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M ON TH L Y  Q U O T E S  

         Be Thankful For What You Have 
 
If we could shrink the earth’s population to a village of precisely 100 people, with all the 
existing human ratios remaining the same, it would look something like the following.   
 
There would be: 
 
57 Asians 
21 Europeans 
14 from the Western Hemisphere, both north and south 
8 Africans 
52 would be female 
48 would be male 
70 would be non-white 
30 would be white 
70 would be non-Christian 
30 would be Christian 
89 would be heterosexual 
11 would be homosexual 
6 people would possess 59% of the entire world’s wealth and all 6 would be from the United States 
80 would live in substandard housing 
70 would be unable to read 
50 would suffer from malnutrition 
1 would be near death; 1 would be near birth 
1 (yes, only 1) would have a college education 
1 would own a computer 
 
If you can attend a church meeting without the fear of harassment, arrest, torture or death…you are more blessed 
than three billion people in the world. (continued on back page)    

  Vol VII Issue XI 

“You can’t change a person’s performance until you 
first change their beliefs.” 

                     ~Frances Frei 

“People don’t buy what you do, they buy why you do it. 
And what you do simply proves what you believe.”  
 
                          ~Simon Sinek 
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             Why Traditional Selling Strategies No Longer Work 
                      ( a brief history lesson on sales) 
 
If you are in the business of making sales via phone or face to face conversations, as I am, here are some thoughts 
you need to seriously consider. 
 
Fact: nobody is ever looking forward to having an appointment with you to discuss buying what you are selling.  
 
Hate to be the bearer of bad news, but nobody gives a “tinkers damn” about 
you or the product or service you are selling. If you insist on talking 
about your product or service you will bore your prospects to tears and they 
will look to get rid of you as fast as they can. 
 
You may love your product or service but your buyer could care less. If you are impressed with your 
knowledge, degrees and certifications get over it because your buyers don’t care about that stuff. 
 
All buyers are the essentially same. The only thing they care about is themselves and how to make their life eas-
ier, less stressful and more enjoyable.  
 
A little history of sales may provide some insight into how we arrived at such a dysfunctional sales process.  
 
One hundred years ago because there was no television, no internet and little in the way of radio about the only 
sales media going were newspapers and magazines. 
 
If buyers wanted to find out about a new product or service it was necessary to have a face-to-face meeting with a 
sales person. They may not have liked it then, but the reality was that this was often the only way to obtain the 
product knowledge they sought.  
 
Later the telephone began to replace the need for face to face meetings.  
 
Today neither the face to face or phone call is necessary to obtain knowledge about products and services. With a 
few clicks of the mouse buyer’s can search and find out anything they want about any product or service they 
have interest in.  
 
Case in point. What do people do when they're interested in real estate? They hop online and look up information 
on the internet. For many, it's just a lot easier and safer and faster than inviting a real estate agent over for tea & 
crumpets. 
 
The issue is NOT that real estate agents are obsolete. 
 
The issue is: Does she add legitimate value to what the customer can already get from the internet? Is she 
positioning herself such that customers who are ready to do something see her as a valuable resource and call her 
when it's time to act? Or is she just a friendly face who really just wants their listing? 
 
You see, if the realtor is going to be successful, she must clearly position herself as someone who drastically 
speeds up the buying or selling process and makes it much easier for the buyer or seller to get what they want.  
 
Same principle holds true for sales people, and business owners in ANY industry. 
 
So how do you demonstrate that you (as a person who sells) make your customers' life easier – and that the time 
spent with you is time well spent? 
 
(continued on back page) 
 

 

 
 

 
 



               Jake’s Chronicles… 
 

 
 
 
 
 
 
 

          
 
 
 
These are not easy days my human friends. You may not think that I 
notice things outside my immediate comfort zone, but I assure you that 
I do. There is much more to being a primo canine companion than 
treats, walks and soft beds. Really, I am being totally honest.  
 
I'm just as aware of the gruesome world news as you are. I fret and 
sometimes lose a moment or two of nap time contemplating the dreary 
political scene in this country. I do not understand why I cannot run 
for political office; after all I was born in the USA. Milton, Florida 
may seem like another country, but  it is not. Trust me. I have never 
been convicted of a felony although there was the time that the silly 
neighbor called animal control.  He obviously was not aware that I was 
in advanced training for my AKC Good Citizen award and was re-
quired to walk without a lead. Not to brag, but I am quite well edu-
cated. I am, however discriminated against and excluded because I do 
not walk on two legs or have opposable thumbs. It is a travesty.  
 
All that being said , I want to comment on how important gratitude is 
in times like this. I've spoken with you often about this. It would ap-
pear to me that we of the canine persuasion are much more gifted in 
expressing our thanksgivings despite the circumstances.  It really is 
common sense….a quality that, sadly, humans often lack. It is a no 
brainier to be thankful when everything is going our way. 
 
It is more difficult to find something  to praise when turmoil surrounds 
you. When adversity visits you, I beg you to take a deep breath and  
think about good things. It has a calming effect not only on you but on 
those around you. I would suggest that you wag your tail. I find that 
always works, but I fear that you might be apprehended for obscene 
behavior if you tried that. 
 
The most incredible part of this is that the more you think of good and 
worthy things, the more you experience them. It has a quite wonderful 
ripple effect. I highly recommend it.  
 
Happy Thanksgiving dear readers. And remember - no matter your 
situation - to give thanks every day. If you will do that everyday you 
will be amazed at the results. I, Jake the Wonder Dog, guarantee it.  
 
 
 Jake, The Wonder Dog 

What Our Raving Fans  
Say About Us 

  
Aloha Steve, 
  
I read tons of books and I can tell you, without any 
sugarcoating that your Profitable Persuasion is a book 
worth more its weight in gold! Pages 74 through 76 
are sweet - very sweet! BE THANKFUL FOR WHAT 
WE HAVE. I read it ten times. It is like a  "shot-in-
the-arm" kind of medicine. I get high reading it 
again...and again. 
  
Thank you for writing such a book and for letting us 
in on little wisdom about life in general (and selling of 
course!). Got to go now for I need to read the rest of 
your book still. 
  
Walter in Kona, Big Island Of Hawaii 
 
I just wanted to say thanks for a great interview 
that covered a number of useful tidbits that will 
help make people better at selling – your generos-
ity and level of professionalism was extraordi-
nary… if people will take an opportunity to work 
with you I have no doubt they will be selling more 
and able to hire better sales people – just in our 
interview I know I have improved my sales abil-
ity.  Thanks,  
 
Mike Crow – Founder Coach Blueprint 
 
Becoming a member of ECMA and specifically be-
ing a part of the inner circle coaching group has 
been without question, the most valuable busi-
ness experience I have ever gained. I anxiously 
look forward to each meeting and coaching ses-
sion -double and triple checking my calendar to 
make sure I don't miss a single one! 
 
I have gained a number of new ideas and insights 
regarding marketing and structuring my business 
that are going to enable to take my business and 
my income to the next level!  
 
Skip Orth 
Father and Son Landscaping 
Navarre, FL 
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(continued from page 1) 
Well, in your marketing, you focus on *their* prob-
lems, not *your* products or solutions. You focus on 
the itch, not the scratch. 
 
This might sound simplistic but hardly anybody in sales 
really does this well.  
 
If you doubt me, just pick up any magazine and flip 
through it. 
 
Ask yourself this question as you look at every ad: 'Is 
this ad about my problem, or is it about somebody's 
product?' 
 
The vast majority of the time it's about their 'cool' prod-
uct. And nobody really cares. The only thing people 
care about is their problem. 
 
If you are going to relevant and successful you must 
make a major shift in your process.  Instead of being a 
sales person who's trying to get in front of people, be-
come a problem-solving Information Source by provid-
ing useful information to the buyer before you try to 
sell them.  
 
This information can be delivered in a written format 
such as reports, newsletters, blog posts, etc. or it can 
come in the form or CDs, DVDs, webinars, and educa-
tional seminars.   
 
It doesn’t come in the form of a cold telephone call. 
 
When you first seek to educate the buyer and establish 
trust and credibility before you try to sell, you will sell 
way more and it will be easier and less stressful for 
both you and the buyer. 
     

Steve 
PS If you want you want to skyrocket your income and 

become an enormously skilled practitioner of New 
School Selling you should check out  

www.salesacceleratorsystem.com/full. 
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(continued from page 1) 
 
When one considers our world from such a com-
pressed perspective, the need for acceptance, under-
standing and education becomes glaringly apparent. 
 
The following is also something to ponder: 
 
If you woke up this morning with more health than 
illness…you are more blessed than one million who 
will not survive this week. 
 
If you have never experienced the danger of battle, 
the loneliness of imprisonment, the agony of torture, 
or the pangs of starvation…you are ahead of 500 mil-
lion people in the world. 
 
There is much in this world to be concerned about. 
But we are unbelievably blessed to live in this coun-
try.  
 
During this season, we should take time to count our 
blessings, acknowledge our good fortune and thank 
God that we do not live a country that would take 
away the freedoms and the opportunities we have. 
 
The next time you are tempted to whine or complain 
about anything you might just reread this article and 
remind yourself just how good you really have it. 
 
I urge your to print this out and place it where you 
can read and refer to it often. You may also want to 
share this with your family members and friends; if 
you have kids discuss this with them and teach them 
to be thankful every day of their lives for what they 
have. 
 
Lastly, I am thankful for you. Thankful that you sup-
port what we do and blessed that with your support, I 
am able to live the lifestyle that so many will never 
know. 

  Steve 
 


