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Before we dive in to the meat of this report let's set some basic ground rules that will be critical to your success. Okay with you? Cool! In 
other words…who is this for and who this is not for!

I'm looking for:

• Proactive people who demand success, have a real hunger to help more people, make more money and create true wealth.
• People who enjoy leading by example and assisting others to do the same.
• And those who have good interpersonal skills and a passion for 'connecting'.

This is not for you if you can't follow instructions and would prefer to 'reinvent the wheel'. This is NOT for you if you're looking to throw money at 
a 'get-rich-quick' scheme (sorry you've come to the wrong place).  And this is definitely not for you if you expect everything to be done for you. 
We're here to assist you in achieving your goals rather than us achieving them for you.

Now let's saddle up!

A Day in The Life of a Top Sales Pro

Here is what a typical day might look like for the: 

'Best of The Best':

5:30 - 6:30: Exercise and get the juices flowing!

6:30 - 7:00: Clean up and get dressed for success!



7:00 - 8:00: Write Thank You Notes to 5 or more folks. 

These can be people you met the day before and or anyone that provides you with service, like the local dry cleaner, coffee shop owner, garbage 
company, etc. 

My goal has been to write 10 TY Notes per day since I started back in 1976. I don't always hit it but I do most days!

8:00 - 10:00: Follow-up with all existing clients and prospects. 

Set as many face-to-face appointments as possible. 

Also spend at least 15-30 minutes during this time slot to PDR, Practice, Drill, Rehearse your presentation/communication skills.

10:00 - 1:00: Prospect…Prospect…Prospect!

1:00 - 2:00: Lunch

2:00 - 5:00: Call 3 past clients and have a nice conversation. 

Talk with them like you would your best friend. 

Don't talk business unless they bring it up. 

If they do then thank them for asking and ask them for quality introductions (referrals) to someone in their circle(s) of influence that you might be 
of service to.

5:00 - 7:00: Go on any evening appointments that you've set. 

If you have no appointments then spend a bit of time simply writing down the top 7 things that you must accomplish tomorrow. This only takes a few 
minutes but it is one of the best exercises you can do to gain a competitive edge. 

Obviously, if you have no appointments on tap then you'll call it a day and go home, spend quality time with your family, friends and loved ones.

There is a small degree of difference between "good and great"! It all starts with your daily plans and routines. 

Onward…

Selling becomes a Profession when you learn what I call "The Language Art" of sales. 

It's not just What you say that counts, it's also 'How you say What you say'!

The 'Nasty Words' You Must Avoid/Replace:

Nasty Word Replacement Word(s)

Sign       Okay, Authorize, Approval, Endorse

Cost       Total Investment

Monthly Payment Monthly Investment

Buy Own

Referrals        Quality Introductions

Contract Paperwork

Downpayment Initial Investment

TALLY Ho…!

Creating The Standard Work Week:

I briefly covered what a day in the life of a top professional
salesperson might look like. That is not necessarily how the entire
week would look. 



What do I mean? 

Take out your favorite calendar and map out the next 12 months.
That's right, 12 months. First, write down all of your known
commitments with family, friends, social activities, days off, 
vacations, etc.

Then you'll have all the days/times left that you can devote to work.
Let's say you've boiled it down to working Monday - Friday with the 
weekends reserved for family. Of course, your schedule will be 
unique to you so this is just an example.

Now take each work day and time block it sort of like I did when I
mapped out the day in the life of a top sales professional above.

I have found that chunking up my day keeps me on task and more
productive then if I go about my day in a willy nilly sort of way. You
know the old saying, "People never plan to fail, they simply fail to 
plan! So true, isn't it!

This will also help you create more balance in your life. I learned this 
lesson the hard way. I was a workaholic for many years and even
though I made a ton of sales it cost me a ton in my personal life! I
don't recommend it!

Let's Rock On!

7 Powerful Dialogues That Win Customers:

Here are 7 of the most powerful dialogues you can learn and use to
overcome obstacles, sky rocket your business and career in sales. 

I have more then 50 of these but, so as not to overwhelm you, here 
are 7 of my favorites. Have you ever heard…..

1. It costs too much.
2. I want to think it over.
3. Will you take less commission?
4. Will The Seller Take Less?
5. We're Looking on our own.
6. We already have an agent.
7. Can you get our home sold in 30 days?

Let's tackle these one by one!

"It costs too much Mike!"

The major concern you’ll encounter in most sales is money.  Most people will have a challenge with the money because they want to find a way to 
offer less for the property.  Or it could be that they are increasing their monthly investment but would rather it not be too great of an 
increase because they’re afraid.  That’s why you want to try to lead them gently to the money decisions.  Let’s see what you should do if they 
say, “It costs too much.”

Buyer:  “It costs too much.”

Salesperson:  “John, you feel it costs too much?  Well, I’m happy about one thing.  You wouldn’t even be negotiating as to the value 
unless you were seriously considering the home, am I right?”

Buyer:  “Yes.”

Salesperson:  “So, may I ask how much too much you think it is?”

Buyer:  “$10,000.”

Salesperson:  “So, in other words, it’s just about $10,000 more than you feel you should commit to and that’s what’s bothering you, is 
that right?”

Buyer:  “Yes.”

Salesperson:  “Then, right now, the only thing standing between you and the home is the $10,000, isn’t it?”



Buyer:  “Yes.”

Salesperson:  “If it weren’t for the money, you might go ahead?”

Buyer:  “Yes.”

Now you know exactly the amount of money it will take to get them into this home and that the money is their final objection. There’s no other 
reason for them not to go ahead with this home. 

This is when you would use the reduction to the ridiculous close.

Your ability to use this close successfully depends on knowing your math.  This is a critical area, and if you make a math error, you’ll be 
defeated.  You want to reduce the total amount they’re objecting to down to a monthly, weekly, and daily amount to show them how minimal the 
amount really is, thus overcoming the money objection.

Salesperson:  “John, sometimes we don’t put things in the proper perspective and I think we should.  First, before we go any further, 
of the homes we’ve seen today, you did like this one the best didn’t you?”

Buyer:  “Yes.”

Salesperson:  “John, let’s look at it from the money standpoint.  Please take my calculator and enter the $10,000 that’s standing 
between you and the home.  If you were to own the home, would you say you might live here 10 years?”

Buyer:  “Probably about that long.”

Salesperson:  “Would you divide that $10,000 by 10 years?  That’s $1,000 per year, isn’t it?”

Buyer:  “Yes.”

Salesperson:  “If you were living here, enjoying the beautiful kitchen and spacious family room and took a two-week vacation away 
from the home each year, you’d be spending 50 weeks each year in the home, right?”

Buyer:  “Yes.”

Salesperson:  “John, would you divide that $1,000 by 50 weeks?  What does that give you?”

Buyer:  “$20 per week.”

Salesperson:  “If you and the family were living here, delighting in all of the amenities that attracted your attention seven days a 
week and we divide that $20 by seven days, what would we have?”

Buyer:  “About $2.86.”

Salesperson:  “Honestly, do you feel we should avoid having the home that you both obviously love for $2.86 per day?”

Another way to look at this is to do the mortgage calculations on the listed amount and an offer made at $10,000 less.  Over the span of a 30-
year mortgage at 6% interest, the difference is roughly $60 per month more on a monthly investment.  That’s $2.00 per day when you use the 
reduction to the ridiculous.  Get creative and show them the math.  If they stall on the home for $60 per month, they really didn’t want it in 
the first place.

As I stated it is critical that you know the math to use this close.  Do yourself a favor and figure out the yearly, weekly, and daily amounts for 
$5,000, $6,000, $7,000, $8,000, and $10,000, at today's current interest rates, so you’ll be prepared when you hear this objection.

2. I want to think it over.

This is not a final objection.  It’s only a way for them to put off making the decision.  When you hear them say this, agree with them that it’s a 
good thing to do.  Don’t fight them.  You just want to get them to tell you what it is they want to think over (their objection), so you can handle 
it.  The key to having this technique work is to act as though you’ve been defeated.  In other words, you haven’t done your job properly or they 
would already have made the decision.  Here’s the phraseology:

“That’s fine, John.  Obviously you wouldn’t take the time to think it over unless you were seriously interested, would you?  Since you’re 
that interested, may I assume that you’ll give the home very careful consideration?  (They’ll usually assure you they’ll give it careful 
consideration.)  John, you’re not telling me this just to get rid of me, are you?  (They’ll say no to this not to hurt your feelings.) 
 Just to clarify my thinking, what is it that you want to think over (don’t pause); Is it the location of the home?  Is it the 
landscaping?  Is it the layout?  Is it the carpets or draperies?  Could it possibly be the money?”

If they say it is the money, ask if there’s anything else they’re unsure of besides the money.  Once you’ve confirmed that the money is the 
final barrier, determine the exact amount that’s the problem, and you can use the reduction to the ridiculous close.



3. Will you take less commission?

Prospect:  “An agent at Pathetic Realty said she could get my home sold for a lower fee.”

Pro:  “That may well be true, Mrs. Smedley.  After all, in today’s economy we all want the most for our money.  A truth that I’ve learned over 
the years is that the cheapest price is not always what we really want.  Most people look for three things when making a decision to hire a 
professional real estate broker:  1. The finest quality.  2.  The best service. And 3.  The lowest price.  I’m curious, Mrs. Smedley, for your long-
term satisfaction and happiness, which of the three would you be most willing to give up?  Quality?  Service?  Or, low price?

Another response could be:  “I understand that there are agents in the marketplace who discount their fees.  Usually you get little more than a 
sign in the ground and your listing in the MLS.  Let me ask you this, “If an agent is so willing to give up their income that pays their bills and 
feeds their family – how willing do you think they’ll be to give away your money when it comes time to negotiate with a buyer?  Tell you what I 
will do; if I’m fortunate enough to find the buyer for your home in the next 30 days then I will reduce my fee to 5%.  All I need is your 
approval right here and we’ll get started tonight to get you happily moved.  (SHUT UP)

4. Will the Seller Take Less?:

Prospect:  “Is the seller willing to take less that they’re asking?”

Pro:  “I’ve learned never to make a decision for a client.  However, would you be interested in owning the home if they would?”  

Or you might say:  “I know the owners will take (listed price).  Anything offered less than that would have to be negotiated.  What figure do 
you have in mind?”  (Write the answer on the sales agreement).

            5. We're Just Looking on our own.

Prospect:  “I don’t want to waste your time.  We’re not in any hurry right now so we just want to look on our own for the time being.”

Pro:  “No worries.  Most of the people I have helped find new homes started out the same way.  This is actually great timing!  Many of my 
clients and I begin their home search 6-9 months before their move.  You can still look for listings on your own; in fact we work together as a 
team.  And in addition to the professional service and real time information that I provide you, you also let me know which properties you have 
seen on-line or driving around, or at open houses and even for sale by owner properties that interest you.  The beauty is that now you have a 
single contact source for all of the inside real estate information on all of these properties which saves you the time and frustration of having 
to call several different agents who will all begin to bug you with the same information.  The next step I would suggest we take is to get 
together, I’ll buy you a cup of coffee and I will share with you a lot of valuable information that has helped my clients save thousands of dollars 
on their home purchase.  You’ll have the opportunity to ask me any questions you’d like and I will never pressure you and you are under no 
obligation.  That way we can mutually decide if it makes sense for us to work together, fair enough?  Terrific!  I have time available tomorrow 
morning or would Wednesday morning work better for you?” 

6. The “We Already Have An Agent” Close.

Prospect:  “We already have an agent.”

Pro:  “That’s not a problem Mr. Tweedy.  I’m not attempting to replace who you currently have; I’m just wondering if you’d be open to 
expanding your opportunities in finding your next home?”

Prospect:  “I guess so Mike.  What do you mean?”

Pro:  “The longer I’m in this industry the more I find that what my clients want the most is quality service.  I pride myself on 
delivering beyond my clients’ expectations because I have learned that my business tomorrow is only as good as my service is today. 

Because of this belief I treat every client and their housing needs with respect and my goal is to satisfy your needs and desires in 
making a move and to make that transition as smooth and painless as possible, all the while working to save my clients thousands of 
dollars in the process.  

Prospect:  “Sounds like you could provide us with a service we could benefit from.”

Pro:  “Thank you for saying so Mr. Tweedy.  Here’s how I’m thinking.  It might make sense if you and I could circle back together to 
see where things are between the both of us.  Again, there is no pressure intended so please let me know if you ever feel pressured. 
It’s more of a way to be available to you for a Q & A session and it helps to avoid the whole chasing game with me chasing you down 
and you chasing me down so – it’s what we call a calendar relationship.  Would you be open to that idea?”

Prospect:  “Sounds great Mike.”

Pro:  “Great.  I have discovered that my clients benefit the most after we have the opportunity to meet face-to-face and go over all 
of the details of what you are trying to accomplish.  Is it better for you to meet during the week or is the weekend better for you?”

You then just narrow it down and voila you have an appointment!

7. Can you get our home sold in 30 days?



This one is mishandled by many if not most salespeople. Why?

Because typically they will answer with either yes, no or maybe…none of which will get you moving forward!

Instead, when posed with the question, "Can you get the home sold in 30 days?" Simply smile warmly and respond with:

"Does 30 days suit your time frame best?"

That way you are orienting them to the fact that if that is true then they must pay close attention to your "Facts of Record" CMA to 
accomplish their goal!

Moving Along...

Why Taking Action is Critical to Success!

A FORMULA FOR CHANGE
You would not dream of building anything of importance without some idea of what you wanted, would you?  The drawing or sketch you would create is called a 
blueprint.  No matter how rough it is it lets your mind see what you want.  Once your mind sees what you want it goes to work to develop the final plan while 
you get the project started.  This is the only way the picture can become a reality.

Remember, all buildings are built one brick or board at a time.  Your life is built the same way.  If you don’t have a blueprint for building and you add a brick 
or board at random, your building would never become anything more than a disarray of brick and wood.  This would result in your building falling down!  Do you 
know anyone whose life seems like it is falling apart?  If so, it is certainly likely that they have not drawn up their own personal blueprint for success, wouldn’t 
you agree?

It is a fact that only 5% of the people in the greatest country in the world wind up their working days and retire financially able to take care of themselves. 
95% of the folks in the United States do not plan their lives.  They merely go with the flow and accept whatever is given to them.

A study about goals was conducted at the Harvard MBA program in 1979.  It was written about in a book “What they don’t teach you at Harvard Business 
School by Mark McCormack.  Here is an excerpt from that book:

McCormack describes a study conducted on students in the 1979 Harvard MBA program.  In that year, the students were asked, “Have you set clear, written goals 
for your future and made plans to accomplish them?”  Only 3% of the graduates had written goals and plans; 13% had goals, but they were not in writing; and a 
whopping 84% had no specific goals at all.

Ten years later, the members of the class were interviewed again, and the findings, while somewhat predictable, were nonetheless astonishing.  The 13% of the 
class who had goals were earning, on average, twice as much as the 84% who had no goals at all.  And what about the 3% who had clear, written goals?  They were 
earning, on average, 10 times as much as the other 97% put together!

The final product from any plan is most often better than the first draft because the vast creative power of your mind pulls in all the facts and improves upon 
them.  Your subconscious mind takes over.  The subconscious mind is the greatest creation on the face of the earth!  Not only is it the thing that separates man 
from animal, it is also the very foundation of creation itself.  Its power has no limit!

Have you ever gotten anything that you really wanted?  Of course you have!  As a child you wanted things.  You dreamed of your first cap pistol or doll, and lo 
and behold, you got it!  Then, you wanted a bike – and got it!  As you grew older it became a desire for a dress or certain make and model of car.  Up to a 
point, you dreamed and wanted and received a lot of things.  Think about that…

Then a strange thing happened.  You matured and realized, or were told that you could not have all the things you wanted.  Someone may have told you this 
because they didn’t get anything, and thought they couldn’t get anything.  That’s why they figured you couldn’t either.  They may have told you it was because 
you were the wrong age or sex or color or lacked the right education or a thousand other excuses.

This may come as a shock to you, but you are totally responsible for yourself.  In fact, you are the only person who has ever denied you anything.  It will get 
you nowhere to blame anyone else.

Fantastic achievements are within your reach if you will only write them down and make your plan.  We challenge you to want more out of life and would feel 
honored if you would let us help you reach out and get more.  We are here to help you throw off the shackles you have placed on yourself, help protect your 
ego and lose your fear of failure.  Once you learn to navigate the murky waters that you must cross to get to where you have made up your mind to go, you can 
start a new life.  You no longer fear failure.  Success and failure walk hand in hand, just inches apart.  When you chart your own course, you begin to lose your 
fear.  You can then take that first step across the moat unconcerned about what lies below because you have your sights focused on the star!  

You must understand, though, that many people would like to see you fail because they are afraid to step out and seek new adventures for themselves.  They 
say, “What if you fail?”  We say, “What if you don’t fail?”  It takes a big person to be happy over someone else’s success.  Big people are usually those who 
have charted a course for their lives and will relate to your excitement.

The first step to creating your blueprint for success is to think about where you want to go in various lengths of time . . . 30 days, 90 days, 6 months, 1 year, 
2, 3, 4 and 5 years.  What do you want and where will you be?  What turns you on?  What dreams do you have?  What is worth committing yourself to as a 
goal?

We all have dreams and aspirations.  The difference between wanting and getting these dreams and aspirations in to reality is nothing more complicated than 
having a well defined and written down goal with a concrete plan to achieve it!  Sounds simple and it really is!  If you haven’t thought about your future success, 
we strongly recommend that you do it now!  Take some time to dream of where you want to be at the end of the time periods mentioned above.  You can dream 
as far out as your mind and imagination will allow!

We caution you not to begin with goals that are not believable to you.  Remember this . . . to see it you must believe it!  Make your dreams a stretch.  Clearly 
visualize yourself already achieving your dreams.  How does it feel?  What does it look like?  No goal is too small nor should any goal be taken lightly.  This is 
serious business!  This is your life!  You can build your goal achievement muscles one small step at a time.  Think of it like a work-out program at the gym.  Your 
first day in your program is one of the most critical.  If you overdue it you’re headed for trouble.  That leads to much soreness and the temptation to quit. 



Instead build on all of the small successes so you will have the muscle to achieve the larger goals more easily.  This builds a strong self-image and develops a 
habit of goal setting and achieving that will serve you extremely well throughout your life.

WANT . . . PICTURE . . . PLAN . . . GET!

How To Target 3 Under-tapped Lead Sources

Here are 3 lead sources that are known and used by few. Before I go over them though it is important for you to realize that leads are like pebbles
of sand on the beach…they're Everywhere!

Some that you may not have pondered or gone after are:

1. Owners of properties that are 'Free and Clear' of liens/loans/encumbrances.

2. The 'Sandwich' Generation.

3. Would be buyers/sellers/refinancers that do not qualify for a loan.

Let's look at each one of these rich sources of leads and discover how we can tap in to some immediate and long term business
opportunities, shall we?

1. Owners of properties that are 'Free and Clear' of liens/loans/encumbrances.

Think about it. What target market is there that is more qualified to go after? Sure there are bigger fish in the pond but the 
'bread and butter' investor is Golden! So, how do we find this rich source of business? Simple enough, start by targeting a specific 
area and/or demographic group of people, who are most likely to be open to your offer. Your target market is going to be highly 
interested, most likely to apply what you have, can easily afford your services and are most likely to benefit from them.

I might approach this prospect in this way:

1. Send a hand written 'Lumpy-Mail' letter to get their attention.

2. Write compelling copy in the 'Lumpy-Mail' letter that grabs their interest.

3. Create desire to take the next step.

4. Compel them to take Action!

5. Call them 2-3 days after the day I mail them. Double-checking to see that they got my information. Then, if appropriate, discuss how/if 
    I might be able to help them maximize their investment(s).

6. Set the appointment with those that see potential and have desire to grow.

7. Meet them, diagnose their needs, prescribe a customized strategy on how to accomplish their needs, execute the strategy together. 
    Non-salesy and very comfortable approach.

2. The 'Sandwich' Generation.

This is a 'Gold-Mine' of opportunity for the savvy agent/broker/salesperson in a variety of industries. We'll use real estate sales as an example 
here but this strategy is an excellent approach for industries such as; insurance, financial planning, moving & storage, landscape maintenance…
the list goes on!
 
(Just as a side note but worth it's weight in gold, you could set up a 'Master-Mind-Group' comprised of professionals in these related businesses…
or come up with your own list.) 

Just be sure that you can all cross-pollinate your customer lists in a cool, non-spammy way with everyones blessing. Only deliver the information 
that your community is asking for or that would be relevant to them, while providing excellent value and delivering beyond their expectations. 
Easy enough to conceptualize, right? So the body will achieve whatever the mind can conceive and believe…or so I've heard!

I Digress…

The 'Sandwich' Generation is comprised of folks that are between the approximate ages of 45 to 60. Many have children that are considering a 
move/purchase/sale as well as 

parents that are considering a move/purchase/sale. 

Thus…the 'Sandwich' Generation!

Pick your geographic area of service, call a title company or list company and get a list based on your specific parameters.
 
Then, begin a systematic marketing approach that is non-invasive and they actually welcome! Start with a very specific and targeted audience. 



That way you'll be better able to deliver world-class service to each and everyone that is in need of your services/products. Again, deliver 
maximum value, like, 20 times the investment in your services/products. Seriously, that is Key to long-term customer relationships, 
quality introductions and your financial stability!

There might be 1-2-3…or more transaction opportunities from each customer/client/even prospect that you encounter…that is…if you know 
how to ask the right questions at the right time.

Get the list from your favorite source and start mining for Gold!

3. Would-Be, Buyers/Sellers/Refinancers that do not Qualify for a loan.

This is a vast trove of fantastic business for the sharp sales professional. Think of all of the people who are either under-water in their home, 
don't show enough income on their tax returns because they are self-employed or simply don't have enough initial investment money to make 
the lender satisfied. Among this group of people there are a fairly large number of them that are solid buyers and/or seller opportunities.

So Mike, where do I find these prospects? Fair enough question and my answer is that there are a couple of really great sources and a bunch 
of other places to look that aren't as great but still productive. 

Let's start with the would-be buyers that your favorite mortgage broker can't get through underwriting. They have decent credit scores, 
solid work history, great ratios but the underwriter just won't approve them. 

Bingo-Bango-Bongo! That's a potential opportunity for you. Go chat with your favorite mortgage professional(s) and let them know that you 
specialize in helping buyers get happily involved in owning real estate that are not able to get financing through a traditional channel. 

You find properties where the seller can/will carry owner financing and voila! Put the two together and you have made a sale. 

More importantly you have helped someone realize their dream of owning a home that was turned away by the lender! Big Smile! :)

Same goes for the seller who wants/needs to refinance but can't qualify. Now they are faced with potentially needing to sell and may even 
be in a short-sale situation. What an oxymoron…short-sales are anything but short! Or they may have enough equity to sell their current 
property on owner carried financing which gives them a 5-6% return on their equity instead of less then 1% return in a savings account. It 
also enables them to go out and take advantage of this incredible opportunity, historic really, to invest in real estate.

So team up with your affiliates and work together to grow each others businesses. It's ripe and ready for you to pick!

How To Double/Triple Your Conversion Rate

There are numerous ways to dramatically increase your conversion rates. The first and most effective way is to study, practice, drill and 
rehearse your presentation(s). With just 30 minutes a day you will see remarkable results in your conversions. 

It's ALL about building relationships. People will not do business with you until they like you and trust you…period! I have found that the 
more time I spend building rapport, asking great questions, taking copious notes and all the while managing the sales process so we keep 
moving forward…then the smoother it is the rest of the way to the sale. Closing becomes a non-issue. It is just the natural next step in 
the process. 

When you become a pro, not only is closing unnecessary, the buyers and sellers ASK YOU if you'll represent them! That's true influence. 
One method I find very effective at setting the tone is what I call the RAPID approach. RAPID is an acronym for:

R=Resolve the difference. You might open with, "John and Mary, what was it that made you decide to invest the time to begin looking at 
really dealing with __________? Just get them talking so you can diagnose the problem(s).

A=Agenda. Set the agenda. Do an Ask, Tell. Ask, Tell. Like, "I'm going to Ask you some questions and find out if or how I can help you. 
And I'm going to Tell you what we're doing over here. You can Ask me any questions that you'd like and when we're done with the meeting today 
all I want is for you to Tell me whether or not this makes sense to you. Fair enough?"

P=Probe. Probe deeper. Ask more pointed questions once you've built some rapport and trust. Help them play a mind-movie. Ask them what their 
life would look like once they've accomplished their goal(s). Qualify them as to their true motivation and financial ability to move forward.

I=Investigate. Investigate the solution together. What should their next steps be?

D=Decide. Decide the outcome together and ask them if/when they would like to get started or if they simply want to return to 'Fine'.

This discussion is much more comprehensive then what I've given you here. If I wrote out the whole thing it would take several pages and really 
the better way to learn is in a live venue where we roll play and have break-out sessions. 

You must learn your craft better then your competition. 
You must talk to more people every day. 
You must get very proficient at setting face-to-face meetings!

SOME FINAL THOUGHTS!



HERE ARE 5 THOUGHTS AND ACTIONS FOR YOU TO TAKE FOR THE NEXT 90 DAYS:

1. Gain clarity of the current situation. In other words, clarify with Yourself PRECISELY what Your current situation is. 
   How much money are you currently earning? What is your current monthly cash flow? Both in and out. 
   What does your typical day look like right now? 

BE BRUTALLY HONEST! 

2. Determine your outcome. That's right! Determine with absolute certainty and clarity what outcome(s) you seek. Write 
    them down and your mind will start taking you there! DO NOT be ambiguous! Take out a piece of paper and make 3 columns. 

   At the top of column 1 write 'Thing'. At the top of column 2 write 'Monthly Cost'. And at the top of column 3 write 
   Reason(s) why or if that thing is important enough for the cost/investment you will make. Nothing fancy here. Just 
   plain old business basics 101, right?

3. Create UNSTOPPABLE MOMENTUM! 

When you have the genuine, core and unshakable belief that you Can and Will do Anything you put your 
mind to…PERIOD! And if you think about this and you know that what you are doing is

the right thing to do and you know that what you're doing is for the absolute betterment of your 
community and you know that when someone gives you their trust and money, that that trust and 

money will be considerably less then the value of the service and or product you are giving to them in 
return, then you're UNSTOPPABLE! Right? 

You know that no matter what you will accomplish your goal. Like my Dad used to say, RIP, "Son in sales you are paid in direct proportion 
to the amount of service you render. In fact, your income is a 'Score Board' reflection of the service you've provided! 
That, my friends is GOLDEN!

4. Determine the PRICE you must pay to achieve your outcome(s) and PAY IT…willingly! Do you need a new tool for your business? 
    Does it make sense to short-cut the process and hire a business coach to get you ramped up quickly? Have you paid the price of 
    laying a solid foundation on which to build your long-term financial stability? Determine it and pay it. Trust me
    if you'll give your business full-throttle for the next 12 months your life will Change! Goals will be surpassed and you'll be then 
    able to reap the harvest of your hard work.

5. Attract the 'Ideal Client'. This is HUGE! Why? Because, the day you decide to only work with your 'Ideal Client' is the day that you set 
    yourself free from the weenies and then your business will thrive!

SUCCESS and NOTHING LESS!

Michael Fuller

P.S. Get some more FREE stuff. Go to: www.michaeldotfuller.com and grab the 100% FREE Report, "How to build your own website by
      3:45 this afternoon. There's more cool stuff there as well.

P.P.S. Interested in a complimentary 1-Hour Strategy Session with me so we can dissect what's going on in your business and how/if I
        might be able to help you. I won't try to sell you anything…promise! It'll just be me and you taking a deeper dive in to some
        strategies that will help you plus we'll have some fun! If so go to: 
        
        http://www.thesalessyndicate.com 

        and click on the Strategy Session tab, fill out the short form and I'll reach out to you immediately to set up a mutually convenient   
        for us to talk.


