˜�‡�”�›�á��

very important that we were recognized as the top professional in our fields.  Certainly, I was 

tot �ƒ�Ž�Ž�›���������™�‹�–�Š���•�ƒ�•�‹�•�‰���ƒ���Ž�‘�–���‘�ˆ���•�‘�•�‡�›�å���„�—�–�������”�‡�ƒ�Ž�Ž�›���™�ƒ�•�–�‡�†���–�‘���„�‡���•�‡�‡�•���ƒ�•���–�Š�‡���‡�Ž�‹�–�‡���•�ƒ�”�•�‡�–�‹�•�‰��

genius that all of the most successful doctors, dentists and chiropractors hired. I deliberately 

attracted people with those values.    Now, I also had different symbols. In my videos, there 

were different symbols given to represent the desired demographic and psychographic 

values of those ideal prospects and customers I had at that time.  

 

���›�� �–�ƒ�”�‰�‡�–�� �•�ƒ�”�•�‡�–�� �™�ƒ�•�–�‡�†�� �™�‡�ƒ�Ž�–�Š�� �ƒ�•�†�� �’�”�‡�•�–�‹�‰�‡�å�� �–�Š�‡�›�� �™�ƒ�•�–�‡�†�� �–�‘�� �ƒ�–�–�‡�•�†�� �–�Š�‡�� �•�‘�•�–��

exc�Ž�—�•�‹�˜�‡���•�‡�•�‹�•�ƒ�”�•�å���Š�ƒ�•�‰���‘�—�–�á���ƒ�•�†���ò�„�‡���•�‡�‡�•�ó���ƒ�•���‹�•�†�—�•�–�”�›���Ž�‡�ƒ�†�‡�”�•�ä�����Š�‡���•�‘�•�–���•�‡�•�‘�”�ƒ�„�Ž�‡���˜�‹�†�‡�‘��

I've got is a video of me doing a keynote presentation during ADA annual meeting in Las 

���‡�‰�ƒ�•�ä�� �� �� ���‡�–�ï�•�� �Ž�‘�‘�•�� �ƒ�–�� �–�‘�†�ƒ�›�ä�� �� ���� �Š�ƒ�˜�‡�� �†�‹�ˆ�ˆ�‡�”�‡�•�–�� �˜�ƒ�Ž�—�‡�•�á�� �†�”�ƒ�•�ƒ�–�‹�…�ƒ�Ž�Ž�›�� �†�‹�ˆ�ˆ�‡�”�‡�•�–�� �˜�ƒ�Ž�—�‡�•�ä�� �� ���ï�•��

deliberately attracting customers with different values.  100 percent, I engineered it that 

way.   

 

���‘�™���•�›���˜�ƒ�Ž�—�‡�•���ƒ�”�‡���•�‘�–���‡�•�‰�‹�•�‡�‡�”�‡�†�á���–�Š�‡�›���Œ�—�•�–���‡�˜�‘�Ž�˜�‡�†�ä�������‰�‘�–���‘�Ž�†�‡�”�å���Š�ƒ�†���•�‘�”�‡���…�Š�‹�Ž�†�”�‡�•��

and became very involved in my faith as a Christian.   My values have changed and as a 

�”�‡�•�—�Ž�–�å�� ���� �…�Š�ƒ�•�‰�‡�†�� �–�Š�‡�� �‹�†�‡�ƒ�Ž�� �’�”�‘�•�’�‡�…�–�•�� �ƒ�•�†��customers that ���ï�•�� �†�‡�Ž�‹�„�‡�”�ƒ�–�‡�Ž�›�� �–�ƒ�”�‰�‡�–�‹�•�‰�� �ƒ�•�†��

attracting. Now I attract customers with a different psychographic, they have dramatically 

different psychographic values.  They value hard work, they value advertising, they don't 

care about (putting on an) appearance or having a stellar list of professional 

accomplishments (that they can use to impress others) as much as they care about increasing 
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the productivity and profit of their business �‹�•���‘�”�†�‡�”���–�‘���‰�‡�•�‡�”�ƒ�–�‡���™�‡�ƒ�Ž�–�Š�å���…�”�‡�ƒ�–�‡���–�Š�‡�‹�”���‹�†�‡�ƒ�Ž��

lifestyle and creating a legacy.    

 

They also have different desires. They want long term, where back in the day it was 

more short term thinking. It was more, "Hey, let's do a promotion.  Let's make a bunch of 

money and get more PR for ourselves within our respective communities �� so we can feel 

better about who we are."   

 

���‘�†�ƒ�›�����ï�•���–�‘�–�ƒ�Ž�Ž�›���†�‹�ˆ�ˆ�‡�”�‡�•�–�ä�������5�•���•�‘�”�‡���ƒ�„�‘�—�–�á���6���‡�›�á���Ž�‡�–�5�•���•�ƒ�•�‡���ƒ���Ž�‘�–���‘�ˆ���•�‘�•�‡�›���ƒ�Ž�Ž���–�Š�‡���–�‹�•�‡�á��

build something that will outlive us and impress our great-grandchildren."  Because of this, 

�–�‘�†�ƒ�›�������™�‡�ƒ�”���ƒ���†�‹�ˆ�ˆ�‡�”�‡�•�–���—�•�‹�ˆ�‘�”�•�ä�������‘�†�ƒ�›���›�‘�—�ï�Ž�Ž���ˆ�‹�•�†���•�‡���™�‡�ƒ�”�‹�•�‰���ƒ���„�Ž�ƒ�œ�‡�”���ƒ�•�†���ƒ���„�—�–�–�‘�•-down 

�•�Š�‹�”�–�ä���������ˆ���›�‘�—���Ž�‘�‘�•���ƒ�–���–�Š�‡���•�‡�–���ƒ�•�†���–�Š�‡���•�‡�–�–�‹�•�‰���‹�•���•�›���˜�‹�†�‡�‘�•�����ï�•�����•�‘�™�����•�Š�‘�‘�–�‹�•�‰���–�Š�‡�•���‹�•���†�‹�ˆ�ˆ�‡�”�‡�•�–��

areas.   

 

���Š�‡�”�‡���‹�–���—�•�‡�†���–�‘�� �„�‡���‹�•�� �ƒ�� �†�‘�…�–�‘�”�ï�•�� �‘�ˆ�ˆ�‹�…�‡���‘�”�� �ƒ�–���ƒ���’�”�‘�ˆ�‡�•�•�‹�‘�•�ƒ�Ž���…�‘�•�ˆ�‡�”�‡�•�…�‡�á�����5�•�� �•�‘�™���‹�•�� �ƒ��

more relaxed (yet professional) executive environment like at a desk.  If you look at the 

symbols, instead of pulling up in an Audi R8, I'll show my wife's dually pickup �–�”�—�…�•�ä���� ���ï�˜�‡��

even shot videos with our 6-�Š�‘�”�•�‡���‰�‘�‘�•�‡�•�‡�…�•���–�”�ƒ�‹�Ž�‡�”�����™�‹�–�Š���‘�—�”���Š�‘�”�•�‡�•�ï���Š�‡�ƒ�†�•���’�‘�•�‹�•�‰���‘�—�–���–�Š�‡��

windows) pulling up in front of our ranch property.  It's a different symbol of the outcome of 

�•�›�� �†�‡�•�‘�‰�”�ƒ�’�Š�‹�…�å�� �–�Š�‡�� �‹�†�‡�ƒ�Ž�� �’�”�‘�•�’�‡�…�–�� �ƒ�•�†�� �…�—�•�–�‘�•�‡�”�� �–�Š�ƒ�–�� ���5�• after. This is all surface level 

positioning here.   

 

���–�ï�•�����•�’�‘�”�–�ƒ�•�–���–�‘�����‡�•�‡�•�„�‡�”�ã�������‘�—�”���•�—�”�ˆ�ƒ�…�‡���Ž�‡�˜�‡�Ž���’�‘�•�‹�–�‹�‘�•�‹�•�‰���‹�•���™�Š�ƒ�–���–�Š�‡�›���•�‡�‡���ƒ�•�†���™�Š�ƒ�–��

�–�Š�‡�›�ï�Ž�Ž���—�•�‡���–�‘���•�ƒ�•�‡���ƒ���•�•�ƒ�’���Œ�—�†�‰�‡�•�‡�•�–���ƒ�„�‘�—�–���›�‘�—�ä�������Š�‡�›�ï�Ž�Ž���ƒ�Ž�•�‘���—�•�‡���‹�–���–�‘���†�‡�–�‡�”�•�‹�•�‡���™�Š�‡�–�Š�‡�”���–�‘��

�’�”�‘�…�‡�‡�†�����‘�”���•�‘�–�����–�‘���–�Š�‡���•�‡�š�–���•�–�‡�’���‹�•���–�Š�‹�•���’�”�‘�…�‡�•�•�å���™�Š�‹�…�Š���…�‘�•�–�ƒ�‹�•�•���›�‘�—�”���˜�ƒ�Ž�—�‡�•�ä�����ˆ���›�‘�—���†�‘�•�ï�–��

�Ž�‘�‘�•���ƒ�•�†���•�‘�—�•�†���”�‹�‰�Š�–���ƒ�•�†���›�‘�—�ï�”�‡���•�‘�–���‹�•���–�Š�‡���”�‹�‰�Š�–���•�‡�–���ƒ�•�†���•�‡�–�–�‹�•�‰�å���‡�˜�‡�•���‹�ˆ���›�‘�—���™�‡�”�‡���–�Š�‡���Ž�ƒ�–�‡��

�
�‹�•�� ���‘�Š�•�å�� �›�‘�—�ï�”�‡�� �•�‘�–�� �‰�‘�‹�•�‰�� �–�‘�� �„�‡�� �ƒ�„�Ž�‡�� �–�‘�� �–�‡�Ž�Ž�� �–�Š�‡�•�� �Š�‘�™�� �›�‘�—�� �˜�ƒ�Ž�—�‡�� �Ž�‘�•�‰-time perspective 

versus short-term thinking.    

 

You never even get to present your values to them and you never even get to illustrate 

�›�‘�—�”���•�ƒ�–�…�Š�‹�•�‰���˜�ƒ�Ž�—�‡�•���–�‘���–�Š�‡�•���—�•�Ž�‡�•�•���›�‘�—���’�ƒ�•�•���–�Š�ƒ�–���•�—�”�ˆ�ƒ�…�‡���Ž�‡�˜�‡�Ž���–�‡�•�–�ä���������‘�—�ï�˜�‡���‰�‘�–���–�‘���’�ƒ�•�•���–�Š�‹�•��

�–�‡�•�–���‘�”���›�‘�—�5�”�‡���•�‘�–���‰�‘�‹�•�‰���–�‘���„�‡���ƒ�„�Ž�‡���–�‘���…�‘�•�–�‹�•�—�‡�å���•�‘���•�ƒ�–�–�‡�”���Š�‘�™���‰�‘�‘�†���›�‘�—���ƒ�”�‡�ä�������ƒ�•�•�‹�•�‰���–�Š�‡��
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surface level test is an all-or-none function.   ���‘�™�� �–�Š�ƒ�–�� �›�‘�—�ï�˜�‡�� �†�‘�•�‡�� �›�‘�—�”�� �Š�‘�•�‡�™�‘�”�•�á��

researched surface positioning demographics and built (for yourself) effective and powerful 

preeminent surface level positioning strategies you can begin to focus on (and highlight) 

yo�—�”���•�Š�ƒ�”�‡�†���˜�ƒ�Ž�—�‡�•�ä�����	�”�‘�•���–�Š�‡�”�‡�á���›�‘�—�ï�Ž�Ž�����ˆ�‹�•�ƒ�Ž�Ž�›�����‰�‡�–���–�‘���–�Š�‡���‡�•�†���’�Š�ƒ�•�‡���‘�ˆ���–�Š�‹�•���’�”�‘�…�‡�•�•��-- which 

is demonstration.  

 

Demonstrating the Component of Preeminent Positioning Means That You :  

 

�� Demonstrate Your authority  

�� Demonstrate Your expertise  

�� Demonstrate Your credibility  

 

So, the final phase of preeminent positioning is where you demonstrate your matching 

�˜�ƒ�Ž�—�‡�•�� �–�Š�”�‘�—�‰�Š�� �™�Š�ƒ�–�� �™�‡�� �…�ƒ�Ž�Ž�� �‹�•�†�‘�…�–�”�‹�•�ƒ�–�‹�‘�•�� �•�‡�“�—�‡�•�…�‡�•�ä�� �� ���Š�‡�•�� ���� �•�ƒ�›�� �ò�‹�•�†�‘�…�–�”�‹�•�ƒ�–�‹�‘�•��

�•�‡�“�—�‡�•�…�‡�•�ó�����ï�•���•�‹�•�’�Ž�›���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–���–�Š�‡���˜�‹�†�‡�‘�•���‘�ˆ���›�‘�—�”�•���–�Š�ƒ�–���–�Š�‡�›���•�‡�‡���„�‡fore you make a sales 

presentation.  A Classic example of this is would be pre-launch videos.  You might also 

demonstrate your understanding of their fears and desires in your pre-launch videos by 

describing them to the prospect better than they can describe them to themselves.   You 

demonstrate this through your communication. 

 

Now you may have tried to run advertising in the past and maybe it failed. Maybe you're 

like me, and you had a little bit of money saved up.  An advertising salesman came along and 

offered to sell you some ads, and you spent it all, thinking, "Man, my phone is going to ring 

off the hook," and, like me, nothing happened.   

 

I might tell the true story about how I had worked my butt off for over a year to save up 

$7,500.  I had been saving it because I wanted to promote and grow my business.  That little-

�„�‹�–���‘�ˆ���•�‘�•�‡�›���™�ƒ�•���ƒ�Ž�Ž���–�Š�ƒ�–�������Š�ƒ�†���ƒ�•�†���–�‘���•�‡�å���‹�–���™�ƒ�•���‡�˜�‡�”�›�–�Š�‹�•�‰�ä���� 

 

I attended a marketing seminar with that money and the main speaker was so good that 

I decided to pay him $3,500 for the rights to his infomercial and have it branded to me.  I took 

the remaining $4,000 and paid Charter® for a series of overnight cable TV spots.   The results 
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�™�‡�”�‡���ƒ�•�–�‘�•�‹�•�Š�‹�•�‰�è���������‡�”�‹�‘�—�•�Ž�›���ƒ�•�–�‘�•�‹�•�Š�‹�•�‰�å���„�‡�…�ƒ�—�•�‡�������‡�•�†�‡�†���—�’���™�‹�–�Š���œ�‡�”�‘���”�‡�•�’�‘�•�•�‡���ƒ�•�†���œ�‡�”�‘��

phone calls.   

 

���—�ˆ�ˆ�‹�…�‡���‹�–���–�‘���•�ƒ�›���–�Š�ƒ�–�������™�ƒ�•���‹�•���ƒ���•�–�ƒ�–�‡���‘�ˆ���—�–�–�‡�”���•�Š�‘�…�•���ƒ�•�†���†�‹�•�•�ƒ�›���ƒ�•�†���‹�ˆ���‹�–���™�ƒ�•�•�ï�–���ˆ�‘�”�����ä���
�ä��

Weimann (my late father-in-�Ž�ƒ�™�����å�������•�ƒ�›���Š�ƒ�˜�‡���‰�‘�•�‡���„�‡�Ž�Ž�›���—�’�ä�������Š�ƒ�–���™�ƒ�•���t�t���›�‡�ƒ�”�•���ƒ�‰�‘�á���„�‡�ˆ�‘�”�‡��

I knew anything about marketing.   Because of this experience I might be able to describe the 

�ˆ�”�—�•�–�”�ƒ�–�‹�‘�•�� �•�›�� �‹�†�‡�ƒ�Ž�� �’�”�‘�•�’�‡�…�–�•�� �ƒ�•�†�� �…�—�•�–�‘�•�‡�”�•�� �Š�ƒ�˜�‡�� �ˆ�‡�Ž�–�å�� �‡�˜�‡�•�� �„�‡�–�–�‡�”�� �–�Š�ƒ�•�� �–�Š�‡�›�� �…�ƒ�•�ä�� ���� �ƒ�Ž�•�‘��

might demonstrate my expertise and credibility by educating them and providing results in 

advance.   Of all the components of demonstrati�‘�•�å���’�”�‘�˜�‹�†�‹�•�‰���”�‡�•�—�Ž�–�•���‹�•���ƒ�†�˜�ƒ�•�…�‡���‘�ˆ���ƒ�•�•�‹�•�‰��

for the sale is (by far) the most important.     

 

If you can clearly and convincingly demonstrate that you can help your ideal prospects 

���„�›���ƒ�…�–�—�ƒ�Ž�Ž�›���Š�‡�Ž�’�‹�•�‰���–�Š�‡�•���‹�•���ƒ�†�˜�ƒ�•�…�‡���‘�ˆ���–�Š�‡���•�ƒ�Ž�‡�����å���ƒ�•�†���›�‘�—���’�”�‡�…�‡�†�‡���–�Š�ƒ�–���†�‡�•onstration by 

establishing surface level positioning matches and establishing value matching, 

�†�‡�•�‘�‰�”�ƒ�’�Š�‹�…�� �ƒ�•�†�� �’�•�›�…�Š�‘�‰�”�ƒ�’�Š�‹�…�� �’�‘�•�‹�–�‹�‘�•�‹�•�‰�� �•�ƒ�–�…�Š�‡�•�å�� �–�Š�‡�›�5�”�‡�� �‰�‘�‹�•�‰�� �–�‘�� �„�‡�…�‘�•�‡�� �˜�‡�”�›��

receptive to listening to your promise.  So, when it comes time to make your presentation 

�ƒ�•�†���›�‘�—�”���’�‹�–�…�Š�å���›�‘�—�ï�Ž�Ž���†�‹�•�…�‘�˜�‡�”���‹�–���Š�ƒ�’�’�‡�•�•���‡�ƒ�•�‹�‡�”���ƒ�•�†���ˆ�ƒ�•�–�‡�”���–�Š�ƒ�•���›�‘�—���…�‘�—�Ž�†���Š�ƒ�˜�‡���‹�•�ƒ�‰�‹�•�‡�†��

possible. This all dovetails together, perfectly.   

 

To help you create powerful preeminent positioning components for yourself, your 

�…�‘�•�’�ƒ�•�›���ƒ�•�†���›�‘�—�”���„�”�ƒ�•�†�å��consider, then answer these questions: 

 

�� What uniform ���‹�ä�‡�ä�á���ò���Š�‹�•�•���‘�ˆ���
�ƒ�•�‡�•�����‘�•�†���‹�•���Š�‹�•���•�—�‹�–���� �–�Š�‹�•���‹�•���Š�‹�•���—�•�‹�ˆ�‘�”�•�ó��, setting 

���‹�ä�‡�ä�á���ò���Š�‹�•�•���‘�ˆ���–�Š�‡���’�Ž�ƒ�…�‡�•���
�ƒ�•�‡�•�����‘�•�†���ò�ˆ�‹�–�•���‹�•�ó��, symbols ���‹�ä�‡�ä�á���ò���Š�‹�•�•���‘�ˆ���Š�‹�•�����‹�•�–�‘�Ž�•��

�� The Walther PPK, P5 Compact, P99 and PPK/S�ó�� and language do you need to 

display? 

�� What do you need to wear? �����Š�ƒ�–�� �ƒ�’�’�ƒ�”�‡�Ž�� �†�‘�� �›�‘�—���•�‡�‡�†�� �‹�•�� �‘�”�†�‡�”�� �–�‘�� �ò�ˆ�‹�–�ó�� �–�Š�‡�‹�”��

expectations?) 

�� What do you need to look like?  

�� Where do you need to be in your pictures and your videos? �����ˆ���›�‘�—�ï�”�‡���’�‘�”�–�”�ƒ�›�‹�•�‰��

success and wealth do you want to be shooting in a trailer park?)  

�� What do you need to be talking about? �����Š�ƒ�–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�‘���›�‘�—�”���’�”�‘�•�’�‡�…�–�•�ë�� 
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�� What matching "for" values can you highlight?  

�� How can you cause that person to say, "Man, this guy or this lady IS just like me: 

I want to find out more about what they have to say"? 

�� What matching "against" values can you highlight?  

�� What can you take a hard stance against that's going to repel the ones you don't 

want and make you hyper-magnetic to the ones you want? �������…�ƒ�•�ï�–��stand people 

�™�Š�‘�� �™�ƒ�•�–�� �•�‘�•�‡�–�Š�‹�•�‰�� �ˆ�‘�”�� �•�‘�–�Š�‹�•�‰�å�� �ˆ�‘�Ž�•�•�� �–�Š�ƒ�–�� �ƒ�”�‡�� �ƒ�Ž�™�ƒ�›�•�� �Ž�‘�‘�•�‹�•�‰�� �ˆ�‘�”�� �ƒ�� �™�ƒ�›�� �–�‘��

�‰�ƒ�•�‡���–�Š�‡���•�›�•�–�‡�•���–�‘���•�ƒ�•�‡���•�‘�•�‡�›�å���–�Š�‡�›�ï�”�‡���•�‘�–���‹�•�–�‡�”�‡�•�–�‡�†���‹�•���’�”�‘�˜�‹�†�‹�•�‰���˜�ƒ�Ž�—�‡���–�‘��

their customers) 

�� What associations can be used for ultra-magnetism? (Who can you be seen with 

�–�Š�ƒ�–���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���™�‘�—�Ž�†���„�‡���ò�™�‘�™�‡�†�ó���„�›�ë�� 

�� What can you associate your personal brand with to have them be even more 

magnetic to you? 

 

I hope you enjoyed this chapter on preeminent positioning strategies. When you get 

these exercises done and put these strategies in place, you're going to really improve your 

�”�‡�•�—�Ž�–�•�ä�������ï�†���ƒ�Ž�•�‘�•�–���‰�—�ƒ�”�ƒ�•�–�‡�‡���–�Š�ƒ�–���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���’�—�Ž�Ž���ƒ�Š�‡�ƒ�†���‘�ˆ���›�‘�—�”���…�‘�•�’�‡�–�‹�–�‹�‘n as you start 

attracting (and retaining) the attention (and interest) of your ideal prospects and customers 

better than ever.   

 

���‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���Š�ƒ�˜�‡���•�—�…�Š���ƒ�•���‡�ƒ�•�‹�‡�”���Œ�‘�„���‘�ˆ���•�‡�Ž�Ž�‹�•�‰���–�Š�‡�•���„�‡�…�ƒ�—�•�‡���–�Š�‡�›���ƒ�Ž�”�‡�ƒ�†�›���•�•�‘�™�á���Ž�‹�•�‡��

and trust you and you don't have to scream loud promises.  You can just subtly state matter-

of-fact promises and they'll be a lot more receptive because you've done the fun homework 

to go ahead and lay the groundwork for you to do your selling.   

 

���ï�˜�‡���‰�‘�•�‡���–�Š�”�‘�—�‰�Š���ƒ�Ž�Ž���‘�ˆ���–�Š�‡�•�‡���•�–�”�ƒ�–�‡�‰�‹�‡�•�����ƒ�•�† the related exercises) because I know that 

�‹�ˆ���›�‘�—�ï�Ž�Ž���†�‘���–�Š�‡���™�‘�”�•���ƒ�•�†���†�‡�’�Ž�‘�›���–�Š�‡�•�å���–�Š�‡���†�‘�‘�”�•���‘�ˆ���‘�’�’�‘�”�–�—�•�‹�–�›���ƒ�•�†���’�”�‘�•�’�‡�”�‹�–�›���™�‹�Ž�Ž���‘�’�‡�•���–�‘��

you as never before. 
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CHAPTER SIX:   ���Š�‡�����������������������”�‡�•�‡�•�–�ƒ�–�‹�‘�•���	�‘�”�•�—�Ž�ƒ�å��

The Proven Framework for Powerful 

and Profitable Sales Presentations 

 

���‡�Ž�…�‘�•�‡���–�‘���–�Š�‡���…�Š�ƒ�’�–�‡�”���‘�•�����Š�‡�����Ž�–�‹�•�ƒ�–�‡�����”�‡�•�‡�•�–�ƒ�–�‹�‘�•���	�‘�”�•�—�Ž�ƒ�ä�������‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���‰�‡�–���ƒ��

�Ž�‘�–���‘�—�–���‘�ˆ���–�Š�‹�•���…�Š�ƒ�’�–�‡�”���ƒ�•�†���›�‘�—�ï�”�‡���‰�‘�•�•�ƒ���ƒ�Ž�Ž���–�Š�‡���„�‡�•�‡�ˆ�‹�–�•���‹�–���‰�‹�˜�‡�•���›�‘�—�ã  

 

�x If you want to immediately improve your meetings and sales presentations so you can 

convert more prospects into paying customers. 
 

�x If you want your online marketing efforts like paid traffic like Facebook, AdWords, 

landing pages and sales videos to attract more leads and generate more sales.  
 

�x If you want your webinars (whether they're live or recorded) to generate more 

sales. 
 

�x If you want your sales letter copy to convert more prospects into paying customers in 

a way that makes your prospects happy when you 're delivering the presentation. 
 

�x If you want to overcome the feeling of nervousness or the tendency to freeze up 

in your sales presentations  (at the point asking for the sale) �å�����™�Š�‡�–�Š�‡�”���›�‘�—�ï�”�‡���ˆ�ƒ�…�‡-

to-face, on the phone or doing a live webinar presentation. 
 

�x If you learn how to overcome procrastination ���†�—�‡���–�‘���„�”�ƒ�‹�•���ò�Ž�‘�…�•�ó�� when it comes time 

to write your sales copy for web pages, direct mail or webinars. 

 

The bottom line is that simple (yet powerful) framework can totally quickly and 

completely revolutionize your confidence and (as a result), your sales presentations.  The 

�„�‡�•�‡�ˆ�‹�–�•�� �‘�ˆ�� �‹�•�’�Ž�‡�•�‡�•�–�‹�•�‰�� �–�Š�‹�•�� �ˆ�”�ƒ�•�‡�™�‘�”�•�ë�� �� ���‘�—�ï�Ž�Ž�� �„�‡�…�‘�•�‡�� �ƒ�� �•�ƒ�•�–�‡�”�� �’�”�‡�•�‡�•�–�‡�”�å�� �›�‘�—�”��

conversion ratio will skyrocket and the process of selling will become more enjoyable for 

you and your prospects.    

 

But before we begin, I want to share some exciting news with you. People love to buy  
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�•�–�—�ˆ�ˆ�ä�������–�ï�•���‹�•�‰�”�ƒ�‹�•�‡�†���‹�•�–�‘���–�Š�‡�����������‘�ˆ���Š�—�•�ƒ�•�•���ƒ�•�†���ƒ�•���ƒ���”�‡�•�—�Ž�–�å���’�‡�‘�’�Ž�‡���Ž�‹�–�‡�”�ƒ�Ž�Ž�›���…�‡�Ž�‡�„�”�ƒ�–�‡���™�Š�‡�•��

they buy stuff.  For many, many westerners, making a purchase is now seen as an 

�ƒ�…�…�‘�•�’�Ž�‹�•�Š�•�‡�•�–�å���‡�˜�‡�•���ƒ���•�–�ƒ�–�—�• symbol in the right circumstance.  ���•���ƒ���’�‡�”�•�‘�•�ƒ�Ž���•�‘�–�‡�á�������†�‘�•�ï�–��

buy into all this nonsense.   

 

���—�–���ƒ�•���ƒ���„�—�•�‹�•�‡�•�•���‘�™�•�‡�”�á�������Ž�‹�•�‡���–�Š�‡���ˆ�ƒ�…�–���–�Š�ƒ�–���•�‘�•�–���’�‡�‘�’�Ž�‡�����ƒ�…�–�—�ƒ�Ž�Ž�›�����„�‡�Ž�‹�‡�˜�‡�á���ò���‡���™�‹�–�Š���–�Š�‡��

�•�‘�•�–�� �–�‘�›�•�� �™�‹�•�•�ó�� �å�� �ƒ�–�� �Ž�‡�ƒ�•�–�� �–�Š�ƒ�–�ï�•�� �–�Š�‡�� �’�‡�”�…�‡�’�–�‹�‘�•�� �‹�•�� �•�‘�†�‡�”�•�� �•�‘�…�‹�‡�–�›�ä�� �� ��So, use the 

psychologically-driven fact that people love to buy stuff to your benefit.  Now comes the bad 

news, which is that most of us have been brainwashed (usually at a young age) to believe 

that selling is bad.   

 

���–�ï�•�� �ƒ�� �…�‘�•�•�‘�•�� �–�Š�‹�•�‰�� �–�‘�� �•�‡�‡�� �ƒ�� �…�—�•�–�‘�•�‡�” �ò�Š�‘�Ž�†�� �„�ƒ�…�•�ó�� �‘�•�� �–�Š�‡�� �”�‡�…�‘�•�•�‡�•�†�‡�†�� �•�ƒ�”�•�‡�–�‹�•�‰��

�•�–�”�ƒ�–�‡�‰�‹�‡�•�� ���� �‰�‹�˜�‡�� �–�Š�‡�•�� �„�‡�…�ƒ�—�•�‡�� �–�Š�‡�›�ï�”�‡�� �ƒ�ˆ�”�ƒ�‹�†�� �–�Š�ƒ�–�� �–�Š�‡�‹�”�� �…�—�•�–�‘�•�‡�”�•�� �™�‹�Ž�Ž�� �„�‡�…�‘�•�‡�� �ƒ�•�‰�”�›�� �™�‹�–�Š��

�–�Š�‡�•�ä�������–�5�•���‘�•�ƒ�›�ä���������‰�‡�–���‹�–�å���™�‡�ï�”�‡���ƒ�Ž�Ž���‘�’�‡�”�ƒ�–�‹�•�‰���ˆ�”�‘�•���–�Š�‡���•�‹�•�†�•�‡�–���–�Š�ƒ�–�á���ò���‘�…�‹�‡�–�›���Ž�‘�˜�‡�•���–�‘���„�—�›�á���„�—�–��

�–�Š�‡�›���Š�ƒ�–�‡���–�‘���„�‡���•�‘�Ž�†�ä�ó������he reality of the situation is, however, that selling is actually a good 

thing.   

 

���‡�‹�•�‰���ƒ�•���‘�˜�‡�”�„�‡�ƒ�”�‹�•�‰�á���”�—�†�‡�á���†�‹�•�Š�‘�•�‡�•�–���•�ƒ�Ž�‡�•���’�”�‘�ˆ�‡�•�•�‹�‘�•�ƒ�Ž���‹�•���–�Š�‡���–�Š�‹�•�‰���–�Š�ƒ�–�ï�•���„�ƒ�†�ä�������‘�á���–�‘��

�Š�‡�Ž�’���›�‘�—���‰�‡�–���’�ƒ�•�–���ƒ�Ž�Ž���–�Š�‘�•�‡���‹�•�‰�”�ƒ�‹�•�‡�†���ˆ�‡�ƒ�”�•���™�‡�ï�˜�‡���ƒ�Ž�Ž���Š�ƒ�†���Š�ƒ�•�•�‡�”�‡�†���‹�•�–�‘���—�•�á���ƒ�•�†���–�‘��help you 

�ƒ�…�Š�‹�‡�˜�‡�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�� �ƒ�•�†�� �•�ƒ�Ž�‡�•�� �•�ƒ�•�–�‡�”�›�� �å�� ���ï�˜�‡�� �„�”�‘�•�‡�•�� �–�Š�‹�•�� �’�”�‘�…�‡�•�•�� �†�‘�™�•�� �‹�•�–�‘�� �ƒ�� �…�‘�—�’�Ž�‡�� �‘�ˆ��

sections.   

 

Section #1:  This section begins by preparing you mentally so that you can achieve top-gun 

level thought processes during your presentation.  This will help you sell more, more often 

and for more money per sale.   

 

Section #2:  In this section I'm going to give you several closing scripts and actual sample 

�•�–�”�—�…�–�—�”�‡�•���–�Š�ƒ�–���›�‘�—�ï�Ž�Ž���„�‡���ƒ�„�Ž�‡���–�‘���†�‡�’�Ž�‘�›�����ƒ�•�†���’�”�‘�ˆ�‹�–���ˆ�”�‘�•�����‹�•�•�‡�†�‹�ƒ�–�‡�Ž�›�ä 

 

The first component of section #1 that I want to cover with you deals with preparing 

�•�‡�•�–�ƒ�Ž�Ž�›���ˆ�‘�”���–�Š�‡���…�Ž�‘�•�‡�ä�����������‘���„�‡�…�‘�•�‡���ƒ���•�ƒ�•�–�‡�”���’�”�‡�•�‡�•�–�‡�”���™�Š�‘���…�ƒ�•���…�Ž�‘�•�‡���•�—�…�…�‡�•�•�ˆ�—�Ž�Ž�›�á���›�‘�—�ï�˜�‡��

got to begin by getting your mind in the right place. You've got to understand that your mind 
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is one of the biggest obstacles you can have to making a sale.  The second component that I 

want to cover with you is vital because it will show you how to deliver your presentations in 

�ƒ�� �™�ƒ�›�� �–�Š�ƒ�–�� �ƒ�˜�‘�‹�†�•�� �•�ƒ�•�‹�•�‰�� �›�‘�—�”�� �’�”�‘�•�’�‡�…�–�•�� �ƒ�•�‰�”�›�ä�� �� ���‘�� �ƒ�…�…�‘�•�’�Ž�‹�•�Š�� �–�Š�ƒ�–�á�� �‹�–�ï�•�� �…�”�‹�–ical that we 

always deliver value in our presentations BEFORE we try to sell anything to our prospects.  

 

The third component in this process is where I show you how to know your prospects 

objections before you start the selling process.   By knowing their �‘�„�Œ�‡�…�–�‹�‘�•�•�� �›�‘�—�ï�Ž�Ž�� �„�‡��

imminently more prepared in your presentation and will greatly increase your conversion 

rate.  If we can get all three of these things done by the time it comes for you to make your 

�•�ƒ�Ž�‡�•���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�����‹�ä�‡�ä�á���ò���Š�‡�����‹�–�…�Š�ó���á���›�‘�—�”���’�”�‘�•�’�‡�…�–�ï�•���•�ƒ�Ž�‡�•���”�‡�•�‹�•�–�ƒ�•�…�‡���™�‹�Ž�Ž���„�‡���ƒ���Ž�‘�–���Ž�‘�™�‡�”���ƒ�•�†��

�›�‘�—�”���Œ�‘�„���‘�ˆ���•�‡�Ž�Ž�‹�•�‰���™�‹�Ž�Ž���„�‡���‡�ƒ�•�‹�‡�”�ä�������Š�ƒ�–�����ï�•���ƒ�„�‘�—�–���–�‘���–�‡�ƒ�…�Š���›�‘�—���‹�•���ƒ���•�‘�”�‡���”�‡�Ž�ƒ�š�‡�†�á���’�”�‘�ˆ�‡�•�•�‹�‘�•�ƒ�Ž�á��

low-�•�–�”�‡�•�•���•�‡�–�Š�‘�†���‘�ˆ���•�‡�Ž�Ž�‹�•�‰���–�Š�ƒ�–���›�‘�—�ï�Ž�Ž���•�‡�˜�‡�”���ˆ�‡�‡�Ž���™�‡�‹�”�†���ƒ�„�‘�—�–���—�•�‹�•�‰�ä�������ï�•���…�‘�•�ˆ�‹�†�‡�•�–���›�‘�—�ï�”�‡��

going to absolutely love it.  

 

�����å���Ž�‡�–�ï�•���‰�‡�–���•�–�ƒ�”�–�‡�†���™�‹�–�Š���•�‘�•�‡���‡�š�ƒ�•�’�Ž�‡�•���‘�•���Š�‘�™���–�‘���‰�‡�–���›�‘�—�”�•�‡�Ž�ˆ���•�‡�•�–�ƒ�Ž�Ž�›���’�”�‡�’�ƒ�”�‡�†���–�‘��

�†�‡�Ž�‹�˜�‡�”���ƒ���•�—�…�…�‡�•�•�ˆ�—�Ž���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�å���‘�•�‡���–�Š�ƒ�–���‰�‡�•�‡�”�ƒ�–�‡�•���ƒ���Š�ƒ�’�’�›���…�—�•�–�‘�•�‡�”���ƒ�•�†���ƒ���•�ƒ�Ž�‡���ˆ�‘�”���›�‘�—�ä����

After reviewing (a voluminous amount of) data, notes taken from my own experience and 

�ˆ�”�‘�•�� �…�‘�•�˜�‡�”�•�ƒ�–�‹�‘�•�•�� �™�‹�–�Š�� �Š�—�•�†�”�‡�†�•�� �‘�ˆ�� �…�Ž�‹�‡�•�–�•�� �ƒ�•�†�� �’�”�‘�•�’�‡�…�–�•�å�� �‹�–�� �–�—�”�•�•�� �‘�—�–�� �–�Š�‡�� �•�—�•�„�‡�”�� �‘�•�‡��

�”�‡�ƒ�•�‘�•�� �–�Š�ƒ�–�� �’�‡�‘�’�Ž�‡�� �ˆ�ƒ�‹�Ž�� �–�‘�� �…�‘�•�˜�‡�”�–�� �–�Š�‡�‹�”�� �’�”�‘�•�’�‡�…�–�� �ƒ�•�†�� �‰�‡�–�� �–�Š�‡�� �•�ƒ�Ž�‡�� �‹�•�� �–�Š�ƒ�–�� �–�Š�‡�›�ï�”�‡�� �ƒ�ˆ�”�ƒ�‹�†�ä�� �� ����

realize that this may come off as a little too blunt for �›�‘�—�á���„�—�–���‹�–�ï�•���–�”�—�‡�ä���������†�‹�†�•�ï�–���™�”�‹�–�‡���–�Š�‹�•���„�‘�‘�•��

�–�‘���•�ƒ�•�‡���›�‘�—���ˆ�‡�‡�Ž���„�‡�–�–�‡�”���ƒ�„�‘�—�–���•�‘�–���•�—�…�…�‡�‡�†�‹�•�‰�å�������™�”�‘�–�‡���‹�–���–�‘���‡�“�—�‹�’���ƒ�•�†���‡�•�’�‘�™�‡�”���›�‘�—���•�‘���–�Š�ƒ�–��

you can enjoy massive success.    

 

Understand This:  ���˜�‡�”�›�„�‘�†�›�� ���–�Š�ƒ�–�ï�•�� �Š�—�•�ƒ�•���� �™�‘�”�”�‹�‡�•�� �ƒ�„�‘�—�–�� �†�‘�‹�•�‰�� ���‘�”�� �•�ƒ�›�‹�•�‰����

something �–�Š�ƒ�–���™�‹�Ž�Ž���•�ƒ�•�‡���–�Š�‡�‹�”�� �’�”�‘�•�’�‡�…�–�•���•�ƒ�†���†�—�”�‹�•�‰���–�Š�‡���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�ä���� ���Š�ƒ�–�ï�•�� �ƒ�� �’�‡�”�ˆ�‡�…�–�Ž�›��

�•�‘�”�•�ƒ�Ž���…�‘�•�…�‡�”�•�� �–�Š�ƒ�–���ƒ�Ž�Ž���•�ƒ�•�‡���’�‡�‘�’�Ž�‡���Š�ƒ�˜�‡�ä���� �� ���‘�—���•�ƒ�›�� �™�‘�”�”�›�� �–�Š�ƒ�–���–�Š�‡�›�ï�Ž�Ž���‰�‡�–���•�ƒ�†���‹�ˆ�� �›�‘�—���•�‡�Ž�Ž��

�–�Š�‡�•���–�‘�‘���Š�ƒ�”�†�ä�������”���•�ƒ�›�„�‡�á���•�‘�•�‡�–�‹�•�‡���‹�•���–�Š�‡���’�ƒ�•�–���›�‘�—�ï�˜�‡���’�‡�”�•�‘�•�ƒ�Ž�Ž�›���‡�š�’�‡�”�‹�‡�•�…�‡�†���ƒ���–�‹�•�‡���™hen 

a salesperson was unkind to you.  

 

���ï�˜�‡�� �…�‡�”�–�ƒ�‹�•�Ž�›�� �‡�š�’�‡�”�‹�‡�•�…�‡�†�� �–�Š�ƒ�–�å�� �‘�•�� �•�‡�˜�‡�”�ƒ�Ž�� �‘�…�…�ƒ�•�‹�‘�•�•�ä�� ���‘�—�� �•�ƒ�›�� �ƒ�Ž�•�‘�� �„�‡�� �™�‘�”�”�‹�‡�†�� �–�Š�ƒ�–��

your prospect will say something bad about you if you do something to upset them in your 

presentation.  Heaven forbid that they say something negative about you on the internet 
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(because that never happens), right?  We all know that everyone online is kind, honest and 

goes out of their way to say kind things about people, right?  Wrong.  

 

And then of course, you may worry about the possibility that your prospect may say 

"NO" to your offer? I've seen so many small business owners and marketers (whether) in 

print, in video, in webinars, actually destroy their promotion because they were afraid to 

�•�ƒ�•�‡���–�Š�‡���’�‹�–�…�Š�å���ƒ�Ž�Ž���„�‡�…�ƒ�—�•�‡���–�Š�‡�›���™�‡�”�‡���™�‘�”�”�‹�‡�†���–�Š�ƒ�–���•�‘�•�‡�‘�•�‡���™�ƒ�•���‰�‘�‹�•�‰���–�‘���•�ƒ�›���6�•�‘�ä�6��  

 

Admittedly, I am speechless when confronted with the fact that some folks would 

rather stay in limbo and just keep following up versus getting their prospect to the point of 

�•�ƒ�›�‹�•�‰���ò�›�‡�•�ó���‘�”���ò�•�‘�ó���–�‘���–�Š�‡���‘�ˆ�ˆ�‡�”�ä�������ˆ���›�‘�—�ï�”�‡���‘�•�‡���‘�ˆ���–�Š�‘�•�‡���’�‡�‘�’�Ž�‡�å���Ž�‡�–���•�‡���‹�•�˜�‹�–�‡���›�‘�—���„�ƒ�…�•���–�‘���–�Š�‡��

�’�Ž�ƒ�…�‡�������Ž�‹�•�‡���–�‘���…�ƒ�Ž�Ž�á���ò���‡�ƒ�Ž�‹�–�›�è�ó�������•�†���”�‡�ƒ�Ž�‹�–�›���•�ƒ�›�•���–�Š�ƒ�–���›�‘�—�ï�”�‡���•�‘�–���‰�‘�‹�•�‰���–�‘���•�‡�Ž�Ž���•�—�…�Š���‹�ˆ���›�‘�—�”���ˆ�‡�ƒ�”��

�‘�ˆ���Š�‡�ƒ�”�‹�•�‰���ò�•�‘�ó���’�”�‡�˜�‡�•�–�•���›�‘�—���ˆ�”�‘�•���•�ƒ�•�‹�•�‰���ƒ�•���‡�ˆ�ˆ�‡�…�–�‹�˜e presentation.   

 

���‘�á���Ž�‡�–�5�•���”�‡�˜�‹�‡�™���‡�ƒ�…�Š���‘�•�‡���‘�ˆ���–�Š�‡�•�‡���’�‘�–�‡�•�–�‹�ƒ�Ž���ˆ�‡�ƒ�”�•���ƒ�•�†���–�Š�‡�•�����ï�Ž�Ž���•�Š�‘�™���›�‘�—���–�Š�‡���•�‘�Ž�—�–�‹�‘�•���–�‘��

�‘�˜�‡�”�…�‘�•�‡���–�Š�‡�•�ä�������Š�‡���ˆ�‹�”�•�–���ˆ�‡�ƒ�”�������•�‡�•�–�‹�‘�•�‡�†���ƒ�„�‘�˜�‡���™�ƒ�•�á���ò���Š�ƒ�–���‹�ˆ���•�›���’�”�‘�•�’�‡�…�–���‰�‡�–�•���•�ƒ�†���ƒ�–���•�‡��

�†�—�”�‹�•�‰���–�Š�‡���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�ë�ó�������‘�™���™�Š�‹�Ž�‡�������Ž�‹�•�‡���–�‘���•�‡�‡�’���•�›���’�ƒst career as a rocket scientist and 

�•�‡�•�–�‘�”���–�‘�����–�‡�’�Š�‡�•�����ƒ�™�•�‹�•�‰���—�•�†�‡�”���™�”�ƒ�’�•�å�������…�ƒ�•���•�ƒ�›���‡�•�’�Š�ƒ�–�‹�…�ƒ�Ž�Ž�›���–�Š�ƒ�–�������…�ƒ�•�‡���—�’���™�‹�–�Š���”�—�Ž�‡��

number one by using a little bit of common sense.   

 

���ˆ�� �›�‘�—�� �†�‘�•�ï�–�� �™�ƒ�•�–�� �›�‘�—�”�� �’�”�‘�•�’�‡�…�–�•�� �–�‘�� �‰�‡�–�� �•�ƒ�†�� �ƒ�–�� �›�‘�—�� �†�—�”�‹�•�‰�� �›�‘�—�”�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�á�� �–�Š�‡n 

���†�”�—�•���”�‘�Ž�Ž���’�Ž�‡�ƒ�•�‡�����å���ò���‘�•�5�–���„�‡���ƒ���Œ�‡�”�•���™�Š�‡�•���‹�–���…�‘�•�‡�•���–�‘���•�‡�Ž�Ž�‹�•�‰���›�‘�—�”���•�–�—�ˆ�ˆ�ä�ó�����ˆ���›�‘�—�5�”�‡���ˆ�‘�Ž�Ž�‘�™�‹�•�‰��

rule number one, which is don't be a jerk, then they probably won't get mad.    

 

���Š�‡�� �ˆ�ƒ�…�–�� �‘�ˆ�� �–�Š�‡�� �•�ƒ�–�–�‡�”�� �‹�•�å�� ���ˆ�� �›�‘�—�5�”�‡�� �ˆ�”�‹�‡�•�†�Ž�›�á�� �”�‡�•�’�‡�…�–�ˆ�—�Ž�� �ƒ�•�†�� �‰�‡�•�—�‹�•�‡�Ž�›�� �Š�‡�Ž�’�‹ng your 

prospects before it's time for you ask for the sale you're probably not going to make anyone 

�ƒ�•�‰�”�›�ä�����–�ï�•���ƒ�Ž�•�‘���ƒ���•�ƒ�ˆ�‡���„�‡�–���–�Š�ƒ�–���–�Š�‡�›�ï�”�‡���ƒ�Ž�•�‘���•�‘�–���‰�‘�‹�•�‰���–�‘���•�’�‡�ƒ�•���‹�Ž�Ž���‘�ˆ���›�‘�—�á���•�‘���†�‘�•�ï�–���Ž�‡�–���›�‘�—�”�•�‡�Ž�ˆ��

be controlled by fear.   

 

If you're holding back during �›�‘�—�”���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�•�å���‹�ˆ���›�‘�—�ï�”�‡���’�—�Ž�Ž�‹�•�‰���›�‘�—�”���’�—�•�…�Š�‡�•���ƒ�•�†��

not selling to the best of your ability (because you are afraid people will get mad at you for 

trying to make a living) please read the next sentence and memorize it.  When you hold back 
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out of fear th�ƒ�–���–�Š�‡�›���•�ƒ�›���‰�‡�–���•�ƒ�†���ƒ�–���›�‘�—�å���›�‘�—�ï�”�‡�����‹�•�…�‘�”�”�‡�…�–�Ž�›�����ˆ�‘�…�—�•�‡�†���‘�•���›�‘�—�”�•�‡�Ž�ˆ���™�Š�‡�•���›�‘�—��

should be focused on serving your prospect.   

 

���‘�á���‹�ˆ���›�‘�—�5�”�‡���™�‘�”�”�‹�‡�†���–�Š�ƒ�–���•�‘�•�‡�‘�•�‡�5�•���‰�‘�‹�•�‰���–�‘���•�’�‡�ƒ�•���‹�Ž�Ž���‘�ˆ���›�‘�—�å���‘�”���–�Š�ƒ�–���•�‘�•�‡�‘�•�‡�ï�•���•�‘�–��

going like you... or that someone may talk bad about you on Facebook and that causes you to 

�Š�‘�Ž�†�� �„�ƒ�…�•�� �†�—�”�‹�•�‰�� �›�‘�—�”�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�� �•�›�� �‰�—�‡�•�•�� �‹�•�á�� �‹�•�� �–�Š�ƒ�–�� �›�‘�—�ï�”�‡�� �•�‘�–�� �ˆ�—�Ž�Ž�›�� �‡�•�‰�ƒ�‰�‡�†�� �ƒ�•�†��

�…�‘�•�•�‹�–�–�‡�†���–�‘�� �†�‘�‹�•�‰���™�Š�ƒ�–�ï�•�� �„�‡�•�–���ˆ�‘�”�� �›�‘�—�”���’�”�‘�•�’�‡�…�–�ä���� ���ƒ�›�„�‡���›�‘�—�ï�”�‡���•�‘�–���ˆ�—�Ž�Ž�›�� �’�‡�”�•�—�ƒ�†�‡�†���–�Š�ƒ�–��

�™�Š�ƒ�–���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���‹�•���‹�•���–�Š�‡�‹�”���„�‡�•t interest at that moment, or whatever.  But if you are fully 

�…�‘�•�•�‹�–�–�‡�†���–�‘���–�Š�‡�‹�”���„�‡�•�–���‹�•�–�‡�”�‡�•�–���ƒ�•�†���›�‘�—�ï�”�‡���•�–�‹�Ž�Ž���Š�‘�Ž�†�‹�•�‰���„�ƒ�…�•�å���—�•�†�‡�”�•�–�ƒ�•�†���–�Š�ƒ�–���›�‘�—�”���ˆ�ƒ�‹�Ž�—�”�‡��

�–�‘�� �‰�‘�� �ò�ˆ�—�Ž�Ž�� �„�‘�”�‡�ó�� �†�—�”�‹�•�‰�� �›�‘�—�”�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�� �‹�•�� �…�‘�•�•�‡�•�•�—�”�ƒ�–�‡�� �™�‹�–�Š�� �›�‘�—�� �•�‹�–�–�‹�•�‰�� �†�‘�™�•�� �ƒ�•�†��

writing your prospect a check for the full amount of what your product sells for. 

 

���ƒ�›���–�‘���–�Š�‡�����”�†�‡�”���‘�ˆ�ã���ò���›�����”�‘�•�’�‡�…�–�ó���‹�•���–�Š�‡���ƒ�•�‘�—�•�–���‘�ˆ���ƒ���D�s�r�r���å 

  

���ˆ�� �›�‘�—�ï�”�‡�� �Ž�‡�–�–�‹�•�‰�� �ˆ�‡�ƒ�”�� �Š�‘�Ž�†�� �›�‘�—�� �„�ƒ�…�•�� �‹�–�ï�•�� �ƒ�Ž�•�‘�•�–�� �Ž�‹�•�‡�� �›�‘�—�ï�”�‡�� �•�–�‡�ƒ�Ž�‹�•�‰�� �•�‘�•�‡�›�� �ˆ�”�‘�•�� �›�‘�—�”��

�ˆ�ƒ�•�‹�Ž�›�ä���� �� ���ˆ���›�‘�—�ï�”�‡���ˆ�—�Ž�Ž�›�� �…�‘�•�•�‹�–�–�‡�†���–�‘�� �•�‡�”�˜�‹�•�‰���›�‘�—�”���’�”�‘�•�’�‡�…�–�ï�•�� �„�‡�•�–���‹�•�–�‡�”�‡�•�–���ƒ�•�†���›�‘�—�ï�”�‡���ˆ�—�Ž�Ž�›��

�•�‘�Ž�†���‘�•���™�Š�ƒ�–���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰�á���–�Š�‡�•���‰�‘���‹�•�–�‘���›�‘�—�”���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•���ˆ�—�Ž�Ž-steam-ahead and stop letting 

your family down in order to please people who will never buy from you anyway.  (I realize 

that was a run-�‘�•�� �•�‡�•�–�‡�•�…�‡�á�� �„�—�–�� ���� �‰�‡�–�� �‡�•�‘�–�‹�‘�•�ƒ�Ž�� �ƒ�„�‘�—�–�� �–�Š�‹�•�� �•�–�—�ˆ�ˆ�ä�� �� ���–�ï�•�� �‹�•�’�‘�”�–�ƒ�•�–�� �–�‘�� �›�‘�—�”��

success.)   

 

���‘�á�� �”�—�Ž�‡�� �•�—�•�„�‡�”�� �‘�•�‡�� �”�‡�‰�ƒ�”�†�‹�•�‰�á�� �ò���Š�ƒ�–�� �‹�ˆ�� �–�Š�‡�› �‰�‡�–�� �•�ƒ�†�ë�ó�� �‹�•�� �•�‹�•�’�Ž�›�á�� �ò���‘�•�5�–�� �„�‡�� �Ž�ƒ�•�‡�� �–�‘��

�’�‡�‘�’�Ž�‡�� �ƒ�•�†�� �–�Š�‡�›�� �’�”�‘�„�ƒ�„�Ž�›�� �™�‘�•�5�–�� �‰�‡�–�� �•�ƒ�†�ä�ó�� �� ���—�Ž�‡�� �•�—�•�„�‡�”�� �–�™�‘�� �”�‡�‰�ƒ�”�†�‹�•�‰�á�� �ò���Š�ƒ�–�� �‹�ˆ�� �–�Š�‡�›�� �‰�‡�–��

�•�ƒ�†�ë�ó���‹�•���–�‘���•�‹�•�’�Ž�›���”�‡�ƒ�Ž�‹�œ�‡���–�Š�ƒ�–�á���ò���‘�•�‡���’�‡�‘�’�Ž�‡�����•�‘���•�ƒ�–�–�‡�”���™�Š�ƒ�–���›�‘�—���•�ƒ�›�����ƒ�”�‡���‰�‘�‹�•�‰���–�‘���‰�‡�–���•�ƒ�†��

�‘�”���‘�ˆ�ˆ�‡�•�†�‡�†�ä�ó�������ˆ���›�‘�—���Š�ƒ�˜�‡�•�ï�–���‡�š�’�‡�”�‹�‡nced this yet, take heart.  You will.   

 

���‘�—�ï�Ž�Ž���’�‘�—�”���›�‘�—�”���Š�‡�ƒ�”�–���ƒ�•�†���•�‘�—�Ž���‹�•�–�‘���Š�‡�Ž�’�‹�•�‰���ƒ���’�”�‘�•�’�‡�…�–�å���‰�‹�˜�‡���–�Š�‡�•���›�‘�—�”���„�‡�•�–���•�ƒ�–�‡�”�‹�ƒ�Ž��

���ˆ�”�‡�‡���‘�ˆ���…�‘�—�”�•�‡�����™�Š�‹�Ž�‡���„�‡�‹�•�‰���ƒ�•���‰�‡�•�—�‹�•�‡���ƒ�•�†���Š�‡�Ž�’�ˆ�—�Ž���ƒ�•���’�‘�•�•�‹�„�Ž�‡���ƒ�•�†���•�–�‹�Ž�Ž���›�‡�–�å���•�‘�•�‡���’�‡�‘�’�Ž�‡��

will get irrational and upset with you �‘�˜�‡�”�� �–�Š�‡�� �ˆ�ƒ�…�–�� �–�Š�ƒ�–�� �›�‘�—�ï�”�‡�� �–�”�›�‹�•�‰�� �–�‘�� �•�ƒ�•�‡�� �ƒ�� �Ž�‹�˜�‹�•�‰�� �„�›��

helping them.   

 

It doesn't matter how helpful and friendly you are to them.  These are the folks that  
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would get mad that you sent them a $100 bill in the mail (as part of your guarantee or 

something) �„�‡�…�ƒ�—�•�‡�� �‹�–�� �™�ƒ�•�•�5�–�� �D�t�r�r�ä�� �� ���Š�‡�•�� �›�‘�—�ï�˜�‡�� �‰�‘�–�� �‘�–�Š�‡�”�•�� �™�Š�‘�� �‰�‡�–�� �•�ƒ�†�� �ƒ�–�� �›�‘�—�� �ˆ�‘�”��

�‹�•�•�‹�•�—�ƒ�–�‹�•�‰���–�Š�ƒ�–���–�Š�‡�›���•�‡�‡�†�‡�†���D�s�r�r�ä�����‘�•�‡���’�‡�‘�’�Ž�‡���›�‘�—���Œ�—�•�–���…�ƒ�•�5�–���’�Ž�‡�ƒ�•�‡�ä�������‡�”�‡�ï�•���–�Š�‡���•�‡�…�”�‡�–���ˆ�‘�”��

dealing with those losers:  Refer to rule number one above.   

 

If you know that some people are going to get mad anyway, no matter what you do, you 

might as well just keep on doing the best you can and not worry about them.  The only thing 

you can do to prevent prospects from getting mad at you is to not be lame to them.  This 

includes not being dishonest, disingenuous, crass, rude or that you discount what they want 

in any way.  

 

���‘�™���–�‘�����”�‡�˜�‡�•�–�����‘�—�”�����”�‘�•�’�‡�…�–�•���ˆ�”�‘�•�����Š�‹�•�•�‹�•�‰�����‘�—�ï�”�‡���ƒ��Jerk 

I mentioned above how not to be a jerk to your prospects when selling to (or at any 

other time with) them, but here are a few other methods that can prevent this from 

�‘�…�…�—�”�”�‹�•�‰�ä�������‡�ï�˜�‡���ƒ�Ž�Ž���Š�‡�ƒ�”�†���–�Š�‡���•�ƒ�›�‹�•�‰�á���ò���”�‡�ƒ�…�Š�‹�•�‰���–�‘���–�Š�‡���…�Š�‘�‹�”�ó�á���”�‹�‰�Š�–�ë���������‘�á���”�—�Ž�‡���•�—�•�„�‡�”���–�Š�”�‡�‡��

�‹�•���•�‹�•�’�Ž�‡�ã���ò���•�Ž�›���’�”�‡�ƒ�…�Š���–�‘���–�Š�‡���…�Š�‘�‹�”�ä�ó�������Š�ƒ�–���†�‘�������•�‡�ƒ�•���„�›���–�Š�‹�•�ë�������‘�”�‡���–�Š�ƒ�• a few people hate 

�•�‡�Ž�Ž�‹�•�‰�å���Š�ƒ�–�‡���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰���ƒ�•�†���–�Š�‹�•�•���–�Š�ƒ�–���…�ƒ�’�‹�–�ƒ�Ž�‹�•�•���‹�•���„�ƒ�†�ä������ 

 

No matter how much free stuff I give them or how much goodwill I try to generate 

�–�‘�™�ƒ�”�†�•���–�Š�‡�•���–�Š�‡���ˆ�ƒ�…�–���‹�•���–�Š�‹�•�â���–�Š�‡�›�ï�”�‡���•�‡�˜�‡�”���‰�‘�‹�•�‰���–�‘���Ž�‹�•�‡���‘�”���ƒ�’�’�”�‡�…�‹�ƒ�–�‡���•�‡�å���•�‘���•�ƒ�–�–�‡�”���™�Š�ƒ�–��

���� �†�‘�� �‘�”�� �•�ƒ�›�ä�� �� ���Š�‡�›�ï�”�‡�� �‰�‘�‹�•�‰�� �–�‘�� �–�Š�‹�•�•�� �–�Š�ƒ�–�� ���5�•�� �–�Š�‡�� �™�‘�”�•�–�� �’�‡�”�•�‘�•�� �‡�˜�‡�”�� �„�‡�…�ƒ�—�•�‡�� �‘�ˆ�� �–�Š�‡�‹�”�� �„�‡�Ž�‹�‡�ˆ��

system, "Advertising, marketing and sales are bad. I hate advertising. Capitalism is bad."   

 

���–�� �†�‘�‡�•�•�5�–���•�ƒ�–�–�‡�”���™�Š�ƒ�–������ �†�‘�ä������ �…�ƒ�•���„�‡���–�Š�‡���•�‹�…�‡�•�–���’�‡�”�•�‘�•�� �‡�˜�‡�”�å������ �…�ƒ�•���Š�‡lp these people 

�•�‘�”�‡���–�Š�ƒ�•���ƒ�•�›�‘�•�‡���Š�ƒ�•���‡�˜�‡�”���Š�‡�Ž�’�‡�†���–�Š�‡�•���ƒ�•�†���–�Š�‡�›�ï�”�‡���•�–�‹�Ž�Ž���‰�‘�‹�•�‰���–�‘���Š�ƒ�–�‡���•�‡���„�‡�…�ƒ�—�•�‡���–�Š�‡�‹�”���„�‡�Ž�‹�‡�ˆ��

system doesn't match up with mine.   If I were to attempt to make a sales presentation to one 

�‘�ˆ���–�Š�‡�•�‡���•�ƒ�•�‹�ƒ�…�•�����ï�†���•�‡���•�ƒ�•�‹�•�‰���ƒ���‰�”�ƒ�˜�‡���•�‹�•�–�ƒ�•�‡�ä���� 

 

Based on that, you only want to deliver your sales presentations to people who are 

predisposed to want to buy from you. ���‘�—�•�†�•���Ž�‹�•�‡���ƒ���‰�”�‡�ƒ�–���‹�†�‡�ƒ�����‡�•�å���•�‘���Š�‘�™���†�‘�������ƒ�–�–�”�ƒ�…�–���–�Š�‡��

�’�‡�‘�’�Ž�‡���™�Š�‘���ƒ�”�‡���’�”�‡�†�‹�•�’�‘�•�‡�†���–�‘���„�—�›���ˆ�”�‘�•���•�‡���ƒ�•�†���”�‡�’�‡�Ž���–�Š�‡���•�ƒ�•�‹�ƒ�…�•�ë�������
�”�‡�ƒ�–���“�—�‡�•�–�‹�‘�•�å�� ���ï�•��

glad you asked it.  Step number one is that we accomplish this through strict targeting of our 



77 
Copyright 2016 All Rights Reserved Ken Newhouse & Co., LLC 

ads.  This is where our ads and our ad copy are written in a way that appeals to our ideal 

�’�”�‘�•�’�‡�…�–�•�å�����‹�ä�‡�ä�á���ò�–�Š�‘�•�‡���’�”�‡�†�‹�•�’�‘�•�‡�†���–�‘���„�—�›���ˆ�”�‘�•���—�•�ó���á���™�Š�‹�Ž�‡���‹�–���”�‡�’�‡�Ž�•�����‹�ä�‡�ä�á���ò�‹�•���—�•�ƒ�’�’�‡�ƒ�Ž�‹�•�‰���–�‘��

�–�Š�‡���Š�ƒ�–�‡�”�•�ó���ä����  

 

We do this on the front end in our ads so that our prospects are able to see what we 

believe and how we sell right up front.   As an example, you know I sell products and services 

that transforms advertising into new customers, which in turn is transformed into profit.  So, 

�–�Š�ƒ�–�5�•���™�Š�ƒ�–�����ï�•���ƒ�„�‘�—�–�ä�������Š�‡���Ž�‘�•�‡�”�•�á���–�‹�•�‡-wasters and the get-rich-quick folks out there will 

�—�•�—�ƒ�Ž�Ž�›�����‹�•���”�ƒ�’�‹�†���ˆ�ƒ�•�Š�‹�‘�•�����…�ƒ�–�‡�‰�‘�”�‹�œ�‡���•�‡���ƒ�•���„�‡�‹�•�‰���ƒ���Œ�‡�”�•�å���•�‘�•�‡�‘�•�‡���™�Š�‘�ï�•���Š�ƒ�”�†���–�‘���‰�‡�–���ƒ�Ž�‘�•�‰��

with.   

 

���Š�›�ë�������‡�…�ƒ�—�•�‡���‹�–�ï�•���‡�ƒ�•�‹�‡�”���ˆ�‘�”���–�Š�‡�•���–�‘���Š�ƒ�”�•�Š���‘�•���•�‡���Ž�‹�•�‡���–�Š�ƒ�–���–�Š�ƒ�•���‹�–���‹�•���ˆ�‘�”���–�Š�‡�•���–�‘���†�‘���–�Š�‡��

�”�‡�ƒ�Ž���™�‘�”�•���–�Š�ƒ�–�ï�•���•�‡�‡�†�‡�†���‹�ˆ���–�Š�‡�›���™�ƒ�•�–���–�‘���„�‡���•�—�…�…�‡�•�•�ˆ�—�Ž�ä���������‡�–�5�•���•�ƒ�›���›�‘�—�5�”�‡���‹�•���Š�‡�ƒ�Ž�–�Š�…�ƒ�”�‡�ä�������Š�‡�–�Š�‡�”��

�›�‘�—�ï�”�‡���ƒ�•�������á���������‘�”���ƒ�����‡�•�–�‹�•�–���›�‘�—�ï�˜�‡���Ž�‹�•�‡�Ž�›���‡�š�’�‡�”�‹�‡�•�…�‡�†���ƒ���…�ƒ�•�‡���™here you told your patient, 

�ò���ˆ���›�‘�—���™�ƒ�•�–���–�‘���‰�‡�–���Š�‡�ƒ�Ž�–�Š�›�����’�ƒ�‹�•���ˆ�”�‡�‡�á���‹�•�’�”�‘�˜�‡���›�‘�—�”���‘�”�ƒ�Ž���Š�‡�ƒ�Ž�–�Š�á���‡�–�…�ä�����›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���Š�ƒ�˜�‡���–�‘��

eat right, quit smoking, work out consistently and with great effort."   

 

In most cases your patient will agree with you and act upon your recommendations 

�™�‹�–�Š�‘�—�–���ƒ���Š�‹�–�…�Š�ä�������‘�™�‡�˜�‡�”�á�����ï�•���•�—�”�‡���–�Š�ƒ�–���›�‘�—�ï�˜�‡���ƒ�Ž�•�‘���Š�ƒ�†���’�ƒ�–�‹�‡�•�–�•���™�Š�‘���™�‡�”�‡���•�—�’�‡�”���Ž�ƒ�œ�›���ƒ�•�†��

were only looking for a quick fix who (to some degree or another) ended up hating on you 

because it was actually easier than doing the work that is necessary to get the results that 

�›�‘�—�5�”�‡���–�”�›�‹�•�‰���–�‘���Š�‡�Ž�’���–�Š�‡�•���‰�‡�–�ä�����Š�‡�›���•�ƒ�›���Š�ƒ�˜�‡���…�ƒ�Ž�Ž�‡�†���›�‘�—���ò�‹�•�•�‡�•�•�‹�–�‹�˜�‡�ó���å���‘�”���ò�”�—�†�‡�ó���å���‘�”���ò�‘�•�Ž�›��

�‹�•���‹�–���ˆ�‘�”���–�Š�‡���•�‘�•�‡�›�ó�á���‘�”���™�Š�ƒ�–�‡�˜�‡�”�ä���� 

 

My best (and only) advice to you is to avoid these people.  You can prevent these people 

(most of the time) from even getting an appointment with you by implementing strategies 

in your sales copy. There are ways you can do it in your targeting for your ads. 

 

But these are people to be avoided.  If you're only preaching to the choir 

(metaph�‘�”�‹�…�ƒ�Ž�Ž�›���•�’�‡�ƒ�•�‹�•�‰�����å�����ƒ�•�†���›�‘�—�5�”�‡���‘�•�Ž�›���–�”�›�‹�•�‰���–�‘���•�‡�Ž�Ž���–�‘���’�‡�‘�’�Ž�‡���™�Š�‘���ƒ�”�‡���’�”�‡�†�‹�•�’�‘�•�‡�†���–�‘��

�„�‡���‹�•���ƒ�‰�”�‡�‡�•�‡�•�–���™�‹�–�Š���›�‘�—�”���™�ƒ�›���‘�ˆ���–�Š�‹�•�•�‹�•�‰�å���–�Š�‡�•���›�‘�—�ï�”�‡���”�ƒ�”�‡�Ž�›���‰�‘�‹�•�‰���–�‘���Š�ƒ�˜�‡���–�‘���™�‘�”�”�›���ƒ�„�‘�—�–��
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�’�‡�‘�’�Ž�‡���‰�‡�–�–�‹�•�‰���—�’�•�‡�–���™�‹�–�Š���›�‘�—�����ƒ�•�•�—�•�‹�•�‰���–�Š�ƒ�–���›�‘�—�ï�”�‡���•�‘�–���ƒ���’�‘�•�’�‘�—�•���ƒ�•�†���‘�”���†�‹�•�Š�‘�•est jerk 

to them).   

 

Personally, I only want to work with entrepreneurially-minded small business owners 

who are committed to increasing their sales, improving their process and growing their 

business.  These folks understand that advertising (especially direct response) can rapidly 

transform their business (when properly employed) and their cool with just about anything, 

except for lies and insult.   I also want my ideal prospects to be people who understand, 

appreciate and utilize long term thinking, as opposed to short-term thinking, which is lame.    

 

They're not the get-rich-quick, one-click-wonder type of people. They are true 

entrepreneurs and they're fully committed to using advertising and automation to grow 

their business. These guys are going to be pretty much cool wi�–�Š���ƒ�•�›�–�Š�‹�•�‰�������†�‘���ƒ�•���Ž�‘�•�‰���ƒ�•�����ï�•��

not dishonest with them or as long as I don't insult them.   

 

���‘�á���Ž�‡�–���•�‡���ƒ�•�•���›�‘�—���ƒ���”�Š�‡�–�‘�”�‹�…�ƒ�Ž���“�—�‡�•�–�‹�‘�•�â���ò���‘���›�‘�—���‹�•�–�‡�•�†���–�‘���„�‡���†�‹�•�Š�‘�•�‡�•�–���™�‹�–�Š���’�‡�‘�’�Ž�‡�ë��

���‘���›�‘�—���‹�•�–�‡�•�†���–�‘���‹�•�•�—�Ž�–���–�Š�‡�•�ë�ó�����ˆ���…�‘�—�”�•�‡���•�‘�–�á���ƒ�•�†���ƒ�•���ƒ���”�‡�•�—�Ž�–���‹�–�ï�•���‹�•�’�‘�”�–�ƒ�•�– that you realize 

that you can eliminate the fear that you might upset some people by doing your best to 

completely avoid doing presentations for the wrong people.  Do your presentations for 

�’�‡�‘�’�Ž�‡���‹�•���–�Š�‡���…�Š�‘�‹�”���ƒ�•�†���•�‘���‘�•�‡���‡�Ž�•�‡�ä���������‘�™���‹�–�ï�•���–�‹�•�‡���–�‘���•�‘�˜�‡���–�‘���–he next step in this process.   

 

Step number two is that you want to be polarizing right from the start.  Being polarizing 

from the start means that I want your ad copy, your sales copy, your sales video copy and 

everything you put out to polarize people immediately.  This goes hand in hand with 

attracting and repelling.  Interestingly enough, polarizing and not being (kind of ) a jerk kind 

of don't really go together.  Why?  

 

Because one of the aspects of being a polarizing personality is that you repel anyone 

�ƒ�•�†���‡�˜�‡�”�›�‘�•�‡���™�Š�‘�ï�•���•�‘�–���›�‘�—�”���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�ä�������Š�‹�•�•���ƒ�„�‘�—�–���–�Š�‹�•���ˆ�‘�”���ƒ���•�‹�•�—�–�‡�á���ò���Š�›���™�‘�—�Ž�†���›�‘�—��

�™�ƒ�•�–�� �–�‘�� �ƒ�–�–�”�ƒ�…�–�� �ƒ�•�›�‘�•�‡�� �™�Š�‘�ï�•�� �•�‘�–�� �‹�•�� �ƒ�Ž�‹�‰�•�•�‡�•�–�� �™�‹�–�Š�� �›�‘�—�”�� �˜�ƒ�Ž�—�‡�•�� �ƒ�•�†�� �„�‡�Ž�‹�‡�ˆ�•�ë�ó�� �� ���Š�‡�� �•�‘�”�‡��

�’�‘�Ž�ƒ�”�‹�œ�‹�•�‰�����‹�ä�‡�ä�á���ò�”�‡�’�—�Ž�•�‹�˜�‡�ó�����›�‘�—���ƒ�”�‡���–�‘���’�”�‘�•�’�‡�…�–�•���–�Š�ƒ�–���›�‘�—���†�‘�•�5�–���™�ƒ�•�–�á��the more magnetic you 
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will become to the prospects that you do want.   Now that makes a whole lotta sense, right?  

���•���
�‹�•�����‘�Š�•���—�•�‡�†���–�‘���•�ƒ�›���‹�•���Š�‹�•���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�•�����™�Š�‹�…�Š���™�‡�”�‡���‰�”�‡�ƒ�–�����å���ò���ˆ���…�‘�—�”�•�‡�è�ó��  

 

���‘�Ž�ƒ�”�‹�œ�‹�•�‰���†�‘�‡�•�•�ï�–���•�‡�ƒ�•���–�Š�ƒ�–���›�‘�—���•�Š�‘�—�Ž�†���„�‡���…�‘�•�ˆ�”�‘�•�–�ƒ�–�‹�‘�•�ƒ�Ž�å however, it's totally okay 

to become confrontational if you want to be.  When you're polarizing, your ideal prospects 

���‹�ä�‡�ä�á���ò�–�Š�‡���’�‡�‘�’�Ž�‡���™�Š�‘���ƒ�”�‡���’�”�‡�†�‹�•�’�‘�•�‡�†���–�‘���Ž�‹�•�‡���ƒ�•�†���„�—�›���ˆ�”�‘�•���›�‘�—�����ƒ�”�‡���‰�‘�‹�•�‰���–�‘���Ž�‹�•�‡���›�‘�—���‡�˜�‡�•��

�•�‘�”�‡���„�‡�…�ƒ�—�•�‡���›�‘�—�5�”�‡���•�ƒ�›�‹�•�‰�ã�������ò���‡�›�á���–�Š�‹�•���‹�•���•ot for..." Now in the example I gave you earlier 

(where I used the doctors and the patients), I could be polarizing in their advertising by 

saying:  

 

�ò���Š�‹�•�� �‹�•�� �•�‘�–�� �ˆ�‘�”�� �’�‡�‘�’�Ž�‡�� �™�Š�‘�� �Š�ƒ�–�‡�� �‡�š�‡�”�…�‹�•�‡�ä�� ���Š�‹�•�� �‹�•�� �•�‘�–�� �ˆ�‘�”�� �’�‡�‘�’�Ž�‡�� �™�Š�‘�� �™�ƒ�•�–���–�‘�� �•�‹�–�� �‘�•�� �–�Š�‡��

couch eating cheese puffs and captain crunch all day.  This is not for someone who's looking for 

an easy button.  If you truly want to take control of your health and your fitness, you need to be 

committed to doing whatever it takes to extend your life, have the most energy you can, so you 

can take better care of your family and enjoy the quality of life that you deserve. Now if you 're 

�•�‘�–���–�Š�ƒ�–���’�‡�”�•�‘�•���–�Š�‡�•���–�Š�‹�•���‹�•�•�ï�–���ˆ�‘�”���›�‘�—�ä���:�� 

 

���Š�ƒ�–�ï�•���ƒ���•�‹�•�’�Ž�‡���‡�š�ƒ�•�’�Ž�‡���‘�ˆ���Š�‘�™���–�‘���„�‡���’�‘�Ž�ƒ�”�‹�œ�‹�•�‰�ä���������ƒ�•���›�‘�—���‹�•�ƒ�‰�‹�•�‡���™�Š�ƒ�–���–�Š�‡���’�‡�‘�’�Ž�‡���™�Š�‘�� 

sit on their couch most of the day eating cheese puffs and Captain Crunch are going to think 

�™�Š�‡�•���–�Š�‡�›���”�‡�ƒ�†���–�Š�ƒ�–�ë�������Š�‡�›�ï�”�‡���‰�‘�‹�•�‰���–�‘���Š�ƒ�–�‡���›�‘�—���„�‡���–�—�”�•�‡�†���‘�ˆ�ˆ���ˆ�”�‘�•���–�Š�‡���•�‘�•�‡�•�–���–�Š�‡�›���”�‡�ƒ�†��

�–�Š�ƒ�–�ä�� �� ���Š�‡�›�ï�”�‡�� �‰�‘�‹�•�‰�� �–�‘�� �„�‡�� �–�Š�‹�•�•�‹�•�‰�� �ò���‘�™�� �†�ƒ�”�‡�� �›�‘�—�� �Œ�—�†�‰�‡�� �•�‡�� �„�›�� �•�ƒ�›�‹�•�‰�� �–�Š�ƒ�–�� �–�Š�‹�•�� �‹�•�� �•�‘�–�� �ˆ�‘�”��

people who want to sit on the �…�‘�—�…�Š���‡�ƒ�–�‹�•�‰���…�Š�‡�‡�•�‡���’�—�ˆ�ˆ�•���ƒ�•�†���…�ƒ�’�–�ƒ�‹�•���…�”�—�•�…�Š���ƒ�Ž�Ž���†�ƒ�›�ä�ó�������‘�—�ï�”�‡��

�Œ�—�•�–���ƒ�•���‹�•�•�‡�•�•�‹�–�‹�˜�‡���Œ�‡�”�•���‹�•���™�Š�ƒ�–���–�Š�‡�›�ï�”�‡���‰�‘�•�•�ƒ���–�Š�‹�•�•���ƒ�„�‘�—�–���›�‘�—�á���™�Š�‹�…�Š���‹�•���‰�”�‡�ƒ�–�è�������‘�™�‡�˜�‡�”�á���–�Š�‡��

�‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�•���–�Š�ƒ�–���›�‘�—�ï�”�‡���Ž�‘�‘�•�‹�•�‰���–�‘���ƒ�–�–�”�ƒ�…�–�å���–�Š�‡���’�‡�‘�’�Ž�‡���™�Š�‘�����•�‡�–�ƒ�’�Š�‘�”�‹�…�ƒ�Ž�Ž�›���•�’�‡�ƒ�•�‹�•�‰�����ƒ�”�‡��

in th�‡���…�Š�‘�‹�”�å���™�‡�Ž�Ž�á���–�Š�‡�›�ï�”�‡���‰�‘�‹�•�‰���–�‘���Ž�‹�•�‡���›�‘�—���‡�˜�‡�•���•�‘�”�‡�á���™�Š�‹�…�Š���‹�•���ƒ�Ž�•�‘���‰�”�‡�ƒ�–�è���� 

 

By being polarizing in your ads and messaging (which makes you more magnetic to 

�›�‘�—�”���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�•�����å���›�‘�—�ï�Ž�Ž���†�‡�˜�‡�Ž�‘�’���ƒ���Š�‹�‰�Š�‡�”���Ž�‡�˜�‡�Ž���‘�ˆ���ƒ�ˆ�ˆ�‹�•�‹�–�›���™�‹�–�Š���–�Š�‡�•���ƒ�•�†���ƒ�•���ƒ���”�‡�•�—�Ž�–���›�‘�—�”��

presentation and your closing process will become almost effortless.    

 

Yes, this chapter is about helping you create the ultimate presentation (which includes 

�–�Š�‡���…�Ž�‘�•�‹�•�‰���’�”�‘�…�‡�•�•�����å���™�Š�‹�…�Š�����ï�•���ƒ�„�‘�—�–���–�‘���—�•�˜�‡�‹�Ž�ä�������‡�”�‡�ï�•���ƒ���’�‡�”�•�‘�•�ƒ�Ž���‡�š�ƒ�•�’�Ž�‡���‘�ˆ���Š�‘�™�������—�•�‡�†��
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polarization. A while back, I ran a survey to people who had registered for some training 

online.  There were about 1,500 who took it.  In the survey, I said, "Would you like me to 

show you how to transform your advertising into new customers and more sales, as opposed 

�–�‘���–�Š�‡���‹�•�‡�ˆ�ˆ�‡�…�–�‹�˜�‡���•�–�”�ƒ�–�‡�‰�‹�‡�•���–�Š�ƒ�–���›�‘�—�ï�˜�‡���„�‡�‡�•���—�•�‹�•�‰�ë�ó���� 

 

The numbers were simply impressive. Most people really wanted to learn how to create 

�ƒ�†�˜�‡�”�–�‹�•�‹�•�‰���‹�•�–�‘�� �•�ƒ�Ž�‡�•�ä�� �� �� ���•�� ���� �•�‡�•�–�‹�‘�•�‡�†�� �„�‡�ˆ�‘�”�‡�á�� �•�›�� �‹�†�‡�ƒ�Ž�� �’�”�‘�•�’�‡�…�–�� ���‹�ä�‡�ä�á�� �ò���›�� �…�Š�‘�‹�”�ó���� �‹�•�� �™�Š�‘��

wants and is predisposed to use advertising to promote and grow their business.   The ideal 

prospect that I consider to be ultimately ideal is a small business owner who's into 

advertising, they understand and appreciate the benefits of hard work and they're not 

looking for an easy button. That's who I want to attract.  

 

If I know that people who don't want to advertise, who aren't serious about their 

business, who aren't entrepreneurially-minded, but they are into getting-rich-quick (and all 

that stuff) are the type of �’�‡�‘�’�Ž�‡�� �–�Š�ƒ�–�� ���� �Œ�—�•�–�� �†�‘�•�5�–�� �™�ƒ�•�–�� �ƒ�•�� �…�—�•�–�‘�•�‡�”�•�� �å�� �ƒ�•�†�� �–�Š�ƒ�–�� �–�Š�‡�›�5�”�‡��

probably going to end up hating on me anyway because I'm telling them the opposite of what 

they want to hear... I might as well repel them right up front.  I might as well just try to push 

them �ƒ�™�ƒ�›���ƒ�•���“�—�‹�…�•�Ž�›���ƒ�•���’�‘�•�•�‹�„�Ž�‡���•�‘���–�Š�ƒ�–�������†�‘�•�ï�–���™�ƒ�•�–�‡���•�›���–�‹�•�‡�����‘�”���–�Š�‡�‹�”�•�����ƒ�•�†���‡�˜�‡�•���•�‘�”�‡��

�‹�•�’�‘�”�–�ƒ�•�–�Ž�›�å���„�‡�…�ƒ�—�•�‡���–�Š�ƒ�–�5�•���‰�‘�‹�•�‰���–�‘���„�‡���˜�‡�”�›���•�ƒ�‰�•�‡�–�‹�…���–�‘���–�Š�‡���‘�•�‡�•���–�Š�ƒ�–�������†�‘���™�ƒ�•�–�ä������ 

 

When you polarize and you're deliberately repulsive to the ones who are most likely 

going to say no anyway... the ones who are most likely going to talk bad about you anyway, 

and the ones who are most likely to not like you no matter how cool you are... the ones that 

you do want are going to be more magnetically attracted to your message, and they're going 

to be more effectively prepared to say yes when you do your presentation.    

 

Yes, this is ultimately about making a powerful presentation, so stay with me.   Step 

number three, continuing down the path of, "What's going to happen when I get to point in 

the presentation where I ask for the sale?  Are they going to get mad at me for trying to sell 

�–�Š�‡�•���•�›���•�‘�Ž�—�–�‹�‘�•�ë�ó���‹�•���–�‘���„�‡���„�”�—�–�ƒ�Ž�Ž�›���Š�‘�•�‡�•�–���™�‹�–�Š���›�‘�—�”���’�”�‘�•�’�‡cts.   

 

���‘�™�����ï�•���•�‘�–���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–���ò�•�‘�–���Ž�›�‹�•�‰�ó���Š�‡�”�‡�å�����ï�•���–�‡�Ž�Ž�‹�•�‰���›�‘�—���–�Š�ƒ�–���–�‘���‰�‡�–���‘�˜�‡�”���›�‘�—�”���ˆ�‡�ƒ�”���‘�ˆ�� 



81 
Copyright 2016 All Rights Reserved Ken Newhouse & Co., LLC 

�–�Š�‡�•���‰�‡�–�–�‹�•�‰���•�ƒ�†���ƒ�•�†���‘�”���•�ƒ�›�‹�•�‰���•�‘�•�‡�–�Š�‹�•�‰���„�ƒ�†���ƒ�„�‘�—�–���›�‘�—�å���›�‘�—�ï�˜�‡���‰�‘�–���–�‘���–�‡�Ž�Ž���–�Š�‡�•�����„�‡�ˆ�‘�”�‡��

you start your presentation) that you're going to try to sell them something.   While the 

�–�Š�‘�—�‰�Š�–�� ���‘�ˆ�� �–�‡�Ž�Ž�‹�•�‰�� �–�Š�‡�•�� �–�Š�ƒ�–�� �›�‘�—�ï�”�‡�� �‰�‘�‹�•�‰�� �–�‘�� �–�”�›�� �–�‘�� �•�‡�Ž�Ž�� �–�Š�‡�•�� �•�‘�•�‡�–�Š�‹�•�‰�� �†�—�”�‹�•�‰�� �›�‘�—�”��

�’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�����•�ƒ�›���ˆ�”�‡�ƒ�•���›�‘�—���‘�—�–�����„�‡�…�ƒ�—�•�‡���›�‘�—�ï�”�‡���•�‘�–���ˆ�—�Ž�Ž�›���•�‘�Ž�†���‘�•���™�Š�ƒ�–���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰�����å�����‹�–��

will also make it a lot more comfortable for you (and for your prospect) when it comes time 

to actually make your pitch.    

 

���‹�•�–�‡�•�å�� �™�Š�‡�–�Š�‡�”�� �›�‘�—�ï�”�‡�� �†�‘�‹�•�‰�� �ƒ�� �™�‡�„�‹�•�ƒ�”�á�� �ƒ�� �‰�”�‘�—�’�� �•�ƒ�Ž�‡�•�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�á�� �ƒ�� �ˆ�ƒ�…�‡-to-face 

�’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�� �‘�”�� �›�‘�—�ï�”�‡�� �”�‡�…�‘�”�†�‹�•�‰�� �ƒ�� �˜�‹�†�‡�‘�� �•�ƒ�Ž�‡�•�� �Ž�‡�–�–�‡�”�� �����������å�� �™�Š�‡�•�� �›�‘�—�”�� �’�”�‘�•�’�‡�…�–�•�� �•�•�‘�™��

�‰�‘�‹�•�‰���‹�•���–�Š�ƒ�–���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���‰�‹�˜�‡���–�Š�‡�•���–�Š�‡���‘�’�’�‘�”�–�—�•�‹�–�›���–�‘���‹�•�˜�‡�•�–���‹�•���™�Š�ƒ�–���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰�á���›�‘�—�5�”�‡��

not going to have that pressure of trying to make a perfect presentation and pitch.   

 

���‘�—���™�‘�•�ï�–���‰�‘���ˆ�”�‘�•�����”�ä�����ƒ�’�’�›-Go-Lucky presenter who transforms into a Mr. Fearfully-

Attempting-To-���‡�Ž�Ž�� �†�—�†�‡�ä�� �� ���‘�—�� �™�‘�•�ï�–�� �Š�ƒ�˜�‡�� �–�Š�ƒ�–�� �‘�˜�‡�”�”�‹�†�‹�•�‰�� �…�‘�•�…�‡�”�•�� �–�Š�”�‘�—�‰�Š�‘�—�–�� �›�‘�—�”��

�’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•���–�Š�ƒ�–���›�‘�—�ï�”�‡���ƒ�„�‘�—�–���–�‘���•�•�‡�ƒ�•���‹�•���ƒ���•�ƒ�Ž�‡�•���’�‹�–�…�Š���–�Š�ƒ�–���•�‹�‰�Š�–���—�’�•�‡�–���–�Š�‡�•�ä�������Š�‡�•���†�‘�‹�•�‰��

�™�‡�„�‹�•�ƒ�”�•���ƒ�•�†���‘�”���Ž�‹�˜�‡���–�”�ƒ�‹�•�‹�•�‰�•�����ï�•���‘�ˆ�–�‡�•���ƒ�•�•�‡�†���–�‘���‰�‹�˜�‡���‡�š�ƒ�•�’�Ž�‡�•���‘�ˆ���•�…�”�‹�’�–�•���–�Š�ƒ�–���Š�ƒ�˜�‡���”�‡�ƒ�Ž�Ž�› 

worked for me.  Here are a few that I frequently use today:  

 

�����Š�‡�ƒ�”���’�‡�‘�’�Ž�‡���“�—�‘�–�‡���–�Š�ƒ�–���˜�‡�”�•�‡���ˆ�”�‘�•���–�Š�‡�����‹�„�Ž�‡���–�Š�ƒ�–���•�ƒ�›�•�á���î���‘���—�•�–�‘���‘�–�Š�‡�”�•���ƒ�•���›�‘�—���™�‘�—�Ž�†��

�Š�ƒ�˜�‡���–�Š�‡�•���†�‘���—�•�–�‘���›�‘�—�5���ƒ�•�†���™�Š�‹�Ž�‡�������†�‘�•�ï�–���•�•�‘�™���Š�‘�™���›�‘�—���ˆ�‡�‡�Ž���ƒ�„�‘�—�–���–�Š�ƒ�–���ƒ�’�’�”�‘�ƒ�…�Š�å�������”�‡�ƒ�Ž�Ž�›��

appreciate it when people are upfront with me regarding their intentions.  As an example, if 

you and I were working together, I'd want you to be upfront with me about your intentions.   

Because of that, I'm going to be up front with you about mine.  I'm going to show you X, Y, Z, 

in this presentation [or video, webinar, letter or whatever], so when we're done, you'll really 

know how to A, B, C.   Now obviously, that's just results and topics.  

 

I'm just giving you a variable there.   At the end, I'm going to offer you my product. I'm 

not going to be obnoxious or disrespectful about it, but I'm going to do the best I can to show 

you how valuable it is so you'll try it.   Now some people don't like that and that's okay. I 

understand. If you're one of those people, then just go �ƒ�Š�‡�ƒ�†���ƒ�•�†���–�‡�Ž�Ž���•�‡���•�‘�™�����‘�”���‹�ˆ���›�‘�—�ï�”�‡��

watching a VLS or on a webinar, or whatever, hang up, or leave this page right now) then be 

sure to leave when I start talking about it" Here's what's interesting about that.  The fact that 
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I was totally upfront with them about my intentions and the fact that they have remained for 

the presentation gives me total permission to sell as aggressively as I want to after I'm done 

�™�‹�–�Š���–�Š�‡���ˆ�‹�”�•�–���…�”�‹�–�‹�…�ƒ�Ž���•�–�‡�’���‘�ˆ���–�Š�‡���—�Ž�–�‹�•�ƒ�–�‡���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•���ˆ�‘�”�•�—�Ž�ƒ���å���™�Š�‹�…�Š���‹�•���–�‘���ƒ�Ž�™�ƒ�›�•���†�‡�Ž�‹�˜�‡�”��

genuine value before ever making your pitch.    

 

���›�� �‰�‡�•�—�‹�•�‡�Ž�›�� �Š�‡�Ž�’�‹�•�‰�� �’�‡�‘�’�Ž�‡�� �‹�•�� �›�‘�—�”�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�� �ˆ�‹�”�•�–�� �å�� �›�‘�—�ï�”�‡�� �†�‡�•�‘�•�•�–�”�ƒ�–�‹�•�‰�� �›�‘�—�”��

ability to actually help them, which makes the closing aspect of your presentation a lot easier.  

Now I know that some of you a�”�‡���‰�‘�‹�•�‰���–�‘���•�ƒ�›���–�Š�ƒ�–���„�›���–�‡�Ž�Ž�‹�•�‰���’�”�‘�•�’�‡�…�–�•���–�Š�ƒ�–���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘��

try to sell to them at the end of your presentation that some of your prospects are going to 

end up leaving the presentation early.   

 

���•�†���›�‘�—���•�•�‘�™���™�Š�ƒ�–�á���›�‘�—�ï�”�‡���”�‹�‰�Š�–�á���™�Š�‹�…�Š���‹�•���…�‘�‘�Ž�ä�������Š�›���‹�•���–�Šat cool?  Because the people 

�™�Š�‘���Ž�‡�ƒ�˜�‡���›�‘�—�”���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•���‡�ƒ�”�Ž�›�����ƒ�ˆ�–�‡�”���›�‘�—�ï�˜�‡���–�‘�Ž�†���–�Š�‡�•���–�Š�ƒ�–���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���’�‹�–�…�Š���–�Š�‡�•���ƒ�–��

the end) are the people who would not have (under any circumstances) purchased from you 

anyway.  No matter what you say or do, they're just not going to buy.  Telling your prospects 

�„�‡�ˆ�‘�”�‡���›�‘�—�”���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•���–�Š�ƒ�–���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���’�‹�–�…�Š���–�Š�‡�•���ƒ�–���–�Š�‡���‡�•�†���™�‘�”�•�•�����˜�‡�”�›���•�—�…�Š�����Ž�‹�•�‡��

�’�‘�Ž�ƒ�”�‹�œ�ƒ�–�‹�‘�•�ä�������‘�—�ï�Ž�Ž���‡�•�†���—�’���”�‡�’�‡�Ž�Ž�‹�•�‰���–�Š�‡���’�”�‘�•�’�‡�…�–�•���–�Š�ƒ�–���›�‘�—���†�‘�•�ï�–���™�ƒ�•�–���–�‘���™�‘�”�•���™�‹�–�Š���ƒ�•�†���›�‘�—�”��

ideal prospects are going to end up appreciating you that much more.   

 

Why will they appreciate you even more you ask?  Because you're one of the only people 

(if not the only person) in your marketplace who was honest with them about your 

intentions and actually cool to them during your presentation, which virtually no one else 

�†�‘�‡�•�ä�������ˆ���›�‘�—�ï�˜�‡���”�‡�ƒ�†���–�‘���–�Š�‹�•���’�‘�‹�•�–���‹�•���–�Š�‡���„�‘�‘�•�á���–�Š�‡�•�����ï�•���‰�‘�‹�•�‰���–�‘���ƒ�•�•�—�•�‡���–�Š�ƒ�–���›�‘�—�ï�”�‡���•�‘�–���ƒ���”�ƒ�•�•��

beginner or a get-something-for-nothing parasite.   

 

You know as well as I do that most buyers (including you and me) are jaded.  We all feel 

as though someone has taken advantage of us and/or mistreated us in the past.  To some 

�†�‡�‰�”�‡�‡�á���™�‡�ï�”�‡���ƒ�Ž�Ž���•�•�‡�’�–�‹�…�ƒ�Ž�ä������ 

 

So, the more honest, upfront and genuinely looking out for their best interest we can be 

�–�‘���–�Š�‡�•�á���–�Š�‡���‰�”�‡�ƒ�–�‡�”���–�Š�‡�‹�”���Ž�‡�˜�‡�Ž���‘�ˆ���–�”�—�•�–���ˆ�‘�”���—�•���‹�•���‰�‘�‹�•�‰���–�‘���„�‡�ä�����
�—�•�–���Ž�‹�•�‡���–�Š�‡���…�‹�”�…�Ž�‡���‘�ˆ���‰�‘�‘�†�™�‹�Ž�Ž�å�ä��

it always comes back to you.  ���ˆ�–�‡�”���›�‘�—�ï�˜�‡���”�‡�ƒ�†���–�Š�”�‘�—�‰�Š���•�›���‡�š�ƒ�•�’�Ž�‡s and my scripts what if 
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�ƒ�ˆ�”�ƒ�‹�†���‘�ˆ���–�Š�‡���†�”�‡�ƒ�†�‡�†���ò���ƒ�–�‡�”�•�ä�ó�������Š�‡�•�‡���ƒ�”�‡���–�Š�‡���’�‡�‘�’�Ž�‡���™�Š�‘���ƒ�”�‡���•�ƒ�›�‹�•�‰���„�ƒ�†���–�Š�‹�•�‰�•���ƒ�„�‘�—�–���›�‘�—�á��

or who might say bad things about you. Apparently, there are haters on the internet. Who 

�•�•�‡�™�� �–�Š�ƒ�–�� �–�Š�‡�•�‡�� �ˆ�‘�Ž�•�•�� �†�‘�•�ï�–�� �Ž�‹�˜�‡�� �—�•�†�‡�”�� �–�Š�‡�� �”�‘�…�•�•�� �ƒ�ˆ�–�‡�”�� �ƒ�Ž�Ž�å�� �–�Š�‡�›�� �Ž�‹�˜�‡�� �‘�•�� �–�Š�‡�� �‹�•�–�‡�”�•�‡�–�è�� ���–�ï�•��

important that you understand a basic reality of business in 2016.   

 

���‘�•�ï�–���„�‡�Ž�‹�‡�˜�‡���•�‡�ë�������”�›�‹�•�‰���
�‘�‘�‰�Ž�‹�•�‰���–�Š�‡���•�ƒ�•�‡�•���‘�ˆ���–he most beloved figures in history and 

�›�‘�—�ï�Ž�Ž�� �ˆ�‹�•�†���•�…�‘�”�‡�•�� �‘�ˆ���’�‡�‘�’�Ž�‡���™�Š�‘�� �ƒ�”�‡���•�ƒ�›�‹�•�‰���„�ƒ�†���–�Š�‹�•�‰�•���ƒ�„�‘�—�–���–�Š�‡�•�ä���� ���–�� �†�‘�‡�•�•�5�–���•�ƒ�–�–�‡�”���™�Š�‘��

they are. There are people out there saying they're terrible people.  Understand that once 

�›�‘�—�ï�˜�‡���ƒ�…�Š�‹�‡�˜�‡�†���‡�˜�‡�•���ƒ���•�‘�†�‹�…�—�•���‘�ˆ���•�—�…�…�‡�•�•�å���‹�–���™�‘�•�ï�–���•�ƒ�–�–�‡�”���–�Š�ƒ�–���›�‘�—�ï�”�‡���–�Š�‡���•�‘�•�–���Š�‘�•�‡�•�–�á��

most helpful, most integrity-�•�‹�•�†�‡�†���’�‡�”�•�‘�•���‹�•���›�‘�—�”���•�ƒ�”�•�‡�–�å���–�Š�‡�”�‡���ƒ�”�‡���‰�‘�‹�•�‰���–�‘���’�‡�‘�’�Ž�‡���‘�—�–��

there that are going to say bad things about you.    

 

���‘�™���™�Š�ƒ�–�����ï�•���ƒ�„�‘�—�–���–�‘���–�‡�Ž�Ž���›�‘�—���•�ƒ�›���„�Ž�‘�™���›�‘�—�”���Ž�‹�†���ƒ�•�†���ˆ�”�‡�ƒ�•���›�‘u out a bit, but I know 

�™�Š�ƒ�–�����ï�•���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–���Š�‡�”�‡���•�‘���”�‡�ƒ�†���‘�•�ä���� ���‡�•�‡�•�„�‡�”���™�Š�ƒ�–�������•�ƒ�‹�†�å���ò���ƒ�–�‡�”�•���™�‹�Ž�Ž���•�‡�˜�‡�”���•�’�‡�™��

�–�Š�‡�‹�”���˜�‡�•�‘�•���–�‘���›�‘�—�”���ˆ�ƒ�…�‡�ä�������‘�™���‡�˜�‡�•���–�Š�‘�—�‰�Š���–�Š�‡�›�ï�”�‡���…�‘�™�ƒ�”�†�Ž�›���Ž�‘�•�‡�”�•���ƒ�•�†���–�Š�‡�›���•�—�…�•���ƒ�•���•�—�…�Š�å��

they can actually play a vital role in your success.   

 

���Š�ƒ�–�ë�������‘�™�ï�•���–�Š�ƒ�–�á�����‡�•�ë�������ƒ�–�‡�”�•���•�‡�‡�’���›�‘�—�”���•�ƒ�•�‡���…�‹�”�…�—�Ž�ƒ�–�‹�•�‰���‘�•�Ž�‹�•�‡�ä�������Š�‡�‹�”���ƒ�…�–�‹�˜�‹�–�›���…�ƒ�•��

keep your business in the spotlight and expose you to new prospects who may have never 

�Š�‡�ƒ�”�†���‘�ˆ�� �›�‘�—���„�‡�ˆ�‘�”�‡�ä���� ���—�–���™�‘�•�ï�–���–�Š�ƒ�–���Š�—�”�–���•�›�� �”�‡�’�—�–�ƒ�–�‹�‘�•�ë���� ���ˆ���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���Š�‹�‰�Š-value stuff 

�–�Š�‡�•�� �‹�–�ï�•�� �Ž�‹�•�‡�Ž�›�� �–�Š�ƒ�–�� �›�‘�—�”�� �‹�†�‡�ƒ�Ž�� �’�”�‘�•�’�‡�…�–�•�� �ƒ�•�†�� �…�—�•�–�‘�•�‡�”�•�� �ƒ�”�‡�� �‡�†�—�…�ƒ�–�‡�†�á�� �•�Š�ƒ�”�’�� �‹�•�†�‹�˜�‹�†�—�ƒ�Ž�•�ä��

���Š�‡�›�ï�”�‡���•�‘�–���–�Š�‡���–�›�’�‡���–�‘���ƒ�—�–�‘�•�ƒ�–�‹�…�ƒ�Ž�Ž�›���„�‡�Ž�‹�‡�˜�‡���ƒ�•�†���–�”�—�•�–���™�Š�ƒ�–���–�Š�‡�›���•�‡�‡���‘�•�����������‘�”�������������å��

�ƒ�•�†�� �–�Š�‡�›�ï�”�‡�� �‡�•�’�‡�…�‹�ƒ�Ž�Ž�›�� �•�‘�–�� �‰�‘�‹�•�‰�� �–�‘�� �•�™�ƒ�Ž�Ž�‘�™�� �ƒ�� �„�—�•�…�Š�� �‘�ˆ�� �•�‘�•�•�‡�•�•�‡�� �™�”�‹tten by 

�ò���ï�•�4���4���‘�•�‡�”�4���ƒ�–�‡�”�4�{�s�{�7���™�‹�–�–�‡�”�ä�…�‘�•�ä�ó������ 

 

���ˆ�� �›�‘�—�ï�”�‡�� �•�–�”�‹�˜�‹�•�‰���–�‘�� �ƒ�…�…�‘�•�’�Ž�‹�•�Š�� �•�‘�•�‡�–�Š�‹�•�‰���”�‡�ƒ�Ž�Ž�›�� �„�‹�‰�á�� �Š�ƒ�–�‡�”�•�� �ƒ�”�‡�•�ï�–�� �–�Š�‡�� �ˆ�‘�Ž�•�•�� �–�Š�ƒ�–�� �›�‘�—��

have to protect yourself against.  The ones that you need to be wary of are the naysayers.  

Your friends, co-workers and family member who mean well, but continually try to put the 

�•�‹�„�‘�•�Š�� �‘�•�� �›�‘�—�”�� �‰�‘�ƒ�Ž�•�ä�� �� ���Š�‡�•�‡�� �ˆ�‘�Ž�•�•�� �ƒ�”�‡�� �–�Š�‡�� �‘�•�‡�•�� �™�Š�‘�� �•�ƒ�›�á�� �ò���‘�—�ï�”�‡�� �™�‘�”�•�‹�•�‰���–�‘�‘�� �Š�ƒ�”�†�á�� ���‡�•�å��

���‘�—�ï�˜�‡���ƒ�Ž�”�‡�ƒ�†�›���•�ƒ�†�‡���ƒ���Ž�‘�–���‘�ˆ���•�‘�•�‡�›�å���™�Š�›���†�‘�•�ï�–���›�‘�—���–�ƒ�•�‡���‹�–���‡�ƒ�•�›���ˆ�‘�”���ƒ���…�Š�ƒ�•�‰�‡�ë�ó�������Š�‡�•�‡���ƒ�”�‡��

the folks who hav�‡���Ž�‹�•�‡�Ž�›���‰�‹�˜�‡�•���—�’���‘�•���–�Š�‡�‹�”���‰�‘�ƒ�Ž�•���ƒ�•�†���ƒ�•���ƒ���”�‡�•�—�Ž�–�á���…�ƒ�•�ï�–���ˆ�ƒ�–�Š�‘�•���Š�‘�™���ƒ�•�›�‘�•�‡��
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else can be as dedicated, motivated and compelled to up their game another level.  They may 

�ƒ�…�–�—�ƒ�Ž�Ž�›���•�‡�ƒ�•���™�‡�Ž�Ž���ƒ�•�†���„�‡���…�‘�•�…�‡�”�•�‡�†���ˆ�‘�”���›�‘�—�å �„�—�–���–�Š�‡�›�ï�Ž�Ž���•�‡�˜�‡�”���•�ƒ�›���ƒ�•�›�–�Š�‹�•�‰���„ad about you 

online.  If (and when) someone does say something negative about you online, �–�Š�‡�”�‡�ï�•�� �ƒ��

formula for dealing with it properly.   

 

���‡�”�‡�ï�•���Š�‘�™�ã  

�	�‹�”�•�–�á���•�ƒ�•�‡���•�—�”�‡���–�Š�ƒ�–���ƒ�•�›���…�‘�•�’�Ž�ƒ�‹�•�–���ƒ�„�‘�—�–���›�‘�—���‘�•�Ž�‹�•�‡���ƒ�„�‘�—�–���›�‘�—���‹�•�•�ï�–���–�”�—�‡�ä�������•�•�—�•�‹�•�‰��

�–�Š�ƒ�–�� �›�‘�—�5�”�‡�� �•�‡�Ž�Ž�‹�•�‰�� �ƒ�� �‰�‡�•�—�‹�•�‡�Ž�›�� �‰�‘�‘�†�� �’�”�‘�†�—�…�–�� �‘�”�� �•�‡�”�˜�‹�…�‡�å�� �–�Š�ƒ�–�� �›�‘�—�5�”�‡�� �Š�‘�•�‡�•�–�� �ƒ�•�†�� �—�’�� �ˆ�”�‘�•�–��

�ƒ�„�‘�—�–�� �–�Š�‹�•�‰�•�á�� �ƒ�•�†�� �›�‘�—�5�”�‡�� �•�‘�–�� �„�‡�‹�•�‰�� �ƒ�� �Œ�‡�”�•�� �å�� �–�Š�‡�•�� �‹�•�� �–�Š�‡�� �‹�•�‡�˜�‹�–�ƒ�„�Ž�‡�� �‡�˜�‡�•�–�� �–�Š�ƒ�–�� �›�‘�—��make a 

�•�‹�•�–�ƒ�•�‡�á���Š�‡�”�‡�ï�•���•�›���ƒ�†�˜�‹�…�‡�ä���� 

 

�	�‹�š�� �‹�–�� �‹�•�•�‡�†�‹�ƒ�–�‡�Ž�›�ä�� �� ���ˆ�� �•�‘�•�‡�‘�•�‡�� �’�‘�•�–�•�� �ƒ�� �…�‘�•�’�Ž�ƒ�‹�•�–�� �‘�•�Ž�‹�•�‡�� �ƒ�„�‘�—�–�� �›�‘�—���ƒ�•�†�� �–�Š�‡�›�ï�”�‡�� �”�‹�‰�Š�–��

���™�Š�‹�…�Š���‹�•���‰�‘�‹�•�‰���–�‘���Š�ƒ�’�’�‡�•���ƒ�–���•�‘�•�‡���’�‘�‹�•�–���„�‡�…�ƒ�—�•�‡���›�‘�—�ï�”�‡���Š�—�•�ƒ�•�����Š�‡�”�‡�ï�•���–�Š�‡���„�‡�•�–���ƒ�†�˜�‹�…�‡�������…�ƒ�•��

give you.  Fix it first, then own up to it online and then post how/when you fixed it.  Tell the 

�…�‘�•�’�Ž�ƒ�‹�•�‹�•�‰���’�‡�”�•�‘�•�����‹�•���›�‘�—�”���’�‘�•�–���á���ò���Š�ƒ�•�•�•���ˆ�‘�”���„�”�‹�•�‰�‹�•�‰���‹�–���–�‘���•�›���ƒ�–�–�‡�•�–�‹�‘�•�á�����ï�˜�‡���†�‘�•�‡�����á�������ƒ�•�†��

���� �–�‘�� �ˆ�‹�š�� �‹�–�� �ˆ�‘�”�� �›�‘�—�ä�6�� ���������è�� �� ���‘�—�ï�”�‡�� �†�‘�•�‡�ä�� �� ���‘�™�� �‹�ˆ�� �–�Š�‡�� �Š�ƒ�–�‡�”�� �‹�•�� �Š�ƒ�–�‹�•�‰�� �‘�•�� �›�‘�—�� �—�•�†�‡�”�� �ˆ�ƒ�Ž�•�‡��

�’�”�‡�–�‡�•�•�‡�•�å���™�Š�‹�…�Š���‹s definitely going to happen at some point, then ignore it.   Fussing over 

�‹�–���‹�•�•�ï�–���‰�‘�‹�•�‰���–�‘���”�‡�•�‘�Ž�˜�‡���‹�–���ƒ�•�†���‹�–�ï�•���•�‘�–���‰�‘�‹�•�‰���–�‘���•�ƒ�•�‡���›�‘�—���ƒ�•�›���•�‘�•�‡�›�ä���� 

 

���ˆ���›�‘�—���™�‘�•�ï�–���•�‡�Ž�Ž���›�‘�—�”���•�–�—�ˆ�ˆ���™�‹�–�Š���’�ƒ�•�•�‹�‘�•���ƒ�•�†���œ�‡�ƒ�Ž���›�‘�—�ï�Ž�Ž���‡�•�†���—�’���„�‡�‹�•�‰���–�Š�‡���‰�—�›���™�Š�‘���•�ƒ�›�•��

�–�‘���Š�‹�•���…�Š�‹�Ž�†�”�‡�•�á���ò��ongratulations on getting into Harvard, kids. Unfortunately, your Dad can't 

�’�ƒ�›���–�Š�‡���–�—�‹�–�‹�‘�•���„�‡�…�ƒ�—�•�‡���Š�‡���†�‹�†�•�ï�–���•�ƒ�•�‡���‡�•�‘�—�‰�Š���•�‘�•�‡�›�ä�������‡���Š�ƒ�†���ƒ���‰�”�‡�ƒ�–���’�”�‘�†�—�…�–���•�‡�”�˜�‹�…�‡���„�—�–��

because he was afraid that Mr_Online_Hater_919 might say bad things about him and his 

business online he never put his full effort into selling."   

 

If you are letting this fear diminish your willingness to approach selling with passion 

and zeal, then that's essentially what you're doing. You are deliberately making a choice not 

to do business to the best of your ability because you have this fear of the inevitable people, 

acting typically under the guise of anonymity, disagreeing with what you say ... AKA hating 

on you on the internet.   

 

It's inevitable that there will be haters who post hateful (and untrue) stuff about you  
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online.  Make sure they're not right. If they're right, fix it. That's it Simple, simple thing. If you  

give into that fear, frankly, you deserve to lose.   

 

If you give in to the fear of the haters and you deliberately pull your punches, you 

deserve not to have the success. It is a self-inflicted wound. Success does not reward the 

�™�‡�ƒ�•�ä�����‘�•�ï�–���„�‡���™�‡�ƒ�•�ä�����‡���•�–�”�‘�•�‰�ä�������•�†�‡�”�•�–�ƒ�•�†���–�Š�ƒ�–���’�‡�‘�’�Ž�‡���ƒ�”�‡���‰�‘�‹�•�‰���–�‘���Š�ƒ�–�‡���‘�•���›�‘�—�ä�����–���†�‘�‡�•�•�5�–��

matter.   As long as you're being confident and treat�‹�•�‰���’�‡�‘�’�Ž�‡���™�‹�–�Š���”�‡�•�’�‡�…�–�å���ƒ�•�†���ƒ�•���Ž�‘�•�‰���ƒ�•��

�›�‘�—�5�”�‡���–�ƒ�•�‹�•�‰���‰�‘�‘�†���…�ƒ�”�‡���‘�ˆ���’�‡�‘�’�Ž�‡�����‹�ä�‡�ä�á���ò�›�‘�—�ï�”�‡���†�‘�‹�•�‰���–�Š�‡���”�‹�‰�Š�–���–�Š�‹�•�‰�����ƒ�•�†���ƒ�•���Ž�‘�•�‰���ƒ�•���–�Š�‡�›�5�”�‡��

not right about you being a jerk or whatever, move on. Proceed anyway. Let your success be 

the best revenge.  

 

Step #1 for Getting (More) Sales Easier and Faster :  Eliminating Unjustified Fears 

A few pages back I briefly talked about how a lot of folks are sabotaging their sales 

�’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�•���„�‡�…�ƒ�—�•�‡���–�Š�‡�›�ï�”�‡���ƒ�ˆ�”�ƒ�‹�†���–�Š�ƒ�–���–�Š�‡���’�”�‘�•�’�‡�…�–���•�ƒ�›���–�‡�Ž�Ž���–�Š�‡�•���ò���‘�ä�ó�������Š�‹�•���‹�•���ƒ���•ormal 

�ˆ�‡�ƒ�”�� �–�Š�ƒ�–�� �„�—�•�‹�•�‡�•�•�� �‘�™�•�‡�”�•�� �ƒ�•�†�� �•�ƒ�Ž�‡�•�� �’�”�‘�ˆ�‡�•�•�‹�‘�•�ƒ�Ž�•�� �Š�ƒ�˜�‡�ä�� �� ���‘�™�� �–�Š�ƒ�–�� ���ï�˜�‡�� �…�Ž�ƒ�”�‹�ˆ�‹�‡�†�� �–�Š�ƒ�–�� �‹�–�ï�•��

�•�‘�”�•�ƒ�Ž�á�������™�ƒ�•�–���–�‘���…�‘�•�–�‹�•�—�‡���„�›���–�‡�Ž�Ž�‹�•�‰���›�‘�—���–�Š�ƒ�–���‹�–�ï�•���•�‘�–�������ä�������•�†���„�‡�ˆ�‘�”�‡�������‰�‘���ƒ�•�›���ˆ�—�”�–�Š�‡�”�á�������™�ƒ�•�–��

to address a common misconception a lot of you have about the �ƒ�…�–���‘�ˆ���•�‡�Ž�Ž�‹�•�‰�ä�������ˆ�����ï�˜�‡���Š�‡�ƒ�”�†���‹�–��

�‘�•�…�‡�����ï�˜�‡���Š�‡�ƒ�”�†���‹�–���ƒ���–�Š�‘�—�•�ƒ�•�†���–�‹�•�‡�•�å���ò���� �Š�ƒ�–�‡���•�‡�Ž�Ž�‹�•�‰���„�‡�…�ƒ�—�•�‡������ �†�‘�•�ï�–�� �Ž�‹�•�‡���”�‡�Œ�‡�…�–�‹�‘�•�ä�ó���� ���‡�Ž�Ž�‘�ë����

Last time I checked, rejection was part of the human condition.  If fact, if you live on planet 

earth, rejection is part of life.   

 

���ˆ���›�‘�—�ï�”�‡���•�‘�–���‡�š�’�‡�”�‹�‡�•�…�‹�•�‰���”�‡�Œ�‡�…�–�‹�‘�•���‹�•���›�‘�—�”���Ž�‹�ˆ�‡�á���›�‘�—�ï�”�‡���‡�‹�–�Š�‡�”���•�‘�–���Š�—�•�ƒ�•���‘�”���›�‘�—�ï�”�‡���•�‘�–��

�Ž�‹�˜�‹�•�‰���‘�•�� �’�Ž�ƒ�•�‡�–���‡�ƒ�”�–�Š�ä�������‘�á���–�Š�‹�•�� �•�‘�–�‹�‘�•�� �–�Š�ƒ�–�á���ò�����Š�ƒ�–�‡���•�‡�Ž�Ž�‹�•�‰���„�‡�…�ƒ�—�•�‡������ �†�‘�•�ï�–�� �Ž�‹�•�‡���”�‡�Œ�‡�…�–�‹�‘�•�ó���‹�•��

�Ž�ƒ�—�‰�Š�ƒ�„�Ž�‡�ä�������Š�‹�•�•���ƒ�„�‘�—�–���‹�–�å���Š�‘�™���•�ƒ�•�›���’�‡�‘�’�Ž�‡���Š�ƒ�˜�‡���›�‘�—���•�‡�–���‹�•���›�‘�—r lifetime that have said, 

�ò���Š�á�� ���� �Ž�‘�˜�‡�� �”�‡�Œ�‡�…�–�‹�‘�•�ä���� ���›�� �Ž�‹�ˆ�‡�ï�•�� �•�‘�–�� �…�‘�•�’�Ž�‡�–�‡�� �‹�ˆ�� ���ï�•�� �•�‘�–�� �„�‡�‹�•�‰���”�‡�Œ�‡�…�–�‡�†�� �†�ƒ�‹�Ž�›�ä�ó�� �� ���Š�‘�� �ƒ�”�‡�� �›�‘�—��

�–�”�›�‹�•�‰���–�‘���•�‹�†�ë�������‘�—�ï�”�‡���•�‘�–���•�‹�†�†�‹�•�‰���•�‡�á���„�—�–���›�‘�—���•�ƒ�›���„�‡���•�‹�†�†�‹�•�‰���›�‘�—�”�•�‡�Ž�ˆ�ä�������‡�Œ�‡�…�–�‹�‘�•���‘�…�…�—�”�•���‹�•��

all walks of life and is not reserved only for people who are trying to make a living by selling 

their stuff.   

 

�����Š�ƒ�–�‡���„�‡�‹�•�‰���”�‡�Œ�‡�…�–�‡�†���ƒ�•���•�—�…�Š���ƒ�•���›�‘�—���†�‘�á���„�—�–�����ï�˜�‡���”�‡�ƒ�†�á���•�–�—�†�‹�‡�†���ƒ�•�†���–�”�ƒ�‹�•�‡�†���•�›�•�‡�Ž�ˆ���–�‘���„�‡��

�ƒ�„�Ž�‡���–�‘���‘�˜�‡�”�…�‘�•�‡���•�‘�•�–���ò�•�‘�ï�•�ó���ƒ�•�†���–�—�”�•���–�Š�‡�•���‹�•�–�‘���›�‡�•�ï�•�ä�������•�†���‹�•���–�Š�‡���‡�˜�‡�•�–�������…�ƒ�•�ï�–���–�”�ƒ�•�•�ˆ�‘�”�•���ƒ��

no �‹�•�–�‘���ƒ���›�‡�•�á�������•�‘�˜�‡���‘�•�ä�������†�•�‹�–�–�‡�†�Ž�›�á�������†�‹�†�•�ï�–���•�–�ƒ�”�–���‘�—�–���–�Š�‹�•���™�ƒ�›�ä�������Š�‡�•�������™�ƒ�•���‹�•���•�›���‡�ƒ�”�Ž�›���t�r�ï�•��
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�����•�‘�Ž�†�����—�–�…�‘�����—�–�Ž�‡�”�›�ä���������—�•�‡�†���–�‘���ˆ�”�‡�ƒ�•���‘�—�–���ƒ�–���–�Š�‡���’�”�‘�•�’�‡�…�–���‘�ˆ���Š�‡�ƒ�”�‹�•�‰���–�Š�‡���™�‘�”�†���ò�•�‘�ó�ä�������Š�‡���”�‡�ƒ�Ž�‹�–�›��

�‘�ˆ���–�Š�‡���•�‹�–�—�ƒ�–�‹�‘�•���™�ƒ�•���–�Š�ƒ�–�������•�ƒ�›���Š�ƒ�˜�‡���„�‡�‡�•���–�Š�‡�‹�”���™�‘�”�•�–���•�ƒ�Ž�‡�•�•�ƒ�•�å��ever.   

 

My first (and only) sale was to my mom (God bless her).  She and my dad proceeded to 

introduce me to literally dozens of their friends and long-term customers who agreed to hear 

�•�›�� �’�‹�–�…�Š�ä���� ���� �™�ƒ�•�� �•�‘�� �ƒ�ˆ�”�ƒ�‹�†���–�‘�� �Š�‡�ƒ�”���–�Š�‡���™�‘�”�†���ò�•�‘�ó���–�Š�ƒ�–������ �†�‘�•�ï�–�� �–�Š�‹�•�•�� �� ever tried to close the 

�•�ƒ�Ž�‡�å���•�‘�–���‘�•�…�‡�ä���� 

 

I as supposed to then follow-up with them, but because I was so afraid that they would 

say no I kept putting it off.  If I did end up talking to them, it was only by chance that I ran 

�‹�•�–�‘�� �–�Š�‡�•�� �ƒ�–�� �•�›�� �’�ƒ�”�‡�•�–�ï�•�� �„�—�•iness or whatever and I never asked them about buying the 

�•�•�‹�˜�‡�•�ä�������›���ˆ�‡�ƒ�”���…�‘�•�–�”�‘�Ž�Ž�‡�†���•�‡���ƒ�•�†���„�‡�…�ƒ�—�•�‡�������‰�ƒ�˜�‡���‹�•���–�‘���‹�–�å�������•�—�…�•�‡�†�ä�� 

It was almost like having the illusion of a prospect who hadn't yet said no felt better 

than getting that no. I just would never go for the sale, because I was afraid of the no.  For 

some reason, it was more rewarding doing all that useless work that it was to just, "Hey, yes 

or no? Do you want it or not? We've got stuff to do." 

 

���–�5�•���•�‘�”�•�ƒ�Ž���‹�ˆ���›�‘�—���Š�ƒ�˜�‡���–�Š�ƒ�–���ˆ�‡�ƒ�”�å���„�—�–���‹�–�ï�•���•�‘�–�������ä  ���–�ï�•���•�‹�Ž�Ž�‹�•�‰���›�‘�—�”���ƒ�„�‹�Ž�‹�–�›���–�‘���Ž�‹�˜�‡���–�Š�‡���Ž�‹�ˆ�‡��

�›�‘�—���™�ƒ�•�–�å���–�Š�‡���Ž�‹�ˆ�‡���›�‘�—���†�‡�•�‡�”�˜�‡�ä�������ˆ���›�‘�—���•�•�‘�™���–�Š�ƒ�–���•�‘�•�–���’�‡�‘�’�Ž�‡���ƒ�”�‡���‰�‘�‹�•�‰���–�‘���•�ƒ�›���•�‘���‰�‘�‹�•�‰���‹�•�á��

�›�‘�—�ï�”�‡�� �„�‡�–�–�‡�”�� �’�”�‡�’�ƒ�”�‡�†�ä�� �� ���Š�ƒ�–�5�•�� �™�Š�ƒ�–�� �ˆ�‘�Ž�Ž�‘�™-up marketing and automation is for. If most 

people did not say no, you would have a fifty-one percent conversion rate or better, which is 

basically unheard of in direct response.  If you had that kind of conversion rate, you would 

make the late David Ogilvy and Eugene Schwartz look like amateurs.   

 

The legendary sales trainer Grant Cardone would beg you to show him your secrets.  

���‡�ï�†���„�‡���Ž�‹�•�‡�á���ò���‡�›�����‡�•�å���–�Š�‹�•���‹�•���
�”�ƒ�•�–�����ƒ�”�†�‘�•�‡�ä�������—�†�‡�å���›�‘�—�”���”�‡�•�—�Ž�–�•���ƒ�”�‡���Ž�‡�‰�‡�•�†�ƒ�”�›���ƒ�•�†���•�‘�•�‡�›��

�‹�•���•�‘���‘�„�Œ�‡�…�–�ä�������‡�Ž�Ž���•�‡���™�Š�ƒ�–���‹�–�ï�•���‰�‘�•�•�ƒ���–�ƒ�•�‡���–�‘���‰�‡�–���t-�†�ƒ�›�•���™�‹�–�Š���›�‘�—���ƒ�•�†�����ï�•���–�Š�‡�”�‡�ä�ó���� 

 

���‡���Š�ƒ�•�•�ï�–���…�ƒ�Ž�Ž�‡�†���•�‡���›�‡�–���„�‡�…�ƒ�—�•�‡���Š�‡���ƒ�•�†�������„�‘�–�Š���—�•�†�‡�”�•�–�ƒ�•�†���–�Š�ƒ�–���™�Š�‡�•���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���•�–�—�ˆ�ˆ��

�‘�•�Ž�‹�•�‡�á�� �ƒ�� �•�‘�� �Œ�—�•�–�� �•�‡�ƒ�•�•�á�� �6���‘�–�� �•�‘�™�6�� �å�� �6���Š�‘�™�� �•�‡�� �•�‘�•�‡�–�Š�‹�•�‰���‡�Ž�•�‡�6�� �å�� �‘�”�� �6���� �•�‡�‡�†�� �•�‘�”�‡�� �˜�ƒ�Ž�—�‡��

first."   ���Š�‡�•�� �ƒ�� �’�”�‘�•�’�‡�…�–�� �•�ƒ�›�•�� �ò���‘�ó�� �å���‹�–�� �†�‘�‡�•�•�ï�–�� �•�‡�ƒ�•�á���ò���‡�›�� �†�—�†�‡�á�� �›�‘�—�ï�”�‡�� �ƒ�� �„�—�•�‹�•�‡�•�•�� �‘�™�•�‡�”��
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trying to make a li�˜�‹�•�‰���„�—�–���Š�‘�™���†�ƒ�”�‡���›�‘�—���‘�ˆ�ˆ�‡�”���–�‘���•�‡�Ž�Ž���•�‡���•�‘�•�‡�–�Š�‹�•�‰�å���›�‘�—���•�—�…�•���ƒ�•�†�����ï�•���‰�‘�‹�•�‰��

to tell everyone on planet earth that you suck.   

 

Who ever heard of a business owner having the nerve to try to sell somebody 

�•�‘�•�‡�–�Š�‹�•�‰�å�����5�•���•�‡�˜�‡�”���‰�‘�‹�•�‰���–�‘���„�—�›���ƒ�•�›�–�Š�‹�•�‰���ˆ�”�‘�•���›�‘�—�ä�ó�����ƒlf the time, a no to your offer just 

�•�‡�ƒ�•�•�á���6���‡�›���•�ƒ�•�å�������™�ƒ�•�•�ï�–���”�‡�ƒ�Ž�Ž�›���‹�•���–�Š�‡���‰�ƒ�•�‡���•�‡�•�–�ƒ�Ž�Ž�›���Œ�—�•�–���•�‘�™�å�����ï�˜�‡���‰�‘�–���–�‘���‰�‡�–���Š�‘�•�‡���–�‘��

watch the next episode of Seinfeld (right after I see if my boys want to head over to happy 

�Š�‘�—�”�ä�������ï�•���‘�—�–�–�ƒ���–�‹�•�‡�����”�‘�å���‰�‡�–���„�ƒ�…�•���™�‹�–h me later."   

 

���‘�á���ƒ�ˆ�–�‡�”���ƒ���’�”�‘�•�’�‡�…�–���–�‡�Ž�Ž�•���›�‘�—���ò�•�‘�ó���›�‘�—���…�ƒ�•���ƒ�…�…�‡�’�–���–�Š�ƒ�–���Ž�‹�•�‡���ƒ���•�Ž�ƒ�’���ƒ�…�”�‘�•�•���–�Š�‡���ˆ�ƒ�…�‡���ƒ�•�†���ƒ��

�˜�‡�”�„�ƒ�Ž���„�‡�ƒ�–���†�‘�™�•���ˆ�”�‘�•���–�Š�ƒ�–���™�‹�…�•�‡�†���ˆ�‹�ˆ�–�Š���‰�”�ƒ�†�‡���–�‡�ƒ�…�Š�‡�”���›�‘�—���Š�ƒ�†�����›�‘�—���•�•�‘�™���–�Š�‡���‘�•�‡�����ï�•���–�ƒ�Ž�•�‹�•�‰��

�ƒ�„�‘�—�–�å���–�Š�‡���Ž�ƒ�†�›���™�Š�‘���Š�ƒ�–�‡�†���Ž�‹�ˆ�‡���ƒ�ˆ�–�‡�”���Š�‡�”���Š�—�•�„�ƒ�•�†���Ž�‡�ˆ�–���Š�‡�”��and moved to Montana so he could 

�„�‡���ò�‘�ˆ�ˆ���–�Š�‡���‰�”�‹�†�ó���å���‘�”�å���›�‘�—���…�ƒ�•���Ž�‹�˜�‡���‹�•���–�Š�‡���Ž�ƒ�•�†���‘�ˆ���”�‡�ƒ�Ž�‹�–�›���ƒ�•�†���•�•�‘�™���–�Š�ƒ�–���‹�–�ï�•���•�‘�–���’�‡�”�•�‘�•�ƒ�Ž�ä���� 

 

Don't be guy #1: �6���‘�‘�•�����‘�•���ƒ�•�†�����ƒ�†�å�����–�ï�•���Ž�‡�•�•���Š�—�•�‹�Ž�‹�ƒ�–�‹�•�‰���ƒ�•�†���’�ƒ�‹�•�ˆ�—�Ž���ˆ�‘�”���•�‡���–�‘���’�—�–�� 

you �Š�‡�”�‡���‹�•���–�Š�‹�•���•�—�”�•�‹�•�‰���Š�‘�•�‡���–�Š�ƒ�•���‹�–���™�ƒ�•���–�‘���Š�ƒ�˜�‡���’�”�‘�•�’�‡�…�–�•���–�‡�Ž�Ž���•�‡���ò�•�‘�ä�ó���������”�‡�ƒ�Ž�‹�œ�‡���–�Š�ƒ�–�����ï�˜�‡��

promised to pay for quality in-�Š�‘�•�‡���…�ƒ�”�‡���ˆ�‘�”���›�‘�—���•�‹�•�…�‡�������™�ƒ�•���u�r���›�‡�ƒ�”�•���‘�Ž�†�å���„�—�–�������…�ƒ�•�ï�–���•�–�ƒ�•�†��

�–�Š�‡���–�Š�‘�—�‰�Š�–���‘�ˆ���Š�ƒ�˜�‹�•�‰���•�›���ˆ�‡�‡�Ž�‹�•�‰�•���Š�—�”�–���„�›���•�‘�•�‡�‘�•�‡�����ï�Ž�Ž���Ž�‹�•�‡�Ž�›���•�‡�‡���ƒ�‰�ƒ�‹�•�å but look on the bright 

�•�‹�†�‡�å���–�Š�‹�•���•�—�”�•�‹�•�‰���Š�‘�•�‡���Š�ƒ�•���‰�”�‡�ƒ�–���•�ƒ�•�Š�‡�†���’�‘�–�ƒ�–�‘�‡�•�ä�����•�Œ�‘�›���›�‘�—�”�•�‡�Ž�ˆ�ä�6���� 

 

I know that's a little bit strong, but that's the reality of it. If you let your fear get in the 

way, you are letting everybody down.  Are you willing to let your parents, your spouse and 

�›�‘�—�”���•�‹�†�•���†�‘�™�•���Œ�—�•�–���„�‡�…�ƒ�—�•�‡���›�‘�—�ï�”�‡���ƒ�ˆ�”�ƒ�‹�†���‘�ˆ���•�‘�•�‡�–�Š�‹�•�‰���–�Š�ƒ�–�ï�•���•�‘�–���‡�˜�‡�•���”�‡�ƒ�Ž�ë�������Š�‡�•�ï�•���–�Š�‡���Ž�ƒ�•�–��

�–�‹�•�‡���›�‘�—���Š�‡�ƒ�”�†���‘�ˆ���•�‘�•�‡�‘�•�‡���†�›�‹�•�‰���‘�”���„�‡�‹�•�‰���‡�ƒ�–�‡�•���ƒ�Ž�‹�˜�‡���„�‡�…�ƒ�—�•�‡���ƒ���’�”�‘�•�’�‡�…�–���–�‘�Ž�†���–�Š�‡�•���ò�•�‘�ë�ó��������

Realize that some of your prospects are goin�‰���–�‘���•�ƒ�›���•�‘���ƒ�•�†���–�Š�ƒ�–�ï�•�������ä���
�—�•�–���„�‡���•�‹�…�‡���–�‘���–�Š�‡�•��

and move on.  

 

Step #2 for Getting (More) Sales Easier and Faster :  Deliver Value Then Close 

Step number two for making the sale easier is to always deliver value to your prospect 

before you go for the close. ���–�5�•���ƒ���•�—�’�‡�”���…�‘�‘�Ž���–�Š�‹�•�‰���–�‘���†�‘���ƒ�•�†���„�›���•�ƒ�•�‹�•�‰���•�—�”�‡���›�‘�—���†�‘���–�Š�‹�•���›�‘�—�ï�”�‡��

�†�‡�•�‘�•�•�–�”�ƒ�–�‹�•�‰���–�‘���›�‘�—�”���’�”�‘�•�’�‡�…�–���–�Š�ƒ�–���›�‘�—���…�ƒ�•���Š�‡�Ž�’���–�Š�‡�•�å���„�›���ƒ�…�–�—�ƒ�Ž�Ž�›���Š�‡�Ž�’�‹�•�‰���–�Š�‡�•�ä�������‡�•�…�‡�å��
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�–�Š�‹�•���‹�•���Š�‘�™���›�‘�—���†�‡�Ž�‹�˜�‡�”���˜�ƒ�Ž�—�‡���–�‘���–�Š�‡�•���„�‡�ˆ�‘�”�‡���‰�‘�‹�•�‰���ˆ�‘�”���–�Š�‡���…�Ž�‘�•�‡�ä�����‡�”�‡�ï�•���–�Š�‡���’�•�›�…�Š�‘�Ž�‘�‰�›���„�‡�Š�‹�•�†��

the powerful approach.   

 

The more real value you give people in advance of asking for the money, the more 

receptive they're going to be to your offer, and ultimately, your close.  Think about this from 

�–�Š�‡���’�‡�”�•�’�‡�…�–�‹�˜�‡���‘�ˆ���ƒ���’�ƒ�”�‡�•�–�å���‹�•���•�›���…�ƒ�•�‡�����‘�„�˜�‹�‘�—�•�Ž�›�������ï�•���ƒ�����ƒ�†�ä�������‡�–�ï�•���•�ƒ�›���–�Š�ƒ�–���•�›���‘�•�‡���ƒ�•�†���‘�•�Ž�›��

son decides that he wants to be married.  He wants to have kids and he (rightly) knows that 

he must be married first.   

 

���‘�™���‹�ˆ���•�›���•�‘�•���ƒ�•�•�‡�†���•�‡�á���ò���ƒ�†�å���™�Š�ƒ�–�ï�•���–�Š�‡���„�‡�•�–���™�ƒ�›���ˆ�‘�”���•�‡���–�‘���‰�‘���ˆ�‹�•�†���ƒ���™�‹�ˆ�‡���•�‘�������…�ƒ�•��

have some ch�‹�Ž�†�”�‡�•�ë�ó�������ˆ���Š�‡���ƒ�•�•�‡�†���•�‡���–�Š�ƒ�–�á���†�‘���›�‘�—���–�Š�‹�•�•���–�Š�ƒ�–�����ï�†���•�ƒ�›�á���ò���‡�”�‡�ï�•���™�Š�ƒ�–���›�‘�—���†�‘���–�‘��

find a wife and the mother of your children, Son.  First, you'll want to head down to the local 

tavern, get some girl drunk, have sex with her and then there you go, she's going to be the 

�‘�•�‡���–�Š�ƒ�–���™�‹�Ž�Ž���„�‡���›�‘�—�”���™�‹�ˆ�‡�á���Š�ƒ�˜�‡���›�‘�—�”���•�‹�†�•���ƒ�•�†���›�‘�—�ï�Ž�Ž���Ž�‹�˜�‡���Š�ƒ�’�’�‹�Ž�›���‡�˜�‡�”���ƒ�ˆ�–�‡�”�ë�ó���� 

 

���ï�†���”�ƒ�–�Š�‡�”���†�‹�‡���–�Š�‡���†�‡�ƒ�–�Š���–�Š�ƒ�•���–�‡�Ž�Ž���•�›���•�‘�•���•�‘�•�‡�–�Š�‹�•�‰���•�‘���Š�‡�‹�•�‘�—�•�ä�����������™�‘�—�Ž�†���–�‡�Ž�Ž���•�›���•�‘�•�á��

�ò���‹�•�–�‡�•�����‘�•�å���‹�•���‘�”�†�‡�”���–�‘���ˆ�‹�•�†���ƒ���™�‘�•�ƒ�•���›�‘�—���…�ƒ�•���•�ƒ�”�”�›�å���ƒ���™�‘�•�ƒ�•���™�Š�‘���™�‹�Ž�Ž���„�‡��the mother of 

�›�‘�—�”���…�Š�‹�Ž�†�”�‡�•���ƒ�•�†���„�‡���›�‘�—�”���Ž�‹�ˆ�‡�Ž�‘�•�‰���ˆ�”�‹�‡�•�†���ƒ�•�†���…�‘�•�’�ƒ�•�‹�‘�•�å���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���Š�ƒ�˜�‡���–�‘���„�‡���™�‹�Ž�Ž�‹�•�‰��

to invest some time.  Finding the right woman is worth the investment of time, effort and 

�”�‡�•�‘�—�”�…�‡�•�ä�ó�������‘�—���•�‡�‡�†���–�‘���˜�‹�‡�™���‡�˜�‡�”�›���„�—�•�‹�•�‡�•�•���–�”�ƒ�•�•�ƒ�…�–�‹�‘�•���ƒ�•��being worth that much effort, 

being worth the right relationship.   

 

One of the ways you do this in business is by delivering value to your prospects before 

�›�‘�—���ƒ�–�–�‡�•�’�–���–�‘���…�Ž�‘�•�‡���–�Š�‡���•�ƒ�Ž�‡�ä�������ˆ���›�‘�—�ï�”�‡���‹�•�–�‡�”�‡�•�–�‡�†���‹�•���’�”�‘�†�—�…�‹�•�‰���•�‘�”�‡���•�ƒ�Ž�‡�•�å���”�‡�–�ƒ�‹�•�‹�•�‰���–�Š�‡��

custome�”�•���›�‘�—���…�‘�•�˜�‡�”�–�å���–�Š�‡�•���•�‡�Ž�Ž�‹�•�‰���•�‘�”�‡���–�‘���–�Š�‡�•���Ž�ƒ�–�‡�”���†�‘�™�•���–�Š�‡���”�‘�ƒ�†���–�Š�‡�•���›�‘�—�ï�”�‡���•�‘�–���‰�‘�‹�•�‰��

to (metaphorically speaking) grab people by the lapels and say, "Buy my stuff right now or 

�–�Š�‡���™�‘�”�Ž�†���™�‹�Ž�Ž���‡�•�†���ƒ�•���›�‘�—���•�•�‘�™���‹�–�å���ƒ�•�†���›�‘�—�”���†�‘�‰���™�‹�Ž�Ž���’�”�‘�„�ƒ�„�Ž�›���†�‹�‡���–�‘�‘�ä�ó�����‘�—���•�ƒ�›���–hink that 

my example is a bit far-�ˆ�‡�–�…�Š�‡�†���ƒ�•�†���”�‹�†�‹�…�—�Ž�‘�—�•�å���„�—�–���–�Š�‡�•���ƒ�‰�ƒ�‹�•�å�����ï�˜�‡���•�‡�‡�•���’�‡�‘�’�Ž�‡���–�”�›���–�‘���’�‹�–�…�Š��

�Ž�‹�•�‡���–�Š�ƒ�–�ä�������–�ï�•���•�‘�–���•�‡�…�‡�•�•�ƒ�”�›�ä������ 

 

One of the cool aspects of marketing your stuff online is that the ability to follow up can 

be automated and effortless.  Let me demonstrate my point to you by giving you hypothetical 
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�•�‹�–�—�ƒ�–�‹�‘�•���™�Š�‡�”�‡���™�‡�ï�”�‡���‰�‘�‹�•�‰���–�‘���–�”�›���–�‘���…�Ž�‘�•�‡���ƒ���„�—�•�‹�•�‡�•�•���‘�™�•�‡�”�ä�������•���–�Š�‹�•���‡�š�ƒ�•�’�Ž�‡�á�����ï�Ž�Ž���„�‡���–�Š�‡���”�‡�ƒ�Ž��

�•�‡���ƒ�•�†�����ï�Ž�Ž���—�•�‡���•�›�����”�‡�ƒ�Ž�����’�”�‘�ˆ�‡�•�•�‹�‘�•�ƒ�Ž���•�‡�”�˜�‹�…�‡�•���„�—�•�‹�•�‡�•�•�ä�������Š�‡���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–���–�Š�ƒ�–�������™�ƒ�•�–���–o 

sell marketing automation to is someone with a business, who wants to sell online.  So, the 

first thing that I want to do is first determine if this small business owner dude wants to use 

the internet to sell more of his goods and services, because if he does there are all kinds of 

things I can do to help him be successful with this.  

 

���‡�ˆ�‘�”�‡�������”�‡�˜�‹�‡�™���™�Š�ƒ�–�������…�ƒ�•���†�‘���ˆ�‘�”���Š�‹�•�á�������™�ƒ�•�–���–�‘���”�‡�˜�‹�‡�™���™�‹�–�Š���Š�‹�•���ƒ�Ž�Ž���–�Š�‡���–�Š�‹�•�‰�•���Š�‡�ï�Ž�Ž���•�‡�‡�†��

to do in order to consistently sell his stuff online. For starters, he needs to get qualified traffic 

���‹�ä�‡�ä�á���ò�Š�‹�•���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�•�ó�����–�‘���Š�‹�•���™�‡�„�•�‹�–�‡�ï�•���•�ƒ�Ž�‡�•���’�ƒ�‰�‡���•���ä�������‡�š�–�á���Š�‡�ï�•���‰�‘�‹�•�‰���–�‘���Š�ƒ�˜�‡���–�‘���…�ƒ�’�–�—�”�‡��

�–�Š�‡�•�‡���’�”�‘�•�’�‡�…�–�•�����‹�ä�‡�ä�á���ò�Ž�‡�ƒ�†�•�ó�����ƒ�•�†���–�‘���†�‘���–�Š�ƒ�–�á���Š�‡�ï�Ž�Ž���Š�ƒ�˜�‡���–�‘���…�”�‡�ƒ�–�‡���ƒ�•�†���†�‡�’�Ž�‘�›���‘�ˆ�ˆ�‡�”�•���–�Š�ƒ�–���–�Š�‡�•�‡��

prospects find compelling.    

 

Now in �‘�”�†�‡�”���ˆ�‘�”���•�‡���–�‘���ƒ�–�–�”�ƒ�…�–���–�Š�‹�•���•�•�ƒ�Ž�Ž���„�—�•�‹�•�‡�•�•���‘�™�•�‡�”�����‹�ä�‡�ä�á���ò�•�›���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�ó�����–�‘��

�•�›�� �™�‡�„�•�‹�–�‡�á�� ���ï�Ž�Ž�� �Š�ƒ�˜�‡�� �–�‘�� �•�ƒ�•�‡�� �ƒ�� ���…�‘�•�’�‡�Ž�Ž�‹�•�‰���� �‘�ˆ�ˆ�‡�”�� �–�Š�ƒ�–�� �‘�ˆ�ˆ�‡�”�•�� �‹�•�ˆ�‘�”�•�ƒ�–�‹�‘�•�� �•�’�‡�…�‹�ˆ�‹�…�ƒ�Ž�Ž�›��

designed to help him achieve his (aforementioned) goals noted above.  In this example, ���ï�Ž�Ž��

run a Facebook ad that sends him to my content that shows him how to do these three things.  

Next, I offer him a free report that goes into even more detail on these subjects which 

convinces him to opt in.  Once he opts in, he receives the free report and I give him a few 

���˜�‡�”�›���Š�‡�Ž�’�ˆ�—�Ž�����˜�‹�†�‡�‘�•�á���ò���‡�”�‡�5�•���Š�‘�™���–�‘���‰�‡�–���•�‘�•�‡���•�‘�”�‡���–�”�ƒ�ˆ�ˆ�‹�…�ä������ 

 

By the way, now that you've got some traffic, it's probably a good idea to send these 

leads to an opt in page where you can capture their information versus sending them straight 

to your sales page.  Doing that will work much better for you in the long run. If you're going 

to try to sell them something, here's a way to structure those offers so that they're 

compelling."  

 

If I help him do all of this stuff, the next logical thing that he's going to need to do and 

likely want to do is now start automating his sales and his fulfillment and follow-up.  If I help 

him by demonstrating how to set all of these steps up before I ask him to buy my automation 

services, he is going t�‘�����„�›���˜�‹�”�–�—�‡���‘�ˆ���–�Š�‡���’�‘�•�‹�–�‹�˜�‡���ˆ�‘�”�™�ƒ�”�†���•�‘�•�‡�•�–�—�•���–�Š�ƒ�–�����ï�˜�‡���…�”�‡�ƒ�–�‡�†���™�‹�–�Š��

him), want this from me.   �����•�‹�‰�Š�–���ƒ�•�•���Š�‹�•�á���ò���‡�›�á���Š�‘�™���ƒ�”�‡���›�‘�—���†�‘�‹�•�‰���™�‹�–�Š���–�Š�‡���•�–�‡�’-by-step 
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�‹�•�•�–�”�—�…�–�‹�‘�•�•�������‰�ƒ�˜�‡���›�‘�—���ˆ�‘�”���‰�‡�–�–�‹�•�‰���•�‘�”�‡���–�”�ƒ�ˆ�ˆ�‹�…�ë�6�����‡���•�‹�‰�Š�–���•�ƒ�›�á���ò���”�‡�–�–�›���‰�‘�‘�†�ä�6�����Š�‡�•�������•�‹�‰�Š�–��

say, "You know what?  You might be interested to know how to automate all that, so you can 

�•�ƒ�•�‡�� �‡�˜�‡�”�›�–�Š�‹�•�‰�� �ƒ�� �Ž�‘�–�� �•�‘�”�‡�� �…�‘�•�•�‹�•�–�‡�•�–�ë�6�� ���‡�ï�†�� �–�Š�‡�•�� �•�ƒ�›�á�� �6���ƒ�•�á�� �–�Š�ƒ�–�� �™�‘�—�Ž�†�� �„�‡�� �‰�”�‡�ƒ�–�ä�6�� ���›��

�”�‡�•�’�‘�•�•�‡�á���ò���•�ƒ�›�á���›�‘�—���™�ƒ�•�–���•�‡���–�‘���Š�‡�Ž�’���›�‘�—���†�‘���‹�–�ë�ó�����‡���•�ƒ�›�•�á���ò���—�”�‡�ä�ó���� 

 

Now what I just reviewed with you was the whole pitch. It would be relatively simple 

for you to do. Guess what? You can actually do all of this stuff. You should do all of this stuff.    

���‹�•�–�‡�•�å�� �–�Š�‡�� �„�—�›�‹�•�‰�� �…�›�…�Ž�‡�� ���ˆ�‘�”�� �Š�‹�‰�Š�‡�”�� �‡�•�†�� �’�”�‘�†�—�…�–�•�� �ƒ�•�†�� �•�‡�”�˜�‹�…�‡�•���� �—�•�—�ƒ�Žly takes some time.  

���—�•�–�‘�•�‡�”�•���†�‘�•�ï�–���•�‹�•�’�Ž�›���Š�‹�–���›�‘�—�”���•�ƒ�Ž�‡�•���’�ƒ�‰�‡�á���•�‡�‡���›�‘�—�”���‘�ˆ�ˆ�‡�”���ƒ�•�†���–�Š�‡�•���…�Ž�‹�…�•���–�Š�‡���„�—�›���•�‘�™���„�—�–�–�‘�•�ä����

���–�ï�•���ƒ���’�”�‘�…�‡�•�•���ƒ�•�†���–�Š�‡���„�—�•�‹�•�‡�•�•���‘�™�•�‡�”�•���™�Š�‘���ƒ�”�‡���™�‹�•�•�‹�•�‰�����„�‹�‰�����™�‹�–�Š���‘�•�Ž�‹�•�‡���•�ƒ�Ž�‡�•���ƒ�”�‡���–�Š�‡���‘�•�‡�•��

who have figure out how to automate the process.   

 

���‡�� �†�‘�� �™�‡�„�‹�•�ƒ�”�•�� ���™�Š�‹�…�Š�� �ƒ�”�‡�� �‰�”�‡�ƒ�–���� �–�‘�� �•�‡�Ž�Ž�� �‘�—�”�� �’�”�‘�†�—�…�–�•�á�� �„�—�–�� �‹�ˆ�� �™�‡�ï�”�‡�� �•�‡�Ž�Ž�‹�•�‰�� �–�‘�� �ƒ��

�…�‘�•�’�Ž�‡�–�‡�Ž�›�� �…�‘�Ž�†�� �Ž�‹�•�–�� ���’�”�‘�•�’�‡�…�–�•�� �™�Š�‘�� �†�‘�•�ï�–�� �•�•�‘�™�� �•�‡���� �ƒ�� �•�—�…�Š�� �•�•�ƒ�Ž�Ž�‡�”�� �’�‡�”�…�‡�•�–�ƒ�‰�‡�� �‘�ˆ�� �–�Š�‡��

�ƒ�–�–�‡�•�†�‡�‡�•�����ƒ�•���…�‘�•�’�ƒ�”�‡�†���–�‘���ƒ���™�ƒ�”�•���‘�”���Š�‘�–���‰�”�‘�—�’���‘�ˆ���ƒ�–�–�‡�•�†�‡�‡�•�����„�—�›���‹�•�•�‡�†�‹�ƒ�–�‡�Ž�›�ä�����ˆ���›�‘�—�ï�˜�‡��ever 

�†�‘�•�‡���ƒ���™�‡�„�‹�•�ƒ�”���›�‘�—���•�•�‘�™���™�Š�ƒ�–�����ï�•���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–�å���•�‘�•�–���‘�ˆ���–�Š�‡���ƒ�–�–�‡�•�†�‡�‡�•���™�‹�Ž�Ž���•�‘�–���„�—�›���ƒ�–���–�Š�‡��

�‡�•�†���‘�ˆ���–�Š�‡���‡�˜�‡�•�–�ä�����—�–���–�Š�‹�•���‹�•���–�‘�–�ƒ�Ž�Ž�›���•�‘�”�•�ƒ�Ž�ä�����Š�‡�›�ï�Ž�Ž���„�—�›�å���„�—�–���ˆ�‹�”�•�–���–�Š�‡�›���•�‡�‡�†���•�‘�”�‡���˜�ƒ�Ž�—�‡�ä�������Š�‡��

more value you give people in advance of the sale, the easier that sale is going to be.  

 

The third step in this process is really, really important and that is to know your 

�’�”�‘�•�’�‡�…�–�ï�•�� �‘�„�Œ�‡�…�–�‹�‘�•�•�á�� �„�‡�ˆ�‘�”�‡�� �›�‘�—�� �•�ƒ�•�‡�� �›�‘�—�”�� �’�‹�–�…�Š�ä�� ���˜�‡�”�›�� �’�”�‘�•�’�‡�…�–�å�� �‡�˜�‡�•�� �ƒ�� �•�—�’�‡�”-excited 

�”�‡�ˆ�‡�”�”�ƒ�Ž���‹�•���‰�‘�‹�•�‰���–�‘���Š�ƒ�˜�‡���ƒ�•���‘�„�Œ�‡�…�–�‹�‘�•���‘�”���–�™�‘�ä�������–�ï�•���Œ�—�•�–���ƒ �ˆ�ƒ�…�–���‘�ˆ���†�‘�‹�•�‰���„�—�•�‹�•�‡�•�•���–�‘�†�ƒ�›�ä�������–�ï�•���•�—�…�Š��

easier and a much more effective strategy to address and overcome objections before make 

�›�‘�—�”���‘�ˆ�ˆ�‡�”���–�Š�‡�•���‹�–���‹�•���ƒ�ˆ�–�‡�”���›�‘�—�”���’�”�‘�•�’�‡�…�–���„�”�‹�•�‰�•���‹�–���—�’���™�Š�‡�•���›�‘�—�ï�”�‡���–�”�›�‹�•�‰���–�‘���…�Ž�‘�•�‡�ä�������ˆ���›�‘�—���†�‘�•�5�–��

address them before you make your offer and before the close, all they're going to be thinking 

about while you're selling is the objections.  

 

You could be showing them the coolest things ever and they could be unbelievable, and 

their entire mind is going to be focused on, "Yeah, but what about this? What about that?"  

So, when is the most effective time to address and overcome your prospects objections?  Do 

it during that part of your presentation where you're delivering valuable information and 

help to your prospect.  On occasion, �›�‘�—�ï�Ž�Ž���ƒ�Ž�•�‘���•�‡�‡�†���–�‘���ƒ�†�†�”�‡�•�•���–�Š�‡�•���™�Š�‹�Ž�‡���›�‘�—�ï�”�‡���†�‘�‹�•�‰���–�Š�‡��
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c�Ž�‘�•�‡���ƒ�•�†���ˆ�”�‘�•���–�‹�•�‡���–�‘���–�‹�•�‡���ƒ�ˆ�–�‡�”���–�Š�‡���…�Ž�‘�•�‡�ä�������Š�ƒ�–�ï�•���™�Š�›�����ï�˜�‡���‰�‹�˜�‡�•���›�‘�—���•�›���–�‘�’���w�����‡�…�”�‡�–�����Ž�‘�•�‹�•�‰��

Formulas in a following chapter, which is great.   

 

By the way, if I were trying to sell you a course on how to close things, I just did it to 

you. I just brought up your objections: "What if they get mad at me? What if they say bad 

things about me on the internet? What if they say, 'No'?" Those are the three biggest 

objections when it comes to sales.  This entire chunk here could be modeled and turned into 

a pre-pitch value delivery, which is 100% overcoming the objections.  The name of this is to 

really understand what their objections are and overcome those objections before you make 

the pitch, otherwise, they're going to be worried about the objections.  

 

The Blueprint I Followed To Get My Results :  

Rule #1:  Dominate Your Emotions and Thoughts.  The number one reason you don't 

close it is because you're afraid, "What if they get mad? What if they say something bad about 

me on Facebook? What if they say no?"  I demonize these objections, by the way. Pulling your 

punches because you're afraid people will get mad at you for trying to make a living is like 

sitting down and writing them a check You're stealing money from your family when you do 

this.  

 

Rule #2:  There Are Lame People We All Deal With. Next thing you're afraid of is people 

saying bad things about you. Unless you're completely invisible and totally unknown, people 

are going to say bad things about you at some point or another.  The more successful you 

become, the greater the chances are that this is going to happen.  Don't be the guy that has to 

end up telling your daughter, "Congratulations on getting into Stanford, sweetheart. Daddy 

can't pay the tuition, because he was afraid Mr_Online_Hater_919 might call him names on 

Facebook."   

 

I'm demonizing that objection. I'm also genuinely helping you overcome it. Hopefully, 

this helps you not worry about haters as much.   Same with fear of no. If they didn't say no, 

you'd have a 51% conversion rate or better. That makes that objection a lot easier. You're 

like, "Oh gosh. Maybe everybody else has the same problem I do. It's not so bad."  Of course, 

it's not so bad. No one gets a 51% conversion rate or better. That's crazy.  I'm helping you 
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overcome those objections before making the pitch. Now I assure you, there is no pitch in 

this presentation, but I really set you up for one. That's how you do that.  

 

Architecting A Dominant Closing Formula  

Now let's talk about the formula for engineering a close that I learned from one of my 

first copywriting mentors John Carlton.  He taught me this strategy at a $15,000 copywriting 

seminar of his I attended in Reno back in 2001. I brought one of the sales letters that I had 

been struggling with to the event and asked for his help getting it wrapped up.  He was like, 

"Dude, it's the easiest formula: Here's what I've got; Here's what it will do for you; Here's 

what I want you to do next" It was a little more complex than that, but I really boiled it down 

to those basics, and it works:  

 

�x Here's what I've got.  

�x Here's what it will do for you.  

�x Here's what I want you to do next.  

 

After that, I started expanding on that formula, mainly because he was like, "You know 

what? You left out some stuff.   This eventually evolved into the formula that I use today (the 

�‘�•�‡�����ï�•���ƒ�„�‘�—�–���–�‘���‰�‹�˜�‡���›�‘�—���ä�������Š�‹�•���‹�• �ƒ�•���ƒ�•�ƒ�œ�‹�•�‰�Ž�›���’�‘�™�‡�”�ˆ�—�Ž���…�Ž�‘�•�‹�•�‰���ˆ�‘�”�•�—�Ž�ƒ�á���„�—�–�����ï�Ž�Ž���‰�‹�˜�‡���•�‘�•�–��

of the credit to John.  

 

Here's the formula:  

 

�x Here's what I've got.  

�x Here's what it will do for you.  

�x Here's how it works.  

�x Here's what I want you to do next.  

�x Here's why you should do it now.  

�x Here's why it's safe and smart. (This is where you would do a guarantee or an anti-

guarantee.)  

�x (Optional) Add bonuses or boosters such as price reduction.  

�x (Optional) Add scarcity.  
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�x Finally, recap what you just said.  

 

Analyzing The Formula �� Critical Success Points 

���‡�–�5�•���‰�‘���‘�˜�‡�”���•�–�‡�’���‹�•���–�Š�‡���’�”�‘�…�‡�•�•���Š�‡�”�‡�ä�����Š�‡���ò���‡�”�‡�5�•���™�Š�ƒ�–�����5�˜�‡���‰�‘�–�6���‹�•���„�ƒ�•�‹�…�ƒ�Ž�Ž�›���™�Š�‡�”�‡���›�‘�—��

introduce your offer.  If I was selling an in-home hair restoration system, I would say, "Today 

I want to tell you about an exciting new way to regrow rows and rows of your own hair."   

���Š�‹�…�Š���Ž�‡�ƒ�†�•���•�‡���†�‹�”�‡�…�–�Ž�›���‹�•�–�‘�á���ò���‡�”�‡�5�•���™�Š�ƒ�–�����5�˜�‡���‰�‘�–�ä�6���6���–�5�•���ƒ���•�‡�™���•�ƒ�…�Š�‹�•�‡���…�ƒ�Ž�Ž�‡�†�����•�•�–�ƒ���‡�‰�”�‘�™�ä��

If you want more hair without using creams, potions, pills or surgery, this is for you."  I'm 

literally now stating the name of the product. Here's what I've got, a new machine called 

InstaRegrow.    

  

���Š�‡���•�‡�š�–���’�Š�ƒ�•�‡���Š�‡�”�‡���‹�•�á���ò���‡�”�‡�5�•���™�Š�ƒ�–���‹�–�5�Ž�Ž���†�‘���ˆ�‘�”���›�‘�—�ä�6���6���Š�ƒ�–�5�•���‰�”�‡�ƒ�–���ƒ�„�‘�—�–�����•�•�–�ƒ���‡�‰�”�‘�™��

is you just hold it where you want the hair follicles to start growing again and it does 

everything for, and it causes your hair to regrow faster than it would grow naturally on its 

own."  All we're doing here in this section is just stating benefits. "This lets you regrow your 

natural hair faster than you could with pills, potions or surgery without having to do any 

manual labor. In fact, it's so easy to use, you could have your spouse or your roommate help 

�›�‘�—���ƒ�•�†���–�Š�‡�›�ï�†���ƒ�…�–�—�ƒ�Ž�Ž�›���‡�•�Œ�‘�›���—�•�‹�•�‰���‹�–�ä 

 

Next thing we want to do is we want to focus in and expand on how these benefits are 

attained. It's no longer (effective) enough to simply state, "Here are all the benefits you're 

�‰�‘�‹�•�‰�� �–�‘�� �”�‡�…�‡�‹�˜�‡�� �™�Š�‡�•�� �›�‘�—�� �„�—�›�� �•�›�� �•�–�—�ˆ�ˆ�ó�� �å�� �„�‡�…�ƒ�—�•�‡�� �’�‡�‘�’�Ž�‡�� �†�‘�•�5�–�� �„�‡�Ž�‹�‡�˜�‡�� �—�•�ä�� ��We need to 

�†�‡�•�‘�•�•�–�”�ƒ�–�‡���Š�‘�™���‘�—�”���’�”�‘�•�’�‡�…�–�•���ƒ�”�‡���‰�‘�‹�•�‰���–�‘���ƒ�–�–�ƒ�‹�•���–�Š�‡�•�‡���„�‡�•�‡�ˆ�‹�–�•�ä�������‡�‘�’�Ž�‡���†�‘�•�ï�–���„�‡�Ž�‹�‡�˜�‡���™�Š�ƒ�–��

�›�‘�—���•�ƒ�›�á���„�—�–���–�Š�‡�›���™�‹�Ž�Ž���„�‡�Ž�‹�‡�˜�‡���™�Š�ƒ�–���›�‘�—���•�Š�‘�™���–�Š�‡�•�ä���������•���–�Š�‹�•���…�ƒ�•�‡�á���™�‡�5�Ž�Ž���•�ƒ�›�á���ò���•�•�–�ƒ���‡�‰�”�‘�™���‹�•���ƒ��

simple laser that uses infrared light technology and robotic engineering to stimulate hair 

regrowth while you relax and chill out."  "You simply place the unit on your head and direct 

the beam where you want to stimulate the follicles to start growing and then press the 

orange button.  

 

���•�•�–�ƒ���‡�‰�”�‘�™�ï�•���Ž�‹�–�Š�‹�—�•���„�ƒ�–�–�‡�”�›���’�‘�™�‡�”�•���–�Š�‡���—�•�‹�–�5�•���‹�•�ˆ�”�ƒ�”�‡�†���Ž�ƒ�•�‡�”���Š�ƒ�‹�”���•�–�‹�•�—�Ž�ƒ�–�‹�•�‰���•�›�•�–�‡�•��

that works down at the root level to stimulate rapid and substantial hair regrowth."  The 

average hair regrowth from using the InstaRegrow is seven times faster using creams, pills 
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�ƒ�•�†���’�‘�–�‹�‘�•�•���ƒ�•�†���ƒ���™�Š�‘�’�’�‹�•�‰���u���–�‹�•�‡�•���ˆ�ƒ�•�–�‡�”���–�Š�ƒ�•���•�—�”�‰�‡�”�›�����’�Ž�—�•���‹�–�ï�•���Ž�‡�•�•���–�Š�ƒ�•���s���s�r���–�Š�‡���…�‘�•�–�è����

���Ž�—�•�á���›�‘�—���™�‘�•�ï�–���Š�ƒ�˜�‡���–�‘���™�‘�”�”�›���ƒ�„�‘�—�–���‡�•�„�ƒ�”�”�ƒ�•�•�‹�•�‰���•�…�ƒ�”�•���‘�”���Š�ƒ�˜�‹�•�‰���–�‘���Š�‹�†�‡���–�Š�‡���ˆ�ƒ�…�–���–�Š�ƒ�–���›�‘�—�”��

�Š�ƒ�‹�”���ˆ�ƒ�Ž�Ž�•���‘�—�–���ƒ�ˆ�–�‡�”���•�—�”�‰�‹�…�ƒ�Ž���‹�•�’�Ž�ƒ�•�–�ƒ�–�‹�‘�•�ä�������–�ï�•���•�‘���‡�ˆ�ˆ�‡�…�–�‹ve and simple that no one (not even 

�›�‘�—�”���•�’�‘�—�•�‡�����™�‹�Ž�Ž���•�•�‘�™���–�Š�ƒ�–���›�‘�—�ï�”�‡���—�•�‹�•�‰���‹�–�����—�•�Ž�‡�•�•���›�‘�—���Ž�‡�–���Š�‡�”���•�•�‘�™���è�ó�� 

 

What I did there is I just explained how the benefits are going to be fulfilled. It's not 

enough to say InstaRegrow regrows your natural hair without pills, potions, solutions or 

�•�—�”�‰�‡�”�›�å�� �ƒ�—�–�‘�•�ƒ�–�‹�…�ƒ�Ž�Ž�›�ä�� �� �� ���5�˜�‡�� �‰�‘�–�� �–�‘�� �–�‡�Ž�Ž�� �–�Š�‡�•�� �Š�‘�™���‹�–�� �™�‘�”�•�•�ä�� �� ���ˆ�� �›�‘�—�5�”�‡�� �•�‡�Ž�Ž�‹�•�‰���‹�•�ˆ�‘�”�•�ƒ�–�‹�‘�•��

�’�”�‘�†�—�…�–�•���ƒ�•�†���‘�”���ƒ���–�”�ƒ�‹�•�‹�•�‰���…�‘�—�”�•�‡���–�Š�ƒ�–���Š�ƒ�•���•�—�Ž�–�‹�’�Ž�‡���•�‘�†�—�Ž�‡�•�á���›�‘�—�ï�†���•�‹�•�’�Ž�›���•�ƒ�›�á���6���‡�”�‡���ƒ�”�‡���–�Š�‡��

modules you get, and this is how each �‘�•�‡���‹�•���‰�‘�‹�•�‰���–�‘���„�‡�•�‡�ˆ�‹�–���›�‘�—�ä�ó�������Š�ƒ�–�‡�˜�‡�”���–�Š�‡���„�‡�•�‡�ˆ�‹�–�•���ƒ�”�‡��

that your product or service delivers to your prospects, you want to paint a vivid mental 

�’�‹�…�–�—�”�‡���–�Š�ƒ�–���Š�‡�Ž�’�•���–�Š�‡�•���•�‡�‡�����‹�ä�‡�ä�á���ò�ƒ�…�–�—�ƒ�Ž�Ž�›���‹�•�ƒ�‰�‹�•�‡�ó�����–�Š�‡�•�•�‡�Ž�˜�‡�•���—�•�‹�•�‰���ƒ�•�†���„�‡�•�‡�ˆ�‹�–�–�‹�•�‰���ˆ�”�‘�•��

it.    

 

The next phase is of the Ultimate Presentation Formula is, "Here's what I want you to 

do next." This is where we literally tell them to buy our stuff.   "If you want a more youthful 

appearance by having fuller, thicker (real) hair on your head (like when you were in your 

�t�r�ï�•�����å�������™�ƒ�•�–���–�‘���•�‡�•�†���›�‘�—���ƒ�•�����•�•�–�ƒ���‡�‰�”�‘�™���–�‘�†�ƒ�›�ä�����Š�‡���’�”�‹�…�‡���‹�•���Œ�—�•�–���D�v�{�y���ƒ�•�†���–�Š�ƒ�–���‹�•�…�Ž�—�†�‡�•��

�•�Š�‹�’�’�‹�•�‰�ä���������‹�‰�Š�–���„�‡�Ž�‘�™���–�Š�‹�•���˜�‹�†�‡�‘�á���›�‘�—���5�������•�‡�‡���ƒ���„�—�–�–�‘�•���–�Š�ƒ�–���•�ƒ�›�•�á���î���‡�•�á�������™�ƒ�•�–���ˆ�—�Ž�Ž�‡�”�á���–�Š�‹�…�•�‡�”��

�Š�ƒ�‹�”�å���•�ƒ�–�—�”�ƒ�Ž�Ž�›�ä�5�����Ž�‹�…�•���‹�–���ƒ�•�†���–�‡�Ž�Ž���•�‡���™�Š�‡�”�‡���–�‘���•�‡�•�†���›�‘�—�”�����•staRegrow.   When you've done 

that, tell me how you'd like to pay for it, and I'll rush it to you right away."  I'm literally telling 

the buyer exactly what to do.  

 

First ... "I want to send you an InstaRegrow today." That is a friendlier way of saying, "I 

�™�ƒ�•�–���›�‘�—���–�‘���„�—�›���–�Š�‹�•�ä�ó�������Š�‡�›�5�”�‡���„�‘�–�Š���•�–�‹�Ž�Ž���†�‡�’�‡�•�†�‡�•�–���‘�•���–�Š�‡���’�—�”�…�Š�ƒ�•�‡�ä�����˜�‡�”�›�„�‘�†�›���•�•�‘�™�•���–�Š�ƒ�–�ä����

The price is $497 and that includes shipping and here's where we're telling them specifically 

what to do.  "Right below this video, you 'II see a button that say�•�á���î���‡�•�á�������™�ƒ�•�–���ˆ�—�Ž�Ž�‡�”�á���–�Š�‹�…�•�‡�”��

�Š�ƒ�‹�”�å���•�ƒ�–�—�”�ƒ�Ž�Ž�›�ä�5�����Ž�‹�…�•���‹�–���ƒ�•�†���–�‡�Ž�Ž���•�‡���™�Š�‡�”�‡���–�‘���•�‡�•�†���›�‘�—�”�����•�•�–�ƒ���‡�‰�”�‘�™�ä������ 

 

When you've done that, tell me how you'd like to pay for it, and I'll rush it to you right 

�ƒ�™�ƒ�›�ä�6�������‘�™���‹�–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�‘���”�‡�ƒ�Ž�‹�œ�‡���–�Š�ƒ�–���‹�ˆ���›�‘�—���•�‹�•�’�Ž�›���–ell them what to do (without giving 

�–�Š�‡�•�� �ƒ�•�� �‹�•�…�‡�•�–�‹�˜�‡�� �–�‘�� �ò�†�‘�� �‹�–�� �•�‘�™�ó���á�� �›�‘�—�ï�”�‡�� �‰�‘�‹�•�‰���–�‘�� �Ž�‘�•�‡�� �ƒ�� �Ž�‘�–�� �‘�ˆ�� �›�‘�—�”�� �•�ƒ�Ž�‡�•�ä�� �� ���–�Š�‡�”�™�‹�•�‡�á�� �–�Š�‡��
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human nature of procrastination will win.   We are always subject to momentum. In this case, 

momentum is human nature.  When it comes to finishing projects, getting things done, 

�ò�’�—�”�…�Š�ƒ�•�‹�•�‰���–�Š�‹�•�‰�•���–�Š�‡�›���™�ƒ�•�–���ƒ�•�†���•�‡�‡�†�ó�����ƒ�Š�‡�•�è�����å���–�Š�‡���‘�˜�‡�”�™�Š�‡�Ž�•�‹�•�‰���’�‡�”�…�‡�•�–�ƒ�‰�‡���‘�ˆ���’�‡�‘�’�Ž�‡��

will procrastinate.  

 

When it comes to purchasing your stuff, why do they procrastinate?  The number one 

reason they have for not being able to click the buy button is due to their own self-doubt.  

���‡�•�‡�•�„�‡�”�� �Š�‘�™�� ���� �–�‘�Ž�†�� �›�‘�—���ƒ�� �ˆ�‡�™���’�ƒ�‰�‡�•�� �„�ƒ�…�•�� �–�Š�ƒ�–�� �›�‘�—�ï�˜�‡�� �‰�‘�–�� �–�‘�� �•�•�‘�™�����ƒ�•�†�� �„�‡�� �’�”�‡�’�ƒ�”�‡�†�� �–�‘��

�†�‹�•�ƒ�”�•�����›�‘�—�”���’�”�‘�•�’�‡�…�–�ï�•���‘�„�Œ�‡�…�–�‹�‘�•�•���„�‡�ˆ�‘�”�‡���–�Š�‡�›���•�ƒ�•�‡���–�Š�‡�•�ë�����
�—�‡�•�•���™�Š�ƒ�–�ë�ä�ä�ä���›�‘�—�ï�˜�‡���‰�‘�–���–�‘���†�‘��

�–�Š�‡���•�ƒ�•�‡���–�Š�‹�•�‰���‹�•���–�Š�‹�•���…�ƒ�•�‡�ä�������‘�—�ï�˜�‡���‰�‘�–���–�‘���•�•�‘�™�����ƒ�Š�‡�ƒ�†���‘�ˆ���–�‹�•�‡�����–�Š�ƒ�–���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���ƒ�”�‡�����ˆ�‘�”��

the most part) going to want to procrastinate, so to overcome this and get them to buy now 

we say, "Here's why you should do it now."  

 

There are a variety of reasons we can use as triggers to get the prospect to buy now.  

One of the most used triggers being used today (online or off) is price. If we're using price as 

a buy now trigger, we would say, "This is part of a special promotion. This price is going to 

go up in XX days."  Now if you're going to use any sort of deadline based trigger, you need to 

make sure that the deadline is real, actual deadline. You don't want to have a fake deadline, 

�™�Š�‹�…�Š���‹�•���Ž�ƒ�•�‡�ä�������‹�•�‡�����ï�˜�‡���•�ƒ�‹�†���–�Š�”�‘�—�‰�Š�‘�—�–���–�Š�‹�•�� �„�‘�‘�•�á���†�‘�•�ï�–���Ž�‹�‡���‘�”���•�‹�•�”�‡�’�”�‡�•�‡�•�–�å���‡�˜�‡�”�ä�������–�ï�•���ƒ��

�Ž�ƒ�•�‡���™�ƒ�›���–�‘���–�”�‡�ƒ�–���’�‡�‘�’�Ž�‡���ƒ�•�†���Ž�‹�ƒ�”�•���ƒ�•�†���†�‡�…�‡�‹�˜�‡�”�•���ƒ�Ž�™�ƒ�›�•���Ž�‘�•�‡���‹�•���–�Š�‡���‡�•�†�å���ƒ�•���–�Š�‡�›���•�Š�‘�—�Ž�†�ä���� 

 

���•�‘�–�Š�‡�”���„�—�›���•�‘�™���–�”�‹�‰�‰�‡�”���–�Š�ƒ�–���™�‡���…�ƒ�•���—�•�‡�����–�Š�ƒ�–�ï�•���—�•�—�ƒ�Ž�Ž�›���˜�‡�”�›���‡�ˆ�ˆ�‡�…�–�‹�˜�‡�����‹�•���ƒ���…�‘�—�•�–�†�‘�™�•��

timer that you put on your page.  The countdown timer shows how much time remains for 

�–�Š�‡���•�’�‡�…�‹�ƒ�Ž���’�”�‘�•�‘�–�‹�‘�•�ƒ�Ž���‘�ˆ�ˆ�‡�”�����‘�”���‡�˜�‡�•���ƒ�…�…�‡�•�•���–�‘���–�Š�‡���–�Š�‹�•�‰���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰�����ƒ�•�†���‘�•�…�‡���‹�–���‡�š�’�‹�”�‡�•��

�‹�–���”�‡�†�‹�”�‡�…�–�•���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���–�‘���ƒ���’�ƒ�‰�‡���–�Š�ƒ�–���•�ƒ�›�•�á���ò���‘�”�”�›�����—�†�‡�å�����‘�—�ï�˜�‡�����‹�•�•�‡�†�����—�–�ä�������Š�‡�����ˆ�ˆ�‡�”��

���ƒ�•�����š�’�‹�”�‡�†�ó�á���‘�”���™�Š�ƒ�–�‡�˜�‡�”�ä������ 

 

There are several applications available for countdown timers at your disposal.  

���Š�ƒ�–�‡�˜�‡�”�� �–�›�’�‡�� �‘�ˆ�� �•�…�ƒ�”�…�‹�–�›�� �›�‘�—�ï�”�‡�� �—�•�‹�•�‰�á�� �Š�‘�™�‡�˜�‡�”�á�� �‹�–�5�•�� �‰�‘�–�� �–�‘�� �„�‡�� �”�‡�ƒ�Ž�ä�� ���ˆ�� �‹�–�5�•�� �•�‘�–�� �”�‡�ƒ�Ž�á�� �›�‘�—�5�”�‡��

probably violating some regulations, and you're going to lose credibility with your audience.   

So, deadlines work but you always want to make them real. One thing is going to be price. 

Another thing might be supply. This doesn't involve a deadline. It does, however, need to be 
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real.  You would say, "We only have a limited number of InstaRegrows in stock.   They take 

�”�‘�—�‰�Š�Ž�›���ˆ�‹�˜�‡���•�‘�•�–�Š�•���–�‘���’�”�‘�†�—�…�‡���„�‡�…�ƒ�—�•�‡���–�Š�‡�›�5�”�‡���„�—�‹�Ž�–���„�›���”�‡�–�‹�”�‡�†���������������…�‹�‡�•�–�‹�•�–�•�å���„�›���Š�ƒ�•�†�ä�� 

 

If you delay, you might not be able to get this opportunity again for another five months 

and your opportunity to impress the girl, get the promotion or regain your confidence and 

vi�–�ƒ�Ž�‹�–�›���•�ƒ�›���„�‡���‘�˜�‡�”���„�›���–�Š�‡�•�ä�ó���� 

 

In this case, we're giving them an implied time constraint based on supply. If it's logical 

and it's true ... it's got to be true, obviously ... if it's logical and true, use it. You need to use 

everything you can. In this case, we're using supply as a reason they should order right now. 

We could combine these two deadline-driven buy now triggers. You could use the expiring 

discount combined with a limited supply opportunity.  Wha�–�ï�•���”�‡�ƒ�Ž�Ž�›���…�‘�‘�Ž���ƒ�„�‘�—�–���…�‘�•�„�‹�•�‹�•�‰��

�–�Š�‡�•�‡���–�™�‘�����‘�”���‘�–�Š�‡�”���„�—�›���•�‘�™���–�”�‹�‰�‰�‡�”�•�����‹�•���–�Š�ƒ�–���‹�–���†�‘�‡�•�•�ï�–���•�‹�•�’�Ž�›���†�‘�—�„�Ž�‡���–�Š�‡�‹�”���‡�ˆ�ˆ�‡�…�–�‹�˜�‡�•�‡�•�•�å���‹�–��

literally compounds it by multiples, which is awesome!   

 

Another exciting and effective buy now trigger is to appeal to your pro�•�’�‡�…�–�ï�•���‡�‰�‘�ä�����‡�–�5�•��

say we're selling a training program that will help small business owners attract (convert 

and retain) more high-�“�—�ƒ�Ž�‹�–�›���…�—�•�–�‘�•�‡�”�•���‹�•�–�‘���–�Š�‡�‹�”���„�—�•�‹�•�‡�•�•�á���ò���‡�”�‡�5�•���™�Š�›���›�‘�—���•�Š�‘�—�Ž�†���‡�•�”�‘�Ž�Ž��

today to prove to yourself and your family you're not a talker or a dreamer, but a doer."   

Another great buy now trigger is to sell against frustration. You can say, "Sure you can put 

this off but what's that going to get you? More shame, more embarrassment? More regret 

and less confidence?"  You get the idea. We sell against the thing that they don't want to do. 

 

The next phase in the Ultimate Presentation Formula (after we've said, "Here's why you 

should do it now") is to reassure the buyer that it's a good idea to buy it now.  So, this phase 

�‹�•���™�Š�‡�”�‡���™�‡�ï�”�‡���–�‡�Ž�Ž�‹�•�‰���–�Š�‡�•�á���6���‡�”�‡�5�•���™�Š�›���‹�–�5�•���•�ƒ�ˆ�‡���ƒ�•�†���•�•�ƒ�”�–���–�‘���„�—�›���–�Š�‹�•���•�‘�™�ä�ó�������•�‡���™�ƒ�›���™�‡��

can do it is we could say, "Plus InstaRegrow offers you an Unconditional hair regrowth 

guarantee.   

 

Simply follow the directions and use it to regrow any section of lost and/or thinning 

hair on your head and, if you can bear to part with it, send it back for a full refund. We'll even 

cover the shipping."   That's a classic money back guarantee. Notice that we're not saying, 
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�ò���‘�—�� �Š�ƒ�˜�‡�� �u�r�� �†�ƒ�›�•�� �–�‘�� �…�Š�‡�…�•�� �–�Š�‹�•�� �‘�—�–�ä�ó�� �� ���ï�•�� �‰�‘�‹�•�‰�� �•�—�…�Š�� �†�‡�‡�’�‡�”�� �‹�•�–�‘�� �–�Š�‡�� �„�‡�•�‡�ˆ�‹�–�•�� �–�Š�ƒ�–�� �–�Š�‡��

product will deliver for them in the guarantee.  Instead of saying:  "Your satisfaction is 

�‰�—�ƒ�”�ƒ�•�–�‡�‡�†�ä�6�����ï�•���•�ƒ�›�‹�•�‰�á���6���•�‡���‹�–���–�‘���”�‡�‰�”�‘�™���ƒ�•�›���•�‡�…�–�‹�‘�•���‘f lost and/or thinning hair on your 

head and, if you can bear to part with it, send it back for a full refund. We'll even cover the 

shipping.""  

 

Every time you create a guarantee for one of your offerings, invest a lot of thought into 

making it irresistib �Ž�‡�å�� �„�‡�–�–�‡�”�� �–�Š�ƒ�•�� �’�‘�•�•�‹�„�Ž�›�� �–�Š�‘�—�‰�Š�–�� �›�‘�—�� �…�‘�—�Ž�†�� �‡�˜�‡�”�� �•�ƒ�•�‡�� �‹�–�ä�� �� ���ï�˜�‡�� �ˆ�‘�—�•�†�� �ƒ��

method for creating a killer guarantee every time.  To use it, you simply put yourself in the 

shoes of your prospect and ask yourself:  

 

�x What will it take to make me feel at ease to pur�…�Š�ƒ�•�‡�� �–�Š�‹�•�� �’�”�‘�†�—�…�–�ë�� �� �����‡�•�‡�•�„�‡�”�å��

�›�‘�—�ï�”�‡���ƒ�•�•�‹�•�‰���–�Š�‡�•�‡���“�—�‡�•�–�‹�‘�•�•���ƒ�•���–�Š�‘�—�‰�Š���›�‘�—���ƒ�”�‡���–�Š�‡���’�”�‘�•�’�‡�…�–������ 

�x How is this product going to make me happy?  

�x What will make me feel safe and confident enough to order this product? 

 

For selling something like the hair regrow�–�Š���•�›�•�–�‡�•�����‹�ä�‡�ä�á���ò���Š�‡�����•�•�–�ƒ���‡�‰�”�‘�™�ó���á�� �ƒ�•�� �›�‘�—��

can tell by the copy (which is of course is for demonstration purposes), it was designed to 

sell typically to a man in the age range of say 30-�w�w���™�Š�‘���•�ƒ�›���„�‡���•�‹�•�‰�Ž�‡���‘�”���•�ƒ�”�”�‹�‡�†�å���„�—�–���‹�•��

suffering from a lack of confidence due to his hair loss.  These guys are already lacking in 

self-confidence so anything we can do (like offering to pay for shipping) that will remove any 

possible reason they could use to talk themselves out of the purchase is worth using.   

 

They've �Š�‡�ƒ�”�†�� �u�r�� �†�ƒ�›�� �‰�—�ƒ�”�ƒ�•�–�‡�‡�•�� �„�‡�ˆ�‘�”�‡�ä�� ���‡�5�”�‡�� �•�ƒ�•�‹�•�‰�� �‹�–�� �•�‘�”�‡�� �–�ƒ�•�‰�‹�„�Ž�‡�ä�� �ò���•�‡�� �‹�–�� �–�‘��

regrow any section of lost and/or thinning hair on your head and, if you can bear to part with 

it, send it back for a full refund. We'll even cover the shipping." Always do your best when 

you're writing the copy.    

 

Now what if you don't want to offer a guarantee with your product or service? What if 

�›�‘�—�”���•�–�”�ƒ�–�‡�‰�›���‹�•���–�‘���„�‡���”�‡�’�—�Ž�•�‹�˜�‡���–�‘���–�Š�‡���’�‡�‘�’�Ž�‡���–�Š�ƒ�–���›�‘�—���†�‘�•�ï�–���™�ƒ�•�–���ƒ�•���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�•���˜�‡�”�•�—�•��

trying to be magnetic to the actual ideal prospects that you do want? In some industries, 

�–�Š�‡�”�‡���ƒ�”�‡���’�‡�‘�’�Ž�‡���–�Š�ƒ�–���„�—�›���•�–�—�ˆ�ˆ���•�•�‘�™�‹�•�‰���–�Š�ƒ�–���–�Š�‡�›�ï�”�‡���‰�‘�‹�•�‰���–�‘���”�‡�–�—�”�•���‹�–���ˆ�‘�”���ƒ���”�‡�ˆ�—�•�†�ä�����Š�‡�›���„�—�›��
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it anyway, because they like it and want to either check it out, copy it or see w�Š�ƒ�–���‹�–�ï�•���ƒ�„�‘�—�–��

so they can satisfy their curiosity before moving on to the next product purchase.    

 

���•�‡���‘�ˆ�� �–�Š�‡���•�‹�…�Š�‡�•�� �‘�•�� �–�Š�‡���‹�•�–�‡�”�•�‡�–���–�Š�ƒ�–���›�‘�—�ï�Ž�Ž���•�‡�‡���–�Š�‹�•�� �ˆ�”�‡�“�—�‡�•�–�Ž�›�� �‘�…�…�—�”�”�‹�•�‰���™�‹�–�Š���‹�•�� �–�Š�‡��

�ò�‰�‡�–���”�‹�…�Š���“�—�‹�…�•�6���’�”�‘�†�—�…�–�•�����‹�ä�‡�ä�á���ò�•�…�ƒ�•�•�ó���‹�ˆ���›�‘�—���ƒ�•�•���•�‡���ä�����•���–�Š�ƒ�–���™�‘�”�Ž�†�á���Ž�‘�–�•���‘�ˆ���’�‡�‘�’�Ž�‡���Ž�‹�•�‡���–�‘���Œ�—�•t 

buy things, read them and never do anything, get a refund so they can continue to buy the 

�•�‡�š�–���‘�•�‡�ä���������ˆ���›�‘�—�ï�”�‡���ƒ���˜�‡�•�†�‘�”���•�‡�Ž�Ž�‹�•�‰���›�‘�—�”���Œ�—�•�•���‹�•���–�Š�‹�•���•�‹�…�Š�‡�����ƒ�•�†���›�‘�—���™�ƒ�•�–���–�‘���’�”�‡�˜�‡�•�–���ƒ�•���•�ƒ�•�›��

�Ž�‘�•�‡�”�•���ˆ�”�‘�•���„�—�›�‹�•�‰���ƒ�•�†���”�‡�–�—�”�•�‹�•�‰���›�‘�—�”���’�”�‘�†�—�…�–�����›�‘�—�ï�†���™�ƒ�•�–���–�‘���„�‡���ƒ�•���”epulsive as possible to 

the customers that you don't want (the buy/return folks).  With this approach, you might use 

something called the anti-guarantee. 

 

Wording it for the InstaRegrow Buyers: 

"InstaRegrow is only for men who are serious and committed to regrowing their hair. 

If you're a dabbler or just tossing the idea of a fuller, thicker head of hair around, who's not 

fully committed to regrowing your hair without pills, potions, solutions or surgery, then it 

would make sense to ask about a refund policy.   

 

We don't offer one, because the only reason you wouldn't want to keep it is because 

�›�‘�—���Œ�—�•�–���†�‹�†�•�5�–���—�•�‡���‹�–�ä�������ˆ���›�‘�—�5�”�‡���•�‘�–���‰�‘�‹�•�‰���–�‘���—�•�‡���‹�–�á���’�Ž�‡�ƒ�•�‡���†�‘�•�5�–���‘�”�†�‡�”�ä�����‡�–���ƒ���•�ƒ�•���™�Š�‘�ï�•���•�‡�”�‹�‘�—�•��

about regaining his hair, his confidence and his charisma have one instead; they sure would 

appreciate it and so would we."   You'll notice there, we're being repulsive to people who 

�ƒ�”�‡�•�5�–���‰�‘�‹�•�‰���–�‘���—�•�‡���–�Š�‡���•�ƒ�…�Š�‹�•�‡�å���•�‘���ƒ�•�›���†�—�†�‡���™�Š�‘���•�•�‘�™�•���–�Š�ƒ�–���Š�‡�ï�•���•�‘�–���†�‡�ƒ�†�Ž�›���•�‡�”�‹�‘�—�•���ƒ�„�‘�—�–��

regrowing his locks will be like, "I don't need that. My confidence is just fine, with or without 

my hair." It's almost like the appeal to ego right there. Those are your main steps of this 

Ultimate Presentation Formula Closing Strategies.    

 

Believe it or not, we can actually implement additional strategies that will make our 

�…�Ž�‘�•�‹�•�‰�� �’�”�‘�…�‡�•�•�� �‡�˜�‡�•�� �„�‡�–�–�‡�”�å�� �’�”�‘�†�—�…�‹�•�‰�� �‡�˜�‡�•�� �Š�‹�‰�Š�‡�”�� �…�‘�•�˜�‡�”�•�‹�‘�•�� �”�ƒ�–�‡�•�� �–�Š�ƒ�•�� �„�‡�ˆ�‘�”�‡�ä�� �� �� �	�‘�”��

starters, we can employ bonuses and boosters. A bonus is obviously a bonus. A booster is 

another type of buy now trigger.   It's usually going to be like a price cut or something. It 

boosts response, thus the name booster.   We could say something like, "But if you order 
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today, I have great news. As part of the special promotion, we're taking $50 off the already 

discounted price and letting you have an InstaRegrow for just $447."    

 

That's a booster. I have dropped the price to boost the response. It's not a bonus. It's a 

booster. I've done something to boost that response.   Now we could also combine it. We 

could say, "Plus, when you take us up on this generous offer, you'll get a second InstaRegrow 

for free." Now I've added a bonus. I've cut the price and added a valuable bonus after making 

the close, which was preceded by goodwill and genuinely helping someone.   

 

���ˆ���›�‘�—�ï�Ž�Ž���•�–�‘�’���ƒ�•�†���–�Š�‹�•�•���ƒ�„�‘�—�–���–�Š�‹�•���ˆ�‘�”���ƒ���•�‘�•�‡�•�–�����ï�•���…�‘�•�ˆ�‹�†�‡�•�–���–�Š�ƒ�–���›�‘�—���…�ƒ�•���•�‡�‡���Š�‘�™���ƒ�Ž�Ž��

�–�Š�‡�•�‡���•�–�”�ƒ�–�‡�‰�‹�‡�•���…�‘�•�‡���–�‘�‰�‡�–�Š�‡�”���–�‘���•�ƒ�•�‡���›�‘�—�”���•�‡�Ž�Ž�‹�•�‰���’�”�‘�…�‡�•�•���ƒ���Ž�‘�–���•�‘�”�‡���‡�ˆ�ˆ�‡�…�–�‹�˜�‡�å���ƒ�•�†���–�Š�ƒ�–��

my friend, means MORE MONEY for you, right.   

 

Another strategy we can employ to increase the effectiveness of our closing strategy is 

by adding and/or using scarcity (as long as you can do it legitimately).  Please don't make it 

up. If you're going to take the offer away, you have to really take it away.  You can achieve a 

high-level of sophistication (which makes your sales process more effective) using 

automated implementation of deadline timers and other cool stuff, and putting redirects on 

your pages and smart links and all that kind of stuff.   

 

Scarcity works. That's the bottom line. It works. That's why everybody uses it. You just 

don't want to abuse it. Use it properly like you would want someone to use it on you.  But 

�™�ƒ�‹�–�å�����ƒ�•���–�Š�‡���‹�•�ˆ�‘�•�‡�”�…�‹�ƒ�Ž���†�—�†�‡���•�ƒ�›�•�����å���™�‡���…�ƒ�•���‡�•�’�Ž�‘�›���‘�•�‡���ƒ�†�†�‹�–�‹�‘�•�ƒ�Ž�����ƒ�•�†���Š�‹�‰�Š�Ž�›���‡�ˆ�ˆ�‡�…�–�‹�˜�‡��

closing strategy).   

 

���‡�–�ï�•�� �‰�‘�� �„�ƒ�…�•�� �–�‘�� �–�Š�‡�� �’�‘�‹�•�–�� �™�Š�‡�”�‡�� �™�‡�� �Œ�—�•�–�� �’�”�‡�•�‡�•�–�‡�†�� �‘�—�”�� ���•�•�–�ƒ���‡�‰�”�‘�™�� �‘�ˆ�ˆ�‡�”�� �ƒ�•�†�� �™�‡��

presented the available bonuses and boosters.  Now we say, "Hey, but there's a catch. This 

discount and the extra InstaRegrow for free is only available for X days, minutes, weeks, etc."   

 

Now for me personally, I always do my deadlines for four days. I have no rational reason 

for doing it for four days. I've always just randomly chosen four days and as it just so 

happens, it's always worked well for me.   I never tested it against anything else of course, 
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but it's always worked so well that I never bothered to test.   So, continuing with the hair 

regrowth system If we were to use the four-�†�ƒ�›���†�‡�ƒ�†�Ž�‹�•�‡�����‹�ä�‡�ä�á���ò�–�Š�‡���’�”�‘�•�’�‡�…�–�•���Š�ƒ�˜�‡���ˆ�‘�—�”���†�ƒ�›�•��

�–�‘���„�—�›���‘�”���•�‹�•�•���‘�—�–�ó�����™�‡���…�‘�—�Ž�†���•�ƒ�›�á��"But there's a catch.  

 

This discount and the extra (FREE) InstaRegrow is only available for four days."   Or 

�›�‘�—�� �…�ƒ�•�� �Ž�‹�•�‹�–�� �–�Š�‡�� �“�—�ƒ�•�–�‹�–�›�� �„�›�� �•�ƒ�›�‹�•�‰�á�� �ò���Š�‹�•�� �‘�ˆ�ˆ�‡�”�� �‹�•�� �Ž�‹�•�‹�–�‡�†�� �–�‘�� �–�Š�‡�� �ˆ�‹�”�•�–�� �u�s�� �…�—�•�–�‘�•�‡�”�•�� �‘�•�Ž�›��

because we don't have enough inventory to match the demand for more." You could also 

combine those and say, "This is limited to four days or the next 31 customers only, whichever 

�…�‘�•�‡�•���ˆ�‹�”�•�–�ä�ó�� 

 

���Š�‡���•�–�”�ƒ�–�‡�‰�‹�‡�•���–�Š�ƒ�–�����ï�˜�‡���Œ�—�•�–���Ž�ƒ�‹�†���‘�—�–���ˆ�‘�”���›�‘�—���Š�‡�”�‡���ƒ�”�‡���’�ƒ�”�–���‘�ˆ���–�Š�‡���—�Ž�–�‹�•�ƒ�–�‡���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•��

formula for closing strategies.  Now that we've broken it down into a little process, and you 

know how every step works, and you've seen the scripting for each step, there's really no 

reason why you just can't simply restructure an offer following this formula to get more sales 

to�†�ƒ�›�ä�������‘�—�ï�Ž�Ž���Š�ƒ�˜�‡���‡�•�’�‡�…�‹�ƒ�Ž�Ž�›���‰�‘�‘�†���”�‡�•�—�Ž�–�•���™�‹�–�Š���–�Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ���ƒ�•�†���–�Š�‡�•�‡���•�–�”�ƒ�–�‡�‰�‹�‡�•���‹�ˆ�ã 

 

�x You go into this offer not being afraid of the people are going to say no, and not 

worrying about not making people mad.  
 

�x You precede making this offer by really helping the customer in advance of trying to 

sell them something.  

 

NOTE:  ���ï�˜�‡�� �„�‡�‡�•�� �—�•�‹�•�‰�� �–�Š�‡�� ���•�•�–�ƒ���‡�‰�”�‘�™�� �‘�ˆ�ˆ�‡�”�� �ƒ�•�� �ƒ�•�� �‡�š�ƒ�•�’�Ž�‡�� �–�‘�� �†�‡�•�‘�•�•�–�”�ƒ�–�‡�� �–�Š�‡�� �–�Š�‡��

���Ž�–�‹�•�ƒ�–�‡�����”�‡�•�‡�•�–�ƒ�–�‹�‘�•���	�‘�”�•�—�Ž�ƒ���ƒ�•�†�����Ž�‘�•�‹�•�‰�����–�”�ƒ�–�‡�‰�‹�‡�•�ä���� ���ˆ���„�›�� �…�Š�ƒ�•�…�‡���–�Š�‡�”�‡�ï�•�� �ƒ�� �”�‡�ƒ�Ž���’�”�‘�†�—�…�–��

called the InstaRegrow, it's purely coincidental.   In my example with the InstaRegrow hair 

restoration system, had I preceded making this pitch with a series of articles or videos or 

even a webinar presentation about ...  

 

�x How to catch and prevent hair loss early  

�x What types of men are prone to premature hair loss and what you can do to prevent 

and/or stop the process in its tracks  

�x Tips on specific nutrients that can retard or prevent hair loss 
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�x Tips on when to consider hair regrowth methodologies 

 

And then made this pitch, of course my conversion would be a lot better, because I 

would've whetted their appetite for more (thicker and fuller) hair and increased confidence.  

 

I'd have gotten them really engaged in the concept of restoring their youth, vitality and 

virality with a thicker and fuller head of hair and I would've demonstrated authority and  

capability and trustworthiness by genuinely helping them.  

 

This Ultimate Presentation Formula by itself is great.  In combination with being of 

genuine value prior to asking for the sale, it's unstoppable. I hope you enjoyed this chapter. 

I look forward to hearing your results from it soon.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

SELLING IS A PREREQUISITE FOR BUSINESS SUCCESS  

Selling impacts every person on this planet. Your ability or inability to sell, persuade, negotiate, 

and convince others will affect every area of your business and personal life and will determine the 

�“�—�ƒ�Ž�‹�–�›���‘�ˆ���Ž�‹�ˆ�‡���–�Š�ƒ�–���›�‘�—���‡�•�Œ�‘�›�ä�������‘���•�ƒ�–�–�‡�”���™�Š�ƒ�–���–�›�’�‡���‘�ˆ���•�•�ƒ�Ž�Ž���„�—�•�‹�•�‡�•�•���›�‘�—���‘�™�•�å���•�‘���•�ƒ�–�–�‡�”���™�Š�ƒ�–���•�ƒ�”�•�‡�–��

you serve and no matter how well-�•�•�‘�™�•�����‘�”���—�•�•�•�‘�™�•�����›�‘�—�”���„�”�ƒ�•�†���‹�•���–�‘�†�ƒ�›�å���›�‘�—���•�—�•�–���…�‘�•�˜�‹�•�…�‡���‘�–�Š�‡�”�•��

of something in order for your business to become and remain profitable.  

 

Official Sandler Training Center (Stark & Associates, I nc.) Suzie Andrews (CEO) has several 

programs available for small business owners, executives, managers (and especially sales professionals) 

that can help make your business profitable again.  My wife Lisa is the Marketing Manager for a large 

engineering firm in St. Louis and after recently attending a series of trainings with Suzie and her team 

�•�Š�‡���–�‘�Ž�†���–�Š�ƒ�–���–�Š�‹�•���™�ƒ�•���–�Š�‡���•�‘�•�–���‡�ˆ�ˆ�‡�…�–�‹�˜�‡���•�ƒ�Ž�‡�•���–�”�ƒ�‹�•�‹�•�‰���•�Š�‡�ï�•���‡�˜�‡�”���Š�ƒ�†�ä���� 

 

She said that the trainings were packed with dozens of businesses (team members and ownership) 

from a wide array of industries and that everyone in attendance seemed rally excited about what they 

�™�‡�”�‡���Ž�‡�ƒ�”�•�‹�•�‰�ä�������ˆ���›�‘�—�ï�†���Ž�‹�•�‡���–�‘��transform your ability to sell more and become more profitable you might 

�™�ƒ�•�–���–�‘���˜�‹�•�‹�–�����–�ƒ�”�–���¬�����•�•�‘�…�‹�ƒ�–�‡�á�����•�…�ä�ï�•���™�‡�„�•�‹�–�‡���ƒ�–��www.starkassociates.sandler.com 



102 
 

CHAPTER SEVEN:   Downright Dangerous Conversion 

���–�”�ƒ�–�‡�‰�‹�‡�•�å��Black Belt Closing 

Formulas for Sales Champions 

 

Welcome to the chapter on increasing the effectiveness of your sales presentation.  If 

�›�‘�—�ï�”�‡���”�‡�ƒ�†�›���–�‘�ã 

 

�x Improve your ability to convert more prospects into paying customers by increasing 

the effectiveness o�ˆ���›�‘�—�”���•�ƒ�Ž�‡�•���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�•�å���ƒ�•�†���‹�ˆ���›�‘�—�å�� 

�x Want to sell more of your products and services, more often and for more money than 

�›�‘�—���‡�˜�‡�”���–�Š�‘�—�‰�Š�–���’�‘�•�•�‹�„�Ž�‡�å���ƒ�•�†���›�‘�—�ï�”�‡���”�‡�ƒ�†�›�å�� 

�x ���‘���‡�š�’�‘�•�‡�•�–�‹�ƒ�Ž�Ž�›���‹�•�…�”�‡�ƒ�•�‡���–�Š�‡���’�‘�™�‡�”���‘�ˆ���‡�˜�‡�”�›���•�ƒ�Ž�‡�•���•�‡�•�•�ƒ�‰�‡���›�‘�—���…�”�‡�ƒ�–�‡�å�� 

 

���‘�—�ï�”�‡���ƒ�„�•�‘�Ž�—�–�‡�Ž�›���‰�‘�‹�•�‰���–�‘���Ž�‘�˜�‡���–�Š�‹�•���…�Š�ƒ�’�–�‡�”�å�������‰�—�ƒ�”�ƒ�•�–�‡�‡���‹�–�ä���������•���Œ�—�•�–���ƒ���•�‘�•�‡�•�–�����ï�•���‰�‘�‹�•�‰��

to demonstrate to you why the information in this chapter is so important to you, but first I 

want to review with you one of the most powerful sales conversion formulas ever 

�†�‹�•�…�‘�˜�‡�”�‡�†�ä�������–�ï�•���˜�‡�”�›���•�‹�•�‹�Ž�ƒ�”���–�‘���‘�•�‡���‘�ˆ���–�Š�‡���•�‘�•�–-used, most-�‡�ˆ�ˆ�‡�…�–�‹�˜�‡���ˆ�‘�”�•�—�Ž�ƒ�•�����ï�˜�‡���‡�˜�‡�”���•�‡�‡�•�å��

�›�‡�–�� �‹�–�ï�•�� �‡�˜�‡�•�� �•�‘�”�‡�� �’�‘�™�‡�”�ˆ�—�Ž�� �ƒ�–�� �‰�‡�•�‡�”�ƒ�–�‹�•�‰���Š�‹�‰�Š-value sales online.  The old version of this 

formula goes something like this:  

 

�x ���‡�”�‡�ï�•���™�Š�ƒ�–�����ï�•���•�‡�Ž�Ž�‹�•�‰  

�x ���‡�”�‡�ï�•���™�Š�ƒ�–���‹�–�ï�Ž�Ž���†�‘���ˆ�‘�”���›�‘�— 

�x ���‡�”�‡�ï�•���Š�‘�™���‹�–���™�‘�”�•�•�� 

�x ���‡�”�‡�ï�•���™�Š�ƒ�–�������™�ƒ�•�–���›�‘�—���–�‘���†�‘���•�‡�š�–�� 

�x ���‡�”�‡�ï�•���™�Š�›���‹�–�ï�•���•�ƒ�ˆ�‡���ƒ�•�†���•�•�ƒ�”�–���ˆ�‘�”���›�‘�—���–�‘���„�—�›���‹�–�� 

 

The new (and imminently more effective) version of this formula is built by simply 

�ƒ�†�†�‹�•�‰���ƒ���ˆ�‡�™���„�‘�‘�•�–�‡�”�•�����‹�ä�‡�ä�á���ò�ˆ�”�‡�‡���„�‘�•�—�•�‡�•�ó�����å���ƒ���…�‘�—�•�–�†�‘�™�•���–�‹�•�‡�”�����ƒ�•�†���‘�”�����ƒ���Ž�‹�•�‹�–�‡�†���•�—�•�„�‡�”��

�‘�ˆ���ò�š�ó���‘�ˆ�ˆ�‡�”���™�Š�‹�…�Š���™�‡���•�•�‘�™���ƒ�•���–�Š�‡���ò�•�…�ƒ�”�…�‹�–�›�ó���ˆ�‘�”�•�—�Ž�ƒ�ä�������‘�á���‹�ˆ���›�‘�—�ï�˜�‡���ƒ�Ž�”�‡�ƒ�†�›���”�‡�ƒ�†���…�Š�ƒ�’�–�‡�”���ˆ�‹�˜�‡�á��

�ò���Š�‡�����Ž�–�‹�•�ƒ�–�‡�����”�‡�•�‡�•�–�ƒ�–�‹�‘�•���	�‘�”�•�—�Ž�ƒ�ó�á���–�Š�‡�•���›�‘�—�ï�”�‡���ˆ�ƒ�•�‹�Ž�‹�ƒ�”���™�‹�–�Š���–�Š�‡���’�‘�™�‡�”���–�Š�ƒ�–���”�‡�ƒ�Ž���•�…�ƒ�”�…�‹�–�›��

brings to the table.   Delivering a powerful sales presentation is critical to your ability to sell 
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�›�‘�—�”���’�”�‘�†�—�…�–�•���ƒ�•�†���•�‡�”�˜�‹�…�‡�•���ƒ�•�†�����ï�•���Š�ƒ�’�’�›���–�‘���”�‡�’�‘�”�–���–�Š�ƒ�–���•�ƒ�•�›���‘�ˆ���›�‘�—���ƒ�”�‡���†�‘�‹�•�‰���ƒ���’�Š�‡�•�‘�•�‡�•�ƒ�Ž��

job during your presentation.   

 

���‘�™�‡�˜�‡�”�á�� �ƒ�…�”�‘�•�•�� �–�Š�‡�� �„�‘�ƒ�”�†�á�� ���ï�˜�‡�� �•�‘�–�‹�…�‡�†�� �–�Š�ƒ�– virtually all of these presentations are 

�‡�•�†�‹�•�‰�� �™�‹�–�Š�‘�—�–�� �ƒ�� �’�‘�•�‹�–�‹�˜�‡�� �‘�—�–�…�‘�•�‡�� �ˆ�‘�”�� �›�‘�—�ä�� �� ���Š�‡�–�Š�‡�”�� �‹�–�ï�•�� �‹�•�� �ˆ�ƒ�…�‡-to-face presentations, 

webinars, live-seminars or sales calls done on the telephone, the single biggest sales-killing 

mistake I see small business ow�•�‡�”�•���•�ƒ�•�‹�•�‰���‹�•���–�Š�ƒ�–���–�Š�‡�›�ï�”�‡���•�‘�–���…�Ž�‘�•�‹�•�‰���–�Š�‡���•�ƒ�Ž�‡�ä�������ˆ�–�‡�”���†�‘�‹�•�‰��

a wonderful sales presentation they somehow believe that their job is over.  This has proven 

to be a huge, incredibly-expensive, profit-eliminating mistake.  You can have the greatest 

sales ski�Ž�Ž�•���‘�•���–�Š�‡���’�Ž�ƒ�•�‡�–�á���„�—�–���‹�ˆ���›�‘�—���…�ƒ�•�ï�–���…�‘�•�•�—�•�•�ƒ�–�‡���–�Š�‡���–�”�ƒ�•�•�ƒ�…�–�‹�‘�•�����‹�ä�‡�ä�á���ò�…�Ž�‘�•�‡���–�Š�‡���†�‡�ƒ�Ž�ó����

�›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���Ž�‡�ƒ�˜�‡���‡�•�’�–�›���Š�ƒ�•�†�‡�†�å���ƒ�‰�ƒ�‹�•�ä�� 

 

This chapter is going to cover (as Grant Cardone calls it) that critical survival exchange 

�’�‘�‹�•�–���…�ƒ�Ž�Ž�‡�†�á���ò���Ž�‘�•�‹�•�‰���–�Š�‡�����‡�ƒ�Ž�ä�ó�������–���‰�‘�‡�•���„�‡�›�‘�•�†���’�‡�”�•�—�ƒ�†�‹�•�‰�á���’�”�‘�•�‘�–�‹�•�‰���ƒ�•�†���•�‡�Ž�Ž�‹�•�‰�ä�������Ž�‘�•�‹�•�‰��

the deal is the transfer point where you quit selling and get the prospect to exchange 

something they have for something you have.   

 

The close, unlike selling, is that specific moment where the individual is seeking to 

acquire an agreement, with all parties taking action and/or actions and things of value are 

�ƒ�…�–�—�ƒ�Ž�Ž�›�� �‡�š�…�Š�ƒ�•�‰�‡�†�ä�� �� ���ˆ�� �–�Š�‡�”�‡�� �‹�•�� �•�‘�� �‡�š�…�Š�ƒ�•�‰�‡�á�� �–�Š�‡�•�� �–�Š�‡�”�‡�ï�•�� �•�‘�� �…�Ž�‘�•�—�”�‡�å�� �ƒ�•�†�� �‹�ˆ�� �–�Š�‡�”�‡�ï�•�� �•�‘��

closure, then no real value has been exchanged.  This single step is where you finally become 

of substantial value and benefit to your prospect or customer.  Until the close takes place, 

there is no real value to any help, direction or solution that preceded it.   

 

���Š�‡���’�‘�‹�•�–�����ï�•���•�ƒ�•�‹�•�‰���…�‘�—�Ž�†���„�‡���…�‘�•�’�ƒ�”�‡�†��to working out.  Until you start getting into 

�•�Š�ƒ�’�‡�����‹�ä�‡�ä�á���ò�”�‡�…�‡�‹�˜�‹�•�‰���–�Š�‡���„�‡�•�‡�ˆ�‹�–�•���‘�ˆ���™�‘�”�•�‹�•�‰���‘�—�–�ó���á���–�Š�‡���ƒ�…�–�—�ƒ�Ž���™�‘�”�•�‹�•�‰���‘�—�–���‹�•���Œ�—�•�–���•�‘�•�‡�–�Š�‹�•�‰��

that you had to do to get where you wanted to go, the exchange.  Ask yourself this question, 

�ò���ˆ�� �›�‘�—�� �•�–�‘�’�� �™�‘�”�•�‹�•�‰�� �‘�—�–�� �„�‡�ˆ�‘�”�‡�� �›�‘�—�� �”�‡�ƒ�Ž�‹�œ�‡�� �ƒ�•�›�� �‘�ˆ�� �–�Š�‡�� �”�‡�•�—�Ž�–�•�å�� �†�‹�†�� �›�‘�—�� �”�‡�…�‡�‹�˜�‡�� �ƒ�•�›�� �”�‡�ƒ�Ž�á��

�Ž�ƒ�•�–�‹�•�‰���˜�ƒ�Ž�—�‡���ˆ�”�‘�•���›�‘�—�”���‡�ˆ�ˆ�‘�”�–�•�ë�ó���� 

 

���ˆ���…�‘�—�”�•�‡�á���›�‘�—�ï�Ž�Ž���„�‡���ƒ�„�Ž�‡���–�‘���‰�‡�–���•�‘�•�‡���•�‹�•�‹�•�…�—�Ž�‡���„�‡�•�‡�ˆ�‹�–�•���ˆ�”�‘�•���‡�ƒ�…�Š���‘�ˆ���–�Š�‡�•�‡���™�‘�”�•�‘�—�–�•�á��

�„�—�–���–�Š�‡�›�ï�”�‡���•�‘�–���–�Š�‡���†�”�‹�˜�‹�•�‰���ˆ�‘�”�…�‡���„�‡�Š�‹�•�†���™�Š�›���›�‘�—���™�‡�•�–���–�‘���–�Š�‡���‰�›�• in the first place, right?  
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attained.   

 

Therefore, you never really received any value in exchange for your workouts. You quit 

before the close and this is basically what most small business owners do in their 

�’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�•�ä�������Š�‡�›���“�—�‹�–�‡���„�‡�ˆ�‘�”�‡���–�Š�‡�”�‡���‹�•���ƒ�•�›���”�‡�ƒ�Ž���‡�š�…�Š�ƒ�•�‰�‡�å���ƒ�•�†���–�Š�‹�•���‹�•���–�Š�‡���’�”�‹�•�ƒ�”�›���”�‡�ƒ�•�‘�•��

for the demise of their profitability.  This failure to close the deal is the number one reason 

goals are not reached and dreams are not attained.    

 

The number one, most-feared part of the selling process (by survey) as I mentioned to 

�›�‘�—�� �‹�•�� �–�Š�‡�� �’�”�‡�˜�‹�‘�—�•�� �…�Š�ƒ�’�–�‡�”�� �‹�•�� �–�Š�ƒ�–�� �’�ƒ�”�–�� �–�Š�ƒ�–�� �‹�•�˜�‘�Ž�˜�‡�•�� �…�Ž�‘�•�‹�•�‰�� ���‹�ä�‡�ä�á�� �ò�…�‘�•�•�—�•�•�ƒ�–�‹�•�‰�� �–�Š�‡��

�–�”�ƒ�•�•�ƒ�…�–�‹�‘�•�ó���ä�������‘�—�ï�˜�‡���…�‘�•�’�Ž�‡�–�‡�†���ƒ���•�–�‡�Ž�Ž�ƒ�”���•�ƒ�Ž�‡�•�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•���ƒ�•�†���•�‘�™���‹�–�ï�•���–�‹�•�‡���–�‘���ƒ�•�•���›�‘�—�”��

�’�”�‘�•�’�‡�…�–���–�‘���–�ƒ�•�‡���•�‘�•�‡���•�‘�”�–���‘�ˆ���ƒ�…�–�‹�‘�•�å���‹�–�ï�•���–�‹�•�‡���ˆ�‘�”���›�‘�—�����–�Š�‡���•�•�ƒ�Ž�Ž���„�—�•�‹�•�‡�•�•���‘�™�•�‡�”�����–�‘���…�Ž�‘�•�‡��

the transaction.   

 

This make/break point is where small business owners transition from a confident 

presentation into a shaking, quivering mass of confusion and fear.  Eloquent presentations 

transform into tongue-�–�‹�‡�†�� �‰�‹�„�„�‡�”�‹�•�Š�å�� �–�Š�‡�‹�”�� �’�ƒ�Ž�•�•�� �„�‡�‰�‹�•�� �–�‘�� �•�™�‡�ƒ�–�á�� �–�Š�‡�‹�”�� �ƒ�„�‹�Ž�‹�–�›�� �–�‘�� �–hink 

clearly somehow vanishes and they no longer know what to say to the prospect.  Due to all 

these reactions, the presenter starts to doubt himself and his mission.  These unpleasant 

reactions are nothing more than symptoms of not knowing how to close your sales 

presentation with power.   

 

It is imperative (to your financial success) that you reach the place where you can 

transition from the sales presentation into and through the close without experiencing a 

meltdown.  Putting it bluntly, this means that you need to train, drill and rehearse each and 

�‡�˜�‡�”�›���…�‘�•�˜�‡�”�•�‹�‘�•���ˆ�‘�”�•�—�Ž�ƒ�����‹�ä�‡�ä�á���ò�…�Ž�‘�•�‹�•�‰���ˆ�‘�”�•�—�Ž�ƒ�ó�����–�Š�ƒ�–�����ï�•���ƒ�„�‘�—�–���–�‘���‰�‹�˜�‡���›�‘�—���—�•�–�‹�Ž���›�‘�—���ƒ�…�Š�‹�‡�˜�‡��

���ƒ�•�����”�—�…�‡�����‡�‡���ˆ�ƒ�•�‘�—�•�Ž�›���•�ƒ�‹�†���á���ò���‘-���‹�•�†�‡�†�•�‡�•�•�ä�ó���� 

 

Even the most-successful, highest-paid baseball players still take batting practice and 

ground balls.  You and I are no different.  The word professional has a meaning, so if you want 

�–�‘���”�‡�ƒ�Ž�Ž�›���„�‡���‘�•�‡�å���•�–�ƒ�”�–���ƒ�…�–�‹�•�‰���ƒ�•�†���’�”�‡�’�ƒ�”�‹�•�‰���Ž�‹�•�‡���‹�–�ä�������‡�ˆ�‘�”�‡�������„�‡�‰�‹�•���™�‹�–�Š���–�Š�‹�•���Ž�‹�•�–�������™�ƒ�•�–���–�‘���ƒ�•�•��
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�›�‘�—���ƒ���•�‹�•�’�Ž�‡���“�—�‡�•�–�‹�‘�•�ä�����ò���‘�™���‹�•���‹�–��that you can go from being a person who enjoys talking to 

�’�‡�‘�’�Ž�‡�å���™�Š�‘���Ž�‘�˜�‡�•���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–���›�‘�—�”���’�”�‘�†�—�…�–�•���ƒ�•�†���•�‡�”�˜�‹�…�‡�•�å���™�Š�‘���‹�•���†�‡�†�‹�…�ƒ�–�‡�†���–�‘���Š�‡�Ž�’�‹�•�‰��

�ƒ�•�†���•�‡�”�˜�‹�•�‰���‘�–�Š�‡�”�•�å���ƒ�•�†���–�Š�‡�•���•�—�†�†�‡�•�Ž�›�å���—�•�‡�š�’�Ž�ƒ�‹�•�ƒ�„�Ž�›�å���Š�ƒ�–�‡���ò�…�Ž�‘�•�‹�•�‰���–�Š�‡���–�”�ƒ�•�•�ƒ�…�–�‹�‘�•�ó���™�‹�–�Š��

your prospect?   

 

How can you do a stellar presentation and then fail to ask the prospect to buy your 

�•�–�—�ˆ�ˆ�ë�ó�� �� ���‹�–�Š�‘�—�–�� �ƒ�� �†�‘�—�„�–�å�� �‹�–�� �…�‘�•�‡�•�� �†�‘�™�•�� �–�‘�� �–�Š�‹�•�ã�� �ò���‘�—�ï�”�‡�� �•�‘�–�� �’�”�‡�’�ƒ�”�‡�†�å�� �„�—�–�� �‹�–�ï�•�� �•�‘�–�� �›�‘�—�”��

�ˆ�ƒ�—�Ž�–�ä�ó�������‘�—���•�‡�‡�á���•�‡�Ž�Ž�‹�•�‰���ƒ�•�†���…�Ž�‘�•�‹�•�‰���ƒ�”�‡���–�™�‘���•�‡�’�ƒ�”�ƒ�–�‡���ƒ�•�†���†�‹�•�–�‹�•�…�–���’�”�‘�…�‡�•�•�‡�•�ä�������� 

 

T�‘�’�����‡�ƒ�•�‘�•�•�����‘�—�ï�”�‡�����‘�–�����‘�•�˜�‡�”�–�‹�•�‰�����”�‘�•�’�‡�…�–�•�����•�–�‘��Paying Customers 

���‡�ƒ�†�� �–�Š�”�‘�—�‰�Š�� �–�Š�‡�•�‡�� �–�‘�� �•�‡�‡�� �‹�ˆ�� �ƒ�•�›�� ���‘�”�� �ƒ�Ž�Ž���� �‘�ˆ�� �–�Š�‡�•�� �ƒ�’�’�Ž�›�� �–�‘�� �›�‘�—�ä�� �� ���ˆ�� �–�Š�‡�›�� �†�‘�á�� �–�Š�ƒ�–�ï�•�� ������

�„�‡�…�ƒ�—�•�‡�� ���ï�•�� �‰�‘�‹�•�‰���–�‘�� �‰�‹�˜�‡�� �›�‘�—���–�Š�‡�� �–�‘�‘�Ž�•�� �–�‘�� �“�—�‹�…�•�Ž�›�� �ƒ�•�†�� �‡�ƒ�•�‹�Ž�›�� �‘�˜�‡�”�…�‘�•�‡�� �–�Š�‡�•�� �‹�•�•�‡�†�‹�ƒ�–�‡�Ž�›��

following.  Be h�‘�•�‡�•�–���™�‹�–�Š���›�‘�—�”�•�‡�Ž�ˆ���ƒ�•���›�‘�—���‰�‘���–�Š�”�‘�—�‰�Š���–�Š�‡�•�‡�ä�������‘�—���…�ƒ�•�ï�–���‹�•�’�”�‘�˜�‡���›�‘�—�”���ƒ�„�‹�Ž�‹�–�›��

to convert leads and prospects into high-value customers by denying or avoiding the facts.   

 

1. You have bought into the notion that pressure and insistence with the prospect to 

purchase is bad and must be avoided at all costs.  This thought process is ingrained 

�‹�•�� �—�•�� �ˆ�”�‘�•�� �™�Š�‡�•�� �™�‡�ï�”�‡�� �•�‹�†�•�ä�� �� ���� �”�‡�•�‡�•�„�‡�”�� �™�Š�‡�•�� ���� �™�‘�—�Ž�†�� �ƒ�•�•�� �ƒ�•�†�� �ƒ�•�•�� �ƒ�•�†�� �ƒ�•�•�� �ˆ�‘�”��

�•�‘�•�‡�–�Š�‹�•�‰�������™�ƒ�•�–�‡�†�å���‘�•�Ž�›���–�‘���„�‡���”�‡�’�”�‹�•�ƒ�•�†�‡�†���„�›���•�›���’�ƒ�”�‡�•�–�•�ä���������™�ƒ�•���–�‘�Ž�†�á���ò���‘���•�‡�ƒ�•�•��

�•�‘�ä�ó�������ï�•���•�‘�–���‹�• �†�‹�•�ƒ�‰�”�‡�‡�•�‡�•�–���™�‹�–�Š���–�Š�ƒ�–���’�ƒ�”�‡�•�–�‹�•�‰���’�‘�•�‹�–�‹�‘�•�á���„�—�–���–�Š�ƒ�–�ï�•���—�•�—�ƒ�Ž�Ž�›���™�Š�‡�”�‡��

�™�‡���•�–�ƒ�”�–���Ž�‡�ƒ�”�•�‹�•�‰���–�‘�� �„�ƒ�…�•���‘�ˆ�ˆ���‹�ˆ�� �•�‘�•�‡�‘�•�‡���•�ƒ�›�•���ò�����ó���å���ò���‘�–���”�‹�‰�Š�–���•�‘�™�ó���å�����ò���� �™�ƒ�•�–���–�‘��

�–�Š�‹�•�•���ƒ�„�‘�—�–���‹�–�ó���å���‘�”���ò���ï�˜�‡���‰�‘�–���–�‘���–�ƒ�Ž�•���‹�–���‘�˜�‡�”���™�‹�–�Š���•�›���•�’�‘�—�•�‡���„�‘�•�•���‡�–�…�ä�ó���� 

 

As a small business owner, i�–�ï�•���˜�‹�–�ƒ�Ž���–�‘���›�‘�—�”���•�—�…�…�‡�•�•���–�Š�ƒ�–���›�‘�—���Ž�‡�ƒ�”�•���–�‘���’�—�•�Š���–�Š�”�‘�—�‰�Š���–�Š�‡�•�‡��

�‘�„�Œ�‡�…�–�‹�‘�•�•���‹�•���‘�”�†�‡�”���–�‘���‰�‡�–���–�Š�‡���•�ƒ�Ž�‡�ä�������Š�‹�•���…�ƒ�•���ƒ�•�†���•�Š�‘�—�Ž�†���„�‡���†�‘�•�‡���‹�•���ƒ���™�ƒ�›���–�Š�ƒ�–�ï�•���ˆ�”�‹�‡�•�†�Ž�›�á���•�‹�…�‡�á��

�ƒ�•�†���Š�‘�•�‡�•�–�ä�������ï�Ž�Ž���‰�‘���–�Š�”�‘�—�‰�Š���•�‡�˜�‡�”�ƒ�Ž���•�…�”�‹�’�–�•���‹�•���ƒ���„�‹�–���™�Š�‹�…�Š���™�‹�Ž�Ž���‰�‹�˜�‡���›�‘�—���–�Š�‡���‘�’�’�‘�”�–�—�•�‹�–�›���–�‘���•�‡e 

�™�Š�ƒ�–�����ï�•���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–�ä�����	�‘�”���•�‘�™�á�������™�ƒ�•�–���›�‘�—���–�‘���–�”�—�•�–���•�‡���‘�•���–�Š�‹�•�ä 

 

2. The unwillingness to deal with the emotional discomfort of handling objections.   

���ˆ�������Š�ƒ�†�•�ï�–���•�‡�‡�•���–�Š�‹�•���‘�…�…�—�”���†�‘�œ�‡�•�•���‘�ˆ���–�‹�•�‡�•���„�‡�ˆ�‘�”�‡�������™�‘�—�Ž�†�•�ï�–���Š�ƒ�˜�‡���„�‡�Ž�‹�‡�˜�‡�†���‹�–�ä�������‡�‘�’�Ž�‡��

invest a lot of time, money and effort to get a qualified lead into a presentation and 

�–�Š�‡�•�á�� �ƒ�ˆ�–�‡�”�� �ƒ�� �‰�”�‡�ƒ�–�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�� ���™�‹�–�Š�� �•�‘�•�‡�•�–�—�•�� �–�‘�–�ƒ�Ž�Ž�›�� �„�‡�Š�‹�•�†�� �–�Š�‡�•���� �å�� �–�Š�‡�›�� �™�‹�Ž�Ž��
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�•�‹�•�’�Ž�›�� �‡�•�†�� �–�Š�‡�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�� �™�‹�–�Š�‘�—�–�� �ƒ�•�•�‹�•�‰�� �ˆ�‘�”�� �–�Š�‡�� �•�ƒ�Ž�‡�� �‘�”�� �–�Š�‡�›�ï�Ž�Ž�� �—�•�‡�� �•�‘�•�‡��

milquetoast script that is a non-�…�Ž�‘�•�‡�å���ƒ�Ž�Ž���„�‡�…�ƒ�—�•�‡���‘�ˆ���–�Š�‡���‡�•�‘�–�‹�‘�•�ƒ�Ž���†�‹�•�…�‘�•�ˆ�‘�”�–���–�Š�‡�›��

experience just thinking that the prospect may pose an objection or two.   

 

3. A lack of belief in your purpose or product �ä�������ˆ���›�‘�—�ï�”�‡���•�‘�–���•�‘���•�‘�Ž�†���‘�•���›�‘�—�”���’�”�‘�†�—�…�–���‘�”��

�•�‡�”�˜�‹�…�‡���–�Š�ƒ�–���›�‘�—�ï�†���„�—�›���‹�–���›�‘�—�”�•�‡�Ž�ˆ���›�‘�—r prospects will feel it.  Think about the last time 

you bought a new car.  In addition to buying the car, the dealer tries to get you to 

purchase an extended warranty.    

 

The finance professionals that have purchased these extended warranties for their own 

�˜�‡�Š�‹�…�Ž�‡�•���ƒ�Ž�™�ƒ�›�•���•�‡�Ž�Ž���•�‘�”�‡���–�‘���…�—�•�–�‘�•�‡�”�•���–�Š�ƒ�•���–�Š�‡���ˆ�‹�•�ƒ�•�…�‡���’�”�‘�ˆ�‡�•�•�‹�‘�•�ƒ�Ž�•���–�Š�ƒ�–���†�‘�•�ï�–���„�—�›���–�Š�‡�•��

�ˆ�‘�”���–�Š�‡�•�•�‡�Ž�˜�‡�•�ä�����ˆ���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���ƒ���’�”�‘�†�—�…�–���‘�”���•�‡�”�˜�‹�…�‡���‹�•���›�‘�—�”���„�—�•�‹�•�‡�•�•���–�Š�ƒ�–���›�‘�—���†�‘�•�ï�–���ƒ�Ž�”�‡�ƒ�†�›��

own, your presentations will continue to fall flat. 

 

4. Incorrectly handling objections  will definitely prevent the transaction from closing.  

Not having a stable of alternate closing formulas that you can use without hesitation 

and without thought is the primary reason this occurs.  Many times, the prospect will 

throw up an objection that is little more than a stall tactic because they lack the ability 

to make a decision.   

 

���Š�‡�‹�”���‹�•�ƒ�„�‹�Ž�‹�–�›���–�‘���…�‘�•�‡���–�‘���ƒ���†�‡�…�‹�•�‹�‘�•���†�‘�‡�•�•�ï�–���•�‡�…�‡�•�•�ƒ�”�‹�Ž�›���•�‡�ƒ�•���–�Š�ƒ�–���–�Š�‡�›���†�‘�•�ï�–���™�ƒ�•�–���›�‘�—�”��

�•�–�—�ˆ�ˆ�ä�������–�ï�•���•�‹�•�’�Ž�›���–�Š�‡�‹�”���™�ƒ�›���‘�ˆ���ƒ�˜�‘�‹�†�‹�•�‰���Š�ƒ�˜�‹�•�‰���–�‘���•�ƒ�•�‡���ƒ���…�Š�‘�‹�…e.  You should be completely 

�…�‘�•�˜�‹�•�…�‡�†���–�Š�ƒ�–���›�‘�—�”���•�–�—�ˆ�ˆ���‹�•���™�Š�ƒ�–�ï�•���„�‡�•�–���ˆ�‘�”���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���ƒ�•�†���•�‘���…�‘�•�•�‹�–�–�‡�†���–�‘���•�‡�‡�‹�•�‰���–�Š�ƒ�–��

they get it that you treat objections as another opportunity to close the deal.  Not being 

�’�”�‡�’�ƒ�”�‡�†���‹�•���–�Š�‡���”�‡�ƒ�•�‘�•���‘�„�Œ�‡�…�–�‹�‘�•�•���ƒ�”�‡�•�ï�–���„�‡�‹ng handled properly.   

 

5. Treating complaints as objections.  In #4 above I said that many of you are failing to 

�…�Ž�‘�•�‡�� �–�”�ƒ�•�•�ƒ�…�–�‹�‘�•�•�� �„�‡�…�ƒ�—�•�‡�� �›�‘�—�ï�”�‡�� �•�‘�–�� �’�”�‡�’�ƒ�”�‡�†�å�� �„�‡�…�ƒ�—�•�‡�� �›�‘�—�� �Š�ƒ�˜�‡�•�ï�–�� �Ž�‡�ƒ�”�•�‡�†�� �ƒ�•�†��

mastered a variety of closing formulas.   

 

���•�� �–�Š�‡�� �ˆ�Ž�‹�’�� �•�‹�†�‡�� �‘�ˆ�� �–�Š�‹�•�� �‡�“�—�ƒ�–�‹�‘�•�á�� �›�‘�—�ï�˜�‡�� �‰�‘�–�� �’�‡�‘�’�Ž�‡�� �™�Š�‘�� �†�‘�� �•�•�‘�™�� �•�—�Ž�–�‹�’�Ž�‡�� �…�Ž�‘�•�‹�•�‰��

�ˆ�‘�”�•�—�Ž�ƒ�•�� �ƒ�•�†�� �–�Š�‡�›�ï�”�‡�� �—�•�‹�•�‰�� �–�Š�‡�•�� �‹�•�…�‘�”�”�‡�…�–�Ž�›�ä�� �� ���‘�•�’�Ž�ƒ�‹�•�–�•�� �ƒ�”�‡�� �•�‘�–�� �‘�„�Œ�‡�…�–�‹�‘�•�•�ä�� �� �	�‘�”��
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example, every member of a recent Mastermind group I held told me (during the 

close) that $6�r�á�r�r�r�� �™�ƒ�•�� �‡�š�’�‡�•�•�‹�˜�‡�ä�� �� ���›�� �”�‡�•�’�‘�•�•�‡�ë�� �� ���‡�•�á�� �‹�–�ï�•�� �‡�š�’�‡�•�•�‹�˜�‡�� �ƒ�•�†�� �‡�˜�‡�”�›��

business owner that has signed up to be part of this has said the same thing.  You 

�•�Š�‘�—�Ž�†�� �„�‡�� �–�Š�ƒ�•�•�ˆ�—�Ž�� �–�Š�ƒ�–�� �›�‘�—�ï�˜�‡�� �Š�ƒ�†�� �‡�•�‘�—�‰�Š���•�—�…�…�‡�•�•�� �‹�•�� �„�—�•�‹�•�‡�•�•�� �–�‘�� �„�‡���ƒ�„�Ž�‡�� �–�‘�� �ƒ�ˆ�ˆ�‘�”�†��

joining an elite group of successful business men and women like this.  I need your 

�ò�����ó���Š�‡�”�‡���ƒ�•�†���Š�‡�”�‡�ä�������‡�–�ï�•���†�‘���–�Š�‹�•�����ƒ�•�†���–�Š�‡�›���ƒ�Ž�Ž���†�‹�†�è���ä���� 

 

Rules for Closing Success 

As with any game that we play, the way to deliver winning presentations (that end up 

with a prospect buying wha�–���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰�����‹�•���–�‘���ˆ�‘�Ž�Ž�‘�™���–�Š�‡���”�—�Ž�‡�•�ä�������‡�Ž�‘�™�����ï�˜�‡���Ž�‹�•�–�‡�†���ƒ���ˆ�‡�™���‘�ˆ��

them that you must follow if you want to convert more of your prospects into paying 

�…�—�•�–�‘�•�‡�”�•�ä�������Š�‡�•�‡���”�—�Ž�‡�•���•�Š�‘�—�Ž�†���„�‡���–�”�‡�ƒ�–�‡�†���ƒ�•���ƒ���ˆ�‹�”�•���’�‘�Ž�‹�…�›���–�Š�ƒ�–���›�‘�—���™�‹�Ž�Ž���•�‘�–���˜�‹�‘�Ž�ƒ�–�‡�å���—�•�†�‡�”��

any condition. 

 

1. ���Š�‡�•�� �›�‘�—�ï�”�‡�� �‹�•�� �ˆ�ƒ�…�‡-to-�ˆ�ƒ�…�‡�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�•�å�� �ƒ�Ž�™�ƒ�›�•�� �„�‡�� �•�‡�ƒ�–�‡�†�� �™�Š�‡�•�� �…�Ž�‘�•�‹�•�‰�ä�� �� ���Š�‹�•��

applies to you and your prospect. 
 

2. Always present your proposal in writing.  People believe what they see.  That which 

is seen is more credible that than which is spoken.  Always use a legal pad so that you 

can write out questions and responses. 
 

3. ���Ž�‡�ƒ�”�Ž�›���ƒ�”�–�‹�…�—�Ž�ƒ�–�‡���›�‘�—�”���’�”�‘�’�‘�•�ƒ�Ž�ä�������‘�•�ï�–���Š�‹�•���Š�ƒ�™���ƒ�”�‘�—�•�†���‘�”���•�—�•�„�Ž�‡���™�Š�‡�•���›�‘�—���•�’�‡�ƒ�•�ä����

Be bold, be friendly, and smile when you speak.  If you stumble or become unsure 

here, your prospects will pick up on immediately.  I suggest that you record yourself 

in your presentations and then go back and watch how you do. This will help you to 

�’�‡�”�ˆ�‡�…�–�� �›�‘�—�”�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�ä�� �� ���‡�•�‡�•�„�‡�”�å�� ���—�Ž�–�‹-million dollar per year athletes 

�’�”�ƒ�…�–�‹�…�‡���†�ƒ�‹�Ž�›�å���ƒ�•�†���›�‘�—�ï�”e no different (unless you want to continue to struggle) 
 

4. Know how to use humor to relieve pressure. This is an absolute art known and used 

�„�›���–�Š�‡���•�ƒ�•�–�‡�”�•�ä�������•�‡���Š�—�•�‘�”���‹�•���•�–�‘�”�›���ˆ�‘�”�•�ƒ�–���–�‘���”�‡�Ž�‹�‡�˜�‡���’�”�‡�•�•�—�”�‡�å���†�‘���•�‘�–���•�ƒ�•�‡���ˆ�—�•���‘�ˆ��

others or try to be funny.  Fundamental human nature allows us to make decisions 

more easily and quickly when we are less serious as opposed to being too serious. 
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5. Always ask one more time.  If you attempt to close the transaction and you hit an 

�‘�„�Œ�‡�…�–�‹�‘�•�å�� �–�”�›�� �ƒ�•�‘�–�Š�‡�”�� �ƒ�’�’�”�‘�ƒ�…�Š�ä�� �� ���‡�˜�‡�”�� �‰�‹�˜�‡�� �—�’�� �ƒ�ˆ�–�‡�”�� �–�Š�‡�� �ˆ�‹�”�•�–�á�� �•�‡�…�‘�•�†�å�� �‡�˜�‡�•�� �ˆ�‹�ˆ�–�Š��

�ò�•�‘�ó�ä�������•���™�‹�–�Š���–�Š�‡���‘�–�Š�‡�”���•�–�”�ƒ�–�‡�‰�‹�‡�•�á���ƒ�’�’�”�‘�ƒ�…�Š���–�Š�‹�•���™�‹�–�Š���ƒ���•�•�‹�Ž�‡���‘�•���›�‘�—�”���ˆ�ƒ�…�‡���ƒ�•�†���”�‡�ƒ�Ž�‹�œ�‡��

�–�Š�ƒ�–���ò�•�‘�ó���†�‘�‡�•�•�ï�–���•�‡�…�‡�•�•�ƒ�”�‹�Ž�›���•�‡�ƒ�•���ò�����†�‘�•�ï�–���™�ƒ�•�–���™�Š�ƒ�–���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���ƒ�•�†�����ï�•���”�‡�ƒ�†�›���–�‘��

�‡�•�†���–�Š�‹�•���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�ä�ó���z�r�¨���‘�ˆ���•�—�…�…�‡�•�•�ˆ�—l sales presentation are completed after the 

�w�–�Š���ò�����ó���ˆ�”�‘�•�� �–�Š�‡���’�”�‘�•�’�‡�…�–�ä���� ���‘�•�ï�–�� �‰�‹�˜�‡���—�’�á���•�–�ƒ�›�� �‹�•�� �–�Š�‡���‰�ƒ�•�‡���ƒ�•�†���›�‘�—�ï�Ž�Ž���‡�•�Œ�‘�›�� �•�‘�”�‡��

success than you could have imagined possible. 
 

6. ���ƒ�˜�‡���•�—�Ž�–�‹�’�Ž�‡���…�Ž�‘�•�‡���ˆ�‘�”�•�—�Ž�ƒ�•���•�‡�•�‘�”�‹�œ�‡�†���ƒ�•�†���•�ƒ�•�–�‡�”�‡�†�������ï�Ž�Ž���‰�‹�˜�‡���›�‘�—���–�Š�‡�•�‡���„�‡�Ž�‘�™���ä 
 

7. Always treat your prospect as though she is going to buy.  The moment you convince 

�›�‘�—�”�•�‡�Ž�ˆ�� �–�Š�ƒ�–�� �–�Š�‡�›�� �†�‡�ƒ�Ž�� �‹�•�� �Ž�‘�•�–�å�� �›�‘�—�� ���™�Š�‡�–�Š�‡�”�� �”�‡�ƒ�Ž�‹�œ�‡�� �‹�–�� �‘�”�� �•�‘�–���� �„�‡�‰�‹�•�� �”�‡�•�’�‘�•�†�‹�•�‰��

�–�‘�™�ƒ�”�†�•�� �›�‘�—�”�� �’�”�‘�•�’�‡�…�–�� �‹�•�� �ƒ�� �•�ƒ�•�•�‡�”�� �–�Š�ƒ�–�� �™�‹�Ž�Ž�� �•�‹�Ž�Ž�� ���‹�ˆ�� �‹�–�ï�•�� �•�–�‹�Ž�Ž�� �ƒ�Ž�‹�˜�‡���� �–�Š�‡�� �•�ƒ�Ž�‡�ä�� �� ���–�ƒ�›��

�ˆ�‘�…�—�•�‡�†�å���•�–�ƒ�›���’�‘�•�‹�–�‹�˜�‡�å���ƒ�•�†���ƒ�Ž�™�ƒ�›�•�á���ƒ�Ž�™�ƒ�›�•�á���ƒ�Ž�™�ƒ�›�•���ƒ�•�•�—�•�‡���–�Š�ƒ�–���›�‘�—�”���’�”�‘�•�’�‡�…�–���‹�•���ƒ��

buyer! 
 

8. Always maintain a positive demeanor no matter what your prospect does or says.  If 

�–�Š�‡�›���‰�‡�–���—�’�•�‡�–�á���ƒ�•�‰�”�›���‘�”���›�‡�Ž�Ž���ƒ�–���›�‘�—�å���•�‡�‡�’���•�•�‹�Ž�‹�•�‰���ƒ�•�†���”�‡�•�ƒ�‹�•���’�‘�•�‹�–�‹�˜�‡�ä�������‘�—�ï�”�‡���–�Š�‡re 

�–�‘���•�‡�”�˜�‡���–�Š�‡���…�—�•�–�‘�•�‡�”���ƒ�•�†���›�‘�—�ï�˜�‡���‰�‘�–���–�‘���•�ƒ�‹�•�–�ƒ�‹�•���›�‘�—�”���’�”�‘�ˆ�‡�•�•�‹�‘�•�ƒ�Ž�‹�•�•�ä���� 
 

���ï�•�� �•�‘�–�� �•�ƒ�›�‹�•�‰�� �–�Š�ƒ�–�� �›�‘�—�� �•�Š�‘�—�Ž�†�� �Ž�‡�–�� �–�Š�‡�� �’�”�‘�•�’�‡�…�–�� �„�‡�Ž�‹�–�–�Ž�‡�� �›�‘�—�å�� �„�—�–�� ���� �ƒ�•�� �•�ƒ�›�‹�•�‰�� �–�Š�ƒ�–��

people (especially when making a decision to buy something very expensive) can get 

emotional.  D�‘�•�ï�–���Ž�‡�–���–�Š�‹�•���–�Š�”�‘�™���›�‘�—���‘�ˆ�ˆ���›�‘�—�”���‘�„�Œ�‡�…�–�‹�˜�‡�ä���� 

 

���‘�—�ï�”�‡���‹�•���…�‘�•�–�”�‘�Ž�å���›�‘�—���ƒ�”�‡���’�”�‡�’�ƒ�”�‡�†�å���•�‘�™���•�‡�‡���–�Š�‡���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�����ƒ�•�†���–�Š�‡���…�Ž�‘�•�‡�����–�Š�”�‘�—�‰�Š��

�ƒ�•�†���›�‘�—�ï�Ž�Ž���…�‘�•�‡���‘�—�–���™�‹�–�Š���ƒ���†�‡�Ž�‹�‰�Š�–�‡�†���…�—�•�–�‘�•�‡�”���ƒ�•�†���ƒ���„�‹�‰�‰�‡�”���„�ƒ�•�•���ƒ�…�…�‘�—�•�–���–�‘���„�‘�‘�–�ä�������ƒ�”�†�‘�•�‡�á��

2014) 

 

In the following pages, I�ï�•���‰�‘�‹�•�‰���–�‘���”�‡�˜�‡�ƒ�Ž���…�Ž�‘�•�‹�•�‰���•�–�”�ƒ�–�‡�‰�‹�‡�•���–�Š�ƒ�–���›�‘�—���…�ƒ�•���—�•�‡���‹�•���›�‘�—�”��

�’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�•���‹�•�†�‹�˜�‹�†�—�ƒ�Ž�Ž�›���‘�”���‹�•���…�‘�•�…�‡�”�–�����‹�ä�‡�ä�á���ò�…�‘�•�„�‹�•�‹�•�‰���–�Š�‡�•�å�™�Š�‹�…�Š���‹�•���Ž�‡�–�Š�ƒ�Ž�Ž�›���‡�ˆ�ˆ�‡�…�–�‹�˜�‡�ó����

�™�Š�‡�•�� �‹�–�ï�•�� �–�‹�•�‡�� �–�‘�� �–�”�ƒ�•�•�‹�–�‹�‘�•�� �ˆ�”�‘�•�� �•�‡�Ž�Ž�‹�•�‰���›�‘�—�”�� �’�”�‘�•�’�‡�…�–�� �–�‘�� �…�Ž�‘�•�‹�•�‰���–�Š�‡�� �†�‡�ƒ�Ž�ä�� �� ���‡�ˆ�‘�”�‡�� ���� �•�Š�‘�™��

them to �›�‘�—�á�������™�ƒ�•�–���–�‘���ˆ�‹�”�•�–���Ž�‹�•�–���•�‡�˜�‡�”�ƒ�Ž���’�‘�™�‡�”�ˆ�—�Ž���•�…�”�‹�’�–�•���ˆ�‘�”���Š�ƒ�•�†�Ž�‹�•�‰���‘�„�Œ�‡�…�–�‹�‘�•�•�ä�������‡�•�‡�•�„�‡�”�å��

many of the objections you face are attempts to stall.  Some of objections that your prospects 

raise are legitimate, while others are simply attempts to avoid making a decision.  These 
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�•�…�”�‹�’�–�•�� �ƒ�”�‡�� �†�‘�™�•�”�‹�‰�Š�–�� �†�ƒ�•�‰�‡�”�‘�—�•�� ���‹�•�� �ƒ�� �‰�‘�‘�†�� �™�ƒ�›���� �„�‡�…�ƒ�—�•�‡�� �–�Š�‡�›�ï�Ž�Ž�� �•�ƒ�•�‡�� �›�‘�—���ƒ�� �Ž�‡�–�Š�ƒ�Ž�� �…�Ž�‘�•�‡�”��

���‹�ä�‡�ä�á�� �ò�–�Š�‡�›�ï�Ž�Ž�� �•�ƒ�•�‡�� �›�‘�—�� �•�–�”�‘�•�‰�‡�”�á�� �•�‘�”�‡�� �…�‘�•�ˆ�‹�†�‡�•�–�� �ƒ�•�†�� �„�‡�–�–�‡�”�� �ƒ�„�Ž�‡�� �–�‘�� �•�‡�Ž�Ž�� �–�Š�‡�•�� �•�‡�”�˜�‡�� �›�‘�—�”��

�…�—�•�–�‘�•�‡�”�•�ó�� 

 

���Š�‡�•�‡���•�…�”�‹�’�–�•���ƒ�”�‡���–�‘���„�‡���—�•�‡�†���ƒ�ˆ�–�‡�”���›�‘�—�ï�˜�‡���…�‘�•�’�Ž�‡�–�‡�†���›�‘�—�”���•�ƒ�Ž�‡�•���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•���ƒ�•�†���›�‘�—�ï�”�‡��

�ƒ�–�–�‡�•�’�–�‹�•�‰���–�‘���…�‘�•�’�Ž�‡�–�‡���–�Š�‡���…�‘�•�˜�‡�”�•�‹�‘�•�����‹�ä�‡�ä�á���ò�…�Ž�‘�•�‡���–�Š�‡���†�‡�ƒ�Ž�ó���ä 

 

���Š�‡�����’�‘�—�•�‡�����‘�•�•���ò���–�ƒ�Ž�Ž�ó�����Ž�‘�•�‡���S�s 

Buyer:   �ò�����•�‡�‡�†���–�‘���–�ƒ�Ž�•���–�‘���•�›���•�’�‘�—�•�‡�ä�ó 

You:  �ò���Š�ƒ�–���‹�ˆ���›�‘�—�”���•�’�‘�—�•�‡���•�ƒ�›�•���ò�•�‘�ë�ó 

 

NOTE: There are only two answers to �–�Š�‹�•���“�—�‡�•�–�‹�‘�•�ä�����ò���Š�ƒ�–���‹�ˆ���›�‘�—�”���•�’�‘�—�•�‡���•�ƒ�›�•���ò�•�‘�ë�ó����

���ã�������‡���•�Š�‡���™�‘�•�ï�–�å���‘�”�����ã���ò���‡���™�‘�•�ï�–���„�—�›�ä�ó 

 

���‡�–�ï�•���Š�ƒ�•�†�Ž�‡���ò���ó���ˆ�‹�”�•�–�ã 

You:  �ò���Š�ƒ�–���‹�ˆ���›�‘�—�”���•�’�‘�—�•�‡���„�‘�•�•���•�ƒ�›�•���ò���‘�ë�ó 

Prospect: �ò���‡���™�‘�•�ï�–���•�ƒ�›���ò�•�‘�ó�����‡�•�á�������•�•�‘�™���Š�‹�•�ä�ó 

You:  �ò�����å���–�Š�‡�•�������•�‡�‡�†���›�‘�—�”���ò�����ó���Š�‡�”�‡���ƒ�•�†���Š�‡�”�‡�ä�������‡�–�ï�•���†�‘���–�Š�‹�•�ä�ó 

 

NOTE:  ���Š�ƒ�–���™�‹�Ž�Ž���Š�ƒ�’�’�‡�•���•�‘�”�‡���–�Š�ƒ�•���›�‘�—���–�Š�‹�•�•�ä�����ò���‡�•�á���•�›���Š�—�•�„�ƒ�•�†���„�‘�•�•���•�‡�˜�‡�”���•�ƒ�›�•���•�‘��

�–�‘���•�‡�ä�ó�����ò�
�”�‡�ƒ�–�á���–�Š�‡�•�������•�‡�‡�†���›�‘�—�”���ò�����ó���Š�‡�”�‡���ƒ�•�†���Š�‡�”�‡�ä�ó 

 

���‡�–�ï�•���Š�ƒ�•�†�Ž�‡���ò���ó���•�‘�™�ã 

You:  �ò���Š�ƒ�–���‹�ˆ���›�‘�—�”���•�’�‘�—�•�‡���„�‘�•�•���•�ƒ�›�•���ò���‘�ë�ó 

Prospect: �ò���ˆ���Š�‡���•�ƒ�›�•���ò�•�‘�ó���–�Š�‡�•���™�‡���™�‘�•�ï�–���„�—�›�ä�ó 

 

NOTE:   ���ˆ���›�‘�—�”���’�”�‘�•�’�‡�…�–���•�ƒ�›�•���–�Š�ƒ�–�á���–�Š�‡�•���›�‘�—���™�ƒ�•�–���–�‘���ƒ�•�•���–�Š�‹�•���“�—�‡�•�–�‹�‘�•�ã���ò���‘�—�Ž�†���Š�‡���•�ƒ�›�•��

�ò�•�‘�ó���–�‘���–�Š�‡���’�”�‘�†�—�…�–���‘�”���–�Š�‡���•�‘�•�‡�›�ë�ó�������ˆ���–�Š�‡���’�”�‘�•�’�‡�…�–���•�ƒ�›�•�á���ò���‡���™�‘�—�Ž�†���•�ƒ�›���ò�•�‘�ó���–�‘��

�–�Š�‡�� �•�‘�•�‡�›�ó�� �›�‘�—�� �™�‘�—�Ž�†�� �–�Š�‡�•�� �ƒ�•�•�á�� �ò���Š�ƒ�–�� �ƒ�„�‘�—�–�� �–�Š�‡�� �•�‘�•�‡�›�ë�� �� ���•�� �‹�–�� �–�Š�‡�� �†�‘�™�•��

payment�á�� �–�Š�‡�� �•�‘�•�–�Š�Ž�›�� �’�ƒ�›�•�‡�•�–�á�� �™�Š�ƒ�–�� �‹�•�� �‹�–�ë�ó����  

 

���‘�™���•�‡�‡�’���‹�•���•�‹�•�†���–�Š�ƒ�–���–�Š�‡���•�’�‘�—�•�‡�����™�Š�‘���‹�•�•�ï�–���–�Š�‡�”�‡�����Š�ƒ�•�•�ï�–���•�‡�‡�•���–�Š�‡���’�”�‹�…�‡���‘�”�� 
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the product so the objection is really that of your prospect.  By knowing this, 

�›�‘�—�ï�”�‡�� �„�‡�–�–�‡�”�� �ƒ�„�Ž�‡�� �–�‘�� �Š�ƒ�•�†�Ž�‡�� �–�Š�‡�� �‘�„�Œ�‡�…�–�‹�‘�•�� ���˜�‡�”�•�—�•�� �•�‹�•�’�Ž�›�� �…apitulating and 

�•�ƒ�›�‹�•�‰�á���ò�����å���‰�‘���Š�‘�•�‡���ƒ�•�†���ƒ�•�•���›�‘�—�”���•�’�‘�—�•�‡�ó�� 

 

���ˆ���–�Š�‡���’�”�‘�•�’�‡�…�–���•�ƒ�›�•�á���ò���‡�ï�•���‰�‘�‹�•�‰���–�‘���•�ƒ�›���ò�•�‘�ó���–�‘���–�Š�‡���’�”�‘�†�—�…�–�ó���å���›�‘�—���–�Š�‡�•���ƒ�•�•�á���ò���Š�ƒ�–���†�‘��

�›�‘�—���•�—�‰�‰�‡�•�–���–�Š�‡�•�ë�ó�������Ž�•�‘�•�–���ƒ�Ž�™�ƒ�›�•���–�Š�‹�•���•�…�”�‹�’�–���™�‹�Ž�Ž���ˆ�Ž�—�•�Š���‘�—�–���–�Š�‡���”�‡�ƒ�Ž���‘�„�Œ�‡�…�–�‹�‘�•�•���ƒ�•�†���‘�”���†�‡�•�‹�”�‡�•��

that the pros�’�‡�…�–���‹�•���Š�—�•�‰���—�’���‘�•�å���‰�‹�˜�‹�•�‰���›�‘�—���–�Š�‡���‘�’�’�‘�”�–�—�•�‹�–�›���–�‘���ˆ�‹�š���‹�–���ƒ�•�†���–�Š�‡�•���…�Ž�‘�•�‡�ä 

 

���Š�‡�����’�‘�—�•�‡�����‘�•�•���ò���–�ƒ�Ž�Ž�ó�����Ž�‘�•�‡���S�t 

Buyer:   �ò�����•�‡�‡�†���–�‘���–�ƒ�Ž�•���–�‘���•�›���•�’�‘�—�•�‡�ä�ó 

You: �ò�����ƒ�‰�”�‡�‡���–�Š�ƒ�–���›�‘�—���•�Š�‘�—�Ž�†���–�ƒ�Ž�•���–�‘���›�‘�—�”���•�’�‘�—�•�‡�ä�������—�–���‹�ˆ���›�‘�—�”���•�’�‘�—�•�‡���‹�•���ƒ�•�›�–�Š�‹�•�‰���Ž�‹�•�‡��

mine, she never tells �•�‡���•�•�‘�™���™�Š�‡�•�������Ž�‘�˜�‡���•�‘�•�‡�–�Š�‹�•�‰���ƒ�•�†�������•�‡�˜�‡�”���–�‡�Ž�Ž���Š�‡�”���ò�•�‘�ó��

when she loves something.  I need your approval here, here and here.  Let me 

�‰�‡�–���–�Š�‹�•���”�‡�ƒ�†�›���ˆ�‘�”���›�‘�—�ä�ó 

 

NOTE: This must be used with confidence, strength and a smile.  No hesitation.  In 

rare instance�•�á�� �›�‘�—�”�� �’�”�‘�•�’�‡�…�–�� �•�‹�‰�Š�–�� �•�ƒ�›�á�� �ò���‡�Ž�Ž�� ���� �™�‹�•�Š�� ���� �™�ƒ�•�� �•�ƒ�”�”�‹�‡�†�� �–�‘�� �›�‘�—�”��

�™�‹�ˆ�‡�� �„�‡�…�ƒ�—�•�‡�� �™�Š�‡�•�� �•�›�� �™�‹�ˆ�‡�� �•�ƒ�›�•�� �ò�•�‘�ó�á�� �•�Š�‡�� �•�‡�ƒ�•�•�� �ò�•�‘�ä�ó�� �� ���ˆ�� �–�Š�‹�•�� �‘�…�…�—�”�•�á�� �›�‘�—�ï�Ž�Ž��

�•�‹�•�’�Ž�›�� �”�‡�˜�‡�”�–�� �–�‘�� �•�–�”�ƒ�–�‡�‰�›�� �S�s�� ���ƒ�„�‘�˜�‡���� �ƒ�•�†�� �ƒ�•�•�á�� �ò���‘�—�Ž�†�� �•�Š�‡�� �•�ƒ�›�� �ò�•�‘�ó�� �–�‘�� �–�Š�‡��

�’�”�‘�†�—�…�–���‘�”���–�Š�‡���•�‘�•�‡�›�ë�ó�������‘�—���…�ƒ�•���—�•�‡���–�Š�‹�•���•�ƒme script for a boss stall with slight 

modifications. 

 

���Š�‡�����’�‘�—�•�‡�����‘�•�•���ò���–�ƒ�Ž�Ž�ó�����Ž�‘�•�‡���S�u 

Buyer:   �ò�����•�‡�‡�†���–�‘���–�ƒ�Ž�•���–�‘���•�›���•�’�‘�—�•�‡�ä�ó 

You: �ò���ï�•���™�‹�–�Š���›�‘�—���•�‹�”���ƒ�•�†�������–�‘�–�ƒ�Ž�Ž�›���—�•�†�‡�”�•�–�ƒ�•�†�ä�������—�–���Ž�‡�–���•�‡���•�ƒ�›���–�Š�‹�•�å�����–�ï�•���„�‡�–�–�‡�”���–�‘��

ask for forgiveness than for permission.  ���‘�á���Ž�‡�–�ï�•���‰�‡�–���›�‘�—���‰�‘�‹�•�‰���”�‹�‰�Š�–���ƒ�™�ƒ�›�ä�ó 

 

NOTE:  As bold and audacious as this may seem, it works most of the time.  However, 

�‹�ˆ���›�‘�—�ï�”�‡���•�‘�–���•�—�’�‡�”-�…�‘�•�ˆ�‹�†�‡�•�–�å���†�‘�•�ï�–���—�•�‡���‹�–�ä 

 

���Š�‡�����’�‘�—�•�‡�����‘�•�•���ò���–�ƒ�Ž�Ž�ó�����Ž�‘�•�‡���S�v 

Buyer:   �ò�����•�‡�‡�†���–�‘���–�ƒ�Ž�•���–�‘���•�›���•�’�‘�—�•�‡�ä�ó 
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You:  �ò���‹�”�á���‹�ˆ���›�‘�—�ï�”�‡���ƒ�•�›�–�Š�‹�•�‰���Ž�‹�•�‡���•�‡�����ƒ�•�†�������–�Š�‹�•�•���–�Š�ƒ�–���›�‘�—���ƒ�”�‡�����å�������–�ƒ�Ž�•���–�‘���•�›�� 

wife/boss about everything.   

Buyer:   �ò���‡�ƒ�Š�����‡�•�å���™�‡���–�ƒ�Ž�•���ƒ�„�‘�—�–���‡�˜�‡�”�›�–�Š�‹�•�‰�ä�ó 

You:  �ò�
�‘�‘�†�å���–�Š�‡�•���•�Š�‡���ƒ�Ž�”�‡�ƒ�†�›���•�•�‘�™�•���–�Š�ƒ�–���›�‘�—�ï�”�‡���Š�‡�”�‡���ƒ�•�†���–�Š�ƒ�–���›�‘�—�ï�”�‡���Ž�‘�‘�•�‹�•�‰�� 

at this.  I never leave the house �™�‹�–�Š�‘�—�–���Š�‡�”�� �•�•�‘�™�‹�•�‰���™�Š�‡�”�‡�� ���ï�•�� �‰�‘�‹�•�‰���ƒ�•�†������

�ƒ�Ž�™�ƒ�›�•�� �–�ƒ�Ž�•�� �–�‘�� �•�›�� �•�’�‘�—�•�‡�� �„�‡�ˆ�‘�”�‡�� ���� �†�‘�� �ƒ�•�›�–�Š�‹�•�‰�á�� �•�‘�� �Ž�‘�‘�•�å�� �•�Š�‡�� �ƒ�Ž�”�‡�ƒ�†�›�� �•�•�‘�™�•��

�›�‘�—�ï�”�‡���†�‘�‹�•�‰���–�Š�‹�•�ä�������‘�—�Ž�†���›�‘�—���ƒ�‰�”�‡�‡�ë�ó 

Buyer:   �ò���‡�ƒ�Š�����‡�•�å���™�‡�ï�˜�‡���–�ƒ�Ž�•�‡�†���ƒ�„�‘�—�–���‹�–�ä�ó 

 

NOTE:  ���ƒ�•�›���–�‹�•�‡�•���™�Š�‡�•���–�Š�‹�•���‘�„�Œ�‡�…�–�‹�‘�•���‹�•���„�”�‘�—�‰�Š�–���—�’���‹�–�ï�•���•�‹�•�’�Ž�›���•�‘�–���–�”�—�‡�ä�������–�ï�•���ƒ�� 

�•�–�ƒ�Ž�Ž�� �–�ƒ�…�–�‹�…�ä�� �� ���Š�‡�›�ï�˜�‡�� �ƒ�Ž�”�‡�ƒ�†�›�� �–�ƒ�Ž�•�‡�†�� �–�‘�� �–�Š�‡�‹�”�� �•�’�‘�—�•�‡�� �ƒ�„�‘�—�–�� �–�Š�‹�•�ä�� �� ���•�›�‘�•�‡�� �™�Š�‘��

�ò�Š�ƒ�•���–�‘���–�ƒ�Ž�•���–�‘���–�Š�‡�‹�”���•�’�‘�—�•�‡���„�‘�•�•���ƒ�„�‘�—�–���‡�˜�‡�”�›�–�Š�‹�•�‰�ó���Š�ƒ�•���ƒ�Ž�”�‡�ƒ�†�›���†�‘�•�‡���•�‘���„�‡�ˆ�‘�”�‡��

coming to the presentation.   

 

Think about for a moment.  If you were to �„�‡���ˆ�ƒ�…�‹�•�‰���ò�����•�‡�‡�†���–�‘���–�ƒ�Ž�•���–�Š�‹�•���‘�˜�‡�”��

�™�‹�–�Š�� �•�›�� �„�‘�•�•�á�ó�� �›�‘�—�ï�†�� �•�‹�•�’�Ž�›�� �•�ƒ�›�á�� �ò���‘�‘�•�å�� �›�‘�—�”�� �„�‘�•�•�� �•�•�‘�™�•�� �›�‘�—�ï�”�‡�� �Š�‡�”�‡�å�� �Š�‡��

�•�•�‘�™�•���›�‘�—�ï�”�‡���Ž�‘�‘�•�‹�•�‰���ƒ�–���–�Š�‹�•���’�”�‘�†�—�…�–���•�‡�”�˜�‹�…�‡�å���Š�‡���•�•�‘�™�•���™�Š�ƒ�–���›�‘�—�”���…�‘�•�’�ƒ�•�›��

�•�‡�‡�†�•���ƒ�•�†���Š�‡���•�•�‘�™�•���–�Š�‹�•���‹�•���”�‹�‰�Š�–���ˆ�‘�”���›�‘�—�”���…�‘�•�’�ƒ�•�›�ä�������‡�–�ï�•���†�‘���–�Š�‹�•�ä�ó 

 

The cl�‘�•�‹�•�‰���ˆ�‘�”�•�—�Ž�ƒ�•�����ï�•���•�‘�™���ƒ�„�‘�—�–���–�‘���‰�‘���‘�˜�‡�”���™�‹�–�Š���›�‘�—���ƒ�”�‡���ƒ�„�•�‘�Ž�—�–�‡�Ž�›���•�‹�…�•�ä�������Š�‡�›�ï�”�‡��

�•�‘�•�‡���‘�ˆ���–�Š�‡���•�‘�•�–���’�‘�™�‡�”�ˆ�—�Ž���…�Ž�‘�•�‹�•�‰���ˆ�‘�”�•�—�Ž�ƒ�•�������•�•�‘�™���‘�ˆ�ä�������Š�‡���ˆ�‹�”�•�–���–�‹�•�‡���›�‘�—���Š�‡�ƒ�”���–�Š�‡�•���›�‘�—�ï�”�‡��

�•�‹�‰�Š�–���–�Š�‹�•�•�á���ò���Š�å�������†�‘�•�ï�–���•�•�‘�™�����‡�•�ä�������Š�‡�•�‡���ƒ�”�‡���’�”�‡�–�–�›���„�‘�Ž�†�ä���������†�‘�•�ï�–���•�•�‘�™���‹�ˆ�������…�ƒ�•���’�—�Žl these 

�‘�ˆ�ˆ�ä�ó���� 

 

���ˆ���›�‘�—���„�‡�Ž�‹�‡�˜�‡���–�Š�ƒ�–���‹�–�ï�•���ƒ�„�•�‘�Ž�—�–�‡�Ž�›���‡�•�•�‡�•�–�‹�ƒ�Ž���–�‘���‰�‡�–���›�‘�—�”���’�”�‘�†�—�…�–�•���•�‡�”�˜�‹�…�‡�•���‹�•�–�‘���–�Š�‡���Š�ƒ�•�†�•��

�‘�ˆ���›�‘�—�”���…�—�•�–�‘�•�‡�”�•�á���–�Š�‡�•���›�‘�—�ï�Ž�Ž���ˆ�‹�•�†���–�Š�‡���›�‘�—���Š�ƒ�˜�‡���‡�•�‘�—�‰�Š���…�‘�—�”�ƒ�‰�‡���ƒ�•�†���‹�•�–�‡�‰�”�‹�–�›���–�‘���•�‡�•�‘�”�‹�œ�‡��

and implement these.  Here we go. 

 

Agreement Close #1 (Can be money, terms, guarantee, whatever) 

Buyer:   �ò���‡�•�á���›�‘�—�”���•�‡�”�˜�‹�…�‡���‹�•���”�‡�ƒ�Ž�Ž�›���‡�š�’�‡�•�•�‹�˜�‡�ó 

You:  �ò���‹�”�á�������ƒ�‰�”�‡�‡���–�Š�ƒ�–���–�Š�‹�•���‹�•���ƒ���Ž�‘�–���‘�ˆ���•�‘�•�‡�›�ä���������•�‡�‡�†���›�‘�—�”���ò�����ó���Š�‡�”�‡���ƒ�•�†���Š�‡�”�‡�ä 
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NOTE:  ���‘�™���™�Š�ƒ�–���Œ�—�•�–���Š�ƒ�’�’�‡�•�‡�†�ë�������‘�—���ƒ�‰�”�‡�‡�†�á���„�—�–���›�‘�—���†�‹�†�•�ï�–���ˆ�‹�š���‹�–�ä�������‘�—�ï�”�‡�� 

handling �ƒ���…�‘�•�’�Ž�ƒ�‹�•�–�å���•�‘�–���ƒ�•���‘�„�Œ�‡�…�–�‹�‘�•�ä�������Š�‡���’�”�‘�•�’�‡�…�–���•�•�‡�™�����„�‡�ˆ�‘�”�‡���…�‘�•�‹�•�‰��

�–�‘�� �–�Š�‡���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•���� �–�Š�ƒ�–���™�Š�ƒ�–���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���…�‘�•�–�•�� �ƒ�� �Ž�‘�–���‘�ˆ�� �•�‘�•�‡�›�ä���� ���‰�”�‡�‡�‹�•�‰��

first rules of selling and it must be used as one of the first rules in negotiating 

���‹�ä�‡�ä�á���ò�…�Ž�‘�•�‹�•�‰�ó���ä 

 

Agreement Close #2 

Buyer:   �ò���‡�•�á���–�Š�‹�•���ò���ó���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���‹�•���ƒ���Ž�‘�–���‘�ˆ���•�‘�•�‡�›�ó 

You:  �ò���‹�”�á���›�‘�—�ï�”�‡���”�‹�‰�Š�–�å�ä�����–���‹�•���ƒ���Ž�‘�–���‘�ˆ���•�‘�•�‡�›�á���„�—�–�������‡�š�’�‡�…�–���–�Š�ƒ�–���›�‘�—���•�•�‡�™���–�Š�ƒ�–�� 

�„�‡�ˆ�‘�”�‡���…�‘�•�‹�•�‰���–�‘���–�Š�‡���ƒ�’�’�‘�‹�•�–�•�‡�•�–���–�‘�†�ƒ�›�ä�������‘�™�������•�‡�‡�†���›�‘�—�”���ò�����ó���Š�‡�”�‡���ƒ�•�†���Š�‡�”�‡�ä 

 

NOTE: Almost all of your prospects will complain before buying your prospect.  This 

is 100% normal, so agree with it then close.  Truth be told, I was shocked the 

first time I tried this close over 20 years ago.  I was even more shocked when 

�‹�–�� �™�‘�”�•�‡�†�å�� �ˆ�Ž�ƒ�™�Ž�‡�•�•�Ž�›�ä�� �� ���‰�”�‡�‡�� �™�‹�–�Š�� �…�‘�•�’�Ž�ƒ�‹�•�–�•�á�� �–�Š�‡�•�� �…�Ž�‘�•�‡�� �ƒ�•�†�� �›�‘�—�ï�Ž�Ž�� �•�‡�˜�‡�”��

�ò�•�‘�–�ó���—�•�‡���–�Š�‹�•���ƒ�‰�ƒ�‹�•�ä 

 

Agreement Close #3 

Buyer:   �ò���‡�•�á���–�Š�‹�•���ò���ó���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���‹�•���ƒ���Ž�‘�–���‘�ˆ���•�‘�•�‡�›�ó 

You:  �ò�����ƒ�‰�”�‡�‡�ä�������•���ˆ�ƒ�…�–�á���‡�˜�‡�”�›�‘�•�‡���–�Š�ƒ�–���Š�ƒ�•���‡�˜�‡�”���•�‹�‰�•�‡�†���—�’���ˆ�‘�”���–�Š�‹�•���’�”�‘�‰�”�ƒ�•���™�‹�–�Š�� 

me has said the EXACT the same thing. Now I need your approval here and 

�Š�‡�”�‡�ä�ó 

 

NOTE: ���‘�—�ï�”�‡���Ž�‡�–�–�‹�•�‰���–�Š�‡�•���•�•�‘�™���–�Š�ƒ�–���‡�˜�‡�”�›���‘�•�‡���‘�ˆ���›�‘�—�”���…�Ž�‹�‡�•�–�•���Š�ƒ�†���ƒ���•�‹�•�‹�Ž�ƒ�”���”�‡�ƒ�…�–�‹�‘�•��

�ƒ�•�†���•�–�‹�Ž�Ž���„�‘�—�‰�Š�–���–�Š�‡���’�”�‘�†�—�…�–�ä�������Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ���†�‹�•�…�‘�—�•�–�•���–�Š�‡���’�”�‘�•�’�‡�…�–�ï�•���”�‡�•�’�‘�•�•�‡��

as an objection and handles it as a complaint which does not prevent the sale 

�ˆ�”�‘�•���‘�…�…�—�”�”�‹�•�‰�ä�������‘�á���ƒ�…�•�•�‘�™�Ž�‡�†�‰�‡�á���ƒ�‰�”�‡�‡���ƒ�•�†���ƒ�ˆ�ˆ�‹�”�•���™�Š�ƒ�–���–�Š�‡�›�ï�˜�‡���•�ƒ�‹�†���„�—�–���–�Š�‡�•��

�›�‘�—���†�‹�•�…�‘�—�•�–�� �‹�–�� ���ƒ�� �„�‹�–���� �„�›�� �ƒ�•�•�—�•�‹�•�‰���–�Š�ƒ�–�� �‹�–�ï�•�� �•�‡�”�‡�Ž�›�� �ƒ�� �…�‘�•�’�Ž�ƒ�‹�•�–�� ���–�Š�ƒ�–�� �„�›�� �–�Š�‡��

�™�ƒ�›�á���Š�ƒ�•�•�ï�–���•�–�‘�’�’�‡�†���ƒ�•�›�‘�•�‡���‡�Ž�•�‡���ˆ�”�‘�•���Œ�‘�‹�•�‹�•�‰���„�—�›�‹�•�‰���‹�•�–�‘���–�Š�‡���’�”�‘�‰�”�ƒ�•���ä 

 

Proactive Formulas for Closing the Sale Almost Every Time 
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Formula #1:  The Pros and Cons 

�	�‘�”�•�—�Ž�ƒ���•�—�•�„�‡�”���‘�•�‡���‹�•���™�Š�ƒ�–���‹�•���•�•�‘�™�•���ƒ�•���–�Š�‡���ò���”�‘�•���ƒ�•�†�����‘�•�•�ó���•�‡�–�Š�‘�†�ä���������Š�‹�•���Š�ƒ�•���‘�ˆ�–�‡�•��

been referred to as the Ben Franklin formula, which I think is a bit cheeseball.  While the 

�•�…�”�‹�’�–�‹�•�‰���ˆ�‘�”���–�Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ���‹�•���•�‹�•�†���‘�ˆ���ˆ�—�•�•�›�á�������†�‘�•�ï�–���”�‡�…�‘�•�•�‡�•�†���›�‘�—���—�•�‡���‹�–�ä�������–�ï�• primarily for 

someone who has little to no sales training or experience.   

 

���Š�‡�� �•�…�‡�•�ƒ�”�‹�‘�� �‰�‘�‡�•�� �•�‘�•�‡�–�Š�‹�•�‰�� �Ž�‹�•�‡�� �–�Š�‹�•�� �™�Š�‡�•�� �›�‘�—�� ���‘�”�� �›�‘�—�”�� �•�ƒ�Ž�‡�•�� �”�‡�’���� �•�ƒ�›�•�á�� �ò���‡�Ž�Ž�á�� �›�‘�—��

know Mr. Samardich, one of the smartest people in the history of our country was a dude 

named B�‡�•���	�”�ƒ�•�•�Ž�‹�•�å�����ï�•���•�—�”�‡���›�‘�—�ï�˜�‡���Š�‡�ƒ�”�†���‘�ˆ���Š�‹�•�á���”�‹�‰�Š�–�ë�������Š�‡�•�‡�˜�‡�”�����‡�•���	�”�ƒ�•�•�Ž�‹�•���™�ƒ�•���ˆ�ƒ�…�‡�†��

with an important decision, he used a specific process that always helped him choose the 

best option.   

 

He would get out of piece of paper and draw a line smack dab down th�‡�� �•�‹�†�†�Ž�‡�å��

separating the paper into equal halves.  On the left side, he would write all the benefits of 

�–�ƒ�•�‹�•�‰���ƒ���…�‡�”�–�ƒ�‹�•���†�‡�…�‹�•�‹�‘�•�á���ƒ�•�†���–�Š�‡�•���‘�•���–�Š�‡���”�‹�‰�Š�–���•�‹�†�‡���Š�‡�ï�†���™�”�‹�–�‡���ƒ�Ž�Ž���–�Š�‡���•�‡�‰�ƒ�–�‹�˜�‡���”�‡�ƒ�•�‘�•�•���ˆ�‘�”��

�•�‘�–���•�ƒ�•�‹�•�‰���–�Š�ƒ�–���†�‡�…�‹�•�‹�‘�•�ä�����‡�ï�†���–�Š�‡�•���†�‘���ƒ���•�‹�†�‡-by-side comparison so he could visualize all 

the information he wrote down, which allowed him to make the best decision.  How about 

you and I do that right now?  Then the business owner/sales person pulls out the paper and 

starts writing.  

 

Using that formula is a bit �ƒ�•�ƒ�–�‡�—�”�‹�•�Š�� �ƒ�•�� ���� �•�‡�•�–�‹�‘�•�‡�†�á�� �„�—�–�� �›�‘�—�� �…�‘�—�Ž�†�� ���‹�ˆ�� �›�‘�—�ï�”�‡�� �•�‘��

�‹�•�…�Ž�‹�•�‡�†���� �—�•�‡���–�Š�ƒ�–���•�‡�–�Š�‘�†���–�‘�� �…�‘�•�’�Ž�‡�–�‡���–�Š�‡���…�‘�•�˜�‡�”�•�‹�‘�•�� �’�”�‘�…�‡�•�•�� �ƒ�•�†���•�ƒ�•�‡���–�Š�‡���•�ƒ�Ž�‡�ä���� ���ï�•�� �•�‘�–��

�ƒ�‰�ƒ�‹�•�•�–�� �—�•�‹�•�‰�� �–�Š�‹�•�� �ˆ�‘�”�•�—�Ž�ƒ�� �ƒ�•�� �Ž�‘�•�‰�� �ƒ�•�� �›�‘�—�ï�”�‡�� �†�‘�‹�•�‰�� �‹�–�� �‹�•�� �ƒ�� �™�ƒ�›�� �–�Š�ƒ�–�ï�•�� �”�‡�•�’�‡�…�–�ˆ�—�Ž�� �‘�ˆ�� �›�‘�—�”��

prospective customer and straightforward.  If done properly and honestly this method can 

work well in a similar manner as using a damaging admission in your sales copy.  

 

���‡�”�‡�ï�•���ƒ�•���‡�š�ƒ�•�’�Ž�‡���‘�ˆ���Š�‘�™���›�‘�—���•�‹�‰�Š�–���—�•�‡���‹�–�ä�������‡�–�ï�•���ƒ�•�•�—�•�‡���–�Š�ƒ�–���›�‘�—�ï�˜�‡���ƒ�Ž�”�‡�ƒ�†�›���•�ƒ�†�‡���›�‘�—�”��

stellar presentation, stated your guarantee and attempted to close the sale and get the 

�™�‹�•���™�‹�•���”�‡�Ž�ƒ�–�‹�‘�•�•�Š�‹�’���•�–�ƒ�”�–�‡�†���„�—�–���›�‘�—�ï�˜�‡���Š�‹�–���ƒ���•�•�ƒ�‰�ä�������Š�‡���’�”�‘�•�’�‡�…�–���‹�•�•�ï�–���…�‘�•�˜�‡�”�–�‹�•�‰���•�‘���•�‘�™���‹�–�ï�•��

time to implement this formula.   ���•�� �–�Š�‹�•�� �‡�š�ƒ�•�’�Ž�‡�� �Ž�‡�–�ï�•�� �•�ƒ�›�� �–�Š�ƒ�–�� �›�‘�—�ï�”�‡�� �•�‡�Ž�Ž�‹�•�‰�� �ƒ�� �Š�‹�‰�Š-end 

se�”�˜�‹�…�‡�ä�� �� ���‘�—�� �•�‹�‰�Š�–�� �•�ƒ�›�á�� �ò���‘�™�� �Ž�‹�•�–�‡�•�� ���‘�„�å�� �‹�ˆ�� �›�‘�—�ï�”�‡�� �•�‘�–�� �•�—�”�‡�� �–�Š�ƒ�–�� �›�‘�—�� �•�Š�‘�—�Ž�†�� �•�ƒ�•�‡�� �–�Š�‡��

�†�‡�…�‹�•�‹�‘�•�� �ƒ�•�†�� �‰�‡�–�� �•�–�ƒ�”�–�‡�†�� �–�‘�†�ƒ�›�� �™�‹�–�Š�� �–�Š�‹�•�� �–�‘�†�ƒ�›�á�� ���� �”�‡�ƒ�Ž�Ž�›�� �™�ƒ�•�–�� �–�‘�� �–�ƒ�Ž�•�� �–�Š�‹�•�� �‘�˜�‡�”�� �™�‹�–�Š�� �›�‘�—�å��
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�„�‡�…�ƒ�—�•�‡���ƒ�•���‰�”�‡�ƒ�–���ƒ�•���‘�—�”���•�‡�”�˜�‹�…�‡���‹�•�å�������—�•�†�‡�”�•�–�ƒ�•�†���–�Š�ƒ�–���‹�–�ï�•���•�‘�–���’�‡�”�ˆ�‡�…�–���ˆ�‘�”���‡�˜�‡�”�›�‘�•e.  I really 

�™�ƒ�•�–�� �›�‘�—�� �–�‘�� �„�‡�� �•�—�”�‡�� �–�Š�‹�•�� �‹�•�� �”�‹�‰�Š�–�� �ˆ�‘�”�� �›�‘�—�� �™�Š�‡�•�� �›�‘�—�� �‹�•�˜�‡�•�–�� �‹�•�� �–�Š�‹�•�� �•�‡�”�˜�‹�…�‡�� �™�‹�–�Š�� �—�•�ä�ó�� �� ���•�� �–�Š�‡��

example above, I included a somewhat high-level tool called a presupposition.    

 

���›�� �•�ƒ�›�‹�•�‰�á�� �ò�å�� �™�Š�‡�•�� �›�‘�—�� �‹�•�˜�‡�•�–�� �‹�•�� �–�Š�‹�•�� �•�‡�”�˜�‹�…�‡�� �™�‹�–�Š�� �—�•�ó�� ���ï�•�� �’�”�‡�•�—�’�’�‘�•�‹�•�‰�� �–�Š�ƒ�–�� �›�‘�—�ï�”�‡��

actually going to invest in our service.  This is a nice (yet powerful) NLP tactic that can help 

someone get over the hump and complete their purchase.  ���‘�™�� ���� �†�‘�•�ï�–�� �ƒ�…�–�—�ƒ�Ž�Ž�›�� �•�•�‘�™��

NLP, nor do I think you can use it to convince someone to do s�‘�•�‡�–�Š�‹�•�‰���ƒ�‰�ƒ�‹�•�•�–���–�Š�‡�‹�”���™�‹�Ž�Ž�å��

but it can certainly provide that much-needed nudge your prospects may need to make that 

win/win purchase from you.  

 

���”�ƒ�ˆ�–�‹�•�‰�� �ƒ�•�†�� �—�•�‹�•�‰�� �ƒ�� �‰�”�‡�ƒ�–�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�� ���ˆ�‘�”�� �ƒ�� �‰�”�‡�ƒ�–�� �’�”�‘�†�—�…�–�� �ƒ�•�†���‘�”�� �•�‡�”�˜�‹�…�‡���� �–�Š�ƒ�–�ï�•��

delivered in a compelling�á���”�‡�•�’�‡�…�–�ˆ�—�Ž���™�ƒ�›���‹�•���‰�‘�‹�•�‰���–�‘���’�”�‘�†�—�…�‡���ˆ�ƒ�”���•�‘�”�‡���•�—�…�…�‡�•�•�‡�•�ä�������•�†���–�Š�ƒ�–�ï�•��

�”�‡�ƒ�Ž�Ž�›���™�Š�ƒ�–���–�Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ���‹�•���ƒ�Ž�Ž���ƒ�„�‘�—�–�ä�����”�‡�•�—�’�’�‘�•�‹�–�‹�‘�•���‹�•���ƒ�•���‡�ˆ�ˆ�‡�…�–�‹�˜�‡���–�‘�‘�Ž���„�‡�…�ƒ�—�•�‡���™�Š�‡�•���›�‘�—�ï�”�‡��

�•�ƒ�›�‹�•�‰�á���ò�™�ƒ�•�–���›�‘�—���–�‘�� �„�‡���•�—�”�‡���–�Š�‹�•�� �‹�•�� �”�‹�‰�Š�–���ˆ�‘�”�� �›�‘�—�á�ó���›�‘�—�ï�”�‡���‰�‹�˜�‹�•�‰���ƒ�•�� �‡�•�„�‡�†�†�‡�†���…�‘�•�•�ƒ�•�†�å��

�ò�–�Š�‹�•�� �‹�•�� �”�‹�‰�Š�–�� �ˆ�‘�”�� �›�‘�—�á�� �™�Š�‡�•�� �›�‘�—�� �‹�•�˜�‡�•�–�� �‹�•�� �–�Š�‹�•�� �•�‡�”�˜�‹�…�‡�� �™�‹�–�Š�� �—�•�ä�ó�� �� �ò���Š�‡�•�� �›�‘�—�� �‹�•�˜�‡�•�–�� �‹�•�� �–�Š�‹�•��

�•�‡�”�˜�‹�…�‡���™�‹�–�Š���—�•�ó���‹�•���ƒ�Ž�•�‘���ƒ���’�”�‡�•�—�’�’�‘�•�‹�–�‹�‘�•�ä������ 

 

���‘�á���Ž�‡�–�ï�•���†�‹�‰���ƒ���Ž�‹�–�–�Ž�‡���†�‡�‡�’�‡�”���ƒ�•�†���‡�š�ƒ�•�‹�•�‡���Š�‘�™���–�Š�‡���’�”�‘�•���ƒ�•�†���…�‘�•�•���ˆ�‘�”�•�—�Ž�ƒ���”�‡�ƒ�Ž�Ž�›���™�‘�”�•�•�ä����

���‡�ï�˜�‡�� �ƒ�Ž�”�‡�ƒ�†�›�� �•�ƒ�‹�†�á�� �ò�å�ƒ�•�� �‰�”�‡�ƒ�–�� �ƒ�•�� �‘�—�”�� �•�‡�”�˜�‹�…�‡�� �‹�•�å�� ���� �—�•�†�‡�”�•�–�ƒ�•�†�� �–�Š�ƒ�–�� �‹�–�ï�•�� �•�‘�–�� �’�‡�”�ˆ�‡�…�–�� �ˆ�‘�”��

everyone.  I really want you to be sure this is right for you when you invest in this service 

�™�‹�–�Š���—�•�ä�ó���� 

 

���•���™�‡���…�‘�•�–�‹�•�—�‡���„�›���‹�•�’�Ž�‡�•�‡�•�–�‹�•�‰���–�Š�‡���’�”�‘�•���ƒ�•�†���…�‘�•�•���ˆ�‘�”�•�—�Ž�ƒ���™�‡���–�Š�‡�•���•�ƒ�›�á���ò���Š�ƒ�–�ï�•���™�Š�›��

we should ta�•�‡���ƒ���•�‹�•�—�–�‡���ƒ�•�†���Œ�—�•�–���‰�‘���–�Š�”�‘�—�‰�Š���–�Š�‡���’�”�‘�•���ƒ�•�†���…�‘�•�•���‘�ˆ���™�Š�ƒ�–���™�‡�ï�”�‡���ƒ�„�‘�—�–���–�‘���†�‘��

�–�‘�‰�‡�–�Š�‡�”�ä�ó�����•���–�Š�‹�•���…�ƒ�•�‡�á���™�‡�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���ƒ�•���‹�•�ƒ�‰�‹�•�ƒ�”�›���Š�‹�‰�Š-�‡�•�†���•�‡�”�˜�‹�…�‡�ä���������‡�ï�”�‡���’�”�‡�•�—�’�’�‘�•�‹�•�‰���–�Š�ƒ�–��

they prospect is actually going to be investing in the service.    

 

The next step in �–�Š�‹�•���’�”�‘�…�‡�•�•���‹�•���’�”�‡�–�–�›���•�‹�•�’�Ž�‡���„�‡�…�ƒ�—�•�‡���™�‡�ï�”�‡���‰�‘�‹�•�‰���–�‘���Ž�‹�•�–���‘�—�–���–�Š�‡���’�”�‘�•��

�ƒ�•�†���…�‘�•�•���‘�ˆ���–�Š�‡���•�‡�”�˜�‹�…�‡�ä�������ï�Ž�Ž���‰�‹�˜�‡���›�‘�—���ƒ�•���ƒ�…�–�—�ƒ�Ž���‡�š�ƒ�•�’�Ž�‡���ˆ�”�‘�•���‘�•�‡���‘�ˆ���•�›���‘�™�•���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�•���•�‘��

you can see how it can be used in real situations.  This example was taken from a recent 
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presentation I did where I did a webinar presentation for an upcoming training class I was 

�‰�‹�˜�‹�•�‰�ä�������Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ���™�‘�”�•�‡�†���‡�š�…�‡�’�–�‹�‘�•�ƒ�Ž�Ž�›���™�‡�Ž�Ž���ƒ�•�†���Š�‡�”�‡�ï�•���‡�š�ƒ�…�–�Ž�›���™�Š�ƒ�–�������•�ƒ�‹�†�å�� 

 

�ò���������������� �ó�ã 

�x ���–�ï�•���ƒ���’�”�‘�˜�‡�•���•�‡�–�Š�‘�†�‘�Ž�‘�‰�› 

�x I�ï�˜�‡���„�‡�‡�•���’�‡�”�•�‘�•�ƒ�Ž�Ž�›���†�‘�‹�•�‰���–�Š�‹�•���ˆ�‘�”���ƒ���Ž�‘�•�‰���–�‹�•e 

�x I have a ton of experience with this 

�x �����•�•�‘�™���™�Š�ƒ�–���™�‘�”�•�•���ƒ�•�†�������•�•�‘�™���™�Š�ƒ�–���†�‘�‡�•�•�ï�– 

�x ���‘�—���†�‘�•�ï�–���•�‡�‡�†���–�Š�ƒ�–���•�ƒ�•�›���•�ƒ�Ž�‡�•���–�‘���‰�‡�•�‡�”�ƒ�–�‡���ƒ���‰�‘�‘�†���”�‡�˜�‡�•�—�‡���‹�•���›�‘�—�”���„�—�•�‹�•�‡�•�•���������™�ƒ�•��

selling a high-ticket service) 

�x ���‘�� �‹�•�’�Ž�‡�•�‡�•�–�� �–�Š�‹�•�á�� �›�‘�—���†�‘�•�ï�–�� �•�‡�‡�†�� �ƒ�� �–�‘�•�� �‘�ˆ�� �–�”�ƒ�ˆ�ˆ�‹�…���„�‡�…�ƒ�—�•�‡�� �›�‘�—�ï�”�‡�� �•�‡�Ž�Ž�‹�•�‰���‡�š�’�‡�•�•�‹�˜�‡��

stuff. 

�x ���•���ƒ���”�‡�•�—�Ž�–�á���›�‘�—���†�‘�•�ï�–���•�‡�‡�†���–�Š�ƒ�–���•�ƒ�•�›���…�—�•�–�‘�•�‡�”�•���„�‡�ˆ�‘�”�‡���‹�–���’�ƒ�›�•���ˆ�‘�”���‹�–�•�‡�Ž�ˆ�ä 

�x ���‘�—���†�‘�•�ï�–���•�‡�‡�†���ƒ���„�‹�‰���Ž�‹�•�–���ƒ�•�†���›�‘�—���†�‘�•�ï�–���•�‡�‡�†���–�‘���„�‡���ƒ�•���ƒ�•�ƒ�œ�‹�•�‰���…�‘�’�›�™�”�‹�–�‡�”���„�‡�…�ƒ�—�•�‡���‘�ˆ��

the way the sales process works.  

�x ���•�†���›�‘�—���”�‡�ƒ�Ž�Ž�›���™�‘�•�ï�–���‡�˜�‡�”���Š�ƒ�˜�‡��to sell hard if you follow the steps like I just showed 

you.   

 

���–�ï�•�� �…�”�‹�–�‹�…�ƒ�Ž�Ž�›�� �‹�•�’�‘�”�–�ƒ�•�–�� �–�‘�� �”�‡�•�‡�•�„�‡�”�� �–�Š�ƒ�–�� �„�‡�ˆ�‘�”�‡�� �›�‘�—�� �—�•�‡�� �ƒ�•�›�� �‘�ˆ�� �–�Š�‡�•�‡ formulas to 

�…�‘�•�•�—�•�•�ƒ�–�‡�� ���‹�ä�‡�ä�á�� �ò�…�Ž�‘�•�‡�ó���� �–�Š�‡�� �•�ƒ�Ž�‡�å�� �›�‘�—�� �•�—�•�–�� �’�”�‘�˜�‹�†�‡ your prospect with quality 

information that helps them. 

 

���ˆ���›�‘�—�ï�˜�‡���™�‘�”�•�‡�†���™�‹�–�Š���•�‡���ˆ�‘�”���ƒ���™�Š�‹�Ž�‡���ƒ�Ž�”�‡�ƒ�†�›���›�‘�—���•�•�‘�™���–�Š�ƒ�–���–�Š�‹�•���‹�•���ƒ���‰�‘�Ž�†�‡�•���”�—�Ž�‡�������•�‡�˜�‡�”��

�˜�‹�‘�Ž�ƒ�–�‡�ä�������ˆ���›�‘�—���Š�ƒ�˜�‡�•�ï�–���ƒ�Ž�”�‡�ƒ�†�›���™�‘�”�•�‡�†���™�‹�–�Š���•�‡�á���–�Š�‡�•���›�‘�—���•�Š�‘�—�Ž�†���•�•�‘�™���–�Š�ƒ�–���‘�•�‡���‘�ˆ���•�›���‰�‘�Ž�†�‡�•��

rules is that I refuse to present an offer without first establishing a relationship with my 

�’�”�‘�•�’�‡�…�–�•�ä�����Š�‡���‘�•�Ž�›���–�‹�•�‡�������–�Š�‹�•�•���–�Š�ƒ�–���‹�–�ï�•���‘�•�ƒ�›���ˆ�‘�”���›�‘�—���–�‘���˜�‹�‘�Ž�ƒ�–�‡���–�Š�‹�•���”�—�Ž�‡���‹�•���‹�ˆ���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰��

�•�‘�•�‡�–�Š�‹�•�‰���–�Š�ƒ�–�ï�•���‹�•�‡�š�’�‡�•�•�‹�˜�‡�å���•�ƒ�›���—�•�†�‡�”���D�s�r�r�ä���� 

 

This could be a book, report, or an inexpensive system of some sort where the 

�’�”�‘�•�’�‡�…�–�ï�•���†�‡�…�‹�•�‹�‘�•���‹�•�•�ï�–���‰�‘�‹�•�‰���–�‘���„�‡���ƒ�Ž�Ž���–�Š�ƒ�–���„�‹�‰�ä�������ˆ���‘�•���–�Š�‡���‘�–�Š�‡�”���Š�ƒ�•�†�á���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���•�‘�•�‡�–�Š�‹�•�‰��

�–�Š�ƒ�–�ï�•���‰�‘�‹�•�‰���–�‘���”�‡�“�—�‹�”�‡���›�‘�—�”���’�”�‘�•�’�‡�…�–���–�‘���•�ƒ�•�‡���ƒ�•���‡�•�‘�–�‹�‘�•�ƒ�Ž���†�‡�…�‹�•�‹�‘�•�å���™�Š�‹�…�Š���•�‡�ƒ�•�•���–�Š�ƒ�–���™�Š�ƒ�–��

�›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���‹�•�� �‡�š�’�‡�•�•�‹�˜�‡�å���›�‘�—���•�Š�‘�—�Ž�†���ƒ�Ž�™�ƒ�›�•�� �Š�‡�Ž�’�� �–�Š�‡�•�� �ƒ�…�Š�‹�‡�˜�‡���•�‘�•�‡���‘�ˆ�� �–�Š�‡ result they 
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�™�ƒ�•�–�á���’�”�‹�‘�”���–�‘���•�ƒ�•�‹�•�‰���›�‘�—�”���‘�ˆ�ˆ�‡�”�ä�������•���–�Š�‹�•���•�‡�š�–���‡�š�ƒ�•�’�Ž�‡���‘�ˆ���ƒ���ò�’�”�‘�ó�������—�•�‡�†���‹�•���•�›���™�‡�„�‹�•�ƒ�”�����ï�˜�‡��

already demonstrated that I can help them by actually helping them.  So, when you read this, 

�”�‡�•�‡�•�„�‡�”�á���›�‘�—���…�ƒ�•���—�•�‡���–�Š�‹�•���‡�š�ƒ�•�’�Ž�‡���‹�•���›�‘�—�”���…�Ž�‘�•�‡�å���ƒ�•�•�—�•�‹�•�‰���›�‘�—�ï�˜�‡���ƒ�Ž�”�‡�ƒ�†�›���Š�‡�Ž�’�‡�†���–�Š�‡�•���ƒ��

bit.  

 

�ò���‘�—���†�‘�•�ï�–���•�‡�‡�†���–�‘���•�‡�Ž�Ž���Š�ƒ�”�†�ä�������–�ï�•���”�‡�ƒ�Ž�Ž�›���‰�‘�‹�•�‰���–�‘���Š�‡�Ž�’���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���™�Š�‡�•���›�‘�—���†�‘���–�Š�‹�•��

�ƒ�•�†�� �”�‡�•�‡�•�„�‡�”�å�� �›�‘�—�ï�”�‡�� �ƒ�Ž�•�‘�� �‰�‘�‹�•�‰�� �–�‘�� �‰�‡�–�� �ƒ�� �Ž�‘�–�� �‘�ˆ�� �’�‡�”�•�‘�•�ƒ�Ž�� �Š�‡�Ž�’�� �ˆ�”�‘�•�� �•�‡�ä�ó�� �� ���Š�‹�•�� ���ƒ�•�� ���� �Œ�—�•�–��

mentioned) was another pro for taking the class with me.  One additional benefit I noted was, 

�ò���Š�‡�•���›�‘�—���–�ƒ�•�‡���–�Š�‹�•���…�Ž�ƒ�•�•���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���„�‡���™�‘�”�•�‹�•�‰���™�‹�–�Š���Ž�‹�•�‡-�•�‹�•�†�‡�†���’�‡�‡�”�•���„�‡�…�ƒ�—�•�‡���™�‡�ï�Ž�Ž��

�ƒ�Ž�Ž�� �„�‡�� �™�‘�”�•�‹�•�‰�� �–�‘�‰�‡�–�Š�‡�”�� �ƒ�•�� �‘�•�‡�� �„�‹�‰�� �ˆ�‡�Ž�Ž�‘�™�•�Š�‹�’�ä�ó�� ���‘�™�� �™�Š�‹�Ž�‡�� ���ï�˜�‡�� �Ž�‹�•�–�‡�†�� �ƒ�� �„�—�•�…�Š�� �‘�ˆ�� �’�”�‘�•�� �ˆ�‘�”��

taking my class, I wan�–���–�‘�� �„�‡���ˆ�ƒ�‹�”�� �ƒ�•�†���•�–�ƒ�–�‡���‡�•�’�Š�ƒ�–�‹�…�ƒ�Ž�Ž�›�� �–�Š�ƒ�–���‹�–�ï�•�� �•�‘�–���•�—�•�•�Š�‹�•�‡���ƒ�•�†���…�‘�–�–�‘�•-

candy.   

 

���‡�”�‡�ï�•���•�‘�•�‡�–�Š�‹�•�‰���‡�Ž�•�‡�������–�‘�Ž�†���–�Š�‡�•�á���ò���‹�•�–�‡�•�å���–�Š�‹�•���‹�•���•�‘�–���ƒ�Ž�Ž���•�—�•�•�Š�‹�•�‡���ƒ�•�†���…�‘�–�–�‘�•���…�ƒ�•�†�›�å��

�‹�–�ï�•���ƒ���‰�”�‡�ƒ�–���…�Ž�ƒ�•�•���„�—�–���‹�–�ï�•���•�‘�–���’�‡�”�ˆ�‡�…�–�ä�ó�������ƒ�Ž�•�‘���–�‘�Ž�†���–�Š�‡�•���”�‹�‰�Š�–���—�’���ˆ�”�‘�•�–���–�Š�ƒ�–���–�Š�‹�•���…�Ž�ƒ�•�• �™�ƒ�•�•�ï�–���‰�‘�‹�•�‰��

�–�‘���„�‡���…�Š�‡�ƒ�’�ä�����ò���Š�‹�•���…�Ž�ƒ�•�•���‹�•���‡�š�’�‡�•�•�‹�˜�‡���ƒ�•�†���‹�–�ï�•���‰�‘�‹�•�‰���–�‘���–�ƒ�•�‡���ƒ���’�”�‡�–�–�›���•�‹�‰�•�‹�ˆ�‹�…�ƒ�•�–���‹�•�˜�‡�•�–�•�‡�•�–���‘�ˆ��

your time.  Completing this class can yield amazing results for your business, but make no 

�•�‹�•�–�ƒ�•�‡�å���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���Š�ƒ�˜�‡���–�‘���™�‘�”�•���Š�ƒ�”�†���‹�ˆ���›�‘�—���†�‡�…�‹de to take the class.  So, I want to be 

�…�Ž�‡�ƒ�”���ƒ�•�†���–�‡�Ž�Ž���›�‘�—���–�Š�ƒ�–���›�‘�—���•�‡�‡�†���–�‘���ˆ�—�Ž�Ž�›���…�‘�•�•�‹�–���–�Š�‡���–�‹�•�‡���ƒ�•�†���‡�ˆ�ˆ�‘�”�–���–�‘���…�‘�•�’�Ž�‡�–�‹�•�‰���‹�–���‘�”���›�‘�—�ï�”�‡��

�•�‘�–���‰�‘�‹�•�‰���–�‘���”�‡�ƒ�Ž�‹�œ�‡���ƒ�Ž�Ž���–�Š�‡�•�‡���„�‡�•�‡�ˆ�‹�–�•�ä�ó�� 

 

Of course, we also have to address the question that always comes up, which �‹�•�á���ò���Š�ƒ�–��

�‹�ˆ���‹�–���†�‘�‡�•�•�ï�–���™�‘�”�•���ˆ�‘�”���•�‡�ë�ó�������›���ƒ�•�•�™�‡�”���‹�•���’�”�‡�–�–�›���•�—�…�Š���ƒ�Ž�™�ƒ�›�•���–�Š�‡���•�ƒ�•�‡���™�Š�‹�…�Š���‹�•�á���ò���‡�Ž�Ž�á���“�—�‹�–�‡��

�ˆ�”�ƒ�•�•�Ž�›���‹�–���•�‹�‰�Š�–���•�‘�–�ä�������ˆ���›�‘�—�ï�”�‡���•�‘�–���™�‹�Ž�Ž�‹�•�‰���–�‘���‹�•�˜�‡�•�–���–�Š�‡���–�‹�•�‡�á���‡�ˆ�ˆ�‘�”�–���ƒ�•�†���”�‡�ƒ�Ž�Ž�›���™�‘�”�•���ƒ�–���‹�–�å���‹�ˆ��

�›�‘�—�ï�”�‡���•�‘�–���™�‹�Ž�Ž�‹�•�‰���–�‘���‹�•�˜�‡�•�–���‹�•���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰�å���‹�ˆ���›�‘�—�ï�”�‡���•�‘�–���™�‹�Ž�Ž�‹�•�‰���–�‘���ˆ�‘�Ž�Ž�‘�™���†�‹�”�‡�…�–�‹�‘�•�•�å���‹�ˆ���›�‘�—�ï�”�‡��

�•�‘�–���™�‹�Ž�Ž�‹�•�‰���–�‘���•�–�‹�…�•���–�Š�”�‘�—�‰�Š���–�Š�‡���‹�•�‡�˜�‹�–�ƒ�„�Ž�‡���…�Š�ƒ�Ž�Ž�‡�•�‰�‡�•�å���‹�–�ï�•���†�‡�ˆ�‹�•�‹�–�‡�Ž�›���•�‘�–���‰�‘�•�•�ƒ���™�‘�”�•���ˆ�‘�”���›�‘�—��

�ƒ�•�†���›�‘�—���•�Š�‘�—�Ž�†�•�ï�–���•�‹�‰�•���—�’�ä�ó�� 

 

���ˆ���›�‘�—�ï�Ž�Ž���’�ƒ�›���ƒ�–�–�‡�•�–�‹�‘�•���–�‘���™�Š�ƒ�–�������Œ�—�•�–���†�‹�†���›�‘�—�ï�Ž�Ž���•�‘�–�‹�…�‡���–�Š�ƒ�–�������•�‹�•�’�Ž�›���”�‡�•�–�ƒ�–�‡�†���ƒ�Ž�Ž���–�Š�‡ really 

big benefits of working with me and then listed all the most common objections.  This next 

point that I want to make is significant and important that you understand. Quite frequently, 

�–�Š�‡���‘�„�Œ�‡�…�–�‹�‘�•�•���™�‡���Š�‡�ƒ�”���ˆ�”�‘�•���’�”�‘�•�’�‡�…�–�•���ƒ�”�‡�•�ï�–���”�‡�ƒ�Ž�Ž�›���‘�„�Œ�‡�…�–�‹�‘�•�•�å �–�Š�‡�›�ï�”�‡���•�‹�•�’�Ž�›���…�‘�•�’�Ž�ƒ�‹�•�–�•�ä����
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���•���ƒ�•���‡�š�ƒ�•�’�Ž�‡�á���ò���ƒ�•�å���–�Š�‹�•���‹�•���‡�š�’�‡�•�•�‹�˜�‡�ä�ó�������‘�—�ï�”�‡���ƒ�„�•�‘�Ž�—�–�‡�Ž�›���…�‘�”�”�‡�…�–�ä�����ò���‘�™�å���–�Š�‹�•���‹�•���‰�‘�•�•�ƒ��

�”�‡�“�—�‹�”�‡���ƒ���Ž�‘�–���‘�ˆ���•�›���–�‹�•�‡�ä�ó�������‡�’�å���”�‹�‰�Š�–���ƒ�‰�ƒ�‹�•�ä��  When you book a trip to Kodiak Island to bow 

�Š�—�•�–���ˆ�‘�”�����”�‘�™�•�����‡�ƒ�”�•���ƒ�•�†���–�Š�‡���‰�—�‹�†�‡���•�ƒ�›�•�á���ò���Š�ƒ�–�ï�Ž�Ž���„�‡���D�u�w�á�r�r�r�ó���å���ƒ�•�†���›�‘�—���•�ƒ�›�á���ò���Š�‘�ƒ�å���–�Š�ƒ�–��

�•�—�”�‡���‹�•�� �‡�š�’�‡�•�•�‹�˜�‡�ó���ä�ä�ä�����‘�—�ï�”�‡���•�‹�•�’�Ž�›�� �•�ƒ�•�‹�•�‰���–�Š�‡���’�‘�‹�•�–���–�Š�ƒ�–���‹�–�ï�•���‡�š�’�‡�•�•�‹�˜�‡���–�‘�� �Š�—�•�–���‘�•�� ���‘�†�‹�ƒ�•��

���•�Ž�ƒ�•�†���ˆ�‘�”�����”�‘�™�•�����‡�ƒ�”�•�ä�������‘�—�ï�”�‡���•�‘�–���‰�‘�‹�•�‰���–�‘���•�ƒ�›�����‘�”���ƒ�–���Ž�‡�ƒ�•�–�������†�‹�†�•�ï�–���á���ò���Š�å�������†�‘�•�ï�–���™�ƒ�•�•�ƒ���†�‘��

�‹�–���•�‘�™�á���‹�–�ï�•���–�‘�‘���‡�š�’�‡�•�•�‹�˜�‡�ó���å���—�•�Ž�‡�•�•���›�‘�—���•�‹�•�’�Ž�›���…�ƒ�•�ï�–���ƒ�ˆ�ˆ�‘�”�†���‹�–�ä�� 

 

���•���ƒ�†�†�‹�–�‹�‘�•�ƒ�Ž���•�‘�–�‡�����ï�†���Ž�‹�•�‡���–�‘���•�ƒ�•�‡���‹�•���–�Š�ƒ�–���•�›���Ž�‹�•�–���‘�ˆ�����”�‘�•���‹�•���•�—�…�Š���Ž�ƒ�”�‰�‡�”���–�Š�ƒ�•���–�Š�‡�����‘�•�•�ä����

���–�ï�•���Ž�ƒ�‹�†���‘�—�–���–�Š�ƒ�–���™�ƒ�›���„�‡�…�ƒ�—�•�‡���–�Š�‡�”�‡���ƒ�”�‡���Ž�‹�–�‡�”�ƒ�Ž�Ž�›���•�ƒ�•�›���•�‘�”�‡�����”�‘�•���–�‘���™�Š�ƒ�–�����ï�•���‘�ˆ�ˆ�‡�”�‹�•�‰���–�Š�ƒ�•��

there are Cons.  After reviewing the Pros and Cons with the prospect I simply restated my 

�‘�ˆ�ˆ�‡�”�ä���������•�ƒ�‹�†�á���ò���‡�Ž�Ž���ˆ�‘�Ž�•�•�á���‹�ˆ���ƒ�ˆ�–�‡�”���Ž�‘�‘�•�‹�•�‰���ƒ�–���ƒ�Ž�Ž���–�Š�‹�•���™�‹�–�Š���•�‡���ƒ�•�†���‹�ˆ���‹�–���Ž�‘�‘�•�•���Ž�‹�•�‡���–�Š�‹�•���•�ƒ�•�‡�•���•�‡�•�•�‡��

�–�‘���›�‘�—�á���–�Š�‡�•���›�‘�—���”�‡�ƒ�Ž�Ž�›���•�‡�‡�†���–�‘���‰�‘���ƒ�Š�‡�ƒ�†���ƒ�•�†���‡�•�”�‘�Ž�Ž���‹�•���–�Š�‡���–�”�ƒ�‹�•�‹�•�‰���–�‘�†�ƒ�›�ä�������Ž�•�‘�á���†�‘�•�ï�–���ˆ�‘�”�‰et 

�–�Š�ƒ�–�� �›�‘�—�ï�”�‡�� �‰�‡�–�–�‹�•�‰�� �ƒ�Ž�Ž�� �–�Š�‡�� �„�‘�•�—�•�‡�•�� ���� �•�Š�‘�™�‡�†�� �›�‘�—�� �ƒ�•�� �‡�•�’�‡�…�‹�ƒ�Ž�Ž�›�� �”�‡�•�‡�•�„�‡�”�� �–�Š�ƒ�–�� �–�Š�‡�� �‘�ˆ�ˆ�‡�”�� �‹�•��

�‰�‘�‹�•�‰���–�‘���‡�š�’�‹�”�‡���‹�•�å�á���‡�–�…�ä�ó�����Š�ƒ�–���™�ƒ�•���ƒ���˜�‡�”�›���•�—�…�…�‡�•�•�ˆ�—�Ž���t�•�†���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•���Ž�ƒ�›�‡�”�‡�†���‘�•�–�‘���–�Š�‡���ˆ�‹�”�•�–�ä�� 

 

�	�‘�”�•�—�Ž�ƒ���S�t�ã���ò���Š�ƒ�–�����ï�•�����‡�ƒ�Ž�Ž�›�����‡�ƒ�”�‹�•�‰�����•�å�ó 

���‘�•�˜�‡�”�•�‹�‘�•�� �ˆ�‘�”�•�—�Ž�ƒ�� �•�—�•�„�‡�”�� �–�™�‘�� �…�ƒ�•�� �„�‡�� �˜�‡�”�›�� �‡�ˆ�ˆ�‡�…�–�‹�˜�‡�� �ƒ�•�†�� �‹�–�ï�•�� �”�‡�ƒ�Ž�Ž�›�� �“�—�‹�–�‡�� �•�‹�•�’�Ž�‡�� �–�‘��

�‹�•�’�Ž�‡�•�‡�•�–�ä���������‘�—���†�‘���›�‘�—�”���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�å���›�‘�—�ï�˜�‡���†�‡�Ž�‹�˜�‡�”�‡�†���˜�ƒ�Ž�—�‡�å�•�–�ƒ�–�‡���›�‘�—�”���‰�—�ƒ�”�ƒ�•�–�‡�‡�å���–�Š�‡�•��

complete your conversion sequence.  When the prospect throws up an objection you simply 

�•�ƒ�›�á���ò���Š�ƒ�–�����ï�•���”�‡�ƒ�Ž�Ž�›���Š�‡�ƒ�”�‹�•�‰���‹�•�å�ó���� 

 

���Š�‹�•�� �‹�•�� �–�Š�‡�� �Ž�ƒ�•�‰�—�ƒ�‰�‡�� �›�‘�—�ï�Ž�Ž�� �—�•�‡�� �–�‘�� �‘�˜�‡�”�…�‘�•�‡�� �ƒ�•�� �‘�„�Œ�‡�…�–�‹�‘�•���•���� �–�Š�‡�›�� �•�ƒ�›�� �Š�ƒ�˜�‡�ä�� ���–�ï�•��

�‹�•�’�‘�”�–�ƒ�•�–���–�‘���”�‡�•�‡�•�„�‡�”���–�Š�ƒ�–���–�Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ���‹�•���‹�•�’�Ž�‡�•�‡�•�–�‡�†���ƒ�ˆ�–�‡�”���›�‘�—�ï�˜�‡���•�ƒ�†�‡���›�‘�—�”���’�”�‹�•�ƒ�”�›��

offer to the prospect and they in turn have thrown up an objection.  You simply restate their 

�‘�„�Œ�‡�…�–�‹�‘�•���‹�•���–�Š�‡���ˆ�‘�”�•���‘�ˆ���ƒ���“�—�‡�•�–�‹�‘�•���ƒ�•�†���–�Š�‡�•���›�‘�—���”�‡�ˆ�”�ƒ�•�‡�����ƒ�•�†���”�‡�•�–�ƒ�–�‡�����‹�–���„�›���•�ƒ�›�‹�•�‰�á���ò���Š�ƒ�–��

���ï�•���”�‡�ƒ�Ž�Ž�›���Š�‡�ƒ�”�‹�•�‰���‹�•�å�ó�� ���‘�á���Ž�‡�–�ï�•���•�ƒ�›���–�Š�ƒ�–���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���ƒ���	�ƒ�…�‡�„�‘�‘�•�����ƒ�”�•�‡�–�‹�•�‰�����”�ƒ�‹�•�‹�•�‰�����›�•�–�‡�•��

�ƒ�•�†���›�‘�—�”���’�‘�Ž�‹�…�›���‹�•�á���ò���Ž�Ž���•�ƒ�Ž�‡�•���ƒ�”�‡���ˆ�‹�•�ƒ�Ž�ä�������‡���†�‘�•�ï�–���‘�ˆ�ˆ�‡�”���”�‡�ˆ�—�•�†�•���™�‹�–�Š���–�Š�‹�•���–�”�ƒ�‹�•�‹�•�‰�å���’�‡�”�‹�‘�†�ä�ó���� 

 

���‘�™�� �ƒ�ˆ�–�‡�”�� �›�‘�—�”�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�� ���‹�ä�‡�ä�á�� �ò�›�‘�—�ï�˜�‡�� �•�ƒ�†�‡�� �›�‘�—�”�� �‘�ˆ�ˆ�‡�”�ó���� �Ž�‡�–�ï�•�� �’�”�‡�–�‡�•�†�� �–�Š�ƒ�–�� �›�‘�—�”��

�’�”�‘�•�’�‡�…�–���•�ƒ�›�•�á���ò���ï�Ž�Ž���„�—�›���‹�–���‘�•���‘�•�‡���…�‘�•�†�‹�–�‹�‘�•�å���›�‘�—���’�”�‘�˜�‹�†�‡���•�‡���™�‹�–�Š���ƒ���•�‘�•�‡�›-�„�ƒ�…�•���‰�—�ƒ�”�ƒ�•�–�‡�‡�ä�ó����

I want to redirect your attention for a moment back to the beginning of this chapter.  Do you 

recall me giving you a heads up regarding the use of extreme examples (no crass or foul 
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�Ž�ƒ�•�‰�—�ƒ�‰�‡���–�Š�‘�—�‰�Š�����ˆ�‘�”���–�Š�‡���’�—�”�’�‘�•�‡�•���‘�ˆ���‹�Ž�Ž�—�•�–�”�ƒ�–�‹�‘�•�ë�����
�”�‡�ƒ�–�è�����‡�…�ƒ�—�•�‡�����ï�•���ƒ�„�‘�—�–��to do that right 

�•�‘�™�ä�������™�ƒ�•�–���–�‘���ƒ�Ž�•�‘���”�‡�•�‹�•�†���›�‘�—���–�Š�ƒ�–�����ï�•���•�‘�–���–�‡�Ž�Ž�‹�•�‰���›�‘�—���–�‘���—�•�‡���–�Š�‡���™�‘�”�†�‹�•�‰���–�Š�ƒ�–�����ï�•���‰�‹�˜�‹�•�‰���‹�•��

�–�Š�‹�•���‡�š�ƒ�•�’�Ž�‡�ä�������•���”�ƒ�”�‡���‘�…�…�ƒ�•�‹�‘�•�•�á�������•�ƒ�›���—�•�‡���•�…�”�‹�’�–�‹�•�‰���Ž�‹�•�‡���–�Š�‹�•���„�—�–���‹�•���–�Š�‹�•���…�ƒ�•�‡�á���‹�–�ï�•���ˆ�‘�”���†�”�ƒ�•�ƒ�–�‹�…��

purposes only.  

 

So, continuing with our example of the Facebook Marketing Training where the 

�’�”�‘�•�’�‡�…�–���•�ƒ�›�•�á���ò�����™�ƒ�•�–���ƒ���•�‘�•�‡�›���„�ƒ�…�•���‰�—�ƒ�”�ƒ�•�–�‡�‡�å�ó�������‘�—���”�‡�•�’�‘�•�†���„�›���•�ƒ�›�‹�•�‰�á���ò���‘�—���•�•�‘�™�á���ˆ�”�‘�•��

�–�‹�•�‡���–�‘���–�‹�•�‡���’�‡�‘�’�Ž�‡���–�‡�Ž�Ž���•�‡���–�Š�ƒ�–�á���î���ï�Ž�Ž���•�‹�‰�•���—�’���ˆ�‘�”���›�‘�—�”���–�”�ƒ�‹�•�‹�•�‰�á���„�—�–���™�Š�ƒ�–���‹�ˆ�������™�ƒ�•�–���•�›���•�‘�•�‡�›��

�„�ƒ�…�•�ë�ó�������Š�‹�•���‹�•���™�Š�‡�”�‡���›�‘�—���‰�‘���•�–�”�ƒ�‹�‰�Š�–���‹�•�–�‘���›�‘�—�”���•�…�”�‹�’�–���ƒ�•�†���•�ƒ�›�á���ò���Š�ƒ�–�����ï�•���”�‡�ƒ�Ž�Ž�›���Š�‡�ƒ�”�‹�•�‰���‹�•�á���î����

�Ž�‹�•�‡���‡�˜�‡�”�›�–�Š�‹�•�‰�����ï�˜�‡���•�‡�‡�•���‹�•���›�‘�—�”���’�”�‘�‰�”�ƒ�•���„�—�–�����ï�•���•�‘�–���•�—�”�‡�������…�ƒ�•���†�‘���–�Š�‹�•�ä�ï�ó���� 

 

�����…�ƒ�•�ï�–���•�–�”�‡�•�•���Š�‘�™���‹�•�’�‘�”�–�ƒ�•�–���‹�–���‹�•���–�Š�ƒ�–���›�‘�—���–�ƒ�•�‡���–�Š�‡���‘�„�Œ�‡�…�–�‹�‘�•���–�Š�‡�›���‰�‹�˜�‡���›�‘�—���ƒ�•�†���–�”�ƒ�•�•�ˆ�‘�”�•��

it into someth�‹�•�‰�� �‡�Ž�•�‡�� �„�›�� �•�ƒ�›�‹�•�‰�á�� �ò���Š�ƒ�–�� ���ï�•�� �”�‡�ƒ�Ž�Ž�›�� �Š�‡�ƒ�”�‹�•�‰�� �‹�•�å�ó�� �� ���•�� �–�Š�‡�� �‡�š�ƒ�•�’�Ž�‡�� �ƒ�„�‘�˜�‡�� �–�Š�‡��

�’�”�‘�•�’�‡�…�–���’�—�–���–�Š�‡���„�”�ƒ�•�‡�•���‘�•���–�Š�‡���–�”�ƒ�•�•�ƒ�…�–�‹�‘�•���„�‡�…�ƒ�—�•�‡���Š�‡���™�ƒ�•�–�‡�†���ƒ���‰�—�ƒ�”�ƒ�•�–�‡�‡�����‘�•���›�‘�—�”���ò�ƒ�Ž�Ž���•�ƒ�Ž�‡�•��

�ƒ�”�‡���ˆ�‹�•�ƒ�Ž�ó���’�”�‘�‰�”�ƒ�•�����ƒ�•�†���›�‘�—�����‹�•���–�—�”�•�����•�‹�•�’�Ž�›���•�ƒ�›�á���ò���Š�ƒ�–�����ï�•���”�‡�ƒ�Ž�Ž�›���Š�‡�ƒ�”�‹�•�‰���‹�•�á���î�����Ž�‹�•�‡��everything 

�ƒ�„�‘�—�–���›�‘�—�”���’�”�‘�‰�”�ƒ�•���„�—�–�����ï�•���•�‘�–���•�—�”�‡�������…�ƒ�•���†�‘���–�Š�‹�•�ä�ï�ó�� 

 

���‘�™���–�Š�ƒ�–�ï�•���•�‘�•�‡�–�Š�‹�•�‰���™�‡���…�ƒ�•���Š�ƒ�•�†�Ž�‡���‹�•���ƒ���–�‘�–�ƒ�Ž�Ž�›���†�‹�ˆ�ˆ�‡�”�‡�•�–���™�ƒ�›�ä�������‘���‹�•���–�Š�‹�•���…�ƒ�•�‡���›�‘�—���Š�ƒ�˜�‡��

a choice.  You can either rail on the prospect and tell them (emphatically) that you never offer 

refu�•�†�•���„�‡�…�ƒ�—�•�‡���›�‘�—�ï�”�‡���–�‹�”�‡�†���‘�ˆ���‰�‡�–�–�‹�•�‰���”�‹�’�’�‡�†���‘�ˆ�ˆ���„�›���’�‡�‘�’�Ž�‡���™�Š�‘���–�ƒ�•�‡���ƒ�†�˜�ƒ�•�–�ƒ�‰�‡���‘�ˆ���›�‘�—�å���‘�”�å��

�›�‘�—���…�ƒ�•���‡�š�‡�”�…�‹�•�‡���•�‘�•�‡���™�‹�•�†�‘�•���Š�‡�”�‡�á�����ƒ�Š�‡�•���å���„�›���”�‡�ˆ�”�ƒ�•�‹�•�‰���–�Š�‡�‹�”���‘�„�Œ�‡�…�–�‹�‘�•���‹�•���ƒ���•�‘�”�‡���’�‘�•�‹�–�‹�˜�‡��

light.   

 

���‘�á���Š�‡�”�‡�ï�•���Š�‘�™���›�‘�—���•�‹�‰�Š�–���”�‡�•�’�‘�•�†���–�‘���–�Š�‡���†�—�†�‡���ƒ�„�‘�˜�‡���™�Š�‘���•�ƒ�›�•���Š�‡�ï�Ž�Ž���„�—�›�å���„�—�–���‘�•�Ž�›���‹�ˆ���›�‘�—��

offer a money back guarantee:  

 

�ò���‹�•�–�‡�•�����‘�„�á�������…�‘�—�Ž�†���•�‹�–���Š�‡�”�‡���ƒ�•�†���–�‡�Ž�Ž���›�‘�—���ƒ�Ž�Ž���–�Š�‡���‰�”�‡�ƒ�–���•�–�—�ˆ�ˆ���ƒ�„�‘�—�–���•�›���’�”�‘�‰�”�ƒ�•���ƒ�•�†���Š�‘�™��

�‡�ƒ�•�›���‹�–�ï�•���‰�‘�‹�•�‰���–�‘���„�‡���ˆ�‘�”���›�‘�—�ä�������—�–���–�Š�‡���”�‡�ƒ�Ž�‹�–�›���‘�ˆ���–�Š�‡���•�‹�–�—�ƒ�–�‹�‘�•���Š�‡�”�‡�á���‹�•���–�Š�ƒ�–���™�Š�‹�Ž�‡���–�Š�‡���–�”�ƒ�‹�•�‹�•�‰���‹�•��

�•�—�’�‡�”�„�å���–�Š�‡���…�Ž�ƒ�•�•���‹�•���‰�‘�‹�•�‰���–�‘���”�‡�“�—�‹�”�‡���ƒ�•���‹�•�–�‡�•�•�‡���‡�ˆ�ˆ�‘�”�–���‘�•���›�‘�—�”���’�ƒ�”t to get it done.  This is an 

advanced Facebook Marketing Training that was created specifically for people who are 

serious about their success.   ���–�ï�•���•�‘�–���ˆ�‘�”���„�‡�‰�‹�•�•�‡�”�•�á���•�Š�‘�’�’�‡�”�•���‘�”���’�‡�‘�’�Ž�‡���™�Š�‘���Ž�‘�˜�‡���–�‘���†�”�‡�ƒ�•���„�‹�‰�á��

�ƒ�”�‡�•�ï�–���™�‹�Ž�Ž�‹�•�‰���–�‘���„�ƒ�…�•���–�Š�‡�•���—�’���™�‹�–�Š���‡�ˆ�ˆ�‘�”�–�ä ���ï�˜�‡���‰�‘�–���ƒ���“�—�‡�•�–�‹�‘�•���ˆ�‘�”���›�‘�—�����‘�„�å�����ƒ�•���›�‘�—���‰�‹�˜�‡���•�‡���ƒ��
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challenges �ƒ�•�†���Š�ƒ�”�†�•�Š�‹�’�•�á���›�‘�—�ï�˜�‡���Š�ƒ�†���–�‘���ˆ�ƒ�…�‡���ˆ�”�‘�•���–�Š�‡���„�‡�‰�‹�•�•�‹�•�‰�å���›�‘�—���•�–�—�…�•���™�‹�–�Š���‹�–���ƒ�•�†���–�Š�ƒ�–�ï�•��

�™�Š�›���›�‘�—�ï�”�‡���ƒ�„�Ž�‡���–�‘���’�”�‘�˜�‹�†�‡���ˆ�‘�”���›�‘�—�”���ˆ�ƒ�•�‹�Ž�›���–�‘�†�ƒ�›�á�����‘�„�ä�� 

 

���‘�—���†�‹�†�•�ï�–���‡�š�’�‡�…�–���ƒ���•�ƒ�ˆ�‡�–�›���•�‡�–���ˆ�”�‘�•���ò�Ž�‹�ˆ�‡�ó�����‘�„���ƒ�•�†�������•�•�‘�™���†�‡�‡�’���†�‘�™�•���›�‘�—���†�‘�•�ï�–���‡�š�’�‡�…�–���‘�•�‡��

�ˆ�”�‘�•���•�‡�ä�������ˆ���›�‘�—�ï�”�‡���–�Š�‡���–�›�’�‡���‘�ˆ���’�‡�”�•�‘�•���™�Š�‘���•�‡�‡�†�•���–�Š�ƒ�–���•�ƒ�ˆ�‡�–�›���•�‡�–�å���–�Š�‡���–�›�’�‡���‘�ˆ���’�‡�”�•�‘�•���™�Š�‘���•�‡�‡�†�•��

�’�‡�”�•�‹�•�•�‹�‘�•���–�‘���“�—�‹�–���™�Š�‡�•���–�Š�‹�•�‰�•���‰�‡�–���–�‘�—�‰�Š�å�������‰�‘�–�–�ƒ���–�‡�Ž�Ž���›�‘�—�����‘�„�å�����‡���†�‘�•�ï�–���†�‘���–�Š�ƒ�–���Š�‡�”�‡�ä�������—�–������

�•�•�‘�™�� �›�‘�—�ï�”�‡�� �•�‘�–�� �–�Š�ƒ�–�� �–�›�’�‡�� �‘�ˆ�� �’�‡�”�•�‘�•�� �„�‡�…�ƒ�—�•�‡�� �›�‘�—�ï�”�‡�� �•�–�‹�Ž�Ž�� �Š�‡�”�‡�� �™�‡�‹�‰�Š�‹�•�‰�� �–�Š�‹�•�� �†�‡�…�‹�•�‹�‘�•�ä�� �� ���‘�á�� �‰�‘��

�ƒ�Š�‡�ƒ�†���ƒ�•�†���‡�•�”�‘�Ž�Ž���ƒ�•�†���Ž�‡�–�ï�•���‰�‡�–���–�‘���™�‘�”�•�ä�ó�� 

 

���Š�‹�•���™�ƒ�•���ƒ�•���‹�•�…�”�‡�†�‹�„�Ž�›���’�‘�™�‡�”�ˆ�—�Ž���”�‡�ˆ�”�ƒ�•�‡���™�Š�‹�…�Š���–�‘�‘�•���–�Š�‡���’�”�‘�•�’�‡�…�–���ˆ�”�‘�•�á���ò���ï�Ž�Ž���•�‹�‰�•���—�’���ˆ�‘�”��

�–�Š�‡���’�”�‘�‰�”�ƒ�•���‹�ˆ���›�‘�—���’�”�‘�˜�‹�†�‡���ƒ���•�‘�•�‡�›���„�ƒ�…�•���‰�—�ƒ�”�ƒ�•�–�‡�‡�á�ó���ƒ�•�†���„�›���•�ƒ�›�‹�•�‰�á���ò���Š�ƒ�–�����ï�•���”�‡�ƒ�Ž�Ž�›���Š�‡�ƒ�”�‹�•�‰��

���‘�„���‹�•���–�Š�ƒ�–���›�‘�—�ï�”�‡���•�‘�–���•�—�”�‡���ƒ�„�‘�—�– �›�‘�—�”�•�‡�Ž�ˆ�ä�ó���� 

 

Then we simply addressed that reframed objection with the scripting I just gave you.   

���•�� �”�‡�–�”�‘�•�’�‡�…�–�á�� ���ï�Ž�Ž�� �Š�ƒ�˜�‡�� �–�‘�� �•�ƒ�›�� �–�Š�ƒ�–�� �–�Š�ƒ�–�� �™�ƒ�•�•�ï�–�� �ƒ�Ž�Ž�� �–�Š�ƒ�–�� �Š�ƒ�”�•�Š�� �•�‘�™�� �–�Š�ƒ�–�� ���� �–�Š�‹�•�•�� �ƒ�„�‘�—�–�� �‹�–�ä�� �� ����

�™�‘�—�Ž�†�•�ï�–���Š�ƒ�˜�‡���ƒ���’�”�‘�„�Ž�‡�•���•�ƒ�›�‹�•�‰���–�Š�ƒ�–���–�‘���ƒ���’�”�‘�•�’�‡�…�–���—�•�†�‡�”���–�Š�‘�•�‡���…�‹�”�…�—�•�•�–�ƒ�•�…�‡�•���„�‡�…�ƒ�—�•�‡���‹�–�ï�•��

100% true.   

 

���Š�‡���•�ƒ�”�•�‡�–�’�Ž�ƒ�…�‡�á���„�—�•�‹�•�‡�•�•���ƒ�•�†���‘�”���Ž�‹�ˆ�‡���†�‘�‡�•�•�ï�–���‘�ˆ�ˆ�‡�”���ƒ�•�›���‘�ˆ���ƒ���‰�—�ƒ�”�ƒ�•�–�‡�‡�å���•�‘���™�Š�›���•�Š�‘�—�Ž�†��

�ƒ�•�›�‘�•�‡���ƒ�•�•�—�•�‡���–�Š�ƒ�–���™�‡�ï�”�‡���‰�‘�‹�•�‰���–�‘���‘�ˆ�ˆ�‡�”���‘�•�‡���™�‹�–�Š���‘�—�”���–�”�ƒ�‹�•�‹�•�‰���…�Ž�ƒ�•�•�‡�•�ë�����ˆ���›�‘�—�ï�”�‡���”�‡�ƒ�†�›�á���Ž�‡�–�ï�•��

take a look at another example.  ���•���–�Š�‹�•���…�ƒ�•�‡�á���Ž�‡�–�ï�•���‹�•�ƒ�‰�‹�•�‡���–�Š�ƒ�–���›�‘�—�ï�”�‡���ƒ���…�Š�‹�”�‘�’�”�ƒ�…�–�‘�”�å���›�‘�—�ï�˜�‡��

just recommended a 12-month corrective care program and the prospective new patient 

�•�ƒ�›�•�á���ò���‘�—�•�†�•���‰�”�‡�ƒ�–�å�������Œ�—�•�–���†�‘�•�ï�–���Š�ƒ�˜�‡���–�‹�•�‡���–�‘���•�ƒ�•�‡���ƒ�Ž�Ž���–�Š�‡�•�‡���ƒ�’�’�‘�‹�•�–�•�‡�•�–�•�ä�ó�� 

 

���‘�á�� �‘�•�…�‡�� �ƒ�‰�ƒ�‹�•�á�� �™�‡�ï�”�‡�� �‰�‘�‹�•�‰�� �–�‘�� �‹�•�’�Ž�‡�•�‡�•�–�� �–�Š�‡�� �ò���Š�ƒ�–�� ���ï�•�� �”�‡�ƒ�Ž�Ž�›�� �Š�‡�ƒ�”�‹�•�‰�å�ó�� �ˆ�‘�”�•�—�Ž�ƒ�� �–�‘��

�Š�‡�Ž�’���–�Š�‡���’�”�‘�•�’�‡�…�–���‘�˜�‡�”�…�‘�•�‡���–�Š�‡�‹�”���‘�™�•���‘�„�Œ�‡�…�–�‹�‘�•���„�›���•�ƒ�›�‹�•�‰�á���ò�����Ž�‘�–���‘�ˆ���•�›���’�ƒ�–�‹�‡�•�–�•���–�‡�Ž�Ž���•�‡�á���î���Š�‹�•��

�ƒ�Ž�Ž���•�‘�—�•�†�•���‰�”�‡�ƒ�–���„�—�–�������Œ�—�•�–���†�‘�•�ï�–���Š�ƒ�˜�‡���–�Š�‡���–�‹�•�‡�ä�ï���������•�ƒ�›�å���–�Š�‹�•���‹�•���‰�‘�‹�•�‰���–�‘���‰�‡�– a little harsh right 

�•�‘�™�á���„�—�–���”�‡�•�‡�•�„�‡�”���–�Š�ƒ�–�����ï�•���†�‘�‹�•�‰���‹�–���ˆ�‘�”���†�”�ƒ�•�ƒ�–�‹�…���‡�ˆ�ˆ�‡�…�–�ä���� 

 

���ï�•���•�‘�–���•�—�‰�‰�‡�•�–�‹�•�‰���–�Š�ƒ�–���›�‘�—���„�‡���ƒ�•�›�–�Š�‹�•�‰���„�—�–���•�‹�•�†�á���’�”�‘�ˆ�‡�•�•�‹�‘�•�ƒ�Ž���ƒ�•�†���’�‘�Ž�‹�–�‡���–�‘���›�‘�—�”�� 
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�’�”�‘�•�’�‡�…�–�•���ƒ�•�†���…�Ž�‹�‡�•�–�•�ä�������ï�•���†�‡�•�‘�•�•�–�”�ƒ�–�‹�•�‰���ƒ���™�ƒ�›���–�‘���—�•�‡���–�Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ�ä�� ���‘�™���›�‘�—�ï�Ž�Ž���•�ƒ�›�á���ò���Š�ƒ�– 

���ï�•���”�‡�ƒ�Ž�Ž�›���Š�‡�ƒ�”�‹�•�‰�����‹�•�ƒ�á���‹�•�á���î���ï�•���•�‘�–���–�Š�ƒ�–���…�‘�•�•�‹�–�–�‡�†���–�‘���”�‡�‰�ƒ�‹�•�‹�•�‰���•�›���Š�‡�ƒ�Ž�–�Š���ƒ�•�†���–�ƒ�•�‹�•�‰���…�‘�•�–�”�‘�Ž��

�‘�ˆ�� �‹�–�ä�ï�� �� ���‡�”�‡�ï�•�� �™�Š�ƒ�–�� �™�‡�ï�”�‡�� �†�‡�ƒ�Ž�‹�•�‰�� �™�‹�–�Š�� ���‹�•�ƒ�ä�� �� ���Š�‹�•�� �–�”�‡�ƒ�–�•�‡�•�–�� �’�”�‘�‰�”�ƒ�•�� �–�ƒ�•�‡�•�� �Ž�‡�•�•�� �–�Š�ƒ�•�� �u�r-

�•�‹�•�—�–�‡�•���ƒ���†�ƒ�›�á���–�Š�”�‡�‡���†�ƒ�›�•���ƒ���™�‡�‡�•�ä�������ˆ���›�‘�—�ï�”�‡���•�‘�–���™�‹�Ž�Ž�‹�•�‰���–�‘���‹�•�˜�‡�•�–���–�Š�ƒ�–, just get used to the idea 

�‘�ˆ���Š�ƒ�˜�‹�•�‰���›�‘�—�”���„�ƒ�…�•���…�—�–���‘�’�‡�•���™�Š�‡�•���›�‘�—���Š�ƒ�˜�‡���•�—�”�‰�‡�”�›�ä�������‡�ƒ�”�•���–�‘���ƒ�…�…�‡�’�–���–�Š�‡���ˆ�ƒ�…�–���–�Š�ƒ�–���›�‘�—�ï�Ž�Ž���„�‡��

�’�—�–�–�‹�•�‰���ƒ�•���—�•�†�—�‡���Š�ƒ�”�†�•�Š�‹�’���‘�•���›�‘�—�”���Š�—�•�„�ƒ�•�†���ƒ�•�†���›�‘�—�”���•�‹�†�•���ƒ�•�†���–�Š�ƒ�–���›�‘�—�ï�Ž�Ž���Š�ƒ�˜�‡���–�‘���„�‡���‘�—�–�–�ƒ��

work for months on end.  

 

Or you can simply invest 30 short minutes a couple days each week so you can avoid all 

�–�Š�ƒ�–�å���ƒ�•�†�å���Ž�‘�‘�•���ˆ�‘�”�™�ƒ�”�†���–�‘���‰�‡�–�–�‹�•�‰���–�Š�‡���„�‡�•�–���•�Ž�‡�‡�’���‘�ˆ���›�‘�—�”���Ž�‹�ˆ�‡�å���Š�ƒ�˜�‹�•�‰���„�‘�—�•�†�Ž�‡�•�•���‡�•�‡�”�‰�›�å�ƒ�•��

�‹�•�…�”�‡�ƒ�•�‡�†���ƒ�„�‹�Ž�‹�–�›���–�‘���ˆ�‘�…�—�•�å���„�‡�–�–�‡�”���•�‘�‘�†�•���ƒ�•�†���„�‡�•�–���‘�ˆ���ƒ�Ž�Ž�å���•�‘���Ž�‘�™�‡�”���„�ƒ�…�•���’�ƒ�‹�•�è���� 

 

When I hear peopl�‡���ƒ�•�•���•�‡���–�Š�ƒ�–���“�—�‡�•�–�‹�‘�•�á�����‹�•�ƒ�å���•�›���“�—�‡�•�–�‹�‘�•���„�ƒ�…�•���–�‘���–�Š�‡�•���‹�•�á���î���”�‡���–�Š�‘�•�‡��

30-�•�‹�•�—�–�‡�•���•�‘���‹�•�’�‘�”�–�ƒ�•�–���–�Š�ƒ�–���›�‘�—�ï�”�‡���™�‹�Ž�Ž�‹�•�‰���–�‘���”�‡�•�ƒ�‹�•���‹�•���’�ƒ�‹�•���ƒ�•�†���—�•�Š�‡�ƒ�Ž�–�Š�›���Œ�—�•�–���•�‘���›�‘�—���…�ƒ�•��

�Š�ƒ�˜�‡�� �–�Š�‡�•�� �–�‘�� �†�‘�� �•�‘�•�‡�–�Š�‹�•�‰�� �‡�Ž�•�‡�ë�ï�� �� ���ˆ�� �…�‘�—�”�•�‡�� �•�‘�–�å�� ���‘�á�� �Ž�‡�–�ï�•�� �‰�‡�–�� �•�–�ƒ�”�–�‡�†�� �”�‹�‰�Š�–�� �•�‘�™�� �„�‡�…�ƒ�—�•�‡��

���‹�•�ƒ�å �›�‘�—�ï�”�‡���™�‘�”�–�Š���‹�–�ä�ó�������•���›�‘�—���…�ƒ�•���•�‡�‡���‹�•���–�Š�‹�•���‡�š�ƒ�•�’�Ž�‡�á�����ï�˜�‡���–�ƒ�•�‡�•���–�Š�‹�•���’�”�‘�•�’�‡�…�–�ï�•���‘�„�Œ�‡�…�–�‹�‘�•���ƒ�•��

�‹�–�� �”�‡�Ž�ƒ�–�‡�•�� �–�‘�� �–�‹�•�‡�å�� �ƒ�•�†�� �–�”�ƒ�•�•�ˆ�‘�”�•�‡�†�� �‹�–�� �‹�•�–�‘�� �•�‘�•�‡�–�Š�‹�•�‰�� �‡�•�–�‹�”�‡�Ž�›�� �†�‹�ˆ�ˆ�‡�”�‡�•�–�� �Ž�‹�•�‡�� �–�Š�‹�•�á�� �ò���Š�ƒ�–�ï�•��

more important to you Lisa?  Overcoming all of your pain and fatigue, or�å�ë�ó�� 

 

���ï�˜�‡�� �”�‡�’�‘�•�‹�–�‹�‘�•�‡�†�� �–�Š�‡�� �‘�„�Œ�‡�…�–�‹�‘�•�� �ƒ�„�‘�—�–�� �Š�‡�”�� �‹�•�˜�‡�•�–�‹�•�‰�� �u�r-minutes a couple times each 

�™�‡�‡�•���‹�•�–�‘�á���ò���Š�ƒ�–�����ï�•���”�‡�ƒ�Ž�Ž�›���Š�‡�ƒ�”�‹�•�‰�����‹�•�ƒ�á���‹�•�á���ò���ï�•���•�‘�–���–�Š�ƒ�–���…�‘�•�•�‹�–�–�‡�†���–�‘���‰�‡�–�–�‹�•�‰���”�‹�†���‘�ˆ���•�›���’�ƒ�‹�•��

�ƒ�•�†���–�ƒ�•�‹�•�‰���…�‘�•�–�”�‘�Ž���‘�ˆ���•�›���Š�‡�ƒ�Ž�–�Š�å�ó�����Š�‡�•�á���‹�•�•�‡�†�‹�ƒ�–�‡�Ž�›�á�������‰�‘���ƒ�ˆ�–�‡�”���–�Š�‡���”�‡�ƒl issue (which is her 

�Ž�ƒ�…�•���‘�ˆ�� �…�‘�•�•�‹�–�•�‡�•�–���� �ƒ�•�†���–�Š�‡�•�� �…�‘�•�’�Ž�‡�–�‡���–�Š�‡���•�ƒ�Ž�‡�•�� �’�”�‘�…�‡�•�•�� �„�›�� �•�ƒ�›�‹�•�‰�á���ò���ˆ�� �…�‘�—�”�•�‡�á���–�Š�‡�•�‡���u�r-

�•�‹�•�—�–�‡�•���ƒ�”�‡�•�ï�–���–�Š�ƒ�–���‹�•�’�‘�”�–�ƒ�•�–���–�‘���›�‘�—�����‹�•�ƒ�å���Ž�‡�–�ï�•���‰�‡�–���•�–�ƒ�”�–�‡�†���”�‹�‰�Š�–���•�‘�™�ä�������‘�—�ï�”�‡���™�‘�”�–�Š���‹�–�è�ó���������ï�˜�‡��

just successfully reclosed again. 

 

Formula #3:  Apples to Oranges 

�	�‘�”�•�—�Ž�ƒ���•�—�•�„�‡�”���–�Š�”�‡�‡���‹�•���•�‘�•�‡�™�Š�ƒ�–���Ž�‹�•�‡���–�Š�‡���ò���Š�ƒ�–�����ï�•���”�‡�ƒ�Ž�Ž�›���Š�‡�ƒ�”�‹�•�‰�å�ó���ˆ�‘�”�•�—�Ž�ƒ�á���™�Š�‹�…�Š��

�‹�•�� �…�ƒ�Ž�Ž�‡�†�� �–�Š�‡�� �ò���’�’�Ž�‡�•�� �–�‘�� ���”�ƒ�•�‰�‡�•�ó�� �…�‘�•�’�ƒ�”�‹�•�‘�•�ä�� �� ���ˆ�� �™�‡�� �”�‡�˜�‹�•�‹�–�� �–�Š�‡�� �ƒ�„�‘�˜�‡�� �‡�š�ƒ�•�’�Ž�‡�� �‘�ˆ�� �–�Š�‡��

�…�Š�‹�”�‘�’�”�ƒ�…�–�‹�…���’�ƒ�–�‹�‡�•�–���—�•�‹�•�‰���–�Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ�á���›�‘�—�ï�Ž�Ž���‹�•�•�–�ƒ�•�–�Ž�›���•�‘�–�‹�…�‡���–�Š�ƒ�–���‹�–�ï�•���ƒ���Ž�‘�–���‰�‡�•�–�Ž�‡�”�ä�������‘�á���‰�‘�‹�•�‰��

�„�ƒ�…�•���–�‘�����‹�•�ƒ�ï�•���‘�„�Œ�‡�…�–�‹�‘�•���‘�ˆ�á���ò���‘�—�•�†�•���Ž�‹�•�‡���ƒ���‰�”�‡�ƒ�–���’�”�‘�‰�”�ƒ�•�á���„�—�–���–�Š�‡�”�‡�ï�•���•�‘���™�ƒ�›�������…�ƒ�•���•�’�ƒ�”�‡���–�Š�ƒ�–��

�•�—�…�Š���–�‹�•�‡�ä�ó���� In the Apples to Oranges formula, we (once again) simply restate the objection 
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���Ž�‹�•�‡���–�Š�‹�•���á���ò�����Ž�‘�–���‘�ˆ���•�›���’�ƒ�–�‹�‡�•�–�•���ƒ�•�•���•�‡�á���î���Š�‹�•���’�”�‘�‰�”�ƒ�•���•�‘�—�•�†�•���‰�”�‡�ƒ�–���’�”�‘�‰�”�ƒ�•�å���„�—�–���™�Š�ƒ�–���‹�ˆ������

�†�‘�•�ï�–���Š�ƒ�˜�‡���–�Š�‡���–�‹�•�‡�ä�ï�ó�������Š�‡�•���›�‘�—�ï�†���•�‹�•�’�Ž�›���•�ƒ�›���•�‘�•�‡�–�Š�‹�•�‰���Ž�‹�•�‡���–�Š�‹�•�á���ò���‡�”�‡�ï�•���ƒ�”�‡���–�Š�‡���ˆ�ƒ�…�–�•�á�����‹�•�ƒ�å��

This program takes 30-�•�‹�•�—�–�‡�•���ƒ���†�ƒ�›���ƒ���…�‘�—�’�Ž�‡���†�ƒ�›�•���ƒ���™�‡�‡�•�ä�������Š�ƒ�–�ï�•���Ž�‡�•�•-than an episode of 

Love It or L�‹�•�–�����–�ä�ó�� 

 

���� �–�Š�‹�•�•�� �‹�–�ï�•�� �’�”�‡�–�–�›�� �‘�„�˜�‹�‘�—�•�� �™�Š�ƒ�–�� ���ï�˜�‡�� �Œ�—�•�–�� �†�‘�•�‡�� �Š�‡�”�‡�ä�� �� ���ï�˜�‡�� �–�ƒ�•�‡�•�� �u�r-minutes and 

transformed it into something trivial and of very little value.  30-minutes was instantly 

reframed to be about as valuable as a partial episode of Love It Or List It. Now my point here 

�‹�•�•�ï�–���–�Š�ƒ�–���–�Š�‡���•�Š�‘�™���‹�•�� �™�‘�”�–�Š�Ž�‡�•�•�� �„�‡�…�ƒ�—�•�‡���‹�–�ï�•�� �•�‘�–�ä���� �
�—�•�–���ƒ�•�•���•�›�� �™�‹�ˆ�‡�ä�� �� ���Ž�Ž���•�‹�†�†�‹�•�‰���ƒ�•�‹�†�‡�á���Ž�‡�–�ï�•��

�…�‘�•�–�‹�•�—�‡�ä�������‘�á���™�‡���…�‘�•�–�‹�•�—�‡���„�›���•�ƒ�›�‹�•�‰�á���ò���ï�•���…�—�”�‹�‘�—�•�á�����‹�•�ƒ�å���™�Š�‹�…�Š���™�‘�—�Ž�†���›�‘�—���”�ƒ�–�Š�‡�”���Š�ƒ�˜�‡�ë���� 

 

A healthy, pain-free body packed with tons of energy that looks and feels great or a 

partial episode of Love It Or List It?  We both know that your health, energy and vitality are 

�•�‘�”�‡�� �‹�•�’�‘�”�–�ƒ�•�–�ä�� �� ���‘�•�ï�–�� �Ž�‡�–�� �ƒ�� ������ �•�Š�‘�™�� �…�‘�•�‡�� �„�‡�–�™�‡�‡�•�� �›�‘�—�� �ƒ�•�†�� �›�‘�—�”�� �„�‡�•�–�� �Š�‡�ƒ�Ž�–�Š�ä�� �� ���‡�–�ï�•�� �‰�‡�–��

�•�–�ƒ�”�–�‡�†���”�‹�‰�Š�–���•�‘�™�ä�ó�� ���‡�”�‹�‘�—�•�Ž�›�å���‹�ˆ���™�‡�ï�”�‡���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–���•�‘�•�‡�‘�•�‡�ï�•���Š�‡�ƒ�Ž�–�Š���ƒ�•�†���–�Š�‡�‹�”���„�‡�‹�•�‰���ˆ�”�‡�‡��

�ˆ�”�‘�•���’�ƒ�‹�•�å���™�Š�‘���†�‘�‡�•�•�ï�–���Š�ƒ�˜�‡���u�r-minutes a day a couple times a week?  We all know (but 

few will admit) that we waste considerably more time than that each day.   

 

���‘�™�����ï�•���•�‘�–���‰�‘�‹�•�‰���–�‘���†�‘�™�•�’�Ž�ƒ�›���–�Š�‡�•�‡���ˆ�‘�”�•�—�Ž�ƒ�•���ƒ�•�†���•�‡�–�Š�‘�†�•�å���–�Š�‡�›�ï�”�‡���’�”�‡�–�–�›���ƒ�‰�‰�”�‡�•�•�‹�˜�‡��

�ˆ�‘�”���•�—�”�‡�ä�������—�–���‹�ˆ���›�‘�—�ï�”�‡���‘�•�ƒ�›���™�‹�–�Š���„�‡�‹�•�‰���„�”�—�–�ƒ�Ž�Ž�›���Š�‘�•�‡�•�–���™�‹�–�Š���’�‡�‘�’�Ž�‡���ƒ�•�†���›�‘�—�ï�˜�‡���‰�‘�–���–�Š�‡�‹�”���„�‡�•�–��

�‹�•�–�‡�”�‡�•�–�•���‹�•���•�‹�•�†���•�‘���›�‘�—���…�ƒ�•���•�ƒ�›�á���ò���‡�›�á�����‹�•�ƒ�å�����‡�–�ï�•���„�‡���Š�‘�•�‡�•�–���™�‹�–�Š���‘�—�”�•�‡�Ž�˜�‡�•���Š�‡�”�‡�å�ó���™�Š�‹�…�Š���‹�•��

turn is going to provide you with a much better chance of helping them.   

 

���Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ���™�‘�”�•�•���ƒ�•���Ž�‘�•�‰���ƒ�•���›�‘�—���”�‡�•�‡�•�„�‡�”���–�Š�ƒ�–���›�‘�—�ï�”�‡���–�”�›�‹�•�‰���–�‘���Š�‡�Ž�’���–�Š�‡���’�”�‘�•�’�‡�…�–�ä����

���Š�‹�•���‹�•�����������†�‡�•�‹�‰�•�‡�†���–�‘���‘�—�–�•�•�ƒ�”�–���–�Š�‡�•���ƒ�•�†���‘�”���ò�™�‹�•���–�Š�‡���„�ƒ�–�–�Ž�‡���‘�ˆ���ƒ�–�–�”�‹�–�‹�‘�•�ó���„�›���™�‡�ƒ�”�‹�•�‰���–�Š�‡�•��

down.  I hate to keep saying this but I want you to remember that I have used extreme 

examples and language to demonstrate (more easily) how these formulas work.   

 

Formula #4:   Slicing the Price Down to Bite-Sized Chunks 

�	�‘�”�•�—�Ž�ƒ���•�—�•�„�‡�”���ˆ�‘�—�”���‹�•���…�ƒ�Ž�Ž�‡�†���ò���Ž�‹�…�‹�•�‰���–�Š�‡�����”�‹�…�‡�����‘�™�•���–�‘�����‹�–�‡-���‹�œ�‡�†�����Š�—�•�•�•�ä�ó�������Š�‹�•���‹�•��

�–�Š�‡���•�‡�–�Š�‘�†�‘�Ž�‘�‰�›���›�‘�—�ï�Ž�Ž���—�•�‡���™�Š�‡�•���ƒ���’�”�‘�•�’�‡�…�–�ï�•���‘�„�Œ�‡�…�–�‹�‘�•���‹�•���ƒ�Ž�Ž���ƒ�„�‘�—�–���–�Š�‡���’�”�‹�…�‡�ä�����•���–�Š�‹�•���‡�š�ƒ�•�’�Ž�‡�á��

�Ž�‡�–�ï�•���ƒ�•�•�—�•�‡���–�Š�ƒ�–���›�‘�—�ï�”�‡���ƒ���†�‡�•�–�‹�•�–���ƒ�•�†���›�‘�—�”���’�ƒ�–�‹�‡�•�–�ï�•���–�”�‡�ƒ�–�•�‡�•�–���’�Ž�ƒ�•���‹�•���‰�‘ing to cost $4,000.  
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Having worked with hundreds of dentists over the last two decades I know that this price is 

typical of many of the necessary.   

 

���ˆ�–�‡�”���’�”�‡�•�‡�•�–�‹�•�‰���›�‘�—�”���–�”�‡�ƒ�–�•�‡�•�–���’�Ž�ƒ�•���–�‘���–�Š�‡���’�ƒ�–�‹�‡�•�–���Š�‡���‘�„�Œ�‡�…�–�•���ƒ�•�†���•�ƒ�›�•�á���ò���Š�‘�ƒ�å�������†�‘�•�ï�–��

know if I can do t�Š�‹�•���–�”�‡�ƒ�–�•�‡�•�–���’�Ž�ƒ�•�å���‹�–�ï�•���”�‡�ƒ�Ž�Ž�›���‡�š�’�‡�•�•�‹�˜�‡�ä�ó�������•���‹�•���‘�—�”���‡�š�ƒ�•�’�Ž�‡�•���„�‡�ˆ�‘�”�‡�á���›�‘�—��

�•�‹�•�’�Ž�›���”�‡�•�–�ƒ�–�‡���–�Š�‡���‘�„�Œ�‡�…�–�‹�‘�•���„�›���•�ƒ�›�‹�•�‰�á���ò�����Ž�‘�–���‘�ˆ���’�ƒ�–�‹�‡�•�–�•���–�‡�Ž�Ž���•�‡���–�Š�ƒ�–���–�Š�‹�•���’�ƒ�”�–�‹�…�—�Ž�ƒ�”���–�”�‡�ƒ�–�•�‡�•�–��

�‹�•���‡�š�’�‡�•�•�‹�˜�‡�á���ƒ�•�†���›�‘�—���•�•�‘�™���™�Š�ƒ�–�ë�������–���‹�•�ä�ó�� 

 

���Š�ƒ�–�����ï�•���ƒ�„�‘�—�–���–�‘���•�ƒ�›���‹�•���…�”�‹�–�‹�…�ƒ�Ž�Ž�›���‹�•�’�‘�”�–�ƒ�•�–���–�‘���›�‘�—�”���•�—�…�…�‡�•�•�ä�������Š�‹�•�����ƒ�•�����ï�˜�‡���•�‡�•�–�‹�‘�•�‡�†��

above) is the #1 rule of successful selling and closing.  If your prospect believes that what 

�›�‘�—�ï�”�‡���‘�ˆ�ˆ�‡�”�‹�•�‰���‹�•���‡�š�’�‡�•�•�‹�˜�‡�á���–�Š�‡�•���†�‘�•�ï�–���†�‹�•�ƒ�‰�”�‡�‡���™�‹�–�Š���–�Š�‡�•���ƒ�•�†���–�‡�Ž�Ž���–�Š�‡�•���–�Š�ƒ�–���–�Š�‡�›�ï�”�‡���™�”�‘�•�‰�ä���� 

 

���Š�ƒ�–�ï�•���ƒ���•�—�”�‡�ˆ�‹�”�‡���”�‡�…�‹�’�‡���ˆ�‘�”���†�‹�•�ƒ�•�–�‡�”�ä�����ˆ���–�Š�‡�›���–�‡�Ž�Ž���›�‘�—���–�Š�ƒ�–���‹�–�ï�•���‡�š�’�‡�•�•�‹�˜�‡���ˆ�‘�”���–�Š�‡�•�á���ƒ�‰�”�‡�‡��

�™�‹�–�Š�� �–�Š�‡�•�� �ƒ�•�†�� �•�ƒ�›�á�� �ò���‡�•�å�� �›�‘�—�ï�”�‡�� �ƒ�„�•�‘�Ž�—�–�‡�Ž�›�� �”�‹�‰�Š�–�å�� �–�Š�ƒ�–�ï�•�� �‡�š�’�‡�•�•�‹�˜�‡�ä�ó�� �� �� ���‡�˜�‡�”�� �•�ƒ�›�á�� �ò���Š�ƒ�–�ë����

�	�‘�—�”���–�Š�‘�—�•�ƒ�•�†���†�‘�Ž�Ž�ƒ�”�•���‹�•���•�‘�–�Š�‹�•�‰�å���™�Š�ƒ�–�ï�•���™�”�‘�•�‰���™�‹�–�Š���›�‘�—�ë�������”�‡���›�‘�—���•�‘�•�‡���•�‹�•�†���‘�ˆ���•�‹�•�‡�”���‘�”��

c�Š�‡�ƒ�’�•�•�ƒ�–�‡���‘�”���•�‘�•�‡�–�Š�‹�•�‰�ë�ó�������Š�ƒ�–���•�‘�•�‡�›�����–�Š�‡���D�v�������•�ƒ�›���„�‡���–�Š�‡�‹�”���‡�•�–�‹�”�‡���Ž�‹�ˆ�‡���•�ƒ�˜�‹�•�‰�•���‘�”���ƒ���‰�‘�‘�†��

�’�‘�”�–�‹�‘�•���‘�ˆ���–�Š�‡�‹�”���”�‡�–�‹�”�‡�•�‡�•�–�ä�������‘�•�ï�–���„�‡���ƒ���Œ�‡�”�•���„�›���ƒ�”�‰�—�‹�•�‰���™�‹�–�Š���–�Š�‡�•���„�‡�…�ƒ�—�•�‡���–�Š�‡�›���’�‡�”�…�‡�‹�˜�‡���›�‘�—�”��

�‘�ˆ�ˆ�‡�”���–�‘���„�‡���‡�š�’�‡�•�•�‹�˜�‡�ä�������‹�•�’�Ž�›���ƒ�‰�”�‡�‡���™�‹�–�Š���–�Š�‡�•���„�›���•�ƒ�›�‹�•�‰�á���ò���‡�•�á���‹�–�ï�•���‡�š�’�‡�•�•�‹�˜�‡�å�������—�•�†�‡�”�•�–�ƒ�•�†�ä�ó���� 

 

���•�ƒ�›�å�� �•�‘�™�� �™�‡�ï�”�‡�� �”�‡�ƒ�†�›�� �–�‘�� �•�Ž�‹�…�‡�� �–�Š�‡�� �’�”�‹�…�‡�� �ƒ�•�†�� �…�Š�—�•�•�� �‹�–�� �†�‘�™�•�ä�� �� ���‘�—�� �…�‘�•�–�‹�•�—�‡�� �Š�‡�”�‡�� �„�›��

saying, �ò���•�ƒ�›�á�� �
�‹�•�å�� �Ž�‡�–�•�� �ˆ�ƒ�•�–�� �ˆ�‘�”�™�ƒ�”�†�� �ƒ�� �›�‡�ƒ�”�� �ˆ�”�‘�•�� �•�‘�™�� �ƒ�•�†�� �ƒ�•�•�—�•�‡�� �–�Š�ƒ�–�� �›�‘�—�ï�˜�‡�� �Š�ƒ�†�� �–�Š�‡��

treatment and your teeth and gums are doing great.  The painful issue you were experiencing 

�„�‡�ˆ�‘�”�‡���–�Š�‡���–�”�‡�ƒ�–�•�‡�•�–���‹�•���•�‘�™���‰�‘�•�‡�á���›�‘�—�”���‰�‹�•�‰�‹�˜�ƒ�����‹�ä�‡�ä�á���ò�‰�—�•�•�ó�����ƒ�”�‡���…�‘�•�’�Ž�‡�–�‡�Ž�›���Š�‡�ƒ�Ž�‡�†�����™�Š�‹�…�Š���„�›��

�–�Š�‡�� �™�ƒ�›�� �‹�•�� �‰�”�‡�ƒ�–�� �•�‡�™�•�� �ˆ�‘�”�� �›�‘�—�”�� �Š�‡�ƒ�”�–�� �Š�‡�ƒ�Ž�–�Š�� �–�‘�‘���å�� �›�‘�—�� �‰�‘�–�� �–�Š�ƒ�–�� �’�”�‘�•�‘�–�‹�‘�•�� �ƒ�–�� �™�‘�”�•�� �„�‡�…�ƒ�—�•�‡��

�›�‘�—�ï�”�‡�� �ƒ�„�Ž�‡�� �–�‘�� �•�•�‹�Ž�‡�� �•�‘�™�� ���™�‹�–�Š�‘�—�–�� �’�ƒ�‹�•�� �‘�”�� �‡�•�„�ƒ�”�”�ƒ�•�•�•�‡�•�–���å�� �›�‘�—�ï�”�‡�� �Ž�‘�˜�‹�•�ï�� �Ž�‹�ˆ�‡�� �ƒ�•�†�� �™�ƒ�Ž�•�‹�•�‰��

�ƒ�”�‘�—�•�†���‹�•���ƒ���‰�”�‡�ƒ�–���•�‘�‘�†���ƒ�Ž�Ž���–�Š�‡���–�‹�•�‡�ä���������‘�á���
�‹�•�å���Ž�‡�–���•�‡���ƒ�•�•���›�‘�—���ƒ���•�‹�•�’�Ž�‡���“�—�‡�•�–�‹�‘�•�ä�������‘�™���™�‘�—�Ž�†���ƒ�Ž�Ž��

�–�Š�ƒ�–���ˆ�‡�‡�Ž�ë�������‡�Ž�Ž�á���‹�ˆ���›�‘�—���†�‹�˜�‹�†�‡���–�Š�ƒ�–���H�z�á�v�v�v���‹�•�˜�‡�•�–�•�‡�•�–���„�›���y�|�{���†�ƒ�›�•�����–�Š�ƒ�–�ï�•���‘�•�‡���›�‡�ƒ�”���ˆ�”�‘�•���•�‘�™���á��

�›�‘�—�ï�”�‡���‰�‡�–�–�‹�•�‰���ƒ�Ž�Ž��that for only $10.96 a day.  

 

���Š�ƒ�–�ï�•���•�‘�”�‡���‹�•�’�‘�”�–�ƒ�•�–���–�‘���›�‘�—���
�‹�•�ë 

�x $10.96 or being completely free from pain? 

�x $10.96 or having excellent oral (and heart) health? 
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�x $10.96 or looking and feeling great? 

�x $10.96 or being able to smile all the time? 

�x $10.96 or getting that promotion at work you told me about? 

�x $10.96 or the incredible boost in confidence that you get every time you look in the 

mirror and see that handsome guy with an awesome smile looking back at you? 

 

���‹�•�–�‡�•���
�‹�•�á�����ï�Ž�Ž���‡�˜�‡�•���•�ƒ�‹�Ž���›�‘�—���ƒ���…�Š�‡�…�•���ˆ�‘�”���H�w�v�ä�•�|���‹�ˆ�������•�‡�‡�†���–�‘�á���–�‘���…�‘�˜�‡�”���›�‘�—�”���ˆ�‹�”�•�–���†�ƒ�›���‹�ˆ���‹�–�ï�•��

�–�Š�ƒ�–���„�‹�‰���‘�ˆ���ƒ���†�‡�ƒ�Ž���–�‘���›�‘�—�ä�������Š�›���™�‘�—�Ž�†�������†�‘���–�Š�ƒ�–���ˆ�‘�”���›�‘�—���
�‹�•�ë�������‡�…�ƒ�—�•�‡���H�w�v�ä�•�|���‹�•���•�‘�–�Š�‹�•�‰�ä�������ï�•���•�‘�–��

�‰�‘�‹�•�‰���–�‘���•�‹�•�•���‹�–���ƒ�•�†�����ï�•���‰�—�‡�•�•�‹�•�‰���•�‡�‹�–�Š�‡�”���™�‹�Ž�Ž���›�‘�—�ä�������ï�Ž�Ž���Š�ƒ�˜�‡���‹�–���	�‡�†���š�‡�†���ƒ�•�†���ƒ�–���›�‘�—�”���ˆ�”�‘�•�–���†�‘�‘�”���„�›��

tomorrow aft�‡�”�•�‘�‘�•�ä�������‘�á���Ž�‡�–�ï�•���‰�‡�–���›�‘�—���•�–�ƒ�”�–�‡�†���‘�•���–�Š�‹�•���’�”�‘�‰�”�ƒ�•���ƒ�•�†���–�Š�‡�•�����ï�Ž�Ž���Š�ƒ�˜�‡���–�Š�‡���H�w�v�ä�•�|���•�‡�•�–��

�”�‹�‰�Š�–���‘�˜�‡�”�ä�ó�� 

 

���Š�ƒ�–�ï�•���ˆ�—�•�•�›���‹�•���–�Š�‹�•���…�ƒ�•�‡���‹�•���–�Š�ƒ�–���–�Š�‡���	�‡�†���š���…�Š�ƒ�”�‰�‡���–�‘���‰�‡�–���–�Š�‡���…�Š�‡�…�•���–�‘���Š�‹�•���Š�‘�—�•�‡���‹�•���•�‘�”�‡��

�–�Š�ƒ�•���–�Š�‡���D�s�r�ä�{�x�ä�������‘�á���–�‘���—�•�†�‡�”�•�–�ƒ�•�†���–�Š�‡���’�•�›�…�Š�‘�Ž�‘�‰�›���‘�ˆ���™�Š�ƒ�–�ï�•���”�‡�ƒ�Ž�Žy happening over the course 

�‘�ˆ���–�Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ�ï�•���‹�•�’�Ž�‡�•�‡�•�–�ƒ�–�‹�‘�•�å�����‡�–�ï�•���„�”�‡�ƒ�•���‹�–���†�‘�™�•���ƒ�•�†���–�ƒ�•�‡���ƒ���…�Ž�‘�•�‡�”���Ž�‘�‘�•�ä�� ���‡�ï�Ž�Ž���ƒ�•�•�—�•�‡��

�–�Š�ƒ�–�� ���ï�˜�‡�� �ƒ�Ž�”�‡�ƒ�†�›�� �”�‡�•�–�ƒ�–�‡�†�� �–�Š�‡�� �„�‡�•�‡�ˆ�‹�–�•�� �‘�ˆ�� �–�Š�‡�� �–�”�‡�ƒ�–�•�‡�•�–�� �’�”�‘�‰�”�ƒ�•�� �–�‘�� �–�Š�‡�� �’�ƒ�–�‹�‡�•�–�ä�� �� ���Š�‡�•�á�� ����

�ƒ�†�†�”�‡�•�•�‡�†���–�Š�‡�‹�”���‘�„�Œ�‡�…�–�‹�‘�•���™�Š�‹�…�Š���™�ƒ�•�á���ò���‘�—���•�•�‘�™ what Dr. Toothly?  This treatment program 

�•�‘�—�•�†�•���‰�”�‡�ƒ�–���„�—�–���‹�–�ï�•���”�‡�ƒ�Ž�Ž�›���‡�š�’�‡�•�•�‹�˜�‡�ä�ó�������Š�‡�•�������”�‡�•�’�‘�•�†�‡�†�á���ò���‡�ƒ�Š�å�����–�ï�•���‡�š�’�‡�•�•�‹�˜�‡�ä�ó���� 

 

That little step right there began the transformation in the conversation so the  

objection will soon no longer be about the $4,000 treatment plan. 

 

By future-�’�ƒ�…�‹�•�‰���–�Š�‡���’�”�‘�•�’�‡�…�–�����‹�ä�‡�ä�á���ò�’�•�›�…�Š�‘�Ž�‘�‰�‹�…�ƒ�Ž�Ž�›���•�‘�˜�‡�†���–�Š�‡�•���s-year down the road 

�‹�•�–�‘���–�Š�‡���ˆ�—�–�—�”�‡���™�‹�–�Š���•�›���“�—�‡�•�–�‹�‘�•�•�����å���™�Š�‡�”�‡���–�Š�‡�›�ï�˜�‡���…�‘�•�’�Ž�‡�–�‡�†���–�Š�‡���–�”�‡�ƒ�–�•�‡�•�–���’�Ž�ƒ�•���ƒ�•�†���‰�‘�–�–�‡�•��

all the fabulous results they wanted.  Before going any further into this I really want to point 

out that you better be able to deliver (if not overdeliver) on 100% of the benefits you promise 

to your prospect.    

 

���ˆ���›�‘�—���•�•�‘�™�‹�•�‰�Ž�›���•�ƒ�•�‡���’�”�‘�•�‹�•�‡�•���–�Š�ƒ�–���›�‘�—���…�ƒ�•�ï�–���ˆ�—�Ž�ˆ�‹�Ž�Ž���‹�•���‘�”�†�‡�”���–�‘���‰�‡�–���–�Š�‡���•�ƒ�Ž�‡�å���›�‘�—���•�—�…�•��

and I hope you get in a lot of trouble for being such a loser.  ���Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ���ƒ�•�•�—�•�‡�•���–�Š�ƒ�–���›�‘�—�ï�”�‡��

�ƒ�•���Š�‘�•�‡�•�–���’�‡�”�•�‘�•�å���–�Š�ƒ�–���›�‘�—�ï�”�‡���ƒ�Ž�™�ƒ�›�•���‰�‘�‹�•�‰���–�‘���„�‡���…�‘�‘�Ž���–�‘���›�‘�—�”���’�”�‘�•�’�‡�…�–�•�å���ƒ�•�†���–�Š�ƒ�–���›�‘�—�ï�”�‡��

selling legitimately solid and valuable stuff.  So, this process has addressed their objection in 
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an �‡�ˆ�ˆ�‡�…�–�‹�˜�‡�� �•�ƒ�•�•�‡�”�ä�� �� ���ï�˜�‡�� �”�‡�ˆ�‘�…�—�•�‡�†�� �–�Š�‡�‹�”�� �ƒ�–�–�‡�•�–�‹�‘�•�� �ƒ�™�ƒ�›�� �ˆ�”�‘�•�� �–�Š�‡�� �ò���Š�‹�•�� �‹�•�� �‡�š�’�‡�•�•�‹�˜�‡�ó��

�‘�„�Œ�‡�…�–�‹�‘�•���ƒ�•�†���‘�•�–�‘���ƒ�Ž�Ž���–�Š�‡���ˆ�—�–�—�”�‡���„�‡�•�‡�ˆ�‹�–�•���ƒ�•�†���’�‘�•�•�‹�„�‹�Ž�‹�–�‹�‡�•���–�Š�ƒ�–���ƒ�…�…�‘�•�’�ƒ�•�›�á���ò���‘�™�å���™�Š�ƒ�–���‹�ˆ������

�Š�ƒ�˜�‡���–�Š�‹�•���–�”�‡�ƒ�–�•�‡�•�–�ë�ó���� 

 

�	�”�‘�•���Š�‡�”�‡�á�������”�‡�•�–�ƒ�–�‡���–�Š�‡���„�‡�•�‡�ˆ�‹�–�•���„�›���•�ƒ�›�‹�•�‰�á���ò���‘�—�”���•�•�‹le is transformed, your confidence 

is increased, your pain is gone and you might very well end up with that promotion you said 

�›�‘�—���•�‹�•�•�‡�†���‘�—�–���‘�•���„�‡�…�ƒ�—�•�‡���‘�ˆ���•�‘�–���•�•�‹�Ž�‹�•�‰�ä�ó�������Š�‡�•���™�‡���•�Ž�‹�…�‡���–�Š�‡���’�”�‹�…�‡���ƒ�•�†���…�Š�—�•�•���‹�–���†�‘�™�•���„�›��

taking that $4,000 treatment plan and sa�›�‹�•�‰���Ž�‡�–�ï�•���†�‹�˜�‹�†�‡���–�Š�ƒ�–���„�›���u�x�w���†�ƒ�›�•�����s���›�‡�ƒ�”���á���™�Š�‹�…�Š���‹�•��

only $10.96 a day.   ���ˆ�–�‡�”���†�‘�‹�•�‰���–�Š�ƒ�–�á�������–�ƒ�•�‡���–�™�‘���•�–�‡�’�•���„�›���ˆ�‹�”�•�–���”�‡�•�–�ƒ�–�‹�•�‰���„�‡�•�‡�ˆ�‹�–�•�á���ò���‘�—�”���•�•�‹�Ž�‡��

is transformed, your confidence is increased, you feel more outgoing and gregarious, your 

pain is gone, your teeth, gums and heart are healthier, your wife will not be able to keep her 

hands off of you and you might very well end up with that promotion you said you missed 

�‘�—�–���‘�•���„�‡�…�ƒ�—�•�‡���‘�ˆ���•�‘�–���•�•�‹�Ž�‹�•�‰�ó���å���ƒ�•�†���–�Š�‡�•�������ƒ�•�•�á���ò���•���D�s�r�ä�{�x���•�‘�”�‡���‹�•�’�‘�”�–�ƒ�•�–���–�Š�ƒ�•���ƒ�Ž�Ž���–�Š�‹�• �
�‹�•�ë�ó�� 

 

This is a simple and easy-to-implement formula that flat out works.  It works because 

�›�‘�—�ï�”�‡�� �Š�‘�•�‡�•�–�Ž�›�� �–�”�›�‹�•�‰�� �–�‘�� �Š�‡�Ž�’�� �›�‘�—�”�� �’�”�‘�•�’�‡�…�–�å�� �„�‡�…�ƒ�—�•�‡�� �›�‘�—�”�� �•�‘�Ž�—�–�‹�‘�•�� �‹�•�� �‰�‘�‹�•�‰�� �–�‘�� �’�”�‘�˜�‹�†�‡��

�‡�š�…�‡�’�–�‹�‘�•�ƒ�Ž�á�� �–�”�ƒ�•�•�ˆ�‘�”�•�ƒ�–�‹�‘�•�ƒ�Ž�� �˜�ƒ�Ž�—�‡�� �–�‘�� �–�Š�‡�•�� �ƒ�•�†�� �•�‘�•�–�� �‹�•�’�‘�”�–�ƒ�•�–�Ž�›�å�� �„�‡�…�ƒ�—�•�‡ �‹�–�ï�•�� �„�ƒ�•�‡�†�� �‹�•��

�–�”�—�–�Š�ä���������ï�•���–�‡�Ž�Ž�‹�•�‰���›�‘�—���”�‹�‰�Š�–���•�‘�™�å�����ˆ�������…�ƒ�•���†�‘���–�Š�‹�•�å���›�‘�—���…�ƒ�•���†�‘���–�Š�‹�•���–�‘�‘�å���’�”�‘�„�ƒ�„�Ž�›���„�‡�–�–�‡�”���–�Š�ƒ�•��

�����Œ�—�•�–���Ž�ƒ�‹�†���‹�–���‘�—�–���‘�ˆ���ˆ�‘�”���›�‘�—�ä�������ˆ���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���’�”�‘�†�—�…�–�•���ƒ�•�†���‘�”���•�‡�”�˜�‹�…�‡�•���‘�ˆ���•�‹�‰�•�‹�ˆ�‹�…�ƒ�•�–���˜�ƒ�Ž�—�‡���ƒ�•�†��

�›�‘�—���ƒ�”�‡���‰�‡�–�–�‹�•�‰���•�–�‘�•�‡�™�ƒ�Ž�Ž�‡�†���™�‹�–�Š���‘�„�Œ�‡�…�–�‹�‘�•�•�å��use this formula.   

 

Remember that you must also offer to send them a check for the $10.96 or whatever 

your amount is to demonstrate how trivial that little amount of money really is (as compared 

�–�‘���ƒ�Ž�Ž���–�Š�‡���‰�”�‡�ƒ�–���„�‡�•�‡�ˆ�‹�–�•���–�Š�‡�›�ï�Ž�Ž���”�‡�ƒ�Ž�‹�œ�‡���„�›���–�ƒ�•�‹�•�‰���›�‘�—���—�’���‘n your offer).   To add a bit more 

�’�—�•�…�Š���–�‘���–�Š�‡���‡�•�†���‘�ˆ���–�Š�‡���ˆ�‘�”�•�—�Ž�ƒ�á���›�‘�—���…�‘�—�Ž�†���ƒ�Ž�•�‘���ƒ�•�•�á���ò���”�‡���›�‘�—���‰�‘�‹�•�‰���–�‘���•�‘�–�‹�…�‡���–�Š�ƒ�–���D�s�r�ä�{�x�ë����

���‘�å���›�‘�—�ï�”�‡���•�‘�–���‰�‘�‹�•�‰���–�‘���•�‘�–�‹�…�‡���–�Š�ƒ�–���›�‘�—�”���„�ƒ�•�•���ƒ�…�…�‘�—�•�–���Š�ƒ�•���†�”�‘�’�’�‡�†���„�›���D�s�r�ä�{�x�å���•�‘�–���—�•�Ž�‡�•�•��

�›�‘�—�ï�”�‡���‘�•���›�‘�—�”���’�Š�‘�•�‡���‘�•���–�Š�‡���…�‘�•�’�—�–�‡�”���…�‘�•�’�ƒ�”�‹�•�‰���†�ƒ�‹�Ž�›���„�ƒ�Ž�ƒ�•�…�‡�•���‘�”���•�‘�•�‡�–�Š�‹�•�‰�ä�ó�����Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ��

is so effective because is slices the price and chunks it down for your prospect into a more 

easily digestible form.   

 

Formula #5:  Trust and Story 
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�	�‘�”�•�—�Ž�ƒ���•�—�•�„�‡�”���ˆ�‹�˜�‡���‹�•���ò���”�—�•�–���ƒ�•�†�����–�‘�”�›�ä�ó���������™�ƒ�•�–���–�‘���’�‘�‹�•�– �‘�—�–���–�Š�ƒ�–���‹�–�ï�•���‘�•�ƒ�›�á���ƒ�•�†���‹�•���•�‘�•�‡��

cases, ideal to combine these formulas and use them together simultaneously to get the sale. 

���ˆ���›�‘�—�ï�”�‡���•�—�’�‡�”���†�‡�†�‹�…�ƒ�–�‡�†���ƒ�•�†���”�‡�ƒ�Ž�Ž�›���„�‡�Ž�‹�‡�˜�‡���–�Š�ƒ�–���™�Š�ƒ�–���›�‘�—�ï�”�‡���‘�ˆ�ˆ�‡�”�‹�•�‰���‹�•���–�Š�‡���„�‡�•�–���‘�’�–�‹�‘�•���ˆ�‘�”��

your prospect you can use these form�—�Ž�ƒ�•�� �•�‡�“�—�‡�•�–�‹�ƒ�Ž�Ž�›�å�� �‘�•�‡�� �ƒ�ˆ�–�‡�”�� �ƒ�•�‘�–�Š�‡�”�� �‘�”�� �›�‘�—�� �…�ƒ�•��

�–�‘�‰�‡�–�Š�‡�”���Ž�‹�•�‡�����ï�•���ƒ�„�‘�—�–���–�‘���•�Š�‘�™���›�‘�—�ä�������–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�‘���”�‡�•�‡�•�„�‡�”���–�Š�ƒ�–���–�Š�‡�•�‡���‘�•�Ž�›���…�‘�•�‡���‹�•�–�‘��

�’�Ž�ƒ�›�� �ƒ�ˆ�–�‡�”�� �›�‘�—�ï�˜�‡�� �†�‘�•�‡�� �›�‘�—�”�� �‹�•�‹�–�‹�ƒ�Ž�� �’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�ä�� �� ���‘�� �”�‡�ƒ�Ž�Ž�›�� �–�Š�‡�•�‡�� �ˆ�‘�”�•�—�Ž�ƒ�•�� �ƒ�”�‡�� �•�‹�•�’�Ž�›�� �ƒ��

continuation of your presentation.   

 

���‘�•�–���’�‡�‘�’�Ž�‡���–�Š�‹�•�•���–�Š�ƒ�–���‘�•�…�‡���–�Š�‡�›�ï�˜�‡���•�ƒ�†�‡���–�Š�‡�‹�”���‹�•�‹�–�‹�ƒ�Ž�����•�‘�”�•�ƒ�Ž�����’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•���–�Š�ƒ�–���–�Š�‡�‹�”��

�™�‘�”�•���‹�•���†�‘�•�‡�ä�������‡�Ž�Ž�á�����ï�˜�‡���‰�‘�–���•�‡�™�•���ˆ�‘�”���›�‘�—�ä�������ˆ���›�‘�—���”�‡�ƒ�Ž�Ž�›���„�‡�Ž�‹�‡�˜�‡���–�Š�ƒ�–���™�Š�ƒ�–���›�‘�—�ï�”�‡���‘�ˆ�ˆ�‡�”�‹�•�‰���–�‘��

your prospect is going to transform their problem into lasting �„�‡�•�‡�ˆ�‹�–�•�å���ƒ�•�†���›�‘�—���•�•�‘�™���–�Š�ƒ�–��

�›�‘�—�� �…�ƒ�•�� �”�‡�ƒ�Ž�Ž�›�� �Š�‡�Ž�’�� �ƒ�•�†�� �„�‡�•�‡�ˆ�‹�–�� �–�Š�‡�•�å�� �›�‘�—�ï�Ž�Ž�� �”�‡�ƒ�Ž�‹�œ�‡�� �–�Š�ƒ�–�� �›�‘�—�� �Š�ƒ�˜�‡�� �ƒ�•�� �‘�„�Ž�‹�‰�ƒ�–�‹�‘�•�� �–�‘�� �›�‘�—�”��

�’�”�‘�•�’�‡�…�–���ƒ�•�†���ƒ�•���ƒ���”�‡�•�—�Ž�–�å���›�‘�—���™�‘�•�ï�–���•�‹�•�’�Ž�›���‰�‹�˜�‡���—�’���ƒ�•�†���Ž�‡�–���–�Š�‡�•���‰�‘�ä�� Your responsibility to 

your prospect (that occurs by continuing your �‡�ˆ�ˆ�‘�”�–�•�����‹�ä�‡�ä�á���ò�•�‡�Ž�Ž�‹�•�‰�ó�����å�����•�Š�‘�—�Ž�†���‰�‘���‹�•�–�‘���Š�‹�‰�Š��

�‰�‡�ƒ�”���ƒ�ˆ�–�‡�”���›�‘�—�ï�˜�‡���’�”�‡�•�‡�•�–�‡�†���–�Š�‡���‹�•�‹�–�‹�ƒ�Ž���‘�ˆ�ˆ�‡�”�å���›�‘�—���Œ�—�•�–���™�ƒ�•�–���–�‘���•�ƒ�•�‡���•�—�”�‡���–�Š�ƒ�–���›�‘�—�ï�”�‡���•�ƒ�•�‹�•�‰��

it fun and not being a jerk about it.   

 

This whole process is ultimately about helping your prospect.  Please keep that in mind. 

Trust and story is best suited to help your prospect overcome their skepticism and/or self-

doubts they have.   ���‡�”�‡�ï�•�� �ƒ�� �„�‹�–�� �‘�ˆ�� �‹�•�ˆ�‘�”�•�ƒ�–�‹�‘�•�� �›�‘�—�� �•�ƒ�›�� �•�‘�–�� �„�‡�� �ƒ�™�ƒ�”�‡�� �‘�ˆ�ã�� �� ���Š�‡�� �„�‹�‰�‰�‡�•�–��

�‹�•�’�‡�†�‹�•�‡�•�–���–�‘���›�‘�—���•�ƒ�•�‹�•�‰���ƒ���•�ƒ�Ž�‡�å���™�Š�‡�–�Š�‡�”���‹�–�ï�•���‹�•���ƒ���ˆ�ƒ�…�‡-to-face �•�‡�‡�–�‹�•�‰�å���‘�•�Ž�‹�•�‡�å���‘�”���‹�•���ƒ��

�†�‹�”�‡�…�–���•�ƒ�‹�Ž���•�ƒ�Ž�‡�•���Ž�‡�–�–�‡�”�å���‹�•���‰�‘�‹�•�‰���–�‘���‹�•�˜�‘�Ž�˜�‡���†�‹�•�„�‡�Ž�‹�‡�ˆ���–�Š�ƒ�–���’�”�‹�•�ƒ�”�‹�Ž�›���Š�‹�•�‰�‡�•���‘�•���›�‘�—�”���’�”�‘�•�’�‡�…�–�ï�•��

self-�†�‘�—�„�–�ä���� ���–�ï�•�� �•�‘�–�� �–�Š�ƒ�–���–�Š�‡�›���†�‘�•�ï�–�� �„�‡�Ž�‹�‡�˜�‡���–�Š�ƒ�–���›�‘�—�”���•�–�—�ˆ�ˆ���‹�•�� �‰�”�‡�ƒ�–���ƒ�•�†���…�ƒ�•���†�‘�� �™�‘�•�†�‡�”�•���ˆ�‘�”��

�–�Š�‡�•�å���„�‡�…�ƒ�—�•�‡���‹�ˆ���‹�–���™�ƒ�•�å���–�Š�‡�›���™�‘�—�Ž�†�•�ï�–��still be sitting in front of you (or reading your sales 

copy or watching your video sales letter).   

 

���•���ƒ�Ž�Ž���Ž�‹�•�‡�Ž�‹�Š�‘�‘�†�á���–�Š�‡�›���„�‡�Ž�‹�‡�˜�‡���›�‘�—���™�Š�‡�•���›�‘�—���•�ƒ�›���›�‘�—�”���•�–�—�ˆ�ˆ���”�‘�…�•�•�å���‡�•�’�‡�…�‹�ƒ�Ž�Ž�›���‹�ˆ���›�‘�—�ï�˜�‡��

done what I asked and (in advance of your presentation) demonstrating that you can help 

�–�Š�‡�•���„�›���ƒ�…�–�—�ƒ�Ž�Ž�›���Š�‡�Ž�’�‹�•�‰���–�Š�‡�•�ä�����‘�á���‹�•���–�Š�‹�•���‡�š�ƒ�•�’�Ž�‡���›�‘�—�ï�˜�‡���•�ƒ�†�‡���›�‘�—�”���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�á���–�‘�Ž�†���–�Š�‡�•��

�›�‘�—�”�� �’�”�‹�…�‡�� �ƒ�•�†�� �–�Š�‡�•�� �–�Š�‡�›�� �–�Š�”�‘�™���—�’�� �–�Š�‹�•�� �‘�„�Œ�‡�…�–�‹�‘�•�á�� �ò���‡�Ž�Ž�å�� �›�‘�—�”�� �’�”�‘�‰�”�ƒ�•�� �•�‘�—�•�†�•�� �ƒ�™�‡�•�‘�•�‡��

�ƒ�•�†�����ï�•���•�—�”�‡���–�Š�ƒ�–���‹�–���™�‘�”�•�•���‰�”�‡�ƒ�–���ˆ�‘�”���‡�˜�‡�”�›�‘�•�‡���™�Š�‘���‹�•�˜�‡�•�–�• �‹�•���‹�–�å���–�Š�ƒ�–���‹�•���‡�˜�‡�”�›�‘�•�‡���‡�š�…�‡�’�–���•�‡�ä 

���ï�•�� �–�Š�‡�� �•�‹�†�†�Ž�‡�� �…�Š�‹�Ž�†�� �‹�•�� �•�›�� �ˆ�ƒ�•�‹�Ž�›�á�� ���� �Š�ƒ�˜�‡�� �‘�•�‡�� �‰�”�‡�‡�•�� �ƒ�•�†�� �‘�•�‡�� �„�Ž�—�‡�� �‡�›�‡�á�� �•�›�� �†�‘�‰�� �ƒ�–�‡�� �•�›��
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�Š�‘�•�‡�™�‘�”�•���ƒ�•�†���™�Š�ƒ�–�‡�˜�‡�”�á���”�‹�‰�Š�–�ë�ó�������˜�‡�”�›���‘�•�‡���‘�ˆ���—�•���Š�ƒ�•���ƒ���•�–�‘�”�›���ƒ�•�†���ƒ���”�‡�ƒ�•�‘�•���™�Š�›���™�‡�ï�”�‡���•�‘�–��

good enough.   

 

���•�†�‘�—�„�–�‡�†�Ž�›�å���•�‡�Ž�ˆ-doubt (no pun intended) is one of the most prevalent reasons why 

�›�‘�—�”���’�”�‘�•�’�‡�…�–�•���•�‹�•�’�Ž�›���™�‘�•�ï�–���’�—�Ž�Ž���–�Š�‡���–�”�‹�‰�‰�‡�”���ƒ�•�†���’�—�”�…�Š�ƒ�•�‡���ˆ�”�‘�•���›�‘�—�ä�������Š�‡�����”�—�•�–���ƒ�•�†�����–�‘�”�›��

formula does a masterful job at combatting both of these problems.   

 

���•�� �–�Š�‹�•�� �‡�š�ƒ�•�’�Ž�‡�á���™�‡�ï�†���•�ƒ�›���•�‘�•�‡�–�Š�‹�•�‰���Ž�‹�•�‡���–�Š�‹�•�á�� �ò���‘�—���•�•�‘�™�����ƒ�•�•�ƒ�Š�á���ƒ���Ž�‘�–���‘�ˆ�� �’�‡�‘�’�Ž�‡���ƒ�”�‡��

�ƒ�•�•�‹�•�‰���•�‡�á���î���‘�™���†�‘�������•�•�‘�™���–�Š�‹�•���‹�•���‰�‘�‹�•�‰���–�‘���™�‘�”�•���ˆ�‘�”���•�‡�ë�ï�����Š�‡�•�������Š�‡�ƒ�”���–�Š�ƒ�–�á�������™�ƒ�•�–���–�‘���•�ƒ�›�á���î����

�–�Š�‹�•�•�� �›�‘�—�ï�”�‡�� �ƒ�•�•�‹�•�‰�� �•�‡�� �–�Š�ƒ�–�� �„�‡�…�ƒ�—�•�‡�� �›�‘�—�� �‡�‹�–�Š�‡�”�� �†�‘�•�ï�–�� �–�”�—�•�–�� �•�‡�� �‘�”�� �›�‘�—�� �†�‘�•�ï�–�� �ˆ�—�Ž�Ž�›�� �–�”�—�•�–��

�›�‘�—�”�•�‡�Ž�ˆ�ä�ï�����������™�ƒ�•�–���›�‘�—���–�‘���–�”�—�•�–���•�‡�����ƒ�•�•�ƒ�Š�á���•�‘���‹�ˆ�������Š�ƒ�˜�‡�•�ï�–���‡�ƒ�”�•�‡�†���›�‘�—�”���–�”�—�•�–���–�Š�‡�•�������†�‘�•�ï�–���™�ƒ�•�–��

�›�‘�—���–�‘���‘�”�†�‡�”�ä���������Š�ƒ�˜�‡�•�ï�–���†�‘�•�‡���•�›���Œ�‘�„���–�‘�†�ƒ�›���ƒ�•�†�������†�‘�•�ï�–���™�ƒ�•�–���•�‘�•�‡�–�Š�‹�•�‰���ˆ�‘�”���•�‘�–�Š�‹�•�‰�ä�������–�ï�•���‘�•�ƒ�›�ä����

���›���ˆ�‡�‡�Ž�‹�•�‰�•���ƒ�”�‡�•�ï�–���Š�—�”�–���ƒ�•�†�������ƒ�’�‘�Ž�‘�‰�‹�œ�‡���ˆ�‘�”���™�ƒ�•�–�‹�•�‰���›�‘�—�”���–�‹�•�‡���–�‘�†�ƒ�›�ä���������—�–���‹�ˆ���›�‘�—���†�‘���–�”�—�•�–���•�‡�á��

then wh�ƒ�–�������–�Š�‹�•�•���›�‘�—�ï�”�‡���”�‡�ƒ�Ž�Ž�›���•�ƒ�›�‹�•�‰���™�Š�‡�•���›�‘�—���ƒ�•�•�‡�†���•�‡���–�Š�‹�•���“�—�‡�•�–�‹�‘�•���‹�•���î���ï�˜�‡���‰�‘�–���•�‡�Ž�ˆ-doubt 

�ƒ�•�†�����ï�•���•�‘�–���•�—�”�‡�������…�ƒ�•���ƒ�…�–�—�ƒ�Ž�Ž�›���†�‘���–�Š�‹�•�ä�ï�ó���� 

 

���ƒ�•�è�������‘�™���™�‡�ï�”�‡���’�‡�”�ˆ�‡�…�–�Ž�›���•�‡�–���—�’���–�‘���–�‡�Ž�Ž���ƒ���•�–�‘�”�›�ä�������ƒ�›���’�ƒ�”�–�‹�…�—�Ž�ƒ�”���ƒ�–�–�‡�•�–�‹�‘�•���–�‘���Š�‘�™���™�‡���†�‘��

this.  At this point in the formu�Ž�ƒ�á�� �‹�–�ï�•�� �‹�•�’�‘�”�–�ƒ�•�–�� �–�Š�ƒ�–�� �›�‘�—�ï�”�‡�� �•�‹�•�†�� �ƒ�•�†�� �‡�•�’�ƒ�–�Š�‡�–�‹�…�� �–�‘�� �›�‘�—�”��

�’�”�‘�•�’�‡�…�–�ä�������›���–�Š�‡���™�ƒ�›�å���–�Š�‘�•�‡���ƒ�”�‡���‡�•�‘�–�‹�‘�•�•���›�‘�—���…�ƒ�•�ï�–���ˆ�ƒ�•�‡�ä�������†�‡�ƒ�Ž�Ž�›�á���™�‡���™�ƒ�•�–���–�‘���„�—�‹�Ž�†���—�’���‘�—�”��

�’�”�‘�•�’�‡�…�–�ï�•�� �…�‘�•�ˆ�‹�†�‡�•�…�‡�� �ƒ�•�†�� �ƒ�•�…�Š�‘�”�� �–�Š�‡�‹�”�� �†�‡�…�‹�•�‹�‘�•�� �–�‘�� �’�—�”�…�Š�ƒ�•�‡�� �‘�—�”�� �•�–�—�ˆ�ˆ�� �–�‘�� �•�‘�•�‡�–�Š�‹�•�‰�� �˜�‡�”�›��

�’�‘�•�‹�–�‹�˜�‡�å���™�Š�‹�…�Š���‹s best accomplished with a story.   

 

���‡�…�ƒ�—�•�‡���–�Š�‹�•���‹�•���ƒ�•���‡�š�ƒ�•�’�Ž�‡�á�����ï�•���‰�‘�‹�•�‰���–�‘���…�”�‡�ƒ�–�‡���ƒ���•�–�‘�”�›���ƒ�•�†���–�Š�‡���•�…�”�‹�’�–�‹�•�‰���–�‘���Š�‡�Ž�’���›�‘�—���•�‡�‡��

�Š�‘�™���–�Š�‹�•���™�‘�”�•�•�ä�������Š�ƒ�–�������†�‘�•�ï�–���™�ƒ�•�–���›�‘�—���–�‘���†�‘�á���Š�‘�™�‡�˜�‡�”�á���‹�•���–�‘���—�•�‡���ƒ���ˆ�ƒ�•�‡���•�–�‘�”�›���™�Š�‡�•���›�‘�—�ï�”�‡��

�†�‘�‹�•�‰���–�Š�‹�•�� �ˆ�‘�”�� �”�‡�ƒ�Ž�� �™�‹�–�Š�� �ƒ�� �’�”�‘�•�’�‡�…�–�ä���� ���ˆ�� ���� �Š�ƒ�˜�‡�•�ï�–�� �•�ƒ�†�‡�� �•�›�•�‡�Ž�ˆ�� �…�Ž�‡�ƒ�”�� �ƒ�–���–�Š�‹�• �’�‘�‹�•�–�� ���ï�Ž�Ž�� �•�–�ƒ�–�‡���‹�–��

�ƒ�‰�ƒ�‹�•�� �ˆ�‘�”�� �›�‘�—�å�� ���� �…�ƒ�•�ï�–�� �•�–�ƒ�•�†�� �Ž�›�‹�•�‰���ƒ�•�†�� ���� �†�‘�•�ï�–�� �…�‘�•�†�‘�•�‡�� �Ž�›�‹�•�‰���‹�•�� �ƒ�•�›�� �™�ƒ�›�á�� �•�Š�ƒ�’�‡�� �‘�”�� �ˆ�‘�”�•�� �–�‘��

anyone for any reason.   

 

���‘�� �•�‘�™�� �–�Š�ƒ�–�� ���ï�˜�‡�� �‰�‹�˜�‡�•�� �›�‘�—�� �ƒ�� �…�Ž�‡�ƒ�”�� �ƒ�•�†�� �…�‘�•�…�‹�•�‡�� �†�‹�•�…�Ž�ƒ�‹�•�‡�”�á�� �Ž�‡�–�ï�•�� �…�‘�•�–�‹�•�—�‡�� �™�‹�–�Š�� �‘�—�”��

�‡�š�ƒ�•�’�Ž�‡�ä�������‘�—���•�‹�‰�Š�–���•�ƒ�›�á���ò���‘�—���•�•�‘�™�����ƒ�•�•�ƒ�Š�å�������…�‘�•�’�Ž�‡�–�‡�Ž�›���—�•�†�‡�”�•�–�ƒ�•�†���„�‡�…�ƒ�—�•�‡�����ï�˜�‡���ˆ�‡�Ž�–���–�Š�ƒ�–��

�™�ƒ�›���ƒ�„�‘�—�–���ƒ���Ž�‘�–���‘�ˆ���–�Š�‹�•�‰�•�ä�������•�†���™�Š�‡�•�����ï�•���ˆ�‡�‡�Ž�‹�•�‰���–�Š�ƒ�–���™�ƒ�›�å���‹�ˆ�����ï�•���Š�‘�•�‡�•�–���™�‹�–�Š���•�›�•�‡�Ž�ˆ�å�������•�•�‘�™��

�‹�–�ï�•���„�‡�…�ƒ�—�•�‡�����ï�˜�‡���–�”�‹�‡�†���•�‘�•�‡�–�Š�‹�•�‰�����ƒ�•�†���ˆ�ƒ�‹�Ž�‡�†�����ƒ�•�†�������ƒ�•���–�‡�”�”�‹�ˆ�‹�‡�†���–�‘���‰�‘���–�Š�”�‘�—�‰�Š���–�Š�‡���’�ƒ�‹�•���‘�ˆ���–�Š�ƒ�–��
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failure agai�•�ä�ó�������–���–�Š�‹�•���Œ�—�•�…�–�—�”�‡�á���›�‘�—���•�Š�‘�—�Ž�†�����‹�†�‡�ƒ�Ž�Ž�›�����–�‡�Ž�Ž���ƒ���•�–�‘�”�›���‘�ˆ���Ž�‘�•�•���ƒ�•�†���”�‡�†�‡�•�’�–�‹�‘�•�å���ƒ�•�†��

�™�Š�‹�Ž�‡�� �‹�–�� �†�‘�‡�•�•�ï�–�� �Š�ƒ�˜�‡�� �–�‘�� �„�‡�� �’�”�‘�†�—�…�–�� �”�‡�Ž�ƒ�–�‡�†�å�� �‹�–�� �†�‘�‡�•�� �•�‡�‡�†�� �–�‘�� �„�‡�� �–�”�—�‡�ä�� ���‘�—�� �™�‘�—�Ž�†�� �•�ƒ�›�á��

�ò���ƒ�•�•�ƒ�Š�å���ƒ�–���–�Š�‡���”�‹�•�•���‘�ˆ���‡�•�„�ƒ�”�”�ƒ�•�•�‹�•�‰���•�›�•�‡�Ž�ˆ�������™�ƒ�•�–���–�‘���–�‡�Ž�Ž���›�‘�—���ƒ���•�–�‘�”�›���–�Š�ƒ�–�������–�Š�‹�•�•���…�ƒn help 

�›�‘�—�å�ó�����‡�•�‡�•�„�‡�”�å���–�Š�‹�•���‹�•���ƒ���ˆ�‹�…�–�‹�–�‹�‘�—�•���‡�š�ƒ�•�’�Ž�‡���‰�‹�˜�‡�•���–�‘���‹�Ž�Ž�—�•�–�”�ƒ�–�‡���–�Š�‡���…�‘�•�…�‡�’�–�ä��  

 

�ò���Š�‡�•�� ���� �™�ƒ�•�� �ƒ�� �•�‹�†�å�� ���� �‰�—�‡�•�•�� �ˆ�”�‘�•�� �ƒ�„�‘�—�–���–�Š�‡���–�‹�•�‡������ �™�ƒ�•�� �‹�•�� �–�Š�‡���•�‹�š�–�Š���‰�”�ƒ�†�‡���ƒ�Ž�Ž���–�Š�‡�� �™�ƒ�›��

�–�Š�”�‘�—�‰�Š���Š�‹�‰�Š���•�…�Š�‘�‘�Ž�å�������Š�ƒ�†���ƒ���–�‡�”�”�‹�„�Ž�‡���’�”�‘�„�Ž�‡�•���™�‹�–�Š���•�›���•�‡�Ž�ˆ-esteem.   We had serious family 

issues and I heard it from my mom (and most of my teachers) that I was stupid and would 

�•�‡�˜�‡�”���ƒ�•�‘�—�•�–���–�‘���ƒ�•�›�–�Š�‹�•�‰�ä�������Š�‹�•���•�ƒ�†�‡���•�‡���ˆ�‡�‡�Ž���ƒ�™�•�™�ƒ�”�†���ƒ�•�†���•�Š�›���ƒ�”�‘�—�•�†���‘�–�Š�‡�”�•�å���‡�•�’�‡�…�‹�ƒ�Ž�Ž�›��

girls.  And the (very) few times I had a girlfriend (if you can call it that) I let them walk all 

�‘�˜�‡�”���•�‡���„�‡�…�ƒ�—�•�‡���‘�ˆ���‹�–�ä�������ƒ�˜�‡���›�‘�—���‡�˜�‡�”���•�‡�‡�•���–�Š�‡���‰�—�›���‹�•���–�Š�‡���•�‘�˜�‹�‡�•���–�Š�ƒ�–�ï�•���–�Š�‡���–�‘�–�ƒ�Ž���Ž�‘�•�‡�”�å���–�Š�‡��

�‘�•�‡���–�Š�ƒ�–���–�Š�‡���‰�‹�”�Ž���…�Š�‡�ƒ�–�•���‘�•���–�Š�‡�•���†�—�•�’�•�ë�������•�å���™�‡�Ž�Ž�������•�ƒ�†�‡���–�Š�‘�•�‡���‰�—�›�•���Ž�‘�‘�•���Ž�‹�•�‡���•�‘�•�‡���–�›�’�‡���‘�ˆ��

�•�—�’�‡�”���•�–�ƒ�Ž�Ž�‹�‘�•�å���Ž�‹�•�‡���ƒ���–�‘�–�ƒ�Ž���…�Š�‹�…�•���•�ƒ�‰�•�‡�–�ä������ 

 

S�‘�á���™�Š�‡�•�������ˆ�‹�•�ƒ�Ž�Ž�›���•�‡�–���ƒ���‰�‹�”�Ž���™�Š�‘���†�‹�†�•�ï�–���†�—�•�’���•�‡���ƒ�•�†���‘�•�Ž�›���ˆ�Ž�‹�”�–�‡�†���™�‹�–�Š���‡�˜�‡�”�›���‰�—�›���‘�•���–�Š�‡��

�’�Ž�ƒ�•�‡�–�����ƒ�–���Ž�‡�ƒ�•�–���•�Š�‡���†�‹�†�•�ï�–���…�Š�‡�ƒ�–���‘�•���•�‡�����å���•�›���ˆ�ƒ�•�‹�Ž�›���’�”�‡�•�•�—�”�‡�†���•�‡���–�‘���•�ƒ�”�”�›���Š�‡�”�ä���������‡�•�‡�•�„�‡�”��

���ƒ�•�•�ƒ�Š�å�������†�‹�†�•�ï�–���Š�ƒ�˜�‡���ƒ�•�›���•�‡�Ž�ˆ-�‡�•�–�‡�‡�•���ƒ�•�†���ƒ�•���ƒ���”�‡�•�—�Ž�–�å�������…�ƒ�˜�‡�†���–�‘���–�Š�‡�‹�”���’�”�‡�•�•�—re and asked 

this girl to marry me.   

 

�����•�’�‡�•�–���–�Š�‡���•�‡�š�–���•�‡�˜�‡�•���›�‡�ƒ�”�•���‘�ˆ���•�›���Ž�‹�ˆ�‡���…�‘�•�’�Ž�‡�–�‡�Ž�›���•�‹�•�‡�”�ƒ�„�Ž�‡�å���‘�•�Ž�›���–�‘���†�‹�•�…�‘�˜�‡�”���–�Š�ƒ�–���•�Š�‡��

(and the dude I thought was my best friend) had been involved in an adulterous affair.  By 

�–�Š�‡���–�‹�•�‡���‘�—�”���†�‹�˜�‘�”�…�‡���™�ƒ�•���ˆ�‹�•�ƒ�Ž�å�������Š�ƒ�†���Ž�‘�•�–���‘�˜�‡�”���{�w�¨���‘�ˆ���‡�˜�‡�”�›�–�Š�‹�•�‰�������‘�™�•�‡�†�å���ƒ�•�†���s�r�r�¨���‘�ˆ���•�›��

�†�‹�‰�•�‹�–�›�ä�������Š�‡���‘�•�Ž�›���‰�‘�‘�†���–�Š�‹�•�‰���–�Š�ƒ�–���…�ƒ�•�‡���‘�—�–���‘�ˆ���–�Š�ƒ�–���•�ƒ�”�”�‹�ƒ�‰�‡���™�ƒ�•���–�Š�ƒ�–�������Š�ƒ�†���–�™�‘���ƒ�•�ƒ�œ�‹�•�‰���•�‹�†�•�å��

�ƒ�•�†���������•�–�‹�Ž�Ž���†�‘�•�ï�–���•�•�‘�™���Š�‘�™���„�—�–���������‰�‘�–���Œ�‘�‹�•�–-custody of them.  

 

���Š�‹�Ž�‡�� ���� �Ž�‘�˜�‡�†�� �„�‡�‹�•�‰�� �ƒ�� ���ƒ�†�å�� ���� �–�Š�‘�—�‰�Š�–�� �•�›�� �ˆ�—�–�—�”�‡ prospects of finding a good woman 

�™�‡�”�‡�� �‘�˜�‡�”�å�� �ƒ�ˆ�–�‡�”�� �ƒ�Ž�Ž�å�� �™�Š�‘�ï�†�� �™�ƒ�•�–�� �ƒ�� �Ž�‘�•�‡�”�� �Ž�‹�•�‡�� �•�‡�ë�� �� �� ���Š�‡�•�� ���� �•�‡�–�� �•�›�� ���‹�•�ƒ�å�� �ƒ�� �•�—�’�‡�”�� �…�‘�‘�Ž�å��

amazingly gorgeous woman who had no kids of her own.  I met her online and really believed 

�–�Š�ƒ�–���™�Š�‡�•���•�Š�‡���ˆ�‹�•�ƒ�Ž�Ž�›���•�‡�–���•�‡�å���‹�–���™�‘�—�Ž�†���„�‡���•�› first (and last) date with her.  But oddly enough 

�•�Š�‡���™�ƒ�•�•�ï�–���”�‡�’�—�Ž�•�‡�†���„�›���•�‡���ƒ�•�†���„�‡�ˆ�‘�”�‡���›�‘�—���•�•�‘�™���‹�–�å���™�‡���™�‡�”�‡���†�ƒ�–�‹�•�‰�ä���� 

 

Did I tell you that I had low-self-�‡�•�–�‡�‡�•�����ƒ�•�•�ƒ�Š�ë�������‡�ƒ�Š�å�������‰�—�‡�•�•�������†�‹�†�å���ƒ�•�†���–�Š�ƒ�–���ˆ�ƒ�…�–�� 
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�•�‡�’�–���•�‡���Ž�‹�˜�‹�•�‰���‹�•���ˆ�‡�ƒ�”�å���’�”�‡�–�–�›���•�—�…�Š���‡�˜�‡�”�›���†�ƒ�›���–�Š�ƒt this gal would suddenly disappear from 

my life.   

 

���Š�‡���™�ƒ�•���ƒ���ò�s�r�ó���ƒ�•�†�������™�ƒ�•�•�ï�–�å���•�‘���™�Š�ƒ�–���™�ƒ�•�������•�—�’�’�‘�•�‡�†���–�‘���–�Š�‹�•�•�ä�������‡�˜�‡�”�–�Š�‡�Ž�‡�•�•�å���•�Š�‡���•�–�—�…�•��

�ƒ�”�‘�—�•�†���Ž�‘�•�‰���‡�•�‘�—�‰�Š���–�Š�ƒ�–���‘�•�‡���†�ƒ�›�å���•�Š�‡���–�‘�Ž�†���•�‡���–�Š�ƒ�–���•�Š�‡���Ž�‘�˜�‡�†���•�‡�ä�������–�ï�•���„�‡�‡�•���ƒ�Ž�•�‘�•�–���s�w���›�‡�ƒ�”�•��

�•�‘�™���•�‹�•�…�‡�� �™�‡�� �‰�‘�–�� �•�ƒ�”�”�‹�‡�†�å �™�‡�ï�”�‡�� �…�Ž�‘�•�‡�”�� �–�‘�†�ƒ�›�� �–�Š�ƒ�•�� �‡�˜�‡�”�� �ƒ�•�†�� �™�Š�‡�•�� ���� �Ž�‘�‘�•�� �„�ƒ�…�•�� �‘�•�� �ƒ�Ž�Ž�� �–�Š�‡��

�‰�”�‡�ƒ�–���–�Š�‹�•�‰�•���–�Š�ƒ�–���Š�ƒ�˜�‡���…�‘�•�‡���‹�•�–�‘���•�›���Ž�‹�ˆ�‡���•�‹�•�…�‡�������•�‡�–���Š�‡�”�å�������‘�ˆ�–�‡�•���•�–�‘�’���ƒ�•�†���‡�š�’�”�‡�•�•���•�›���–�Š�ƒ�•�•�•��

�–�Š�ƒ�–�������†�‹�†�•�ï�–���Ž�‡�–���•�›���’�ƒ�•�–���ˆ�ƒ�‹�Ž�—�”�‡�•���•�‡�‡�’���•�›���™�‹�ˆ�‡���ƒ�•�†�������ƒ�’�ƒ�”�–�ä�ó���� 

 

���–�ï�•���’�ƒ�”�–�‹�…�—�Ž�ƒ�”�Ž�›���‹�•�’�‘�”�–�ƒ�•�–���–�‘���”�‡�ƒ�Ž�‹�œ�‡���–�Š�ƒ�–���–�Š�‡���•�–�‘�”�›���…�ƒ�•���„�‡���ƒ�„�‘�—�–���ƒ�•�›�–�Š�‹�•�‰�å���‡�˜�‡�•���‹�ˆ���‹�–�ï�•��

�—�•�”�‡�Ž�ƒ�–�‡�†���–�‘���–�Š�‡���–�Š�‹�•�‰���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰�ä�������ˆ���›�‘�—�ï�Ž�Ž���•�‘�–�‹�…�‡�á�������„�‡�‰�ƒ�•���•�›���•�–�‘�”�›���„�›���‡�•�’�ƒ�–�Š�‹�œ�‹�•�‰���™�‹�–�Š��

�–�Š�‡�� �’�”�‘�•�’�‡�…�–�� �„�›�� �•�ƒ�›�‹�•�‰�á�� �ò���‘�—���•�•�‘�™�����ƒ�•�•�ƒ�Š�å�� ���ï�˜�‡�� �Š�ƒ�†�� �’�”�‘�„�Ž�‡�•�•�� �Ž�‹�•�‡�� �–�Š�‹�•�� �–�‘�‘�ä�ó�� �� ���‹�•�‡�™�‹�•�‡�á�� ����

ended my story by �•�ƒ�›�‹�•�‰�á���ò���Š�ƒ�•�•�ˆ�—�Ž�Ž�›�á�������†�‹�†�•�ï�–���Ž�‡�–���–�Š�‘�•�‡���’�”�‘�„�Ž�‡�•�•���ƒ�•�†���’�ƒ�•�–���ˆ�ƒ�‹�Ž�—�”�‡�•���•�‡�‡�’���•�‡��

�ˆ�”�‘�•���”�‡�ƒ�Ž�‹�œ�‹�•�‰���•�›���†�”�‡�ƒ�•�ä�ó���� 

 

In my example, I elevated the moral of the story to something as important of finding 

�–�Š�‡�� �Ž�‘�˜�‡�� �‘�ˆ�� �•�›�� �Ž�‹�ˆ�‡�ä�� �� ���›�� �–�ƒ�•�‹�•�‰�� �–�Š�‡�� �’�”�‘�•�’�‡�…�–�ï�•�� �•�‡�Ž�ˆ-doubt and transforming it (vicariously 

�–�Š�”�‘�—�‰�Š���–�Š�‡���•�–�‘�”�›�����‹�•�–�‘�á���ò���•�ƒ�œ�‹�•�‰���‘�—�–�…�‘�•�‡�•���ƒ�”�‡���’�‘�•�•�‹�„�Ž�‡���™�Š�‡�•���›�‘�—���’�—�•�Š���–�Š�”�‘�—�‰�Š���›�‘�—�”���•�‡�Ž�ˆ-

�†�‘�—�„�–���ƒ�•�†���‰�‘���ˆ�‘�”���‹�–�ä�ó���������‡�•�‡�•�„�‡�”�å�������†�‘�•�ï�–���™�ƒ�•�–���›�‘�—���–�‘���…�”�‡�ƒ�–�‡���ƒ���ˆ�ƒ�•�‡���•�–�‘�”�›���Š�‡�”�‡�ä���������—�•�‡�†���–�Š�‹�•��

story as a means of illustration.  Honesty with yo�—�”���’�”�‘�•�’�‡�…�–�•���‹�•���’�ƒ�”�ƒ�•�‘�—�•�–�ä�������‡�ï�˜�‡���ƒ�Ž�Ž���Š�‡�ƒ�”�†��

�–�Š�‡���•�–�ƒ�–�‡�•�‡�•�–�á���ò���Ž�Ž���•�ƒ�”�•�‡�–�‡�”�•���ƒ�”�‡���Ž�‹�ƒ�”�•�ó���å���ƒ�•�†���—�•�ˆ�‘�”�–�—�•�ƒ�–�‡�Ž�›���ƒ���Ž�‘�–���‘�ˆ���–�Š�‡�•���ƒ�”�‡�ä�������‡�–�Š���
�‘�†�‹�•��

actually wrote a book with that title.   

 

���‘�•�ï�–���„�‡���‘�•�‡���‘�ˆ���–�Š�‘�•�‡���’�‡�‘�’�Ž�‡�ä�������‘�•�‘�”���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���ƒ�•�†���‡�ƒ�”�•���ƒ���‰�‘�‘�†���•�ƒ�•�‡���ˆ�‘�”���›ourself�å   

���–�ï�•�� �•�‘�”�‡�� �˜�ƒ�Ž�—�ƒ�„�Ž�‡�� �–�Š�ƒ�•�� �–�Š�‡�� �•�‘�•�‡�›�� �›�‘�—�ï�Ž�Ž�� �•�ƒ�•�‡�� �–�Š�”�‘�—�‰�Š���„�‡�‹�•�‰�� �†�‹�•�Š�‘�•�‡�•�–�ä�� �� ���‘�•�–�‹�•�—�‹�•�‰��

�™�‹�–�Š���–�Š�‹�•���‡�š�ƒ�•�’�Ž�‡�á�������•�‹�‰�Š�–���–�Š�‡�•���ƒ�•�•���•�›���’�”�‘�•�’�‡�…�–�ã���ò���‡�–���•�‡���ƒ�•�•���›�‘�—���ƒ���“�—�‡�•�–�‹�‘�•�á�����ƒ�•�•�ƒ�Š�ä�������ˆ���›�‘�—��

�Š�ƒ�†���ƒ���–�‹�•�‡���•�ƒ�…�Š�‹�•�‡���ƒ�•�†���…�‘�—�Ž�†���•�‡�‡�–���•�‡���–�Š�‡���†�ƒ�›���„�‡�ˆ�‘�”�‡�������•�‡�–���Š�‡�”�å���™�Š�ƒ�–���™�‘�—�Ž�†���›�‘�—���–�‡ll me if 

�����™�ƒ�•���ƒ�„�‘�—�–���–�‘���Ž�‡�–���•�›���’�ƒ�•�–���‰�‡�–���‹�•���–�Š�‡���™�ƒ�›���ƒ�•�†���”�—�‹�•���•�›���ˆ�—�–�—�”�‡�ë�ó�������Š�‹�•���•�…�”�‹�’�–���Œ�—�•�–���ƒ�…�…�‘�•�’�Ž�‹�•�Š�‡�†��

something very, very powerful.   

 

���–���Œ�—�•�–���’�—�–���–�Š�‡���’�”�‘�•�’�‡�…�–���‹�•���–�Š�‡���†�”�‹�˜�‡�”�ï�•���•�‡�ƒ�–���„�›���‰�‹�˜�‹�•�‰���–�Š�‡�•���’�‡�”�…�‡�‹�˜�‡�†���’�‘�™�‡�”���‘�˜�‡�”���ˆ�—�–�—�”�‡��

�‘�—�–�…�‘�•�‡�•�ä�������ï�•���ƒ�Ž�•�‘���–�”�ƒ�•�•�ˆ�‘�”�•�‹�•�‰���–�Š�‡�•���‹�•�–�‘���ƒ���Š�‡�”�‘���‘�ˆ���•�‘�”�–�•�ä�������ï�•���‡�•�•�‡�•�–�‹�ƒ�Ž�Ž�›���ƒ�•�•�‹�•�‰���–�Š�‡�•�á���ò���‘�—��
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�™�‘�—�Ž�†�•�ï�–���Ž�‡�–���•�‡���•�…�”�‡�™���–�Š�ƒ�–���‘�’�’�‘�”�–�—�•�‹�–�›���—�’�á���™�‘�—�Ž�†���›�‘�—�ë�������‡�‹�–�Š�‡�”���™�‘�—�Ž�†���›�‘�— allow me to use 

�•�›���’�ƒ�•�–���ˆ�ƒ�‹�Ž�—�”�‡�•���–�‘���”�—�‹�•���•�—�…�Š���ƒ�•���ƒ�•�ƒ�œ�‹�•�‰���ˆ�—�–�—�”�‡�á���”�‹�‰�Š�–�ë�ó���� 

 

Continuing the psychological transformation in the mind of my self-doubting prospect 

�����•�‹�‰�Š�–���–�Š�‡�•���ƒ�•�•�ã���ò���‘�—�Ž�†���›�‘�—���Ž�‡�–���•�‡���“�—�‹�–���‘�•���•�›�•�‡�Ž�ˆ���‘�”���™�‘�—�Ž�†���›�‘�—���‡�•�…�‘�—�”�ƒ�‰�‡���•�‡���–�‘���‰�‹�˜�‡���‹�–���•�›��

bes�–���•�Š�‘�–�ë�������ˆ���…�‘�—�”�•�‡�á���›�‘�—�ï�†���‡�•�…�‘�—�”�ƒ�‰�‡���•�‡���ƒ�•�†�����ï�†���†�‘���–�Š�‡���•�ƒ�•�‡���ˆ�‘�”���›�‘�—�ä�������•���ˆ�ƒ�…�–�á�����ƒ�•�•�ƒ�Š�á���–�Š�ƒ�–�ï�•��

�™�Š�ƒ�–�����ï�•���–�”�›�‹�•�‰���–�‘���†�‘���ˆ�‘�”���›�‘�—���”�‹�‰�Š�–���•�‘�™�ä�������›���‘�•�‡���†�‡�…�‹�•�‹�‘�•���–�‘���ƒ�•�•���Š�‡�”���‘�—�–���‘�•���ƒ���†�ƒ�–�‡���…�Š�ƒ�•�‰�‡�†��

my life forever and it seems like you might be facing a similar decision right now.  Let me ask 

�›�‘�—�å���ƒ�”�‡���›�‘�—���‰�‘�‹�•�‰���–�‘���Ž�‡�–���ˆ�‡�ƒ�”���ƒ�•�†���•�‡�Ž�ˆ-�†�‘�—�„�–���…�Š�‡�ƒ�–���›�‘�—���‘�—�–���‘�ˆ���–�Š�‡���ˆ�—�–�—�”�‡���›�‘�—���†�‡�•�‡�”�˜�‡�ë�ó���� 

 

���–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�‘���•�‘�–�‡���–�Š�ƒ�–���–�Š�‡���•�…�”�‹�’�–�‹�•�‰�����ï�•���—�•�‹�•�‰���ƒ�–���–�Š�‹�•���’�‘�‹�•�–���‹�•���•�‘�–���ƒ�„�‘�—�–���–�Š�‡���’�”�‘�•�’�‡�…�–�ä����

�����Š�ƒ�˜�‡���”�‡�†�‹�”�‡�…�–�‡�†���–�Š�‡���ˆ�‘�…�—�•���ƒ�™�ƒ�›���ˆ�”�‘�•���•�ƒ�›�‹�•�‰���ò�›�‘�—�ï�”�‡���™�”�‘�•�‰�ó���ƒ�•�†���‘�•�–�‘���•�ƒ�›�‹�•�‰���ò�•�‡�Ž�ˆ-doubt and 

�ˆ�‡�ƒ�”�� �ƒ�”�‡�� �–�Š�‡�� �…�—�Ž�’�”�‹�–�•�ä�ó�� �� ���‡�˜�‡�”�� �ƒ�–�–�ƒ�…�•�� �–�Š�‡�� �‡�•�‘�–�‹�‘�•�ƒ�Ž�� �•�–�”�‡�•�‰�–�Š�� �‘�”�� �‹�•�–�‡�‰�”�‹�–�›�� �‘�ˆ�� �›�‘�—�”�� �’�”�‘�•�’�‡�…�–�ä����

���‘�—�ï�”�‡���Š�‡�”�‡���–�‘���Š�‡�Ž�’���–�Š�‡�•�á���”�‡�•�‡�•�„�‡�”�ë�������‘�á���•�ƒ�›�‹�•�‰�á���ò���ƒ�•�•�ƒ�Š�å���–�Š�‹�•���‹�•���’�‡�”�ˆ�‡�…�–���ˆ�‘�”���›�‘�—�å���†�‘�•�ï�–���„�‡��

�•�—�…�Š���ƒ���’�‡�•�•�‹�•�‹�•�–�å���›�‘�—�ï�˜�‡���‰�‘�–���•�‘�–�Š�‹�•�‰���–�‘���Ž�‘�•�‡���ƒ�•�†���‡�˜�‡�”�›�–�Š�‹�•�‰���–�‘���‰�ƒ�‹�•���‹�ˆ���›�‘�—�ï�Ž�Ž���Œ�—�•�–���ƒ�…�–���Ž�‹�•�‡���ƒ�•��

�ƒ�†�—�Ž�–�å�ó���‹�•���Ž�ƒ�•�‡���ƒ�•�†���—�•�…�‘�‘�Ž�ä���� 

 

���‡�•�‡�•�„�‡�”�å�� �‡�•�’�ƒ�–�Š�›�� �™�‹�•�•�� �–�Š�‡�� �†�ƒ�›�ä�� �� ���•�’�ƒ�–�Š�›�á�� �„�›�� �–�Š�‡�� �™�ƒ�›�á�� �‹�•�� �‘�•�‡�� �‘�ˆ�� �–�Š�‘�•�‡�� �Š�—�•�ƒ�•��

�‡�•�‘�–�‹�‘�•�•�� �–�Š�ƒ�–���•�‹�•�’�Ž�›�� �…�ƒ�•�ï�–���„�‡���ˆ�ƒ�•�‡�†���•�‘�� �‹�–�ï�•�� �‹�•�’�‘�”�–�ƒ�•�–���–�Š�ƒ�–���›�‘�—���•�–�”�‹�˜�‡���–�‘�� �—�•�†�‡�”�•�–and where 

�›�‘�—�”���’�”�‘�•�’�‡�…�–�•���ƒ�”�‡���…�‘�•�‹�•�‰���ˆ�”�‘�•���‘�•���ƒ�•���‡�•�‘�–�‹�‘�•�ƒ�Ž���Ž�‡�˜�‡�Ž�ä���������•�ƒ�Œ�‘�”�‹�–�›���‘�ˆ���›�‘�—�”���’�”�‘�•�’�‡�…�–�•�å���Š�‡�…�•�å��

all of us suffer from self-�†�‘�—�„�–���ƒ�•�†���ˆ�‡�ƒ�”���‘�•���•�‘�•�‡���Ž�‡�˜�‡�Ž���„�‡�…�ƒ�—�•�‡���™�‡�ï�”�‡���ƒ�Ž�Ž���Š�—�•�ƒ�•�ä�������Š�‹�•���ˆ�‘�”�•�—�Ž�ƒ��

�•�ƒ�•�‡�•���‹�–���‡�ƒ�•�‹�‡�”���ˆ�‘�”���›�‘�—�”���’�”�‘�•�’�‡�…�–���ƒ�•�†���ˆ�‘�”���›�‘�—�å���™�Š�‹�…�Š���•�ƒ�•�‡�•���‹t super cool.   

 

Studies are replete with example after example that clearly demonstrate the fact that  

people make purchase decisions based on emotions far more often than they do based on 

logic or rational thinking.   In closing, remember to use this formula ethically and responsibly.  

���‘�•�ï�–���„�‡���Ž�ƒ�•�‡���–�‘���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���ƒ�•�†���…�—�•�–�‘�•�‡�”�•�ä�������Š�‡���”�‡�Ž�ƒ�–�‹�‘�•�•�Š�‹�’���›�‘�—���„�—�‹�Ž�†���™�‹�–�Š���–�Š�‡�•���‹�•���›�‘�—�”��

most valuable asset, so treat them honorably and with respect.   

 

This concludes the chapter on conversion formulas that allow you to continue the sales 

�’�”�‘�…�‡�•�•�� �ƒ�ˆ�–�‡�”�� �›�‘�—�ï�˜�‡���•�ƒ�†�‡���›�‘�—�”���‹�•�‹�–�‹�ƒ�Ž���’�”�‡�•�‡�•�–�ƒ�–�‹�‘�•�ä���� ���ƒ�•�‡�†���‘�•�� �•�›�� �‡�š�’�‡�”�‹�‡�•�…�‡������ �…�ƒ�•���„�‘�Ž�†�Ž�›��
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�•�–�ƒ�–�‡�� �–�Š�ƒ�–�� �›�‘�—�ï�Ž�Ž�� �’�”�‘�„�ƒ�„�Ž�›�� �•�ƒ�•�‡�� �ƒ�� �Ž�‘�–�� �•�‘�”�‡�� �•�‘�•�‡�›�� �—�•�‹�•�‰���–�Š�‡�•�� �˜�‡�”�•�—�•�� �•�‘�–�� �—�•�‹�•�‰���–�Š�‡�•�ä�� �� ���ï�•��

�’�‡�”�•�—�ƒ�†�‡�†���–�Š�ƒ�–���–�Š�‡�›�ï�”�‡���™�‘�”�–�Š���Ž�‡�ƒ�”�•�‹�•�‰���ƒ�•�†���‹�•�’�Ž�‡�•�‡�•�–�‹�•�‰�ä   

 

���•���–�Š�‡���t�v�ª���›�‡�ƒ�”�•�����ï�˜�‡���„�‡�‡�•���‹�•���„�—�•�‹�•�‡�•�•�����ï�˜�‡���‘�•�Ž�›���•�‡�‡�•���ƒ���…�‘�—�’�Ž�‡���‘�ˆ���’�‡�‘�’�Ž�‡���–�‡�ƒ�…�Š���ƒ�•�›�–�Š�‹�•�‰��

�”�‡�•�‘�–�‡�Ž�›���…�Ž�‘�•�‡���–�‘���–�Š�‹�•���ƒ�•�†���™�Š�‹�Ž�‡�������•�•�‘�™���–�Š�‹�•���•�ƒ�–�‡�”�‹�ƒ�Ž���‹�•���ƒ�†�˜�ƒ�•�…�‡�†�å���‹�–���Š�ƒ�•���—�•�†�‘�—�„�–�‡�†�Ž�›���Š�‡�Ž�’�‡�†��

�•�‡�����ƒ�•�†���•�›���…�Ž�‹�‡�•�–�•�����•�ƒ�•�‡���ƒ���Š�‡�…�•���‘�ˆ���ƒ���Ž�‘�–���•�‘�”�‡���•�‘�•�‡�›�ä�������„�˜�‹�‘�—�•�Ž�›�á���›�‘�—�ï�˜�‡ got great products 

�ƒ�•�†���•�‡�”�˜�‹�…�‡�•���ƒ�•�†���›�‘�—���™�ƒ�•�–���–�‘���‰�‡�–���–�Š�‡�•���‹�•�–�‘���›�‘�—�”���’�”�‘�•�’�‡�…�–�ï�•���Š�ƒ�•�†�•���ƒ�•���“�—�‹�…�•�Ž�›���ƒ�•���’�‘�•�•�‹�„�Ž�‡�ä���� 

 

���•�‹�•�‰���–�Š�‡�•�‡���ˆ�‘�”�•�—�Ž�ƒ�•���ƒ�•�†���–�Š�‡���•�–�”�ƒ�–�‡�‰�‹�‡�•�����ï�˜�‡���Ž�‹�•�–�‡�†���–�Š�”�‘�—�‰�Š�‘�—�–���–�Š�‹�•���„�‘�‘�•���ƒ�”�‡���ƒ���‰�”�‡�ƒ�–���™�ƒ�›��

to accomplish that.  I want to thank you for investing your time to read this book and for 

�„�‡�‹�•�‰���ƒ���…�—�•�–�‘�•�‡�”���‘�ˆ���•�‹�•�‡�ä�������ï�•���‡�š�…�‹�–�‡�†���–�‘���Š�‡�ƒ�”���‘�ˆ���–�Š�‡���•�—�…�…�‡�•�•���›�‘�—�ï�˜�‡���‡�š�’�‡�”�‹�‡�•�…�‡�†���„�‡�…�ƒ�—�•�‡���‘�ˆ��

using this information too.   

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

���ˆ���›�‘�—�ï�†���Ž�‹�•�‡���–�‘���Ž�‡�ƒ�”�•���•�‘�”�‡���‘�ˆ���–�Š�‡�•�‡���ƒ�†�˜�ƒ�•�…�‡�†���…�Ž�‘�•�‹�•�‰���•�…�”�‹�’�–�•���ƒ�•�†���–�‡�…�Š�•�‹�“�—�‡�•���ˆ�‘�”���—�•�‡���‹�•���›�‘�—�”��

ow�•���„�—�•�‹�•�‡�•�•�å�������Š�ƒ�˜�‡���•�‘�•�‡���‰�”�‡�ƒ�–���•�‡�™�•���ˆ�‘�”���›�‘�—�ä���������ï�˜�‡���…�”�‡�ƒ�–�‡�†���ƒ���ˆ�”�‡�‡���˜�‹�†�‡�‘���–�”�ƒ�‹�•�‹�•�‰���–�Š�ƒ�–���…�‘�•�–�ƒ�‹�•�•��

never-before-released closing strategies that 97% ( likely more) of small business owners, sales 

professionals and even high-level negotiators have never seen or heard before.  This is great 

�•�‡�™�•���ˆ�‘�”���›�‘�—���„�‡�…�ƒ�—�•�‡�����„�›���ƒ�–�–�‡�•�†�‹�•�‰�����›�‘�—�ï�Ž�Ž���„�‡���ƒ�„�Ž�‡���–�‘���—�•�‡���–�Š�‡�•�‡���•�‡�–�Š�‘�†�‘�Ž�‘�‰�‹�‡�•���–�‘���…�‘�•�˜�‡�”�–���•�‘�”�‡��

prospects to paying customers and clients. 

 

Just like income inequality across all the world, t here is a huge income gap between the 

top few percent of small business owners and everyo ne else. You need to be one of those top 

few percent.   ���Š�‹�•���‹�•���ƒ���‰�‡�•�—�‹�•�‡�Ž�›���ˆ�”�‡�‡���‘�ˆ�ˆ�‡�”�á���ƒ�•�†���–�Š�‡�”�‡���ƒ�”�‡���•�‘���•�–�”�‹�•�‰�•���ƒ�–�–�ƒ�…�Š�‡�†�ä�������•���ˆ�ƒ�…�–�á���‹�–�ï�•���‡�˜�‡�•��

better than you realize. Not only do we teach you w hen and where to use these closing strategies 

and formulas, we also give each webinar attendee a det ailed blueprint of exactly how it works 

�ƒ�•�†���‰�‹�˜�‡���›�‘�—���–�Š�ƒ�–���ƒ�•���™�‡�Ž�Ž�����†�‘�™�•�Ž�‘�ƒ�†�ƒ�„�Ž�‡�������	�����å���•�‘���›�‘�—���…�ƒ�•���†�‡�’�Ž�‘�›���‹�–���‹�•�•�‡�†�‹�ƒ�–�‡�Ž�›�ä�������ˆ���–�Š�ƒ�–���•�‘�—�•�†�•��

interesting to you go here:   

 

https://www.KenNewhouse.com/get-the-blueprint/conve rsion-formula-training/  
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CHAPTER EIGHT:   The Five-Step Formula to Advance, 
Dominate and Conquer Your Market  

 

 

���ï�˜�‡���–�‹�–�Ž�‡�†���–�Š�‹�•���…�Š�ƒ�’�–�‡�”���ò���Š�‡���	�‹�˜�‡-Step Formula to Advance, Dominate and Conquer Your 

���ƒ�”�•�‡�–�����•�Ž�‹�•�‡�ó���„�‡�…�ƒ�—�•�‡���‹�•���‹�–�����ï�•���‰�‹�˜�‹�•�‰���›�‘�—���™�Š�ƒ�–���•�ƒ�›���„�‡���–�Š�‡���•�‘�•�–���’�‘�™�‡�”�ˆ�—�Ž���•�•�ƒ�Ž�Ž���„�—�•�‹�•�‡�•�•��

marketing methodology ever developed for the internet.  This methodology consists of five 

separate components, which are:  

 

1. Dominate with the Doctrine of Newhouse.   Is that too narcissistic?  In the next few 

�•�‡�…�‘�•�†�•�����ï�Ž�Ž���†�‡�•�‘�•�•�–�”�ƒ�–�‡���–�‘���›�‘�—���™�Š�›���–�Š�‹�•���‹�•���•�—�…�Š���ƒ�•���‹�•�’�‘�”�–�ƒ�•�–���•�–�‡�’�ä���� 

 

2. The Four Realities of Marketing and Promoting Your Business Online 

 

3. ���‡�˜�‡�”�����…�…�‡�’�–�‹�•�‰���ò�������Š�‹�•�•�����‘�ï�•�ó 

 

4. Using Decision, Dedication and Obsession to Advance While Others Retreat 

 

5. Expand Your Skills and Conquer Your Market 

 

The five-step formula to advance, dominate and conquer your market contains a 

�†�‡�–�ƒ�‹�Ž�‡�†���„�Ž�—�‡�’�”�‹�•�–���–�Š�ƒ�–���›�‘�—�ï�Ž�Ž���•�‡�‡�†���–�‘�� �•�–�—�†�›�á���•�ƒ�•�–�‡�”���ƒ�•�†���‹�•�’�Ž�‡�•�‡�•�–���‹�ˆ���›�‘�—���™�ƒ�•�–���–�‘�� �„�‡�…�‘�•�‡��

top-�†�‘�‰���‹�•���›�‘�—�”���•�‹�…�Š�‡�ä�������‡�–�ï�•���‰�‡�–���•�–�ƒ�”�–�‡�†���™�‹�–�Š�å�� 

 

Component #1:  Dominate with the Doctrine of Newhouse  

It has been my experience over the last 24+ years in business (17 of which I have been 

actively selling products and services online), that the most effective and predictable way to 

attract new customers, dominate your market and make your business profitable again is to 

transform advertising into new customers and new customers into �’�”�‘�ˆ�‹�–�ä�� �� �� ���‡�”�‡�ï�•�� �™�Š�›�� ����

believe this is true.  

 

Example #1:  The Human Genome Contains Advertising, Marketing and Sales DNA  
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Just before writing this chapter I watched a show on The History Channel called �ò�w�v��

Ways The World Will ���•�†�á�ó which was quite interesting to say the least.  The first terrifying 

event they believe that will wipe out 99% of all life on the earth (especially humans) was the 

ever-�’�”�‡�•�‡�•�–���†�ƒ�•�‰�‡�”���•�•�‘�™�•���ƒ�•���ƒ�����‘�”�‘�•�ƒ�Ž�����ƒ�•�•�����Œ�‡�…�–�‹�‘�•�å���ƒ���‰�‹�ˆ�–���ˆ�”�‘�•���‘�—�”�����—�•�ä������ 

 

To help demonstrate my point that advertising, marketing and sales skills are ingrained 

�‹�•���‘�—�”�������������ï�•���‰�‘�‹�•�‰���–�‘���ƒ�•�•���›�‘�—���–�‘���‹�•�ƒ�‰�‹�•�‡���–�Š�ƒ�–���–�Š�‹�•���‡�˜�‡�•�–���Š�ƒ�•���Œ�—�•�–���Š�ƒ�’�’�‡�•�‡�†�ä���������—�•�ƒ�•�•�‹�•�†��

(as well as most other mammals, reptilians and plant life) have been all-but-eliminated from 

�–�Š�‡���’�Ž�ƒ�•�‡�–�ï�•���•�—�”�ˆ�ƒ�…�‡�ä�������Š�‡�”�‡���”�‡�•�ƒ�‹�•�•�á���Š�‘�™�‡�˜�‡�”�á��a small group of folks (about 8,700) that have 

miraculously survived by seeking shelter in a series of caves here in Missouri.     

 

���‘�™�á���‹�ˆ���›�‘�—�ï�Ž�Ž���Œ�—�•�–���–�Š�‹�•�•���‘�ˆ���‘�•�‡���‘�ˆ���–�Š�‡���•�ƒ�•�›���ƒ�’�‘�…�ƒ�Ž�›�’�–�‹�…���•�‘�˜�‹�‡���•�…�‡�•�‡�•���–�Š�ƒ�–���Š�ƒ�˜�‡���…�‘�•�‡���‘�—�–��

�‘�ˆ�����‘�Ž�Ž�›�™�‘�‘�†���‘�˜�‡�”���–�Š�‡���Ž�ƒ�•�–���†�‡�…�ƒ�†�‡���‘�”���•�‘���ƒ�•�†���›�‘�—�ï�Ž�Ž���‰�‡�–���–�Š�‡��picture.  If you can imagine this 

scenario, �›�‘�—�ï�Ž�Ž easily be able to imagine how (not too long after this event has occurred) 

�›�‘�—�ïd likely discover that a small group of survivors has decided that they�ï�Ž�Ž�� �•�‡�…�—�”�‡��their 

future by placing ads (on the cave walls) promoting gourmet rat burgers to the remaining 

8,696 people.      

 

Now this is not as far-fetched as you might think because it would be an easy transition 

to go from selling possum and coon burgers (before the apocalypse) to rat burgers.  It just 

�•�ƒ�•�‡�•���•�‡�•�•�‡�å���‡�•�’�‡�…�‹�ƒ�Ž�Ž�›���•�‹�•�…�‡���ƒ�Ž�Ž���–�Š�‡���…�”�‹�–�–�‡�”�•���ƒ�„�‘�˜�‡���‰�”�‘�—�•�†���Š�ƒ�˜�‡���„�‡�‡�•���•�‡�ƒ�”�‡�†���–�‘���ƒ�•�Š�ä�������—�–������

digress.  Back to my example.  No matter what condition the earth is in, humans will never 

�•�–�‘�’���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰���ƒ�•�†���•�‡�Ž�Ž�‹�•�‰���•�–�—�ˆ�ˆ���„�‡�…�ƒ�—�•�‡���‹�–�ï�•���‹�•�‰�”�ƒ�‹�•�‡�†���‹�•���‘�—�”���������ä����Advertising, marketing 

�ƒ�•�†���•�ƒ�Ž�‡�•���™�‹�Ž�Ž���Ž�ƒ�•�–���ƒ�•���Ž�‘�•�‰���ƒ�•���™�‡���†�‘���ƒ�•�†���‹�–�ï�•���‘�•�Ž�›���‰�‘�‹�•�‰��to get better (and more competitive) 

�ƒ�•���™�‡�ï�”�‡��inventing more creative opportunities to use it.   

 

Example #2:  Advertising, Marketing and Sales Skills Can Be Learned.   

���–�ï�•���„�‡�‡�•��demonstrated countless times over the last 90-100 years that anyone who has 

cracked the code and learned how to take the money invested into advertising (marketing 

and sales) and transform it into profit, is set for life.  ���‡�”�‡�ï�•���Š�‘�™���Š�‹�•�–�‘�”�›���Š�ƒ�•���’�”�‘�˜�‡�•���–�Š�‹�•���–�‘��

�„�‡���–�”�—�‡�ã�������ˆ���ˆ�‘�”���•�‘�•�‡���”�‡�ƒ�•�‘�•���›�‘�—�”���•�ƒ�”�•�‡�–�’�Ž�ƒ�…�‡���•�‘���Ž�‘�•�‰�‡�”���™�ƒ�•�–�•���›�‘�—�”���„�—�•�‹�•�‡�•�•�‡�•�ï���„�‡�•�–-selling 

products and/o�”���•�‡�”�˜�‹�…�‡�•�å���›�‘�—���…�ƒ�•���–�ƒ�•�‡���–�Š�‡���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰���’�”�‹�•�…�‹�’�Ž�‡�•���›�‘�—�ï�˜�‡���Ž�‡�ƒ�”�•�‡�†���ƒ�•�†���ƒ�’�’�Ž�›��



133 
Copyright 2016 All Rights Reserved Ken Newhouse & Co., LLC 

�–�Š�‡�•���–�‘���ƒ�•�‘�–�Š�‡�”���Ž�‹�•�‡���‘�ˆ���’�”�‘�†�—�…�–�•���•�‡�”�˜�‹�…�‡�•���–�Š�ƒ�–���…�ƒ�•���„�‡���•�…�ƒ�Ž�‡�†���“�—�‹�…�•�Ž�›�ä�������ï�Ž�Ž���‰�‹�˜�‡���›�‘�—���ƒ�•�‘�–�Š�‡�”��

example here in #3.  

 

Example #3:  Advertising, Marketing and Sales Can Increase The Value Of Your Existin g 

Assets.   

�	�‘�”�� �–�Š�‡�� �•�ƒ�•�‡�� �‘�ˆ�� �–�Š�‹�•�� �‡�š�ƒ�•�’�Ž�‡�� �™�‡�ï�Ž�Ž�� �•�ƒ�›�� �–�Š�ƒ�–�� �›�‘�—�”�� �•�•�ƒ�Ž�Ž�� �„�—�•�‹�•�‡�•�•�� �‹�•�� �†�‘�‹�•�‰�� �‰�”�‡�ƒ�–��

�‡�˜�‡�”�›�–�Š�‹�•�‰�ï�•�� �‰�‘�‹�•�‰�� �™�‡�Ž�Ž�� �ˆ�‘�”�� �›�‘�—�ä�� �� ���—�–�� �•�ƒ�›�„�‡�� �›�‘�—���†�‡�…�‹�†�‡�� �–�‘�� �•�ƒ�•�‡�� �–�Š�‡�� �†�‡�…�‹�•�‹�‘�•�� �–�‘�� �–�ƒ�•�‡�� �›�‘�—�”��

advertising skills and use them to increase the value of an existing asset you own. For 

example, if you own a strip mall with spaces that you rent out to local businesses, you could 

raise the rental fees and ensure that you have 100% rented by deploying effective 

advertising strategies.  You can consistently increase the value of an asset through 

advertising.  

 

Example #4:  Advertising That Works Pays for Itself (and) Generates Profit    

When done properly, advertising funds its own growth without incurring debt.  Very 

simply that means, when y�‘�—���…�”�‡�ƒ�–�‡���‡�ˆ�ˆ�‡�…�–�‹�˜�‡���ƒ�†�˜�‡�”�–�‹�•�‹�•�‰���›�‘�—���…�ƒ�•���‹�•�˜�‡�•�–���D�s�ä�r�r���–�‘�†�ƒ�›�å���™�Š�‹�…�Š�á��

�‹�•���–�—�”�•�á���‰�‡�•�‡�”�ƒ�–�‡�•���ƒ���”�‡�–�—�”�•���‘�ˆ���D�s�ä�r�r���–�‘�†�ƒ�›�å���–�Š�‡�•���‡�˜�‡�”�›���D�s�ä�r�r���ƒ�ˆ�–�‡�”���–�Š�ƒ�–���–�Š�ƒ�–���‹�–���‰�‡�•�‡�”�ƒ�–�‡�•���‹�•��

pure profit.  In many cases, you can invest $1.00 today and get back $1.75 back out.   

 

Component #2 :  The Four Realities of Marketing and Promoting Your Business Online  

The second component is to accept the four realities of marketing and promoting your 

business online.  Here they are: 

 

1. Marketing and promoting your business online is effective, powerful and profit-

�‰�‡�•�‡�”�ƒ�–�‹�•�‰�å�� �„�—�–�� �•�‘�–�� �‡�ƒ�•�›�ä�� �� Telling you a story (about how easy it to get new 

�…�—�•�–�‘�•�‡�”�•���™�‹�–�Š���•�›���•�›�•�–�‡�•�•�����‹�•���‘�”�†�‡�”���–�‘���‰�‡�–���›�‘�—���–�‘���„�—�›���–�Š�‡�•���™�‘�—�Ž�†���„�‡���‡�ƒ�•�›�ä�������Š�ƒ�–�ï�•���ƒ��

sale I can make repeatedly.    

 

���—�–���‡�˜�‡�•���–�Š�‘�—�‰�Š���‹�–�ï�•���„�‡�‡�•���’�”�‘�˜�‡�•���–�‹�•�‡���ƒ�•�†��again that advertising and marketing your 

�•�–�—�ˆ�ˆ���‘�•�Ž�‹�•�‡�å �–�Š�‡���ˆ�ƒ�…�–���‹�•�á���‹�–�ï�•���•�‘�–���‡�ƒ�•�›���–�‘���†�‘�ä����If you want to sell your stuff online (and 

�Ž�‘�–�•���‘�ˆ���‹�–�����›�‘�—���•�‡�‡�†���–�‘���•�•�‘�™���–�Š�ƒ�–���‹�–�ï�•���‰�‘�‹�•�‰���–�‘���‡�ˆ�ˆ�‘�”�–�á���–�‹�•�‡���ƒ�•�†���ˆ�‘�…�—�•�å��even if you have 

�ƒ���•�›�•�–�‡�•���–�Š�ƒ�–�ï�•���ƒ�„�Ž�‡���–�‘�� �…�”�‡�ƒ�–�‡���’�ƒssive revenue day in and day out.  ���—�”�’�Š�›�ï�•���Ž�ƒ�™���‹�•��
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�”�‡�ƒ�Ž���ƒ�•�†���•�‘���•�ƒ�–�–�‡�”���Š�‘�™���ƒ�™�‡�•�‘�•�‡���–�Š�‹�•�‰�•���•�ƒ�›���„�‡���‰�‘�‹�•�‰���ˆ�‘�”���›�‘�—�å���‡ventually, something 

is going to break.  When it does, �›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���•�‡�‡�†���–�‘���ˆ�‹�š���‹�–�ä�� 

 

2. ���•���™�‹�–�Š���ƒ�•�›�–�Š�‹�•�‰���›�‘�—���†�‘���ˆ�‘�”���–�Š�‡���ˆ�‹�”�•�–���–�‹�•�‡�å���‹t typicall �›���†�‘�‡�•�•�ï�–���™�‘�”�•���–�Š�‡���™�ƒ�›���›�‘�—���™�ƒ�•�–��

it when you get started:  E�˜�‡�•���‹�ˆ���›�‘�—�ï�”�‡���ƒ���•�‡�ƒ�•�‘�•�‡�†���˜�‡�–�‡�”�ƒ�•���Ž�‹�•�‡���•�‡�á���•�‘�•�‡�–�Š�‹�•�‰�ï�•���Ž�‹�•�‡�Ž�›��

going to go wrong �™�Š�‡�•���›�‘�—�ï�”�‡���•�ƒ�”�•�‡�–�‹�•�‰���›�‘�—�”���„�—�•�‹�•�‡�•�•���‘�•�Ž�‹�•�‡�å���‡�•�’�‡�…�‹�ƒ�Ž�Ž�›���ƒ�–���ˆ�‹�”�•�–�ä������

���•�—�ƒ�Ž�Ž�›���›�‘�—�ï�˜�‡���‰�‘�–���–�‘���ˆ�‹�š���•�‘�•�‡�–�Š�‹�•�‰�å���–�‹�•�•�‡�”���™�‹�–�Š���‹�– or tweak it to get it firing on all 

eight cylinders.  ���ˆ���–�Š�ƒ�–���†�‹�†�•�ï�–���Š�ƒ�’�’�‡�•���™�Š�‡�•�������™�ƒ�•���ˆ�‹�”�•�–���•�‡�–�–�‹�•�‰���•�‘�•�‡�–�Š�‹�•�‰���—�’�������™�‘�—�Ž�†��

probably worry that something was wrong.  

 
���ˆ���›�‘�—�ï�”�‡���…�ƒ�—�‰�Š�–���—�’���‹�•���–�Š�‡���†�‹�‰�‹�–�ƒ�Ž���•�ƒ�”�•�‡�–�‹�•�‰���Š�›�’�‡���–�Š�ƒ�–���’�”�‘�Ž�‹�ˆ�‡�”�ƒ�–�‡�•���–�Š�‡���‹�•�–�‡�”�•�‡�–���–�‘�†�ƒ�›�á��

�–�Š�‡�•�� �…�Š�ƒ�•�…�‡�•�� �ƒ�”�‡�� �›�‘�—�ï�Ž�Ž�� �„�ƒ�‹�Ž�� �ƒ�–�� �–�Š�‡�� �ˆ�‹�”�•�–�� �•�‹�‰�•�•�� �‘�ˆ�� �†�‹�ˆ�ˆ�‹�…�—�Ž�–�›�ä�� �� ���ï�•�� �–�‡�Ž�Ž�‹�•�‰�� �›�‘�—�� �•�‘�™�� �–�Š�ƒ�–��

there are going to be moments when this will seem difficult and even stressful, but I 

�™�ƒ�•�–���›�‘�—���–�‘���•�•�‘�™���–�Š�ƒ�–���‹�–���™�‘�•�ï�–���„�‡���ƒ�•���„�ƒ�†���ƒ�•���‹�–���•�ƒ�›���•�‡�‡�•���ƒ�•�†���›�‘�—�ï�Ž�Ž���„�‡���ƒ�„�Ž�‡���–�‘���™�‘�”�•��

through and overcome it.  

 

3. ���•���™�‹�–�Š���ƒ�•�›�–�Š�‹�•�‰���”�‡�Ž�ƒ�–�‡�†���–�‘���„�—�•�‹�•�‡�•�•�å���–his takes risk:  ���‡�ï�˜�‡���ƒ�Ž�Ž���•�‡�‡�•���ƒ�•�†���•�•�‘�™��

that most digital marketing vendors run promotions that sound something like this, 

�ò�	�‹�•�ƒ�Ž�Ž�›�å���ƒ���”�‹�•�•-free system to generate guaranteed sales and profit that requires no 

�‡�ˆ�ˆ�‘�”�–���ƒ�•�†���‘�”���™�‘�”�•���‘�•���›�‘�—�”���’�ƒ�”�–�á�ó which blinds a lot of business owners to the reality 

�–�Š�ƒ�–�� �–�Š�‡�›�� �ˆ�ƒ�…�‡�� �‡�˜�‡�”�›�� �†�ƒ�›�� �–�Š�‡�›�ï�”�‡�� �‹�•�� �„�—�•�‹�•�‡�•�•�å���ò���Ž�Ž�� �„�—�•�‹�•�‡�•�• entails risk, especially 

advertising and marketing�ä�ó 

 

What kinds of risk does advertising bring to your business?  Well, you could run an 

�ƒ�†���™�Š�‡�”�‡���•�‘���‘�•�‡���„�—�›�•�ä�������–���Š�ƒ�’�’�‡�•�•���ˆ�”�‡�“�—�‡�•�–�Ž�›�ä�������–���Š�ƒ�’�’�‡�•�•���–�‘���•�‡���ˆ�”�‡�“�—�‡�•�–�Ž�›�ä�������—�–���‹�–�ï�•��

�•�‘�–�� �–�Š�ƒ�–�� �„�‹�‰�� �‘�ˆ�� �ƒ�� �†�‡�ƒ�Ž�� �ƒ�•�†�� ���ï�Ž�Ž �–�‡�Ž�Ž�� �›�‘�—�� �™�Š�›�ä�� �� ���–�ï�•�� �•�‘�–�� �ƒ�� �„�‹�‰�� �†�‡�ƒ�Ž�� �„�‡�…�ƒ�—�•�‡�� �›�‘�—�ï�”�‡�� �•�‘�–��

spending a lot of money on your online ads.    

 

More than any other platform I prefer Facebook PPC because I can test my ads for a 

few bucks.  Unlike running an ad in the newspaper, or (bite your tongue) the yellow 

�’�ƒ�‰�‡�•�å���›�‘�—���…�ƒ�•���”�—�•�����ƒ�•�†���–�‡�•�–�����ƒ�†�•���‘�•���	�ƒ�…�‡�„�‘�‘�•���ˆ�‘�”���D�s�r-�D�t�r���ƒ���†�ƒ�›�ä�������‘�—�ï�Ž�Ž���•�•�‘�™���™�‹�–�Š�‹�•��

2-�u���†�ƒ�›�•���‹�ˆ���›�‘�—�ï�˜�‡���‰�‘�–���ƒ���™�‹�•�•�‡�”���‘�”���•�‘�–�á���ƒ�•�†���–�Š�ƒ�–�ï�•���•�‘�•�‡�–�Š�‹�•�‰���›�‘�—�ï�Ž�Ž���•�‡�˜�‡�”���’�—�Ž�Ž���‘�ˆ�ˆ���™�‹�–�Š��
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traditional media.  So, running ads and testing them for less-than a hundred bucks is 

a pretty safe way to go, but it still involves risk.  

 

4. ���‘�—�ï�Ž�Ž���Š�ƒ�˜�‡���–�‘���–�‡�•�–���ƒ�•�†���–�™�‡�ƒ�•���›�‘�—�”���ƒ�†�•���…�‘�•�–�‹�•�—�ƒ�Ž�Ž�›�ã  Once you decide to get started 

�™�‹�–�Š���–�Š�‹�•���›�‘�—�ï�Ž�Ž���ˆ�‹�•�†���›�‘�—�”�•�‡�Ž�ˆ���…�‘�•�–�‹�•�—�ƒ�Ž�Ž�›���–�™�‡�ƒ�•�‹�•�‰���›�‘�—�”���ƒ�†�•�ä�������Š�‡�–�Š�‡�”��one of your ads 

eventually stops producing or you simply become obsessed with making more and 

�•�‘�”�‡���•�‘�•�‡�›�� �ƒ�•�†���…�‘�•�–�‹�•�—�ƒ�Ž�Ž�›�� �–�‘�� �–�”�›�� �–�‘�� �„�‡�ƒ�–���›�‘�—�”���…�‘�•�–�”�‘�Ž�����‹�ä�‡�ä�á���ò�‡�•�–�ƒ�„�Ž�‹�•�Š�‡�†���™�‹�•�•�‡�”�ó����

�ƒ�†�å���›�‘�—�ï�Ž�Ž��find yourself tweaking things a lot�ä���� ���•�� �Ž�‘�•�‰���ƒ�•�� �›�‘�—�ï�”�‡���–�”�›�‹�•�‰���–�‘�� �‰�‡�•�‡�”�ƒ�–�‡��

new customer traffic �ˆ�”�‘�•���–�Š�‡���‹�•�–�‡�”�•�‡�–�á���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���„�‡���–�™�‡�ƒ�•�‹�•�‰���›�‘�—�”���ƒ�†�•�ä�� 

 

Why Am I Telling You This?  

���Š�‡���”�‡�ƒ�•�‘�•���™�Š�›�����ï�•���–�‡�Ž�Ž�‹�•�‰���›�‘�—���–�Š�ƒ�–���–�Š�‹�•���‹�•�•�ï�–���‰�‘�‹�•�‰���–�‘���„�‡���‡�ƒ�•�›�å���ƒ�•�†���‹�•���ƒ�Ž�Ž���Ž�‹�•�‡�Ž�‹�Š�‘�‘�†�á��

�…�Š�ƒ�Ž�Ž�‡�•�‰�‹�•�‰�å���…�ƒ�•���„�‡���ˆ�‘�—�•�†���„�›���Ž�‘�‘�•�‹�•�‰���ƒ�–���–�Š�‡�•�‡�����ƒ�”�‹�•�‡�•���ƒ�•���–�Š�‡�›���Š�‘�‹�•�–���–�Š�‡���ˆ�Ž�ƒ�‰���‘�ˆ���–�Š�‡�����•�‹�–�‡�†��

States on the island of Iwo Jima during World War II.   

 

Can you imagine what the outcome of that battle might have been had these men been 

�–�‘�Ž�†���„�›���–�Š�‡�‹�”���”�‡�…�”�—�‹�–�‡�”�á���ò���‡�ƒ�”�•�����‡�ƒ�†�Ž�›�����‘�•�„�ƒ�–�����•�‹�Ž�Ž�•�����—�‹�…�•�Ž�›���ƒ�•�†�����ƒ�•�‹�Ž�›�å���s�r�r�¨�����‹�•�•���	�”�‡�‡�è�ó��

���Š�ƒ�–�ï�•���”�‹�‰�Š�–�è�����Š�‡�›���™�‘�—�Ž�†���Š�ƒ�˜�‡���ƒ�Ž�Ž���„�‡�‡�•���•�‹�Ž�Ž�‡�†���ƒ�•�†���–�Š�‡���™�ƒ�”���‹�•���–�Š�‡�����ƒ�…�‹�ˆ�‹�…���™�‘�—�Ž�†���Š�ƒ�˜�‡���’�”�‘�„�ƒ�„�Ž�›��

continued a lot longer as a result.  The history of our country may have even turned out 

different for all we know.    

 

What on earth would have happened had the recruiters at that time been telling our 

�›�‘�—�•�‰���•�‡�•�á���ò�
�‘�‹�•���–�Š�‡�����ƒ�”�‹�•�‡�����‘�”�’�•���ƒ�•�†���ˆ�‹�‰�Š�–���ˆ�‘�”���›�‘�—�”���…�‘�—�•�–�”�›�å�����‘�—�ï�Ž�Ž���Ž�‡�ƒ�”�•���†�‡�ƒ�†�Ž�›���…�‘�•�„�ƒ�–��

skills quickly and easily �� 100% risk-�ˆ�”�‡�‡�è�ä�ä�ä�� ���‘�� �‡�ˆ�ˆ�‘�”�–�� �”�‡�“�—�‹�”�‡�†�ó�ë�� �� ���ˆ�� �…�‘�—�”�•�‡�á�� �•�‘�–�ä�� �� ���ˆ�� �‘�—�”��

�”�‡�…�”�—�‹�–�‡�”�•���Š�ƒ�†���•�ƒ�‹�†���ò���‡�ƒ�”�•���…�‘�•�„�ƒ�–���•�•�‹�Ž�Ž�•���“�—�‹�…�•�Ž�›���ƒ�•�†���‡�ƒ�•�‹�Ž�›���å�����‹�•�•-�	�”�‡�‡���å�����‘���‡�ˆ�ˆ�‘�”�–���”�‡�“�—�‹�”�‡�†�ó��

�å���™�‡�ï�†���Š�ƒ�˜�‡���Ž�‘�•�–���–�Š�‡���™�ƒ�”�ä�������ƒ�•���›�‘�—���‹�•�ƒ�‰�‹�•�‡���™�Š�ƒ�–���™�‘�—�Ž�†���Š�ƒ�˜�‡���Š�ƒ�’�’�‡�•�‡�†���‹�ˆ���‘�—�”���•�‘�Ž�†�‹�‡�”�•���™�‡�”�‡�•�ï�–��

�’�”�‡�’�ƒ�”�‡�†���•�‡�•�–�ƒ�Ž�Ž�›���„�‡�…�ƒ�—�•�‡���–�Š�‡�›���™�‡�”�‡�•�ï�–���–�‘�Ž�†���–�Š�ƒ�–���–�Š�‡�‹�”���•�‹�•�•�‹�‘�•���™�ƒ�•���‰�‘�‹�•�‰���–�‘���„�‡���†�‹�ˆ�ˆ�‹�…�—�Ž�–�ë������ 

 

���Š�‡���”�‡�ƒ�•�‘�•�����ï�•���–�‡�Ž�Ž�‹�•�‰���›�‘�—���–�Š�ƒ�–���–�Š�‹�•���‹�•�•�ï�–���‰�‘�‹�•�‰���–�‘���„�‡���‡�ƒ�•�›�����ƒ�•�†���‹�•���ƒ�Ž�Ž���Ž�‹�•�‡�Ž�‹�Š�‘�‘�†�����‹�–���•�ƒ�›��

be a bit challenging f�‘�”�� �›�‘�—�á�� �‹�•�� �•�‘�� �–�Š�ƒ�–�� �›�‘�—�ï�Ž�Ž�� �„�‡�� �•�‡�•�–�ƒ�Ž�Ž�›�� �’�”�‡�’�ƒ�”�‡�†�� �ˆ�‘�”�� �–�Š�‡�� ���‹�•�‡�˜�‹�–�ƒ�„�Ž�‡����

problems that pop-�—�’�ä�������”�‘�„�Ž�‡�•�•�á���•�‹�•�†���›�‘�—�á���–�Š�ƒ�–���›�‘�—���…�ƒ�•���‘�˜�‡�”�…�‘�•�‡���ƒ�•�†���’�ƒ�•�•���”�‹�‰�Š�–���–�Š�”�‘�—�‰�Š�å��

�„�—�–���’�”�‘�„�Ž�‡�•�•���•�‘�•�‡�–�Š�‡�Ž�‡�•�•�ä�������ˆ�������†�‘�•�ï�–���’�”�‡�’�ƒ�”�‡���›�‘�—�á���›�‘�—�ï�Ž�Ž���’�ƒ�•�‹�…���™�Š�‡�•���–�Š�‡���ˆ�‹�”�•�–���…�Š�ƒ�Ž�Ž�‡�•�‰�‡���’�‘�’�•��
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up in your face.  These Marines had no idea that over 30,000 Japanese soldiers were 

entrenched all around the island.  They had no way of seeing their hidden artillery 

�‡�•�…�ƒ�•�’�•�‡�•�–�•�å�� �–�Š�‡�� �‡�Ž�‡�˜�‡�•�� ���’�Ž�—�•���� �•�‹�Ž�‡�•�� �‘�ˆ�� �—�•�†�‡�”�‰�”�‘�—�•�†�� �–�—�•�•�‡�Ž�•�å�� �‘�”�� �–�Š�‡�� �Š�‹�†�†�‡�•�� �•�‹�•�‡�•��

planted across the island.   

 

Do you think that when they realized that they were in a serious battle for survival that 

�–�Š�‡�›�� �•�ƒ�‹�†�á�� �ò�
�‡�‡�� �™�Š�‹�œ�� �…�ƒ�’�–�ƒ�‹�•�å�� �–�Š�‹�•�� �‹�•�� �Š�ƒ�”�†�å�� ���� �†�‹�†�•�ï�–�� �•�•�‘�™�� �–�Š�ƒ�–�� ���ï�†�� �Š�ƒ�˜�‡�� �–�‘�� �„�‡�� �˜�‹�‰�‹�Ž�ƒ�•�–�� �ƒ�•�†��

ready to take action every day.  Can we just quit and go �Š�‘�•�‡���•�‘�™�ë�ó���� 

 

What would America be like today had our heroes from that time been milk-toast 

quitters instead?  America would have ceased to exist.  My question to you, as you either start 

and/or continue this journey (having already committed yourself to achieving success) is 

this:  

 

What type of fighter are you going to be as you battle for your success?  Realize that 

they choice is yours and yours alone.  If you follow the no-risk, no-effort required group then 

�›�‘�—�ï�”�‡�� �ƒ�Ž�”�‡�ƒ�†�›�� �†�‡�ƒ�†�ä�� �� ���‘�—�ï�”�‡�� �•�‘�–�� �‰�‘�‹�•�‰�� �–�‘�� �‰enerate new customers from the Internet 

�•�—�…�…�‡�•�•�ˆ�—�Ž�Ž�›�ä�� ���•�� �
�‹�•�� ���‘�Š�•�� �•�ƒ�‹�†�� �‘�ˆ�–�‡�•�á�� �ò���‘�—�ï�˜�‡�� �‰�‘�–�� �–�‘�� �—�•�†�‡�”�•�–�ƒ�•�†�� �”�‡�ƒ�Ž�‹�–�›�ä�� ���•�†�‡�”�•�–�ƒ�•�†�� �–�Š�ƒ�–��

�›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���Š�ƒ�˜�‡���…�Š�ƒ�Ž�Ž�‡�•�‰�‡�•�ä�������•�†�‡�”�•�–�ƒ�•�†���–�Š�ƒ�–���ƒ�…�Š�‹�‡�˜�‹�•�‰���•�—�…�…�‡�•�•���”�‡�“�—�‹�”�‡�•���–�Š�ƒ�–���›�‘�—���–�ƒ�•�‡��

risks.  Understand that if achieving �•�—�…�…�‡�•�•���™�ƒ�•���‡�ƒ�•�›�å���‡�˜�‡�”�›�‘�•�‡���™�‘�—�Ž�†���„�‡���‡�•�Œ�‘�›�‹�•�‰���‹�–�ä�������‘�•�–��

�‹�•�’�‘�”�–�ƒ�•�–�Ž�›�å���—�•�†�‡�”�•�–�ƒ�•�†���–�Š�ƒ�–���•�—�…�…�‡�•�•���‹�•���™�‘�”�–�Š���‡�˜�‡�”�›���„�‹�–���‘�ˆ���–�Š�‡���‡�ˆ�ˆ�‘�”�–���›�‘�—���’�‘�—�”���‹�•�–�‘���‹�–�ä�ó�� 

 

���ƒ�•���‹�–���™�‘�”�–�Š���‹�–���ˆ�‘�”���–�Š�‘�•�‡�����ƒ�”�‹�•�‡�•���–�‘���–�ƒ�•�‡���–�Š�ƒ�–���‹�•�Ž�ƒ�•�†�ë�������‡�•�å���‹�–���™�ƒ�•���™�‘�”�–�Š���‹�–�ä�������Š�‡�‹�”���˜�‹�…�–�‘�”�›��

assured that an invading army from a hostile nation never made it to our shores where 

countless thousands of our women, children and elderly could have been slaughtered.  Of 

�…�‘�—�”�•�‡�á���‹�–���™�ƒ�•���™�‘�”�–�Š���‹�–�ä�����‘�—�ï�˜�‡���‰�‘�–���–�‘���ˆ�‹�‰�—�”�‡���‘�—�–���™�Š�ƒ�–���•�—�…�…�‡�‡�†�‹�•�‰���‘�•�Ž�‹�•�‡���‹�•���™�‘�”�–�Š���–�‘���›�‘�—�ä��  

 

Now I�ï�˜�‡���•�ƒ�†�‡���–�Š�‹�•���™�Š�‘�Ž�‡���’�”�‘�…�‡�•�•���•�‡�‡�•���•�—�…�Š�á���•�—�…�Š���Š�ƒ�”�†�‡�”���–�Š�ƒ�•���‹�–���”�‡�ƒ�Ž�Ž�›���‹�•�ä�������Š�›���Š�ƒ�˜�‡��

I done this?  Because while on the one hand I want you to understand that succeeding at this 

�–�ƒ�•�‡�•���…�‘�•�…�‡�”�–�‡�†���‡�ˆ�ˆ�‘�”�–�å���•�‘���‘�•�‡���™�‹�Ž�Ž���„�‡���•�Š�‘�‘�–�‹�•�‰���ƒ�–���›�‘�—���‹�•���–�Š�‡���’�”�‘�…�‡�•�•�è�������‘�™���–�Š�ƒ�–���™�‡ know 

�–�Š�ƒ�–�á���™�‡���†�‘�•�ï�–���Š�ƒ�˜�‡���–�‘���„�‡���ƒ�ˆ�”�ƒ�‹�†���‘�ˆ���–�Š�‡���„�‘�‘�‰�‡�›�•�ƒ�•���ƒ�•�›�•�‘�”�‡�ä�������ƒ�•�‡���ƒ���†�‡�‡�’���„�”�‡�ƒ�–�Š���ƒ�•�†���•�•�‘�™��
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this process not so scary.    

 

If I freaked you out a bit here I did it with your best in mind.  Our conversation is going 

to head in more-positive direction here in moment but I want to prepare you.  As we move 

�–�Š�”�‘�—�‰�Š���–�Š�‹�•���’�”�‘�…�‡�•�•���–�‘�‰�‡�–�Š�‡�”�������™�ƒ�•�–���–�‘���„�‡���•�—�”�‡���–�Š�ƒ�–���›�‘�—�ï�”�‡���–�‘�—�‰�Š���ƒ�•�†���…�ƒ�•���•�ƒ�•�‡���‹�–�ä�������Š�‡�”�‡���ƒ�”�‡��

only a few components to generating new customers and consistent sales from the internet: 

 

1. ���‡�ï�˜�‡���‰�‘�–���•�‡�™���’�”�‘�•�’�‡�…�–�•���…�‘�•�‹�•�‰���‹�•�����‹�ä�‡�ä�á���ò�–�”�ƒ�ˆ�ˆ�‹�…�ó�� 

 

2. ���‡�ï�˜�‡���‰�‘�–���’�”�‘�•�’�‡�…�–�•���‘�’�–�‹�•�‰���‹�•�ä�������Š�‹�•���‹�•���ƒ�…�…�‘�•�’�Ž�‹�•�Š�‡�†�����–�›�’�‹�…�ƒ�Ž�Ž�›�����„�›���•�‡�•�†�‹�•�‰���›�‘�—�”���–�”�ƒ�ˆ�ˆ�‹�…��

to an opt in page.  So, this process is our opt in. 

 

3. N�‡�š�–�á�� �™�‡�ï�˜�‡�� �‰�‘�–�� �–�Š�‡�� �’�”�‘�…�‡�•�•�� �‘�ˆ�� �‡�•�‰�ƒ�‰�‡�•�‡�•�–�� �™�Š�‡�”�‡�� �–�Š�‡�›�ï�”�‡�� �”�‡�ƒ�†�‹�•�‰�� �›�‘�—�”�� �‡�•�ƒ�‹�Ž�•�� �ƒ�•�†��

�–�Š�‡�•���Š�‘�’�‡�ˆ�—�Ž�Ž�›���…�Ž�‹�…�•�‹�•�‰���‘�•���–�Š�‡���Ž�‹�•�•�•���›�‘�—�ï�˜�‡���’�Ž�ƒ�…�‡�†���‹�•���–�Š�‘�•�‡���‡�•�ƒ�‹�Ž�•���–�Š�ƒ�–���•�‡�•�†���–�Š�‡�•���–�‘���ƒ��

sales page; a phone call and/or into your place of business. 

 
4. Last and most importan�–�� �‘�ˆ�� �ƒ�Ž�Ž�å�� �–�Š�‡�� �…�‘�•�˜�‡�”�•�‹�‘�•�� �’�”�‘�…�‡�•�•�ä�� �� �� ���”�‡�� �–�Š�‡�›�� �„�‡�…�‘�•�‹�•�‰��

customers and giving you money?   

 

These are really the only four moving parts (if you will), where something can go 

�™�”�‘�•�‰�ä�������•�Ž�‹�•�‡���������������ƒ�”�‹�•�‡�•�á���™�‡�ï�”�‡���•�‘�–���‰�‘�‹�•�‰���–�‘���Š�ƒ�˜�‡���‡�•�‡�•�›���…�‘�•�„�ƒ�–�ƒ�•�–�•���’�‘�’�’�‹�•�‰���—�’���‘�—�–��of 

�•�‘�™�Š�‡�”�‡���ƒ�•�†���•�Š�‘�‘�–�‹�•�‰���—�•�ä�������Š�ƒ�–���•�‡�˜�‡�”���Š�ƒ�’�’�‡�•�•�ä�������Š�‡���™�‘�”�•�–���™�‡�ï�Ž�Ž���Š�ƒ�˜�‡���–�‘���ˆ�ƒ�…�‡���‹�•���–�Š�‹�•���’�”�‘�…�‡�•�•��

�‹�•�á�� �ò���‡�›�� �‰�—�›�•�å�� �™�‡�ï�”�‡�� �•�‘�–�� �‰�‡�–�–�‹�•�‰�� �ƒ�•�� �•�—�…�Š�� �–�”�ƒ�ˆ�ˆ�‹�…�� �ƒ�•�� �™�‡�� �™�‡�”�‡�� �Ž�ƒ�•�–�� �•�‘�•�–�Š�ä�ó�� �� ���‹�•�…�‡�� �™�‡�ï�”�‡��

�‘�’�‡�”�ƒ�–�‹�•�‰���‹�•���–�Š�‡���Ž�ƒ�•�†���…�ƒ�Ž�Ž�‡�†���”�‡�ƒ�Ž�‹�–�›���Š�‡�”�‡�á���™�‡���”�‡�ƒ�Ž�‹�œ�‡���–�Š�ƒ�–���™�‡���Š�ƒ�˜�‡�•�ï�–���„�‡�‡�•��spending a lot of 

�•�‘�•�‡�›���‘�•���‘�—�”���ƒ�†�•���•�‘���™�‡�ï�”�‡���‹�•���‰�‘�‘�†���•�Š�ƒ�’�‡�ä����  

 

���‘�á���Š�‘�™���†�‘���ˆ�‹�š���–�Š�‹�•���‹�ˆ���™�‡�ï�”�‡���•�‘�–���‰�‡�–�–�‹�•�‰���ƒ�•���•�—�…�Š���–�”�ƒ�ˆ�ˆ�‹�…���ƒ�•���™�‡���™�ƒ�•�–�ë�������‹�•�’�Ž�‡�ä�������Š�ƒ�•�‰�‡���–�Š�‡��

�…�‘�’�›���‹�•���›�‘�—�”���ƒ�†�•�ä�������‡�ï�”�‡���–�ƒ�Ž�•�‹�•�‰���ƒ�„�‘�—�–���–�Š�‹�•���ƒ�•�†���–�Š�‡�•���–�›�’�‹�•�‰�ä�������ï�Ž�Ž���–�ƒ�•�‡���–�Š�ƒ�–���‘�˜�‡�”���„�‡�‹�•�‰���•�Š�‘�–���ƒ�–��

any day�ä���������Š�ƒ�–���‹�ˆ���›�‘�—�”���ƒ�†�•���ƒ�”�‡���’�—�Ž�Ž�‹�•�‰���–�”�ƒ�ˆ�ˆ�‹�…���„�—�–���–�Š�‘�•�‡���’�”�‘�•�’�‡�…�–�•���ƒ�”�‡�•�ï�–���‘�’�–�‹�•�‰���‹�•�ë�������‰�ƒ�‹�•�å��

�™�‡���•�‹�•�’�Ž�›���…�Š�ƒ�•�‰�‡���–�Š�‡���…�‘�’�›�ä���������Ž�‹�–�–�Ž�‡���„�‹�–���‘�ˆ���–�›�’�‹�•�‰�å���•�‘�–���•�…�ƒ�”�›�å���•�‘�–���†�ƒ�•�‰�‡�”�‘�—�•�ä�������–�ï�•���ƒ�…�–�—�ƒ�Ž�Ž�›��

quite simple.   ���‘�™�� �Ž�‡�–�ï�•�� �Ž�‘�‘�•�� �ƒ�–�� �–�Š�‡�� �‡�•�‰�ƒ�‰�‡�•�‡�•�–�� �’�”�‘�…�‡�•�•�ä�� �� ���”�‡�� �‘�—�”�� �’�”�‘�•�’�‡�…�–�• reading our 



138 
 

�‡�•�ƒ�‹�Ž�•�ë�������ˆ���–�Š�‡�›�ï�”�‡���•�‘�–�á���™�‡�ï�Ž�Ž���•�•�‘�™���‹�•�•�‡�†�‹�ƒ�–�‡�Ž�›���ƒ�•�†���…�ƒ�•���ˆ�‹�š���–�Š�‹�•���‡�ƒ�•�‹�Ž�›�ä���������å�ä�����‘�™���Ž�‡�–�ï�• take a 

�Ž�‘�‘�•�� �ƒ�–�� �–�Š�‡�� �…�‘�•�˜�‡�”�•�‹�‘�•�� �’�”�‘�…�‡�•�•�ä�� �� ���Š�ƒ�–�� �‹�ˆ�� �›�‘�—�ï�”�‡�� �’�”�‘�•�’�‡�…�–�•�� �ƒ�”�‡�� �”�‡�ƒ�†�‹�•�‰�� �›�‘�—�”�� �ƒ�†�•�á�� �‘�’�–�‹�•�‰�� �‹�•�á��

reading your emails, but not becoming customers?   

 

Now that seems scary, right?  Nope.  To remedy this quickly, we simply change the copy 

�‘�”���™�Š�ƒ�–���™�‡�ï�”�‡���•�ƒ�›�‹�•�‰���‘�•���‘�—�”���˜�‹�†�‡�‘�•�ä�������‘�—�Ž�†�•�ï�–���„�‡���‡�ƒ�•�‹�‡�”�ä��  ���Š�‡���ò�ˆ�‹�š�ó���ˆ�‘�”���ƒ�•�›�–�Š�‹�•�‰���–�Š�ƒ�–���…�ƒ�•���‰�‘��

�™�”�‘�•�‰���‹�•���ƒ�•�›���‘�ˆ���–�Š�‡�•�‡���•�–�‡�’�•�å�����ƒ�•�†���•�‘�•�‡�–�Š�‹�•�‰���™�‹�Ž�Ž�å�ƒ�–���•�‘�•�‡���’�‘�‹�•�–�å���•�‘�•�–���Ž�‹�•�‡�Ž�›���‰�‘���™�”�‘�•�‰�����å��

�‹�•���†�‘�ƒ�„�Ž�‡���ƒ�•�†���‡�ƒ�•�›���–�‘���‹�•�’�Ž�‡�•�‡�•�–�ä���������†�‘�•�ï�–���™�ƒ�•�–���–�‘���ˆ�”�‡�ƒ�•���›�‘�—���‘�—�–���‘�”���ƒ�•�›�–�Š�‹�•�‰���Ž�‹�•�‡���–�Š�ƒ�–�å�������Œ�—�•�–��

�™�ƒ�•�–���›�‘�—���–�‘���•�•�‘�™���‰�‘�‹�•�‰���‹�•�–�‘���–�Š�‹�•���–�Š�ƒ�–���ƒ�–���•�‘�•�‡���’�‘�‹�•�–���‹�•���–�Š�‡���’�”�‘�…�‡�•�•���›�‘�—�ï�Ž�Ž���ˆ�ƒ�…�‡���…�Š�ƒ�Ž�Ž�‡�•�‰�‡�•���‹�•��

one of these areas. Fifty-percent of creating a new customer machine on the internet is 

�•�•�‘�™�‹�•�‰���™�Š�‹�…�Š���‘�•�‡���‹�–���‹�•���ƒ�•�†���•�•�‘�™�‹�•�‰���Š�‘�™���–�‘���ˆ�‹�š���‹�–�ä�������Š�ƒ�–�ï�•���™�Š�ƒ�–�����ï�•���‰�‘�‹�•�‰���–�‘���Š�‡�Ž�’���›�‘�—���†�‘���•�‡�š�–�ä�� 

 

Component �S�u�ã�����‡�˜�‡�”�����…�…�‡�’�–�‹�•�‰���ò�������Š�‹�•�•�����‘�ï�•�ó���ƒ�•�†�����‡�•�ƒ�•�†�‹�•�‰���–�‘�����•�‘�™�����‘�—�”�����‡�ƒ�Ž�����—�•�„�‡�”�• 

�	�‘�”�� �–�Š�‡�� �•�ƒ�•�‡�� �‘�ˆ�� �–�Š�‹�•�� �‡�š�‡�”�…�‹�•�‡�� �Ž�‡�–�ï�•�� �•�ƒ�›�� �–�Š�ƒ�–�� �›ou want to generate $100 thousand each 

month from the new �…�—�•�–�‘�•�‡�”�ï�• sales you generate from the internet.  If you really want to 

�ƒ�…�Š�‹�‡�˜�‡���–�Š�ƒ�–���Ž�‡�˜�‡�Ž���‘�ˆ���•�—�…�…�‡�•�•�á���›�‘�—�ï�Ž�Ž���Š�ƒ�˜�‡���–�‘���•�•�‘�™���–�Š�‡���”�‡�ƒ�Ž���•�—�•�„�‡�”�•���‹�–�ï�•���‰�‘�‹�•�‰���–�‘���–�ƒ�•�‡���–�‘���‰�‡�–��

you there. For example:  

 

$100,000 per month = $1.2 million per year = $3,287.67 per day.   Let me ask you 

straight up right now:   

 

Do you know how much you need to earn each day (from the customers you attract 

from the internet) to consistently hit your revenue goals? 

 

Do you have revenue goals?  ���ˆ�� �›�‘�—�� �†�‘�•�ï�–�á�� �›�‘�—�� �•�‡�‡�†�� �–�‘�� �‰�‡�–�� �„�—�•�›�� �ƒ�•�†�� �…�‘�•�‡�� �—�’�� �™�‹�–�Š��

�•�‘�•�‡�å���„�ƒ�•�‡�†���‘�•���”�‡�ƒ�Ž���•�—�•�„�‡�”�•�ä�������‡�–�ï�•���–�ƒ�•�‡���ƒ���Ž�‘�‘�•���ƒ�–���–�Š�‡���”�‡�ƒ�Ž���•�—�•�„�‡�”�•���ˆ�”�‘�•���‘�•�‡���‘�ˆ���•�›���”�‡�…�‡�•�–��

�–�‡�•�–���…�ƒ�•�’�ƒ�‹�‰�•�•���•�‘���›�‘�—���‰�‡�–���ƒ���…�Ž�‡�ƒ�”���’�‹�…�–�—�”�‡���‘�ˆ���Š�‘�™�����ï�•���…�ƒ�Ž�…�—�Ž�ƒ�–�‹�•�‰���ƒ�Ž�Ž���–�Š�‹�•���‘�—�–�ã���� 

 

�x ���ï�•���‰�‘�‹�•�‰���–�‘���•�’�‡�•�†���D�t�á�w�t�w���’�‡�”���†�ƒ�›���‘�•���	�ƒ�…�‡�„�‘�‘�•���������ä�� 

�x That produced $6,133 in gross sales  

�x �	�ƒ�…�–�‘�”���‹�•���•�‡�”�…�Š�ƒ�•�–���ˆ�‡�‡�•���ƒ�•�†���ƒ���’�‘�•�•�‹�„�Ž�‡���”�‡�ˆ�—�•�†���”�ƒ�–�‡���‘�ˆ���s�r�¨���ƒ�•�†���›�‘�—�ï�Ž�Ž���…�‘�•�‡���—�’���™�‹�–�Š���ƒ��

gross sales total of $5,397.04.  
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�x Subtract my ad costs for this test and before fact�‘�”�‹�•�‰���‹�•���•�›���‘�˜�‡�”�Š�‡�ƒ�†���›�‘�—�ï�Ž�Ž���…�‘�•�‡���—�’��

with $2,872.04.  

�x ���Š�ƒ�–�ï�•���D�s�á�r�v�z�á�t�{�v�ä�x�r���’�‡�”���›�‡�ƒ�”�ä�� 

�x If we subtract miscellaneous expenses like staff and other odds and ends, my annual 

expense in this category is going to be approximately $180,000.  

�x Net profit if I ran this test campaign for 12-months would be $868,294.60.  

 

���Š�‡�•�‡���•�—�•�„�‡�”�•���ƒ�”�‡�•�ï�–���ƒ�Ž�Ž���–�Š�ƒ�–���‰�”�‡�ƒ�–���„�‡�…�ƒ�—�•�‡�������†�‹�†�•�ï�–���ˆ�ƒ�…�–�‘�”���‹�•���„�ƒ�…�•�‡�•�†���•�ƒ�Ž�‡�•�������•�ƒ�†�‡���–�‘��

�–�Š�‡�•�‡���ˆ�‘�Ž�•�•�ä�������ï�•���Œ�—�•�–���„�ƒ�•�‹�•�‰���–�Š�‡�•�‡���•�—�•�„�‡�”�•���‘�•���™�Š�ƒ�–���™�‘�—�Ž�†���Š�ƒ�’�’�‡�•���‹�ˆ���™�‡���•�…�ƒ�Ž�‡�†���‘�—�–���–�Š�‡���–�‡�•�–��

ad campaign I just outl�‹�•�‡�†���ˆ�‘�”���›�‘�—�ä�������‘�™���ƒ�•�•���›�‘�—�”�•�‡�Ž�ˆ���™�Š�›���‹�–���‹�•���–�Š�ƒ�–�����ï�•���‰�‘�‹�•�‰���–�Š�”�‘�—�‰�Š���ƒ�Ž�Ž���‘�ˆ��

these numbers with you?  Why am I going through all of these steps in so much detail by 

�•�ƒ�›�‹�•�‰�á���ò���‹�•�–�‡�•�å���‹�ˆ�� �›�‘�—�”���–�ƒ�”�‰�‡�–���‰�‘�ƒ�Ž���‹�•�� �–�‘�� �‰�‡�•�‡�”�ƒ�–�‡���ƒ�•�� �ƒ�†�†�‹�–�‹�‘�•�ƒ�Ž���D�s�r�r�� �–�Š�‘�—�•�ƒ�•�†���’�‡�”���•�‘�•�–�Š��

from i�•�–�‡�”�•�‡�–���‰�‡�•�‡�”�ƒ�–�‡�†���…�—�•�–�‘�•�‡�”�•�á���‹�–�ï�•�� �”�‡�ƒ�Ž�Ž�›�� �‘�•�Ž�›�� �‰�‘�‹�•�‰���–�‘�� �„�‡���D�z�x�z�á�t�{�w�� �™�Š�‡�•�� �‹�–�ï�•�� �ƒ�Ž�Ž���•�ƒ�‹�†��

�ƒ�•�†���†�‘�•�‡�ë�ó�� 

 

���Š�‡���”�‡�ƒ�•�‘�•�����ï�•���†�‘�‹�•�‰���–�Š�‹�•���‹�•���„�‡�…�ƒ�—�•�‡���•�‘���‘�•�‡���‡�Ž�•�‡���‹�•���†�‘�‹�•�‰���–�Š�‹�•���ˆ�‘�”���›�‘�—�ä�������•���‘�”�†�‡�”���–�‘���‰�‡�–��

�™�Š�‡�”�‡�� �›�‘�—�ï�”�‡�� �‰�‘�‹�•�‰�á�� �›�‘�—�� �Š�ƒ�˜�‡�� �–�‘�� �ƒ�…�…�—�”�ƒ�–�‡�Ž�›�� �•�ƒ�’�� �‘�—�–�� �–�Š�‡�� �Ž�ƒ�›�� �‘�ˆ�� �–�Š�‡�� �Ž�ƒnd ahead of you.  In 

business, the lay of the land is always going to be math.  If you attempt to map out your course 

�„�ƒ�•�‡�†���‘�•���ò�����–�Š�‹�•�•���•�‘�ï�•�ó�á�����ï�•���–�‡�Ž�Ž�‹�•�‰���›�‘�—�á���‹�–�ï�•���‰�‘�‹�•�‰���–�‘���‡�•�†���—�’���ƒ�•���ƒ���†�‹�•�ƒ�•�–�‡�”���ˆ�‘�”���›�‘�—�ä�������‡�ï�˜�‡���‰�‘�–���–�‘��

depend our real numbers to chart our course.  

 

Component #4:  Using Decision, Dedication and Obsession to Advance While Others Retreat 

Decision, dedication and determination are the backbone of your success.  They will 

allow you to advance while all your competitors are retreating in fear.  Le�–�ï�•���‰�‘���„�ƒ�…�•���ˆ�‘�”���ƒ��

moment and think about the Marines fighting on Iwo Jima.  Imagine that right after landing 

�‘�•���–�Š�‡���‹�•�Ž�ƒ�•�†���–�Š�‡�›���•�–�ƒ�”�–�‡�†���•�ƒ�›�‹�•�‰�á���ò���Š�‡�•�‡���
�ƒ�’�ƒ�•�‡�•�‡���•�‘�Ž�†�‹�‡�”�•���ƒ�”�‡���Š�ƒ�”�†�…�‘�”�‡�ä�������‡�–�ï�•���–�”�›���”�‡�ƒ�Ž�Ž�›���Š�ƒ�”�†��

�–�‘���™�‹�•���–�Š�‹�•���–�Š�‹�•�‰�ä�ó���������†�‘�•�ï�–���„�‡�Ž�‹�‡�˜�‡���ˆ�‘�”���ƒ���•�‡�…�‘�•�†���–�Š�ƒ�–���–�Š�ƒ�–���…�‘�•�˜�‡�”�•�ƒ�–�‹�‘�•���‡�˜�‡�”���–�‘�‘�•���’�Ž�ƒ�…�‡�ä�������Š�ƒ�–�ï�•��

�•�‘�–���…�‘�•�•�‹�–�•�‡�•�–�ä�������ƒ�›�‹�•�‰���–�‘���›�‘�—�”�•�‡�Ž�ˆ���ƒ�•�†���‘�”���›�‘�—�”���–�‡�ƒ�•�á���ò���‡�–�ï�•���–�”�›���”�‡�ƒ�Ž�Ž�›���Š�ƒ�”�†�ó���‹�•���•�‘�–�Š�‹�•�‰���‘�–�Š�‡�”��

�–�Š�ƒ�•���’�”�‡�’�ƒ�”�‹�•�‰���ˆ�‘�”���ˆ�ƒ�‹�Ž�—�”�‡�ä�������–���†�‘�‡�•�•�ï�–���‹�•�…�Ž�—�†�‡���–�Š�‡���Š�ƒ�”�†�…�‘�”�‡���†�‡�…�‹�•�‹�‘�•���–�‘���™�‹�•�ä����  

 

���—�”�� ���ƒ�”�‹�•�‡�� �Š�‡�”�‘�‡�•�� �•�ƒ�‹�†�á�� �ò���Š�‘�•�‡�� �‡�•�‡�•�›�� �•�‘�Ž�†�‹�‡�”�•�� �•�ƒ�›�á�� �‹�•�� �ˆ�ƒ�…�–�á�� �„�‡�� �–�”�ƒ�‹�•�‡�†�� �•�‹�Ž�Ž�‡�”�•�å�� �„�—�–��

�™�‡�ï�”�‡���‰�‘�•�•�ƒ���†�‘���™�Š�ƒ�–���‹�–���–�ƒ�•�‡�•���–�‘���ƒ�†�˜�ƒ�•�…�‡���™�Š�‹�Ž�‡���–�Š�‡�›���”�‡�–�”�‡�ƒ�–�á���–�‘���•�‡�…�—�”�‡���˜�‹�…�–�‘�”�›���ˆ�‘�”���•�›���…�‘�—�•�–�”�›��
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�ƒ�•�†���—�Ž�–�‹�•�ƒ�–�‡�Ž�›�å���ˆ�‘�”���•�›���ˆ�ƒ�•�‹�Ž�›���ƒ�•�†���ˆ�”�‹�‡�•�†�•���ƒ�–���Š�‘�•�‡�ä�ó�������Š�‡�›���•�•�‡�™���–�Š�ƒ�–���‹�ˆ���–�Š�‡���™�ƒ�”���™�ƒ�•���Ž�‘�•�–�å��

any hope of a profitable and pleasant future for their country, their families and friends was 

�†�‘�‘�•�‡�†�ä�ó�� �� ���Š�‡�›�� �™�‡�”�‡�� �…�‘�•�•�‹�–�–�‡�†�� �–�‘�� �˜�‹�…�–�‘�”�›�� �„�‡�…�ƒ�—�•�‡�� �–�Š�‡�›�� �•�ƒ�†�‡�� �–�Š�‡�� �†�‡�…�‹�•�‹�‘�•�� �•�‘�–�� �–�‘�� �ƒ�…�…�‡�’�–��

anything less.  

 

Fast forward to 2016 and think of the scenario our Navy Seals and Special OPS forces 

�ƒ�”�‡���ˆ�ƒ�…�‹�•�‰���ƒ�‰�ƒ�‹�•�•�–�����������ä�������‘�� �›�‘�—���–�Š�‹�•�•���–�Š�ƒ�–���ƒ�•���–�Š�‡�›�ï�”�‡���‰�‡�–�–�‹�•�‰���”�‡�ƒ�†�›���–�‘�� �†�‡�’�Ž�‘�›���‘�—�”���Š�‡�”�‘�‡�•���‘�ˆ��

�–�‘�†�ƒ�›���ƒ�”�‡���•�ƒ�›�‹�•�‰���–�‘���–�Š�‡�‹�”���•�’�‘�—�•�‡�•���ƒ�•�†���…�Š�‹�Ž�†�”�‡�•�á���ò���‘�™���†�‘�•�ï�–���™�‘�”�”�›�å���™�‡�ï�”�‡���‰�‘�•�•�ƒ���‰�‘���‘�˜�‡�”���–�Š�‡�”�‡��

and see if we can convince the ISIS fighters not to come torture �ƒ�•�†���•�‹�Ž�Ž���›�‘�—�ä�������‡�ï�”�‡���‰�‘�•�•�ƒ��

�ƒ�•�•���–�Š�‡�•���•�‹�…�‡�Ž�›���•�‘���‡�˜�‡�”�›�–�Š�‹�•�‰�ï�•���‰�‘�•�•�ƒ���„�‡���ˆ�‹�•�‡�ä�ó�������‘���›�‘�—���–�Š�‹�•�•���–�Š�‡�›�ï�”�‡���•�ƒ�›�‹�•�‰���–�Š�ƒ�–�ë���� 

 

���‘�–���ƒ���…�Š�ƒ�•�…�‡�å���„�‡�…�ƒ�—�•�‡���–�Š�‡�›�ï�”�‡���…�‘�•�•�‹�–�–�‡�†���–�‘���™�‹�•�•�‹�•�‰�ä�������Š�‡�•�‡���•�‡�•���ƒ�•�†���™�‘�•�‡�•���ƒ�”�‡���‰�‘�‹�•�‰��

to go over there and eliminate every one of the threats faci�•�‰�� �‘�—�”�� �…�‘�—�•�–�”�›�ä�� �� ���Š�ƒ�–�ï�•�� �™�Š�ƒ�–��

�…�‘�•�•�‹�–�•�‡�•�–�� �‹�•�� �ƒ�Ž�Ž�� �ƒ�„�‘�—�–�ä�� ���‘�™�� �™�Š�ƒ�–�� �‹�ˆ�� �›�‘�—�ï�˜�‡�� �•�ƒ�‹�†�á�� �ò���ï�•�� �s�r�r�¨�� �…�‘�•�•�‹�–�–�‡�†�� �–�‘�� �•�ƒ�•�‹�•�‰�� �–�Š�‹�•��

�’�”�‘�…�‡�•�•�� �•�—�…�…�‡�•�•�ˆ�—�Ž�ä�ó�� ���‘�—�� �•�•�‘�™�� �ƒ�•�� �™�‡�Ž�Ž�� �ƒ�•�� ���� �†�‘�� �–�Š�ƒ�–�� �–�Š�ƒ�–�ï�•�� �‡�ƒ�•�‹�‡�”�� �•�ƒ�‹�†�� �–�Š�ƒ�•�� �†�‘�•�‡�å�� �–�Š�ƒ�–�� �‹�–�ï�•��

meaningless without a big enough reason to push on to victory.    

 

Understand This:  As you progress through this process and encounter the inevitable 

�…�Š�ƒ�Ž�Ž�‡�•�‰�‡�•���–�Š�ƒ�–���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���ˆ�ƒ�…�‡�á���›�‘�—���™�‹�Ž�Ž���‡�•�Œ�‘�›���•�—�…�…�‡�•�•���–�‘���–�Š�‡���‡�š�ƒ�…�–���†�‡�‰�”�‡�‡���–�Š�ƒ�–���›�‘�—���•�•�‘�™��

�–�Š�‡���”�‡�ƒ�Ž���”�‡�ƒ�•�‘�•���›�‘�—�ï�”�‡���†�‘�‹�•�‰���–�Š�‹�•�ä�����‘�—���•�—�•�–���Š�ƒ�˜�‡���ƒ���…�Ž�‡�ƒ�”���—�•�†�‡rstanding of what the driving 

�ˆ�‘�”�…�‡���‹�•���„�‡�Š�‹�•�†���›�‘�—�”���™�‹�Ž�Ž���–�‘���•�—�…�…�‡�‡�†���Š�‡�”�‡�ä�������‘�—�ï�˜�‡���‰�‘�–���–�‘���ˆ�‹�‰�—�”�‡���‘�—�–���›�‘�—�”���ò�™�Š�›�ó���ƒ�•�†���›�‘�—�ï�˜�‡���‰�‘�–��

�–�‘���•�ƒ�•�‡���–�Š�‡���…�‘�•�•�…�‹�‘�—�•���†�‡�…�‹�•�‹�‘�•���”�‹�‰�Š�–���•�‘�™���–�Š�ƒ�–���›�‘�—���™�‹�Ž�Ž���•�—�…�…�‡�‡�†�ä�����ˆ���›�‘�—�ï�”�‡���•�‘�–���‰�‡�•�‡�”�ƒ�–�‹�•�‰���–�Š�‡��

number of new customers and sales from the internet as you want for your business, it is 

because:  

 

�x ���‘�—���†�‘�•�ï�–���•�•�‘�™���Š�‘�™�ä�������ˆ���›�‘�—�ï�˜�‡���‰�‘�–���–�Š�ƒ�–���’�”�‘�„�Ž�‡�•�á���™�‡�ï�”�‡���‰�‘�‹�•�‰���–�‘���ˆ�‹�š���‹�–�ä 

�x ���‘�—�ï�”�‡���•�‘�–���–�‘�–�ƒ�Ž�Ž�›���•�—�”�‡���™�Š�ƒ�–�ï�•���‰�‘�‹�•�‰���‘�•�ä�������‘�—���Š�ƒ�˜�‡�•�ï�–���‹�•�˜�‡�•�–�‡�†���–�Š�‡���–�‹�•�‡���ƒ�•�†���‡�ˆ�ˆ�‘�”�–���–�‘��

�†�‘�� �–�Š�‡�� �•�ƒ�–�Š�ä�� �� ���‘�—�ï�”�‡�� �‘�’�‡�”�ƒ�–�‹�•�‰�� �‘�•�� �ò�� �–�Š�‹�•�•�� �•�‘�ï�•�ó�� �ƒ�•�†�� �ƒ�•�� �ƒ�� �”�‡�•�—�Ž�–�� �›�‘�—�ï�˜�‡�� �…�”�‡�ƒ�–�‡�†�� �ƒ��

worthless map. 

�x ���‘�—�ï�”�‡���•�‘�–���ˆ�—�Ž�Ž�›���…�‘�•�•�‹�–�–�‡�†���–�‘���•�—�…�…�‡�‡�†�‹�•�‰�ä�������‘�—���‰�‹�˜�‡���—�’���™�Š�‡�•���‹�–���‰�‡�–�•���–�‘�—�‰�Š�å���™�Š�‡�•���›�‘�—��

�ˆ�”�—�•�–�”�ƒ�–�‡�†�å���ƒ�•�†���›�‘�—�ï�˜�‡���’�—�–���‹�•���•�‹�•�‹�•�ƒ�Ž���‡�ˆ�ˆ�‘�”�–�ä 
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It is my earnest desire to help build a more profitable, growth-centered business.  I 

�†�‘�•�ï�–���…�ƒ�”�‡���ƒ�„�‘�—�–���Š�‡�Ž�’�‹�•�‰���›�‘�—���•�ƒ�•�‡���ƒ���ˆ�‡�™���‡�š�–�”�ƒ���„�—�…�•�•���’�‡�”���›�‡�ƒ�”���‘�”���ƒ�•�›�–�Š�‹�•�‰���Ž�‹�•�‡���–�Š�ƒ�–�ä���������™�ƒ�•�–��

to help you transform the financial future of your company, your family and your employees.  

As my coach and mentor Grant Cardone has told me �–�‹�•�‡���ƒ�•�†���–�‹�•�‡���ƒ�‰�ƒ�‹�•�å�� 

 

�	�‘�”�‰�‡�–���ƒ�„�‘�—�–���‹�•�’�”�‡�•�•�‹�•�‰���›�‘�—�”���ˆ�”�‹�‡�•�†�•���ƒ�•�†���•�‡�‹�‰�Š�„�‘�”�•�å���Ž�‡�–�ï�•���…�”�‡�ƒ�–�‡ something that will 

impress your great, great grandkids.  T�‘���ƒ�…�…�‘�•�’�Ž�‹�•�Š���–�Š�‹�•���‰�‘�ƒ�Ž�á���™�‡�ï�˜�‡���‰�‘�–���–�‘���’�Ž�ƒ�›���–�Š�‹�•���‰�ƒ�•�‡���ˆ�‘�”��

�•�‡�‡�’�•�ä�� �� ���—�”�� ���ƒ�”�‹�•�‡�•�� �†�‘�•�ï�–�� �—�•�‡�� �…�ƒ�’�� �‰�—�•�•�� �ƒ�•�†�� �’�Ž�ƒ�›�� �’�”�‡�–�‡�•�†�å�� �ƒ�•�†�� �‹�ˆ�� �›�‘�—�� �™�ƒ�•�–�� �–�‘�� �•�—�…�…�‡�‡�†�� �‹�•��

business, reach your true potential and transform your financial future, neither can you.  

 

Be Obsessed 

The final step in this process is to be obsessed.  You must be obsessed with the desire 

�–�‘���•�—�…�…�‡�‡�†���™�‹�–�Š���–�Š�‹�•�å���–�‘���”�‡�ƒ�…�Š���›�‘�—�”���–�”�—�‡���’�‘�–�‡�•�–�‹�ƒ�Ž�ä�������•���•�—�…�Š���ƒ�•�������Ž�‹�•�‡�����‘�•�����‘�’�‡�‹�Ž�á���›�‘�—�”���•�—�…�…�‡�•�•��

�‘�•�Ž�‹�•�‡���…�ƒ�•�ï�–���„�‡���ò�•�‡�–���‹�–���ƒ�•�†���ˆ�‘�”�‰�‡�–���‹�–�ó�ä�����ï�˜�‡�� �•�•�‘�™�•�� �ƒ���Ž�‘�–���‘�ˆ���’�‡�‘�’�Ž�‡���™�Š�‘�ï�˜e figured out how to 

�…�‘�•�•�‹�•�–�‡�•�–�Ž�›���‰�‡�•�‡�”�ƒ�–�‡���•�‡�™���…�—�•�–�‘�•�‡�”�•���ˆ�”�‘�•���–�Š�‡���‹�•�–�‡�”�•�‡�–���ƒ�•�†���–�Š�‡�›�ï�˜�‡���•�ƒ�†�‡���ƒ���–�‘�•���‘�ˆ���•�‘�•�‡�›���‹�•��

the process.   

 

Every one of them operates with a level of determination that borders on obsessing. 

When they get out of bed in the morning, they �•�–�ƒ�”�–���™�‘�”�•�‹�•�‰�ä�������Š�‡�•���–�Š�‡�›���‰�‘���–�‘���„�‡�†���ƒ�–���•�‹�‰�Š�–�å��

�–�Š�‡�›�ï�”�‡�� �–�›�’�‹�…�ƒ�Ž�Ž�›�� �–�Š�‹�•�•�‹�•�‰�� �ƒ�„�‘�—�–�� �•�‘�•�‡�–�Š�‹�•�‰�� �”�‡�Ž�ƒ�–�‡�†�� �–�‘�� �™�‘�”�•�‹�•�‰�ä�� �� ���‡�…�ƒ�—�•�‡�� �‘�ˆ�� �–�Š�‡�‹�”��

�†�‡�–�‡�”�•�‹�•�ƒ�–�‹�‘�•�� �–�‘�� �•�—�…�…�‡�‡�†�å�� �–�Š�‡�‹�”�� �™�‘�”�•�� �†�‘�‡�•�•�ï�–�� �ˆ�‡�‡�Ž�� �Ž�‹�•�‡�� �™�‘�”�•�ä�� �� ���–�ï�•�� �ˆ�—�•�å�� �‹�–�ï�•�� �ˆ�—�Ž�ˆ�‹�Ž�Ž�‹�•�‰�å�� �‹�–�ï�•��

their passion.   

 

Determination is �™�Š�ƒ�–���ˆ�—�‡�Ž�•���–�Š�ƒ�–�ä�����ˆ���›�‘�—�ï�”�‡���„�—�›�‹�•�‰���‹�•�–�‘���•�‘�•�‡�‘�•�‡�ï�•���ò�•�‡�–���‹�–���ƒ�•�†���ˆ�‘�”�‰�‡�–���‹�–�ó��

nonsense, you might catch a break and enjoy some of that on a miniature-sized scale.  If you 

want to achieve life-�…�Š�ƒ�•�‰�‹�•�‰���•�—�…�…�‡�•�•�á���–�Š�‡�•���›�‘�—�ï�Ž�Ž���Š�ƒ�˜�‡���–�‘���„�‡���†�‡�–�‡�”�•�‹�•�‡�†���–�‘���ƒ�…�…�‡�’�–���•�‘�–�Š�‹�•�‰��

�Ž�‡�•�•�ä�� �� ���ˆ�� �›�‘�—�� �ˆ�‹�•�†�� �›�‘�—�”�•�‡�Ž�ˆ�� �„�‡�‹�•�‰�� �ˆ�—�‡�Ž�‡�†�� �„�›�� �ƒ�•�� �‹�•�–�‡�•�•�‡�� �Ž�‡�˜�‡�Ž�� �‘�ˆ�� �†�‡�–�‡�”�•�‹�•�ƒ�–�‹�‘�•�� �ƒ�•�†�� �›�‘�—�ï�”�‡��

enjoying the process, then realize that this is no longer work.   

 

���‘�—�ï�”�‡�� �‡�•�Œ�‘�›�‹�•�‰�� �›�‘�—�”�� �™�‘�”�•�á�� �Ž�‘�˜�‹�•�‰�� �›�‘�—�”�� �Ž�‹�ˆ�‡�� �ƒ�•�†�� �›�‘�—�ï�”�‡�� �†�‡�–�‡�”�•�‹�•�‡�†�� �–�‘�� �ƒ�…�Š�‹�‡�˜�‡��

something you believe i�•�á���Ž�‘�˜�‡���ƒ�•�†���ˆ�‡�‡�Ž���’�ƒ�•�•�‹�‘�•�ƒ�–�‡���ƒ�„�‘�—�–�ä�����‹�•�–�‡�•�å�����ï�˜�‡���„�‡�‡�•���–�‡�Ž�Ž�‹�•�‰���›�‘�—���ˆ�‘�”���ƒ��

�‰�‘�‘�†���™�Š�‹�Ž�‡���•�‘�™���Š�‘�™���ò�Š�ƒ�”�†�ó���ƒ�Ž�Ž���–�Š�‹�•�� �‹�•�� �‰�‘�‹�•�‰���–�‘�� �„�‡���ƒ�•�†���Š�‘�™���ò�Š�ƒ�”�†�ó���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘�� �Š�ƒ�˜�‡���–�‘��
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�™�‘�”�•���ƒ�•�†���•�–�—�ˆ�ˆ�ä���������Š�‘�’�‡�����ï�˜�‡���•�ƒ�†�‡���‹�–���…�Ž�‡�ƒ�”���–�Š�ƒ�–���–�Š�‹�•���™�‘�”�•���…�ƒ�•���„�‡���‡�š�–�”�‡�•�‡�Ž�›���’�”�‘�ˆ�‹�–�ƒ�„�Ž�‡�å���ƒ�•�†���‹�–�ï�•��

�ƒ�…�–�—�ƒ�Ž�Ž�›���“�—�‹�–�‡���ˆ�—�•���ƒ�•�†���‡�š�Š�‹�Ž�ƒ�”�ƒ�–�‹�•�‰���–�‘�‘�å���ƒ�•�†���–�Š�‡���…�Š�ƒ�Ž�Ž�‡�•�‰�‡�•���–�Š�ƒ�–�����ï�˜�‡���Š�‹�‰�Š�Ž�‹�‰�Š�–�‡�†���”�‡�ƒ�Ž�Ž�›���ƒ�”�‡�•�ï�–��

that bad. One of the most important things I can do for you is to help you isolate these 

�’�”�‘�„�Ž�‡�•�•���ƒ�•�†���Š�‡�Ž�’���›�‘�—���ˆ�‹�š���–�Š�‡�•���“�—�‹�…�•�Ž�›���•�‘���–�Š�ƒ�–���–�Š�‡�›�ï�”�‡���”�‡�ƒ�Ž�Ž�›���•�‘�–���–�Š�ƒ�–���„�ƒ�†�å���–�Š�‡�›�ï�”�‡���”�‡�ƒ�Ž�Ž�›���•�‘�–��

that big of a deal.  

 

These are eighty-pound bales of hay.  When I was 17, one of my first jobs was baling 

hay.  I lived in Eureka, Missouri where it is a tad bit warm in the summer and a humidity level 

that consistently hovers arou�•�†���•�‹�•�‡�–�›���ˆ�‹�˜�‡���’�‡�”�…�‡�•�–�ä���������–�›�’�‹�…�ƒ�Ž���•�—�•�•�‡�”�ï�•���†�ƒ�›���ˆ�‡�‡�Ž�•���Ž�‹�•�‡���{�w-

�s�r�s���†�‡�‰�”�‡�‡�•���	�ƒ�Š�”�‡�•�Š�‡�‹�–�ä�������–�ï�•���”�—�–�Š�Ž�‡�•�•�Ž�›���Š�‘�–�å���•�‹�•�‡�”�ƒ�„�Ž�‡�ä���� 

 

My job was to walk beside the hay wagon and throw these bales up on top.  While I did 

that, I had to avoid the spiders, yellow jackets and other stinging critters that either hid 

�–�Š�‡�•�•�‡�Ž�˜�‡�•���‹�•���–�Š�‡���„�ƒ�Ž�‡�•���‘�”���…�ƒ�•�‡���—�’���‘�—�–���‘�ˆ���–�Š�‡���‰�”�‘�—�•�†�å���—�•�—�ƒ�Ž�Ž�›���—�’�•�‡�–���–�Š�ƒ�–���™�‡���™�‡�”�‡���•�ƒ�•�‹�•�‰��

so much racket on their roof.   

 

���•�‘�–�Š�‡�”�� �Œ�‘�„�� ���� �Š�ƒ�†�� �™�Š�‡�•�� ���� �™�ƒ�•�� �›�‘�—�•�‰�� �™�ƒ�•�� �™�‘�”�•�‹�•�‰�� �‹�•�� �•�›�� ���ƒ�†�ï�•�� �…�‘�•�’�ƒ�•�›�� �ƒ�•�� �ƒ�� �‰�Ž�ƒ�•�•��

installer.  I would work outside on heavy equipment removing and replacing the glass that 

had been broken.  Most of the time I had to use a hammer and chisel to remove the broken 

glass and then a series of sharp instruments to cut out all the urethane glue that held it in.  

This meant that I had a continual showering of glass shards sticking in my face, my scalp and 

my arms.    

 

���…�…�ƒ�•�‹�‘�•�ƒ�Ž�Ž�›�á�����ï�†���‡�•�†���—�’���™�‹�–�Š���ƒ���•�‹�…�‡���•�Ž�‹�˜�‡�”���‹�•�•�‹�†�‡���•�›���•�Š�‘�‡�•���™�Š�‹�…�Š�������™�‘�—�Ž�†���†�‹�•�…�‘�˜�‡�”���”�‹�‰�Š�–��

about the time I was carrying the new (and incredibly heavy) replacement piece of glass up 

a ladder.  Sun burns, smashing fingers, bleeding feet and death by a thousand cuts (at least it 

�ˆ�‡�Ž�–���–�Š�ƒ�–���™�ƒ�›�����å���–�Š�‘�•�‡���™�‡�”�‡���†�‹�ˆ�ˆ�‹�…�—�Ž�–���Œ�‘�„�•���ƒ�•�†���–�Š�ƒ�–���™�ƒ�•���™�Š�ƒ�–�������™�‘�—�Ž�†���…�ƒ�Ž�Ž���Š�ƒ�”�†���™�‘�”�•�ä���� So, 

�Ž�‡�–�ï�•���–�‘�—�‰�Š�‡�•���—�’���ƒ�•�†���‰�‡�–���„�ƒ�…�•���–�‘���”�‡�ƒ�Ž�‹�–�›�ä�������Ž�Ž���™�‡�ï�”�‡���†�‘�‹�•�‰���Š�‡�”�‡���‹�•���–�›�’�‹�•�‰�á���–�ƒ�Ž�•�‹�•�‰���ƒ�•�†���”�‡�˜�‹�‡�™�‹�•�‰��

�™�Š�ƒ�–�ï�•���™�‘�”�•�‹�•�‰���ƒ�•�†���™�Š�ƒ�–�ï�•���•�‡�‡�†�‹�•�‰���–�‘���„�‡���ˆ�‹�š�‡�†�ä���� 

 

���Š�‹�•���‹�•�•�ï�–���Š�ƒ�”�†���™�‘�”�•�ä�������‡�ï�”�‡���™�‘�”�•�‹�•�‰���‹�•�•�‹�†�‡�á���™�Š�‡�”�‡���™�‡���…�ƒ�•���ƒ�†�Œ�—�•�–���–�Š�‡���������‘�”���–�Š�‡���Š�‡�ƒ�–�ä�ä�ä��

�‘�”���™�‡���…�ƒ�•���™�‘�”�•���‘�—�–�•�‹�†�‡���‘�•���–�Š�‡���†�‡�…�•�å���„�›���–�Š�‡���’�‘�‘�Ž�å���‘�”���†�‘�™�•���ƒ�–���–�Š�‡���Ž�‘�…�ƒ�Ž���…�‘�ˆ�ˆ�‡�‡���•�Š�‘�’�ä�������‘�—��
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�†�‡�…�‹�†�‡���™�Š�‡�”�‡���›�‘�—���™�ƒ�•�–���–�‘���™�‘�”�•�ä�������Š�‹�•���‹�•���•�‘�–���Š�ƒ�”�†���™�‘�”�•�å���‹�–�ï�•���•�‘�–���–�Š�ƒ�–���†�‹�ˆ�ˆ�‹�…�—�Ž�–�ä  I promise you 

�–�Š�ƒ�–���‹�ˆ���›�‘�—���–�Š�ƒ�–���‹�ˆ���›�‘�—���’�ƒ�›���…�Ž�‘�•�‡���ƒ�–�–�‡�•�–�‹�‘�•���–�‘���–�Š�‹�•���ƒ�•�†���…�ƒ�–�…�Š���–�Š�‹�•�‰�•���‡�ƒ�”�Ž�›���™�Š�‡�•���–�Š�‡�›���‰�‘���™�”�‘�•�‰�å��

�‹�–�ï�•���•�‡�˜�‡�”���‰�‘�‹�•�‰���–�‘���„�‡���ƒ���’�”�‘�„�Ž�‡�•�ä�������–�ï�•���•�‡�˜�‡�”���‰�‘�‹�•�‰���–�‘���„�‡���–�Š�ƒ�–���„�‹�‰���‘�ˆ���ƒ���†�‡�ƒ�Ž���–�‘���ˆ�‹�š�ä�� 

 

Component #5:  Expand Your Skills, Dominate and Conquer Your Market 

When I made the decision to take the advertising and marketing strategies for my 

business to the internet I knew that I wanted to work from home.   The more successful I 

�„�‡�…�ƒ�•�‡�á���–�Š�‡���•�‘�”�‡���•�›���ˆ�‘�…�—�•���•�Š�‹�ˆ�–�‡�†���–�‘�á���ò�����™�ƒ�•�–���–�‘���Š�ƒ�˜�‡���ƒ���’�‡�”�•�‘�•�ƒ�Ž���‹�•�…�‘�•�‡���‘�ˆ���ƒ million dollars 

�’�‡�”���›�‡�ƒ�”�ä�ó�������ˆ�–�‡�”���–�Š�ƒ�–�á���•�›���‰�‘�ƒ�Ž�•���…�Š�ƒ�•�‰�‡�†���–�‘�á���ò�����™�ƒ�•�–���–�‘���•�ƒ�•�‡���•�—�Ž�–�‹�’�Ž�‡-millions of dollars per 

�›�‡�ƒ�”�á���…�‘�•�•�‹�•�–�‡�•�–�Ž�›�ä�ó�����˜�‡�”�›���’�Š�ƒ�•�‡���‘�ˆ���•�›���‰�”�‘�™�–�Š���ƒ�•�†���ƒ�…�…�‘�•�’�Ž�‹�•�Š�•�‡�•�–���”�‡�“�—�‹�”�‡�†���–�Š�ƒ�–�������’�‘�•�•�‡�•�•��

specific, actionable skills.   

 

���Š�‡�•���‹�–���„�‡�‰�ƒ�•���™�‹�–�Š���ò�™�‘�”�• �ˆ�”�‘�•���Š�‘�•�‡�ó�á�������‘�•�Ž�›�� �•�‡�‡�†�‡�†���•�‘�•�‡���„�ƒ�•�‹�…���•�•�‹�Ž�Ž�•�ä�������‹�•�‡���Š�‘�™���–�‘��

write decent sales copy and how to drive qualified prospects to a sales page, then convert 

�–�Š�‡�•���ˆ�‘�”���Ž�‡�•�•���–�Š�ƒ�•���™�Š�ƒ�–�����ï�•���‹�•�˜�‡�•�–�‹�•�‰���–�‘���‰�‡�–���–�Š�‡�•���ƒ�•���ƒ���…�—�•�–�‘�•�‡�”�ä�������‹�•�’�Ž�‡���•�•�‹�Ž�Ž�•���ˆ�‘�”���•�—�”�‡�ä�������Š�‡�•��

I got to t�Š�‡���ò�•�ƒ�•�‡���ƒ���•�‹�Ž�Ž�‹�‘�•���†�‘�Ž�Ž�ƒ�”�•���’�‡�”���›�‡�ƒ�”�ó���’�Š�ƒ�•�‡�á���•�›���•�•�‹�Ž�Ž�•���”�‡�“�—�‹�”�‡�†���–�Š�ƒ�–�������’�”�‘�‰�”�‡�•�•�‡�†���ˆ�”�‘�•��

writing sales copy that was okay to writing sales copy that was exceptionally good.   

 

I acquired the know-how necessary to create the kind of buzz that would generate a 

huge increase in sales as well as knowing how to create and implement launches that sold 

tens of thousands of dollars in a matter of hours.  I had to know stuff like that and more.   

 

���Š�‡�•�� ���� �™�‡�•�–���ˆ�”�‘�•�� �ò�•�ƒ�•�‡���ƒ���•�‹�Ž�Ž�‹�‘�•�� �†�‘�Ž�Ž�ƒ�”�•���’�‡�”�� �›�‡�ƒ�”�ó���–�‘�� �ò�•�ƒ�•�‡���•�‹�Ž�Ž�‹�‘�•�•�� �‘�ˆ��dollars per 

�›�‡�ƒ�”�á�ó�������Š�ƒ�†���–�‘���Ž�‡�ƒ�”�•���ƒ�•���‡�•�–�‹�”�‡�Ž�›���•�‡�™���•�‡�–���‘�ˆ���•�•�‹�Ž�Ž�•�ä�������Š�‹�•���‹�•�…�Ž�—�†�‡�†�ã���•�ƒ�•�ƒ�‰�‹�•�‰���’�‡�‘�’�Ž�‡�â���„�—�‹�Ž�†�‹�•�‰��

complex processes online; building automated systems and creating effective teams of 

professionals. Now my thinking has evolved again.  Now I want to get to the next level so that 

I can do more to support the things I believe in most.  I want to help make enough money 

that will allow me to reach more people with the gospel, both in America and in foreign 

countries.   

 

Will this require that I have an e�•�–�‹�”�‡�Ž�›���•�‡�™���•�‡�–���‘�ˆ���•�•�‹�Ž�Ž�•�ë�������‘�—���„�‡�–���‹�–���†�‘�‡�•�ä�������ï�˜�‡���‰�‘�–���–�‘��

learn about tax laws as well as how to multiply money more effectively than I do now.  This 
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�”�‡�“�—�‹�”�‡�•���ƒ���•�‡�™���•�‡�–���‘�ˆ���•�•�‹�Ž�Ž�•���ƒ�•�†���ƒ���•�‡�™���•�‹�•�†���‘�ˆ���–�Š�‹�•�•�‹�•�‰�ä���������ï�˜�‡���Š�‹�”�‡�†���•�ƒ�•�›�á���•�ƒ�•�›���‰�”�‡�ƒ�–���–�‡�ƒ�…�Š�‡�”�•��

over the l�ƒ�•�–���–�™�‘���†�‡�…�ƒ�†�‡�•���ƒ�•�†���–�Š�‡�›�ï�˜�‡���ƒ�Ž�Ž���’�”�‡�–�–�›���•�—�…�Š���ƒ�‰�”�‡�‡�†���‘�•���–�Š�‹�•���‘�•�‡���–�Š�‹�•�‰�ã���ò���Š�‡���•�ƒ�•�‡��

set of skills that got you to where you are now will not help you get to the next-�Ž�‡�˜�‡�Ž�ä�ó������ 

 

If your goal is summit Mt. Everest safely, coming back with all your fingers and toes 

�›�‘�—�ï�Ž�Ž�� �•�–�ƒ�”�–�� �ƒ�–�� ���ƒ�•�‡�…�ƒ�•�’�ä�� �� ���‘�� �‰�‡�–�� �ˆ�”�‘�•�� ���ƒ�•�‡�…�ƒ�•�’�� �–�Š�”�‘�—�‰�Š�� �–�Š�‡�� �‹�…�‡�� �ˆ�ƒ�Ž�Ž�•�� �ƒ�•�†�� �•�ƒ�ˆ�‡�Ž�›�� �–�‘�� �–�Š�‡��

���—�•�•�‹�–�á���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���Š�ƒ�˜�‡���–�‘���Š�ƒ�˜�‡���ƒ���•�’�‡�…�‹�ˆ�‹�…���•�‡�–���‘�ˆ���•�•�‹�Ž�Ž�•���ƒ�•�†���ƒ���•�’�‡�…�‹�ˆ�‹�…���•�‹�•�†�•�‡�–���–�‘���•�ƒ�•�‡���‹�–�ä������

���ˆ���›�‘�—�ï�”�‡���‰�‘�‹�•�‰���–�‘���‰�‘���ˆ�”�‘�•���™�Š�‡�”�‡���›�‘�—���ƒ�”�‡���•�‘�™���–�‘���…�”�‡�ƒ�–�‹�•�‰���ƒ�•���‹�•�–�‡�”net-driven new customer 

�•�ƒ�…�Š�‹�•�‡�å�� �›�‘�—�ï�”�‡�� �‰�‘�‹�•�‰�� �–�‘�� �Š�ƒ�˜�‡�� �‹�•�…�”�‡�ƒ�•�‡�� �›�‘�—�”�� �•�•�‹�Ž�Ž�� �•�‡�–�•�� �ƒ�•�†�� �‹�•�’�”�‘�˜�‡�� �›�‘�—�”�� �•�–�”�ƒ�–�‡�‰�‹�…�� �ƒ�•�†��

tactical thought processes.   

 

���ˆ���›�‘�—���™�ƒ�•�–���–�‘���…�‘�•�“�—�‡�”���›�‘�—�”���•�ƒ�”�•�‡�–�����‘�•�Ž�‹�•�‡���ƒ�•�†���‘�ˆ�ˆ�����›�‘�—�ï�Ž�Ž���•�‡�‡�†���–�‘���‡�š�’�ƒ�•�†���›�‘�—�”���•�•�‹�Ž�Ž�•��

and your thinking.  As you co�•�–�‹�•�—�‡���–�Š�‹�•���Œ�‘�—�”�•�‡�›���™�‹�–�Š���•�‡�á���›�‘�—���…�ƒ�•���„�‡�–���–�Š�ƒ�–�����ï�•���‰�‘�‹�•�‰���–�‘���•�Š�‘�™��

�›�‘�—���‡�š�ƒ�…�–�Ž�›���Š�‘�™���–�‘���–�ƒ�…�–�‹�…�ƒ�Ž�Ž�›���‹�•�’�Ž�‡�•�‡�•�–���‡�ƒ�…�Š���‘�ˆ���–�Š�‡�•�‡���•�–�‡�’�•�ä���������™�‹�Ž�Ž���ƒ�Ž�•�‘�å 

 

�x Teach you how to write effective, powerful sales copy. 
 

�x Give you blueprints for designing and building systems that convert total strangers 

to your website into lifetime paying customers. 
 

�x Reveal top-secret methods for creating campaigns that bring your customers back 

time and time again for repeat purchases. 
 

�x Show you how to ethically raise your fees and then how to sell more stuff to your 

existing customers and clients. 
 

�x Reveal the 3-step method for generating high-quality traffic from advertising.  On the 

�•�—�”�ˆ�ƒ�…�‡���–�Š�‹�•���•�–�”�ƒ�–�‡�‰�›���•�ƒ�›���ƒ�’�’�‡�ƒ�”���Ž�‹�•�‡���Ž�‡�ƒ�†���‰�‡�•���•�‡�–�Š�‘�†�•���›�‘�—���•�ƒ�›���Š�ƒ�˜�‡���—�•�‡�†���„�‡�ˆ�‘�”�‡�å��

but one peak under the hood and �›�‘�—�ï�Ž�Ž�� �‹�•�•�–�ƒ�•�–�Ž�›�� �—�•�†�‡�”�•�–�ƒ�•�†�� �–�Š�‡�� �‰�‡�•�‹�—�•�� �„�‡�Š�‹�•�†�� �‹�–�ä����

This one strategy alone can transform your internet marketing efforts in less-than 30 

days.  

 

�x Uncover my proven method for decreasing the amount you invest to acquire qualified 

leads while simultaneously �‹�•�…�”�‡�ƒ�•�‡���–�Š�‡���ƒ�˜�‡�”�ƒ�‰�‡���˜�ƒ�Ž�—�‡���‡�ƒ�…�Š���‘�•�‡���’�”�‘�†�—�…�‡�•�ä�������ï�˜�‡���•�‡�’�–��
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���–�ï�•�� �‹�•�’�‘�”�–�ƒ�•�–�� �–�‘�� �•�‘�–�‡�á however, that these powerful strategies will transform your 

conversion rate, your sales and your profit unless you vigorously study, learn and adopt 

�–�Š�‡�•�‡���ˆ�‹�˜�‡���’�”�‹�•�…�‹�’�Ž�‡�•�����ï�˜�‡���•�Š�ƒ�”�‡�†���™�‹�–�Š���›�‘�—���‹�•���–�Š�‹�•���…�Š�ƒ�’�–�‡�”�ä  
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CHAPTER NINE:   The Fortune Is In The Follow Up  

 

Over the last 19 �›�‡�ƒ�”�•�� ���ï�˜�‡�� �Š�‡�Ž�’�‡�†�� �Š�—�•�†�”�‡�†�•�� �‘�ˆ�� �…�Ž�‹�‡�•�–�•�� ���ƒ�•�� �™�‡�Ž�Ž�� �ƒ�•�� �•�›�•�‡�Ž�ˆ���� �‰�‡�•�‡�”�ƒ�–�‡��

�•�‹�Ž�Ž�‹�‘�•�•���‘�ˆ���†�‘�Ž�Ž�ƒ�”�•���‹�•���•�ƒ�Ž�‡�•���ˆ�”�‘�•���’�”�‘�•�’�‡�…�–�•���–�Š�ƒ�–���Š�ƒ�†���‹�•�‹�–�‹�ƒ�Ž�Ž�›���•�ƒ�‹�†���ò�•�‘�ä�ó���������—�…�Š���‘�ˆ���•�›���•�—�…�…�‡�•�•��

has come from my understanding that there are untapped millions which can be mined from 

�–�Š�‡���•�…�‘�”�‡�•���‘�ˆ���ˆ�‘�Ž�•�•���™�Š�‘���–�‡�Ž�Ž���›�‘�—���ò�•�‘�ó�ä���� 

 

This chapter is especially important to you and your ability to uncover (and produce) 

�”�‡�…�‘�”�†���Ž�‡�˜�‡�Ž�•���‘�ˆ���’�”�‘�ˆ�‹�–���ˆ�”�‘�•���›�‘�—�”���‡�š�‹�•�–�‹�•�‰���Ž�‡�ƒ�†�•���ƒ�•�†���…�—�•�–�‘�•�‡�”�•���„�‡�…�ƒ�—�•�‡�����ï�˜�‡���–�ƒ�•�‡�•���–�Š�‡��most 

�‹�•�’�‘�”�–�ƒ�•�–�� �ˆ�‘�Ž�Ž�‘�™���—�’�� �•�–�”�ƒ�–�‡�‰�‹�‡�•�� �ƒ�•�†�� �–�ƒ�…�–�‹�…�•�� �–�Š�ƒ�–�� ���ï�˜�‡�� �Ž�‡�ƒ�”�•�‡�†�� �‘�˜�‡�”�� �–�Š�‡�� �Ž�ƒ�•�–�� �–�™�‘�� �†�‡�…�ƒ�†�‡�•�� �ƒ�•�†��

created a handful of internet-based methods that can generate record sales of your products 

�ƒ�•�†���•�‡�”�˜�‹�…�‡�•�ä���� ���ï�•�� �ƒ�„�‘�—�–���–�‘�� �•�Š�‘�™���›�‘�—���Š�‘�™���–�‘�� �–�”�ƒ�•�•�ˆ�‘�”�•���ƒ�Ž�Ž���–�Š�‘�•�‡���ò�•�‘�ï�•�ó���›�‘�—�ï�˜�‡�� �Š�‡�ƒ�”�†���ˆ�”�‘�•��

your prospects and customers and show you how to transform them into PURE PROFIT.  

 

���Š�‡�–�Š�‡�”�� �›�‘�—�ï�”�‡�� �•�‡�Ž�Ž�‹�•�‰�� �’�”�‘�†�—�…�–�•�� �ƒ�•�†�� �•�‡�”�˜�‹�…�‡�•�� �‹�•�� �ˆ�ƒ�…�‡-to-face meetings, from the 

platform, over the phone, on webinars or using sales copy the facts are clear:  95-98% of your 

�’�”�‘�•�’�‡�…�–�•���ƒ�”�‡���‰�‘�‹�•�‰���–�‘���•�ƒ�›���ò�•�‘�ó���–�Š�‡���ˆ�‡�™���–�‹�•�‡�•���›�‘�—���’�‹�–�…�Š���–�Š�‡�•�ä�������‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���ƒ�•�ƒ�œ�‹�•�‰���•�–�—�ˆ�ˆ��

�–�Š�ƒ�–���‰�‡�•�—�‹�•�‡�Ž�›���Š�‡�Ž�’�•���›�‘�—�”���‹�†�‡�ƒ�Ž���’�”�‘�•�’�‡�…�–�•���ƒ�…�Š�‹�‡�˜�‡���–�Š�‡�‹�”���‰�‘�ƒ�Ž�•�å���›�‘�—�ï�”�‡���•�‡�Ž�Ž�‹�•�‰���›�‘�—�”���•�–�—�ˆ�ˆ���ƒ�–���ƒ��

price that screams value and yet, most folks a�”�‡���•�‹�•�’�Ž�›���–�‡�Ž�Ž�‹�•�‰���›�‘�—�á���ò���‘�ä�ó�������‘�—�Ž�†���›�‘�—���Ž�‹�•�‡���–�‘��

�•�•�‘�™���™�Š�›�ë�������‡�…�ƒ�—�•�‡���–�Š�ƒ�–���Š�—�•�ƒ�•���•�ƒ�–�—�”�‡�å���ƒ�•�†���’�‡�‘�’�Ž�‡���ƒ�”�‡���•�—�’�’�‘�•�‡�†���–�‘���•�ƒ�›���ò���‘�ó�ä  

 

���Š�‹�•�•���„�ƒ�…�•���–�‘���™�Š�‡�•���›�‘�—���™�‡�”�‡���ƒ���•�‹�†���ƒ�•�†���–�”�›���–�‘���”�‡�•�‡�•�„�‡�”���™�Š�ƒ�–���‰�‘�‘�†���‘�Ž�‡�ï�����‘�•���ƒ�•�†�����ƒ�†��

�–�‘�Ž�†���›�‘�—���ƒ�„�‘�—�–���†�‡�ƒ�Ž�‹�•�‰���™�‹�–�Š���’�‡�‘�’�Ž�‡���–�Š�ƒ�–���™�‡���†�‘�•�ï�–���•now.  If your parents are like my parents, 

�–�Š�‡�›���–�‘�Ž�†���›�‘�—���–�‘�� �„�‡���Ž�‡�‡�”�›�� �‘�ˆ�� �•�–�”�ƒ�•�‰�‡�”�•�ä���� ���Š�‡�›���–�‘�Ž�†���›�‘�—���–�Š�ƒ�–���–�Š�‡�›�ï�”�‡���ƒ���Ž�‘�–���‘�ˆ�� �…�”�ƒ�…�•�’�‘�–�•�� �‹�•�� �–�Š�‡��

world who are just sitting around waiting to take advantage of you.  They basically told you 

the scariest thing possibl�‡���‹�•���–�Š�‡���Š�‘�’�‡�•���–�Š�ƒ�–���›�‘�—�ï�†���„�‡���•�‘�”�‡���ƒ�™�ƒ�”�‡���‘�ˆ���›�‘�—�”���•�—�”�”�‘�—�•�†�‹�•�‰�•���ƒ�•�†��

�…�‘�•�‡���Š�‘�•�‡���‡�ƒ�…�Š���•�‹�‰�Š�–�å���ƒ�Ž�‹�˜�‡�ä����  

 

When you got a little older, got a job, started making some money and got ready to buy 

your first house (or anything expensive for that matter) they probably told you to avoid 

�•�ƒ�•�‹�•�‰���ƒ���”�ƒ�•�Š���†�‡�…�‹�•�‹�‘�•�ä�������‘�á���†�‘�‡�•�•�ï�–���‹�–���•�ƒ�•�‡���•�‡�•�•�‡�����‹�ˆ���›�‘�—�ï�Ž�Ž���•�–�‘�’���ˆ�‘�”���ƒ���•�‘�•�‡�•�–���ƒ�•�†���–�Š�‹�•�•���ƒ�„�‘�—�–��
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the warnings ingrained deep into their psyche �ˆ�”�‘�•���–�Š�‡�‹�”���›�‘�—�–�Š�ë�������‘�™���–�Š�ƒ�–���›�‘�—�ï�˜�‡���–�Š�‘�—�‰�Š�–��

�ƒ�„�‘�—�–���‹�–�å���’�”�‘�„�ƒ�„�Ž�›���•�‘�–�ä  

 

���•�‘�™�‹�•�‰���–�Š�ƒ�–���•�‘�•�–���‘�ˆ���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���ƒ�”�‡���‰�‘�‹�•�‰���–�‘���•�ƒ�›���ò���‘�ó���–�Š�‡���ˆ�‹�”�•�–���•�‡�˜�‡�”�ƒ�Ž���–�‹�•�‡�•���›�‘�—��

�’�‹�–�…�Š���–�Š�‡�•���–�‡�Ž�Ž�•���—�•���–�Š�ƒ�–���™�‡���•�Š�‘�—�Ž�†�����„�‡�ˆ�‘�”�‡���™�‡���•�ƒ�•�‡���–�Š�‡���˜�‡�”�›���ˆ�‹�”�•�–���’�‹�–�…�Š�����å���‰�‡�–���–�Š�‡���’�”�‘�•�’�‡�…�–�ï�•��

contact information, right?  Automation and technology has given us tremendous power to 

leverage our sales and marketing efforts and as such the first piece of contact information 
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about it, right?   
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stuff on the front end is not the best way to go about this.  If your goal is to actually sell stuff 
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trustworthiness right out of the gait.  This approach is going to make your job of selling in 

�–�Š�‡���ˆ�—�–�—�”�‡���ƒ���™�Š�‘�Ž�‡���Ž�‘�–���‡�ƒ�•�‹�‡�”�ä�������‘�™�����ï�•���…�‘�•�ˆ�‹�†�‡�•�–���–�Š�ƒ�–���›�‘�—�ï�˜�‡���Š�‡�ƒ�”�†���–�Š�ƒ�– �„�‡�ˆ�‘�”�‡�á���„�—�–���‹�–�ï�•���•�‘�–��

�™�Š�ƒ�–���›�‘�—���–�Š�‹�•�•�ä�������Š�‹�•���Š�ƒ�•���•�‘�–�Š�‹�•�‰���–�‘���†�‘���™�‹�–�Š���ò�…�‘�•�˜�‡�”�•�‹�‘�•���ˆ�—�•�•�‡�Ž�•�ó���‘�”���‡�•�ƒ�‹�Ž���•�ƒ�”�•�‡�–�‹�•�‰�ä�������•���ˆ�ƒ�…�–�á��

�‹�•�–�‡�”�•�‡�–�� �…�‘�•�˜�‡�”�•�‹�‘�•�� �ò�ˆ�—�•�•�‡�Ž�•�ó�� �ƒ�”�‡�� �•�—�’�’�‘�•�‡�†�� �–�‘�� �„�‡�� �–�Š�‡�� �Š�‘�–�–�‡�•�–�� �•�‡�™�� �–�Š�‹�•�‰�� �‹�•�� �–�Š�‡�� �†�‹�‰�‹�–�ƒ�Ž��

�•�ƒ�”�•�‡�–�‹�•�‰�� �™�‘�”�Ž�†�å�� �„�—�–�� �–�Š�‡�� �†�ƒ�–�ƒ�� �–�‡�Ž�Ž�•�� �ƒ�•�� �‡�•�–�‹�”�‡�Ž�›�� �†�‹�ˆ�ˆ�‡�”�‡�•�–�� �•�–�‘�”�›�ä�� �� ���–�ï�•�� �…�Ž�‡�ƒ�”�� �–�Š�ƒ�–�� �–�Š�‡�� �˜�ƒ�•�–��

majority of them are simply worthless.  
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these emails (mind you) sends the prospect back to the original sales page, which is lame.  
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refer to as REALITY.     
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his students to use) today, which is good news for you and me.  The sales f�—�•�•�‡�Ž�� �–�Š�‡�›�ï�”�‡��
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nature and buy quickly, but it ignores (and usually irritates) the remaining 95-98% of 
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greatest opportunity for success (and a whole lot of profit) resides with all those prospects 
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�ƒ�…�–�‹�‘�•�•���� �›�‘�—�”�� �’�”�‘�•�’�‡�…�–�•�� �•�—�•�–�� �–�ƒ�•�‡�� �„�‡�ˆ�‘�”�‡�� �–�Š�‡�›�� �„�—�›�ä�� �� ���‡�� �…�ƒ�Ž�Ž�� �–�Š�‡�•�‡�� �ƒ�…�–�‹�‘�•�•�� �ò�”�‡�•�’�‘�•�•�‡��

�‹�•�†�‹�…�ƒ�–�‘�”�•�ó�á���ƒ�•�†���–�Š�‡�›���ƒ�”�‡���–�Š�‡���•�‡�›���–�‘���›�‘�—�”���•�—�…�…�‡�•�•�ä������ 

 

���‡�”�‡�ï�•���ƒ�•���‡�š�ƒ�•�’�Ž�‡���‘�ˆ���ƒ���”�‡�•�’�‘�•�•�‡���‹�•�†�‹�…�ƒ�–�‘�”�����‹�•���ƒ�…�–�‹�‘�•���ã�������Š�‡�•���ƒ���’�ƒ�–�‹�‡�•�–���‹�•���Ž�‘�‘�•�‹�•�‰���ˆ�‘�”���ƒ��

new Dentist, she rarely schedules an appointment without first checking out the doctor 

�‘�•�Ž�‹�•�‡�����‹�ä�‡�ä�á���ò�–�‡�•�–�‹�•�‘�•�‹�ƒ�Ž���˜�‹�†�‡�‘�•�ó�á���ò�…�‘�•�’�Ž�ƒ�‹�•�–�•�ó�á���‡�–�…�ä���ä�������Š�‡�”�‡�ˆ�‘�”�‡�á���†�‘�‹�•�‰���ƒ���„�‹�–��of research is the 

�”�‡�•�’�‘�•�•�‡�� �‹�•�†�‹�…�ƒ�–�‘�”�ä�� �� ���Š�‹�•�� �‹�•�� �™�Š�›�� �™�Š�‡�•�� �›�‘�—���…�ƒ�Ž�Ž�� �ƒ�� ���‡�•�–�‹�•�–�ï�•�� �‘�ˆ�ˆ�‹�…�‡�� �™�‹�–�Š���“�—�‡�•�–�‹�‘�•�•�á�� �–�Š�‡�� �‘�ˆ�ˆ�‹�…�‡��

�•�ƒ�•�ƒ�‰�‡�”�ï�•���ò�ˆ�‹�”�•�–���’�”�‹�‘�”�‹�–�›�ó���•�Š�‘�—�Ž�†���„�‡���–�‘���‰�‡�–���›�‘�—���‹�•���ˆ�‘�”���ƒ���•�‡�™���’�ƒ�–�‹�‡�•�–���ƒ�’�’�‘�‹�•�–�•�‡�•�–�ä 

 

So, how does this apply to you and your desire to sell your stuff online?  For the sake of 

�•�›���‡�š�ƒ�•�’�Ž�‡�á���Ž�‡�–�ï�•���•�ƒ�›���–�Š�ƒ�–���›�‘�—�ï�”�‡���•�‡�•�†�‹�•�‰���–�”�ƒ�ˆ�ˆ�‹�…���–�‘���ƒ���’�ƒ�‰�‡���–�Š�ƒ�–���ƒ�†�˜�‡�”�–�‹�•�‡�•���ƒ���ˆ�”�‡�‡���Ž�‡�ƒ�†���•�ƒ�‰�•�‡�–��

���”�‡�’�‘�”�–���ƒ�•�†���‘�”���™�Š�‹�–�‡���’�ƒ�’�‡�”�����‹�•���‡�š�…�Š�ƒ�•�‰�‡���ˆ�‘�”���›�‘�—�”���’�”�‘�•�’�‡�…�–�ï�•���‡�•�ƒ�‹�Ž�ä�������‡�–�ï�•���ƒ�Ž�•�‘���ƒ�•�•�—�•�‡���–�Š�ƒ�–��

for this prospect to trust you enough to �„�—�›�á���Š�‡���•�‡�‡�†�•���–�‘���…�‘�•�•�—�•�‡�����‹�ä�‡�ä�á���ò�”�‡�ƒ�†�ó�á���ò�—�•�‡�ó�á���‡�–�…�ä�����–�Š�‡��

�Ž�‡�ƒ�†���•�ƒ�‰�•�‡�–���Š�‡�ï�•���‘�’�–�‡�†���‹�•���ˆ�‘�”�ä�������ƒ�•�‡�•���•�‡�•�•�‡�á���”�‹�‰�Š�–�ë�������‘�á���–�Š�‡���ƒ�…�–���‘�ˆ���Š�‹�•���…�‘�•�•�—�•�‹�•�‰���›�‘�—�”���Ž�‡�ƒ�†��

�•�ƒ�‰�•�‡�–�����‹�ä�‡�ä�á���ò�”�‡�ƒ�†�‹�•�‰���›�‘�—�”���”�‡�’�‘�”�–�����‹�•���–�Š�‡���ò�”�‡�•�’�‘�•�•�‡���‹�•�†�‹�…�ƒ�–�‘�”�ó���‹�•���–�Š�‹�•���‡�š�ƒ�•�’�Ž�‡�ä 

 

Shocking Statistics Uncover A Major Opportunity 

Now this may come as a surprise to you, but research clearly shows that over 50% of 

the prospects who opted in for your lead magnet NEVER download and/or consume it.  The 

�ˆ�ƒ�…�–�� �–�Š�ƒ�–�� �–�Š�‡�›�ï�”�‡�� �•�‘�–�� �…�‘�•�•�—�•�‹�•�‰�� �‹�–�� �–�‡�Ž�Ž�•�� �—�•�� �–�Š�ƒ�–�� �–�Š�‡�›�ï�”�‡�� �•�ƒ�›�‹�•�‰�� �ò�•�‘�ó�� �–�‘�� �–�Š�‡�� �–�Š�‹�•�‰�� �–�Š�‡�� �Œ�—�•�–��

�”�‡�“�—�‡�•�–�‡�†���ˆ�”�‘�•���›�‘�—�ä�������‘�—�•�†���…�”�ƒ�œ�›�ë�������–���‹�•�å���‹�–�ï�•���Š�—�•�ƒ�•���•�ƒ�–�—�”�‡�ä�������–�Š�‡�”�™�‹�•�‡���•�•�‘�™�•���ƒ�•�å�����������������ä���� 

 

So, what does this mean for you moving forward?  This means that your chances of 

getting this prospect to buy your stuff are instantly cut in half because (statistically speaking) 

�å���Š�ƒ�Ž�ˆ���‘�ˆ���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���ƒ�”�‡�•�ï�–���•�ƒ�•�‹�•�‰���‹�–���–�Š�”�‘�—�‰�Š���–�Š�‡���ˆ�‹�”�•�–���ò�”�‡�•�’�‘�•�•�‡���‹�•�†�‹�…�ƒ�–�‘�”�ó�ä���������Š�‹�•���•�–�ƒ�–�‹�•�–�‹�…��
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�ƒ�Ž�•�‘���–�‡�Ž�Ž�•���—�•���–�Š�ƒ�–���›�‘�—�ï�”�‡���™�ƒ�•�–�‹�•�‰���‘�˜�‡�”���w�r�¨���‘�ˆ���›�‘�—�”���•�ƒ�”�•�‡�–�‹�•�‰���„�—�†�‰�‡�–���™�Š�‡�•���›�‘�—�ï�”�‡���—�•�‹�•�‰���–�Š�‹�•��

type of sales funnel to sell your stuff.   

 

Another way to look at this is to realize that not only does using this outdated sales 

�ˆ�—�•�•�‡�Ž���•�‘�†�‡�Ž���…�‘�•�–���›�‘�—���–�™�‹�…�‡���ƒ�•���•�—�…�Š���–�‘���‘�’�‡�”�ƒ�–�‡�å���‹�–���ƒ�Ž�•�‘���”�‡�•�—�Ž�–�•���‹�•���›�‘�—���•�‹�•�•�‹�•�‰���‘�—�–���‘�•���{�w-

98% of the prospective new customers (and their money) available to you.  Is there a solution 

�–�‘���–�Š�‹�•���’�”�‘�„�Ž�‡�•���›�‘�—�ï�”�‡���ˆ�ƒ�…�‹�•�‰�ë�������„�•�‘�Ž�—�–�‡�Ž�›�ä���� 

 

The way you remedy this problem is by creating and building behaviorally-triggered 

response sequences into your campaigns.  Their sole purpose is to move your prospect from 

�‘�•�‡���”�‡�•�’�‘�•�•�‡���‹�•�†�‹�…�ƒ�–�‘�”���–�‘���–�Š�‡���•�‡�š�–���å�—�•�–�‹�Ž���Š�‡���„�—�›�•�ä�������‹�•�‡�������•�ƒ�‹�†�á���–�Š�‹�•���‹�•���˜�‡�”�›���•�‘�’�Š�‹�•�–�‹�…�ƒ�–�‡�†���•�–�—�ˆ�ˆ�á��

which is great.  The foundation for this sophisticated methodology is Progressive Adaptive 

���‡�•�’�‘�•�•�‡�;�á���™�Š�‹�…�Š���•�ƒ�•�›���‡�š�’�‡�”�–�•���ˆ�‡�‡�Ž���‹�•���–�Š�‡���ò�Š�‘�Ž�›���‰�”�ƒ�‹�Ž�ó���ˆ�‘�”���•�‡�Žling your stuff online. 

 

���”�‘�‰�”�‡�•�•�‹�˜�‡�����†�ƒ�’�–�‹�˜�‡�����‡�•�’�‘�•�•�‡�;���™�‘�”�•�•�����•�‘���™�‡�Ž�Ž�����„�‡�…�ƒ�—�•�‡���‹�–���’�”�‘�‰�”�‡�•�•�‹�˜�‡�Ž�›���–�”�ƒ�…�•�•���ƒ�•�†��

adapts to what individual prospects are doing in your campaign, sending them customized 

marketing messages based on their unique behavior.  Let me g�‹�˜�‡���›�‘�—���ƒ�•���‡�š�ƒ�•�’�Ž�‡�����›�‘�—�ï�”�‡��

gonna love this).   A few months back we created a captivating video series designed to 

attract clients who wanted us to create marketing campaigns for their small businesses. 

 

The 2-part video series used a step-by-step approach�å���™�ƒ�Ž�•�‹�•�‰���’�”�‘�•�’�‡�…�–�•���–�Š�”�‘�—�‰�Š���–�Š�‡��

exact process for creating profitable, winning-campaigns for use in their own business.  At 

the end of the 2nd video, they were offered an opportunity to apply to work with me.  Here 

are the initial response indicators we used for the campaign: 

 

1. Begin the videos. 

2. Watch both videos in their entirety. 

3. ���‘�•�’�Ž�‡�–�‡���ƒ�•���‘�•�Ž�‹�•�‡���ƒ�’�’�Ž�‹�…�ƒ�–�‹�‘�•�����‹�ä�‡�ä�á���ò�ƒ�’�’�Ž�›�ó�����–�‘���Š�ƒ�˜�‡���•�‡���„�—�‹�Ž�†���–�Š�‡�‹�”���…�ƒ�•�’�ƒ�‹�‰�•�•�å���ˆ�‘�”��

free.   

 

Successfully achieving my goals then meant that the campaign had to be designed to 

get as many prospects through each of these response indicators as possible, in the shortest 
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amount of time.  So, the first thing I did was to track how many people were beginning the 

�˜�‹�†�‡�‘���•�‡�”�‹�‡�•�ä�������ˆ���’�”�‘�•�’�‡�…�–�•���‘�’�–�‡�†���‹�•���„�—�–���†�‹�†�•�ï�–���„�‡�‰�‹�•���–�Š�‡���ˆ�‹�”�•�–���˜�‹�†�‡�‘�á�������™�‘�—�Ž�†���•�‡�•�†���–�Š�‡�•���‡�•�ƒ�‹�Ž��

reminders to go and watch it.   

 

These reminders, however, were amazingly effective because of one small addition I 

made to them.  I stumbled across t�Š�‹�•�� �–�”�‹�…�•���•�‡�˜�‡�”�ƒ�Ž���›�‡�ƒ�”�•�� �ƒ�‰�‘�á���ƒ�•�†���‹�–�ï�•�� �’�—�”�‡���‰�‡�•�‹�—�•�ä���� ���Š�‡�•�‡��

reminders also came with a countdown timer, which limited their window of access (to both 

videos) to three literal days.   

 

���ˆ���–�Š�‡�›���†�‹�†�•�ï�–���„�‡�‰�‹�•���–�Š�‡���˜�‹�†�‡�‘�•���–�Š�‡�›���‘�’�–�‡�†���‹�•���ˆ�‘�”�á���–�Š�‡�›���™�‘�—�Ž�†���‰�‡�–���‡�•�ƒ�‹�Ž���”�‡minders telling 

them their access was about to expire, which is cool.  I created each of these reminders so 

that they would automatically calculate the date their access would expire.  This meant that 

�‹�•�•�–�‡�ƒ�†�� �‘�ˆ�� �•�ƒ�›�‹�•�‰�á�� �ò���‘�—�”�� �ƒ�…�…�‡�•�•�� �‡�š�’�‹�”�‡�•�� �‹�•�� �–�Š�”�‡�‡�� �†�ƒ�›�•�ó�á these reminder emails would say, 

�ò���‘�—�”���ƒ�…�…�‡�•�•���‡�š�’�‹�”�‡�•���‘�•�����ƒ�–�—�”�†�ƒ�›�á�����—�‰�—�•�–���s�r�–�Š���ƒ�–���s�s�ã�r�r���ä�•�ä�ó���� 

 

I called this strategy pure genius because (by using it) it got 76.7% of the prospects 

(who opted in to access these two videos) to watch them.  This is a whopping 26.76% 

increase (over the typical 50%), which is huge!  This is an immediate 53.4% increase in the 

number of prospects who actually consume the free content they requested, right? 

 

���‡���ƒ�…�Š�‹�‡�˜�‡�†���–�Š�‡�•�‡���ƒ�’�’�”�‡�…�‹�ƒ�„�Ž�‡�����‹�ä�‡�ä�á���ò�ˆ�”�‹�‰�‰�‹�•�‰���ƒ�™�‡�•�‘�•�‡�è�ó�����‹�•�…�”�‡�ƒ�•�‡�•���ƒ�ˆter implementing 

a few key steps.  First, we identified the first response indicator and created a specialized 

�•�‡�“�—�‡�•�…�‡���–�Š�ƒ�–���–�”�ƒ�…�•�‡�†���‘�—�”���’�”�‘�•�’�‡�…�–�ï�•���„�‡�Š�ƒ�˜�‹�‘�”���ƒ�•�†���”�‡�•�’�‘�•�†�‡�†���ƒ�…�…�‘�”�†�‹�•�‰�Ž�›�ä�������•�•�—�•�‹�•�‰���–�Š�ƒ�–��

every other factor in the campaign remained constant would mean that this one tweak would 

yield a 53.4% increase in sales.  Amazingly, this was only the start of great things to come.  

 

The next response indicator was to get them to watch both videos (in their entirety) 

which would result in the prospect seeing my offer.  This resulted in a MASSIVE problem for 

me because these two videos were very, very long (57-�•�‹�•�—�–�‡�•�� �‹�•�� �–�‘�–�ƒ�Ž���� �å�� �ƒ�•�†�� �–�‘�� �•�ƒ�•�‡��

matters worse, they were videos of me drawing all manner of weird shapes and lines on a 

giant whiteboard while I talked a�„�‘�—�–���•�ƒ�”�•�‡�–�‹�•�‰�ä�������‘�•�ï�–���‰�‡�–���•�‡���™�”�‘�•�‰���Š�‡�”�‡�å���–�Š�‡���…�‘�•�–�‡�•�–������
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�†�‡�Ž�‹�˜�‡�”�‡�†�� �™�ƒ�•�� �—�•�ƒ�„�Ž�‡�á�� �ƒ�…�–�‹�‘�•�ƒ�„�Ž�‡�á�� �s�r�r�¨�� �ƒ�™�‡�•�‘�•�‡�� �…�‘�•�–�‡�•�–�ä�� �� �
�—�•�–�� �‰�‘�‘�†�� �‘�Ž�‡�ï�� ���‡�•�á�� �ƒ�� �ˆ�‡�™�����š�’�‘��

�•�ƒ�”�•�‡�”�•���ƒ�•�†���ƒ���‰�‹�ƒ�•�–���™�Š�‹�–�‡�„�‘�ƒ�”�†�å���•�‘���ƒ�•�‹�•�ƒ�–�‹�‘�•�å���•�‘���•�’�‡�…�‹�ƒ�Ž���ƒ�ˆ�ˆ�‡�…�–�•�å���•�‘�–�Š�‹�•�‰�ä���� 

 

���‘�™�á���•�›���‡�‰�‘���‹�•�•�ï�–���–�‘�‘���„�‹�‰���–�‘���ƒ�†�•�‹�– �–�Š�ƒ�–���›�‘�—�ï�˜�‡���‰�‘�–���–�‘���„�‡���ƒ���—�•�‹�“�—�‡�á���•�’�‡�…�‹�ƒ�Ž�á���ò�…�—�–-from-a-

different- �•�‘�Ž�†�ó�� �–�›�’�‡�� �‘�ˆ�� �’�‡�”�•�‘�•�� �–�‘�� �‹�•�˜�‡�•�–�� �w�y-minutes of your to watch me talk about the 

marketing methods that are selling tons of stuff online. 

 

���‹�•�–�‡�•�å�� �‹�ˆ�� �–�Š�ƒ�–�� �•�ƒ�•�›�� �•�•�ƒ�Ž�Ž�� �„�—�•�‹�•�‡�•�•�� �‘�™�•�‡�”�•�� �™�‹�Ž�Ž�� �‹�•�˜�‡�•�–�� ���‡ssentially) an hour of their 

���Ž�‹�•�‹�–�‡�†�����–�‹�•�‡�å�������–�Š�‹�•�•���‹�–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�‘���’�‘�‹�•�–���–�Š�‹�•���‘�—�–���–�‘���›�‘�—�ä�������‘�—���•�‡�‡�†���–�‘���•�•�‘�™���–�Š�ƒ�–���˜�‹�†�‡�‘��

has become the preferred method people use to consume content online.  I should also point 

�‘�—�–���–�Š�ƒ�–���‹�ˆ���›�‘�—�ï�”�‡���—�•�‹�•�‰���˜�‹�†�‡�‘���–�‘���•�‡�Ž�Ž���›�‘�—r stuff online, your viewers will need to watch your 

video in its entirety so that you can make your presentation effectively, right?   

 

���‡�Ž�Ž�� �•�‡�� �•�‘�•�‡�–�Š�‹�•�‰�� ���� �†�‘�•�ï�–�� �ƒ�Ž�”�‡�ƒ�†�›�� �•�•�‘�™�á�� ���‡�•�è�� �� �����å�� �Š�‡�”�‡�ï�•�� �–�Š�‡�� �”�‡�ƒ�Ž�� �„�‘�•�„�•�Š�‡�Ž�Ž�ã����

���…�…�‘�”�†�‹�•�‰���–�‘�����‹�•�–�‹�ƒ�á���ò���‡�•�•���–�Š�ƒ�•���Š�ƒ�Ž�ˆ���‘�ˆ���–he people watching videos (that are an average of 2-

�•�‹�•�—�–�‡�•���‘�”���Ž�‡�•�•�����•�ƒ�•�‡���‹�–���–�‘���–�Š�‡���‡�•�†�ä�ó�������Š�‹�•���•�‡�ƒ�•�•���–�Š�ƒ�–���‘�˜�‡�”���w�r�¨���‘�ˆ���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���ƒ�”�‡���„�ƒ�‹�Ž�‹�•�‰��

before they finish a short, 2-minute presentation.   Go longer than two minutes and it gets 

even worse. 

 

You can imagine how big of a challenge it was for me to get my prospects to watch the 

entire 57-�•�‹�•�—�–�‡�•���‘�ˆ���˜�‹�†�‡�‘�ä�������ˆ���›�‘�—���…�ƒ�•�ï�–�á���Ž�‡�–���•�‡���–�‡�Ž�Ž���›�‘�—�å���‹�–���™�ƒ�•���ƒ���Š�—�‰�‡���…�Š�ƒ�Ž�Ž�‡�•�‰�‡���–�Š�ƒ�–���Š�ƒ�†���–�‘��

�„�‡�� �‘�˜�‡�”�…�‘�•�‡�� �„�‡�…�ƒ�—�•�‡�� �•�›�� �‘�ˆ�ˆ�‡�”�� �†�‹�†�•�ï�–�� �…�‘�•�‡�� �—�•�–�‹�Ž�� �–�Š�‡�� �‡�•�†�� �‘�ˆ�� �–�Š�‡�� �t�•�†�� �˜�‹�†�‡�‘�ä�� �� ���ˆ�� �›�‘�—�ï�”�‡��

�™�‘�•�†�‡�”�‹�•�‰���Š�‘�™������ �…�‘�—�Ž�†�� �Š�ƒ�˜�‡�� �•�ƒ�†�‡�� �•�—�…�Š���ƒ�� �”�‘�‘�•�‹�‡�� �•�‹�•�–�ƒ�•�‡�å�� �Š�‘�™������ �…�‘�—�Ž�†�� �Š�ƒ�˜�‡�� �…�”�‡�ƒ�–�‡�†�� �–�™�‘��

lengthy videos without making an offer till the end, understand this:  This was done by 

�†�‡�•�‹�‰�•�å�� �ƒ�� �•�–�”�ƒ�–�‡�‰�‹�…�ƒ�Ž�Ž�›�� �†�‡�Ž�‹�„�‡�”�ƒ�–�‡�� �•�‘�˜�‡�� �‘�•�� �•�›�� �’�ƒ�”�–�ä�� ���� �•�’�‡�•�–�� �–�Š�‡�� �ˆ�‹�”�•�–�� �w�r-plus minutes 

�†�‡�Ž�‹�˜�‡�”�‹�•�‰���‹�•�…�”�‡�†�‹�„�Ž�‡���˜�ƒ�Ž�—�‡���–�‘���•�›���’�”�‘�•�’�‡�…�–�•���ƒ�•�†���‹�–���™�ƒ�•���‘�•�Ž�›���ƒ�–���–�Š�‡���‡�•�†�å���–�Š�‡���Ž�ƒ�•�–���y-minutes in 

fact, before I made my offer.   

 

How I accomplished this impossible feat and �–�Š�‡���„�Ž�—�‡�’�”�‹�•�–���›�‘�—���…�ƒ�•���—�•�‡���–�‘���†�‘���–�Š�‡���•�ƒ�•�‡�å 

 

Step #1:  Track every response your prospect takes then create the appropriate 

response.  A non-�”�‡�•�’�‘�•�•�‡���‹�•���ƒ���”�‡�•�’�‘�•�•�‡�á���•�‘���•�‡�‡�’���–�Š�ƒ�–���‹�•���•�‹�•�†�ä�������ˆ���›�‘�—�ï�Ž�Ž���”�‡�•�‡�•�„�‡�”�á�������–�‘�Ž�†���›�‘�—��
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that we tracked every prospect after they opted in to first determine if they began watching 

the videos or not.  I also kept track of how much of the two videos they watched, so if they 

�Ž�‡�ˆ�–���„�‡�ˆ�‘�”�‡���–�Š�‡���”�‡�ƒ�…�Š�‹�•�‰���–�Š�‡���‡�•�†�����ï�†���•�‡�•�†���–�Š�‡�•���ƒ���•�‡�”�‹�‡�•���‘�ˆ���ˆ�‘�Ž�Ž�‘�™���—�’���‡�•�ƒ�‹�Ž�•�ä���� 

 

These emails told them what they were missing out on and then sent them back to a 

page where they could finish watching them.  In other words, I progressively tracked their 

behavior and then adapted my response by creating customized messages that (very 

successfully) moved them through to the next step in the campaign. 

 

I created special follow up sequences based on where in the video they bailed.  I made 

a series for those who bailed prior to the 14-�•�‹�•�—�–�‡���•�ƒ�”�•�å���–�Š�‡���t�y-�•�‹�•�—�–�‡���•�ƒ�”�•�å���–�Š�‡���u�{-

�•�‹�•�—�–�‡���•�ƒ�”�•���ƒ�•�†���ƒ���•�‡�”�‹�‡�•���ˆ�‘�”���–�Š�‘�•�‡���™�Š�‘���”�‡�ƒ�…�Š�‡�†���–�Š�‡���‡�•�†�����„�—�–���†�‹�†�•�ï�–�� �„�—�›���ä�������ƒ�…�Š���•�‡�“�—ence 

�™�ƒ�•���•�Ž�‹�‰�Š�–�Ž�›���†�‹�ˆ�ˆ�‡�”�‡�•�–���ƒ�•�†���‹�•�…�Ž�—�†�‡�†���•�’�‡�…�‹�ˆ�‹�…���”�‡�ˆ�‡�”�‡�•�…�‡�•���–�‘���–�Š�‡���…�‘�•�–�‡�•�–���–�Š�‡�›�ï�†���•�‡�‡�•���—�’���–�‘���–�Š�ƒ�–��

point.   

 

���ƒ�…�Š�� �•�‡�“�—�‡�•�…�‡���ƒ�Ž�•�‘�� �”�‡�ˆ�‡�”�‡�•�…�‡�†�� �™�Š�ƒ�–�� �–�Š�‡�›�ï�†�� �•�‹�•�•�‡�†�á�� �™�Š�‹�…�Š�� �™�ƒ�•�� �•�‹�•�’�Ž�›�� �„�ƒ�•�‡�†�� �‘�•�� �Š�‘�™��

much of the video they had watched.  Lastly, each sequence sent them back (using compelling 

copy) to finish watching the videos.  By creating and using these behaviorally-generated 

follow up sequences I was able to get 33.2% of everybody who opted in to (ultimately) watch 

the entire 57-minute video series.  This level of response is un-�Š�‡�ƒ�”�†���‘�ˆ���–�‘�†�ƒ�›�å���Ž�‹�–�‡�”�ƒ�Ž�Ž�›�ä 

 

Remember, the three response indicators I built into this campaign were to get the 

prospects who opted-in to: 

 

1. Begin the videos. 

2. Watch both videos in their entirety. 

3. ���‘�•�’�Ž�‡�–�‡�� �ƒ�•�� �‘�•�Ž�‹�•�‡�� �ƒ�’�’�Ž�‹�…�ƒ�–�‹�‘�•�� ���‹�ä�‡�ä�á�� �ò�ƒ�’�’�Ž�›�ó����to have me build their 

�…�ƒ�•�’�ƒ�‹�‰�•�•�å���ˆ�‘�”���ˆ�”�‡�‡�ä���� 

 

Up to this point we had done a great job moving the prospects through step #1 and step 

#2.  We go them (in huge numbers) to start (and finish) both videos and the feedback, which 

was great, but I still had one hurdle to get over.  The prospects were finishing (and loving) 
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the videos, yet only 2.7% of them were applying to talk to us about becoming clients.  On the 

�•�—�”�ˆ�ƒ�…�‡���–�Š�‹�•���•�‹�‰�Š�–���•�‡�‡�•���Ž�‹�•�‡���ƒ���•�—�•�„�‡�”�������…�‘�—�Ž�†���Ž�‹�˜�‡�á���•�ƒ�•�‡�Ž�›���„�‡�…�ƒ�—�•�‡���‘�—�”���•�‡�”�˜�‹�…�‡�•���ƒ�”�‡�•�ï�–���…�Š�‡�ƒ�’��

and b�‡�…�ƒ�—�•�‡���‘�ˆ���–�Š�‡�‹�”���Ž�‡�˜�‡�Ž���‘�ˆ���•�‘�’�Š�‹�•�–�‹�…�ƒ�–�‹�‘�•�å�����–�Š�‡�›�ï�”�‡���†�‡�ˆ�‹�•�‹�–�‡�Ž�›���•�‘�–���ƒ���‰�‘�‘�†���ˆ�‹�–���ˆ�‘�”���‡�˜�‡�”�›�‘�•�‡�ä���� 

 

���Š�á���ƒ�•�†���Ž�‡�•�–������ �ˆ�‘�”�‰�‡�–�å������ �™�ƒ�•�� �–�‘�–�ƒ�Ž�Ž�›�� �•�–�”�ƒ�‹�‰�Š�–�ˆ�‘�”�™�ƒ�”�†���ƒ�•�†���—�’�ˆ�”�‘�•�–�� �ƒ�„�‘�—�–���•�›�� �ˆ�‡�‡�•�� �‹�•�� �–�Š�‡��

�˜�‹�†�‡�‘�ä�������‘�á���™�Š�›���™�ƒ�•�•�ï�–�������•�ƒ�–�‹�•�ˆ�‹�‡�†���™�‹�–�Š���ƒ���t�ä�y�¨���”�‡�•�’�‘�•�•�‡�����…�‘�•�’�Ž�‡�–�‡�†���ƒ�’�’�Ž�‹�…�ƒ�–�‹�‘ns) when most 

�„�—�•�‹�•�‡�•�•���‘�™�•�‡�”�•���™�‘�—�Ž�†���„�‡���†�‘�‹�•�‰���„�ƒ�…�•�ˆ�Ž�‹�’�•���™�‹�–�Š���–�Š�ƒ�–���”�‡�•�—�Ž�–�å���‡�•�’�‡�…�‹�ƒ�Ž�Ž�›���™�Š�‡�•���›�‘�—���…�‘�•�•�‹�†�‡�”��

�‘�—�”���’�”�‹�…�‡���’�‘�‹�•�–�ä�����������™�ƒ�•�•�ï�–���•�ƒ�–�‹�•�ˆ�‹�‡�†���„�‡�…�ƒ�—�•�‡�������•�‡�˜�‡�”���•�‡�–�–�Ž�‡���ˆ�‘�”���‰�‘�‘�†���‘�”���‰�‘�‘�†���‡�•�‘�—�‰�Š�ä���� 

 

���Š�ƒ�–�ï�•���Ž�‹�•�‡���–�‡�Ž�Ž�‹�•�‰���•�‡�á���ò���‡�›�����‡�•�å���–�Š�‡�”�‡���ƒ�”�‡���s�r�r���•�‘�Ž�‹�†���‰�‘�Ž�†���„�ƒ�”�•���‘n that table over there 

�ƒ�•�†���›�‘�—���…�ƒ�•���Š�ƒ�˜�‡���ƒ�Ž�Ž���‘�ˆ���î�‡�•�å���‹�ˆ���›�‘�—���…�ƒ�•���…�ƒ�”�”�›���î�‡�•�ó���ƒ�•�†���–�Š�‡�•�������•�ƒ�›�á���ò���ƒ�•�‰���‹�–�è���������…�ƒ�•���‘�•�Ž�›���…�ƒ�”�”�›��

�s�t���‘�ˆ���–�Š�‡�•���ƒ�–���‘�•�…�‡�å�������™�ƒ�•�–���ƒ�Ž�Ž���‘�ˆ���–�Š�‡�•���•�‘�����ï�•���‰�‘�‹�•�‰���–�‘���ˆ�‹�‰�—�”�‡���‘�—�–���Š�‘�™���–�‘���•�ƒ�•�‡���–�Š�‹�•���™�‘�”�•�è�ó�� 

 

���•�†���–�Š�‡�•���›�‘�—���•�ƒ�›�á���ò���‡�›�����‡�•�å���›�‘�—�ï�”�‡���ƒ���„�‹�‰���†�—�†�‡�å���•�‘�•�–���ˆ�‘�Ž�•�•���…�ƒ�•���‘�•�Ž�›���…�ƒ�”�”�›���‡�‹�‰�Š�–���‘�ˆ���–�Š�‡�•��

�–�Š�‡�”�‡���‰�‘�Ž�†���„�Ž�‘�…�•�•�ä�������Š�›���ƒ�”�‡�•�ï�–���›�‘�—���•�ƒ�–�‹�•�ˆ�‹�‡�†���™�‹�–�Š���–�Š�‡���s�t���›�‘�—���…�ƒ�•���…�ƒ�”�”�›���•�‘�™�ë�ó�������›���”�‡�•�’�‘�•�•�‡���‹�•��

�…�‘�•�…�Ž�—�•�‹�‘�•���™�‘�—�Ž�†���„�‡�á���ò���‡�…�ƒ�—�•�‡�������•�‘�–���‰�‘�‹�•�‰���–�‘���•�‡�–�–�Ž�‡���ˆ�‘�”���‘�•�Ž�›���‰�‡�–�–�‹�•�‰���s�t���‘�ˆ���–�Š�‡�•���™�Š�‡�•�������…�ƒ�•���‰�‡�–��

a whole lot more using my �„�”�ƒ�‹�•���ƒ�•�†���ƒ���Ž�‹�–�–�Ž�‡���‹�•�‰�‡�•�—�‹�–�›�ä�ó�������‘�–�–�‘�•���Ž�‹�•�‡�ã���������‹�•�•�‹�•�–���‘�•���‡�š�…�‡�’�–�‹�‘�•�ƒ�Ž��

results... every time. 

 

How We (Almost) Quadrupled Our Paid Applications (And The Secret To Increasing 

Your Response) ... 

 

���ˆ�� �™�‡�� �Ž�‘�‘�•�� �ƒ�–�� �–�Š�‹�•�� �ˆ�”�‘�•�� �ƒ�� �•�Ž�‹�‰�Š�–�Ž�›�� �†�‹�ˆ�ˆ�‡�”�‡�•�–�� �ƒ�•�‰�Ž�‡�� �™�‡�ï�Ž�Ž�� �•�‡�‡�� �–�Š�ƒ�–�� �™�‡�� �‰�‘�–�� �ƒ�•�� �‹�•�‹�–�‹�ƒ�Ž�� �t�ä�y�¨��

conversion rate of prospects (who had opted in, watched the videos and then applied), which 

means that a whopping 97.6% of the prospects who watched both videos ended up saying 

�ò���‘�ó���–�‘���•�›���‘�ˆ�ˆ�‡�”�ä���� 

 

���Š�ƒ�–�ï�•�� �‹�•�–�‡�”�‡�•�–�‹�•�‰�� �ƒ�„�‘�—�–�� �–�Š�‹�•�� �‹�•�� �–�Š�ƒ�–�� �–�Š�‡�›�� �†�‹�†�•�ï�–�� �•�ƒ�›�� �ò���‘�ó�� �„�‡�…�ƒ�—�•�‡�� �–�Š�‡�›�� �™�‡�”�‡�•�ï�–��

�‹�•�–�‡�”�‡�•�–�‡�†���‹�•���™�Š�ƒ�–�������™�ƒ�•���‘�ˆ�ˆ�‡�”�‹�•�‰�ä�������‡�…�•�á���–�Š�‡�›���ƒ�Ž�•�‘���†�‹�†�•�ï�–���•�ƒ�›���ò���‘�ó���„�‡�…�ƒ�—�•�‡���–�Š�‡�›���†�‹�†�•�ï�–���™�ƒ�•�–��

the outcome I could help them achieve.  If they were�•�ï�–���‹�•�–�‡�”�‡�•�–�‡�†���ƒ�•�†���†�‹�†�•�ï�–���™�ƒ�•�–���–�Š�‡���”�‡�•�—�Ž�–�•��

I was promising they would have all bailed before the videos ended, right?  ���‘�á���™�Š�‡�•���›�‘�—�ï�”�‡��

�‰�‡�–�–�‹�•�‰�� �’�”�‘�•�’�‡�…�–�•�� �–�‘�� �‰�‘�� �–�Š�”�‘�—�‰�Š�� �›�‘�—�”�� �…�ƒ�•�’�ƒ�‹�‰�•�•�å�� �–�Š�‡�›�ï�”�‡�� �”�‡�ƒ�†�‹�•�‰�� �›�‘�—�”�� �•�‡�•�•�ƒ�‰�‡�•�� �ƒ�•�†��
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�™�ƒ�–�…�Š�‹�•�‰�� �›�‘�—�”�� �˜�‹�†�‡�‘�•�� �„�—�–�� �•�–�‹�Ž�Ž�� �•�ƒ�›�‹�•�‰�� �ò���‘�ó�� �–�‘�� �›�‘�—�”�� �‘�ˆ�ˆ�‡�”�á�� �‹�–�ï�•�� �ƒ�Ž�•�‘�•�–�� �ƒ�Ž�™�ƒ�›�•�� �ˆ�‘�”�� �‘�•�‡�� �‘�ˆ�� �–�Š�‡��

following reasons: 

 

�S�s�ã�������Š�‡�›�ï�”�‡��Sloth Like (Really) 

�����‰�‘�‘�†���’�‡�”�…�‡�•�–�ƒ�‰�‡���‘�ˆ���›�‘�—�”���’�”�‘�•�’�‡�…�–�•���•�‹�•�’�Ž�›���†�‘�•�ï�–���„�—�›���„�‡�…�ƒ�—�•�‡���–�Š�‡�›�ï�”�‡���•�Ž�—�‰�‰�ƒ�”�†�•�ä�������–�ï�•��

literally too much effort for them to get off their couch, find their wallet, weed through all the 

�‰�ƒ�”�„�ƒ�‰�‡�� �‹�•�� �–�Š�‡�‹�”�� �™�ƒ�Ž�Ž�‡�–���ƒ�•�†�� �’�—�Ž�Ž�� �‘�—�–�� �–�Š�‡�� �’�Ž�ƒ�•�–�‹�…�ä�� �� ���ˆ�� �…�‘�—�”�•�‡�á�� �™�‡�� �…�ƒ�•�ï�–�� �‘�˜�‡�”�Ž�‘�‘�•�� �ƒ�Ž�Ž�� �–�Š�‡�� �™�‘�”�•��

�–�Š�‡�›�ï�Ž�Ž���„�‡���”�‡�“�—�‹�”�‡�†���–�‘���†�‘���™�Š�‡�•���–�Š�‡�›���–�›�’�‡���‹�•���–�Š�‡�‹�”���‹�•�ˆ�‘�”�•�ƒ�–�‹�‘�•���–�‘���…�‘�•�’�Ž�‡�–�‡���–�Š�‡���‘�”�†�‡�”�á���™�Š�‹�…�Š���‹�•��

���‘�•�…�‡�� �ƒ�‰�ƒ�‹�•���� �å�� �Š�—�•�ƒ�•�� �•�ƒ�–�—�”�‡�� ���������ã�� �ò���������������ó���ä�� �� ���� �†�‘�•�ï�–�� �•�•�‘�™�� �ƒ�„�‘�—�–�� �›�‘�—�á�� �„�—�–�� �ˆ�‘�”�� �•�‡�á��

�’�‡�”�•�‘�•�ƒ�Ž�Ž�›�å�������†�‘�•�ï�–���™�ƒ�•�–���–�Š�‡�•�‡���ˆ�‘�Ž�•�•���ƒ�•���…�Ž�‹�‡�•�–�•�ä�������Š�‡�›�ï�”�‡���„�‡�–�–�‡�”���‘�ˆ�ˆ���Š�‡�ƒ�†�‹�•�‰���‘�˜�‡�”���–�Š�‡���‘�•�‡���‘�ˆ��

�–�Š�‘�•�‡���ò�‰�‡�–���”�‹�…�Š���“�—�‹�…�•�ó���™�‡�„�•�‹�–�‡�•���–�Š�ƒ�–���’�”�‘�•�‹�•�‡���‹�•�•�–�ƒ�•�–���™�‡�ƒ�Ž�–�Š���™�‹�–�Š���œ�‡�”�‘���‡�ˆ�ˆ�‘�”�–�ä 

 

#2:  They Procrastinate (With Everything) 

���Š�‡�•�‡���ˆ�‘�Ž�•�•���ƒ�”�‡���†�‡�ˆ�‹�•�‹�–�‡�Ž�›���‹�•�–�‡�”�‡�•�–�‡�†���ƒ�•�†���—�•�†�‘�—�„�–�‡�†�Ž�›���™�ƒ�•�–���–�Š�‡���”�‡�•�—�Ž�–�•�������’�”�‘�•�‹�•�‡�†�å���„�—�–��

�–�Š�‡�›���Œ�—�•�–���…�ƒ�•�ï�–���’�—�Ž�Ž���–�Š�‡���–�”�‹�‰�‰�‡�”�ä�������ƒ�›�„�‡���›�‘�—���•�•�‘�™���•�‘�•�‡�‘�•�‡���Ž�‹�•�‡���–�Š�‹�•�ë�������Š�‡�›�ï�”�‡���ƒ�Ž�™�ƒ�›�•���•�ƒ�•�‹�•�‰��

�„�‹�‰���’�Ž�ƒ�•�•�á���„�—�–���•�‡�˜�‡�”���†�‘�‹�•�‰���ƒ�•�›�–�Š�‹�•�‰���™�‹�–�Š���–�Š�‡�•�ä�������Š�‡�›�ï�Ž�Ž���•�‡�˜�‡�”���”�‡�ƒ�Ž�‹�œ�‡��how close they came to 

�–�”�ƒ�•�•�ˆ�‘�”�•�‹�•�‰���–�Š�‡�‹�”���Ž�‹�ˆ�‡�å���•�ƒ�›�„�‡���–�‘�•�‘�”�”�‘�™���–�Š�‡�›���™�‹�Ž�Ž�ä���������������ä 

 

#3:  They Need More Data 

���Š�‡�•�‡���ˆ�‘�Ž�•�•���ƒ�”�‡���–�Š�‡���‘�•�‡�•���™�Š�‘���™�‹�Ž�Ž���•�ƒ�•�‡���›�‘�—���”�‹�…�Š�ä�������Š�‡�›�ï�”�‡���{�{�ä�{�¨���‘�ˆ���–�Š�‡���™�ƒ�›���–�Š�‡�”�‡�á���ƒ�•�†��

all they need is a tiny nudge to take them over the top where �–�Š�‡�›�ï�Ž�Ž���„�—�›�ä�������–���•�ƒ�›���„�‡���ƒ���“�—�‡�•�–�‹�‘�•��

about this or a concern about that or maybe they just need a day or two more to conclude 

that this is best opportunity to transform their business and their income.  Think about it for 

a minute. 

 

My example above outlined how our prospects opted in and watched two videos 

(totaling and) including a combined 57-�•�‹�•�—�–�‡���…�ƒ�•�‡���•�–�—�†�›���ƒ�„�‘�—�–���–�Š�‡���‡�š�ƒ�…�–���–�Š�‹�•�‰�����ï�•���‘�ˆ�ˆ�‡�”�‹�•�‰��

to do for them.   

 

���‘�—���•�•�‘�™���–�Š�‡�›�ï�”�‡���‹�•�–�‡�”�‡�•�–�‡�†���„�‡�…�ƒ�—�•�‡���–�Š�‡�‹�”���„�‡�Š�ƒ�˜�‹�‘�”���Š�ƒ�•���†�‡�•�‘�•�•�–�”�ƒ�–�‡�†���‹�–�ä�������Š�‹�•���‹�•���–�Š�‡��

same as having a clothing store and being with a prospect who saw your ads, drove to the 

�•�–�‘�”�‡�á���…�ƒ�•�‡���‹�•�á���ƒ�•�†���–�”�‹�‡�†���‘�•���ƒ���•�—�‹�–�ä�������•���ˆ�ƒ�”���ƒ�•���’�”�‘�•�’�‡�…�–�•���‰�‘�á���–�Š�‡�›���†�‘�•�ï�–���•�ƒ�•�‡���î�‡�•���ƒ�•�›���„�‡�–�–�‡�”�ä  If 
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�›�‘�—���™�ƒ�•�–���–�‘���•�ƒ�•�‡���ƒ�����™�Š�‘�Ž�‡�����Ž�‘�–���•�‘�”�‡���•�‘�•�‡�›���‹�•���›�‘�—�”���„�—�•�‹�•�‡�•�•�å���ˆ�‘�…�—�•���ƒ�Ž�•�‘�•�–���ƒ�Ž�Ž���›our efforts 

on these prospects so you can turn them into customers.  The way you do that (using the 

internet) is to create multiple conversion points.   This discovery was another (major) 

breakthrough for us.     

 

���‘�á���™�Š�ƒ�–�ï�•���ƒ���…�‘�•�˜�‡�”�•�‹�‘�•���’�‘�‹�•�–���›�‘�—���ƒ�•�•�ë�������–�ï�•���ƒ�•�›���’�‘�‹�•�–���‹�•���›�‘�—�”���…�ƒ�•�’�ƒ�‹�‰�•���™�Š�‡�”�‡���›�‘�—���ƒ�•�•��

�ˆ�‘�”���–�Š�‡���‘�”�†�‡�”�ä�������Š�‹�•���…�ƒ�•���„�‡���›�‘�—�”���•�ƒ�Ž�‡�•���Ž�‡�–�–�‡�”�á���›�‘�—�”���™�‡�„�‹�•�ƒ�”�á���›�‘�—�”���•�ƒ�Ž�‡�•���˜�‹�†�‡�‘�á���†�‘�‡�•�•�ï�–���•�ƒ�–�–�‡�”�ä����

It can be at any place and/or any time during the campaign.  The majority of your competitors 

(the ones selling their stuff online that is) are using only one conversion point, which is great 

for you.   

 

���‘�™���Š�‡�”�‡�ï�•���•�‘�•�‡�–�Š�‹�•�‰���–�Š�‡�›���†�‘�•�ï�–���•�•�‘�™�����ƒ�•�†���‹�ˆ���–�Š�‡�›���†�‹�†�á���–�Š�‡�›�ï�†���Š�ƒ�˜�‡���•�—�Ž�–�‹�’�Ž�‡���…�‘�•�˜�‡�”�•�‹�‘�•��

points in every campaign they run from here to eternity):  More conversion points = more 

�•�‘�•�‡�›�å���’�‡�”�‹�‘�†�ä�����‘�á���‹�•�� �–�Š�‹�•�� �‡�š�ƒ�•�’�Ž�‡�á���‘�•�Ž�›�� �t�ä�y�¨�� �‘�ˆ�� �–�Š�‡���’�‡�‘�’�Ž�‡���™�Š�‘�� �…�‘�•�’�Ž�‡�–�‡�†���–�Š�‡���ˆ�‹�”�•�–���ƒ�•�†��

�•�‡�…�‘�•�†���˜�‹�†�‡�‘�•���™�‡�”�‡���ƒ�’�’�Ž�›�‹�•�‰���–�‘���–�ƒ�Ž�•���–�‘���•�›���‘�ˆ�ˆ�‹�…�‡�ä���������†�‘�•�ï�–���•�‡�–�–�Ž�‡�å�������™�ƒ�•�–�‡�†���•�‘�”�‡�å���ƒ�•�†���Š�‡�”�‡�ï�•��

what I did to get it.   

 

I wrote a PDF sales letter outlining the o�ˆ�ˆ�‡�”�����ï�†���•�ƒ�†�‡���ƒ�–���–�Š�‡���‡�•�†���‘�ˆ���–�Š�‡���˜�‹�†�‡�‘�ä�������Š�‡���Ž�‡�–�–�‡�”��

�™�ƒ�•���…�‘�•�’�‡�Ž�Ž�‹�•�‰�á���…�‘�˜�‡�”�‡�†���‡�˜�‡�”�›���„�‡�•�‡�ˆ�‹�–�á���“�—�‡�•�–�‹�‘�•���ƒ�•�†���‘�„�Œ�‡�…�–�‹�‘�•���–�Š�‡�›�ï�†���Š�ƒ�˜�‡�ä�������–���…�‘�•�…�Ž�—�†�‡�†���™�‹�–�Š��

a powerful call-to-�ƒ�…�–�‹�‘�•�ä�� �� ���Š�‡�•�� ���� �‡�•�ƒ�‹�Ž�‡�†�� �‹�–�� �–�‘�� �Œ�—�•�–�� �–�Š�‡�� �’�‡�‘�’�Ž�‡�� �™�Š�‘�ï�†�� �…�‘�•�’�Ž�‡�–�‡�†�� �–�Š�‡�� �˜�‹�†�‡�‘��

�å�„�—�–���Š�ƒ�†�•�ï�–���›�‡�–���ƒ�’�’�Žied. 

 

���Š�‹�•���™�ƒ�•���‘�•�Ž�›���–�Š�‡���„�‡�‰�‹�•�•�‹�•�‰���‘�ˆ���•�›���‘�„�•�‡�•�•�‹�‘�•���ƒ�•�†���Ž�‹�•�‡�������–�‘�Ž�†���›�‘�—���‡�ƒ�”�Ž�‹�‡�”�å�����”�‘�‰�”�‡�•�•�‹�˜�‡��

���†�ƒ�’�–�‹�˜�‡�� ���‡�•�’�‘�•�•�‡�;�� �‹�•�� �–�Š�‡�� �Š�‘�Ž�›�� �‰�”�ƒ�‹�Ž�� �‘�ˆ�� �‹�•�–�‡�”�•�‡�–�� �•�ƒ�”�•�‡�–�‹�•�‰�� �ƒ�•�†�� �›�‘�—�� �•�Š�‘�—�Ž�†�� �—�•�‡�� �‹�–�� �‹�•��

everything you do.  Obviously, I tracked whether they clicked to download the PDF or not.  If 

�–�Š�‡�›���†�‹�†�•�ï�–���†�‘�™�•�Ž�‘�ƒ�†���‹�–�á�������Š�ƒ�†���ƒ�•���‡�•�ƒ�‹�Ž���•�‡�”�‹�‡�•���–�Š�ƒ�–���™�‘�—�Ž�†���”�‡�•�‹�•�†���–�Š�‡�•���–�‘���‰�‘���ƒ�•�†���”�‡�ƒ�†���‹�–�ä�������—�–��

�”�‡�•�‡�•�„�‡�”�å�����ï�•�� �‘�„�•�‡�•�•�‡�†���™�‹�–�Š���‰�”�ƒ�„�„�‹�•�‰���‡�˜�‡�”�›�� �‰�‘�Ž�†���„�”�‹�…�•���‘�•�� �–�Š�‡���–�ƒ�„�Ž�‡�å���•�‘�� ���� �–�‘�‘�•�� �‹�–���ƒ���•�–�‡�’��

further.   I set up the follow up series so the PDF itself would only be available for a limited 

�–�‹�•�‡���å�ƒ�•�†�������Ž�‡�–���–�Š�‡���’�”�‘�•�’�‡�…�–���•�•�‘�™���™�Š�‡�•���–�Š�‡�‹�”���ƒ�…�…�‡�•�•���™�ƒ�•���‡�š�’�‹�”�‹�•�‰�ä 

 

I was able to progressively determine the expiration date and adaptively merge it into 

�–�Š�‡���‡�•�ƒ�‹�Ž�•���–�Š�‡�›���™�‡�”�‡���‰�‡�–�–�‹�•�‰���™�Š�‹�…�Š���•�ƒ�‹�†�ã���ò���Š�‹�•���Ž�‡�–�–�‡�”���‹�•���‘�•�Ž�›���ƒ�˜�ƒ�‹lable until Wednesday the 
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the video. The result? We got 96.43% of the people who watched both videos and received 

my follow up series about the PDF letter to downloaded it.  This is literally unheard of in 

internet marketing.  The funny part is that is has nothing to do with the copy in the emails. 

 

���•�•�–�‡�ƒ�†�á�� �‹�–�ï�•�� �™�‘�”�•�‹�•�‰���„�‡�…�ƒ�—�•�‡�� ���”�‘�‰�”�‡�•�•�‹�˜�‡�� ���†�ƒ�’�–�‹�˜�‡�� ���‡�•�’�‘�•�•�‡�;�� �‹�•�� �„�‡�‹�•�‰���—�•�‡�†�� �–�‘�� �ˆ�‹�Ž�–�‡�”��

out who the most interested prospect�•���ƒ�”�‡�����–�Š�‘�•�‡���™�Š�‘���ˆ�‹�•�‹�•�Š���„�‘�–�Š���˜�‹�†�‡�‘�•�����å�ƒ�•�†���–�Š�‡�•���’�—�–�–�‹�•�‰��

�–�Š�‡�� �•�‘�•�–�� �‡�•�‡�”�‰�›�� �–�‘�™�ƒ�”�†�•�� �–�Š�‡�•�ä�� �� ���•�…�‹�†�‡�•�–�ƒ�Ž�Ž�›�á�� �Œ�—�•�–�� �ƒ�†�†�‹�•�‰�� �–�Š�‹�•�� �‘�•�‡�� �•�–�‡�’�� �å�� �‹�•�•�‡�†�‹�ƒ�–�‡�Ž�›��

�†�‘�—�„�Ž�‡�†���‘�—�”���•�ƒ�Ž�‡�•�è�������–�ï�•���‹�•�’�‘�”�–�ƒ�•�–���–�‘���”�‡�•�‡�•�„�‡�”���–�Š�ƒ�–���›�‘�—�”���•�ƒ�Ž�‡�•���ƒ�”�‡���†�‹�”�‡�…�–�Ž�›���’�”�‘�’�‘�”�–�‹�‘�•�ƒ�Ž���–�‘��

the amount of conversion �’�‘�‹�•�–�•�� �‹�•�� �ƒ�� �…�ƒ�•�’�ƒ�‹�‰�•�ä�� �� ���•�•�•�å�� ���� �Š�ƒ�˜�‡�� �ƒ�•�� �‹�†�‡�ƒ�ä�� �� ���� �™�ƒ�•�–�‡�†�� �•�‘�”�‡��

�•�ƒ�Ž�‡�•���•�‘�������ƒ�†�†�‡�†���•�‘�”�‡���…�‘�•�˜�‡�”�•�‹�‘�•���’�‘�‹�•�–�•���–�‘���–�Š�‡���…�ƒ�•�’�ƒ�‹�‰�•���ƒ�•�†���†�‘�—�„�Ž�‡�†���•�›���•�ƒ�Ž�‡�•���ƒ�‰�ƒ�‹�•�ä�������‡�”�‡�ï�•��

how. 

 

�����„�‡�‰�ƒ�•���„�›���•�Š�‹�ˆ�–�‹�•�‰���•�›���ˆ�‘�…�—�•���ˆ�”�‘�•���ò�’�‡�‘�’�Ž�‡���™�Š�‘���ˆ�‹�•�‹�•�Š�‡�†���–�Š�‡���˜�‹�†�‡�‘�ó���–�‘���ò�’�‡�‘�’�Ž�‡���™�Š�‘���ƒ�Ž�•�‘��

downloaded �–�Š�‡�������	�ó�ä���������™�ƒ�•�–���–�‘���”�‡�•�‹�•�†���›�‘�—���–�‘���…�‘�•�–�‹�•�—�ƒ�Ž�Ž�›���ƒ�•�ƒ�Ž�›�œ�‡���›�‘�—�”���’�”�‘�•�’�‡�…�–�ï�•���„�‡�Š�ƒ�˜�‹�‘�”��

�ƒ�•�†�� �–�Š�‡�•�� �ˆ�‘�…�—�•�� �ƒ�Ž�Ž�� �›�‘�—�”�� �‡�ˆ�ˆ�‘�”�–�•�� �ƒ�•�†�� �ƒ�–�–�‡�•�–�‹�‘�•�� �–�Š�‘�•�‡�� �™�Š�‘�� �†�‡�•�‘�•�•�–�”�ƒ�–�‡�� �–�Š�‡�›�ï�”�‡�� �–�Š�‡�� �•�‘�•�–��

interested by their behavior.   

 

The next step I took was to create another two-part video series that showed them the 

specific responses to each level of the campaign they were in. At the end of each video, I 

created another conversion point by asking them to apply for a consult with my office.   And 

�����—�•�‡�†���–�Š�‡���•�ƒ�•�‡���ò�…�‘�—�•�–�†�‘�™�•�ó���–�‡�…�Š�•�‹�“�—�‡�•���–�‘���‰�‡�–���–�Š�‡�•���–�‘���™�ƒ�–�…�Š���‡�ƒ�…�Š���•�‡�™���˜�‹�†�‡�‘���ƒ�•�����ï�†���—�•�‡�†���–�‘��

get them to download the PDF.   

 

Most them watched the videos and I got even more applications.  The overall results 

from this campaign were astonishing.  Before I even talk about how I benefitted new client 

wise, I want to point out that by delivering so much value in my content to them (before I 

made an offer) I created a massive quantity of goodwill with all the people who went through 

it.   

 

They felt like they were receiving very valuable and helpful conten�–���å�•�‘�–���Œ�—�•�–���ƒ���„�ƒ�”�”�ƒ�‰�‡��

of sales pitches.  This is critical because it increases our chances of getting new business from 
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them later in the relationship.  Plus, it helped build our brand and position us as a good 

�…�‘�•�’�ƒ�•�›���–�‘���†�‡�ƒ�Ž���™�‹�–�Š�ä�������•�†���‹�–�ï�•���Œ�—�•�–���ƒ���…�‘�‘�Ž���™ay to do business.)  Most of the people who went 

through this campaign were already on my email list.  However, I also tested running some 

�ò�…�‘�Ž�†�ó���–�”�ƒ�ˆ�ˆ�‹�…���–�‘���‹�–���ˆ�”�‘�•���	�ƒ�…�‡�„�‘�‘�•���������ä�� 

 

���Š�ƒ�–�����”�ƒ�ˆ�ˆ�‹�…�����”�‘�†�—�…�‡�†�������t�s�v�ä�s�s�¨���”�‡�–�—�”�•���‘�•���‡�˜�‡�”�›���†�‘�Ž�Ž�ƒ�”���‹�•�˜�‡�•�–�‡�†�ä�������‡�”�‡�ï�•���–�Še bottom 

�Ž�‹�•�‡�ä�����Š�‡���ˆ�‘�”�–�—�•�‡���”�‡�ƒ�Ž�Ž�›���‹�•���‹�•���–�Š�‡���ˆ�‘�Ž�Ž�‘�™���—�’�å���Œ�—�•�–���•�‘�–���‹�•���–�Š�‡���™�ƒ�›���›�‘�—�ï�”�‡���—�•�‡�†���–�‘�ä�������‹�•�’�Ž�›���„�‡�ƒ�–�‹�•�‰��

�›�‘�—�”���’�”�‘�•�’�‡�…�–�•���†�‘�™�•���™�‹�–�Š���•�ƒ�Ž�‡�•���’�‹�–�…�Š���ƒ�ˆ�–�‡�”���•�ƒ�Ž�‡�•���’�‹�–�…�Š���‹�•�•�ï�–���‰�‘�‹�•�‰���–�‘���•�ƒ�•�‡���›�‘�—���™�‡�ƒ�Ž�–�Š�›���ƒ�•�†��

�‹�–�ï�•���…�‡�”�–�ƒ�‹�•�Ž�›���•�‘�–���‰�‘�‹�•�‰���–�‘���‡�•�†�‡�ƒ�”���›�‘�—���–�‘���™�‹�–�Š���›�‘�—�”���’�”�‘�•�’�‡cts.   

 

But if you have campaigns that are truly adaptive and will track user behavior and 

�”�‡�•�’�‘�•�†�•�� �ƒ�…�…�‘�”�†�‹�•�‰�Ž�›�� �å�›�‘�—�� �…�ƒ�•�� �•�‡�‡�� �›�‘�—�”�� �•�ƒ�Ž�‡�•�� �‰�”�‘�™�� �Ž�‹�•�‡�� �•�‘�–�Š�‹�•�‰�� �„�‡�ˆ�‘�”�‡�ä�� �� ���ˆ�� �›�‘�—�� �™�ƒ�•�–��

�•�‘�•�‡�–�Š�‹�•�‰���Ž�‹�•�‡���–�Š�ƒ�–���ˆ�‘�”���›�‘�—�”���„�—�•�‹�•�‡�•�•�������Š�ƒ�˜�‡���•�‘�•�‡���‰�”�‡�ƒ�–���•�‡�™�•���ˆ�‘�”���›�‘�—�ä���������ï�˜�‡���•�‡�–��aside some 

time for my office to personally review your current sales and marketing process, and design 

�ƒ���ˆ�—�Ž�Ž�›���…�—�•�–�‘�•�‹�œ�‡�†�����”�‘�‰�”�‡�•�•�‹�˜�‡�����†�ƒ�’�–�‹�˜�‡�����‡�•�’�‘�•�•�‡�;���…�ƒ�•�’�ƒ�‹�‰�•���ˆ�‘�”���›�‘�—���å�	�������ä 

 

This is a genuinely free offer, and there are no strings attached.  In fact, �‹�–�ï�•���‡�˜�‡�•���„�‡�–�–�‡�”��

than you realize. Not only do we design the campaign for you, we also create a detailed 

�„�Ž�—�‡�’�”�‹�•�–�� �‘�ˆ�� �‡�š�ƒ�…�–�Ž�›�� �Š�‘�™�� �‹�–�� �™�‘�”�•�•�� �ƒ�•�†�� �‰�‹�˜�‡�� �›�‘�—�� �–�Š�ƒ�–�� �ƒ�•�� �™�‡�Ž�Ž�� �å�•�‘�� �›�‘�—�� �…�ƒ�•�� �†�‡�’�Ž�‘�›�� �‹�–��

�‹�•�•�‡�†�‹�ƒ�–�‡�Ž�›�ä�������ˆ���–�Š�ƒ�–���•�‘�—�•�†�•���‹�•�–�‡�”�‡�•�–�‹�•�‰���–�‘���›�‘�—�á�����ï�˜�‡���’�‘�•�–�‡�†���ƒ���•�Š�‘�”�–��description of how this 

works, and my hidden motivation here.   

 

Go to https://www.KenNewhouse.com/get-the-blueprint/  to read it. 

 

���•�•�—�•�‹�•�‰���›�‘�—�ï�”�‡���������™�‹�–�Š���•�›���ò�Š�‹�†�†�‡�•���•�‘�–�‹�˜�‡�•�ó�á���›�‘�—�ï�Ž�Ž���™�ƒ�•�–���–�‘���’�”�‘�…�‡�‡�†���–�‘���–�Š�‡���•�‡�š�–���•�–�‡�’�ä����

���Š�ƒ�–�ï�•���•�‹�•�’�Ž�›���ƒ���•�Š�‘�”�–���˜�‹�†�‡�‘���–�Š�ƒ�–���•�Š�‘�™�•���›�‘�—���™�Š�ƒ�–���ƒ���–�›�’�‹�…�ƒ�Ž���„�Ž�—�‡�’�”�‹�•�–���ƒ�•�†���…�ƒ�•�’�ƒ�‹�‰�•���†�‹�ƒ�‰�”�ƒ�•��

might look like, and walks you through exactly what will happen during your session.  This 

is not what you may be thinking.   

 

���ˆ�� �›�‘�—�ï�”�‡�� �•�•�‡�’�–�‹�…�ƒ�Ž�� �ƒ�•�†�� �ƒ�”�‡�� �™�‘�•�†�‡�”�‹�•�‰���‹�ˆ�� �–�Š�‹�•�� �‹�•�� �•�‘�•�‡�� �•�‹�•�†�� �‘�ˆ�� �ò�„�ƒ�‹�–�� �ƒ�•�†�� �•�™�‹�–�…�Š�ó�á�� �–�Š�ƒ�–�ï�•��

�—�•�†�‡�”�•�–�ƒ�•�†�ƒ�„�Ž�‡�ä�������Š�‡���‰�‘�‘�†���•�‡�™�•���‹�•�á���‹�–�ï�•���������ä�������•���ˆ�ƒ�…�–���� �‹�–�ï�•���“�—�‹�–�‡���–�Š�‡���‘�’�’�‘�•�‹�–�‡�ä�������•���›�‘�—�ï�Ž�Ž���•�‡�‡���‘�•��
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�•�›���™�‡�„�’�ƒ�‰�‡�á�����ï�•���™�‹�Ž�Ž�‹�•g to pay YOU money in the event you feel this free service was a waste 

�‘�ˆ���›�‘�—�”���–�‹�•�‡�ä�������‘���•�–�”�‹�•�‰�•���ƒ�–�–�ƒ�…�Š�‡�†�ä�������–�ï�•���ƒ�Ž�Ž���•�’�‡�Ž�Ž�‡�†���‘�—�–���‹�•���„�Ž�ƒ�…�•���ƒ�•�†���™�Š�‹�–�‡���Š�‡�”�‡�ä�� 

 

���Š�‡���ò���ƒ�–�…�Š�ó�����‘�—�ï�˜�‡�����‡�‡�•�����‘�‘�•�‹�•�‰���	�‘�”�å 

���Š�‡�”�‡���ƒ�”�‡���–�™�‘�ä���	�‹�”�•�–�á���™�‡�ï�”�‡���—�•�ƒ�„�Ž�‡���–�‘���‡�š�–�‡�•�†���–�Š�‹�•���‘�ˆ�ˆ�‡�”���–�‘���Œ�—�•�– anybody. There are some 

�“�—�ƒ�Ž�‹�ˆ�‹�…�ƒ�–�‹�‘�•�•�� �›�‘�—�ï�Ž�Ž�� �•�‡�‡�†�� �–�‘�� �•�‡�‡�–�� �� �–�Š�‡�� �ò�„�‹�‰�‰�‡�•�–�ó�� �„�‡�‹�•�‰�� �–�Š�ƒ�–�� �›�‘�—�ï�”�‡�� �ƒ�� �”�‡�ƒ�Ž�� �„�—�•�‹�•�‡�•�•�á�� �•�‘�–�� �ƒ��

�„�‡�‰�‹�•�•�‡�”�á�� �ƒ�•�†�� �•�‘�–�� �•�‡�Ž�Ž�‹�•�‰�� �ƒ�•�›�–�Š�‹�•�‰�� �•�Š�ƒ�†�›�ä�� ���Š�‡�� �•�‡�…�‘�•�†�� �‹�•�� �–�Š�‹�•�� �‹�•�� �˜�‡�”�›�� �–�‹�•�‡�� �•�‡�•�•�‹�–�‹�˜�‡�� �å�ˆ�‘�”�� �ƒ��

�”�‡�ƒ�•�‘�•�ä�� ���‡�ï�”�‡�� �ƒ�� �•�•�ƒ�Ž�Ž�� �…�‘�•�’�ƒ�•�›�� ���„�›�� �†�‡�•�‹�‰�•���� �ƒ�•�†�� �…�ƒn only offer a handful of these free 

�„�Ž�—�‡�’�”�‹�•�–�‹�•�‰���•�‡�•�•�‹�‘�•�•���‡�ƒ�…�Š���•�‘�•�–�Š�ä�������Š�‡�›�ï�”�‡���ƒ�Ž�Ž���‰�”�ƒ�•�–�‡�†���‘�•���ƒ���ˆ�‹�”�•�–���…�‘�•�‡�á���ˆ�‹�”�•�–���•�‡�”�˜�‡�†���„�ƒ�•�‹�•�ä 

 

So, if you found the information in this chapter helpful, and would like to  see 

exactly how these types of strategies could improve your sales on a consistent basis, 

go to https://www.KenNewhouse.com/get-the-blueprint/  now. 
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CHAPTER TEN:  Building Trust In An Untrusting World 

By Lisa Newhouse 

 

���‡�–�ï�•���ˆ�ƒ�…�‡���‹�–�å���‡���Ž�‹�˜�‡���‹�•���ƒ���™�‘�”�Ž�†���™�‹�–�Š���ƒ���Ž�‘�–���‘�ˆ���…�Š�ƒ�”�Ž�ƒ�–�ƒ�•�•�ä�����ƒ�Ž�Ž���‹�–���ƒ���Ž�ƒ�…�•���‘�ˆ���
�‘�†�Ž�›���’�”�‹�•�…�‹�’�Ž�‡�•��

�‹�•���‘�—�”���Ž�‹�˜�‡�•�����‘�”���™�Š�ƒ�–�‡�˜�‡�”���›�‘�—���™�‹�Ž�Ž���á���„�—�–���–�Š�‡���™�‘�”�Ž�†���‹�•���•�‘�–���ƒ���˜�‡�”�›���–�”�—�•�–�™�‘�”�–�Š�›���’�Ž�ƒ�…�‡�ä�����‘�—���…�ƒ�•�ï�–��

�”�‡�Ž�›���‘�•���Œ�—�•�–���ƒ���Š�ƒ�•�†�•�Š�ƒ�•�‡���‘�”���•�‘�•�‡�‘�•�‡�ï�•���™�‘�”�†���ƒ�•�›�•�‘�”�‡�ä�����Š�‡���‹�•�–�‡�”�•�‡�–���‹�•��a wondrous invention, 

but it has only contributed to the untrusting environment in which we live.  

 

�
�‹�˜�‡�•���™�‡���ƒ�‰�”�‡�‡���‘�•���–�Š�‹�•���–�‡�•�‡�–�á���†�‘���›�‘�—���ˆ�‹�•�†���›�‘�—�”�•�‡�Ž�ˆ���™�‘�•�†�‡�”�‹�•�‰�á���ò���‘�™���…�ƒ�•�������„�—�‹�Ž�†���–�”�—�•�–���‘�•��

�–�Š�‡���‹�•�–�‡�”�•�‡�–���“�—�‹�…�•�Ž�›���ƒ�•�†���‡�ˆ�ˆ�‡�…�–�‹�˜�‡�Ž�›���—�•�†�‡�”���–�Š�‡�•�‡���…�‹�”�…�—�•�•�–�ƒ�•�…�‡�•�ë�ó 

 

The fact is, there are still strategies for building trust, and none has proven to be more 

powerful than the use of video testimonials from a psychological standpoint. Luckily, you 

�†�‘�•�ï�–���•�‡�‡�†���–�‘���„�‡���ƒ���’�•�›�…�Š�‘�Ž�‘�‰�‹�•�–���‘�”���”�‡�ƒ�†���ƒ���„�—�•�…�Š���‘�ˆ���„�‘�‘�•�•���‘�•���’�•�›�…�Š�‘�Ž�‘�‰�›���–�‘���—nderstand the 

�’�”�‹�•�…�‹�’�Ž�‡�•���„�‡�Š�‹�•�†���™�Š�›���˜�‹�†�‡�‘���–�‡�•�–�‹�•�‘�•�‹�ƒ�Ž�•���™�‘�”�•�ä�����ï�•�� �‰�‘�‹�•�‰���–�‘���„�”�‡�ƒ�•���‹�–���†�‘�™�•���ˆ�‘�”���›�‘�—���•�‘�� �›�‘�—��

can easily digest the most important aspects in just a few pages. 

 

Video testimonials are the most credible way to promote your business without 

�ò�•�‡�Ž�Ž�‹�•�‰�ó���ƒ�•�›�–�Š�‹�•�‰�ä�����Š�›���•�‘�–���Ž�‡�–���›�‘�—�”���Š�ƒ�’�’�›���…�—�•�–�‘�•�‡�”�•���•�‡�Ž�Ž���›�‘�—�”���’�”�‘�†�—�…�–�•���ƒ�•�†���•�‡�”�˜�‹�…�‡�•���ˆ�‘�”���›�‘�—��

while providing prospects with an amazing online experience? 

 

Social Proof (Robert Cialdini) 

���ˆ���›�‘�—���Š�ƒ�˜�‡���‡�˜�‡�”�� �•�–�—�†�‹�‡�†���’�•�›�…�Š�‘�Ž�‘�‰�›���‘�”�� �Š�—�•�ƒ�•�� �„�‡�Š�ƒ�˜�‹�‘�”�á���–�Š�‡�•�� �•�‘�•�–���Ž�‹�•�‡�Ž�›�� �›�‘�—�ï�˜�‡�� �”�—�•��

across the term social proof. We all lead busy lives, and social proof is one way our brains 

have been wired to help us make quick decisions about people, products, and services based 

on little information. Our brain has essentially created shortcut methods for making 

�†�‡�…�‹�•�‹�‘�•�•�� �ˆ�ƒ�•�–���•�‘�� �™�‡���†�‘�•�ï�–�� �‰�‡�–���„�‘�‰�‰�‡�†���†�‘�™�•�� �„�›�� �ƒ�Ž�Ž���–�Š�‡���•�–�‹�•�—�Ž�‹�� �™�‡�ï�”�‡���‡�š�’�‘�•�‡�†���–�‘�� �†�—�”�‹�•�‰���–�Š�‡��

course of each day.    

 

Imagine you hear about a new restaurant in your area, and you are considering trying 

it out. So, one Friday night you and your spouse drive by at 7pm to have dinner, and the 

parking lot looks like a ghost town. What do you surmise about this restaurant? Do you stop 



161 
Copyright 2016 All Rights Reserved Ken Newhouse & Co., LLC 

and decide to try it anyway, or do you drive on and go to your favorite restaurant instead? 

���ï�•���„�‡�–�–�‹�•�‰���›�‘�—���†�‡�…�‹�†�‡���–�‘���†�”�‹�˜�‡���‘�•�á���ƒ�•�†���…�‘�•�•�‹�†�‡�”���–�”�›�‹�•�‰���ƒ���•�‡�™���”�‡�•�–�ƒ�—�”�ƒ�•�–���•�‘�•�‡���‘�–�Š�‡�”���•�‹�‰�Š�–�ä 

 

Now imagine a similar scenario. You drive by that new restaurant on a Friday night at 

7pm, and the parking lot is so packed you have to park down the street. As you drive by, you 

�•�‘�–�‹�…�‡���–�Š�‡�”�‡���ƒ�”�‡���ƒ���†�‘�œ�‡�•���’�‡�‘�’�Ž�‡���‘�—�–�•�‹�†�‡���™�ƒ�‹�–�‹�•�‰���–�‘���„�‡���•�‡�ƒ�–�‡�†�ä�����Š�‡�”�‡�ï�•���•�‘�–���‡�˜�‡�•���‡�•�‘�—�‰�Š���•�’�ƒ�…�‡��

inside for all the eager diners to wait! What kind of experience and food do you think awaits 

�›�‘�—���ƒ�•�†���›�‘�—�”���•�’�‘�—�•�‡���ƒ�–���–�Š�‹�•���”�‡�•�–�ƒ�—�”�ƒ�•�–�ë�����‘���›�‘�—���–�Š�‹�•�•���‹�–�ï�•���™�‘�”�–�Š���–�Š�‡���™�ƒ�‹�–�ë�����ï�Ž�Ž���„�‡�–���›�‘�—���…�ƒ�•�ï�–��

wait to try it out. 

 

This is social proof at work. Your business can use this principle from social proof (and 

other tenets of human behavior) to bring in more sa�Ž�‡�•�ä�����ï�Ž�Ž���‰�‹�˜�‡���›�‘�—���ƒ�•���‡�š�ƒ�•�’�Ž�‡���ˆ�”�‘�•���•�›���Ž�‹�ˆ�‡��

as a pharmaceutical salesperson so you can fully grasp how to use human behavior to your 

advantage in business. Many of my dentist clients would schedule a new patient on a day 

when they thought their office would�•�ï�–���„�‡���–�‘�‘���„�—�•�›�ä�����–���™�ƒ�•���—�•�—�ƒ�Ž�Ž�›���ƒ���	�”�‹�†�ƒ�›�ä�����Š�‡�›���ƒ�•�•�—�•�‡�†��

this would be the best way to structure their business since they would have more time to 

spend with their new patient. I always advised them this tactic was a big mistake.  

 

I suggested scheduling new patients when their office was packed would benefit them 

in a more profound way. I explained to them how scheduling new patients when the office 

�™�ƒ�•���„�—�•�›���™�‘�—�Ž�†���•�–�‹�•�—�Ž�ƒ�–�‡���–�Š�‡�•�‡���’�ƒ�–�‹�‡�•�–�•���–�‘���–�Š�‹�•�•�á���ò�������á���–�Š�‹�•���‘�ˆ�ˆ�‹�…�‡���‹�•���•�—�’�‡�”���„�—�•�›�á���ƒ�•�†���•�—�•�–��

be the most popula�”���†�‡�•�–�ƒ�Ž���‘�ˆ�ˆ�‹�…�‡���‹�•���–�‘�™�•�è�����ï�˜�‡���•�ƒ�†�‡���ƒ���”�‡�ƒ�Ž�Ž�›���‰�‘�‘�†���†�‡�…�‹�•�‹�‘�•���„�›���…�Š�‘�‘�•�‹�•�‰���–�Š�‹�•��

�†�‡�•�–�‹�•�–�ó�ä�����‡�”�…�‡�’�–�‹�‘�•���‹�•���”�‡�ƒ�Ž�‹�–�›�ä�����•�…�‡���–�Š�‡�•�‡���†�‘�…�–�‘�”�•���—�•�†�‡�”�•�–�‘�‘�†���–�Š�‡���’�‘�™�‡�”���‘�ˆ���•�‘�…�‹�ƒ�Ž���’�”�‘�‘�ˆ�����ƒ�•�†��

other human behavior concepts), they decided to let human behavior work in their favor.   

 

How does this apply to online marketing? Well, statistics show 80% of people will 

�ò�
�‘�‘�‰�Ž�‡�ó�� �›�‘�—�� �„�‡�ˆ�‘�”�‡�� �…�‘�•�‹�•�‰�� �‹�•�� �–�‘�� �›�‘�—�”�� �„�—�•�‹�•�‡�•�•�ä�� ���Š�‡�”�‡�ˆ�‘�”�‡�á�� �–�Š�‡�� �s�•�–�� ���ƒ�•�†�� �•�‘�•�–�� �’�‹�˜�‘�–�ƒ�Ž����

impression a prospect will have of your business is what they see online. Google refers to 

�–�Š�‹�•���‘�•�Ž�‹�•�‡���‡�š�’�‡�”�‹�‡�•�…�‡���ƒ�•���ò���‹�•�•�‹�•�‰���–�Š�‡�����‡�”�‘�����‘�•�‡�•�–���‘�ˆ�����”�—�–�Š���� ���������ó�ä�����
�‘�‘�‰�Ž�‡�� 

 

Online is the place where people make important buying decisions. This graphic is a 

quick reference comparing the old vs. the new buying cycle that has been created by the 
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internet. In addition to most people Googling you before becoming a client, Google also 

estimates about 90% of a buying decision is made before a client ever calls you or comes into 

your business. If this is accurate, then you can probably understand how important it is to 

provide prospects with the best online experience possible. Using video testimonials is just 

one avenue for simultaneously tapping into proven principles of human behavior like social 

proof, while also providing prospects with the key pieces of information they need to make 

a sound decision about your business.  

 

���Š�›�����‘�—���—�„�‡�����•���������‘�™�‡�”�Š�‘�—�•�‡�å��Google Loves to Self-Promote 

 

Most people realize by now that YouTube is owned by Google. YouTube is also the #2 

most frequently used search engine online. (Google is #1.) Between Google and YouTube, 

Google owns about 90% of the online traffic.  

 

This is one of the factors that play in�–�‘�� ���‘�—���—�„�‡�ï�•�� �‡�ˆ�ˆ�‡�…�–�� �‘�•�� �›�‘�—�”�� �������� �‡�ˆ�ˆ�‘�”�–�•�ä�� �
�‘�‘�‰�Ž�‡��

loves to self-promote, therefore posting your videos on YouTube will help your SEO rankings 

much more than when you place videos on other video sites like Vimeo, Dailymotion, Tumblr, 

StumbleUpon, etc.  Adding Google+ to your social media world will benefit you in the long 

�”�—�•���ˆ�‘�”���–�Š�‡���•�ƒ�•�‡���”�‡�ƒ�•�‘�•�ä�������‘�•�ï�–���Œ�—�•�–���•�–�‹�…�•���™�‹�–�Š���	�ƒ�…�‡�„�‘�‘�•�á�����™�‹�–�–�‡�”�á���ƒ�•�†�����‹�•�•�‡�†���•�ä�����‘�…�‹�ƒ�Ž���•�‡�†�‹�ƒ��

is constantly in flux so you need to keep improving and altering your tactics online.)  

 

Thankfully YouTube and Google+ are connected, so your videos will automatically 

transfer over to be readily seen on your Google+ page. We live in a visual world. People 

generally watch TV more, and read less than at any time in human history. Proof is not only 

see�•���‹�•���������˜�‹�‡�™�‹�•�‰���–�‹�•�‡���ˆ�‘�”���–�Š�‡���ƒ�˜�‡�”�ƒ�‰�‡�����•�‡�”�‹�…�ƒ�•�á���„�—�–���‹�–�ï�•���ƒ�Ž�•�‘���•�‡�‡�•���‹�•���–�Š�‡���•�—�…�…�‡�•�•���‘�ˆ���•�‡�™��

social media sites like Instagram, Vine, and Snapchat. Plus, if you look at the statistics on FB, 

the most successful posts are often visually oriented.  

 

Video takes the visual world to the next level. If a picture is worth a thousand words, 

then video is worth a trillion! If you are not currently using video as part of your ad and social 

�•�‡�†�‹�ƒ���•�–�”�ƒ�–�‡�‰�›�á���–�Š�‡�•�������•�–�”�‘�•�‰�Ž�›���‡�•�…�‘�—�”�ƒ�‰�‡���›�‘�—���–�‘���•�–�ƒ�”�–���–�‘�†�ƒ�›�ä�������‡�–�ï�•���ƒ�•�•�‡�•�•���–�Š�‡���s�z-35 year old 

demographic for a moment. This demographic, as well as the under 18 year old age group, is 
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almost completely driven by this new age of visual stimuli through videos, online activity, 

and TV. They grew up with smart phones, computers, the inter�•�‡�–�á���‡�–�…�ä�å�������Ž�‘�‘�•���ƒ�–���•�›���s�t���›�‡�ƒ�”��

�‘�Ž�†���†�ƒ�—�‰�Š�–�‡�”���ˆ�‘�”���‡�š�ƒ�•�’�Ž�‡�á���ƒ�•�†���•�Š�‡���‹�•���‘�•���Š�‡�”���•�•�ƒ�”�–���’�Š�‘�•�‡���™�ƒ�›���•�‘�”�‡���–�Š�ƒ�•�����ï�†���Ž�‹�•�‡���–�‘���ƒ�†�•�‹�–�ä�����—�–��

even 36-�y�r���›�‡�ƒ�”���‘�Ž�†�ï�•���ƒ�”�‡���„�‡�…�‘�•�‹�•�‰���ƒ�•�ƒ�œ�‹�•�‰�Ž�›���–�‡�…�Š���•�ƒ�˜�˜�›�ä�����˜�‡�”�›���ƒ�‰�‡���‰�”�‘�—�’���‹�•���—�•�‹�•�‰���
�‘�‘�‰�Ž�‡��

and YouTube to find out information and to shop �� even my parents (who are 75 years old) 

use Google every day.  

 

Baby Boomers and Seniors are still considered to be the most profitable group of 

�’�”�‘�•�’�‡�…�–�‹�˜�‡�� �…�—�•�–�‘�•�‡�”�•�� �ˆ�‘�”�� �•�‘�•�–�� �„�—�•�‹�•�‡�•�•�� �‘�™�•�‡�”�•�ä�� ���Š�‡�›�� �…�‘�•�–�”�‘�Ž�� �•�‘�•�–�� �‘�ˆ�� ���•�‡�”�‹�…�ƒ�ï�•�� �™�‡�ƒ�Ž�–�Š�á��

right? The problem is, if you have 20+ years till you retire, you cannot solely rely on Baby 

���‘�‘�•�‡�”�•�� �ƒ�•�†���•�‡�•�‹�‘�”�•�� �–�‘�� �•�‡�”�˜�‡���ƒ�•�� �›�‘�—�”���„�—�•�‹�•�‡�•�•�ï�•�� �„�”�‡�ƒ�†���ƒ�•�†���„�—�–�–�‡�”�ä�����•�� �•�‘�”�„�‹�†���ƒ�•�� �–�Š�‹�•�� �•�ƒ�›��

sound, you must alter your marketing strategies and tactics to appeal to the younger 

generations. Ignore them at your peril.  

 

This is how you can predictably keep reeling in new customers to replace your older 

�…�—�•�–�‘�•�‡�”�•�� �ƒ�•�� �–�Š�‡�›�� �†�‹�‡�� �‘�ˆ�ˆ�ä�� ���ˆ�� �›�‘�—�� �†�‘�•�ï�–�� �…�Š�ƒ�•�‰�‡�� �™�‹�–�Š�� �–�Š�‡�� �–�‹�•�‡�•�á�� �–�Š�‡�•�� �›�‘�—�� �•�‹�‰�Š�–�� �ˆ�‹�•�†�� �›�‘�—�”��

business dwindles each year till you go out of business.  Not every business is like car 

insurance - where generation after generation continues to use the same insurance. In fact, I 

�–�Š�‹�•�•���…�ƒ�”���‹�•�•�—�”�ƒ�•�…�‡���‹�•���‡�˜�‡�•���…�Š�ƒ�•�‰�‹�•�‰�è�����‘�•�ï�–���•�ƒ�•�‡���–�Š�‡���•�‹�•�–�ƒ�•�‡���‘�ˆ���–�Š�‹�•�•�‹�•�‰���›�‘�—�”���„�—�•�‹�•�‡�•�•���‹�•��

different. 

 

Selling More to Existing Customers Vs. Getting New High-Quality Customers Online 

 

You might be wondering how video testimonials and other educational videos on 

YouTube (and other sites) might sell more products and services to existing customers. Good 

question. There are two �™�ƒ�›�•�ä�����ï�•���‰�‘�‹�•�‰���–�‘���—�•�‡���ƒ�•���‡�š�ƒ�•�’�Ž�‡���ƒ�‰�ƒ�‹�•���ˆ�”�‘�•���•�›���›�‡�ƒ�”�•���™�‘�”�•�‹�•�‰���™�‹�–�Š��

dentists. The same principles apply to all kinds of businesses though.    

 

���‡�–�ï�•���•�ƒ�›���ƒ�•���‡�š�‹�•�–�‹�•�‰���…�—�•�–�‘�•�‡�”���‹�•���ƒ���†�‡�•�–�ƒ�Ž���‘�ˆ�ˆ�‹�…�‡���•�‡�‡�•���ƒ���…�‘�•�•�‡�”�…�‹�ƒ�Ž���‘�•�����ä���ä���ˆ�”�‘�•�����Ž�‡�ƒ�”��

Choice about dental implants.  According to Winning the Zero Moment of Truth �� ZMOT 

research (Google), these prospects will go online to research dental implants if they are 

�…�‘�•�•�‹�†�‡�”�‹�•�‰���…�‘�•�•�‡�–�‹�…���†�‡�•�–�‹�•�–�”�›���‘�ˆ���–�Š�‹�•���•�ƒ�–�—�”�‡�ä�������‡�–�ï�•���‰�‹�˜�‡���•�‘�”�‡���‘�ˆ���ƒ���„�ƒ�…�•���•�–�‘�”�›���–�‘���–�Š�‹�•���’�ƒ�–�‹�‡�•�–��
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though. We will call him Neo. Pretend Neo has a general dentist (we will call him Dr. Smith) 

he has been visiting twice yearly for hygiene appointments for the last 5 years. Additionally, 

���”�ä�����•�‹�–�Š���Š�ƒ�•���’�Ž�ƒ�…�‡�†���v���…�”�‘�™�•�•���‹�•�����‡�‘�ï�•���•�‘�—�–�Š���‘�˜�‡�”���–�Š�‡���›�‡�ƒ�”�•�ä�����‡�‘���ƒ�Ž�•�‘���Š�ƒ�•���–�™�‘���•�‹�•sing teeth 

�Š�‡���Š�ƒ�•���•�‡�˜�‡�”���ˆ�‹�š�‡�†�ä�����‘�•�–���Ž�‹�•�‡�Ž�›�á���‹�ˆ�����‡�‘���…�‘�•�•�‹�†�‡�”�•�����”�ä�����•�‹�–�Š���–�‘���„�‡���ò�Š�‹�•���…�—�”�”�‡�•�–���†�‡�•�–�‹�•�–�ó�á���™�Š�‡�•��

�Š�‡���‰�‘�‡�•���‘�•�Ž�‹�•�‡���–�‘���”�‡�•�‡�ƒ�”�…�Š���†�‡�•�–�ƒ�Ž���‹�•�’�Ž�ƒ�•�–�•�á���‹�–�ï�•���“�—�‹�–�‡���Ž�‹�•�‡�Ž�›���Š�‡���™�‹�Ž�Ž���‰�‘���–�‘�����‘�—���—�„�‡���–�‘���•�‡�‡���‹�ˆ�����”�ä��

Smith has any videos on the subject.  

 

Neo might also �‰�‘���–�‘�����”�ä�����•�‹�–�Š�ï�•���™�‡�„�•�‹�–�‡���–�‘���”�‡�ƒ�†���•�‘�”�‡���‹�•�ˆ�‘�”�•�ƒ�–�‹�‘�•���‘�•���–�Š�‡���•�—�„�Œ�‡�…�–�ä�����ˆ���›�‘�—��

�™�‡�”�‡�� ���”�ä�� ���•�‹�–�Š�á�� �†�‘�•�ï�–�� �›�‘�—�� �ƒ�‰�”�‡�‡�� �‹�–�� �™�‘�—�Ž�†�� �„�‡�•�‡�ˆ�‹�–�� �›�‘�—�� �–�‘�� �Š�ƒ�˜�‡�� ���‘�—���—�„�‡�� �˜�‹�†�‡�‘�•�� �‘�•�� �†�‡�•�–�ƒ�Ž��

�‹�•�’�Ž�ƒ�•�–�•�� �ƒ�–�� �–�Š�‹�•�� �Œ�—�•�…�–�—�”�‡�ë�� ���‘�—�Ž�†�•�ï�–�� �‹�–�� �„�‡�•�‡�ˆ�‹�–�� �›�‘�—�� �–�‘�� �Š�ƒ�˜�‡�� �‡�†�—�…�ƒ�–�‹�‘�•�ƒ�Ž�� �ƒ�•�†�� �‹�•�–�‡�”�‡�•�–�‹�•�‰��

information on your website pertaining to the subject? (Remember this is just an example 

from dental, but these principles apply to all businesses.)  

 

Scenario #1:  ���•�� �–�Š�‹�•�� �•�…�‡�•�ƒ�”�‹�‘�á�� �™�‘�—�Ž�†�•�ï�–�� ���”�ä�� ���•�‹�–�Š�� �„�‡�•�‡�ˆ�‹�–�� �ˆ�”�‘�•�� �Š�ƒ�˜�‹�•�‰�� �˜�‹�†�‡�‘��

testimonials embedded onto his website on the dental implant page so existing (or new) 

patients (like Neo) could watch happy patients tell about their wonderful experiences with 

Dr. Smith and how dental implants have positively impacted their lives?  

 

���Š�‡�•���–�Š�‡���’�”�‘�•�’�‡�…�–���•�‡�‡�•���Š�‹�•���ò�…�—�”�”�‡�•�–�ó���†�‘�…tor has a wealth of information on the subject, 

�ƒ�•���™�‡�Ž�Ž���ƒ�•���‘�–�Š�‡�”���’�ƒ�–�‹�‡�•�–�•���”�ƒ�˜�‹�•�‰���ƒ�„�‘�—�–���–�Š�‡�‹�”���†�‡�•�–�ƒ�Ž���‹�•�’�Ž�ƒ�•�–���‡�š�’�‡�”�‹�‡�•�…�‡�•�á���–�Š�‡�•���‹�•���–�Š�‡���’�ƒ�–�‹�‡�•�–�ï�•��

mind this doctor solidifies his position as the clear and best choice. Now granted, Dr. Smith 

might have proposed dental implants to Neo on many occasions during his regular visits, but 

�‹�•�� �–�Š�‹�•�� �•�…�‡�•�ƒ�”�‹�‘�á�� �‹�–�� �†�‹�†�•�ï�–�� �”�‡�ƒ�Ž�Ž�›�� �Š�‹�–�� �Š�‘�•�‡�� �ˆ�‘�”�� ���‡�‘�� �–�‹�Ž�Ž�� �•�‘�™�ä�� ���Š�‡�•�� �–�Š�‡�� �’�ƒ�–�‹�‡�•�–�� �‹�•�� �”�‡�ƒ�†�›�á�� �‹�–�� �‹�•��

important for them to see you as the expert via this experience doing research online. If you 

�†�‘�•�ï�–���•�Š�‘�™���›�‘�—�”�•�‡�Ž�ˆ���–�‘���„�‡���–�Š�‡���…�Ž�‡�ƒ�”���…�Š�‘�‹�…�‡���� then someone else will. This is ZMOT at work. 

(Google) 

 

���•���…�‘�•�–�”�ƒ�•�–�á���Ž�‡�–�ï�•���•�ƒ�›�����”�ä�����•�‹�–�Š���†�‘�‡�•�•�ï�–���Š�ƒ�˜�‡���˜�‹�†�‡�‘���–�‡�•�–�‹�•�‘�•�‹�ƒ�Ž�•�á���Š�‡���†�‘�‡�•�•�ï�–���Š�ƒ�˜�‡���‘�–�Š�‡�”��

�‘�•�Ž�‹�•�‡���‡�†�—�…�ƒ�–�‹�‘�•�ƒ�Ž���•�ƒ�–�‡�”�‹�ƒ�Ž�•�á���‡�–�…�ä�ä�ä�ä�����‡�‘���™�‹�Ž�Ž���‰�‘���‘�•�����”�ä�����•�‹�–�Š�ï�•���™�‡�„�•�‹�–�‡���ƒ�•�†���„�‡���–�Š�‹�•�•�‹�•�‰�á���ò���‘�™�ä��

Dr. Smith has no information on dental implants except a little paragraph on a webpage 

telling me what I already know.  
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���Š�ƒ�–�ï�•�� �‘�†�†�ä�ó�� ���Š�‡�”�‡�� �‹�•�� �’�”�‘�„�ƒ�„�Ž�›�� �ƒ�� �Š�—�‰�‡�� �†�‹�•�…�‘�•�•�‡�…�–�� �‹�•�� ���‡�‘�ï�•�� �•�‹�•�†�� �ƒ�–�� �–�Š�‹�•�� �’�‘�‹�•�–�ä�� �� �� ���ˆ�–�‡�”��

�…�Š�‡�…�•�‹�•�‰���‘�—�–�����”�ä�����•�‹�–�Š�ï�•���™�‡�„�•�‹�–�‡�á�����‡�‘���™�‹�Ž�Ž���•�‘�•�–���Ž�‹�•�‡�Ž�›���‰�‘���–�‘�����‘�—���—�„�‡���ƒ�•�†���™�ƒ�–�…�Š���ƒ���„�—�•�…�Š���‘�ˆ��

�‘�–�Š�‡�”�� �Ž�‘�…�ƒ�Ž�� �†�‡�•�–�‹�•�–�•�ï�� �‡�†�—�…�ƒ�–�‹�‘�•al videos about dental implants. He will watch video 

�–�‡�•�–�‹�•�‘�•�‹�ƒ�Ž�•���‘�ˆ���–�Š�‡�•�‡���‘�–�Š�‡�”���†�‡�•�–�‹�•�–�•�ï���’�ƒ�–�‹�‡�•�–�•���ƒ�•���–�Š�‡�›���–�‡�Ž�Ž���•�–�‘�”�‹�‡�•���ƒ�„�‘�—�–���–�Š�‡�‹�”���™�‘�•�†�‡�”�ˆ�—�Ž���†�‡�•�–�ƒ�Ž��

experiences, and how getting dental implants has changed their lives for the better. You get 

my point.  

 

Since Neo now sees another doctor as the clear and best choice for dental implant work, 

he likely will seek care from this new doctor as opposed to having Dr. Smith do the work. 

This would be a high-value, lost opportunity for Dr. Smith who had originally been thought 

�‘�ˆ���ƒ�•�����‡�‘�ï�•���ò�…�—�”�”�‡�•�–���†�‡�•�–�‹�•�–�ó�ä�� 

 

See how social proof in the form of video testimonials can affect the outcome of your 

business in a very tangible way?  

 

Scenario #2:  How does video affect a new customer (not a current customer)? We 

could use the same example or any other. (These principles apply to all types of businesses. 

���ï�•�� �Œ�—�•�–�� �’�—�Ž�Ž�‹�•�‰���ˆ�”�‘�•�� �•�›�� �‘�™�•�� �’�‡�”�•�‘�•�ƒ�Ž�� �‡�š�’�‡�”�‹�‡�•�…�‡�� �‹�•�� �–�Š�‡�� �†�‡�•�–�ƒ�Ž�� �‹�•�†�—�•�–�”�›�ä���� ���ƒ�›�� �ƒ�� �’�‘�–�‡�•�–�‹�ƒ�Ž��

new patient sees the same Clear Choice TV commercial. Do you want to be the doctor people 

�‹�•���›�‘�—�”���•�ƒ�”�•�‡�–�’�Ž�ƒ�…�‡���†�‡�…�‹�†�‡���‹�•���–�Š�‡���ò�‡�š�’�‡�”�–�ó�ë�����ˆ���…�‘�—�”�•�‡�á���›�‘�—���†�‘�ä�� 

 

All the same principles apply to ZMOT for new customers as well as current customers. 

What prospects see online will sway them to either call you and/or come into your place of 

business immediately, or seek care elsewhere. You have to make up your mind you will be 

the expert in your field and you will prove it through your efforts online. Video Testimonials 

is just one (very persuasive) portion of a larger picture. 

 

There is another way these video testimonials can help certain types of businesses sell 

more to existing customers. Do you have a T.V. in the waiting room of your business? Going 

back to my example with dentists, they usually have a TV in the waiting room for patients to 

watch while they wait. What do customers see on that TV? Why not have videos of customers 

telling their stories about how much they love your products and services and how your 
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business has been integral to their success in life and in business? You could have a loop of 

video testimonials playing in your waiting room to help sell more to your customers in a way 

that is not cheesy or pushy.  

 

Additionally, it will help the sales process go more smoothly for you. By the time your 

prospects have watched a few videos; they will be even more convinced you are the right 

guy for the job. Once you start to discuss your products and services (after leaving them in 

the waiting room for a short period of time), you will end up doing less selling, and start 

doing more closin�‰�ä�� �� �� ���•�� ���� �•�‡�•�–�‹�‘�•�‡�†�� �‡�ƒ�”�Ž�‹�‡�”�á�� �’�‡�‘�’�Ž�‡�� �†�‘�•�ï�–�� �”�‡�ƒ�†�� �ƒ�•�� �•�—�…�Š�� �ƒ�•�›�•�‘�”�‡�ä�� ���ƒ�•�›��

businesses still rely on brochures to sell their services. Dentists will often have many 

�„�”�‘�…�Š�—�”�‡�•���‹�•���–�Š�‡�‹�”���™�ƒ�‹�–�‹�•�‰���”�‘�‘�•�ä�����‡�–���Š�‘�™���‘�ˆ�–�‡�•���†�‘���–�Š�‡�›���‰�‡�–���”�‡�ƒ�†�ë�����ï�•���™�ƒ�‰�‡�”�‹�•�‰���‹�–�ï�•���•�‘�–���‘�ˆ�–�‡�•�ä�� 

 

How often (in your business) do you give a prospect a brochure, and then the brochure 

�‰�‡�–�•���–�Š�”�‘�™�•���‹�•���–�Š�‡���–�”�ƒ�•�Š���—�•�”�‡�ƒ�†�ë�������–�Š�‹�•�•���‹�–���Š�ƒ�’�’�‡�•�•���ƒ���Ž�‘�–���‹�•���ƒ�Ž�Ž���•�‹�•�†�•���‘�ˆ���„�—�•�‹�•�‡�•�•�‡�•�ä�����ï�•���•�—�”�‡��

there is always a time and a place for the right kind of brochure �� one that uses testimonials 

and case studies to prove there is a ton of value to your products and services. Remember 

social proof can be used in many different capacities, and brochures are no exception.  

 

Yet investing limited resources on traditional brochures may be a waste if you look at 

�‹�–���ˆ�”�‘�•���–�Š�‹�•���’�‡�”�•�’�‡�…�–�‹�˜�‡�ä�����Š�‡���‘�•�Ž�›���™�ƒ�›���–�‘���–�”�ƒ�•�•�ˆ�‘�”�•���–�”�ƒ�†�‹�–�‹�‘�•�ƒ�Ž���„�”�‘�…�Š�—�”�‡�•�����•�‘���–�Š�‡�›���™�‘�•�ï�–���„�‡��

a total waste of money) is to use them to refer customers to different webpages, or to your 

YouTube page. We live in a video/visual generation, and you need to appeal to people on 

their level. I truly believe your money is best spent creating a more persuasive online 

experience.  

 

���Š�ƒ�–���„�‡�‹�•�‰���•�ƒ�‹�†�á���‹�ˆ���›�‘�—���ˆ�‡�‡�Ž���›�‘�—���•�—�•�–���‹�•�˜�‡�•�–���‹�•���„�”�‘�…�Š�—�”�‡�•�á�����ï�†���ƒ�Ž�•�‘���•�—�‰�‰�‡�•�–���—�•�‹�•�‰���•�‘�…�‹�ƒ�Ž��

proof in your brochures in the form of testimonials to sway prospects. Remember, if you get 

a video testimonial, then you can transcribe it to a written format and use a screen capture 

from the video as a still picture of the client. Go for the video testimonial and you will 

essentially get a written testimonial at the same time.  Taking technology to the next level 

will bring a higher level of professionalism to your business. A brochure in the form of a DVD 
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or a flash drive might be the most impactful way to update your media resources to fit the 

times.  

 

Imagine your prospect takes the DVD or flash drive home and pops it into his computer. 

This DVD/flash drive brochure will provide him with a fabulous visual experience (with no 

distracting advertisements from other companies), and will make you look like t�Š�‡���ò�‡�š�’�‡�”�–�ó��

in your marketplace. The DVD/flash drive should include education about the procedure, 

product, or service, as well as video testimonial clips from happy clients. You can even throw 

in an FAQ or Q&A section at the end with the sole purpose of overcoming their biggest 

objections so these objections never hold them back from buying.   

 

Brochures in the form of DVDs or flash drives are a beautiful way to give your prospect 

the visual, high-tech experience that they want.  By the way, did I mention new Google 

statistics show the average American adult spends almost 3 hours a day online? (Kids spend 

even more time online.) 

 

Training Your Staff How to Ask Customers for a Video Without Sounding Self-

Serving or Like a Used Car Salesman �� WIIFM  

 

���‘�’�‡�ˆ�—�Ž�Ž�›�� �›�‘�—�� �Š�ƒ�˜�‡�� �ƒ�� �•�‘�”�‡�� �…�Ž�‡�ƒ�”�� �—�•�†�‡�”�•�–�ƒ�•�†�‹�•�‰�� �‘�ˆ�� �–�Š�‡�� �ò�™�Š�›�ó�� �„�‡�Š�‹�•�†�� �–�Š�‡�� �’�‘�™�‡�”�� �‘�ˆ��

testimonial videos. I have a whole system for training your employees to obtain the best 

�‘�—�–�…�‘�•�‡���„�ƒ�•�‡�†���–�‡�•�–�‹�•�‘�•�‹�ƒ�Ž�•���ˆ�”�‘�•���…�—�•�–�‘�•�‡�”�•�á���„�—�–���‹�•�����‡�•�ï�•���„�‘�‘�•�á�����ï�•���Œ�—�•�–���‰�‘�‹�•�‰���–�‘���‰�‹�˜�‡���›�‘�— a 

few parts of my system to you started. The best technique your employees can use to 

successfully ask for videos (without sounding cheesy and self-serving), is to simply keep the 

�…�—�•�–�‘�•�‡�”�ï�•���������	�����‹�•���•�‹�•�†���ƒ�–���ƒ�Ž�Ž���–�‹�•�‡�•�ä�����������	�����±�����Š�ƒ�–�ï�•�����•�����–���	�‘�”�����‡�ä���� 

 

In �’�•�›�…�Š�‘�Ž�‘�‰�›�á���‹�–�ï�•���…�ƒ�Ž�Ž�‡�†���ˆ�”�ƒ�•�‹�•�‰�ä�������‘�„�‡�”�–�����‹�ƒ�Ž�†�‹�•�‹�������ˆ���›�‘�—���ˆ�”�ƒ�•�‡���–�Š�‡���“�—�‡�•�–�‹�‘�•���’�”�‘�’�‡�”�Ž�›�á��

your staff will easily get customers to say yes to a video. Customers are not going to give you 

�ƒ���˜�‹�†�‡�‘���‹�ˆ���‹�–���‹�•�•�ï�–���ˆ�”�ƒ�•�‡�†���’�”�‘�’�‡�”�Ž�›�ä�������•�†���›�‘�—���”�—�•���–�Š�‡���”�‹�•�•���‘�ˆ���•�‘�—�•�†�‹�•�‰���Ž�‹ke a used car salesman!) 

Customers (really) only care about themselves, but they will often go out of their way to help 

other people when asked properly. Using this technique will also prove to be the most 
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effective onboarding method you can use to encourage employees to embrace this new task 

you have set before them.  

 

���ˆ���‡�•�’�Ž�‘�›�‡�‡�•���ƒ�”�‡���•�‘�–���—�•�‡�†���–�‘���ò�•�‡�Ž�Ž�‹�•�‰�ó�á���–�Š�‡�›���•�‹�‰�Š�–���„�‡���”�‡�•�‹�•�–�ƒ�•�–���–�‘���–�Š�‹�•���ƒ�…�–�‹�˜�‹�–�›�ä�������‘�á���‹�ˆ���›�‘�—��

make it a customer-�…�‡�•�–�”�‹�…���ƒ�…�–�‹�˜�‹�–�›�á���›�‘�—���™�‹�Ž�Ž���•�‘�–���‘�•�Ž�›���’�”�‘�†�—�…�‡���•�‘�”�‡���ò�›�‡�•�‡�•�ó���ˆ�”�‘�•���…�—�•�–�‘�•�‡�”�•�á��

but �›�‘�—���™�‹�Ž�Ž���•�‹�•�—�Ž�–�ƒ�•�‡�‘�—�•�Ž�›���‰�‡�–���•�‘�”�‡���„�—�›���‹�•���ˆ�”�‘�•���›�‘�—�”���•�–�ƒ�ˆ�ˆ�ä�������ï�•���‰�‘�‹�•�‰���–�‘���—�•�‡���‡�š�ƒ�•�’�Ž�‡�•���ƒ�‰�ƒ�‹�•��

from my work in dental. You will need to fine tune these techniques, and apply these 

principles to your business.   

 

���”�‘�•�‰���™�ƒ�›���–�‘���ˆ�”�ƒ�•�‡���‹�–�ã���ò�
�‡�‡�����ƒ�”�›�á���™�‡���”�‡�ƒ�Ž�Ž�›���™�ƒ�•�–��to get you on video saying how much 

you love our office (product/service) so we can attract more new patients to the practice. Dr. 

Scrooge really wants to do more cosmetic work, and you would really be helping him draw 

in some new patients. After all, he has 3 kids to put through college, a home mortgage, a boat, 

�ƒ�•�†���˜�ƒ�…�ƒ�–�‹�‘�•���Š�‘�•�‡���‹�•���	�Ž�‘�”�‹�†�ƒ���–�‘���’�ƒ�›���‘�ˆ�ˆ�ä�ó�� 

 

���ï�•���‡�š�ƒ�‰�‰�‡�”�ƒ�–�‹�•�‰���Š�‡�”�‡���ˆ�‘�”���›�‘�—�”���„�‡�•�‡�ˆ�‹�–�ä�����‘�—���…�ƒ�•���•�‡�‡���Š�‘�™���–�Š�‡���™�ƒ�›���™�‡���ˆ�”�ƒ�•�‡���“�—�‡�•�–�‹�‘�•�•��

can severely affect the way customers view our questions! This is all about benefitting the 

doctor �� not the patient. There is another negative about this question when you look at it 

�ˆ�”�‘�•�� �ƒ�� �Š�—�•�ƒ�•�� �„�‡�Š�ƒ�˜�‹�‘�”�� �•�–�ƒ�•�†�’�‘�‹�•�–�ä�� ���–�� �•�ƒ�•�‡�•�� �–�Š�‡�� �†�‘�…�–�‘�”�� �Ž�‘�‘�•�� �Ž�‹�•�‡�� �Š�‡�� �†�‘�‡�•�•�ï�–�� �Š�ƒ�˜�‡�� �‡�•�‘�—�‰�Š��

patients. We just discussed social proof, and from a social proof standpoint, this kind of 

question might make the customer start to wonder if they have made a poor choice by 

choosing your business. 

 

���‡�”�‡���‹�•���ƒ�•���‡�š�ƒ�•�’�Ž�‡���‘�ˆ���Š�‘�™���–�‘���ƒ�•�•���–�Š�‡���•�ƒ�•�‡���“�—�‡�•�–�‹�‘�•�ä�����Š�‹�•�•���‘�ˆ���‹�–���ˆ�”�‘�•���›�‘�—�”���…�—�•�–�‘�•�‡�”�•�ï��

perspective. In my world, patients know a lot of people fear the dentist. They will likely 

welcome giving you a video to help other patients who are fearful overcome that fear. Also, 

�™�Š�‘���†�‘�‡�•�•�ï�–���™�ƒ�•�–���ƒ���„�‡�–�–�‡�”���‡�š�’�‡�”�‹�‡�•�…�‡�ë�� 

 

Customers will also give you videos if you propose to them that you want to improve 

their experience, and the experience of all your customers. Their feedback would certainly 

�Š�‡�Ž�’���‹�•���–�Š�‹�•���‡�•�†�‡�ƒ�˜�‘�”�ä�����ï�Ž�Ž���•�Š�‘�™���›�‘�—���‹�•���–�Š�‡�•�‡���•�‡�š�–���–�™�‘���‡�š�ƒ�•�’�Ž�‡�•���Š�‘�™���–�‘���–�”�ƒ�•�•�ˆ�‘�”�•���–�Š�‡���“�—�‡�•�–�‹�‘�•��

�•�‘���‹�–�ï�•���…�‘�•�’�Ž�‡�–�‡�Ž�›���…�—�•�–�‘�•�‡�”-centric. 
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Right way �–�‘���ˆ�”�ƒ�•�‡���‹�–�ã���ò���ƒ�”�›�á���›�‘�—���Š�ƒ�˜�‡���„�‡�‡�•���‘�—�”���’�ƒ�–�‹�‡�•�–���ˆ�‘�”���ƒ���Ž�‘�•�‰���–�‹�•�‡�á���ƒ�•�†���™�‡���…�‡�”�–�ƒ�‹�•�Ž�›��

value you as a customer. We would love to get your feedback about your experiences in our 

office on video. We really want to improve our services, and the entire experience you and 

all our other patients have while in the office. Your feedback will help us improve. It will only 

�–�ƒ�•�‡�� �ƒ�� �ˆ�‡�™�� �•�‹�•�—�–�‡�•�ä�� ���‘�—�ï�Ž�Ž�� �–�‡�Ž�Ž�� �—�•�� �–�Š�‡�� �–�Š�‹�•�‰�•�� �›�‘�—�� �–�Š�‹�•�•�� �™�‡�� �†�‘�� �™�‡�Ž�Ž�á�� �ƒ�•�†�� �–�Š�‡�� �–�Š�‹�•�‰�•�� �™�‡�� �…�ƒ�•��

�‹�•�’�”�‘�˜�‡���—�’�‘�•�ä�����‘�—�Ž�†���›�‘�—���„�‡���™�‹�Ž�Ž�‹�•�‰���–�‘���Š�‡�Ž�’���—�•���‹�•�’�”�‘�˜�‡�ë�ó 

 

Right �™�ƒ�›���–�‘�� �ˆ�”�ƒ�•�‡���‹�–�ã���ò���ƒ�”�›�� ���� �™�ƒ�•�� �Š�‘�’�‹�•�‰���„�‡�ˆ�‘�”�‡���›�‘�—���Ž�‡�ƒ�˜�‡���–�‘�†�ƒ�›�� �–�Š�ƒ�–���›�‘�—���™�‘�—�Ž�†���„�‡��

�™�‹�Ž�Ž�‹�•�‰�� �–�‘�� �‰�‹�˜�‡�� �—�•�� �›�‘�—�”�� �ˆ�‡�‡�†�„�ƒ�…�•�� �‘�•�� �˜�‹�†�‡�‘�� �ƒ�„�‘�—�–�� �›�‘�—�”�� �‡�š�’�‡�”�‹�‡�•�…�‡�•�� �Š�‡�”�‡�ä�� ���‘�—�ï�˜�‡�� �„�‡�‡�•�� �‘�—�”��

patient for a long time, and we certainly appreciate your business. As you probably know, 

there are a lot of people in this world who desperately need to come to the dentist, but who 

are super scared, so they keep putting off that work they really need. We have found if they 

are able to watch some videos of our current patients telling about their positive experiences 

here, it helps get them over the hump in terms of scheduling that appointment. Would you 

be willing to help some fearful patients? It will only take 4-�w���•�‹�•�—�–�‡�•�ä�ó 

 

You need to consider how to properly frame the question to your customers. Always 

take into consideration the WIIFM, and you will do fine. How is this going to benefit your 

customer? How will it benefit other customers? Customers mostly care about themselves, 

but usually they are willing to help other people when asked. Take a few minutes to consider 

the WIIFM for your clients. Maybe even get a few employees together to have a brain 

storming session. 

 

Training Your Employees How to Ask Customers the Right Questions 

So You Get the Outcome Based Answers You Desire 

 

In the healthcare marketplace, there are quite a few online companies whose service is 

to help doctors obtain written and video testimonials from patients after they leave the 

office.  

 

These sites easily help dentists get written testimonials, but generally have had a hard 

time getting the quantity and quality video testimonials these medical practices really desire. 
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Successfully obtaining written reviews is okay, but in this training we have discussed how 

much more powerful video testimonials are when compared to written testimonials. Why do 

these companies have such a low success rate when it comes to obtaining videos? 

 

�x Customers go home and are busy. Life gets in the way. They have the best intentions 

in terms of doing a video for you, but they forget, or are just too busy. Their kids are 

pulling them in one direction, their job in another, and their spouse in yet another.  

 

�x ���—�•�–�‘�•�‡�”�•���†�‘�•�ï�–���‹�•�•�ƒ�–�‡�Ž�›���•�•�‘�™���Š�‘�™���–�‘���†�‘���ƒ���˜�‹�†�‡�‘���–�‡�•�–�‹�•�‘�•�‹�ƒ�Ž�ä�����Š�‡�›���ƒ�”�‡���•�‘�–���•�—�”�‡���™�Š�ƒ�–��

information you want. They are kind of embarrassed. So they decide not to do the 

video. 

 

���‘�—�ï�Ž�Ž���‰�‡�–���ƒ�����Ž�‘�–�����•�‘�”�‡���˜�‹�†�‡�‘�•���„�›���†�‘�‹�•�‰���–�Š�‡�•���ƒ�–���›�‘�—�”���’�Ž�ƒ�…�‡���‘�ˆ���„�—�•�‹�•�‡�•�•���˜�•�ä��just sending 

�…�—�•�–�‘�•�‡�”�•�� �–�‘�� �ƒ�� �˜�‹�†�‡�‘���™�”�‹�–�–�‡�•�� �–�‡�•�–�‹�•�‘�•�‹�ƒ�Ž�� �•�‹�–�‡�� �™�Š�‡�”�‡�� �‹�–�ï�•�� �—�’�� �–�‘�� �–�Š�‡�� �…�—�•�–�‘�•�‡�”�� �–�‘�� �ˆ�‹�‰�—�”�‡��

everything out on their own. You need to strike while the iron is hot. Get them while they are 

happy, and it is fresh in their mind. Get them before their busy lives get in the way. Plus, by 

doing the video in your office, you will be able to lead your horses to the trough. (I.e. Since 

�…�—�•�–�‘�•�‡�”�•���†�‘�•�ï�–���•�•�‘�™���‡�š�ƒ�…�–�Ž�›���™�Š�ƒ�–���›�‘�—���™�ƒ�•�–�â���›�‘�—���™�‹�Ž�Ž���„�‡���ƒ�„�Ž�‡���–�‘���Ž�‡�ƒ�†���–�Š�‡�•���–�‘���™�Š�‡�”�‡���›�‘�—��

want to go by the questions you ask. More on this subject to follow.) 

 

Google and YouTube will reward your SEO efforts when you start producing video, but 

you have to keep producing to see results. Those online services I just mentioned that offer 

a way for customers to give you video testimoni�ƒ�Ž�•���ò�ƒ�–���Š�‘�•�‡�ó���™�‹�Ž�Ž���–�Š�‡�”�‡�ˆ�‘�”�‡���•�‘�–���‘�ˆ�ˆ�‡�”���›�‘�—���–�Š�‡��

quantity or the quality you desire.   Quality is the most important factor, but there is 

something to be said for quantity when you are talking about SEO benefits. Attempting to get 

customers to give you a video from their home will result in neither. 

 

Quality-wise, your employees need to be trained on how to lead the video through the 

�•�’�‡�…�‹�ˆ�‹�…���“�—�‡�•�–�‹�‘�•�•���–�Š�‡�›���ƒ�•�•�ä�����—�–�…�‘�•�‡���„�ƒ�•�‡�†���˜�‹�†�‡�‘�•���ƒ�”�‡���–�Š�‡���‰�‘�Ž�†���•�–�ƒ�•�†�ƒ�”�†�å�ä�–�Š�‡���‘�•�‡�•���›�‘�—���™�ƒ�•�–��

for the most impact. These are testi�•�‘�•�‹�ƒ�Ž�•�� �™�Š�‡�”�‡�� �–�Š�‡�� �…�—�•�–�‘�•�‡�”�� �–�‡�Ž�Ž�•�� �›�‘�—�� �–�Š�‡�� �ò�‘�—�–�…�‘�•�‡�ó��

using your service or product has produced in their lives.  How has their life benefited? What 

improved? My go-to examples are generally Clear Choice Dental Implants or Proactiv Acne 
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Treatment commercials on TV since most people have seen them. They show before and 

after photos, and have the patient/customer tell their story about how it changed their life 

for the better. (Outcome based.) You see the acne, and then you see the clear skin.  Self-

explanatory, but when the customer talks about how he/she had no dates until he/she got 

rid of their acne, or how his/her self-confidence skyrocketed when their skin cleared up. 

These are the stories that convince other prospective customers to BUY and BUY NOW. 

 

Remem�„�‡�”���›�‘�—���ƒ�”�‡���–�”�›�‹�•�‰���–�‘���‰�‡�–���–�Š�‡���…�—�•�–�‘�•�‡�”�ï�•���•�–�‘�”�›�ä�����‡�‘�’�Ž�‡���Ž�‘�˜�‡���•�–�‘�”�‹�‡�•�ä�����Š�‹�•�•���‘�ˆ���–�Š�‡��

�”�‹�…�Š���Š�‹�•�–�‘�”�›���ƒ�Ž�Ž���Š�—�•�ƒ�•���„�‡�‹�•�‰�•���ˆ�”�‘�•���ƒ�Ž�Ž���…�—�Ž�–�—�”�‡�•���Š�ƒ�˜�‡���™�‹�–�Š���•�–�‘�”�›�–�‡�Ž�Ž�‹�•�‰�å���‡�ˆ�‘�”�‡�������á���”�ƒ�†�‹�‘�á���ƒ�•�†��

the internet there were bards who learned stories about the people living in the land.  

 

Then the bards would put the stories to music, and travel around their country telling 

these stories to the people. It was the ultimate word of mouth culture. One Clear Choice 

�†�‡�•�–�ƒ�Ž���‹�•�’�Ž�ƒ�•�–���…�‘�•�•�‡�”�…�‹�ƒ�Ž���•�ƒ�›�•���•�‘�•�‡�–�Š�‹�•�‰���–�‘���–�Š�‡���‡�ˆ�ˆ�‡�…�–�á���ò���•�‡���‘�ˆ���–�Š�‡���Š�ƒ�”�†est things for me 

�™�ƒ�•���Š�ƒ�˜�‹�•�‰���•�›���•�‘�•���•�ƒ�›�á���î���‘�•�•�›���›�‘�—���Ž�‘�‘�•���Ž�‹�•�‡���›�‘�—���Š�ƒ�˜�‡���•�—�•�–�ƒ�”�†���‘�•���›�‘�—�”���–�‡�‡�–�Š�ä�ï�������Ž�‘�˜�‡���•�›��

kids and I wanted them to be proud of me as their Mom - not embarrassed. I smile all the 

�–�‹�•�‡���•�‘�™�á���ƒ�•�†�������Š�ƒ�˜�‡���„�‡�ƒ�—�–�‹�ˆ�—�Ž���–�‡�‡�–�Š�ä�����›���•�‘�•���™�ƒ�•���Ž�‹�•�‡�á���î���‘�™�����‘�•�ä�����‘�—�”���–�‡�‡�–�Š���Ž�‘�‘�•���ƒ�•�ƒ�œ�‹�•�‰�è�ï�ó��

How powerful is that? Seeing the smile on her face tells half the story. Therefore, written 

testimonials are great, but not enough to drive SEO or to really engage prospects online. 

 

You should designate 1-3 employees to be your pro video interviewers. (But keep in 

mind all your staff members should be responsible for assisting in terms of ushering and 

guiding customers into the video room for a video.) My complete video testimonial program 

includes a list of suggested and scripted questions your interviewers can ask. The goal is to 

use your questions to lead your customers in a desired direction during the videos. 

Remember, your staff can only lead the conversation if you create a tailored series of 

questions created specifically to illuminate the high impact outcomes the customer 

experienced from using your product or service. 

 

My dental office example is good for illustrating why you need to lead your customers 

a little so you can obtain the outcome based testimonials you desi�”�‡�ä�����Š�ƒ�–���›�‘�—���†�‘�•�ï�–���™�ƒ�•�–���–�‘��

�Š�ƒ�’�’�‡�•���‹�•���ˆ�‘�”���…�—�•�–�‘�•�‡�”�•���–�‘���•�‡�”�‡�Ž�›���•�ƒ�›�á���ò���”�ä�����•�‹�–�Š���Š�ƒ�•���ƒ���•�‹�…�‡���‘�ˆ�ˆ�‹�…�‡�ä�����‹�•���•�–�ƒ�ˆ�ˆ���‹�•���ˆ�”�‹�‡�•�†�Ž�›�ä�ó�����‘��
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�›�‘�—���•�‡�‡���Š�‘�™���–�Š�‡�”�‡���‹�•���•�‘���‘�—�–�…�‘�•�‡���–�Š�‡�”�‡�ë�����Š�‡�”�‡���‹�•���•�‘���•�–�‘�”�›�ä�����‘�—���•�‡�‡�†���–�‘���‰�‡�–���–�Š�‡���…�Ž�‹�‡�•�–�ï�•���•�–�‘�”�›�á��

�ƒ�•�†���–�Š�‡�”�‡���•�‡�‡�†�•���–�‘���„�‡���–�Š�‡���ò�„�‡�ˆ�‘�”�‡���ƒ�•�†���ƒ�ˆ�–�‡�”�ó���’�‹�…�–�—�”�‡���’�ƒ�‹�•�–�‡�†���†�—�”�‹�•�‰���–�Š�‡���•�–�‘�”�›���•�‘���’�”�‘�•�’�‡�…�–�•��

�…�ƒ�•���‡�•�˜�‹�•�‹�‘�•���–�Š�‡�•�•�‡�Ž�˜�‡�•���Ž�‹�˜�‹�•�‰���‘�—�–���–�Š�‡���•�ƒ�•�‡���‰�”�‡�ƒ�–���”�‡�•�—�Ž�–�•�ä�����‘�—���‰�‡�–���–�Š�‡���…�—�•�–�‘�•�‡�”�ï�•���•�–�‘�”�›���„�›��

leading them a bit through the questions you ask. 

 

Depending on your business, you might need to sponsor an event in order to get videos 

from your best customers. You can sponsor a golf event, or even a dinner at a nice restaurant. 

�
�‹�˜�‡���›�‘�—�”���„�‡�•�–���…�Ž�‹�‡�•�–�•���•�‘�•�‡���’�‡�”�•���–�Š�‡�›���™�‘�•�ï�–���™�ƒ�•�–���–�‘���–�—�”�•���†�‘�™�•�ä�����ƒ�•�‡���•�—�”�‡���‹�–���‹�•���‡�ƒ�•�›���–�‘���‰�‡�–��

their video during the event. For example, don�ï�–���Š�ƒ�˜�‡���ƒ���†�‹�•�•�‡�”���ƒ�–���ƒ���Ž�‘�—�†���”�‡�•�–�ƒ�—�”�ƒ�•�–���™�Š�‡�”�‡��

�–�Š�‡�”�‡���‹�•���•�‘�–���ƒ���’�”�‹�˜�ƒ�–�‡�á���“�—�‹�‡�–���”�‘�‘�•���ˆ�‘�”���–�ƒ�•�‹�•�‰���˜�‹�†�‡�‘�•�ä�����‘�•�ï�–���Š�‘�Ž�†���ƒ�•���‡�˜�‡�•�–���ƒ�–���ƒ�����ƒ�”�†�‹�•�ƒ�Ž�•���‰�ƒ�•�‡��

for this reason. Golf events usually work well for video testimonial events. There is probably 

a room in the clubhouse where you can send customers for their video before their second 

round.  

 

You could also host a contest. Offering a nice prize for the best testimonial is a very 

effective way to get the best videos possible. (Contests bring out the competitive side to your 

customers. If they want to win, then they will try to think of all the great ways your product 

or service has impacted their lives.) To give you an example, my husband was a Chiropractor 

for about 12 years before a bad car accident forced him to become a marketing consultant. 

He offered a free 5-�†�ƒ�›�� �˜�ƒ�…�ƒ�–�‹�‘�•�� �–�‘�� �–�Š�‡�� �™�‹�•�•�‡�”�� ���ª�� �ƒ�� �‰�—�‡�•�–���� �‘�ˆ�� �Š�‹�•�� �ò�„�‡�•�–�� �˜�‹�†�‡�‘�� �–�‡�•�–�‹�•�‘�•�‹�ƒ�Ž�ó��

contest. Videos were taken one night at his office, and he got dozens of videos from 

customers who went out of their way to give the best testimonials possible. They were 

hoping to win that trip!  

 

���‘�—�� �•�‹�‰�Š�–�� �„�‡�� �ƒ�•�•�‹�•�‰�� �›�‘�—�”�•�‡�Ž�ˆ�á�� �ò���ƒ�•�� �‹�–�� �™�‘�”�–�Š�� �–�Š�‡�� �•�‘�•�‡�›�� �Š�‡�� �•�’�‡�•�–�� �‘�•�� �–�Š�‡�� �…�‘�•�–�‡�•�–�ë�ó��

Absolutely. This was about 20 years ago, before anyone was really using video testimonials 

for business. My husband had a 60 minute VHS tape made from his videos, and his staff would 

send it in the mail to prospects who responded to his direct mail marketing campaigns.  

 

Can you imagine the social proof at work when prospects popped that VHS tape in their 

video tape machine?  My husband often had patients come into his office saying things like, 

�ò�����™�ƒ�–�…�Š�‡�†���›�‘�—�”���˜�‹�†�‡�‘�á���ƒ�•�†�������Œ�—�•�–���•�•�‘�™���›�‘�—���ƒ�”�‡���–�Š�‡���”�‹�‰�Š�–���†�‘�…�–�‘�”���ˆ�‘�”���•�‡�ä�ó���	�‘�”�‰�‡�–���ƒ�„�‘�—�–���•�‡�Ž�Ž�‹�•�‰��
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products and services to prospects. Let your clients sell your products and services for you.   

This is your chance to distinguish yourself from all the other similar businesses in your area 

or online. Comments about a friendly staff or a nice waiting room are okay. They are positive 

�� but not life changing.  

 

You are a commodity if these are the best things you have to offer. A commodity is a 

product or service that is interchangeable with many other products or services �� to the 

point where no one cares if they buy Product A or Product B. I used to point out to dentists 

�–�Š�ƒ�–���ƒ�Ž�•�‘�•�–���‡�˜�‡�”�›���†�‡�•�–�ƒ�Ž���‘�ˆ�ˆ�‹�…�‡���Š�ƒ�•���•�‹�…�‡���ˆ�—�”�•�‹�–�—�”�‡���ƒ�•�†���ƒ���ˆ�”�‹�‡�•�†�Ž�›���•�–�ƒ�ˆ�ˆ�ä�������ï�˜�‡���„�‡�‡�•���–�‘���s�r�á�r�r�r�ª��

�‘�ˆ�ˆ�‹�…�‡�•���‹�•���s�r���†�‹�ˆ�ˆ�‡�”�‡�•�–���•�–�ƒ�–�‡�•���†�—�”�‹�•�‰���•�›���–�‹�•�‡���ƒ�•���ƒ���’�Š�ƒ�”�•�ƒ�…�‡�—�–�‹�…�ƒ�Ž���•�ƒ�Ž�‡�•�’�‡�”�•�‘�•�ä�����ï�•���…�‘�•�ˆ�‹�†�‡�•�–��

those comments could refer to almost any dental office in America.)  

 

You need the life changing stories from customers so prospects see your business as 

the best and obvious choice for them. You need to be better than other businesses who offer 

�–�Š�‡���•�ƒ�•�‡���•�‡�”�˜�‹�…�‡�•���ƒ�•�†���’�”�‘�†�—�…�–�•���•�‘���›�‘�—���†�‘�•�ï�–���„�‡�…�‘�•�‡���ƒ���…�‘�•�•�‘�†�‹�–�›�ä 

 

Two psychological principles are at work when you offer your 

best customers a perk like a free round of golf or a nice dinner 

 

#1) Reciprocity : (Robert Cialdini) Reciprocity is a term that refers to how you feel 

when you are given something free of charge. You either consciously or subconsciously feel 

indebted to the person who gave you the freebie, right?  For example, you go out to lunch 

with a friend, and she decides to pay for it.  

 

What happens next? Well, of course you say you will get the next lunch, and a little part 

of you feels guilty till that next lunch when you are able to take the check, and cancel out that 

debt. If you hold an event to get video testimonials from your best clients, and you buy them 

a round of golf or a nice dinner �� even though you got something from the deal (I.e. powerful 

video testimonials to help you grow your business), most likely these customers will still feel 

they owe you since you bought them dinner or a round of golf.  

 

#2) Consistency:  (Robert Cialdini) Believe it or not there is a rule of consistency in  
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psychology which drives a person to want to stay the course. For example, if a client endorses 

you on video, now he or she has proclaimed to the world that your business has his or her 

stamp of approval.  

 

A client who endorses you publicly on video is much less likely to cut ties with you later, 

�ƒ�•�†���–�ƒ�•�‡���–�Š�‡�‹�”���„�—�•�‹�•�‡�•�•���•�‘�•�‡�’�Ž�ƒ�…�‡���‡�Ž�•�‡�ä���	�”�‘�•���ƒ���’�•�›�…�Š�‘�Ž�‘�‰�‹�…�ƒ�Ž���•�–�ƒ�•�†�’�‘�‹�•�–�á���–�Š�‡�›���†�‘�•�ï�–���™�ƒ�•�–���–�‘��

be inconsistent with what they originally said about you.  Therefore, using proven principles 

of human behavior will not only help you land a lot of new clients, but these principles will 

also help you retain your existing customers for longer periods of time. 
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